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Hunt Bros.

Canned
Fruits

Packed where grown - -
when ripe - - with all that a
California sun and years of
practical experience in proc-

essing can give them*

Careful grading, guaranteed
percentage of Syrup and
Satisfied Consumers are all
embodied in

Hunt’s Canned Fruits

LEE & CADY

Cadillac 1411-1412

Corduroy Tires

Known from the Canadian Border to the Gulf—and from New
York Harbor to the Golden Gate—the Corduroy Tire has in ten
years gained a reputation for value, for superlative performance
and dependability that is second to none!

The Corduroy Dealer organization dots the nation’s map in
metropolis and hamlet, it is an organization that swears
allegiance to the _Cordurox Tire because of long years of unfail-
ing "tire satisfaction to. the motorists of the coulntry.

Go to your Corduroy Dealer today. Ask to see the tire. Big—
Sturdy—Handsome in all its strength and toughness, the Cor-
duroy Tire will sell itself to you sirictly on its merit.

CORDUROY TIRE CO.
Grand Rapids, Mich.

MICHIGAN BELL
TELEPHONE CO.

Enjoy a Michigan
vacation this year . . .
telephone home often

PEND a delightful vacation among the

thousands of beauty spots in Michigan.
Splendid scenic highways reach all corners
of our lake-bordered state.

And while on your vacation, avoid worry
by telephoning the folks at home. Call
friends who live off your route in that part
of the state through which you are touring.

Let Long Distance telephone service in-
crease the enjoyment of your vacation.
Long Distance rates are surprisingly low.

VACATION IN MICHIGAN

COLLECTIONS

We make collections in all cities. Bonded to the State of Michigan.
Prompt remittance of all moneys collected is guaranteed. Write us
for information regarding our system of making collections.

CREDITORS COLLECTION BUREAU
Telephone 7th FI. Lafayette Bldg.,
Detroit, Michigan
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Unlike Any Other Paper. Frank, free and

fearless for the good that we can do. Each issue com-

plete in itself.

DEVOTED TO the best interests of business men.

Subscription Rates areasfollows: $3 per year,
if paid strictly tn advance. $4 per year if not paid
in advance. Canadian subscription, $4.04 per year,
payable invariably in advance. Sample copies 10 cents
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507 Kerr Bldg.

ESTABLISHES PRECEDENT.

Supreme Court Decision Great Victory
For Independents.

The Indiana chain store tax decision
given b f the United IStates Supreme
Court a week ago last Monday and
upholding that State’s right to levy a
graduating tax on branch stores has
again brought to light the controversy
between the~chains and the indepen-
dents. The chains as a whole have not
responded publicly at any time to the
numerous charges brought against
them, but have continued to advance
their business as if nothing had hap-
pened. Various representatives, bona
fide and otherwise, of the independent
camp have burst into print with state-
ments, and the politicians have made
much of the situation for their own
advantage.

There are now thirty-seven states
in which chain legislation is pending
or is in the position in which the
Indiana law was before the Supreme
Court decree freed it from the injunc-
tions by which the chains had sought
to nullify its effect. 'The 'Mississippi
Legislature had passed a chain store
tax law in 1930, doubling the amount
of sales tax to be paid, and an injunc-
tion was promptly secured. It is now
felt in view of the decision of a week
ago Monday that the disputed Missis-
sippi law will Ibe held valid and will be
in operation before summer.

In Wisconsin the Attorney-General's
office last week advised the State As-
sembly that the hill proposing a grad-
uated gross sales tax on retailers is
constitutional. Under the bill the basis
of the graduated tax on the chains
would be the entire gross sales of all
the stores in the state.

In the opinion it was stated: “The
courts should hold that retailing
through chain stores may be: differ-
entiated constitutionally from retailing
in independent single; stores, both for
police regulation and for taxation.”

liew York State under its present
laws cannot tax the chains, but in
time laws may be recommended by

Governor  Roosevelt’s recently ap-
pointed Tax Commission which may
deal in this fashion with the chains,
According to the chief of the corpora-
tions bureau of the State Tax Depart-
ment.

General feeling in New York circles
is that the chains in fighting the In-
diana tax law had their eyes more on
the future and the establishment of
dangerous precedents which might
later be embarrassing to them in busi-
ness than on what was termed in the
St. Louis Globe Democrat “Indiana’s
mild levy.” There has been a general
impression that the chains were being
gradually legislated out of- business in
the various states where tax statutes
of this sort are on, the books and that
the laws such as that of Indiana or
Mississippi are merely preludes to fur-
ther raids on the resources of the
chains. The recent Virginia decision
which allowed the State to tax the
Great Atlantic & Pacific distributive
system in that state is taken as an-
other fair case of this sort of legisla-
tion.

Manufacturers of foods generally
favor the chains to a considerable ex-
tent as an economical means of distri-
bution of their product and they point
to the alleged economies in selling to
the chains where a large volume of
business may be transacted at a low
unit cost to the manufacturer. They,
however, are coming around more and
more to the realization of the necessity
for keeping the old line wholesaler and
distributor as a balance against chain
domination in their field, though they
have so far as is known not taken any
steps to assist this form of business.

There is a growing feeling among
the manufacturers that were the inde-
pendents eliminated the food business
would in time become merely a sub-
sidy of the large chains.

While political dissertations have
charged that the chains are monopolies
and therefore to be execrated much of
this type of antagonism is also falling
behind. Instead, the more informed
among that part of the population are
coming to the viewpoint that the effi-
ciencies perfected by the chains in
their few years of existence might bet-
ter be emulated by the independents.
In fact some have gone so. far as to
say that using the same type of dis-
tribution and securing -considerable
savings for the consumer will help the
independents to the point where they
wilt be able to compete with the chains

with success..—N. Y. Journal of Com-
merce.

Don’t let your store acquire the repu-
tation of being a curiosity shop
through having an accumulation of
old stock and show cases.

If the conceit were taken out of some
people there would be nothing left to
bury.

Fochtman Litigation To Be Ended By
Compromise.

Conditional settlement of litigation
which followed the appointment, in
September, 1930, of a receiver for the
A. Fochtman Department Store, Inc.;
Petoskey, since named in involuntary
bankruptcy proceedings, has been made
by attorneys for petitioning creditors,
the debtor firm creditors who inter-
vened to oppose the petition, the
widow of Albert 'Fochtman and the
administrator of his estate. The agree-
ment hinges upon approval by the
Emmet 'County Circuit and Probate
courts and acceptance by creditors of
a 100 per cent, composition settlement
offer.

Dispute arose between the Albert
Fochtman estate and the corporation
over ownership of much of the assets,
a”,d Eugene Fochtman, brother of Al-
bert, was named operating receiver of
the corporation by the Circuit Court of
Emmet county.

As receiver, Eugene Fochtman filed
suit in Emmet Gounty Circuit Court
for recovery of assets which, prior to
Albert Fochtman’s death, had been
carried in his name, but which the re-
ceiver contended were corporation as-
sets.

Assets included notes and mort-
gages valued at approximately $77,000;
real estate, known as the Grand Marais
property, and valued at $25,000% the
Clifton building in Petoskey under
lease to the McClellan 'Store Corp.,
which lease has been assigned as se-
curity, and other real estate valued at
about $90,000.

The receiver likewise claimed $40,-
000 life insurance money representing
policies in which Mrs. Albert Focht-
man originally was named beneficiary,
but which were assigned to the cor-
poration shortly .prior to Albert Focht-
man’s death by Eugene Fochtman,
acting under power of attorney. Liti-
gation in this suit over the insurance
money involved the validity of the
power of attorney and assignment, and
whether the premiums had been paid
by the corporation or by Albert Focht-
man personally.

Undisputed corporate assets, consist-
ing of stock, fixtures, accounts receiv-
able, and amounts due from monies ad-
vanced the Conway Lumber Co. and
the Michigan Hardwood Products Co.,
amounted to about $366,000. Because
of the current depression, these assets
were not as liquid as ordinary. Lia-
bilities aside from stock total about
$287,000.

In January, 1931, while the receiver’s
litigation with the estate and the wid-
ow was pending, three creditors, Pres-
ton Feather, of Petoskey, Bloom Dress
Co., of New York, and the Jenee Dress
Co., of New York, whose combined
claims are said to total about $700,
filed an involuntary petition in bank-
ruptey.

Application for appointment of a
temporary bankruptcy receiver was de-
nied by Judge -Fred M. Raymond, in
U. S. District Court at Grand Rapids,
and during the hearing on the bank-
ruptcy petition before Attorney Kirk
E. Wicks, of Grand Rapids, as spe-
cial master, it became apparent that
because of complications over involved
assets, legal questions and enormous
litigation expense, a general settlement
had best be attempted.

The conditional agreement provides
that Albert Fochtman’s estate and his
widow agree to release to the A
Fochtman Department Store, Inc.,
their claim to the insurance money, to
all mortgages and notes and real es-
tate except the Clifton building and the
Grand Marais property, and assign to
the store the large stockholdings of
Albert Fochtman in the Conway Lum-
ber Co. and the Michigan Hardwood
Products Co.

In addition, the Albert Fochtman es-
tate agree to release an undisputed
claim for moneys totaling $52,000 ad-
vanced by Albert Fochtman during his
lifetime. In return, the corporation
agrees to assume certain personal obli-
gations of Albert Fochtman, which
were largely incurred in raising money
for use in the store business and exe-
cute a long term real estate mortgage
on a particular parcel for $40,000, no
payments or principal to Ibe paid there-
on for five years.

The agreement provides for payment
of the composition settlement offer as
follows: Twelve and a half per cent, in
cash and balance in non-interest bear-
ing notes, as follows: iy2 per cent, in

six months, 5 per cent in twelve
months, iy2 per cent, in eighteen
months, 5 per cent in twenty-four

months, iy2 per cent, in thirty months,
and 55 per cent, in thirty-six months.

Deferred payments are to be secured
by the deposit in escrow for creditors
of all of the corporation’s common
stock and the corporation will attempt
to anticipate the last installment of
notes through the sale of real estate
and the prompt liquidation of accounts
receivable.

A general letter will be sent to cred-
itors by Knappen, Uhl, Bryant &
Snow, attorneys for the corporation,
about June 1, when it is expected the
schedules will be ready, advising them
of the offer and the date of the meet-
ing, at which the composition will be
considered.

Seven New Readers of the Tradesman.
The following new subscribers have
been received during the past week:
Fred Tuszek, Grand Rapids.
R. O. Dennis, Grand Rapids.
R. J. Petersen, Grand Rapids.
Peoples State Bank, Middleton.
R. L. Johnson, Butternut.
Peoples State Bank, Butternut.
Stock Yard Market, Muskegon.
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Of the International Chamber of

Commerce.

Sitting in at the International Cham-
ber of Commerce sessions held recent-
ly in Washington, one was deeply im-
pressed by the sincerity of the partici-
pants and their eagerness to arrive at
basic solutions for the business depres-
sion which now obtains the world over.
There were present eminent business
men from all over the world, three hun-
dred and fifty foreign delegates and
more from the United States. Among
them were such as George Theunis of
Belgium, President of the International
Chamber, and twelve others, Jean Par-
mentier of France, Administrator ' of
the Credit Foncier of France and forty-
five others, Kenkicki Kagami of Japan,
President of a large Japanese Bank,
and twenty-two others, Sir Alan An-
dersen of England, Shipowner and Di-
rector of the Bank of England, and
fifty-one others, Alberto Pirelli of
Italy, President of the largest tire
company in Europe, and twenty-five
others, J. S. Edstrom of Sweden, Pres-
ident of the Federation of Swedish In-
dustry, and twenty-seven others, Oscar
Sempell of Germany, Director of a
large steel company, and fifty-seven
others, and many other leaders from
abroad, with these from the United
States:

Silas H. Strawn, of Chicago, Presi-
dent of Montgomery Ward Co.

Wm. Butterworth, of Moline, Chair-
man of Deere Plow Co.

Gerard Swope, of New York, Presi-
dent of General Electric Co.

Lucius R. Eastman, of New York,
President of Hill Bros. Co.

Julius H. Barnes, of New York,
Chairman of U. S. Chamber of Com-
merce.

Melvin H. Traylor, of Chicago, Pres-
ident of the First National Bank.

Men of this caliber led the delibera-
tions of the Chamber and voiced their
opinions upon the various topics under
discussion. It is to such leadership
that business men the world over look
to the solution of vexed business prsob-
lems and to the promotion of sound
principles which can be used for their
solution.

Jean Parmentier of France talked of
the movement toward a European eco-
nomic union. He brought out the point
that in order to have a proper adjust-
ment of production to consumption, it
was proper to consider the formation
of International Cartels or foster the
co-operation of large manufacturers in
different countries in mapping out pro-
grams. The basic materials which
might properly be considered in such
programs, would apply to the manu-
facturing and marketing of iron and
steel, aluminum, fertilizer, cement, etc.

We are all accustomed to look at
our own particular prospect and be
burdened by the shadows which seem
before us. We think our problems are
the most serious and that no one else
has problems like ours to face. This
of course, is not true. Our burdens
are the common burdens of the busi-
ness and economic world to-day. We
should regarded ourselves as being
equally favored, if not better favored
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than other nations. We have no more
difficult situations to face than occur
in each community the world over. We
may congratulate ourselves that we are
not in the throes of civil strife and that
our lives are free to work out their
destiny. Our struggle is an economic
one and that in its far reaching effects
bas to do with human living and with
all manner of enjoyment in living.
The program at Washington covered
a vast variety of subjects. There were
discussions of important economic top-
ics from Monday morning until Friday
night. They touched upon the eco-
nomic relations of all countries, upon
commercial policies, the most favored
nation treatment, commercial arbitra-
tion, double taxation, the silver prob-

Clay H.

lem and its effect on trade in the Far
East, changing currents of world trade,
economic crises and their effect, Na-
tional and International business struc-
tures, the problem of production and
employment, agriculture, the touch
stone of world depression and prosper-
ity, tariffs and so on, these topics being
only a part of those ably handled by
representatives from the thirty-six na-
tions assembled for the meeting.

The opening address by the Presi-
dent of the United States held in the
Constitution Hall, was a masterly one,
the President emphasizing as his main
point, the desirability of lessening ex-
penditures for naval and land arma-
ments. He handled his topic in his
usual forceful and convincing manner
and made a fine impression.
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Perhaps the most inspiring talk was
given by Dr. Pirelli at the banquet to
1200 delegates and their- (wives on
Thursday night. | will close this ac-
count with excerpts from his speech
which while inspiring his audience,
gave evidence of his charming and
versatile character. Hs subject was
the Lights and Shades of Modern Me-
chanical Civilization.

“Here is the indictment:

“Modern  mechanical civilization,
born in Europe and carried to an ex-
treme in the United States, is making
Man the slave of his own machine.“

“Man is losing his personality; he
is becoming standardized in his men-
tality as well as in his dress and his
habits; he becomes lost in the multi-

Hollister.

tude, a mere pebble on- the beach,
rounded, polished, one like every other.

“The doctrines derived from scien-
tific materialism prevail. ~ Appetites
grow but aspirations perish. The peo-
ple know the price but not the value of
things.

“We cannot conceive the Saint, the
Hero, the Poet, or the Artist seated
before the calculating machine. The
outer life is Killing the inner. Religious
and family feeling are on the decline;
Man no longer knows the divine joys
of solitude, silence, contemplation; pur-
sued as he is by the telephone, the
gramaphone, (I think you call this in
America the talking machine), the
wireless, the clamor and uproar of the
streets; his culture is based on the
newspaper, the movies, jazz.
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“Vulcan has killed Apollo.

“In answer to this indictment | think
it is not difficult to put up a very good
case in defense of modern civilization,
but I also think that in so doing we
soon reach a point in the argument
when we must admit the dangers in-
herent in the predominance of the
material over the spiritual, and when
we must place our trust in those ever
resurgent forces making for balance
which Nature always he ds in reserve.

“A defense of technological civiliza-
tion must first of all put in record the
wonderful improvement in the standard
of living of vast masses of the people
of the world for which it can claim
credit. They have been raised by it to
conditions of life comparable to those
of the middle classes barely a hundred
years ago.

“Technical progress has made it pos-
sible to reduce the hours of work and
increase those of leisure while at the
same time raising wages and also low-
ering costs.

"As has rightly been said, machinery
is labor-serving, not labor-saving: it
has reduced physical fatigue, replacing
man by mechanical devices for produc-
tion and transport in the heavier and
more repetitive tasks.

“The ancients said that it took five
slaves to make a free man. To-day
machinery has taken the place of slaves
but not of the free man.

“How it is possible to deny that the
higher standard of life of the masses
thus secured, together with the de-
velopment of institutions due to public
and private enterprise, for improving
the education and health of the people,
are in themselves a splendid achieve-
ment?

“Man will always have unsatisfied
desires, but just think what it would
mean if poverty, which in past times
has been the rule, the destiny of the
many, and is so in many countries even
to this day, should become the excep-
tion.

“Some speak with contempt of the
levelling process, but if the levelling be
upwards let us bless it! It is surely
progress to convert the exception into
the rule.”

“But material comfort, the achieve-
ments of science and even the splendid
daring of Man, unles they be allied
to spiritual nobility are insufficient to
buld up a really great and enduring
civilization, capable of attaining the
summits of philosophy and art. Ideal-
ism is no mere useless luxury or un-
serviceable incumbrance. The greatest
civilizations have been those on which
the intellectual and moral light shed
by the great philosophers and contem-
plative spirits has shone. All wisdom
is not contained in science. Let us
think of the spritual heghts attained
by some of the sages of antiquity, unr
acquainted with cars and telephones,
but whose minds soared upwards,
reaching out to universal principles.

“Undoubtedly there is a danger that
modern civilization submerge and ob-
scure the finer and more distinctive
characteristics and qualities of man.
This danger exists more especially for
us business men because every ‘hour
of oiir daily life is so absorbing and
interesting, because there are so many
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and such constant claims on our time
and attention. The daily newspaper
and the wireless wake us in the morn-
ing and pursue us throughout the
day; our life is one of perpetual nustle;
the contacts with our fellows as we
travel to our work, and then through-
out the day in factory, shop or office;
in our associations, clubs and sports;
all accentuate its external trend.

“We must react against this. As
material life inevitably gains in uni-
formity we must make an ever greater
effort to preserve and develop our in-
tellectual individuality. The assortment
of talents, the infinite shade of intel-
lectual and spiritual pigmentation, rep-
resent some of the finest values and
greatest joys of life. We must learn
to cultivate the love of Nature’s divine
variety; we must find time to stop and
interview ourselves; we must learn to
appreciate silence and solitude, the
beauties of poetry, the joys of culture,
the fascination of mystery and legend.

“The great Mediterranean civilization
was the product of intercourse carried
on over the highway of an inland sea
with Tyre, Athens, Carthage, Rome,
Jerusalem, Alexandria, all contributing
their highest attainments.

To-day the sea is the ocean, or
rather the seven seas, but it is easier
for man to cross the oceans to-day
than it was for him to traverse that
sea of -old. What vaster possibilities
for our civilization if our spiritual de-
velopment can keep pace with our op-
portunities.” Clay H. Hollister.

Return of Goods To Retail Stores.

Although the average percentage of
sales returned by customers to retail
stores assumed rather large propor-
tions during the la'tter half of 1930, ac-
cording to a recent survey, the most
striking fact revealed is the high per-
centage of returns reported by some
stores and the wide variance in this
practice among establishments operat-
ing under similar conditions, it was
stated orally May 22 at the Depart-
ment of ‘Commerce.

One department store, for instance,
reported returns and allowances of 45.3
per cent, of all its sales on open credit
accounts, and another reported returns
and allowances of 30.1 per cent, of total
sales of all types, One furniture store
had returns and allowances of 40.3 per
cent, of ail sales. Yet competitors of
these stores in the same cities, it was
pointed out, reported percentages as
low as the average for other cities or
considerably below that average.

Further information was supplied as
follows:

Department stores were formerly
prone to believe that they alone were
afflicted with the profit-diminishing
evil of returned goods. And, as a mat-
ter of fact, officials of the Commerce
Department have heard of stores of
this class which had 40 per cent, of all
sales returned. But surveys disclosed
that returns and allowances were wide-
spread, and were of considerable pro-
portions in the seven lines of retail
trade covered in the semi-annual retail
credit survey.

A relationship between the size of
the business and the percentage of re-
turns and allowances is indicatedlby
this survey. For example, in men’s
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clothing stores they wvaried directly
with the size of the stores, the larger
the volume of business, the higher the
proportion of goods returned. The
range was from an average of 1.9 per
cent, for the smaller size group, with
annual sales of less than $100,000, to
9.7 per cent, for the larger size group,
having sales of $1,000,000 or more.

Various reasons are ascribed «or
large returns of goods, but it is diffi-
cult to say definitely what the major
cause may be. Probably the customer
and the store are both at fault, the
former for talking goods he does not
really want and for not knowing ex-
actly what he wants, and the latter for
forcing goods on a patron before he is
thoroughly convinced he should have
them.

One method of combating returns of
goods by persons who do so chronical-
ly is the utilization of an agency sim-
ilar to or co-operating with a credit
bureau, and the Department has been
informed that this method has been put
in practice in certain localities. Returns
of goods are reported to a central
office, to which the store can refer
when a customer brings back its mer-
chandise. The store can learn whether
the patron habitually returns goods to
other establishments, and predicate its
actions accordingly.

Additional, excessive returns and al-
lowances shown by stores having the
highest returns in the last semi-annual
credit survey follow: 32-2 per cent, of
cash sales of a department store, and
29.2 per cent, of installment sales for
another department store; 141 per
cent, of cash sales, 284 per cent, of
open credit sales and 325 per cent, of
installment sales for separate furniture
stores; 5 per cent, of cash sales, 20 per
cent, of open credit sales, 25.6 per cent,
of installment sales, and 26.9 per cent,
of total sales by individual jewelry
firms; 59 per cent, of cash sales, 25
per cent, of open credit sales, 4.9 per
cent, of installment sales and 20.5 per
cent, of all sales by different men’s
clothing stores; 15 per cent, of cash,
31.9 per cent, of open credit, and 235
per cent, of total sales for shoe stores;
131 per cent, of cash sales for shoe
stores; 131 per cent, of cash sales, 31.3
per cent, of open credit sales, 10.9 per
cent, of installment sales, and 21.1 per
cent, of total sales in separate women’s
specialty shops; and 313 per cent, of
cash sales, 13.7 per cent, of open credit
sales, 30.3 per cent, of installment sales
and 29.5 per cent, of total sales by
single firms handling electrical ap-
pliances.

Late Business News From Indiana.

Fort Wayne—iSteady increase in
business calls for expansion in building
facilities and a larger force, Ft. Wayne
Tailoring Co. announces. The firm
has been in operation for over a year
and has nearly trebled its payroll dur-
ing that time. The company expects
to increase its payroll from 300 to 400
persons and is taking over 18000
square feet of floor space in an adjoin-
ing building with room for further ex?
pansion when business demands it. A.
Hanus is manager of the company. The
expansion program begins immediate-
Iv-
yIndianapolis—Edward J. Gauseponhl,
trunk and leather goods merchant and
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manufacturer, and former president of
the Merchants” Association of Indian-
apolis, died at his home in this city. He
was 66 years old and had been in ill
health nearly two years. He was dean
of merchants of Washington street,
principal street in down-town business
district, having been actively engaged
in business there for more than forty-
three years. In (November, 1927, he
clebrated the 50th anniversary of be-
ginning of his business career as the
only man who had been continually in
business in Washington Street, between
Pennsylvania and Illinois for half a
century. Funeral services will be held
at the Scottish Rite Cathedral, con-’
ducted by 33d degree iMasons. He is
survived by his widow, one son, one
daughter, a brother, three sisters and
two grandchildren, all residents of
Indianapolis.

Muncie—Following the filing of a
petition for a receiver by the Eastern
Clothing Co., a creditor, Samuels, Inc.,
was adjudged a bankrupt. The petition
followed a petition by the debtor firm
asking for a stay of proceedings until
an offer of composition was either
confirmed or rejected. The offer was
rejected by a number of the creditors
following several hearings and further
action was referred to Carl Wilde,
referee in bankruptcy at Indianapolis.
In its petition, the Eastern Clothing
Co. asked that the receiver take charge
of the assets of Samuels, Inc., with
power to continue the business, main-
tain fire insurance in force and take
other steps necessary to conserve the
assets. It was pointed out that there
are approximately 400 creditors, 300
having claims under $100 The reject-
ed composition offer was 25 per cent.,
payable 15 per cent, cash and 10 per
cent, in two notes, payable in 90 and
120 days.

Huntington—A total of $2,958 of
claims were listed with the clerk Cf
the Circuit Court in connection with
the receivership of Kindler Bros., shoe
dealers of this city. Russell Huffman,
appointed by Judge Sumner Kenner,
is the receiver. The assets of the firm,
consisting for the most part of money
paid in for the stock and fixtures of the
firm and a small sum df money col-
lected on outstanding accounts, will
total about $825. In addition to the
claims already filed, some creditors
who were secured have not filed claims
and are not expected to do so, it was
indicated. The receiver was appointed
for the firm after an action had been
brought against the partnership of
Charles and Henry Kindler in Circuit
Court. Mr. Huffman afterward was
appointed receiver and as such he sold
the stock of goods and fixtures to Mr.
Wall, a retired school teacher and
father-indaw of Henry J. Kindler, for
a sum between $700 and $300.

Late Business Information From Ohio.
'Cleveland—DuPont Clothes, featur-
ing clothes for men at reduced prices,
has opened at 717 Euclid avenue. Sid-
ney Rose, for many years operator of
R. B. Clothes on East Ninth street,
which store has been discontinued, is
owner and operator of the new store,
which occupies 3,000 square feet on
the second floor.
Cincinnati—Schedules filed by Isaac
Rosenbaum, trading as |. Rosenbaum
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&Co,, list assets of $3,162, all in open
accounts, and liabilities of $8,145, of
which $1,993 is secured and $6;15| un-
secured.

Youngstown—slsadore J. Teman,
Army & Navy store, 329 East Federal
street, has filed a voluntary petition in
bankruptcy in the U. S. District Courf
at Cleveland, listing assets of $1,000
and liabilities of $3,695. There are
thirty-one creditors.

Niles—E. J. Abraham, retail dry
goods, has filed a voluntary petition
in bankruptcy in the U. S. District
Court at Cleveland, listing assets of
$63,420 and liabilities of $75,011.

Lakewood—Marquette B. Lane, do-
ing business at Thrift Millinery Co.,
has filed a voluntary petition in bank-
ruptcy in the U. IS. District Court at
Cleveland, listing no assets and liabili-
ties of $1,498.

Columbus—Willis G. Bowland, 78,
founder of the Morehouse-Martens
Store, who has been serving as secre-
tary of the Columbus Sinking Fund
for the past eighteen years, died here
after a short illness. He founded the
W. G. Bowland Co., a dry goods con-
cern, about forty years ago. Later the
concern was changed to Bowland,
Morehouse & Martens Co. He retired
from the business in 1904.

Cleveland—Raymond E. Walthers,
9007 Broadway avenue, has filed a
voluntary petition in bankruptcy in the
U. S. District Court here, listing lia-
bilities of $5,634 and assets of $2,928.

Columbus—Receiver C. M. Gibson,
named by the Court of Common 'Pleas
in an action brought against the Rose
Millinery Co. operating a millinery de-
partment in Orwin’s, a specialty shop
at 117 South High street, announces
that the receivership has been closed
«y the payment of a dividend of 5 per
cent, to the creditors having claims to-
taling approximately $10,000. The stock
and fixtures had previously been sold
to Hugo Magaziner, the former man-
ager of the Rose Millinery, who or-
ganized a new company to continue
the business. A claim for taxes
amounting to $105 was also paid. Re-
ceiver Gibson has been discharged.

Toledo—»2n involuntary petition in
bankruptcy has been filed in the U. S.
District Court here against the Nath-
anson Bros. (Co,, wholesale notions and
novelties, by Attorneys Max Kahn, of
Detroit, and Doyle & Lewis, of Tole-
do, representing Atlanta Kbnitting
Mills, $314; Milray Knitting Mills,
$185; Perry Knitting Mills, $93;
Thomas Donlon, trading as Thomas
Donlon & Co., $23%. Hearing was
held -before Federal Judge Hahn on
motion for the appointment of a re-
ceiver in the bankruptcy action and
for a temporary restraining order to
prevent any further sale or other dis-
position of the company’s assets by
the receiver appointed by the Common
Pleas Court of Lucas county. During
the hearing, Attorney Eugene Faber,
representing the State Court receiver,
Harry eiss, stated that the liabilities
of the company were about $125,000
and the assets, as shown by the bal-
ance sheet prepared by the account-
ants, were about $240,000.

Our energies seem centered upon
getting on in the world rather than
getting up in the world.
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MOVEMENTS OF MERCHANTS.

Morenci—Claude Ranger has opened
a drug store here.

Corey—Robert Adams, of Colon, has
engaged in the grocery business here.

Hastings—The R. C. Fuller Lumber
Co. has changed its name to the Home
Lumber Co.

Stanton—Mr. Gay has opened a ba-
zaar store under the style of Gay’s
Five & Ten Cent Store.

Vicksburg—The First State Bank
of Vicksburg has increased its capital
stock from $25,000 to $40,000.

Lowell—The Popular Shoe Store is
closing out its entire stock at special
sale and will retire from trade.

North Branch—After fifty-two years
in the drug business in North Branch,
J. H. Vandecar has sold out to C. B.
Sherman.

Wayland—Douglas Rogers, of Bel-
ding, who recently purchased the ba-
zaar stock of Cash Knight, has taken
possession.

Grand Rapids—The Central Fuel
Co., 139 Wealthy street, S. W., has
changed its name to the Grand Rapids
Coal & Materials Co.

Detroit—The Peoples Variety Store,
9500 Oakland avenue, has been incor-
porated with a capital stock of $5,000,
all subscribed and paid in.

Homer—H. E. Shear, whose cloth-
ing stock and store were badly dam-
aged by fire recently, will open his
newly remodeled store June 1

Grand Rapids—The A. F. Burch
Co., 217 Division avenue, South, up-
holstering supplies, etc., has changed
its name to the Bennett Mills Co.

Linden—Gene Farner, who has been
employed in the L. M. O’Dell drug
store in Fenton for several years, has
purchased the Ivan Fuller drug store
here.

Iron River—A new drug store, lo-
cated in the building formerly occupied
by the Lindstrom Electric and Special
Co., has been opened by Clarence Wil-
liams.

Detroit—Raymond Frocks, Inc., 1031
Woodward avenue, has been incorpo-
rated with a capital stock of $2,500,
all of which has been subscribed and
paid in.

Flint—The Fairview Fuel Co., 2905
Michigan avenue, has been incorporat-
ed with a capital stock of $100,000,
$35,000 of which has been subscribed
and paid in.

Grand Rapids—The Grossman Lum-
ber Co., with business offices at 611
Murray building, has decreased its
capital stock from 1,500 shares no par
value to 500 shares no par value.

Detroit—Collins Cigar Co., Inc.,
General Motors building, has been in-
corporated to deal in cigars, confec-
tionery, etc., with a capital stock of
$5,000, all subscribed and paid in.

Detroit—The Dubois Co., 2635 East
Grand boulevard, has been incorporat-
ed to deal in machinery and tools for
construction with a capital stock of
$5,000, all subscribed and paid in.

Detroit—The Crow Co., 15402 Wyo-
ming avenue, has been incorporated to
manufacture and deal in ice cream and
confectionery, etc., with a capital stock
of $10,000, $1,000 being subscribed and
paid in.

Detroit—The Union Brewing Malt
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Products Co., 3520 Mitchell avenue, has
been incorporated to manufacture and
deal in malt products with a capital
stock of $20,000, all subscribed and
paid in.

Grand Rapids—The Famous, 346
Monroe avenue, has been incorporated
to deal in clothing and men’s furnish-
ings at retail with a capital stock of
$25,000, $5,000 of which has been sub-
scribed and paid in.

Coldwater—L. David Fletcher has
resigned his position as office manager
of the St. Clair county road commis-
sion and will engage in the clothing
and men’s furnishings goods business
here about June 15.

Detroit—Sales Necessities, Inc., 650
West Baltimore avenue, has merged
its business into a stock company un-
der the same style with a capital stock
of $50,000, $1,000 of which has been
subscribed and paid in.

Croswell—Alvin B. Graham, 68, pio-
neer druggist, of this place, died at
St. Joseph’s hospital, Mt. Clemens,
where he has been confined thr<ee
weeks as the result of injuries received
in an automobile accident.

Detroit—The Lee Fruit & Produce
Co., 2602 Riopelle street, has been in-
corporated to conduct a wholesale and
retail business with a capital stock of
$10,000, $5,000 of which has been sub-
scribed and $3,000 paid in in cash.

lonia—Plans for the organization of
a $100,000 corporation to take over the
Reed Inn and to provide for the con-
struction fo a twenty-five room addi-
tion have been made known by Paul
Axelrod, building broker and promoter.

Battle Creek—The Porter Furniture
Co., 6-8 West Michigan avenue, has
been incorporated to conduct a retail
furniture store with a capital stock of
1.000 shares at $10 a share, $2,000 of
which has been subscribed and paid in.

Muskegon—L. E. Schnorbach, 583
West Grand avenue, dealer in fuel, has
merged the business into a stock com-
pany under the style of the Schnorbach
Coal Co., with a capital stock of $2,000,
$1,200 of which has been subscribed
and paid in.

Cheboygan—C. L. Rogers, who con-
ducts a women’s ready-to-wear appar-
el store at Rogers City, has opened a
similar store here under the style of
the Cheboygan Style Shop. Mr. Rogers
will give his personal attention to the
buying for both stores.

Detroit—Jos. Cheifer, 2137 Hastings
street, has merged his plumbers’ sup-
plies and sheet metal work, roofing,
etc., into a stock company under the
style of the J. Cheifer Sheet-Metal
Co., with a capital stock of $3,000, all
subscribed and paid in.

Grand Rapids—The Rubber Patents
Corporation, Houseman building, has
merged its rubber and rubber products
business into a stock company under
the same style with a capital stock of
1.000 shares at $10 a share, $4,500 being
subscribed and paid in.

Bad Axe—The Clark & McCaren
Co., has merged its wholesale grocery
business into a stock company under
the style of the Progressive Wholesale
Grocery Co., with a capital stock of
$100,000 preferred and 3,000 shares at
$1 a share, $63,000 of which has been
subscribed and paid in.
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Fulton—The Bank of Fulton, which
served this community since 1907, clos-
ed its doors May 22, not to reopen
again. The Bank of Fulton was own-
ed by the same stockholders who
owned the Bank of Leonidas, which
closed its doors about two weeks ago
because of frozen assets.

Ann Arbor—Involuntary bankruptcy
proceedings have been filed in the U. S.
District Court at Detroit against Her-
man J. Hagen, retail men’s wear, by
Fixel & Fixel and Max Kahn, attor-
neys, representing Fawn Glove Mfg.
Co., $25; A. Krolik & Co., $1,100;
Montgomery Clothing Co., $300.

Gladstone—Henry Rosenblum, 63,
pioneer merchant, died at his home
here recently. Mr. Rosenblum had been
a resident of Gladstone for forty years.
For many years he conducted a depart-
ment store in the city. Surviving be-
sides the widow are one son and three
daughters, four brothers, and three
sisters.

Newberry — The Richardson Shoe
Co., in business here for more than a
quarter of a century, has sold its stock
and store fixtures to Cowell & Burns,
who are closing it out at special sale.
J. L. Richardson, owner and manager,
who died some months ago. was the
inventor of the Richardson shoe ma-
chine by which leather tops can be
sewed on rubber.

Hart—Edward S. Powers, who has
owned and operated a creamery here
for several years, has sold his plant
and business to R. W. Groskopf, of
Muskegon, Ray Hydenberk, of Ma-
rion, and L. Larson, who has been
associated with the Powers Creamery
Co. The business will be continued
under the name of Hart creamery.

Hamtrack—The report of the trus-
tee, Union Guardian Trust Co., filed
an involuntary bankruptcy proceedings
against Kasmer & Wispe, retail shoe
dealers, shows a balance on hand of
$3,935. It states that it will be neces-
sary to hold open the estate for at
least another sixty days for further in-
vestigation. Schedules filed in U. S.
District Court at Detroit, list assets of
$15,000 and liabilities of $23,203.

Bad Axe—Announcement of the or-
ganization of the Progressive Whole-
sale Grocery Co. in this city, spon-
sored by the Independent Grocers Al-
liance of America, is announced here
by W. K. Hunter, vice-president of the
National organization. Incorporation
papers have been sent to Lansing and
a meeting of stockholders is to be held
within a few days to elect directors.
The new firm will be managed by the
I. G. A National headquarters, Chi-
cago. It will occupy the buildings
formerly used by Clark & McCarren
Co.

Alpena—Sale of the Alpena Packing
Co. to Arnold Forsch and Arthur Mac-
zei, of Erie, Pennsylvania, is announced
by Walter Gabrysiak, of Long Lake
avenue, proprietor of the local plant for
the past eight years. The Packing Co.,
located in the Northern part of the
city on the outskirts, will be taken
over by the Pennsylvania men by June
1, the deal having been closed May 14.
The new owners plan the erection of
an annex building and the addition of
equipment. Mr. Gabrysiak states that
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he will engage in the buying and ship-
ping of cattle following June 1

Benton Harbor—A. K. Frandsen and
his son, E. A. Frandsen, of Hastings,
have contracted to take over the Gil-
more Bros, department store here Aug.
. They will continue the business
under the management of the junior
partner under 'the name of the Frand-
sen Department Store. The following
lines of merchandise will be carried:
dry goods, ready-to-wear, shoes, gro-
ceries, furniture and floor coverings,
gift shop, photo studio, wall paper and
paints, millinery and beauty shop. E.
A. Frandsen is a graduate of the
Michigan University, specializing in
business administraton. He went with
the General Electric Co. for a year and
for the past seven years has been with
the Frandsen’s big store at Hastings
as buyer, merchandiser and office man-
ager.

Saranac—Mr. and Mrs. Frank Mc-
Williams, of Rockford, have bought
the grocery store of Otis & Otis.
Arden Otis, the senior partner, has
conducted the store for over thirty
years. His first partner was Levi
Vaughn, who still is part owner of
the building in which the firm is lo-
cated. Seventeen years ago Mr.
Vaughn left the grocery business to
become postmaster, and Dale Jepson,
now county clerk, bought an interest.
After two years he sold his interest
to Lee Otis, a cousin of Arden, who
has been a member of the firm since.
Before buying an interest in the gro-
cery Lee Otis owned and operated a
barber shop at Holland, Lake Odessa
and at Saranac. Arden clerked in the
Frace Grocery ten years before going
in business for himself.

Manufacturing Matters.

Detroit—The Frezza Tile & Ter-
razzo Co., 3915 Jos. Campau avenue,
has been incorporated with a capital
stock of $1,000, all subscribed and paid
in.

Detroit — The Thomas, 626 David
Stout building, has been incorporated
to manufacture and deal in cosmetics
with a capital stock of 5,000 shares at
$1.14 a share, $5,700 being subscribed
and paid in.

Grand Rapids—The Brace Uphol-
stery Co., 330 Lane street, S. W., has
been incorporated to manufacture and
upholster furniture with a capital stock
of $10,000, $5,000 being subscribed
and paid in.

Center Line—The C. & W. Refrig-
erator Co. has been incorporated to
manufacture and sell store furniture
and commercial refrigerators with a
capital stock of $5,000, $1,800 of which
has been subscribed and paid in.

Detroit—The Pyrouine Laboratories,
Inc., 8006 Oakland avenue, has been
incorporated to manufacture and com-
pound medicines and drug products
with a capital stock of $20,000, $15,000
of which has been subscribed and
paid in.

Detroit—The Busch Manufacturing
Co., 4001 Beaufait avenue, has been in-
corporated to manufacture and sell
celluloid and other material, with a
capital stock of 12,000 shares at $1 a
share, ' $12,000 being subscribed and
paid in. /
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Essential Features of the Grocery
Staples.
Sugar—Local jobbers hold cane

granulated at 5.10c and beet granulated
at 4.90c.

Tea—One of the firmest items in the
list is low-grade Pingsuey Gunpow-
ders, which are about exhausted in first
hands and are working up as new sup-
plies will not be available for several
months. During the past week there
have been no important changes. In-
dias are a little firmer, but the general
business in teas is rather poor. New
crop Congous have opened up in China
at comparatively higher prices and
Hoochows are expected to do the same.
General business will get better when
the weather gets warmer.

Coffee—Green Rio and Santos, sold
in a large way, has had small fluctu-
ations both up and down during the
nast week and the net result is prac-
tically no change from last week. The
week started with prices a little firmer
on account of buying in Brazil, but
later the market quieted and finally
eased off slightly. Milds show no
change from last week. The jobbing
market on roasted coffee is not ma-
terially different, except for individual
adjustments by packers here and there.

Canned Fruits—With tentative open-
ing prices announced on Royal Anne
cherries by several California packers,
another fruit item is revised downward
to meet new conditions. The price re-
ductions ought to put Royal Annes
back in line where they can maintain
their outlets. Packers announce very
conservative plans for the season. Some
of them even talk of limiting produc-
tion to orders. One of the largest fac-
tors in California is not going to pack
Royal Annes at all this year. Peaches
are still unsettled. Standard clings are
offered by several outside canners at
$1.30, with a few offerings as low as
$1.25 reported. Plans for handling the
new crop have not been formulated.

Canned Vegetables—Eastern pack
vegetables do not show any change.
Standard tomatoes are well maintained
at current levels, with a certain amount
of buying here and there. Peas and
corn do not show any particular
change and are still obtainable at
around the low points of the season.

Dried Fruits—Dried fruit stocks on
the spot are cleaning up nicely. Some
items are very scarce at present, among
them top grades of peaches, pears, ap-
ples, large California prunes and Ore-
gons. Some jobbers report that they
are out of several fruits and are book-
ing orders against shipments to arrive,
which means a fractionally higher
price because of the firmer trend taken
in California. Representatives of the
chief independent packers and the As-
sociation are quoting tentative prices
on new crop apricots, guaranteeing
sales against the formal opening. It
seems agreed that little future business
is being done. Buyers are coming into
the market for their requirements but
show little disposition to accumulate
much spot stocks or commit themselves
to futures, at least at the present time.
The outlook is favorable for a routine
cleaning up of stocks in all hands be-
fore the summer is over. Packers also
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are holding only very small amounts.
Except for raisins, there probably
won’t be any carryover on the Coast,
and even the carryover in raisins will
be exceptionally small as compared
with other years. With the pool in
control and the probability that it will
have sufficient Farm Board assistance
to take care of the raisin market in the
next season, there seems little doubt
but that raisins will open firm and
continue well stabilized.

Canned Fish—Salmon is now in bet-
ter position. Both pinks and chums are
confined to fewer hands and prices are
firm at present quotations. Reports
from Columbia River are that in many
sections fishing has been poor in yield
so far, although fair to good catches
are reported in the upper river.

Salt Fish—Following the recent buy-
ing lull, there appears to be more in-
terest in salt fish. The trade is more
inclined to take up its requirements,
but there are no large sales reported.
The relatively light stocks held both
in the hands of importers and in pri-
mary markets keep the price structure
pretty firm. There is little prospect for
a change in the near future.

Beans and Peas—There has been a
fair demand for imported dried beans
during the week, but domestic stocks
are still weak and dull. This applies
especially to red and white kidneys,
California limas and blackeye peas. Pea
beans and marrows are fairly well
sustained. Yellow split peas have also
siiown some firmness during the week.

Cheese—A moderate demand has
been reported for cheese during the
week, with prices holding about steady.

Nuts—Stocks in the. hands of im-
porters are light and prices in many
cases are below importing costs. There
is a routine demand for several varie-
ties of walnuts and almonds. The con-
fectionery and ice cream trades have
been better buyers since the warm
weather came on. Shelled pecans are
moving in a fair way. The unshelled
group is seasonally inactive.

Rice—The rice market is steady and
inclined to work firmer in the South.
Farmers holding the bulk of rough
stocks are well supported by the Farm
Board and Southern banks. Millers are
operating only against orders. Distribu-
tion continues to be satisfactory, with
Blue Rose of the better grades moving
out in good shape. Long grains are
firm and scarce.

Sauerkraut—The sauerkraut market
is still very easy, with bulk kraut of-
fered cheaply, and canned kraut mov-
ing considerably below usual for this
time of the year. Low prices have not
materialy helped the situation.

Syrups and Molasses—There is still
a good demand for sugar syrup con-
sidering the season, at unchanged
prices. Compound syrup is also selling
reasonably well, although in small lots.
Prices are unchanged. Molasses is sell-
ing in a routine way, with steady
prices.

Vinegar—Vinegar sellers have found
a moderate improvement in trading.
There are more stocks moving out,
although few large orders are reported.
Enquiry has picked up, also, and prices
continue steady.
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Review of the Produce Market.
Apples—Current quotations are as
follows:

Spies, A Grade $2.75
Spies, Commercial 185
Spies, Baking 250
Spies, Fancy 4.00
Baldwins, A Grade 250
Ben Davis, A Grade 175
Ben Davis, Commercial 135

Western apples command $3.50 for
Delicious, $3 for Winesaps and $2.75
for Roman Beauties.
Asparagus—Home grown is now in
market, commanding $1.20 per doz.
bunches.
Bananas—4j4@5c¢ per Ib.

Beets—New from Texas 65c per doz.
bunches.

Butter — The market is a little
stronger and J4c higher than a week
ago. Jobbers hold 1 Ib. plain wrapped
prints at 24c and 65 Ib. tubs at 22j4c
for extras. -

Cabbage — New from Mississippi,
$2.75 per crate of 100 lbs.; Tenn., $2
for 60 Ib. crate.

Carrots—New from California, 70c
per doz. bunches or $3.25 per crate.

Cauliflower—3$2.50 per crate of 12

Celery—Florida stock is 90c for one
doz. box and $5 per crate.

Cocoanuts—80c per doz. or $6 per
bag.

Cucumbers—No. 1 hot house, $1 per
doz.; outdoor grown from the South,
$L1.75.

Eggs—The market has not changed
materially since the last report, the
only fluctuation being a small fraction
upward. Demand for fine fresh eggs
is steady. Local jobbers pay 16c for
strictly fresh sizable eggs.

Grapefruit—Seal Sweet from Florida
is sold as follows:

54 $4.25
64 4.00
70 4.00
80 375
Extra fancy Florida sells as follows:
54 $3.25
64 325
70__ 350
80 350
96 350

Green Onions—40c for shalots.
Green Peas—$2.50 per hamper for
Southern.
Lettuce — In good demand on the
following basis:
Imperial Valley, 5s, per crate__ 325
Hot house leaf, in 10 Ib. baskets— 1.25
Lemons—To-day’s quotations are as
follows:

360 Sunkist $6.00
300 Sunkist 6.00
360 Red Ball L 5.00

300 Red Ball 5.00

Limes—$1.75 per box.

New Potatoes—North Carolina stock
is now in market. It commands $2 per
bu. or $5 per bbl.

Oranges—Fancy Sunkist California
Valencias are now sold as follows:

126 $4.75
150 4.75
176 , 475
200 . 475
216 . 475
252 475
288 . 475

344 . 425

5
Floridas extrafancy are hcld as fol-
lows:
126 $4.25
150 4.25
176 425
200 425
216 425
252 4.00
288 4.00

Bulk, $4.50 per 100 Ibs.

Onions—Spanish from Arizona, $2.50
per crate; Texas Bermudas, $1.75 per
50 Ib. sack.

Parsley—50c per doz. bunches.

Peppers—Green, 60c per doz. for
California.

Pieplant — $1 per bu. for home
grown.

Pineapple—Cuban 18s, 24s and 30s
command $3.

Plants—Cabbage and Tomatoes —
$1.25 per box; Peppers, $1.50.

Potatoes—Home grown, 90c per bu.;
Wisconsin, $2 per 100 Ib. sack; Idaho,
$2.40 per 100 Ib. sack; 65c per 25 Ib.
sack.

Poultry—Wilson & Company pay as
follows:

Heavy fowls 19¢c
Light fowls 17c
Ducks 14c
Geese 12¢

Spinach—Spring, 85c per bu.

Strawberries—$5.25 for 24 qt. case
for Klondyke’s from Tenn. and Ark.

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

Tomatoes—$1.35 per 6 Ib. container,
Southern grown; home grown hot
house, $1.60 for 7 Ib. basket.

Veal Calves — Wilson & Company
pay as follows:

Fancy 12c
Good 10c
Medium

Poor 8c

Some Handicaps Ahead For Allegan.
Allegan, May 26—iRepresentative
Fred Wade’s bill, which passed the
House lX a large majority to give the
city of Allegan the right to condemn
outside the city for flowage rights in
connection with the construction of the
municipal dam, was not even consider-
ed by the Senate jbefore final adjourn-
ment. The measure now reposes in
the archive of the 'Senate, in which
funereal receptacle it will probably
forever remain. The. city won its suit
against the Consumers Power 'Co. to
ermit the city the right to condemn
or flowage rl%hts along the Kalama-
zoo river and the power comparg ap-
[IJ_eaIed to the State Supreme Court.
hat august body will not convene
until June and if a decision is finally
given the city no one knows when that
will be. At the April election the tax-
ga}/ers voted to jbond the city for
170,000 to aid _in constructing the
utility and the city_officials went on
record before election day that the
$170,000 bond issue would not be sold
until the Supreme Court had passed
judgment on the appeal case. The
Consumers Power Co. has thrown the
proverbial monkey wrench at every
opportunity to prolong construction
work and so far has been successful in
making much _trouble for the city. If
the 'Supreme Court_decides against the
Power jCompany it is believed they
will appeal to the U. IS jSupreme Couft
and Mayor Mosier has stated he will
appeal likewise.

The balance of political power is in
the hands of men who can do nothing
but vote and find fault. *

8c
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IN THE REALM OF RASCALITY.

Questionable Schemes Which Are
Under Suspicion.

A man using the name Jenkins is
claiming to represent the Beech-Nut
Packing Company, offering to furnish
10,000 book matches with the name
“Beech-Nut” on the cover, and four
dozen ash-trays at a cost of $8.50—
cash. The money is collected and the
goods are never received, it is alleged.

By the use of telegrams and long
distance ‘phone calls, Mathews & Co.,
Inc., of Chicago, whose mailing sheet
is called “Mathews’ Financial Analyst,”
continues its attempts to sell stock to
thousands of persons in all parts of the
country who are “among those pres-
ent” on its sucker list. The company’s
practice is to mix stock market obser-
vations and predictions with specific
recommendations, and continual at-
tempt is made to effect sales of certain
securities by means of the telegraph
and the long distance telephone, meth-
ods heretofore extensively employed
by notorious tipsters.

Enquiries indicate that scores of peo-
ple in all walks of life have gone into
the business of raising and selling rab-
bits for profit, or they contemplate
doing so. The Toledo Better Business
Bureau has collected a large file of in-
formation regarding one plan of opera-
tion which has recently become pop-
pular, the essential elements of which
are as follows:

1 The purchase of several rabbits
for breeding purposes.

2. The investment in hutches, feed
and equipment.

3. The feeding and care of the rab-
bits and their off-spring.

4. The sale of parts of the herd
from time to time (alive), to the pro-
moting company, at contract prices.

Prospective rabbit ranchers are in-
terested first of all in the money-mak-
ing possibilities of the business. Since
the plan described is comparatively
new in this vicinity, statistics of a re-
liable nature are few and difficult to
get. The Bureau knows of no one who
can show that he has made a substan-
tial profit under this particular plan,
but would like to talk with anyone
who have kept accurate records. The
Bureau’s files to date do not bear out
the optimistic predictions as to money-
making possibilities made by promot-
ing concerns who profit largely from
the sale of rabbt breeders to the public.
Small investors particularly, are cau-
tioned to investigate any promoting
company carefully, then consider the
question when, if ever, the supply of
rabbits will exceed the normal demand
for rabbit meat (rabbits multiply rap-
idly) and satisfy themselves after mak-
ing diligent enquiry, whether others
who have been in the business for two
years or more have actually made a
reasonable return on their investment.

The hazard to merchants in relying
on the persuasions of transient vendors
of toiletries as business stimulators, is
illustrated in the case of thfe Lane Drug
Co., Adam% and Erie streets, who, on
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April 28, was induced by a fast talkingaacent.
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Merchandise sold or ‘given

representative of Ost-Silver Co. of St.IBaway” under such a plan, is for the

Paul, Minnesota, to advertise in the“most

Toledo Blade of April 29 for the bene-
fit of the promoter, a three-day sale
of “Parisienne” perfume and face pow-
der. The premium, offered to induce
purchases, was a pair of ladies’ hose,
alleged by the promoter and stated in
the advertisement, to be of the value
of $1.45. For the payment of $1, the
advertisement offered “One pair of La-
dies’ Pure Silk Hose with a purchase
of a regular $2 size Perfume and reg-
ular $1 box of Face Powder,” i. e, a
purported $4.45 value for $1. The pro-
moter admitted to a Bureau represen-
tative that the perfume and face pow-
der had never, to his knowledge, sold
for $2 and $1 respectively. As for the

part, non-standard, ordinary
goods, and in so far as the merchant
is concerned, is used only to attract
the public to his store. If he keeps
any of the merchandise in stock after
the sale, which is rare, it is usually on
consignment only—merely a blind for
the purpose of attempting to justify
the high comparative prices. These
schemes are readily recognized by the
form and text of the advertisements
which accompany them. Exaggerated
comparative prices and an alleged free
gift — withal a tremendous bargain
couched in alluring, bombastic and un-
provable claims. Favored “gifts” are
hosiery, or low grade imitation pearls
incorrectly advertised either as “pearls*

Memorial Day

Let our children know the names and
deeds of the men who preserved the

union, let piety and patriotism sweetly

unite in forming the character of our

children, that we may have a race of

loyal and noble Americans to carry

forward the triumphs of liberty after
those who won it have gone to their

reward.

Robert S. MacArthur.

hosiery, equivalent quality can be pur-
chased regularly in Toledo stores for
50 cents or less. Certain of the adver-
tised statements were published in spite
of the specific recommendations of the
Better Business Bureau to the con-
trary. After an interview with a Bu-
reau representative, the Blade rejected
«further advertisements. Drug store
proprietors and department managers,
with some exceptions, are easy prey for
promoters of this sort of thing. One
questions whether, the game is worth
the candle. The merchant lends his
name to the advertisement and sale,
becomes unwittingly in some cases, a
medium for hoodwinking the public,
tampers with public confidence and re-
ceives for these risks only a small per-
centage of the gross — usually 5 per

or “indestructible pearls.” The com-
bination is frequently of an alleged
value of approximately five times the
sale price. The promoter, trading on
the prestige and' under the name of the
local merchant, makes a satisfactory
profit of all cases, otherwise he would
not continue in the business and go
from city to city making three-day
stands.

Copartners engaged in printing sta-
tionery, signed a stipulation with the
Federal Trade Commission agreeing to
stop use of the word “engraving” as
part of or in connection with their
trade name. The company will also
cease use of the word in any way that
would imply that products printed and
sold by the partners are results of im-
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pressions made from inked engraved
plates, the process commonly known
to the trade and public as “engraving.”
The partners will no longer use the
words “engraving” or “engraved” in
any way that would have the tendency
to deceive purchasers into the belief
that products sold by them are en-
graved, when such is not the fact.

A corporation engaged in quarrying
stone and fabricating stone burial
vaults, signed a stipulation with the
Federal Trade Commission agreeing to
stop offering to pay a compensation or
reward for the disinterment of burial
vaults sold by competitors. The com-
pan agreed also to stop acquiring, ex-
hibiting, or disparaging in any way the
burial vaults sold by competitors and
calling attention by means of photo-
graphs or advertising matter to their
alleged adequate condition. Soliciting,
obtaining and availing itself of the co-
operation of superintendents of ceme-
teries and cemetery associations for
conducting campaigns against its com-
petitors’ products, will also be discon-
tinued, as will disparagement of the
value of guarantees given by its com-
petitors on their products. Exaggerat-
ed and unsupported statements respect-
ing the products of competitotors will
no longer be made in advertisements,
letters, photographs or exhibits of any
kind.

Ann Arbor Merchants Plan Bargain

Day.

Ann Arbor, Ma%// 26—Ann  Arfbor
merchants at a dinner meeting at the
Chamber of iCommerce voted to close
stores Memorial day and the Fourth

of Jul¥. .

As these holidays both occur on Sat-
urdays this year, the stores will remain
open until 9 otlock Friday evenings
preceding the 'two days, the merchants
decided. .

The jbusiness men also voted to hold
the annual Bargain day event, July 23
this year. Bargain day has (been an
annual summer feature” for a number
of years in Ann Arbor and plans are
being drafted by the business men for
this year’s program. .

Representatives of the forty firms
attending the meeting discussed _at
length, the “returned goods evil.”
While no action was taken, the matter
was referred' to the Better Business
Bureau committee which will present
a report to the merchants at a later
meeting. .

The merchants rejected a proposal to
close Wednesday afternoons during the
summer months. Ray Morton Hardy,
sales counsellor addressed the mer-
chants on sales promotion. Fred Sey-
fried, chairman of the Better Business
Bureau committee, presided.

Pineapple Culture To Be Resinned in
Florida.

Delray Beach, Fla, May 25—An-
other attempt to grow commercial
pineapples has ibeen launched here jby
County Agent Mount, together with a
lot of ‘planters who gave up pineapple
culture a few years ago in order to
cultivate real estate subdivision stakes.
Most of the stibdivision land has re-
verted back to the original owners,
who plan to revive what was a large
industry a dozen years ago. Mount
has arranged with "Cuban planters for
the, ﬁurchase of 1,000,000 slips with
which to start the local colony. From
these slips others maybe obtained after
the original plantings have been de-
veloped.

Day dreams are all right if indulged
in after working hours,
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DETROIT DOINGS.

Late Business News From Michigan’s
Metropolis.

Representative buyers and merchan-
disers of floor coverings in Detroit are
generally of the opinion that Aug. 3
is the most favorable date for holding
semi-annual opening of lines in view
of the fact that June 1 immediately
precedes the dull summer period and
therefore presents an unfavorable time
for any buying. This is said to be em-
phasized under present conditions with
hand-to-mouth purchases in order.

“We would not be in a position to
make purchases as early as June,” said
J. M. Morgan, buyers of rugs for
Crowley, Milner & Co. “The reason
for that is plain, since we certainly do
not intend to add to our stocks before
the dull summer season sets in. The
August opening would serve our pur-
poses to much better advantage.”

Merchandisers and buyers of floor
coverings at the J. L. Hudson Co.
stated that if two separate dates are
decided upon by groups of manufac-
turers it will undoubtedly be neces-
sary to attend both openings, but ex-
pressed the hope that an agreement
may be reached among manufacturers
whereby the latter date will be assign-
ed in future years.

Effective May 7, the Fort Shelby
Hotel Co., owners and operators of the
Hotel Fort Shelby, purchased Van Et-
tan Lake Lodge, at Van Ettan Lake,
near Oscoda, from Mrs. Frank G
Cowley, and have announced extensive
plans for developing this popuar sum-
mer resort hotel. Maynard D. Smith,
president of the Fort Shelby, Herbert
A. Kline, special representative of the
hotel in the State, and Frank A. Ber-
end, business promotion manager, mo-
tored up to Oscoda the following day
to inspect the property. Andrew Smith,
who has been learning the hotel busi-
ness at the Fort Shelby off and on for
the past four years under Mr. Brad-
well’s tutelage, will be resident man-
ager of the new acquisition of the
company, which has been rechristened
“Van Ettan-On-The-Lake.” The new
owners plan to operate it the year
round, catering to resort business in
the summer and winter sports in the
winter. The hotel was erected by the
late Frank G. Cowley in 1925, and is of
concrete and wood construction, four
stories high, 150 feet long and 65 wide,
with spacious verandas on three sides.
The lower floor is devoted entirely to
a huge lobby or lounge and a dining
room seating 250. There are a number
of cottages in connection.

A. Melanson, who conducted a hotel
and dining room in the Donich block,
Bessemer, prior to Feb. 24, when fire
destroyed the property, has resumed
the hotel and restaurant business in the
Skud-Goldman  building, on Main
street. The main floor is entirely occu-
pied by the dining room, while the
west half of the second floor of the
building has been remodeled into hotel
rooms. ,

Two involuntary petitions in bank-
ruptcy hkve been filed in U. S. District
Court here against Hughes & Hatcher,
conducting retail men’s wear stores at
2305 Woodward avenue and 1244
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Washington boulevard. One of these
petitions was filed by attorneys Welsh,
Beloit, Hill & Lee, representing Trim-
ble Hat Co., $847; David & Simon
August, doing business as August
Bros., $3,492; Italian Hat Importers,
Inc., $2,262. The other petition was
filed by attorneys Finkelstein, Love-
joy & Kaplan, representing Edward A.
Cooper, with assigned claim of Romley
Clothes, Inc., $25,812; Parker Shirt Co.,
$2,981; B. Gallay, $20,240. No esti-
mate of liabilities is given in either pe-
tition, although assets are said to be
considerably in excess of $75,000. The
debtor firm recently executed an as-
signment in form of trust mortgage to
the Union Guardian Trust Co., of De-
troit.

Report of trustee, Union Guardian
Trust Co., showing cash balance of
$2,673 on hand, has been filed in in-
voluntary  bankruptcy  proceedings
against Milton Bardach, trading as
Congress Hosiery Co. The report of
the trustee further states that the estate
is not ready for closing and that in-
vestigation is still being made by
means of a further examination of the
debtor firm.

A voluntary petition has been filed
by Max Chafets, doing business as Art
Furniture Co., listing nominal assets
of $49,601 and liabilities of $33,128.

Some Significant Trends in Trade.

James A. Farrell, president of United
States Steel, adds his voice to the
growing chorus of those who note a
gradual improvement in conditions af-
fecting agriculture, commerce and in-
dustry.

J. Henry 'Schroder, bankers, fore-
seeing further reduction in retail prices
and wages this summer, observe ac-
cumulating evidence that this recession
will not go beyond the low point
reached in February.

Eleven  Chevrolet manufacturing
plants are now operating six days and
five nights a week and nine assembling
plants are on a five-and-a-halfi-day
basis. For 36,000 workers the average
is fifty hours a week. Henry ‘ford has
fallen behind in production and now
occupies second place to Chevrolet.

The first gun in the renewed cigar-
ette retail price war was fired by
Kroger Grocery & Baking last week
with a cut in the Cincinnati territory to
thirteen cents a package, two for 25c.
The former price, established a fort-
night ago, was fourten cents a pack-
age, two for 27 cents. Schulte and
United Cigar Stores followed suit in
all their stores this week.

A million properly trained salesmen
could be used by business concerns in
this country if they could be found,
according to a statement by the chief
of the Federal division df commercial
education. jHe bases his estimate on
applications for such men received by
the Board of Vocational Training.

The chain store tax decision handed
down by the Supreme Court last Mon-
day is the most important event of the
year, so far as distribution is concern-
ed. Although the tax involved in this
case is comparatively trivial and cannot
either hinder the growth of chain or
greatly encourage the independents, it
is expected to lead to heavier taxes of
the kind by other states, and there is
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little doubt that it will have an import-
ant bearing on Federal anti-"chain leg-
islation during the next session of
Congress. This is why the measure
was so vigorously opposed by chain
store interests.

Federal legislation against chains is
likely to be attempted along two lines.
It is said that several Senators and
Representatives have already prepared
bills to prevent manufacturers from
discriminating in favor of chains.
There is also discussion of enactments
to prevent chains from selling below
cost in one state or locality and mak-
ing up the loss elsewhere. This, it is

claimed, has been a widespread prac- -

tice on the part of the larger chains,
and it is expected that the next Con-
gress will brand it as an unfair meth-
od of competition and against the pub-
lic interest.

Selling below cost will undoubtedly
have the attention of Congress, and the
probabilities are that legislation intend-
ed to curtail the practice will be passed
during the next session. Several chain
officials, when testifying at the Pack-
ers Decree and other hearings, em-
phasized that their companies never
sell below cost. Investigations have
indicated that these claims mean that
the chains do not cut prices below the
prices paid the manufacturers, and that
the statement does not include the cost
of distributing. It is understood that
the Federal Trade Commission has
used these statements in determining
the prices paid manufacturers in sever-
al instances where the data could not
be procured in any other way, and that
in every case of the kind the chain’s
selling price was far below the price
paid by independent wholesalers for
the brands involved.

Reductions in wages are taking place
despite the effort of the administration
to maintain wage levels. Every inter-
ested department of the Government
is using its influence to maintain the
purchasing power of the country as ex-
pressed by wages. Hoiwever, in labor
circles there is an undercurrent of bit-
ter criticism against the Government
for wage cuts in the form of layoffs in
navy yards and other organizations.
Also, there is still a great deal of
complaint heard confidentially from
manufacturers who are selling various
Government departments. They claim"
that it is becoming the rule for 'Gov-
ernment purchasing agents to refuse
all bids in the expectation that when
bids are re-entered manufacturers will
cut their former prices. This, it is
claimed, has a tendency to iforce many
manufacturers to cut wages.

Bankers, manufacturers and dis-
tributors, at their conference at Erie,
Pennsylvania, last Monday are report-
ed to have discovered a number of
basic facts on which they can arrive
at a better understanding of each
other’s problems. The meeting was
so successful that it is now considered
as the beginning of a campaign for the
purpose of interpreting the work of the
Department of Commerce to the busi-
ness executives of a large number of
communities in the country. At Erie,
and in all other cities, this work is
sponsored by chambers of commerce.

Exorbitant retail rents, the result of
leases made during more prosperous
times, are thought to be a contributing
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handicap to a revival of business by a
number of authorities here. While
specific data is meager, there is much
to indicate that average retail rents are
far too high and that they cannot be
supported by retail volume and profit
to-day in practically all cities. While
there is a demand for specific data on
the subject, it is doubtful that any or-
ganization of the Government could
make an exhaustive survey without
strenuous opposition.  jHowever, it is
said that a number of retail organiza-
tions are about to launch a campaign
for lower and more equitable rents in
an attempt to increase retail profits.

Devising System For Marketing Farm
Products.

We are now living in a machine age.
Behold the changes which a hundred
years have wrought. These changes
are largely due to machinery. In 1830,
93 per cent, of our population were
living on farms and 7 per cent, in ci-
ties. In 1930, 38 per cent, of our pop-
ulation were on farms and 62 per cent,
in. cities.

In 1830 the farm population worked
very hard to feed itself. In 1930, 38
per cent, of our population not only
fed itself with comparative ease but
fed the remaining 62 per cent., also
exported large quantities to help feed
the people of the earth and then had a
very large surplus for which there
was no profitable market. Machinery
has made possible this shift in popu-
lation and the ability of the few to feed
and clothe the many.

The present generation is also better
fed and clothed. Yet in the midst of
this plethora of production, many are
without sufficient food and clothing.
Every year sees great quantities of
farm-grown produce rotting and going
to waste upon farms because transpor-
tation and handling costs eat up selling
prices. Much of this probably would
grade as seconds, yet it is good, whole-
some and nourishing, and there are
thousands in our cities who would be
as glad to get it as the producers would
be to sell it.

As a Nation we are underconsuming
rather than overproducing. We are
underconsuming because of the inabil-
ity to transport these products to the
consumer at a price which he can af-
ford to pay and at which the producer
can afford to sell. By failure to do so
the producer feels the pinch of money
and the consumer the pinch of hunger.
Little concern, therefoie, need be felt
lest production fail, but very great con-
cern should be felt for the failure of
our marketing system to prevent this
colossal waste and loss.

This is a machine age in which the
machinery of production is functioning
efficiently but in which the machinery
of marketing is woefully falling down
on its job. Here then is where effort
and study should be centered. No one
farmer can solve it. Probable no ag-
gregation of farmers, small or large,
can, but the best minds representing
all trades, industries and interests
should unite in its solution because
upon it depends the future value of
farm lands and the welfare of all the
people. George G. Royce.



LOVE OF COUNTRY.

Memorial Day is an anniversary ap-
pealing above all to the patrintism of
the people. Sorrow for those who fell
in the war is but one element in this
anniversary. There are some things
for which enlightened humanity is
willing to die. Love of country is one.
Men in their prime give up all to enter
the ordeals of patriotic battle. Mothers
tell their sons to go, and wives inspire
their husbands to respond to the calls
to preserve a Nation. In this respect
the sacrifices of women are fully as
great as those of men. The millions
of soldiers and sailors in the civil war
averaged twenty-four years of age.
That is not far beyond the period of
boyhood. No matter what the attrac-
tions of the future may have been, and
the vistas of life were bright before
them, they held all as of less value than
to support the Government that asked
for defenders. There have been cynics
who disparaged patriotism, but they
hold no enviable place in general es-
teem or history. Patriotism is a living
force, a vital power, in advanced hu-
man character, and those who have
decried it awaken only scorn.

Patriotism is not a sentiment depend-
ing on party or faction. A whole peo-
ple is stirred by it to the profoundest
depths. The affections are secondary
to it and self-interest has no place in
its manifestations. It deserves to be
garlanded as one of the loftiest things
of which the human race has any
knowledge or conception. A National
flag arouses a feeling that dominates
both heart and intellect, putting all
else in the background in time of grave
emergency. Such, in its noble associa-
tions, is the day we celebrate. This
year is the sixty-eighth anniversary of
single battles in which more than 30,-
000 men fell in a storm of shot and
shell, but stood up unflifinchingly to
what they believed to be duty. Their
resting places will be strewn with
flowers on Saturday of this week, and
there is nothing that can be said more
suitable to the occasion than that the
American love of country is as fervent
as ever.

UNUSED DROUGHT FUNDS.

A report from Secretary Hyde to
President Hoover indicates the virtual
completion of the Government’s
drought-relief program, which was the
subject of so much controversy in Con-
gress a few months ago. Appropria-
tions made a total of $67,000,000 avail-
able for loans to farmers, but only
$47,500,000 has been drawn upon for
this purpose. This sustains the position
taken by the Administration against
the many extravagant proposals for
relief.

Of the $45,000,000 marked for seed
and fertilizer loans, $39,000,000 has
been borrowed; but of the $10,000,000
for “the rehabilitation of agriculture”
only $5,140,000 has been needed. This
was the special fund from which farm-
ers might borrow for any purpose, in-
cluding, according to an informal of-
ficial agreement, the purchase of food
for their families. At least, it had been
intimated that there would be no close
scrutiny of the exact use to winch the
loan was put, although the Administra-
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tion opposed any appropriation for this
special purpose. So the need for such
provision was evidently not so great
as had been contended by some South-
ern Senators.

While loans were made to drought
sufferers in thirty-one states, most of
the money went to fourteen states, all
in the South and Southwest except
Montana, which received $2,000,000,
and North Dakota, $1,500,000. Arkan-
sas drew $9,173,000, Texas $5,000,000
and Louisiana $3193,000. Alabama,
Georgia, Kentucky, Mississippi, North
Carolina, Tennessee, Virginia, Missouri
4nd Oklahoma all made heavy drains
on the fund. This extension of relief
to a basic industry, in the form of
loans, not gifts, from the Treasury, is
a proper governmental function, and
the outcome amply justifies the con-
servative policy insisted upon by Pres-
ident Hoover.

WAGE REDUCTIONS SCORED.

Wage discussions reached a rather
heated stage in the week, with the
president of the country’s largest in-
dustrial company and leading union
officials standing on the same ground
and striving to make plain that labor
is sharing in the liquidation through its
part-time earnings. Coincident with
these declarations the Eastern railroads
framed a request for higher rates. Ap-
parently, though many bankers may be
in favor of wage reductions, they are
not anxious to influence such action in
the case of the transportation lines
which are so largely in their hands,
but would rather tax industry.

In so far as general business itself
was concerned, there was little new
in the way of development except a
continuation of previous tendencies.
The weekly business index has eased
off further and is now close to its low
point in January. Commodity prices
declined further.

The decline in building for the first
half of the month is shown to be
almost twice the usual decrease. Au-
tomobile manufacture has apparently
passed its seasonal crest. Sales, how-
ever, have shown some improvement
and the reduction under a year ago
has been cut to 28 per cent, in the
recent returns on April registrations.
Carloadings have eased off a little
earlier than is their custom.

At the meeting of the steel manu-
facturers during the week it was in-
dicated that a dull summer was in
prospect. It was particularly note-
worthy that a prominent speaker pro-
fessed to find no large source of de-
mand on the horizon, though he did
mention possibilities in electrification
of transportation.

DRY GOODS CONDITIONS.

Trade is fluctuating very closely to
weather conditions, acocrding to store
executives. The demand is best on
dress accessories and smaller items
generally, although some increase has
recently been noted on home furnish-
ings. Consumer buying is described
as “highly selective” and, while some
promotions are very successful, others
have dragged.

The month’s results so far have not
been very satisfactory and volume is
running behind the totals for last
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month in this locality. On the other
hand, the four-week report of the lead-
ing mail-order—ehain system proved a
surprise. Sales in this period to May
21 were a little less than 1 per cent,
below a year ago. This cut down the
sales loss of this company to 8.3 per
cent, for the year so far.

The mail order houses in issuing
their summer catalogues have publish-
ed prices which are said to average
about 14 per cent, under those in last
summer’s books. It will be recalled
that these bulletins last year contained
the first sizable price reductions.
Therefore, this decline of 14 per cent,
is not from the “highs” of 1930.

Somewhat spotty conditions were
noted in the wholesale merchandise
markets during the week, with the de-
mand shifting in much the same way
as it has in the stores. Preparations
for Decoration day have been complet-
ed and the feature of the markets is the
call for cottons and cotton apparel,
which will be featured very extensively
in the promotion of National Cotton
Week.

WHY NOT FOR TREES?

We have always had a particular re-
spect for the campaign to raise money
to educate mothers to prevent blind-
ness in newly-born babies by putting
several drops of this-or-that in their
little eyes. It seems so sensible in its
essential preventiveness. And, as spring
grows apace and the country greens,
we feel that there should be another
such educative campaign — not about
babies but about trees. In this and
other parts of America our gallant
citizenry is constantly changing ground
levels. With steam shovels or tractor
scrapers we are all the time carting
God’s earth around to make roads or
valleys or subdivision lots in ways that
He, doubtless, never intended. Which
means that we have to adjust these
new ground levels to the trees that
happen to be in the territory affected.
Whereupon, with great gayety and
faith, we just pack new dirt around the
tree to the exact level required. We
never seem to know that if we throw
earth about the tree’s “breathing spot”
—the exact spot at which its trunk
leaves the earth—it will smother and
die, as surely as we would do if any
one held a pillow over mouth and
nose while we were asleep. It always
works that way. There are miles of
gallant trees, stupidly choked to death
this spring. They were killed for lack
of one bit of elemental knowledge.
Why cannot our people have it given
them?

CHAIN STORE DECISION.

The decision of the Supreme Court
of the United States against the chain
stores in upholding the tax enacted in
Indiana was rather unexpected by these
interests, and yet there were many
precedents on which they might have
been prepared for an upset to the ruling
of the lower court. Nevertheless, they
were concerned, and properly so, about
a tax which is levied on them not so
much for revenue purposes as to dis-
courage their operation in competition
with independent retailers.

A rehearing of the case will be
asked, but, following quickly upon the
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decision last week, a number of state
legislators announced that they would
rush bills through to tax the chains
“to reduce the menace of this unfair
competition.”

What chances the chains stand to
have the ruling modified remain to be
seen, but they have strong arguments
in the dissenting opinion filed by
Justice Sutherland, with three other
judgdes of the court concurring. This
opinion made it clear that all the ad-
vantages of the chains are open to
other distributors, according to expert
testimony, and that the classification
should fall. It was made plain, further,
that, since “the power to tax is the
power to destroy,” the chain store op-
ponents cannot hope for a taxation
sufficiently oppressive to accomplish
their purpose. Whatever they gain can
be but a gesture.

CHARITY “OVERHEAD.”

Incredible though it may seem, a
rumor has been circulating in the city
of Philadelphia that of every hundred
dollars recently given to the Welfare
Federation of that city for relief work,
sixty dollars has been retained for
“overhead” expenses. So persistent has
the rumor been that the president of
the federation has offered a reward of
$500 for proof of the charge. It is not
a new accusation, except in the size of
the percentage which it alleges to be
devoted to “overhead.” The facts in
this matter in reference to all welfare
organizations of standing are of two
kinds: first, what is properly to be
classified as “overhead” is surprisingly
small, and secondly, one dollar of what
some persons might call, “overhead” is
often worth ten dollars of what those
same persons would call charity. If in
“overhead” is included a social welfare
worker’s pay, with what it makes pos-
sible in straightening out a family’s
difficulties of health, finance and other
things, so that its members can remain
together and thus a home can be
preserved, then the percentage of
“overhead” in welfare work ought to
be high.

FOOD OR CANDY?

It has required a solemn judgment
by the Federal court of last resort to
determine for the customs authorities
the momentous question whether choc-
olate is a food or is merely candy.
The Supréme Court has ruled that it is
candy, and upon this decision rests
the disposition of upward of $8,000.000
tax money claimed by the Government
from four corporations of Pennsylvania
engaged in the importation and manu-
facture of chocolate products. To the
lay mind the answer to the question
at issue would depend upon the uses
to which the chocolate was put, and
the court decision suggests the further
question: “Is sugar food or candy?”
In common usage sugar is regarded as
a food, yet it is an essential element
of almost all candy, whereas there are
many sorts of candy in which choco-
late forms no part. There are choco-
late candies, but not all candies are
chcoolate.

A man’s egotism may be pardoned
if he doesnt permit it to degenerate,
into vanity.
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OUT AROUND.

Things Seen and Heard on a Week
End Trip.

Our first stop on last vyeek’s Out
Around was at Wood’s 'Corners, Six
imiles North of lonia, where we found
workmen engaged in moving the store
building across the street. The land
which the store jbuilding has occupied
for the past seventy-five years has been
acquired iby the State highway depart-
ment so that a Y can be constructed
from M 44 to the Stanton road. The
building and stock are owned by G. W.
Heliker.

Few country stores present a strong-
er appeal to me than that of R. E.
Chapman at Fenwick. The town is
not what it used to be in the lumbering
days, and no other merchant appears
to be able to hold his own in Fenwick
for any length of time, but Mr. Chap-
man’s store is always clean, orderly
and wholesome, indicating the high
character of the owner and the care he
takes to serve his patrons well and
faithfully. Many other merchants |
know would do well to make a pil-
grimage to Fenwick, sit at the feet of
Mr. Chapman and learn wisdom.

Glenn E. Banton, formerly engaged
in the grocery business at Butternut, is
now on the road selling slot machines.
He has removed to lonia, where he
resides *at 518 North Jackson street.
His father, George A. Banton, who
recently sold his interest in the elevator
at Carson City, is on the road selling
food mixers to the elevator trade.

At Ashley | found a young man
whom | have every reason to com-
mend for his high ideals of paternal
duty. His father died some months
ago, leaving book accounts for mer-
chandise sol'd from his store to the
amount of $4,000 and several hundred
dollars of mercantile indebtedness. Be-
cause he wanted to keep jthe name of
his parent good, he has devoted all the
time he could spare from his position
with Uncle Sam—he is postmaster at
Asbley—to undertake the collection of
the accounts and the liquidation of his
father’s indebtedness. He has reduced
the latter to $200 and expects during
the next six months to wipe out every
penny his father owed when he died.
Any son who will take up a labor of
love of this kind and carry it forward
to completion is entitled to commenda-
tion. That is why | go out of my way
to place the matter before my readers,
because | happen to know many sons
wYo could have pursued the same
path to protect the good names of
their fathers and failed to do so. The
name of this young man is Leon Cor-
win. His father conducted a general
store at Ashley many years.

M. E. A. Aamodt, the Jackson street
grocer, Muskegon, was in a happy
mood Saturday when | called on him.
He has been located on Jackson street
since 1893, where he occupies one
store in the brick block of five or six
stories owned by him: His store is
the outstanding mercantile establish-
ment on that street. He is proud of
the fact that he has taken the Trades-
man—and read it religiously—ever
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since he engaged in trade. He cele-
brated the forty-second anniversary of
his marriage a week ago Sunday and
Monday of this week he celebrated the
sixty-seventh anniversary of his birth.
Mr. Aamodt is a good merchant, a
good citizen and a good man to have
for a friend. | 'have had the pleasure
of his acquaintance thirty-eight years
and hope we may both be spared to
enjoy each other thirty-eight years
longer.

I have much to be thanwful for in
this world. The recent collapse of the
Federal Bond & Mortgage Co. (De-
troit) and the American Bond &
Mortgage Co. (Chicago) reminds me
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published the following unfair attack
on us: “See our advertisements in the
daily papers. We do not use trade
journals and weekly papers.” Of
course, this was a dastardly attempt
to discredit the Tradesman, but | paid
no attention to the attack. | suffered
in silence, because | knew that time
would ultimately vindicate my position
and tear the mark of falsehold and
pretense and dishonesty from the men
who were conducting such arrant
swindling games to the future dismay
and loss of the investing public. From
present indications the people who pur-
chased alleged bonds from these two
companies will realize from 10 to 25
cents on the dollar and lose the in-

The Late Philo C. Fuller.

of the steadfast manner in which | re-
fused to accept any advertising from
either of these organizations. During
the early days of their career they in-
sisted on my accepting their orders for
space in the Tradesman. | was equally
strenuous in refusing to permit their
securities to be exploited in the
Tradesman, because | had good
grounds for believing that their meth-
ods were not in accordance with good
business usage. | called attention to
one case where the Detroit organiza-
tion uttered and sold bonds to the
amount of $160,000 on property not
worth a cent more than $40,000. The
Chicago concern did even worse in
many cases. One of these companies
threatened me with prosecution under
the postal laws if | continued my re-
fusal to accept their orders. They did
not carry their bluff into execution, but

terest on their “investments” for a long
period of years.

Only this week | felt compelled to
turn down an offer to use the Trades-
man in an advertising way. The ad-
vertiser is a high grade institution, but
the securities it proposes to exploit
will be very hard to market, in my
opinion. My letter of declination was
as follows:

Grand Rapids, May 25— have pur-
sued my jinvestigation of the company
you represent in this territory, made
at the request of yourself and the
representative of thé parent house in
Detroit who recently callled on me.
_The investigation has been both pa-
tient and searching. It has covered
every feature which would have a pos-
sible bearing on the subject and con-
tribute in any degree to my earnest
desire to reach a ssare and sensible
conclusion.

9

| find the house you represent en-
joys an excellent reputation, both as
to thS character of the men and the
care and thoroughness with which
they select securities for their sub-
ordinate organization. In view of the
precautions jthey take to jprotect their
stockholders from loss by the return
to the purchaser of any securities
which default in payments, | cannot
see how any stockholder can possibly
face disappointment or disaster.

Because of the ill repute in which
Detroit real estate securities are held
by countrE/ investors who have suffer-
ed great losses by dealing with crim-
inal concerns like the Federal Bond &
Mortgage Co, | do not think it would
be wise for you to use the Tradesman
as an advertising medium, because |
do not think anything | can say in
print or otherwisé can re-establish’ the
confidence of the investing public in
Detroit real estate securities.

I accept financial advertising on
three conditions only:

1 The character of the advertiser.

2. The character of the securities
exploited.

The ability of the Tradesman to
make good. ]

Your house meets jthe requirements
of the first two conditions. | fail on
the third condition, because | will not
swillingly accept money from any ad-
vertiser unless | am Satisfied, beyond
the question of a doubt, that I" can
bring’ him adequate returns. | pre-
sume | am the only publisher in Mich-
igan who takes this stand.

| ithank you for your interest and
your apparent anxiety to be represent-
ed therein in our advertising columns.
What | have written in no way re-
flects on you or your Detroit connec-
tion. If there is” any reflection, if jis
on me and my publication.

E. A. Stowe.

The death of Philo jC Fuller, lum-
berman, manufacturer and humanitar-
ian, removes from our midst one of
our foremost citizens. Mr. Fuller was
no mere sdhofarly recluse, so deeply
engrossed in study that the had no
time for dealing with ordinary human
affairs.  On the contrary, he planned
his life and work to include time for
many other duties and jmuch devoted
service. The obscure and often dreary
routine of committees he would val-
iantly endure if thereby any good
cause could be assisted by his attend-
ance. He was jinterested in all kinds
of movements for the promotion of
truth and righteousness and the wel-
fare of man. The jpoor and needy
were seldom absent from his thought
and helping hand. His name appeared
on numerous subscription lists; and if
he asked others to give, he began by
giving himself. His benevolence was
far greater than his closest friends
were allowed to know. Indeed, owing
to his imagining that other people
were as pure-minded and noble as
himself, he was sometimes imposed
upon. Up to the day of his death Mr.
Fuller stood, as he always had stood,
for dean government, for obedience
to law, for every great movement that
is making or promised to make, a con-
tribution to the welfare of humanity,
and for the best things of the moral
and religious life.

The death of Philo C. Fuller recalls
the fact that he was the ‘first mayor of
Grand Rapids to serve under the com-
mission form of government, which
change was brought about by the de-
plorable abuses which had grown up
in the city through the aldenmanic sys-
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tern. He was so fortunate as to have
four able associates on the commis-
sion. Only one member was unworthy
of the honor—a trade unionist whose
sole ambition was to secure the retire-
ment of Ab. Carroll from the position
of superintendent of police—in which
attempt he never got anywhere. His
career as commissioner furnished an
excellent example of the uselessness of
expecting any useful public service
from a prejudiced and vindictive union
adherent. Mr. Fuller handled himself
wonderfully well during his Iterm of
office and worked in perfect harmony
with his associates on the commission,
with the one exception above men-
tioned. Sin'ce that time the average
character of the men elected to serve
on tihe commission has gradually
dwindled until now we have orilly two
men on the commission who are en-
tirely trustworthy —Whitworth and
Walstrom. Of course, there is no pro-
vision in the city charter which re-
quires the commissioners to be non-
entities. The wretched situation which
confronts us is due entirely to the
apathy of the voters, who stay away
from the primaries and elections and
then swear their heads off jbecause the
Cheapest kind of cattle creep info the
office and disgrace themselves and the
public by sitting in the seats of the
mighty. Unless the decent element in
the community right about face and
replace the unworthy persons who
now rattle around in their seats with
men of standard character and experi-
ence the city is doomed to face a very
serious situation in the near future.
Party politics is the last thing Which
shoiid find a place in city government.
Anyone who advocates the employ-
ment of politics in municipal affairs
should be watched and circumvented
at every turn of the road. Such a man
is an arrant knave and demagogue
whose wrongheadedness makes him a
dangerous man to trust with any re-
sponsibility.

I am again reminded of the manner
in which independent merchants ad-
vertise their competitors by complain-
ing about the competition of the chain
stores in the presence of their cus-
tomers. | was in a store not long ago
when the proprietor was asked the
stereotyped question, “How’s busi-
ness?” The reply was made in a loud
tone of voice in the presence of five
customers: “Business would be all
right if it wasn’t for the chain stores
cutting prices as they do.” | thought
then and | still think that a more
foolish utterance was never made in
the presence of customers. The first
thing a chain store manager is taught
is that he must never mention the
name or business of any independent
merchant; that all he need do is to
discuss the stock he has under his con-
trol and the business methods he must
pursue in connection therewith. If
every independent merchant would
adopt a solemn resolution to cease
thinking about dhain store competition
—and never mention it in his store—
he would find it very much easier to
get along with his customers.

A day never passes that J do not
hear some merchant exclaim: "When
my customers have money they go to
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the chain store. When they are out of
money and must have goods on credit,
they come to me.” That remark is as
old 'as the hills. | heard it frequently
When | was behind the counter of a
general store in .Reed City sixty years
ago. My employer was a high grade
Christian gentleman. If a customer
met disaster or death in the family or
was unable to secure , employment,
McC carried him through the winter,
no matter how much the transaction
involved. In the spring, when the cus-
tomer obtained employment, nine
times out of ten, he walked on the
other side of the street and treated
McC as though he had done him an
injury instead of a favor. This was
forty years before the chain store era.
If is a phase of human nature | have
never been able to explain.

The exhibition of pansies in the
Greenway gardens on the East side of
Reed’s Lake is a sight which would
require the heart of an artist to prop-
erly describe. In extent and variety
it exceeds anything ever shown in
Grand Rapids. Mr. Greenway has
greatly enlarged his rock garden fea-
ture and introduced some new features
in the floral line which add much to
the attractiveness of his display. No
lover of flowers and rock gardens within
fifty miles of Grand Rapids should
miss inspecting the pansy show this
month and the rose exhibition next
month. They will leave the scene
with their hearts full of gratitude to
Mr. Greenway for the pleasure he has
given them.

Forty-two legislatures were in ses-
sion during 1930 and whatever anfi-
chain bills were considered or brought
to vote, failed to pass. Only five states
have enacted anti-chain store tax laws:
Mississippi, North Carolina, South
Carolina, Indiana and Georgia. The
Indiana law is the only measure which
has been sustained, and the highest
taxation under that law is $25 per
store.  The North Carolina and
Mississippi laws are now pending be-
fore the jSupreme Court of the United
States, but will not be heard until
October. The Georgia law was de-
clared unconstitutional by the Supreme
Court df that state.

R. W. Lyons, vice-president of the
National Chain Store Association, who
has been unusually active in combating
the anti-chain propaganda, says he be-
lieves it is too early to comment on
the possible action of the chain store
organizations. A petition to the United
States Supreme jCourt for a re-hearing
is being considered, but no immediate
action will be taken. No call for a con-
ference of the leading chain store or-
ganizations has been issued, but it is
his opinion that the effect of the de-
cision will be the chief topic of discus-
sion at the next executive meeting of
the association, scheduled for the third
week in June.

According to available records there
are about 12,000 chain store units in
the State of Indiana which are affected
by the decision. The maximum tax at
$25 per store would thus bring in about
$300,000 off revenue, but the progres-
sive basis of figuring the tax on the
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number of stores would bring in a to-
tal substantially less than this. These
stores do a combined business of prob-
ably around $500,000,000 annually.

The Indiana store license tax, which
is graduated upward according to the
number of stores, will, therefore, weigh
most heavily on the big grocery chains
mhose business is conducted through
a large number of small store units,
each of which has a relatively low
sales volume and a meager net profit.
The effect Of the tax on the general
merchandise and department store
chains, ncluding those operated by the
big mail order leaders, will be negli-
gible. Neither will the restaurant, the
drug store, the shoe, or specialty store
chains suffer because their portion of
the total volume of business in these
particular fields is so small compared
with the independents.

I do not Often make a prediction as
to the success or failure of any under-
taking, but | cannot see a ghost of
a chance for the success of the 1,000
wayside inns the National Autohaven
Co. plans to erect and put into opera-
tion by Jan. 1, 1933. In the first place,
there is no demand for such an under-
taking, because the building of these
twenty-one bedroom hotels in the
country and the suburbs of cities would
not satisfy the demands of tourists
who naturally want to attend the
movies or church services when they
happen to stop in a city off any size.
Considering the manner in which tour-
ists are now cared for by regular ho-
tels, many of which are being conduct-
ed at a loss during the present period
of depression, | think it is little less
than an outrage to foist such non-
descript entertainment features on the
traveling public.

I recently dined at a somewhat pre-
tentious hotel not far from Grand
Rapids and called for buttermilk in-
stead of tea or coffee. | was served
the worst specimen of slop | have ever
had brought to my attention. It was
the washing from the churn after the
butter and buttermilk had been re-
moved. | have too much respect for
the owner OF the hotel to mention the
name of the hotel which would play
such a scurvy trick on a guest, but |
am going to send him a marked copy
containing this paragraph in hopes he
will investigate the subject and put an
effectual embargo on serving such
trash to people who have a right to
expect better treatment at his hands.

City Commissioner Chalmers says
he would vote to locate the civic au-
ditorium two miles away from the
Pantlind Hotel iff he could do so. All
off which shows hOw few qualifications
he has for the position he occupies but
does not fill. His entire career has
been characterized by bitterness, preju-
dice and vindictiveness. He might
make a good hog feeder, but he is a
mighty poor city commissioner.

E. A Stowe.

Mutual helpfulness makes the store
a better place in which to work.

Asking the same question twice be-
trays the shallow mind.

May 27, 1931
More Government Money Utterly
Wasted.

Receipt df its first substantial check
from the Federal Farm Board and the
purchase of two fruit plants is an-
nounced by officials dof Great Lakes
Fruit Industries, Inc., at Benton Har-
bor, representing the proposed merger
of major fruity interests in that part of
the fruit belt.

The check from the farm board
amounted to $65,000.

The money, it was added, has been
used in purchasing the Coloma, and
the Benton Harbor Fruit Exchange’s
packing and receiving plant which was
erected last year on property adjoin-
ing the fruit market in the sister city.

‘Consummation of the two deals was
announced by W. P. Harvey, Benton
Harbor attorney and counsel for Great
Lakes.

These are the first two fruit plants
to be acquired under the merger
scheme of Great Lakes and the deal
really marks the first definite step in
putting together what is eventually to
be a million dollar fruit merger that
will embrace, it is proposed, all of the
co-operative fruit interests in this sec-
tion of Western Michigan.

Great Lakes has been in the process
of formation for the past eighteen
months.  The cherry interests of
Northern Michigan and Wisconsin
were grouped together under a similar
plan, and with farm board financial aid,
last year.

The Great Lakes management was
unable to operate last year and aout
all that was done was the completion
df the organization plans and the erec-
tion of the packing plant at the jBen-
ton Harbor market. Early this year
the services of H. W. Ullsperger, of
Sturgeon Bay, Wisconsin, were ac-
quired. Ullsperger is also manager of
the cherry combine in the North.

A practical consolidation of the two
fruit combines, the local one as repre-
sented by Great Lakes and the cherry
organization of the 'North was voted
some time ago. m

The fruit merger, as represented by
Great Lakes, proposes a grouping of
all the fruit co-operatives, packing and
canning plants and other interests con-
nected with the fruit industry under
one management, which would result
in a control of the majority of the fruit
produced in this section. Encourage-
ment has been given the project by the
Federal Farm Board providing a 51
per cent, control could be effected.

The cherry merger df the North was
put together and set in operation last
year, but the task of putting Great
Lakes together has been a harder one,
due very largely to the fact that there
have been more groups to deal with
in this part of the fruit belt.

The promoters of 'Great Lakes are
now hopeful that with actual acquire-
ment and operation 6f the first two
fruit units more progress will be made.

That was a clever young operator
who caused the rescue of a sick man
when she heard him groaning into the
telephone.  She knew at once that
something was wrong because the
groaning came before and not after he
had tried to get a number.
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UPPOSE you were asked to write the will of a total stranger —
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Yet this is exactly the problem the State of Michigan must solve if
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FINANCIAL
Rise in Purchasing Power Confuses
Investors.

The trouble with the bond jmarket,
in the opinion, off a member of a large
Wall Street investment banking or-
ganization, may be traced to the scar-
city of good 6 per cent, issues and to
the fact that the public has not been
educated to be satisfied with a
per cent, return.

“At the moment,” said this observer,
*T cannot think of a good 6 per cent,
issue selling around par. For the most
part, good investment issues are yield-
ing 4Yz per cent, or less and second-
grade speculative obligations return 10
per cent, or more.

“Investors accustomed to expecting
a 6 per cent, return on seasoned, sound
bonds, therefore, hesitate both to ac-
cept a lower return and to assume a
greater risk by taking the higher yield-
ing issues.”

An interesting thought was advanced
by this .bond analyst when he suggest-
ed that the 4~ per cent, return obtain-
able on good bonds probably was every
bit as high in purchasing value now as
a 6 per cent, return was in 1924 and
1925; when investors were accustomed
to yields of about 6 per cent.

The purchasing power of the dollar
is about 25 per cent, higher than in
1926, according to the Bureau of Labor
Statistics, which would indicate that a
25 per cent, drop in yields is not un-
reasonable.

This observer holds a view on
diversification that merits earnest con-
sideration, especially among interior
banker® responsible for bond invest-
ments. Segregation of securities on
the basis of risk is the real method of
diversification, he holds. Any banker,
he says, knows the difference in de-
gree of risk assumed in bond invest-
ments and if he takes the greater risk
by purchasing high yield obligations
he should not feel' he is minimizing the
danger any by spreading orders over
a variety of bonds.

Many investors who buy second-
grade bonds at the beginning of a ris-
ing trend in business and profit by the
appreciation that accompanies a re-
turn to normal make a mistake of
holding such securities too long and
carrying them over into the down-
swing.

Institutional experts, on the other
hand, usually get out of unfavorable
situations long before they are gen-
erally recognized by the public. That
is, they dispose of obligations long
before they are actually removed from
legal lists. William Russell White.

[Copyrighted, 1931]

Bond Prices Another Important Sign
of Recovery.

Whether business or the stock mar-
ket will provide the first concrete evi-
dence of a recovery from the world-
wide depression is a question on which
economists disagree.

Lewis H. Haney, director of the
New York University Bureau of Busi-
ness Research, places a great deal of
weight on commodity prices in such
a situation. “Fe*w bull markets have
set in until basic commodity prices
have begun to rise,” he says in his new
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book, “*Business Forecasting” (Ginn &
Co.)

A statistical study of market cycles
over the last thirty years, presented in
the book, warrants the conclusion, he
says, that an upturn in stocks and
bonds, if money rates are low after a
prolonged decline in stocks, usually
marks the end of a bear market.

Commenting on easy money rates
in depressions, Dr. Haney points out
that “rarely do we find any improve-
ment in business during the falling
process. [Easy money is no cause of
business expansion, but .merely a
facilitating condition.”

There is a chapter in the book on
bases of stock market forecasting that
holds interest for security traders. In
outlining his views, the author con-
tends the bond market always has been
one of the best barometers of major
swings in stocks.

“The bond market always declines
before a major downswing in stocks,”
he says. “On the whole, increasingly
violent reactions in stocks are to be
expected beginning about six months
after a peak in the bond market. The
bear market will continue until the
decline in bonds is checked. Always
when a sharp decline in commercial
paper rates brings them below the
average yield of high grade jbonds, a
pronounced rise in average stock prices
follows.”

Never was scientific business fore-
casting more urgently needed as a
means of solving complex problems
than at this time. Yet confidence in
forecasters seems at a lower level than
ever.

Statistics and data on business con-
ditions never were more abundant.
Perhaps that has been the trouble—
too many conflicting theories and
thoughtless forecasts. “To help lay a
basis for scientific .forecasting” is the
aim of Dr. Honey’s book.

William Russell White.
[Copyrighted, 1931]

Decrease in Business Failures Regard-
ed as Favorable.

The latest decline in stock prices,
carrying one-time ‘blue chips” to
record 'low levels for the bear market,
appears to .have come as a surprise to
most business forecasters.

They seem uncertain whether the
market setback will 'be sufficiently de-
pressing on business sentiment to
cause a break below last winter’s mini-
mum or whether industry will be able
to throw off unfavorable influences.

About the only bright spot to be
found on the industrial horizon is pro-
vided by the automobile trade. Manu-
facturing operations have been hold-
ing up better than had been anticipated
a fortnight ago, and the demand for
raw material’s has checked, for the
time at least, the slackening in steel
mill activity.

Favorable developments "fall short
of providing conclusive evidence that
business is to escape a slump during
the next two months,” the Alexander
Hamilton Institute’s Business Condi-
tions Weekly says in taking the posi-
tion that the general slackening in
busineses is less dearly defined than
a week ago.

“The situation is still featured by
depressing factors,” the comment con-
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tinues.  “Unemployment among fac-
tory jworkers is on the increase again
and the fall in commodity prices has
not yet been checked. The demand
for steel has been running below out-
put despite the low rate of activity,
while .building continues devoid of any
impressive vitality.”

The Harvard Economic Society looks
for a “continued preponderance dif
gains in the volume of business” in the
next few months. This view is based
partly on the expectation that the re-
cent lowering of the rediscount rate
here will benefit business indirectly.

The shrinkage in commerdal failures
in the last two months is regarded by
the Harvard authorities as a favorable
sign.  “Such a downturn, usually at-
tends an increase in the volume of
busineses,” the society’s bulletin ex-
plains.

Failures ordinarily rise rapidly as
business activity dwindles and then
slacken as business recovers. Casual-
ties reached new high records for the
post-war period in the ‘first two months
this year in response to the contrac-
tion of business at the end of 1930.

Wiliam Russell White.
[Copyrighted, 1931]

The Outlook For Liberty Bonds.

Bankers are receiving many requests
for advice from investors in United
States Government bonds these days,
not because these securities are loiw
but because they are high enough to
attract profit-taking.  Liberty and
Treasury issues sell at premiums rang-
ing from 2 to 13 points.

Some have been tempted to sell their
Liberty jbonds, Which they may have
purchased at much lower prices than
are now prevailing, to replace them
with higher- yielding issues. Others
have taken the stand that Government
financing in large bfocks later in the
year will permit them to repurchase
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their securities ait lower prices. Some
have feared the consequences of an in-
crease ini the public debt.

One important factor that would
tend to indicate the stability of Gov-
ernment bond prices under continued
adverse conditions for the Treasury is,
that as long as business is depressed
and as long as capital is timid, buyers
will continue to seek the very highest
grade securities. As long as this is
the case, United States Government
securities will continue high.

A general return to higher interest
rates wouCd affect the prices of Liber-
ties, jbut it is becoming apparent that
the long-term trend off interest rates
in America is downward.

Those who are interested in the pos-
sible effects of large-scale borrowing
by the Government to meet shrinking
revenues, bonus payments and other
expenses, will find food for thought in
recent remarks of the First National
Old Colony Corporation.

“It would seem that there is nothing
in the present market situation to
arouse concern as to the ability of the
market to absorb any necessary ad-
ditional amounts of short or long-
term Government securities that are
likely to be required for what are, after
alll comparatively small increases in
the pulblic debt,” said the summary of
United States Government, financing.

“In a growing country, if this
diminution of Government securities
takes place, it is likely to meet with a
vigorous demand, which will maintain
prices at high levels. If we are then
passing through a temporary move-
ment in a long trend, the net result will
be to give increased value to Treasury
Obligations.”

[Copyrighted, 1931]

Scandinavian Bonds Strong.

Scandinavian countries may soon
find themselves in an advantageous
position for refunding operations as
the result of the solid strength of their
external bonds in the face of general
irregularity in other sections of the
foreign bond market.

The relative economic and political
stability in such countries as Norway,
Sweden and Denmark has proved high-
ly satisfactory and their bond issues
have retained their popularity with
American investors.  Some buyers
have $witched from the obligations of
less secure governments in spite of
the discrepancies in prices.

Just when it will :be possible for
those countries Ito refund their securi-
ties in this market is hard to say, but
it is safe to assume that the first op-
portunity will be taken to reduce in-
terest charges. Possibly some of the
refunding can be done by internal
financing.

Investors in the obligations of the
Scandinavian countries must bear in
mind the probability that some of the
issues 'will be redeemed at the earliest
date possible if conditions become more
favorable for refunding. Thus it might
not be advantageous to the investor to
pay more than the call price for the
securities, except as a short-term in-
vestment. Most of the issues are sell-
ing near or above .the call prices.

Denmark, for instance, is discussing
the possibility of calling 'its dollar 5j4s
of 1955, of which there are $3Q,000,000
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outstanding, and its 6s of 1942, out-
standing in the same amount. The
former issue is callable at par on three
months’ notice, compared with a pres-
ent quotation of nearly 102. The 6s
are callable at 105 on sixty days’ no-
tice and are quoted currently at 106.
Authorization for the call has been
granted but official notice has not jbeen
issued as yet.

Swedish Government 5j4s of 1954,
of which there are $30,000,000 out-
standing here, are quoted around 105,
compared with a call price of 100 after
November 1, 1934. Kingdom of Nor-
way 5s of 1963 are selling currently at
101%, compared with a call price of
100 after March 15, 1933, and the Nor-
wegian 5/4s of 1965 are quoted at 103,
compared with a par call price after
June 1, 1935

Investors must consider the pos-
sibilities of the redemption of the is-
sues, with an accompanying reduction
in coupon rates.

[Copyrighted, 1931]

Confronted By Condition Instead of
Theory.

Of peculiar interest at this time is
the action bf the railroad companies in
ordering studies of their rate struc-
tures with a view to finding means of
increasing revenues so as to avert
wage cuts and lapse of improvement
and adequate maintenance work. The
decision will rest, of course, with the
Interstate Commerce Commission, and
until the matter comes before the
body the extent of the opposition, if
any, among shippers will not be fully
disclosed. It is significant, however,
that first announcement of this move
for higher rates has evoked little evi-
dence of antagonism. Apparently busi-
ness men have realized that in the
present situation expenses must come
down if income does not go up. This
is as true off manufacturing operations
as it is of transportation. Secretary
Mellon tells us, what we should all
like to believe, that the American-
standard of living must be maintained.
But if we were ever confronted by a
condition rather than by a theory, that
is our present plight. We should all
like to expand our sales, increase our
profits and preserve our payrolls and
facilities for doing business. How
these things are to be done, however,
when prices are falling and purchasing
power is declining is a problem the
solution of which is not brought into
view by the utterance of pious hopes.
The railroads, subject to state regula-
tion, are going at the solution in their
case by direct application for permis-
sion to put their industry on a paying
basis. The rest of us must reduce ex-
penses df production with the hope of
inducing larger purchases of our wares
or wait patiently os long as our re-
sources permit us to do so for im-
provement in general conditions. Cer-
tainly none of us wants, for himself
or any one else, to lower standards of
living, a term which, be it said, in the
age of Dr. Einstein can hardly be re-
garded as connoting a fixed and in-
flexible rule.

The patronizing employer defeats
his own purpose.

To learn quickly, put your whole
soul in the task.
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- GRAND RAPIDS NATIONAL BANK

Established 1860—Incorporated 1865 Nine Community Branches

GRAND RAPIDS NATIONAL COMPANY

Investment Securities
Affiliated with Grand Rapids National Bank

CONFIDENCE

is the essential foundation of every profitable
business relationship. Without it there can be
neither industrial efficiency nor commercial
prosperity.

The “G rand R apids Savings Bank” has won
the confidence of its customers by its unques-
tioned safety, and the sterling quality of its
service throughout 61 successful years as the
Oldest Savings Bank in Western Michigan.
Because of this it is enabled to work effectively
with and for its patrons and to help them to
prosper.

GRAND RAPIDS SAVINGS RANK
"The Bank Where You Feel at Home”
17 Convenient Offices



Annual Meeting of the Home Defense
League.

The Home Defense League held its
first annual convention in the city of
Lansing on Wednesday, Miay 20, (with
about seven hundred Michigan mer-
chants in attendance. Newspaper re-
porters were excluded and the entire
viws surrounding the legislative ac-
tivity of C. V. Fenner, which had
never before been presented to the di-
rectors, was reviewd by that jbody.
Whn the many .pieces of the puzzle
were fitted together it was discovered
that instead of Mr. Fenner making a
mistake that he had 'been made the
goat for the jbenefit of scheming
politicians and others who had at-
tempted to disrupt the League.

Resolutions commending Mr. Fenner
were immediately presented by the
merchants of River Rouge, Monroe,
Detroit, Royal Oak and Battle Creek.
Telegrams unreservedly backing Mr.
Fenner were received from Ludington
and Manistee.

Th following resolution was drawn
by the Resolution Committee on be-
haLf of the entire organization:

Whereas—Mr. C. V. Fenner, as
Executive Secretary of the Home De-
fense League of the State of Michigan,
has ben severely criticized by the pub-
lic press because of a certain paragraph
in a letter written by him on May 9,
1931, to Wilber M. Brucker, Governor
of the State of Michigan, a copy of
which letter was sent to Representa-
tive McBride, and

Whereas—The intimation as car-
ried by the .press was to the effect
that the paragraph of said letter which
they published constituted a bribe, and

Whereas—The letter as a whole,
with the exception of the paragraph
published, expressed the sentiment and
thought of the Home Défense League,
Therefore, be it

Reserved—That we, the Home De-
fense League, in convention assembled
in Lansing, this 20th day of May, 1931,
nthusiastically support Mr. C V. Fen-
ner and unreservedly condemn the ef-
forts which have been made through
this incident to discredit Mr. C. V.
Fenner, and through this adverse pub-
licity attempt to defeat the retail sales
tax hill.

Mr. Fenner’s resignation was re-
fused by a unanimous vote and he was
elected to the presidency of the organ-
ization by a unanimous vote.

On a motion of the Executive Com-
mittee of the .past year, which consists
of 'Clare Howland, Secretary and
Treasurer of the Dudley Paper Co.,
Daniel J. Riordan, Grand Counselor of
the United 'Commercial Travelers of
Michigan and Francis Taft, Vice-
President of the Michigan Pharmaceu-
tical Association.

Resolutions shall be signed by Mary
Brumfield, President of the Federation
of Business and Professional Women,
Fletcher Renton, City Commissioner of
Royal Oak, and E. S. Spencer, Presi-
dent of the Detroit Wholesale Gro-
cers Association.

The following officers were elected:

President—C. V. Fenner, Detroit.

Vice-President — Mary Brumfield,
Royal Oak.

Vice-iBresident—Oias. Rennie, Trav-
erse City.
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Vice-President—Jacob Aab, Flint.

Vice-President—Fred Brown, Battle
Creek.

Vice-President—Harry Golden, River
Rougt.

Treasurer—E. S. Spencer, Detroit.

Assistant Treasurer—C. S. Walter,
Detroit.

Secretary—Lloyd B. Huron,
mouth.

Executive Committee—G. E. Sever-
ance, Royal Oak; G. L. Konkle, Lan-
sing; F. Taft, Lansing; Dan Riordan,
Lansing; S. E. Whitfield, Pontiac,
Frank Thompson, Midland; Harry
Prime, Saginaw; Julien Lamour, Mon-
roe; Peter Ki'tlas, Detroit.

Publicity jCommittee—J. G. Mat-
thews, Royal Oak; Fred Brown, Battle
Creek; L. B. Huron, Plymouth.

Attorneys—Fred MCGraw, Detroit,
and Fletcher Renton, Royall Oak.

The Directors decided to submit the
following program to the Executive
Committee for study and recommenda-
tion:

1 'Carrying of the retail sales tax
issue direct to the pdblic by letters,
newspaper and radio publicity.

2. Old age pension to be financed
by a tax on chain stores of $50 for
each store from two to five and $100
a store thereafter.

3 The establishment of a Fair
Trade Commission in the State of
Michigan for regulating unfair compe-
tition.

4. Unemployment insurance to be
paid partly by industry, partly by the
etnploye and supervised by the State.

5 An extensive campaign for the
education of the public for the neces-
sity of maintaining independent busi-
ness.

6. Co-operative effort on the .part of
Michigan retailers to push the sale
of Michigan products and produce.

7. A price maintenance bill based
on the Kelly-Capper bill for the State
of Michigan similar to the one recent-
ly passed in the state of California.

8 An amendment to the State con-
stitution omitting special taxes to be
substituted for real property taxes.

9. The removal of all tax on homes
valued at less than $5,000.

10. The removall of all personal
property tax on merchandise held by
retailers or wholesalers for resale.

11 A strict enforcement of the
minor labor laws.

12. A re-valuation of chain store
assessments.

13. 'City ordinances to curb the
house to house peddler and the tem-
porary or transient merchant.

The League definitely decided that
they will not become a part of any po-
litical party or faction of a political
party, but will remain as a separate
body using their influence in behalf of
their own program and that such pro-
gram shall be introduced and cam-
paigns conducted entirely in the open
in a clean and ethical manner.

In the evening 185 delegates attend-
ed the banquet in the Hotel Kerns and
listened to a most interesting and
stirring address by Congressman Clyde
Kelly, of Pennsylvania, author of the
Capper-Kelly price maintenance bill,
author of the postal clerks payroll,
father of the American air mail ser-
vice. Congressman Kelly urged every

Ply-
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merchant in Michigan to join the
Home Defense League. He warned
them against political trickery which
would disrupt their organization. He
urged them to perfect a powerful or-
ganization; to be loyal to each other
and to their leaders. He warned them
that powerful opposition, failing to
dominate or control their leaders,
would attempt to discredit the leader-
ship. He reviewed the many organiza-
tions that had failed in the past be-
cause of the gullibility of its member-
ship.

'Congressman Kelly made the follow-
ing pertinent statement, “Any mer-
chant who is confronted with the com-
petition that exists to-day and which
is highly organized, who has not sense
enough to get into an honest and in-
telligent organization for his own pro-
tection, has not sense enough to stay
in business.”

Instead of the now famous “Fenner
letter” disrupting the Home Defense
League, as had been freely predicted,
when all of the facts were laid down
in front of the directors, the result
was new life put into the League and
every director and delegates went back
to his community with fire in his eye
and determination in bis heart to
double or triple the membership of the
League and to make it a power for the

I Kent Products Co.
i Service Distributor

I Eskimo Creamed Cottage
\ Cheese,

i Borden Cheese.

( Meadow Gold Butter “June
! Flavor.”

?

2

{

Grand Rapids and Western
Michigan
Phone 64-929

— e e e = — e
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benefit and protection of the Michi-
gan independent business man, farmer
and laborer.

Lloyd B. Huron, Sec.

DELICATESSEN
PAPER

It is an excellent, all-round utility sheet— air-proof,
moisture-proof, odorless and grease-resistant. Pure
and firm, it protects all moist and fresh foods and
is ideal for the best standards of service in delica-
tessen, grocery and meat stores. Gomes in rolls,
wall cartons or boxes, as preferred. Let us send
working sheets and information,

KALAMAZOO VEGETABLE PARCHMENT. CO.

KALAMAZOO MICHIGAN

L.A.GEISTERT

co.»

Investment Bankers

GRAND RAPIDS
507 Grand Ra{)ids Trust Bldg.
81201

MUSKEGON
613 Hackleg Union BIldg.
25749

The ability to invest wisely
is the keystone of prosperity

A. E. KUSTERER & CO.

303-307 Michigan Trust Building
GRAND RAPIDS, MICHIGAN

Phone 4267

The Oldest Investment Banking House
in Western Michigan



MUTUAL FIRE INSURANCE

Reducing Losses Due To Fires.

The Department of State Fire Mar-
shall of Louisiana malfces an earnest
endeavor to prevent numerous and
serious fire losses in the State.

The Department functions in statis-
tical,- educational, preventive, investi-
gatory and advisory capacities.

Its value as a statistical (bureau will
increase as its records increase and as
those records are used to call atten-
tion to the great economic waste caus-
ed by fire, and its effect on the wel-
fare of the state.

Records are kept of all fires occur-
ring in the state, their cause, the
values, damage and insurance involved.
These fires are classified at the end of
the year according to location, occu-
pancy, cause of fire, and in various
other ways in order that those inter-
ested may easily find the particular in-
formation they desire. Records are al-
so kept of the deaths and injuries from
fire, OF all arrests and prosecutions
made 'by the Department and of other
activities in order that comparisons and
deductions may be made therefrom.

Work along educational lines is ex-
pected to bear jfruit in the future, as a
great effort is jbeing made to instill
fire prevention ideas into the minds of
to-day’s children in the hope that to-
morrow’s men and women will have
acquired habits of carefulness and
watchfulness in regard to the preven-
tion of fire.

In addition to the regular fire drills
held in &ll schools, simple fire preven-
tion lessons are taught Iby .means of
attractive jbooks and pamphlets con-
taining stories and poems which en-
gage the attention of children and
awaken their interest in the subject.
Short plays frequently serve to accen-
tuate important points in fire preven-
tion which are held by the retentive
memories of the children.

During fire prevention week, par-
ticularly, schools, women’s clubs and
other civic organizations are addressed
and shown, by .means of a -small pic-
ture machine, scenes from actual fires
depicting the disastrous consequences
of carelessness with inflammable ma-
terials, or the lack of proper safeguards
against electricity, gas or other forces
which serve .man.well but are a con-
stant source of danger unless kept un-
der control.

Over one-third of the total fire loss
occurs in dwellings, consequently our
campaigns must gain the interest of
the householder as well as the owner
or manager of a big business enter-
prise. lit is only through the whole-
hearted co-operation of homemakers,
business interests, civic agencies and
public officials that a concerted and
effective endeavor can be made to stop
the enormous loss by fire.

The work done by the Department
in preventing fires requires much ef-
fort and gains very little recognition.
If losses are large there is always a
feeling that -something should have
been done to have prevented their oc-
currence. On the other hand, when
it is known that numerous hazards
have been removed there is no way of
estimating how many thousands of
dollars were -saved thereby, or if the
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lives of human beings were preserved

through the safeguarding of their sur-

roundings.

In New Orleans, alone, 1,264 major
hazards were removed during 1930 and
mmeny buildings demolished or sub-
stantially repaired. Had these men-
aces been allowed to remain, who
knows what might have been the re-
sult? If the average fire loss for 1930
was $1,898.37 per fire, it is amazing
to consider the value of work which
abolished potential fires.

The necessity for investigation of
fires of unknown, suspicious or incen-
diary origin has been greatly increased
in the past year, due principally, we
believe, to the general depression. It
has been noted that bad business years
are usually followed by an increase in
incendiarism.  While there is always
a certain criminal element that ex-
hibits an inclination toward the prac-
tice of incendiarism, the average man
will only resort to such a crime when
he finds 'himself with his back to the
wall financially and the value of his
insurance policy is enough to cover
his indebtedness and permit him to
start anew with a clean slate, in so far
as finances are concerned.

Conditions have been such that the
number of incendiary fires has increas-
ed but we find some encouragement
in the 'fact that there has been a de-
crease in incendiary fires set by mem-
bers of families that are known from
past records to be more or less ad-
dicted to firing buildings for revenge,
defrauding the insurers, or other rea-
sons.

We believe this Department has
done much to reduce fires among the
latter class by making arson a very un-
profitable and dangerous game. This
has entailed a great effort on the part
of the Department for the reason that
the firebug works under cover of dark-
ness, hence it is a difficult task to place
the culprit at the scene Of the crime,
show the motive therefor and to ob-
tain other evidence of sufficient weight
to secure a conviction.

The advisory work of the Fire
Marshal’s office covers not only the
examination and approval, or dis-
approval of fire-escape plans but ad-
vice as to the best method of correct-
ing existing hazards.

Plans ‘for buildings of certain types
must be approved iby the Fire Marshal
before the erection of the buildings is
begun.

The Department, after ordering the
removal of a hazard, is perfectly will-
ing to advise as to the best means- of
protecting properties from future
hazards. R- J- Gregory,

Fire Marshal of Louisiana.

Price Cut Demoralizes Hosiery.

As a result of the recent price cut
on full-fashioned hosiery, the -most
highly competitive situation which the
market has ever experienced now exists
and the lowest prices ever quoted on
regular merchandise are being heard.
A few mills specializing on low-priced
goods are said to be doing an excel-
lent volume of business, but, on the
whole, buying has been curtailed con-
siderably.

A shuffling walk is the most tiring
form of locomotion.
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OUR FIR BNSURANCE
POLICIES ARE CONCURRENT

with any standard stock policies that
you are buying

oo, 3090 LESS

Michigan Bankers and Merchants Mutual Fire Insurance Co.
of Fremont, Michigan

WILLIAM N. SENF, Secretary-Treasurer

THE EQUIVALENT
OF A TRIP ABROAD

The dividend savings already return-
ed to some Federal policyholders
would pay for a handsome trip
abroad— others could go around the
world— and still others could enjoy
a trip to Yellowstone or some other
beauty spot. More than 36 million dollars have been
returned to Federal policyholders since organization.

*FEDERAL HARDWARE & IMPLEMENT MUTUALS
RetaH C- HardTt,® e ~ t N o R3n,nS-"

Minnesota Implement Mutual Fire Ins. Co.
Owatonna, Minnesota

909 22 Years 931

Losses Paid Promptly — Saving 30%

For FIRE and WINDSTORM Insurance

THE GRAND RAPIDS MERCHANTS
MUTUAL FIRE NSURANCE COMPANY

affiliated with
THE MICHIGAN RETAIL DRY GOODS ASSOCIATION
320 Houseman Bldg. Grand Rapids, Mich.

FINNISH MUTUAL FIRE INSURANCE CO.

40 Years of
SPECIALIZING LOW COST OF INSURANCE
OF GIVING SERVICE
OF PLEASANT RELATIONSHIP
OF SAVING MONEY FOR THE POLICYHOLDERS

Write or Call

FINNISH MUTUAL FIRE INSURANCE CO.

444 Pine Street, Calumet, Mich.
Mill Mutual Agency

208 N. Capitol Ave.
Lansing, Mich.

Bristol Insurance Agency
329 Western Ave.
Muskegon, Mich.
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Good Window Displays and Their
Peculiarities.

The show window of a retailer is
almost as essential as the right hand
to a man’s anatomy. There are many
retailers who even in this day do not
comprehend the importance of out-
ward display and effects. While all
of them place articles in the windows
for show, many lack the faculty of
placing such stock so as to attract the
attention of the passerby. Novelty in
window dressing has done much for
retail storekeepers. While it is not ab-
solutely essential that a window dresser
should possess an artistic instinct, a
few good ideas, even although pattern-
ed after successful competitors, would
go a long way to attract trade. For
these and other reasons it is well for
the retailer to be ever on the lookout
for new ideas. Oftentimes it may be
found that a valuable display in some
other line of ’business may be profit-
ably appropriated 'by a dealer which
may* be put to good use with slight
change. Window displays may be
divided into two distinct classes. The
general purpose of one class may be
attracting and pleasing the passerby,
and perhaps cause him to talk about
the display, thus incidentally adver-
tising the store. The other class is for
the purpose of directing attention to
some special merchandise, with the ob-
ject of attracting people interested to
come in and make a purchase. The
suggestive window displays are by far
the best for actual results, for it is by
suggestion that the retailer reaches the
pocketbook of most customers. To dis-
play various articles at one time is a
good idea, as the prospective customer
is likely to be interested in some one
of the articles displayed, whereas, if
the window be devoted to one product
only a small percentage of onlookers
will be captured. A striking means of
attracting general attention to a win-
dow display was utilized recently by
a retailer located in the metropolis of
the East. He secured a four-foot plank,
two by six, and sawed the lumber in
triangular pieces, so that when the
sawed end was pasted against the win-
dow on the inside, the other portion of
the plank inclined against the plate
glass on a downward slope of 45 de-
grees on the outside in such a manner
that it appeared as if the end of the
lank had been shoved straight through
the window. A realistic touch was
then added by gluing several slender
strips of broken glass in the shape of
an irregular star. Of course, the hole
seemed to be in the center. Many
persons crossed from the other side
of the street to make a closer inspec-
tion. After the window was reached
by the walkers, it was several minutes
before the hoax dawned upon them.
These people had made a careful in-
spection of the window and on that
account remembered the articles dis-
played. Persons who were pleased
with the display went into the store
and complimented the retailer and
made purchases. Another amusing in-
cident where odds and ends from an
unfortunate affair were used with great
success for a window display by a re-
tailer located on a busy avenue was as
follows: Long after the retailer had
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closed his store two women and two
men, all of whom had indulged freely
in the intoxicating cup, romped in front
of the store and crashed into a window
and made a full-sized impression. In
the general entanglement two objects
of dilapidated millinery, a glove, an old
leather pocketbook and a cigar stub
were left in the wake of the hilarious
four. When the retailer came down
the next morning and viewed the re-
mains of his window he did not assume
any woe-begone expression, nor did he
hastily summon the insurance adjust-
er so that the pane could be immedi-
ately replaced. On the contrary, he
left the window as it was and hastily
got out some tags. He placed a lot
of exhibits in the window, each mark-
ed and classified with an apt and hum-
orous saying. The retailer had a great
crowd in front of that window for two
days, and at one time two officers were
keeping the people moving. Later the
four imbibers were placed under arrest
and the dealer took the clippings from
the newspapers and added them to the
display. The window dresser who
tries to crowd a half—hundred different
articles into a single window of limited
size is much like the man who at-
tempts to do a life’s work in a day.
The passerby may notice a crowded
display, but it often happens that he
does so with a view of criticising the
taste of the window dresser. Such
displays do not arouse in a man going
by a desire to purchase and, therefore,
such window displays can not be silent
salesmen. A well dressed window is
as essential as a live salesman within.
The good window dresser may ararnge
a few articles so that they will stim-
ulate attention and awaken in many
people a desire to buy. He knows how
to arrange the display matter, and
those who stop to gaze upon results of
his labor often can not resist the im-
pulse to buy which it creates. There
is no excuse for poor window displays
in this day of keen competition. The
same enthusiasm as is shown often by
a clerk can be evinced in a window dis-
play almost as strikingly. If the re-
tailer becomes satisfied he falls into a
rut and stays there. Then the future
day of his dissatisfaction with every-
thing is on the way. Although it is
probable that a retailer may redress his
window many times during a period of
three months, he often does not put
into the display the enthusiasm that he
reveals inside the store. Few persons
know that a new display is on; they do
not observe as keenly as all that. It is
better to have one striking display once
in a while than a series of colorless
efforts. There is something new all
the time, and the way to keep thor-
oughly informed is to read. Always
arrange for frequent dusting. The ef-
fect of many clever window dressings
is greatly marred by dust that collects
so quickly. Dust will completely cover
stock and decorations in a few days.
Many window dressers in arranging
their displays do so with a view of
permitting a pathway so that the en-
tire display may be reached and dusted,
although some of the cleverest in the
business overlook this salient advan-
tage. Never let goods that are damag-
ed by exposure predominate in a dis-
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play, for that practice makes the de-
velopment of the art more costly. Ten
days is an average limit to permit cer-
tain stock to be shown in a window.
It may then be returned to stock with
little or no reduction for the mission
it has performed. A dealer who has
just taken out such merchandise from
his window should not offer the same,
perhaps, at the regular prices to his
trade. The dealer may consider him-
self repaid for the slight sacrifice he
has made and he can afford to stand
the cost of a 10 per cent, reduction.
An incentive to quick sales is the well-
lighted window. While this feature
may receive attention in the decora-
tions incidental to the display, it is also
well to arrange for special lighting
effects, even although a little more ex-
pense be included in the general ap-
propriation for the display. In the
present day electric light has a ten-
dency to attract attention, and high
candle power is often utilized by large
dealers. The cost of lighting in such
a manner is expensive, but the effect
justifies the extra expenditure. Bright-
ness attracts more than anything else.
A series of well-written bulletins pla-
carded in a window is always a center
of attraction by the busiest wayfarers.
Such bulletins may be varied almost
daily. Thé latest aeroplane and scien-
tific news always attracts the possible
customer.

Ten Points Against Sales Taxes.

1 The wide ramifications and tre-
mendous detail involved make a gen-
eral sales tax administratively impos-
sible.

2. If a sales tax is to become one of
the major sources of State revenue, the
rates would be prohibitively high.

3. If sufficient exemptions are made
and the rate of tax is reduced suffi-
ciently to render a sales tax law ad-
ministratively possible, the revenue
obtained will 1be insignificant, great in-
justice will Ibe done certain types of
distributors and the tax 'base will be
narrowed rather than increased.

4. Taxing the market basket of the
masses to secure funds for the protec-
tion and development of wealth would
be a grave injustice and quite un-
American in spirit.

5 The shifting of the tax burden
from wealth created under our pres-
ent social and political structure to the
shoulders of the masses will endanger
our social and political organism.

6. The burden of the detail adminis-
tration of a sales tax might easily
cause, at least, a temporary breakdown
of our mechanics of distribution, with
grave results to all. Distribution is
the most important economic factor

YOUR HOME too

will enjoy the added

Comfort and Charm
of

COYE AWNINGS
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of the present and future and as such
must not be handicapped.

7. A State sales tax would hamper
the free and uninterrupted commerce
between states that has contributed so
greatly to our success as compared
with the various states of other con-
tinents.

8 The effect OF billions Of dollars
of advertising and years of American
salesmanship in developing a buying
psychology would be canceled by a
sales tax creating an unfavorable men-
tal attitude in connection with pur-
chasing.

9. A sales tax is, in effect, a wage
reduction, because it reduces the buyv
ing power of the pay envelope. Ameri-
can business has not been built on
such reactionary policies and prin-
ciples.

10. All experience, whether state or
National, and including that of for-
eign countries, proves that as a method
of obtaining revenue for one of our
states, a sales tax is grossly unjust, ad-
ministratively impossible, inadequate in
results, uneconomical in its function-
ing and wholly un-American in its
fundamental conception.

Most economists and thase who have
studied our economic structure are
convinced that the problem of the
present and of the coming generation
is one of distribution. America has, to
a large extent, conquered production.
Our people have an unlimited power
of consumption. Our economic weak-
ness is one of distribution. A sales or
consumer tax of any type is a definite
handicap to the weakest factor in our
economic organism. Distribution must
be strengthened in the next decade.
This cannot be accomplished if it is, at
the same time, to be handicapped.

B. Earl Puckett.

Men’s Furnishings May Be Reduced.
With lower-price lines on men’s
clothing definitely forecast for the
Fall, stores are now concerned over
the problem of shaping price brackets
on furnishing goods. The advisability
of making further reductions below the
present levels is being seriously ques-
tioned, but buyers in looking over
Fall lines of furnishings are attempt-
ing to obtain attractive goods at the
lowest prices. Most of the leading
stores have adopted the $1.55 range in
shirts and pajamas, and frequently are
making special offerings at even lower
prices. In neckwear, while the dollar
retailer will continue to be stressed,
goods as low as 55 cents are being of-
fered by some of the leading chains,
and this is expected to become even
more prevalent for the Fall season.

A fact is conclusive only when no
other fact cancels it.

Let us give you an estimate.

CHAS. A. COYE, INC.

Campau Ave. & Louis St.,, Grand Rapids, Mich.
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Recreation and Mental Health.

Interest in mental hygiene centers
about the question of individual adjust-
ment to the constantly varying situa-
tions df life, and involves questions of
heredity, of mental and physical bal-
ance, of attitude, of work and play.

Our day of twenty-four hours may
be happily divided into three equal
parts; namely, eight hours for work,
eight hours for play, recreation or re-
laxation, and eight hours for sleep.
This balanced schedule, if followed,
would contribute much to a stable,
harmonious and happy existence. Con-
tinued abuse of the schedule can only
result in physical, nervous and mental
illness df one kind or another. Bal-
ances must ibe maintained for health,
and nature attains these by contrasts.
With no contrasts there is monotony
which is exhausting to the nervous
system. Work and play constitute
contrasts of great significance for
mental health.

The psychiatrist’s concern is mental
work, because it causes fatigue of the
nervous system. It requires the exer-
cise of intelligence, and involves con-
centration and mental stress. The de-
gree to which fatigue develops de-
pends on whether we have found our
proper vocation. If we do work that
is pleasing to us a minimum amount
of nervous energy is expended. If our
work is distasteful, it is drudgery, and
causes*the expenditure of an excessive
amount of nervous energy. Rest does
not fully relieve this fatigue because in
rest we continue to be conscious of the
distasteful drudgery; but relief is ob-
tained in play for it carries our
thoughts into pleasing activities and
acts thereby as a safety valve for the
expression of pent-up emotions.

Another kind of effort of even great-
er importance than the intellectual
type is that required to adapt ourselves
to the constantly varying social situa-
tions in life. Failure in mak;ng neces-
sary adjustments is the cause of much
of the misery in the world. Flay,
which inculcates in a pleasing way the
art of adaptation, is of inestimable
value in assisting us to live happily
with our fellows.

We are born with inherited impulses,
urges, strivings or tendencies to act in
a way patterned after the manner of
life of our primitive ancestry. These
are spoken of as instincts. They are
accompanied by an emotional urge
and are constantly seeking expression.
If the instinctual desires are fulfilled,
we have a sense of well-being, a feel-
ing of satisfaction, and of achievement.

However, both the urges and the
social order must receive due con-
sideration.  If urges, with their ac-
companying feelings, supersede social
requirements, then results may con-
flict with laws or established customs.
If the social order is given the greater
weight, the urges .may be repressed,
but because of the force from behind
pressing them out, they will find ex-
pression in unnatural ways, and may
cause instability or nervous or mental
illness. A balance must be maintained
and the task is to find ways and
means whereby we can allow the urges
socially-approved expression.

Here play is of the greatest service.
It gives an outlet for instinctual urges
as it fakes the form of primitive racial
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activity and may easily be made to
conform to social usage. To summar-
ize: Play affords a happy contrast to
work; it brings relief from the peculiar
fatigue which follows our modern
strenuous life. It rests those parts of
the nervous system which our daily
work most stresses. It helps to satisfy
mte instinctual cravings and thus con-
tributes to mental health.
Dr. 'Christopher Fletcher.

Chain Store Failed To Make Good.

A suit for $10,000,000 damages
against the United 'Cigar Stores com-
pany was started by the Gillette Safety
Razor Co. in the Supreme 'Court of
New York county to-day by the filing
of summons papers.

The Gillette Go. claims damages for
$10,000,000 for aflaged misrepresenta-
tions made by the United Cigar stores
in connection with a contract between
the two companies for the sale of Gil-
lette razors and blades by the United
Cigar stores. The contract was for ten
years, expiring in 1937.

The complaint charges tha® the con-
tract was made for the purpose of
making available for Gillette products
a large retail outlet throughout the
United States; that by misrepresent-
ing the number of Gillette blades sold
by the United through its stores dur-
ing the year before the contract began
the United fed the razor company to
believe that the retail outlet was larger
than it was in fact, and so persuaded
Gillette to enter into the contract.

It is also charged that the selling
capacity of the United Cigar stores is
much less than was represented, and
that the minimum quantity of blades
called for in the contract was beyond
the capacity of the United 'Cigar com-
pany to market, and that the excess
was disposed of by the United to
wholesalers and jobbers and other
channels contrary to the agreement.

The complaint further charges that
the compensation paid to the United
by Gillette for advertising and sales
promotion was excessive and greater
than would have been agreed upon ex-
cept for the statements made by the
United.

The contract also was violated, it
is charged, by a reduction df the num-
ber of United stores below the number
called for by the contract.

Plan Low-End Lamp Shade Lines.

Anticipating another season in which
low price merchandise will be favored
by buyers, manufacturers of lamp
shades are making no radical style
changes in their lines being developed
for the Fall trade opening. The new
offerings, which will be exhibited in
Chicago in July, will feature shades
of both parchment and silk. Rose,
green and gold will be the leading
colors. Current business, producers
and sales agents admit, is at the low-
est point reached in several years. A
lull in sales occurs annually at this
time, they pointed out, but this month
the drop has been more pronounced
than in any recent season. Buyers for
retail establishments are reported
holding up reorders and clearing stocks
through special sales.

A clerk is rightfully jealous of his
independence.
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I In Battle Creek it’s
HOLSUM

Holsum Bakery

MILWAUKEE
| BOUND!

V

JL IOU RE due in Milwaukee July 6, 7, 8 and 9 for
the 34th Annual Convention of the National Retail Grocer’s
Association. This is going to be the best convention ever.
You’ll meet old friends and make a lot of new ones. And
you’ll come back with a lot of good ideas and fresh slants
on everything!

Write your local Secretary NOW so that the Transportation
Committee may make reservations for your accommodations.

Compliments of
Standard Brands Incorporated
distributors of

FLEISCHMANN’S YEAST - FOR - HEALTH
CHASE & SANBORN’S DATED COFFEE
ROYAL DESSERTS
ROYAL BAKING POWDERfrom your Jobber

Ask your Ideal Secretary about the 1931 Tour to
Europe following the Convention! Here’s a great
opportunity to visit England, France, Germany,
Austria, Switzerland and Italy at a very low cost on
the S. S. Dresden.

RademakeivDooge Grocer Co.
Distributors

Bouquet Tea
Fragrant Cup Tea

Morning Glory Tea
Finest Packed
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DRY GOODS

Michigan Retail Dry Goods Association.
President — Geo. E. Martin, Benton
Harbor.

First Vice-President—J. T. Milliken,
Traverse City. i

Second Vice-President—George C. Pratt,
Grand Rapids. i
IS?:cl_retary-Treasurer—Thomas Pitketh-
. Flint.

yManager—Jason E. Hammond, Lansing.

Empire and Silhouette Lines Favored
By June Brides.

Lingerie in the June bride’s trous-
seau is characterized by the most
filmy 'fabrics and the daintiest of
trimmings.

Gowns are designed in two distinct
styles, the Empire and the silhouette.
Next to lace the favorite materials for
nighties are chiffon, ninon and crepe.
The gown de luxe is entirely df lace
and lined with chiffon. An elaborate
Empire model is of ecru lace. Its
short waist is suggested by a belt of
fine tucking through which a ribbon
is run; the sleeves are daintily puffed.
Equally engaging is a princess gown
of sheer ivory lace cut to fit the figure
dosefly. The neck is shaped in a deep
V line; an ornamental band of satin
flowers appliqued on the lace extends
across the front of the gown in a
diagonal line.

For the bride who prefers pajamas
to gowns there are chic suits of satin
crepe and ninon.

Smart Robes Match Suits.

Every woman likes a wrap for
lounging on the beach. The season
has met the need with a variety of
models, made of jersey, terry cloth,
printed cotton, linen and other fabrics.
Frequently suchwraps are made to ac-
company the suit, in which case they
have a finish that makes them look
almost tailored. This ensemble effect
is most successful when the suits are
finished with those nice dressmaker
details that are giving chic to the best
of the season’s suits. A Schiaparelli
design has inspired a coat with an at-
tached scarf, a large patch pocket and
trim little turn-black cuffs.

Terry wraps are shown with con-
spicuous initial-flike motifs between the
shoulders, or with striking bands of
color running around the bottom. For
those of extravagant taste there is a
smart terry robe embroidered with an
Oriental design worked in jersey and
wool. Another of this year’s whims is
the painted linen cdat, bright with
many-hued flowers, and lined with
light colored terry. Rodier’s chenille
fabric appears in many models that
are simple in cut and noticeable for
their dashing dolor scheme.

Beach headgear appears in riotous
array. Diving caps are of rubber pat-
terned to look like feathers or scales.
They are nearly as interesting as street
hats, for they have accepted hints from
Agnes, Reboux and others, and have
come forth in the guise of pompon-
crowned berets, braid-encircled tur-
bans and close-fitting toques. And
their dolors match the rainbow hues of
pajamas and suits. A pliable, crinkly
rubber lends itself with considerable
grace to these whimsical caps.

Shade hats are enormous and elab-
orate. There are floppy cartwheels of
Florentine straw into which all the
colors of the rainbow seem to have
'been woven, and Mexican sombreros
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whose edes are frayed to make them
still more fanciful. One designer has
covered the crowns with bandannas
and made beach bags to match.

Among fetching beach hats are poke
bonnets of pastel hue and large ones
of checked ginghams with scalloped
brims. Then there is the sun-back hat,
made to protect, not expose, the nape
of the neck. It has a pliable brim
barely wide enough to shade the face
in the front, and so deep in the back
that it falls to the shoulder blades.

All jvomen are confronted with the
problem of how to carry their bathing
suits conveniently to and from the
beach. The most practical solution
lies in the rubber-lined beach bag.
Each season brings forth a new crop,
varying a bit from the last in size and
form.  Among the smart products of
the season is a round toyo straw in
bidolored chevron pattern. It is made
to hang over the arm by a patent-
leather strap.—N. Y. Times.

Some Houses Rename Sheet Prices.

Reaffirmation of list prices on
bleached wide sheetings, sheets and
pillow cases, which have been in effect
since the middle of August, 1930, were
made last week by five houses, repre-
senting producers of the lesser known
brands. While the lists are unchanged,
discounts have been increased sharply
to take care off the declining tendency
in the market, and in some instances
are said to have ranged as high as 40
per cent. The houses renaming prices
included Joshua L. Baily & Co., selling
agents for the Erwin Cotton Mills and
Pearl Cotton Mills; Iselin-Jefferson
Company, agents for the Peerless Cot-
ton Mills; Riverside and Dan River
Cotton Mills; Cannon Mills, Inc., and
Wilson & Bradbury. The present lists
cover May, June and July delivery and
are on a basis df 46 cents per yard for
ftine-quarter sheetings and $16.18 per
dozen for 81 by 99 inch sheets.

Rug Designs To Be Changed.

Rug and carpet .mills opening Fall
lines to the trade June 1 will depend
upon novel patterns rather than price
changes to stimulate early buying. De-
signs to be featured at the opening
will include Colonial, early English
and other periods, along with Chinese
motifs. The Persian patterns will be
in a minority for the first time in years.
The fact that two df the large pro-
ducers, the Mohawk Carpet Mills, Inc.,
and Alexander Smith & 'Son Carpet
Co., will postpone their showings un-
til August has created the fear that
buyers may put off their initial orders
until that time. In view of the fact
that no major price adjustments are
contemplated, the manufacturers ex-
hibiting June 1 expect the patterns to
provide the main incentive for early
ordering.

Machine-Made Glassware Sales Up.

The vogue for machine-made glass-
ware for retail promotional events and
regular sale has become so great in the
last fidwweks that the few producers of
such merchandise are enjoying a sfnall-
siized boom in orders. Marketed at
prices from 35 to 50 per cent, lower
than the hand-made type, such glass-
ware fits into the present demand of
buyers for lo.w-end merchandise. Chain
organizations and department stores
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are providing the bulk of orders and
are buying stemware, mixing bowls
and complete tea sets. The latter have
been retailed for as low as $1.98 for a
forty-three piece set. One factory
specializing in machine-made glass is
sold up until August, while other
plants are said to have sufficient busi-
ness to keep them busy until early
July.

Certain Imports Increasing.

Substantial increases in imports of
art goods, foodstuffs and chinaware in
the last ten days caused much com-
ment among customs officials in New
York this week. F. J. H. Kracke,
United States Appraiser, said the
movement of such goods into the coun-
try during the last two weeks stood
out as above the average for the last
few months. In import circles, those
interested in the china and glasslware
trades attributed the sharp upturn to
the fact that foreign manufacturers
had bulked their shipments this year
instead of delivering them over a per-
iod of weeks. Purchases by importers,
they insisted, were more restricted this
year than last. In the food trades, in-
creased .purchasing was believed to
have caused the rise.

Disagree on Value of Net Hose.

Despite the growing popularity of
net and mesh full fashioned and seam-
less hosiery with their consequent pro-
motion by numerous retail stores, opin-
ion is divided in the primary market as
to the future business on these types.
Some merchants express the conviction
that net hose is firmly established and
will meet increasing consumer accept-
ance. The trade needs novelties, new
fabrics and styles to lift it from the
present severe competition based sole-
ly on price, they insisted. Other mill
representatives were off the opinion
that nets were purely a fad proposition
and might disappear almost overnight.
For the present, however, these goods
present the one bright spot in an
otherwise depressed market.

New Romper Suits.

This season has brought a two-in-
one adaptation of shorts, previously
sponsored by Patou, a combination of
trunks and trousers. The romper is a
new and entertaining version of the
bathing suit, with puff trousers fitted
closely to the thigh by tubular tucks,
and with a long-sleeved, striped jersey
to be Worn when the wearer is on the
beach—to cover a rather scant top.

Bathing suits for the sedate, not to
say the stout, are cut on dressmaker
lines. Some of them incorporate cer-
tain sample features taken from Vion-
net’S and Lanvin’s gowns. The best
liked are of flat crepe, in plain colors
Or small printed patterns. They are
made over jersey maillets edged with
crepe.

Men’s Shoes Re-ordered Steadily.

(Steady re-orders for men’s calfskin
shoes in black and 'tan, with the for-
mer shade predominating, continue to
reach (the local markets, but as yet the
individual commitments have failed to
attain any large size. Retailers are
taking only their immediate needs.
Some slight tendency to concentrate
on fewer sources of supply, in line with
the policy advocated y many manufac-
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turers, has been noticed, it was said,
but many of 'the smaller stores have
not yet been educated to this practice.
While there is a fair demand for sport
shoes, the volume of business being
placed on these styles is regarded as
somewhat disappointing. Some calls
are being received for white buckskin
styles, chiefly from college towns.

Housewares Sold on Samples.

Selling agents in the small house-
wares field have resorted to having
retail buyers sell against samples.
Sales agents explain 'that buyers’ safes
resistance has become so great that in
many cases they find it more profitable
to supply a sample and promise that
all orders booked by the buyers will be
filled within three days. The plan,
which was started to stimulate busi-
ness in the present slow season, meets
with the approval of the buyers, since
it relieves them df the risk of stocking
goods which may prove unsalable later
on. One buyer was reported to have
sold over 100 dinner sets last week
from a single sample placed on display.

Millinery Buying Continues Active.

Orders for millinery are keeping up
surprisingly well, according to reports
in the trade here. The outlook for re-
tail turnover of Summer lines is de-
scribed as excellent, despite the strong
concentration on popular price mer-
chandise. Straws continue to receive
the bulk of the demand, with fabric
hats also a big factor in certain sec-
tions. Small turban shapes remain in
high favor, with the possibility being
that the late seasonal demand will re-
flect stronger interest in the larger hat.
Many of the Fall hat lines now in
preparation will swing toward lower
price lines, in keeping with the trend
in ready-to-wear.

Juvenile Fall Novelties Offered.

Novelty items in juvenile clothing
for Fall are beginning to atract atten-
tion and seem slated for a favorable
response. In boys’ juvenile clothing
in sizes up to 12, one-piece knitted
snow suits of solid colored and plaid
woolens and also chincillas, with a pat-
ented fastener, have been well re-
ceived. Another outfit is a leather
piped ensemble, composed of over-
coat, with leggings and cap to match,
in sizes up to 10. Matching cap and
leggings for the majority of juvenile
overcoats appear to be the order for
Fall. Men’s woolen ski suits, for the
Northern States, are also expeoted to
attract some interest.

Laminated Glass Use Expands.

Reflected in the relatively greater
activity in the plate glass field, as con-
trasted with other branches of the in-
dustry, is 'the steady improvement in
demand for laminated glass. The
growing popularity df this product as
equipment for automobiles has been
given added impetus with the recent
announcement df a leading car manu-
facturer that it will be offered as op-
tional equipment on all cars. Ship-
ments df safety glass from the plants
of one large producer, as a conse-
quence, have shown a marked increase
this month. The improvement noted
last week in demand for window glass
was not so apparent this week.
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SHOE MARKET

Michigan Retail Shoe Dealers Association.
President—Elwyn Pond, Flint.
Vice-President—J. E. Wilson, Detroit.
Secretary—Joe H. Burton,, Lansing.
Asst. Sec’y-Treas.—O. R. Jenkins.
Association Business Office, 907 Trans-

portation Bldg., Detroit.

What Happens When Prices Fall?

The effects of a long period of stead-
ily falling jprices are these: prices be-
gin to fall, and at first everyone ex-
cept the immediate producer is happy,
because income or wages will purchase
more.

Almost immediately, however, the
country becomes divided in sentiment
into two camps. On the one hand,
everyone who derives a fixed income
from rent, securities, or a permanent
salary, continues to rejoice as prices
fall. But on the other hand everyone
whose income depends on selling prod-
ucts, and everyone who owes money
on mortages or otherwise, finds that
fife is becoming more difficult. So far,
the tendency of jfalling prices is to in-
crease the gulf between those who
have and those who only hoped to
have.

These effects, which are obvious re-
sults of falling prices, tends to press
with most severity upon the farmer,
because the interest on his mortgage
is a fixed quantity while the prices of
his products fall with those of other
commodities. Each period of falling
prices, therefore, is a period of politi-
cal unrest in our farming states and
communities. We can go farther and
say that it is equally a period of politi-
cal unrest among the farmers of Great
Britain, France and Australia, because
like causes are acting there as well as
here.

Meantime the equally important
class which labors in factory, mine,
mill and transport fares better, because
though in a long continued decline
wages may allso fall, they do not fall
so promptly or so far as do commod-
ity prices. Throughout a period of
price decline, the tendency is toward
an increase in the actual purchasing
power of the wage, even though its
money quotation imay be slightly re-
duced.

The purely industrial effects of fall-
ing prices are, in general, good for the
community. There is a high incentive
to economies that has been lacking
during the preceding boom period;
there is a reason to invent new and
more economical processes or methods
of manufacture and to adopt such im-
provements promptly when they are
invented. The great industries tend
to become more and more ingenious,
more and more efficient, as prices fall.
From a purely moral standpoint the
gain is less clear, for increasingly bit-
ter competition is apt to bring in its
train a lower standard of commercial
ethics.

Finally, the parasitic classes tend to
become of even less relative import-
ance. If the depression continues long
enough, some members of these class-
es may even be driven into productive
work of one sort or another.

Honesty is with most people a mat-
ter of course. W.ith a relatively small
class, on the other hand, dishonesty
is equally a matter of course. There
still remains a large intermediate class
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whose honesty is not permanent but
opportunist.  With this class honesty
is a matter of balance between their
own necessities at the moment, the
amount of 'temptation, the chance of
defection and the seriousness of the
probable punishment. Many men, for
example, who could be safely left in
the same room alone with a watch
could not be trusted in the same coun-
try with an oil reserve. And there are
other men who, if at the moment they
were temporarily rich, would scorn to
rob the country of even an oil field but
who, reduced to poverty would readily
take the watch.

It is the existence of this class of
moral chameleons that gives rise to
the phenomena that we are now study-
ing—the appearance in the same coun-
try of periods broadly marked by high
commercial and political morality, fol-
lowed by periods equally marked by
low levels of practice. The evil effects
are most likely to appear at two sep-
arate jstages of our economic cycles. In
the progress of a great boom the temp-
tation offered can be made higher;
white toward the end of a long depres-
sion the necessities are greater. A
period of slow regular progress, on the
other hand, does not afford the same
inducements either to the great brib-
eries of the boom period or to the petty
trade and political dishonesty of the
crisis.

One of the very prompt reactions
against the continuous fall of prices
took place in the direction of attempt-
ing to stop the fall by some govern-
ment measure of currency inflation.
This is an entirely normal reaction and
we may expect to see it appear in one
form or another in the years to come,
just as it did in the two or three
decades after the civil war.

The expedients offered between 1866
and 189% covered a wide range of pos-
sible action, ranging from frank dis-
honesty to mere delusion. The first
and perhaps the 'most dishonest propo-
sition was that the government should
redeem its bonds not in gdld but in
paper currency. This was finally
negatived, which marked a decided ad-
vance in public morality since the days
of the Fathers, for we must recall that
after the Revolution repudation had
been accepted without much argument,
except for the foreign debt.

At later stages came the effort, suc-
cessful ‘for a time, to retain: all the
paper in service, until the demands of
«the country could grow up to the cur-
rency supply. The resumption of
specie payments, effected in 1879, put
an end to these phases of the matter.

In still (later years there were nation-
al party platforms and campaigns
which turned on the proposition of is-
suing a new supply of paper or of
returning to the free coinage of silver,
which had been demonetized in 1873
by a large number of countries in addi-
tion to the United States.

From 189%6 on to the peak Of high
prices in 1919-1921, no one was inter-
ested in a cheap money issue; but from
now on the question is bound to regain
its political importance, and unless
some new factor enters to change the
situation we may fairly prophesy that
within a few years we will again face
arguments in favor of issuing paper, or
coining silver, or stamping clay info
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currency.—Edwin 1C Eckel in Boot
and Shoe Recorder.

Irish Wit.

An American and an Englishman,
.walking through a town in Ireland,
were discoursing upon the proverbial
wit of the lIrish. The American ex-
pressed some doubt as to whether it
was as smart as it was generally be-
lieved to be, so they determined to
test the next passer-by. Accordingly
the following dialogue took place:

“Pat,” said the American, “if the
devil were to come along now which
would he take first, you or me?”

“Sure, sir, it would be me,” prompt-
ly replied Pat.

“And why is that?”

“Bedad, the crafty old gentleman is
shure of you at ony toime.”

Men’s Straw Hat Sales Light.

The first week of men’s straw hat
offerings, while not exceedingly prom-
ising, about measures up to what the
trade expected. While the weather on
the whole was somewhat favorable, it
was not sufficiently warm to create an
immediate desire for lightweight head-
gear, and this, combined with the cur-
rent economic situation., was respons-
ible for sales being somewhat light.
Some of the more expensive stores re-
ported that purchases were quite satis-
factory, but in the general run of shops
buying was restricted, with low-priced
Panamas and sennits receiving the
most favor.

Seasonal Toys Being Ordered.

Reports in the toy trade indicate the
recent 'Chicago 'fair has been produc-
tive of a larger voluble of business
than the two preceding fairs this year.
The bulk of the orders, however, con-
tinued to be concentrated on seasonal
items for quick delivery. Orders for
Christmas holiday merchandise have
been placed only in limited volume to
date, with the indications being that
the bulk of these orders will be placed
after July 1 A promotional campaign
to stimulate consumer demand for
playthings on 'Children’s Day, the
third Saturday in June, is meeting
with good support.

Work Clothing Demand Spurts.

Demand for 'work clothing has in-
creased sharply during the week, with
the heavier orders 'being attributed to
the national promotion of these gar-
ments now going on, chiefly in the
smaller communities of the country.

Save On Your
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Pre-shrunk work shifts of chamibray
cloth, to retail at about 89 cents, were
the items outstanding in demand, with
a fair volume of business also placed
for overalls to sell at about $1. The
bulk of the orders reaching the local
markets originated in the Middle West
and New England territories.

Peach Dinnerware Outstanding.

Introduction of peach-tinted dinner-
ware this Spring saved the popular-
price chinaware field from a serious
shrinkage in sales volume. The peach
shade has received a larger popular
demand than any color style develop-
ed in the trade in the last five years.
In the medium-price and low-end
field sales of dinner sets in that shade
outstrip those of all other types com-
bined. The call has been restricted in
the better-price division.

TORSON SHOES
Going Ahead
in 1931

Creating Sales and Profits
for Alert Merchants

$4.00 - $5.00 - $6.00

Torson Arch Shoes
For Men
$6.00 and $7.00

Nationally Advertised-$4.50

For complete information about
our lines, advertising campaigns,
dealer merchandising plans, write
direct to:

HEROLD BERTSCH SHOE
CO.

Shoe Manufacturers since 1892
11-15 Commerce Ave., S. W.
GRAND RAPIDS, MICHIGAN.

Insurance

By Placing It With The

MICHIGAN SHOE DEALERS

MUTUAL FIRE INSURANCE COMPANY
LANSING, MICHIGAN

Mutual Building

Phone 20741
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RETAIL GROCER
Retail Grocers and Meat Dealers Associa-
tion of Michigan.
President—W illiam Schultz, Ann Arbor.

First Vice-President—Paul Schmidt.
Lansing. i .

Second Vice-President—A. Bathke, Pe-
toskey.

Secretary — Herman Hanson, Grand
Rapids. . .

reasurer—O. H. Bailey, Sr., Lansing.
Directors — Ole Peterson, Muskegon;
W alter Loefler, Saginaw; John Lurie,
Detroit; Clayton F. Spaulding. Battle

Creek; Ward Newman, Pontiac.

Uncle Same as a Bum Speculator.

Politicians are strong for "lconsisit-
ency” and Itbey are good at “I (told you
s0.” | have never c(ared to Ibe consist-
ent, because one can be consistently
wrong and | do not now say | told
anybody so. But it is to be noted that
whait | said many months ago about
this wheat «jpeculation of the radicals
in the Senate has worked out precisely
as any tyro in economics could have
foreseen. More than that: It would
have been (foreseen by those same
Senators had they been gambling with
thleir own money.

The Farm 'Board bought wheat from
$1.25 down to 76c—as the record stood
on March 17—and pegged (the price at
76c in Dfecember. It has paid heavy
charges for storage and insurance. The
wheat when soldlwill bring 65c maybe.
The taxpayers—you and |—will lose
15c to 65c on each bushel, and as |
write thlere are 135,000,000 bushels to
be disposed of.

Meantime, anybody who cares to
examine can 'find, that the farmers who
really suffered were in the small
minority and among those are plenty
who deserved to suffer with others
who mismanaged their affairs or did
not know their business or were just
plain 'lazy.

I have listened to Brootkhart and
Bolblbce LaFolilette and MciNary and on
the basis of their talks | would not
hire one of them to rum a branch store
fr Findlay & jCompany. By all means
lets get back to the constitution and
have our state legislatures elect our
Senators. That resulted in abuses, but
we had an incomparably finer lot of
Senators ‘Ithlem days.”

Among .the big grocers who held
their divisional meeting in California
last September was one who discrim-
inates rigidly between the customer
who asks to he called on the phone for
orders and the soliciting of orders by
telephone. jHe does not believe in
regular efforts to sell goods by phone.
He confines his general personal
solicitation to a monthly talk that is
enclosed with his bills.

This grocer—and he is exceptionally
big and successful—likewise sayslthe
personal solicitation of ordersi-—that is,
the old-styifc system of ‘“calling for
orders”—is obsolescent; that, except
for what may be called wholesale trade,
the trade of college fraternities and
boarding houses and clubs, such busi-
ness does not pay. He has two men,
however, who devote each afternoon
to personal calls on jfour to six prosi-
pects each. This is mostly promotion-
al work. It is not a matter of routine
calls on the same people.

There is no question about the value
of thle monthly circular enclosed with
bills, provided it be a good circular.
But thought must be put into it and
careful writing, and it must evince in-
terest enough in the management to
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show it is taken .seriously. Jdimimy Mc-
Lallan “A Grocer,” as 'he calls him-
self—does this up to perfection. | have
never seen one of his little (folders that
was not .worth reading dear (through.

As for soliciting, | believe my big
grocer argues from (the soundest prem-
ises to the logical conclusion. Such
was our experience nearly thirty years
ago.

Schemes to increase cash trade are
valuable to the highest class family
service grocer because sueh plans in-
duce more people to come into the
store. Such efforts are to be dis-
tinguished from the “special, bargain”
trade, for that is of little value or none.
The grocer who seeks to build trade
gives thought to what will induce his
regular customers to come to his store,
for it 'is well known that any grocer
will grow and prosper .who keeps every
customer he gets. That man will
notify his customers of demonstrations,
arrivals of new or unusual goods; he
will offer every real (bargain he gets
hold of to them.

This does not mean that any grocer
should shun price inducements when
he can offer (them. In fact, no grocer
can afford for an instance to relax his
effort to pump new blood into his
mtrade. For example, such a grocer
who systematically cuts prices on his
fresh perishable every day after a cer-
tain hour and cleans them UP every
Saturday night will soon find he has
made the finest investment he could
make. For he will build new business
on both price and quality. The circle
will close rapidly because his green
goods will become so well known for
quality and condition that his losses
will shrink below the established
negligible average of 1" per cent.

TRADESMAN May 27, 1931

buyer. That was always Findlay’s
plan and | find plenty others who find

POTNVIMS
RITE "N SITE 19c PACKAGES

Choice candies put up in cellophane to sell
at a popular price.

it pays best. This grocer also knows
(Continued on page 31)

We have an attractive offer for a display.

PUTNAM FACTORY

NATIONAL CANDY CO., INC.
GRAND RAPIDS, MICHIGAN

Build up your goodwill with
the big red heart!

Buy Michigan-
grown vegeta-
bles and fruits
.. . packed in
Michigan.
Hart Brand
has made mon-
ey for Michi-
gan grocers for
40 years.

W. R. Roach
& Co.
Grand Rapids

A remarkably successful grocer has .

separated his bakery and delicatessen
departments from his other lines.—
completely. That is, those depart-
ments are in a separate store adjoining
the other departments with a com-
municating door between which is
open during regular hours.

This results in bakery and delicates-
sen being kept neater and cleaner than
if combined with other lines. He finds,
too, that many customers who run ac-
counts in his grocery (¢tore pay cash in
the bakery and delicatessen depart-
ments. But the bakery is open an
hour latr than the rest and it is open
ail Sunday without interfering with the
grocery lines.

This man’s experiences again dem-
strates the truth that it is easier to
sell fine quality, high grade, high
priced goods than cheap things. Be-
cause he 'has specialized in them, he
now sells three to four baked' hams
every day after 4 p. >m They are oven
baked, of course, in his own bakery,
and be gets $1 per pound. He has also
developed considerable trade in whole
baked hams. These he sells at regu-
lar figures and charges $1 for baking
them to order, delivered at any time
customer iwants them.

It surely .pays to specialise. Progres-
sive grocers who think everlastingly of
trade building along profitable fines
are constant specializes.

But not all high grade grocers find
the same plans applicable. One leader
tries constantly to convert every de-
sirable cash customer into a credit

PARCEL FREIGHT SERVICE

Cheaper than Freight or Express on small parcels up to 20 Ibs.
4 Fast Services Daily To Big Rapids and North on U.S. 131. East to BeldIng,
Greenville, Edmore, Alma, and Saginaw District.

NORTH STAR LINE, INC.
R. E. TIMM, Gen. Mgr.

Crathmore Hotel Station. Phone 81138 Grand Rapids, Michigan

VINKEMULOER COMPANY

Grand Rapids, Michigan
BRANCH AT PETOSKEY, MICH.

Distributors Fresh Fruits and Vegetables
Cranberries, Qrapefruit, “Yellow Kid” Bananas, Oranges,
Onions, Fresh Green Vegetables, etc.

DUTCH TWINS

Made by
America’s Largest and Oldest Independent

SUGAR WAFER

MANUFACTURER

Holland-American Wafer Company
GRAND RAPIDS, MICH.
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MEAT DEALER

Michigan State Aaeoelaition of Retail
Meat Merchants.
President-—Prank Cornell, Grand Rapids

Vice-Pres.—E P. Abbott, Flint.
Secretary—E. J. La Rose,* Detroit.
Treasuréer—Pius Goedecke, Detroit.
Next meeting will be held in Grand
Rapids, date not decided.
Bridging the Gap Between Cash and

Credit.

The trend toward cash-and-carry
meat (trade has been as pronounced, or
nearly so, as the same trend in the gro-
cery and other retail trades. On every
hand -we find (meat retailers adopting
a strict policy of cash-and-carry or a
policy as firmly adhered to of charge
delivery trade.

Now every dealer’s market contains
a percentage of cash-and-Oarry trade as
well as a percentage of delivery trade,
fit may vary, according to locality and
type af neighborhood; hut in general
the rule of percentages hold good. The
question is, can the meat retailer, un-
der present-day conditions, bridge the
gap and capture (both markets?

Undoubtedly this can be done, be-
cause it 'isbeing done. True, there are
some difficulties. The introduction of
a cash-and-carry policy carries jwith it,
in theory, a lower price range for fresh
meat and fish products, Whereas a
charge delivery business necessitates
that prices be higher. Somebody must
pay the cost of book-keeping, billing
and dglivery, and people who want that
kind of service are quite willing to pay
for it. However, in recent contacts
with progressive Eastern meat stores,
this writer has found quite a number
who have in one way or another Con-
trived to serve both markets with
profit. They have overcome certain
difficulties inherent in such a combina-
tion plan.

ilt is not feasible for the meat dealer
to split his sltore, as it were, down the
middle and serve, on one side or at
one end, the cash-and-carry people,
while on the other he does business
with the charge delivery customers.
But there are other ways.

Roughly speaking, it costs the meat
dealer between 6 and 8 per cent, to
render a complete and efficient charge
delivery service, and if he figures on
less, which he often does, he is losing
by it. So that in order to add the con-
veniences 'of charge accounts- and
wagon service there must be a higher
price -secured for fresh meat, and this
higher price must of necessity come
from the money that the customer pays
in for iwihat he gets.

In one instance 'the dealer proceeds
as follows:

iHi-s business is ostensibly cas'h-and-
carry, and has been for some -time. But
there has Ibeen a lot of good trade go-
ing elsewhere—business of the charge
delivery kind. Recently this dealer
made a bid for charge delivery trade,
being quite frank in informing the lo-
cal public that the service (must be
paid for.

To each monthly statement he adds
6 per cent, 4o cover himself. This is
itemized as “mservice” charge. Having
been quite frank about it, the new
tiade that he has gotten in this field
show no resentment, as they have the
option 'of paying cash and carrying
their meat home if they so wish.

In offering this service, he sent out
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the following form letter to “pave the
way”:

“Dear Mrs. Jones: “As you know
my business has for four years been
conducted on a policy of cash-and-
carry. Upon this basis | have been
freed from the expense oif book-keep-
ing, billing, collecting and delivery,
and the saving is reflected, and always
has been reflected, in the low price of
my meats and in the quality thereof.
| have been passing along this saving
to my trade.

“Whether you have 'been trading
with me or not, many of your friends
have, and they ‘will, 1 am sure, be
ready to testify to the quality of the
meat and fish | sell them. Having
had many calls for charge accounts
and delivery .service, | have this week
provided to handle business on this
basis to people, like yourself, of sound
credit. But it also means that | am
compelled to add the expense of a
book-keeper, two wagons and a truck
within, | believe, a few months. Of
course, such additional expense as this
must be met, and -l offer such service
on the basis of 6 per cent, additional
on each monthly bill statement, as
that is about what -the service will cost
to render.

“So that from now on you and the
rest of customers can buy here either
on the cash-and-carry basis or you can
enjoy a charge account and delivery
service. There are times when this is
very convenient, and -we will be glad
to extend you all the advantages of
this innovation on the basis described
above. Trusting we may enjoy your
patronage. iSincerelly,” etc.

Of course, there are other ways of
doing the same thing.

In one instance 'the counter men and
order fillers in a Brooklyn, N. Y., meat
shop automatically price the delivery
items on a 6 per cent, rise over regu-
lar counter cash-and-carry prices for
the day.

This means that the items are billed
gross with no additional percentage for
service. When, once in a while, a
charge customer claims that a neigh-
bor bought pork chops for less than
slhe -did, the dealer easily explains it by
the fact that she got a complete charge
delivery service, Whereas the neighbor
referred to paid cash and carried her
pork chops home under her arm. |If
the complaining customer wants to
buy -more cheaply she is at liberty to
do so. All she has to do is (what hun-
dreds of other customers are doing—
pay cash and carry the jmeat home.

In still another case the dealer has
had printed in red across his state-
ments:

“It costs me 6 per cent, of the money
| take in on a jcharge account to keep
the books, do the billing, “carry’ the
account and operate my delivery
wagons. This much has been added
to your statement. IIf you would
rather save 'this amount, we would be
very glad to -have you take advantage
of our cash-and-carry prices.”

The trouble seems to be that a good
many fresh meat dealers fear to ac-
knowledge that such a charge is neces-
sary, feeling that they will alienate
trade. They try 'to absorb the service
cost within the range of cash-and-

(Continued on page 31)
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ULY WHITE FLOUR

“The Flour the host cooks use. ”

Rowena Yes Ma’am Graham Rowena Buckwheat Compound
Rowena Golden G. Meal Rowena Whole Wheat Flour
Rowena Pancake Flour Rowena Cake and Biscuit

(Quality (guaranteed)

VALLEY CITY MILLING CO.  Grand Rapids, Michigan

Leading Grocers always have
a supply of

POSTMA'S RUSK

as they are in Demand in all Seasons
Fresh Daily

POSTMA BISCUIT CO.

Rusk Bakers Sines 1882 GRAND RAPIDS. MICHIGAN
GRIDDLES — BUN STEAMERS — URNS
Everything: in Restaurant Equipment
Priced Right.

Grand Rapids Store Fixture Co.
7N. IONIA AVE. Phone 67143 N. FREEMAN, Mgr.

It has stood the test of time and
the mostdiscriminating teadrink-
ers of the age. Sold only by

The Blodgett-Beckley Co.

MEMBER INDIA TEA BUREAU
Main Office Toledo

Detroit Office and Warehouse
517 East Lamed Street
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HARDWARE

Michigan Retail Hardware Association.
President—Waldo Briiske, Saginaw.
Vice-Pres.—Chas. H. Sutton, Howell.
Secretary—Arthur J. Scott, Marine City.
Treasurér—William Moore. Detroit.

Suggestions For the Hardware Dealer
in June.

June is under normal conditions an
excellent month for the hardware deal-
er. It marks, in a sense, the high point
of the spring trade and the opening of
the summer business. Judicious adver-
tising and wide-awake business getting
methods would also bring the hardware
dealer a substantial share of the wed-
ding gift trade. This trade, though an
all-the-year-round affair, is at its best
in June.

In the merchant’s selling plans for
the coming month, the gift trade should
figure prominently. On the ornamental
side, cutlery, plated ware, silverware,
cut glass, hammered brass, and many
similar lines make popular presents;
while the hardware store handles a
wide range of articles that meet the
demand for “something practical.”
Moreover, in recent years, many of
these practical lines, such as ranges
and electrical devices, have taken on
a decidedly ornamental aspect.

As stated before, the wedding gift
trade is an all-the-year-round matter.
Nevertheless, it is most important in
June. June, too, is the traditional
month of brides; popular sentiment
recognizes it as such; so that June is
the most opportune time for wedding
gift displays. The June bride tradition
represents a convenient peg on which
to hang some sound argument as to
the facilities the hardware store of-
fers to those customers in search of
wedding gifts.

In view of these facts, June is a
good month to put on an extra good
wedding gifts display—or, better still,
a couple of them. At the same time,
use newspaper space to feature these
lines. While many of the gift lines
you handle are highly ornamental, it is
probably good policy to stress the
fact that the hardware store is the
place to buy useful gifts.

If you did not do it in May, or even
if you did, it would be a good stunt
early in June to put on a “shower”” dis-
play. A shower, of course, is a minor
preliminary to the wedding itself; a
little party at which the bride-to-be
is the guest of honor and a group of
the less intimate friends of bride and
groom get together to extend fecilciita-
tions and remember the bride with
gifts. Showers usually concern them-
selves with minor items of housekeep-
ing equipment—linen, tinware, enamel-
ware, woodenware, china and the like.

In connection with such displays,
it is good policy to emphasize the im-
portance of the well equipped home;
and the folly of trying to keep house
without adequate household equipment.

In such displays contrast can be used
very effectively. Thus one merchant
divided a large front window into two
sections.  One-half represented the
kitchen of many years ago, and the
other half the kitchen of to-day. For
the earlier type of kitchen the display
showed the most ancient and inefficient
cookstove the dealer could find togeth-
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er with a few items of prehistoric tin-
ware. The kitchen of to-day showed
the most modern range and a thor-
oughly comprehensive assortment of
labor saving kitchen devices.

A display of this sort has educative
value, not merely for the young bride,
but for older housekeepers. To the
young bride especially it drives home
the idea of starting her home life with
every necessary household device at
her disposal.

A modern, fully equipped kitchen is
always an appealing display for the
hardware dealer; but at this season it
is especially effective, particularly if
the idea of contrast can be worked in.

Prospective brides, interested in fur-
nishing the new home, will also be
interested in demonstrations of any
kind of household device; and such
demonstrations can often be staged in
connection with your modern Kkitchen
display.

Keep constantly in sight the im-
portant fact that a display is more than
a mere showing of goods. A display
should drive home some clear-cut idea.
June wedding gift displays suggest
suitable gifts but they should do more.
They should drive home the idea of
useful in preference to purely orna-
mental gifts; the fact that the hard-
ware store caters especially to the gift
trade; and the importance of the June
bride or any other bride starting her
housekeeping with proper equipment.

These three ideas should be empha-
sized, not merely in your window dis-
plays but in your newspaper adver-
tising.

The gift trade is not the only item
in June, however. At this time of year
outdoors enthusiasts are making their
plans and preparations for camping out,
vacations, yachting and motor trips,
fishing trips and similar summer activ-
ities.

Now is the time to advertise along
these lines. A camping scene makes
an effective display. A tent, tripod,
pot campfire, and other incidental items
suggest the joys or at least the thrills
of fending for oneself in the wilder-
ness.

Now, also, is a good time to push
the sale of gasoline, kerosene and
other portable stoves for summer cot-
tages. It is a good stunt to get a
mailing list of two classes of people—
those who go from your town to near-
by summer resorts, and people who
come from a distance to resorts near
your town. The first class you should
circularize in regard to needful equip-
ment, with practical suggestions. To
the second class you should offer the
services of your store while they are
summering in the vicinity, with some
particulars as to the facilities you are
prepared to place at their disposal in
making deliveries and handling tele-
phone orders.

One small city hardware dealer
makes a practice of circularizing and
canvassing summer resorters for the
sale of second hand stoves taken in
trade. In the winter months the ac-
cumulated second hand stoves are
thoroughly overhauled — or. if they
don’t respond to overhauling, are
scrapped. As a result, the dealer has
in the spring a very fair stock of second
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hand stoves that can be depended upon
to meet the not too exacting require-
ments ot a summer cottage. He does
a good trade in them, too.

June window displays should be giv-
en a distinctly seasonable aspect.
Timely lines are so numerous that the
window trimmer’s problem is, not to
find lines to display, but to find display
space for them all. Displays of ath-
letic goods, baseball supplies, football
and golf supplies, are all appropriate.
Boating and yachting accessories
should be given some attention in
places where there is navigable water|
It will pay to get in touch, personally
or by letter with motor boat owners
in your vicinity.

Fishing tackle, too, should receive
attention. Rods, reels, lines, bait, hooks
and other accessories lend themselves
readily to display.

It is a little early for guns and am-
munition, but there is no harm in giv-
ing them a little display. It is a re-
minder to the community that you han-
dle these lines. They can be worked
into your camping out display quite
effectively.

Displays of automobile accessories
are also timely.
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June marks the climax of the spring
paint campaign. A  considerable
amount of painting has already been
done, but it represents only a small
percentage of the painting that should
be done. Every community is full of
undeveloped opportunities for selling
paint.

Remember that paint has to be sold.
It rarely sells itself. It has to be
pushed; and more than that, it requires
a lengthy process of paint education to
bring the average paint prospect to the
buying point. A paint campaign is no
job for a quitter; it calls for excep-
tional persistence.

You have, doubtless, started your
paint campaign with a big hurrah. You
have carried on for six weeks or more
a reasonably effective follow-up. Some
sales have been made. Now is the
time, not to slacken effort, but to push
harder. The longer and harder you
push paint, the more persistent you
are, the bigger the results.

Personal work counts in this depart-
ment. If you can find time, it will pay
you to go out and canvass some of the
prospects who are hanging fire. Keep
a sharp lookout for new prospects.
Take note of houses that especially

Manufacturers and Distributors of
SHEET METAL ROOFING AND FURNACE SUPPLIES,

TONCAN

IRON SHEETS,

EAVETROUGH,

CONDUCTOR PIPE AND FITTINGS.
Wholesale Only. We Protect our Dealers.

THE BEHLERJKNJNG CO.

SAME DAY SHIPPERS)

342 MARKET ST., S. W.

GRAND RAPIDS, MICH.

Michigan Hardware Co.

100-108 Ellsworth Are., Comer Oakes
GRAND RAPIDS, MICHIGAN

Wholesalers of Shelf Hardware,

Sporting

Goods and

FISHING TACKLE

| BROWN & SEHLER

COMPANY

Automobile Tires and Tubes
Automobile Accessories
Garage Equipment
Radio Sets
Radio Equipment
Harness, Horse Collars

GRAND

RAPIDS,

Farm Machinery and Garden Tools
Saddlery Hardware

Blankets, Robes
Sheep Lined and
Blanket - Lined Coats
Leather Coats

MICHIGAN
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need painting, get the addresses of the
owners and send them paint advertis-
ing, or, better still, see them person-
ally. This isnt as easy a method of
getting business as just sitting in the
store waiting for business to come.
But it brings in far more business.

In June a good paint display is still
timely. Don’t overcrowd the window.

If you have not already done so, this
is as good a time as any to establish a
very helpful business habit. It is the
habit of getting the names and ad-
dresses of newly married couples who
make their homes in your community.
These new homes are among your very
best prospects. Compile a prospect list
of these people and plan a follow-up
campaign to induce them to buy at
your store. If necessary, make a per-
sonal call and introduce yourself.
Newlyweds are often disposed to break
away from the stores with which their
parents traded; and work of this kind
done now will help to win them—or,
perhaps, to hold them.

Put your best selling effort in June
behind your hot weather lines. These
sell most readily at the very start of
the season. A little later you may have
to shade prices to move out your hot
weather lines. Pushfulness now will
avoid this necessity, or the alterative
necessity of carrying over a lot of stock
to another year.  Victor Lauriston.

Proceedings of the Grand
Bankruptcy Court.

Grand Rapids, May 11—We have to-day
received the schedules, reference and ad-
judication in the matter of Garrett B.
Galombeck, individually and doing busi-
ness as_G. & M. Market, Bankrupt No.
4/49%6. The bankrupt is a resident of
Muskegon. The schedule shows assets of
$2,905 "of which $350 is claimed as ex-
empt, with liabilities of $6,815.65. The
first meeting of creditors will be called
and note of same made herein. The list
of (.reditors of said bankrupt is as fol-

lows: .
Anderson Packing Co.,

Rapids

Mus. Hts. $225.32
Aarn Bros., Muskegon--—----------u-—- 60.00
Anderson Sausage Co. Mus. Hts. 3844
American Bakery CO., Grand Rap. 1873
A. Bolhuis, Muskegon 14.10
Dr. R. I. Busard, uskegon 30.00
Beechnut Packing Co., D etroit-—-—- 21.08
Consumers Power Co., Muskegon __ 1212
Colgate Palmolive Peet Co., Chicago 28.30
Floyd Bailey, Muskegon 26.66
Blue Valley Creamery Co. G. R. 196.42
Siloca Cola "Co., Muskegon 67.54

. J. Pagan Co., Muskégon=—-——---681L70
Peter Erickson, Muskegon 15.64
Foote Produce Co., Muskegon-— 13.98
G. B. Farrington & Co., New York 9133
Frank & Co., Milwaukee 25.00
Ferris Coffee and Nut Co., Grand R. 168.90

. Gumz & Co., Milwaukee-----—--— 122.41
Hekman Biscuit Co., Grand Rapids 54.46
General Cigar Co., Grand Rapids — 8.1
Robert A. Johnston Co., Milwaukee 38.52
Hecht Produce Co., Muskegon---—- 293.73

Robert A. Johnston Co., Milwaukee 38.52
Hills Bros. Coffee Co., Chicago —
Jenings Mfg. Co., Grand Rapids — i
H. A "Heinz Co., Grand Rapids___ 103.17
H. A. Casper Co.,, Chicago--------—-- 79.54
Kimball Coal and Ice Co., Muskegqn 47.80
Losby Coklin Ins. Agency, Muskegon 42.60
Francis H. Liggett Co.,” Detroit __ 233.34

M. Kopoliff Produce Co., Muskegon 46.75
Levy Son Co., Muskegon---------- 24217
Lee’& Cady Co., Grand Rapids___ 466.48
Mpske%'on Bottllng Co., Muskegon 3.75
Mich. Home Tel. Co., Muskegon — 28.90
Muskegn Candy Corp., Muskegon 209.85
Dr. F."N. Morford. Muskegon__ 800
Chronicle, Muskegon

67.20
Muskegon Savings Bank, Muskegon 200.00
C. W. Mills Paper Co., Gra'nd Rap. 270.38
Oslund Insurance Agency, »Muske. 21.25
Peoples Milling Co., Muskegon__ 121.75
Paper Sales Co., Detroit-——- e 8.00
H. Smith Packing Co., Mus. Hts. 102.03
Pierson Clothing Sh,(\),f" Muskegon 52.00

us

Steindler Paper Co., kegon___ 54.08
Schultz Baking Co., Muskegon — 12.75
Schust Biscuit Co.. Grand Rapids 187.80
Sinai Kosher Sausage Co., Chicago 85.36
Bert Rynberg, Reeman 148.53
Sanitary Dairy Co., Muskegon 97.74
Shannon & Blanchard, Muskegon 54.20
H. Van' Eenenaatn & Bros., Holland 13.03
Wolfis Bros., Muskegon 256.44
Winner Baking Co., Muskegon 36.13
I. Van Westenbrugge, Grand Rag. 162.03
West Mich. Grocery Co., Grand R. 155.28
Woodhouse Cigar Co., Grand Rapids 7.70
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H. B. Zuederbock Coffee Co.,, G. R. 29.00
Norman Johnstone, Muskegon___ 2755
Sun Life Assurance Co., Monftreal 328.60

May 11. We have to-day received the
schedules, reference and adjudication in
the matter of Chauncey C. Miller, Bank-
rupt No. 4494. The bankrupt is a resident
of Grand Rapids, and his occupation is
that of a garage mechanic. The schedule
shows assets of $330 of which $265 is
claimed as _exempt, with liabjlities of
$3,940.50. The court has written for
funds and upon receipt of same the first
meeting of creditors will be_ called, note
of which will be made herein.

May 15. We have to-day received the
schedules, reference and adjudication in
the matter of Richard Heeringa, Bank-
rupt No. 4501. The bankrupt is a resi-
dent of Grand Rapids, and_his occupa-
tion is that of a laborer. The schedule
shows assets of $250 of which the full
amount is claimed as exempt, with lia-
bilities of $728.37. The court has written
for funds and upon receipt of same the
first meeting of creditors will be called.

Me[ljy 14.
schedules,
the matter

0

We have to-day received the
reference and adjudication in

f Abraham GrFit, Bankrupt
. The bankrupt is a resident of
Grand Rapids, and his occupation is that
of a plumber. The schedule shows assets
of none with liabilities of ¢2.202.74. The
court has written fr funds and upon re-
ceipt of same the first meeting of cred-
itors will be called. .

May 12. We have to-day received the
schedules, reference and adjudication in
the matter of Andrew J. Balkema, Bank-
rupt No. 4497. The bankrupt is a resident
of Grand Rapids, and his occupation is
that of a laborer. The schedule shows
assets of $9,360 of which $600 is claimed
as exempt, with liabilities of $10,748.61.
The court has written for funds and upon
receipt of same the first meeting of cred-
itors will be called. i

Ma We have to-day received the
schedules, reference and_ adjudication in
the matter of Robert H. Goings, Bankrupt
No. 4495. The bakrupt is a resident of
Grand Rapids, and his occupation is that
of a laborer. The schedule shows assets
of $2,752 of which $2,000 is claimed_as
exempt, with liabilities of $3,375.60. The
court has written for funds and upon
receipt of same the first meeting of cred-
itors will be called. .

In the matter of Terrace Tire Co.,
Bankrupt No. 4227, the trustee has here-
tofore filed his final report_and account,
and a final meeting of creditors was held
May 11. _The bankrupt was not repre-
sented. The trustee was present in per-
son. The trustee’s final report and ac-
count was approved and allowed. Claims
were proved and allowed. An order was
made for the payment of expenses of
administration, as far as the funds would
permit. There were no objections to the
discharge of the bankrupt. The final
meeting then adjourned without date, and
the case_ will be closed and returned to
the district court, in due course.

In the matter of John H. Hoffman,
Bnkrupt No. 4490. The first meeting of
creditors in this matter has been called
for June 4

In the matter of Edgar R. Zobel, Bank-
rupt No. 4476. The first meeting of cred-
itors in this matter has been called for

June 3.

In the matter_ of _Charles A. Heyn,
Bankrupt No. 4471. The first meeting” of
creditors in this matter has been called
for June 3.

in the matter of Hamilton Anderson
Co., Bankrupt No. 4489. The first meet-
ing of creditors in this matter has been
called for June 2.

In the matter _of Harry E. Draa, Bank-
rupt No. 4486. The first meeting of cred-
itors in this matter has been called for
June 2.

In the matter of Norbert J. Cox, Bank-
rupt No. 4469. The first meeting of cred-
itors in this matter hag been called for
June 2.

In the matter_of Homer Conrad, Bank-
rupt No. 4474, The first meeting of ci.
thors in this matter has been called for
une 2.

In the matter of Lester Richards, Bank-
rupt No. 4480. The first meeting of cred-
itors in this matter has been called for
June 2.

In the matter of Frank Barker, Bank-
rupt No. 4477. The first meeting of cred-
itors in this matter has been called for
June 2.

In the matter of Paul Evans, doing
business as Evans Market, Bankrupt No.
4280, the trustee has heretofore filed his
final report and accunt, and a final meet-
ing was held May 11. The bankrupt was
not present or represented. The trustee
was present in person. Claims were

roved and allowed. An order was made
or the payment of expenses of adminis-
tration, as far_as the funds on hand
would permit. There were no objections
to the discharge of the bankrupt. The
final meeting then adjourned ~without
date, and the case will be closed and re-
turned to the district court, in due course.

May 18. We have to-day received the
schedules, refreence and adudication in
the matter of Nelle F. Gibbens, Bank-
rupt No. 4505. The bankrupt is a resi-
dent of Kalamazoo. The schedule shows
assets of $638.78 with liabilities of $18,-
694.98. The court has written for funds
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and upon receipt of same the first meet-

ing of creditors will be called.
May 18. We have to-day received the
schedules, reference and adjudication in

the matter of Robert G. Gibbens, Bank-
rupt No. 4504. The bakrupt is a resident
of Kalajnzoo, and his occupation is that
pf an ‘insurance agent. The schedule
shows assets of $1,855.78 of which $642
is claimed as exempt, with liabilities of
$18,694.98. The court has written for
funds and upon receipt of same the first
meeting of creditors will be called.

May 19. We have to-day received the
schedules, reference and djudication in
the matter of Hugh Boyd, Bankrupt No.
4500. The bankrupt is a resident of
Traverse City, and his occupation is that
of a farmer.  The schedule shows assets
of $350 of which the full amunt is claimed
as exempt, with liabilities .of $2,793.67.
The court lias written %or funds and upon
receipt of same the first meeting of cred-
itors will be called. .

May 18. We have to-day received the

schedules, reference and adjudication' in
the matter_of Frank Barrett, Bankrupt
No. 4502. The bankrupt is a resident of

Kalamazoo, and his occupation is that of
a watchman. The schedules show assets

of $1,700 of which the full amount is
claimed as_exempt, with liabjlities of
$6,395.08. The court has written for

funds and upon receipt of. same the first
meeting of creditors wll be called.

In the matter of Elizabeth E. Wellman,

Bankrupt No. 4012, the final meeting of
creditors was held Feb. 26. The matter
was held open pending adjustment of
several matters. There were no appear-
ances on behalf of the bankrupt. The
trustee was represented by attorneys
Belcher & Hamlin. Claims were proved
and allowed. The trustee’s final report
and accunt was considered and approved
and allowed. An order was made for the
payment of expenses of aaministration
and the payment of a first and final divi-
dend to creditrs of 10.3 per cent. No
objections were made to the discharge
of ‘the bankrupt. The final meeting then
adjourned without date, and the case
will be closed and returned to the dis-
trict court, in due course.
_In the matter o Rayburn G. Peterman,
individually and doing business as Econ-
omy Food Market and as Lakeshore Sales
Service, Bankrupt No. , the first
meeting of creditors was held May 4. The
bankrupt was present in_person and rep-
resented b‘g attorneys Turner, Engle &
Cochran. reditors were dpresent in per-
son. Claims were proved and allowed.
The bankrupt was sworn and examined
without a reporter. Fred G. Timmer, of
Grand Rapids, was ppointed trustee, and
his bond placed at $190. The first meeting
then adjourned without date.

In the matter of Winner Baking Co.,
Bankrupt No. 4454, the first meeting of
creditors was held May 5. The bankrupt
was present by Louis Keil, one of the
artners, and “represented by attorney

ou It. Landman. Claims were proved
and allowed. The bankrupt was sworn
and _examined without a reporter. Fred
G. Timmer, of Grand Rapids, was ap-
ointed trustee, and his bond placed at

The first meeting then adjourn...
without date.

The Little Bronze Button.

low dealé_to the heart of each grayheaded
soldier
Are thoughts of the day when he still
wore the blue

While memory recalls every trial and
danger
And scenes of the past are brought back
to his view;

Though long since discarding his arms
and equipments, X

There’s one thing a soldier most surely
will note;

The first thing he sees on the form of a

comrade
Is the little bronze button he wears on
his coat.

(Chorus).

The little brown button, the sacred brown
button, .

The Grand Army button he wears on his
coat.

‘How much_ did it cost,” said a man to

a soldier,
“That little brown button you wear on
your coat?” i
“Ten “cents in good money,” the soldier
made answer,
“And four years of marching and fight-

ing to ‘boot.
The wealth of the world cannot purchase
this emblem.
Exc%rlxt that buyer once wore the bravo
ue:
It shows to mankind the full marks of a

ero,
A man who to honor and country was
true

Then let us be proud of the little bronze
button. . .
And wear it with spirit both loyal and
old.
Fraternally welcome each one who sup-
ports it

With love in our hearts for the com-
rade of old.

23

Each day musters out whole battalions
” of wearers,
And soon will be missed that old button
so dear;
But millions to come will remember with
honor
The men who'd the right that bronze
button to wear.
John L. Parker.

Go forth into the busy world and
love it, interest yourself in its life,
mingle kindly with its joys and sor-
rows, try what you can do for men
rather than what you can make them do
for you, and you will know what it is
to have men yours, better than if you
were their king or master.

When a man gets beat at any game
he always says he’s out of practice.

Phone 61366

JOHN L. LYNCH
SALES CO.

SPECIAL SALE EXPERTS

Expert Advertising

Expert Merchandising

209-210-211 Murray Bldg.
Grand Rapids, Michigan

. Van Westenbrugge

Grand Rapids - Muskegon
(SERVICE DISTRIBUTOR)

Nucoa
KRAFT((jft))CHEESE

All varieties, bulk and package cheese

“Best Foods™

Salad Dressings
M 1
Fanning's
Bread and Butter Pickles

Alpha Butter

TEN BRUIN’S HORSE RADISH and
MUSTARD

OTHER SPECIALTIES
SARLES
c : Detective Agency
Se8vlss  Licensed and Bonded
JUISFIES/

Michigan Trust Bldg.
Grand Rapids, Mich.

Sand Lime Brick

Nothing as Durable
Nothing as Fireproof
Makes Structure Beautiful
No Painting
No Cost for Repairs
Fire Proof Weather Proof
Warm In Winter—Cool In Summer

Brick is Everlasting
GRANDE BRICK CO.
Grand Rapids.

SAGINAW BRICK CO.
| Saginaw.
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HOTEL DEPARTMENT

News and Gossip About Hotels and
Hotel Men.

_ Los Angeles, May 23—iNow that the
ingredients of the traditional ham and
egg offering, have reached the low
mark, one ought to get a real portion
of same with plenty of French fried
potatoes on the side at pre-war prices.
And when one speaks of ham and
eggs, he reminds me of restaurants,
and a situation which should be given
some real attention toy young men of
marriageable age, if there are any of
such left. Dont forget the waitresses
who are on the job every morning,
Ior_1[q before you begin to think of your
daily dozen, ready to serve meals.
These girls certamIY know what hard
work means, and a lot about the value
of money—but the most important
thing is that they come in daily con-
tact with all sorts of people. "Along
with a lot of nice people they are com-
elled to serve smart alecks, grouches
emperamental misfits and the genera
run of fellows who think their import-
ance in the worid depends on the num-
ber of complaints they can register
about the food, the service, and the
world in general. Any girl who can
with stand all of these and retain a
siveet disposition will make an excel-
Il'emd wife for the best man who ever
ived.

E. T. Sherlock, who was with the
Kellogg interests, at Battle Creek, for
some time and was the first manager
of the_new Kellogg Inn, is now mak-
ing his headquarters in_New York,
after a winter season in Florida.

Reports come to me to the effect
that ‘since the Savoy Hotel, Detroit,
became a unit of the Knott System,
and Hotel Detroiter at the samé time,
there has been much increase in busi-
ness and that this institution has really
taken its place among the going estab-
lishments of Michigan. | am glad to
learn this for the reason that physical-
ly this hotel is ideally correct’has a
most desirable 'location, and with the
roper moving spirit behind it, ought
t_0 prove profitable as well as attrac-
ive.

The American Hotel Association
held an executive meeting at Montreal
last week, Michigan being represented
by John A. Anderson, general man-
?\%er of Hotel Harrington, Port Huron.

uch business of interest to the craft
was considered, one of the most im-
portant items being the consideration
of the individual who makes a prac-
tice of passing spurious checks and his
ally who leaves the hotel and forgets
to stop at the cashier’s desk. The
committee in charge of this division
reported that they had collected the
equivalent of $47,000, besides placing
several delinquents behind the bars.
An attempt to increase the amount of
dues ﬁald by member hotels, was made,
but the showing that several state as-
sociations were delinquent, led the
deleﬂates_to believe that any increase
at this time would have a tendency
to force out some of the weaker as-

sociations. The annual meeting of the
Association will be held in Boston,
Mass., in July.

The school of hotel instruction held
at the Michigan State College, last
week, was even a greater success than
the one held last year, which must
have Proven highly satisfactory to_the
educational committee of the Michigan
Hotel Association, which sponsored
the affair. Miss Ruth Myhan, man-
ager of jHotel Shamrock, South Haven,
was in charge of promotion of the af-
fair, and deserves much credit for
falthf_ully carrying on the work. In
addition” to a verv complete program,
coverm%;j the entire week, a banquet
prepared by college girls was served
on Wednesday evening, at which F.

MICHIGAN

Harold VanOrman, a former Michi-
gan operator, but now at the head of
a chain of prominent Ohio and Indiana
hotels, was the principal speaker.

A news item from Cleveland re-
veals the fact that there_are still fifty
water troughs in that city; it is pro-
posed to discontinue them, as a meas-
ure of economy. It is not so long ago
that nearly every town boasted of its
troughs. “Many” of them were elab-
orate affairs, even in marble, often they
had statues surmounting them, and
had chiseled names of donors, usually
local horse-lovers. Those were the
days when you pould get a large slab
of "pie for a nickel, or a “good” cigar
for a like sum. Street cars were open
faced and it was a matter of pride to
swing on and off without stopping the
vehicle.  Shining teams of brewery
horses, polished and ribboned, marched
gloriously along the main street, haul-
ing a great creaking truck loaded to
the gunnels with rich, foamy amber
brew. Motor cars were novelties and
when they jbroke down—which was
frequently—small boys gathered around
and jeered: “Git a horse!” People said
motors would always be a novelty, but
that the faithful horse would never be
replaced. To-day, most of the water-
ing troughs in ~American cities are
only reminders_of the past, as are the
hotel road signs indicating enter-
tainment “for man and beast.” Sel-
dom does a soft, black muzzle disturb
their waters: most of them are filled
no more and stand silent and dusty by
the roadside. The modern watéring
trough is a steel-jacketed hose with a
patent faucet at the end—to be injected
into a radiator.

Ernest J. Stevens, general manager
of Hotel Stevens, Chicago, was “on
the air” in that city the other night,
and | listened to him away out here
in Los Angeles. He had much to say
about early hotel days in the second
city, and it reminded. me that many
hotel operators are using the radio for
publicity stunts without incurring a
great expense. No institution needs
publicity any more than the hotel, but
it is often very hard for an operator to
differentiate in the placing of his_ad-
vertising. Most of their ammunition
is certainly wasted as a rule.

The suggested abandonment of
military forts_and reservations is not
a popular topic in a community which
is supplied with one of these affairs,
but it is truly a movement in the right
direction.  California has one at San
Pedro, a Los Angeles suburb. It was
ever a joke and a ghastly waste of
money, in disappearing guns, etc. Prac-
tical men advised against It. but the
old fossils in_the "war department
wouldnt have it any other way, though
it is more of a danger than a protec-
tion. Every time one of its guns is
fired a section splits off of the ocean
bluff. If an enemy fleet ever fought
itself close enough to be within range
of its guns, it would mean that our
navy had been sunk and it would be
all over except paying the indemnity.

Mr. and Mrs. Samuel Cohen, for-
merly managing Hotel E~kin, Mt.
Clemens, have taken a long lease on
Hotel Glenwood, in that u(l}/. This
institution has been newly decorated
throughout and with .new furniture and
draperies is said to present a very at-
tractive appearance. It connects by
an enclosed passage way with the jHo-
tel Olympic baths. The cuisine will
be under Mrs. Cohen’s personal charge.

Since the partial destruction of the
St. James Hotel, at Rochester, by fire,
in _February, the property has” been
entirely rehabilitated, and "I congratu-
late Mr. and Mrs. J. W. Smith, on
their re-entry into the jfield Mr.
Smith celebrated his 84th Blrthdax a
short time since, and more than half
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Deoorating

and
Management
Facing FAMOUS
Grand Clrcua Park. Oyster Bar.
800 Rooms 800 Baths

Rates from $2

HOTEL TULLER
HAROLD A. SAGE, Mgr.

In
Kalamazoo
Its
PARK-AMERICAN

George F. Chism, Manager

New Hotel Elliott
STURGIS, MICH.

50 Baths 50 Running Water
European
D. J. GEROW, Prop.

Warm Friend Tavern
Holland, Mich.
Is truly a friend to all travelers. All
room and meal rates very reasonable.
Free private parking space.

GEO. W. DAUCHY, Mgr.

P\  HOTEL
Detroiter.

ROOMS 750 BATHS
FREE GARAGE

UNDER KNOTT MANAGEMENT

SINGLE ROOMS
,WITH ‘

PRIVATE BATH

*200

$3OO

Muskegon
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Occidental Hotel
FIRE PROOF

CENTRALLY LOCATED
Rates $2.00 and up
EDWART R. 8WETT, Mgr.
: Michigan

Columbia Hotel
KALAMAZOO
Good.Place To Tie To

HOTEL

CHIPPEWA
MANISTEE, MICH.

Universally conceded to be one of
the best hotels in Michigan.
Good rooms, comfortable beds, ex-
cellent food, fine cooking, perfect
service,

Hot and Cold Running W ater and
Telephone In every Room.

.50 and up
60 Rooms with Bath $2.50 and $3
HENRY M. NELSON, Manager

“We cure always mindful of
out responsibility to the pub-

lie and are in full apprecia-
tion of the esteem its generous

patronage implies **

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

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

Cafeteria, Cafe, Sandwich Shop
in connection

* «san. a IttLC noiei
Traverse City

Rates Reasonable—Service Superb
—Location Admirable.

-GEO. ANDERSON, Mgr.

ALBERT J. ROKOS, Asst Mgr.

HOTEL KERNS
LARGEST HOTEL IN LANSINO

800 Rooms With or Without Bath
Popular Priced Cafeteria in Con-
nection. Rates $1.80 up.

E. S. RICHARDSON, Proprietor

NEW BURDICK

KALAMAZOO, MICHIGAN
In the Very Heart of the City
Fireproof Construction
The only All New Hotel In the city.
Representing
a $1,000,000 Investment.

260 Rooms—lGOBRogms with Private
ath.

European $1.60 and up per Day.

RESTAURANT AND GRIUD—
Cafeteria, Quick Service, Popular
Prices.
EEntir_e“SevEenth Flé)osr De\llotsd to
specia uipped Sample Rooms

P WXLT%RPPJA HOD(’.—%ES,
Pres, and Gen. Mgr.

HOTEL OLDS

~ LANSING
300 Rooms ] 300 Baths
Absolutely Fireproof
Moderate Rates
GEORGE L. CROCKER, Manager.
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his lifetime has (been devoted to the
lames.

L. G Davis, 'manager.
Wequetonsing, Haribor Springs, has
purchased the lease on the grounds_of
the former Bay View Hotel, which
'burned three years a(];_o and will erect
a large, model establishment thereon.
Mr. Davis who operates a Florida ho-
tel in winter, is on hand to look after
the construction details.

Mr.. Anderson, the Virginia repre-
sentative on the Wiekersham commis-
sion, calls attention to the very satis-
factory system now in vogue in
Swedeén for the handling of intoxicat-
|r]g. beverages.. He claims that pro-
hibition is by no means a remedy for
intemperance, but on the other "hand
Judge Bledsoe, of 'California is loudly
proclaimin that prohibition is re-
sponsible for 100 per cent, temperance
in the Golden State. The new city
directory shows over 200 establish-
ments devoted to the sale of malt and
malt syrups, used only for the manu-
facture’ of lager beer, so | conclude
both these gentlemen are correctly
handling their statistics.

.Dr. Frank Holmes, has re-opened
his Gull Lake Hotel for the season,
bigger and better than ever, and is
going to furnish music with a eleven
piece orchestra. “Doc” never claimed
to be a born hotel man, but he certain-
ly has proven himself to be* a most
satisfactory landlord, and has made a
wonderful “success of his venture.

Over in Canada the individual who
sets up#a Iodglnct; house alongside of
the highway, must pass an examination
and prove'to the satisfaction of the
authorities that he has the goods to
seH.  He must have a license, come
under the supervision of the health
authorities and be a regular_fellow.
There is still a considerable field for
improvement in_this particular, in the
states. California has very reasonable
and _ satisfactory regulations in this
particular, and the habit is growing in
other commonwealths.

W. .L. McManus, Jr., proprietor of
the Cushman House, at Petoskey, and
president of the Great Lakes Tours
Association, has _sent a letter out to
members reminding them of the first
mid-year meeting of that organization,
to bé held at 'Port iHuron, June 5 and
6, as guests of John A. Anderson,

resident and general manager of Ho-
el Harrington.

Frank F. Smith, who, for twenty-five
years, operated the City Hotel, "Alle-
gan, passed away last week, at the age
of 60. His father, pioneer of Allegan
county, operated a sawmill there for
manY years before the decadence of
the Tumber industry.

«Controlling_ interest in the Hotel
Olds Operatin _Comﬁan)(l, Lansing,
passed last week into the hands pf R.

S. Gehlert, a Detroit tea and coffee
wholesaler.  Mr. Gehlert made his
urchase of the stock at a sale by the
etroit Trust Company, receivers for
the Continental-Leland  Corporation
under orders from the Federal Court,
which sale must be confirmed 'by the
court within ten days. The Hotel
Olds, which was completed and open-
ed to the public in 1926, is owned by
the Olds Hotel (Building Company, and
this action will have no effect on its
holdings. It is to be hoped that a
satisfactory adjustment of the affairs
of the operating company will be
brought about speedily, as under the
management of George L. -Crocker,
very satisfactory showings have been
made recently.

Major-General Butler was recently
snatched_ off the air by a broadcastin
station in Philadelphia for using al-
leged “siwear” words. If this keeps up
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the Nation’s chief “Guardian” will be
so greatly restricted that Mussolini'
and some of the other ranters can take

of Hotel a day off.

There is talk of another hotel at
Lowell. At least parties have been
negotiating_for a site there which is
now occupied by an older hotel, and
while they talk™ about an oil station,
some of the wise ones think it looks
like a new hostelry.

_ The hotel at Thornapple Lake is be-
ing thoroughlél renovated and re-
decorated, and the manager of the
property, L. H. Cook, expects to close
a deal whereby it will be opened to the
public this summer. It is _expected
that this attractive resort will be the
mecca for many tourists, because of
the location, attractiveness of the
grounds, and the further fact that a
movie house will be installed.

The National Restaurant association
recommends that the following set of
rules be adopted by all cafes of the
better class, said rules to ibe:printed
and posted where they wfllbe plainly
observed by employes;

Don’t speak to a customer unless he
speaks to you first; don’t jingle money
in your pocket; never ask a customer,
“Will you have more?” Instead say,
“Do you wish butter?” or “WIil you
have ~steak?” Don’t say, “Whatcha
want?”  Don’t_ wear squaky shoes;
don’t smoke while on duty; think more
and speak less, don’t gossip.

Very ?ood suggestions, applicable to
the most of the places one patronizes.

The old operators of the Ramona
Park Hotel, at Harbor Springs, have
been compelled to give up their interest
in that property on account of the
foreclosure of a mortgage for $70,000,
which cannot be redeemed. This
EVQPEF% was taken over in 1926 iby

ritz Cramer, of Milwaukee, who
spent, it is claimed, a very large sum
in betterments. It had been closed for
several f5]/ears_, one of the reasons given
being that it did not have sufficient
rooming capacity, to keep up with the
operating costs. W. L. 'Cartwright,
well known among Michigan hoteliers,
espeqallP/ in the Traverse Bay district,
was its last manager, and made a most
remarkable showing, jbut not sufficient
to meet overhead expenses, and show
a profit for the investors, for the rea-
sons named. Now it is said that a
bondholders” committee, headed by
Homer iSly, a prominent auto dealer
of Petoskey, together with William G.
Mc'Cune and Leon Chichester, also_of
that place, are negotiating with parties
for opening the hotel this summer. The
property has a half mile of most at-
tractive’ shore line, and comprises, in
addition to the hotel site proper, sev-
eral hundred building lots. Bond-
holders have possession Pf the hotel,
which has 65 rooms, and occupies that
ortion of the bay which is sheltered
rom storms and “is ideal for bathing
and other water sports.

~ Not long ago plans were announced
in Washington to cut down expenses
in the army and_ navy, which are well
known to "be highly essential to the
preservation of our Nation against in-
vasion. On the same day one of the
civil bureaus at the capital sent out a
bulletin on the proper use of rooking
chairs.  Another essential, quite. The
mails are jammed daily with publicity
matter emanating from some of the
multjtunious bureaus and sub-bureaus
in Washington, the gre at majority of
which is never even read by recipients.
All these bulletins cost money to print
and one of the chief .burdens which
makes it impossible for .the postoffice
department to function at a profit, to
say nothing of the vast army of clerks
and “experts” which must”be .main-
tained in order to make their issuance
possible:  -Undeniably there is every
reason to believe = that President
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Hoover would like to reduce the ex-
penses of government if for no other
reason than the prestige it would give
him, but since his_induction into office
a horde of “fact finding” commissions
have sprung into existence on his in-
itiative, which are not thought well of.
Mr. Coolidge, naturally imbued with
New England ideas of frugality, shied
at them, and became at once a favorite
of the taxpayers who are becoming
heartily sick™ of having their. money
spent ~ on commissions, neighborly
visits, etc., but who are just as anxious
as anybody to preserve the country.
Seeing that the Government throws
away so many dollars on such frivolous
matters, in addition to the various
“fact-finding” bodies that have been
set afloat under the Hoover regime fin-
the last two years, it does seem some-
what incongruous to talk about added
economies in the Nation’s arm of de-
fense. The taxpayers, if they had a
chance to express themselves, would
probably su%;es_t that retrenchment
might better begin on some of the un-
necessary things, but want to be sure
that the premiums on thel Govern-
ment’s life insurance—the National de-
fense—be kept fully and promptly
paid up.

There is a canning factory at Port-
land, Oregon, which specializes on
wild-horse "meat. They have put up
millions of cans, the ~animals come
from Northwestern 'California, Oregon,
Idaho and Nevada. It is said there are
a million more of these horses runr_ung
wild on the plains which are destine
to a like fate. Folks hereabouts are
not especially keen about this kind of
preserved meat, but they are willin
to sulppl1\é other parts of the world,
notably France, with this delicacy.

Frank 'S. Verbeck.

Collection of Tax on Chain Stores
) ~ Halted.

Indianapolis, May 23—Arrangements
to collect the license tax on chain
stores recently held constitutional by
the (Supreme "Court of the United
States have been halted by the Indiana
Board of Tax 'Commissioners. Plans
for collection were stopped when the
Commissioners were notified that the
plaintiff in the case will petition the
court for a rehearing.

Until the case is finally adjudicated,
the Board will take no further steps
toward arranging for collection, ac-
cording to an oral statement by Philip
Zoercher, a member of the Board. =

~ Raleigh, N. C, May 23—Abill just
introduced in the 'North Carolina Leg-
islature would substitute a_ graduated
rate for the present tax of $50 on each
chain store in the State. The proposed
rates are as follows: One store, $5;
two to five stores, $20 each; six to ten
stores, $40 each; eleven to twenty
stores, $60 each; twenty-one to thirty
stores, $80 each; thirty-one stores or
more. $100 each. The “constitutionality
of the present law imposing a tax of
$50 on each store in excess of one op-
erated in the state by the same owner
is now_before the Supreme 'Court of
the United States in a case entitled the
Great Atlantic and Pacific Tea 'Co. vs.
Maxwell, No. 649. On May 18 the
Supreme 'Court held that the Indiana
law imposing a graduated tax on the
stores was constitutional (6 U. S.
Daily 663).

Columbus, May 23—The rate of tax
roposed in the chain store bill recent-
ly introduced in the Ohio Legislature
i as follows: One store, $3; two or
more stores, $5 a store; five to ten
stores, $25 a store; ten to twenty
stores, $35 a store; over twenty stores,
$50 a store.

Springfield, 111, May 23—A bill (H.
1152) imposing a license tax on chain
stores has just been introduced in the
Ilinois Legislature. The bill is mod-
eled after the Indiana law recently

25

held*constitutional

by the Supreme
Court of the United )état P

Henderson Finished As a Retail Bene-
factor.

Shreveport, La., May 25—Mr. Hen-
derson is a hard man to understand.
He is too temperamental. He started
a radio campaign in behalf of the in-
dependent merchants of the country,
and_against the combines, mergers and
chain “stores. It was sound In prin-
ciple, and might have been developed
into a tremendous_power for good in
this country. But it was badly handled
and 1 do not think Mr. Henderson is
doiim much with it now. People do
not listen to him as they once did, and
I dont_think he broadcasts as much
as he did. He is still working on his
highway transportation campaign he
started,” with a dollar a year -member-
ship fee, but it is not doing so well.
The M. M. M. crusade is about over.
His coffee selling plans have not de-
veloped as he expected: | understand
the coffee selling is now all in the
hands of certain wholesale houses.

Philip Lieber.

The most important reading you can
do is the trade papers in your line
of business. You will find it difficult
to keep up with the times in your line
unless you read such periodicals.
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Michigan Board of Pharmacy.
President—Orville Hoxie. Grand Rapids.
Vice-Pres.—Clare F. Allen. Wyandotte.
Director—Garfield M. Benedict, San-

dusky.

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

Michigan State Pharmaceutical
Association.
President—John J. W atters, Saginaw.

First Vice-President—Alexander Reid,
Detroit.

Second Vice-President — F. H. Taft.
Lansing.
Secretary—R. A. Turrell, Croewell.

Treasurer—P. W. Harding, Tale.

Are You Cashing In On Your Side-
walk Circulation.

Two of the most important laws af-
fecting successful selling are the Law
of Exposure and the Law of Averages,
writes H. K. Dugdale in the Soda
Fountain.

Manufacturers and retailers, in fact,
all those who have anything to sell,
have learned, either through experi-
ence, observation, or study, that if they
expose themselves to a sufficient num-
ber of opportunities to make a sale,
they may be reasonably certain of a
fairty constant average of sales result-
ing.

Concerns which sell books and other
products by mail have a way of testing
in advance the effectiveness of various
selling appeals by mailing a variety
of circulars or form letters to various
lists, each of the same size, in order to
determine which appeal when exposed
to a certain number of people will re-
sult in the highest percentage of sales.
Experience has taught us that'if a
certain appeal produces a certain per-
centage of sales from 5,000 names, it
will produce the same percentage of
sales from 1,000,000 names of the same
general character.

Chain store executives choose loca-
tions for chain stores in much the same
way. They have learned by experience
that a store cannot make money un-
less it is reasonably certain that a
definite number of people pas the loca-
tion of that store every day or every
week. So before deciding on a loca-
tion they consider a number of them
in a given city. They send out check-
ers who stand for days at a time at
each designated spot, and with a tiny
machine that fits into the palm of the
hand they count the number of people
who pass that spot every day. This is
repeated for a number of days. Then
the counts from all the various loca-
tions are analyzed, and it is finally
determined which of the locations un-
der consideration may best be depended
upon to produce the desired sales rev-
enue.

Chain store operators are smart.
That is why they are succesful. They
make it their business to study human
beings—their whims—their desires—
their habits. They know that a store
has more chance for success if it places
itself in the path of the crowd instead
of off the beaten track in the hope that
the crowd can be induced to«beat a
path to its door.

If you have any doubt as to the
soundness of this principle of modern
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retail merchandising, go to any one of
our big cities and see where you find
the chain drug stores, cigar stores,
lunch rooms; then see where you find
the itinerant peddlers. They are the
fellows who in the winter trail the
crowds in the big cities, and in the
spring and summer follow the circuses,
the races, the ball games. They know
that the quickest and surest way to get
business is to set up shop where the
people are.

The number of people who pass by
any given locatioa during a given
period constitute what we in the ad-
vertising and merchandising business
refer to as the “Sidewalk Circulation”
of that spot. If we are considering the
purchase of billboard space we take
steps to determine the number of peo-
ple who pass by the location of the
proposed billboard. That constitutes
the sidewalk circulation of the spot, and
the value of that spot is positively con-
trolled by its sidewalk circulation.

Wherever your store may be located
you may be sure that its sidewalk cir-
culation determines almost to a cer-
tainty the amount of business you may
reasonably expect to do, but it does not
necessarily follow that because Store
A is located in a block having a side-
walk circulation of 10,000 daily, that it
will necessarily do as much business as
Store B located in the same block and
enjoying the same sidewalk circulation.
By the same token, two concerns ad-
vertising the same kind of product on
the same day in the same newspaper,
using the same amount of space, get
totally different responses, due to the
fact that what you get out of your
circulation, whether it be newspaper
circulation or sidewalk circulation, de-
pends on what you do in the space at
your command to attract the attention
and secure the trade of the reader or
passerby.

The store you have to-day has a
certain sidewalk circulation. That you
know. Your job as a retail merchan-
diser is to secure for your store the
highest precentage of business as a
result of the sidewalk circulation that
belongs to you.

Just as the readers of a magazine
or newspaper are attracted to an ad-
vertisement by its appearance and sell-
ing appeal, so is the sidewalk circula-
tion of your store attracted to you or
repelled away from you by the selling
appeal of your windows, the general
appearance of your establishment, the
conduct of your employes, and, finally,
the quality of the merchandise you
hand out.

A certain percentage of your side-
walk circulation—those who know you
and who deal regularly with you—uwill
cpme in as a matter of habit, but un-
less you can attract more of these
habitual customers day after day, your
business will not only fail to grow,
but will actually drift behind as the
years roll on.

You have, of course, heard the old
saying that “Standing still is slipping
behind.” This is just as true in the
science of merchandising as is the rule
that “Two and two makes four” in the
science of mathematics. You simply
cannot continue to depend year after
year on the old trade which you now
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have and may have had for years past.
You cannot even depend on the word-
of-mouth business that your old trade
sends your way directly and indirectly.
You must see to it on the other hand
that day after day you are attracting
into your place of business a certain
percentage of your sidewalk circulation
tpeople who may never have done
business with you before—people from
the mass of whom will come your
“steady customers” of to-morrow.

No doubt you are asking yourself
the question, “What can | do to make
the largest percentage of my sidewalk
circulation stop and shop?”

Broadly speaking, you must do the
same thing that the advertiser does
who wants the highest possible per-
centage of the readers of a newspaper
respond to his advertising. You must
carefully analyze your whole merchan-
dising set-up from start to finish.

How does the general outside ap-
pearance of your store compare with
the most successful places in your
community? Is it the right color? Does
it need new paint? Are the signs neat
and attractive, not flaring or flashy?
How often do you change your win-
dows? Are they neatly dressed, or
loaded with a lot of junk? Is the glass
in your window smeared with a hap-
hazard lot of window pasters, or do
you use discretion in putting up only
a few at a time, so worded as to have
a timely seasonal appeal? Do you vary
the type of merchandise displayed in
your window, on the basis you can't
catch all fish with the same kind of
bait, and that over a period of time a
variety of window appeals will appeal
to practically everyone who passes
your place?

The two things that most definitely
control the percentage of sidewalk cir-
culation that will come into your store
are: (1) the general outside appear-
ance, and (2) the advertising forceful-
ness of your windows. After you have
attracted a customer who crosses your
threshold, he is no longer a part of your
sidewalk circulation, but your store
circulation, and from that point on
good management, courtesy, quality,
good merchandise, more value, are
what it takes to sell him and to hold
him.

If you are considering changing
your location, look well to the sidewalk
circulation of your proposed new spot
before making a move. If you are like-
ly to stay in your present location for a
good many years to come, take steps
now that will ensure you the highest
possible percentage of your present
sidewalk circulation.

If you intend to work, you may find
a place where you can do more or
better work, but you will never find a
better time to start in than right where
you are now.

HOEKSTRA'S

.the” next” few weeks.
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Items From the Cloverland of Michi-
gan.

Sault Ste. Marie, May 2—The first
boats of the Plttsbur? Steamship Co.
passed through the locks last »week,
which will increase activities here lo-
cally. This fleet is the largest on the
Great Lakes, and gets most of its su?-
Blles at this port, but it is not going to
e as much as in previous years, as the
slump in_business during”the depres-
sion requires only part at the boats to
carry ore this season. While we are
optimistic for the future, we must ad-
mit that business in general will stand
a lot of improvements.

Mrs, Deadman has purchased the
Everybody's bakery at St. ‘'Ignace and
will “continue the "business along the
same lines as it has been operating.

The New iSte. Marie Hotel formerly
operated by Mrs. H. C. Mclintyre, has
been sold ‘to Kaisor .Maze, now con-
ducting the Cloverland Hotel on '‘Mag-
azine street. Mr. Maze -will start get-
ting ready for the tourist season within
A The New Ste.
Marie Hotel is located almost opposite
the locks and has enjoyed a good share
of the tourist and “summer business
during the season. With the hotel ex-
erience of Mr. Maze the future looks
right and will help out on hotel ac-
commodations in advertising our city.
~Work on remodeling the” First Na-
tional Bank building has started on the
second floor. The Metropolitan Life
Insurance_Co. will occupy four of the
rooms. The extreme North end of
the corridor will be a piiblic lobby. To
the East of the lobby will be the
cashiers’ and clerks’ room, while to
the South of that will be offices. The
manager’s office will be to the West of
the public lobby. The work will cost
about $2,000.

William Massey has opened the
Brevort resort at Brevort. The fishing
is good and with the splendid accom-
modations. the tourist will find this
resort an ideal spot. Many of our
local folks spend their week ends there.

There are still many who don’t know
anything about golf. “We heard of one
who thought a mashie was a fellow
who stands around oft street corners
and flirts with women.

The_ Sault Civic Music Association
was dissolved last week at a meeting
of the board of directors held at the
Chamber of Commerce. While the
first season went over big, the com-
mittee found that it was impossible to
%1131 enohgh members to continue at

is time.

"It looked for a time that we would
have no more carnivals here for some
time, but we find that such is not the
case. The high license did not pro-
hibit the Lippa Amusement Co. from
P_uttlng on its carnival for a week. Mr.

ippa agreed to employ local men and
put on shows and concessions which
Wfiu|d he approved by our chief of
police.

S. A. Marks, who has been in the
clothing business here for the -ast
twenty-three years until a few years
ago, when he rented his store to the

inney 'Shoe Co., has decided to get
back into the clothing business again.
His store will be located on the second
floor of the Marks block on Ashmun
street. Contractors are now at work
getting the new store ready for the
opening, \which will be about June 1
Mr. Marks has been doing consider-
able traveling for the past year, but is
convinced that the old home town is
the best place after all.

ICE CREAM

Cream of Uniform Quality
An Independent Company

217 Eugene St.

Phone 30137

Grand Rapids, Mich.
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The street car will 'be a thing of the
past here as the transit company has
decided to tear up the tracks and re-
place transit iby putting on three large
coaches at_a cost of $15,660.- The new
coaches will (be on about July 1 The
transit company is to lbe commended
on this project,” which shows progress.
The tearing up of the tracks will uld
beauty to our streets, also eliminate
much of the radio interference and give
much ibetter service.

Noah Skidmore, .for many years one
of our well-known meat ~merchants
died at the home of his brother, Samuel
Skidmore, last week, after about a
month’s illness. He was 54 years old.
For many vears he had been associated
with his brother in the meat business
on Ashmun street. He was a member
of the 'Baptist church and unmarried.

Frank L. Harris, formerly owner_ of
the Harris House, at 'New| erryl,_ died
of pneumonia at his home last Thurs-
day, at the age of 68 years. Mr.
Harris was well known throughout the
country, especially by the “traveling
public. 'Many of the commercial men
made the Harris House their head-
quarters ‘'while at 'Newberry. About
four years ago he conducted” a grocl%%
store. He came to Newberry In 18
from Naubinway. He was born in
Caro, Mich. Heé was a member of the
Elk’s lodge and attended the Presby-
terian church.

If you do your best, vou can stand
up against the worst that may befall.

William G. Tapert.

Good Salesman Never Unmindful of
Buyer’s Interest.

Trained salesmen are in urgent de-
mand these days, in .spite of the
plethora of people who have no work
to do. Indeed if there were not so
much idleness there might be less need
of men who know how to sell goods.
This does not mean of course that any
large number of jolbs are vacant. It
means simply that producers and dis-
tributors have wakened up to the fact
that the art of selling goods requires
for real efficiency far mroe aptitude
and training than were deemed suffi-
cient a generation ago, or even a year
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or two ago. It means also that the
dull times have brought into high re-
lief the full significance of a buyers’
market. Signs of the change are seen
in the decadence of high-power sales-
manship whose ability (was spent large-
ly in unloading goods on unwilling cus-
tomers or in ‘forcing on them larger
purchases than they needed or should
have undertaken. The successful sales-
men of to-day are putting the soft
pedal on mere salesmanship. They are
devoting their skill and knowledge
rather to study of their possible cus-
tomer’s business with a view, not to
measuring its capacity to absorb goods,
but to finding out how it can be ex-
panded by taking on moderate, desir-
able lines and how to display them to
advantage. These are the ideas behind
the notable 'Standard Brands full-size
moving picture now being exhibited,
not to any part of the public, but to
the company’s own organization. It
is a vivid portrayal, in the form of an
attractive comedy of life, of the means
by which salesmen properly instructed
for their work can add steadily to their
volume by helping their prospects to
improve the management of their own
businesses. Such a film must have
cost a lot of money to make, but no
one who has seen it can doubt that in
the end the investment will pay far
better than half-way measures Iwhich
add little to either the cost or to the
profit of operations. At the root of
most unsuccessful salesmanship lies
ignorance of sound progressive busi-
ness methods. The good salesman of
to-day is an adept in the practice of
intelligent unselfishness which is never
unmindful af the buyer’s interest.

When a customer finds that state-
ments you have made to him fell short
of the truth, you have injured for a
long period your chances of getting
that customer’s confidence.

| Seasonable Merchandise
Base Balls, Indoor Balls, Golf Balls

GOLF SUPPLIES—Clubs,

Bags, Etc.

TENNIS SUPPLIES—Balls, Rackets, Etc.
INSECTICIDES. ROGERS HOUSE PAINT
ROGERS BRUSHING LAQUER

PICNIC SUPPLIES,

WALL PAPER CLEANERS
SODA FOUNTAIN SUPPLIES
KODAKS AND FILMS

PAINT BRUSHES

MOTH KILLERS —ANT KILLERS
BATHING SUPPLIES — FOOD JUGS
SPONGES — CHAMOIS — ETC.

Complete Sample Line Always on Display

Hazeltine & Perkins Drug Co.

Grand Rapids

Michigan

Manistee
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WHOLESALE DRUG PRICE CURRENT

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

Adda
Boric (Powd.)— 10 0 20
Boric (Xtal) "— 10 © 20
Carbolic- 38 0 44
Citric--——- 46 60
Muriatic — — »3%® 8
Nitric. 9 0 16
Oxalic_ 16 ® 26
Sulphuric 3%® 8
Tartaric 48 O 65

Ammonia
W ater, 26 deg.— 07 18
W ater, 18 deg.— 06 16
Water. 14 deg— 5%® 13
Carbonate 20 © 26
Chloride (Gran.) 08 0 18

Balsams
RGO

ir anada) —
Fir %Oregon)i 65@1 00
Peru 2 50@2 75
Tolu 2 00@2 25

Barks
Cesia (ordinary)- 25 30
Casia (%aigon)Y)— 40%
Sassafras &pw. 50c) 0 40

D
o

Soap Cut (powd.
3gc P ) 20® 30
Berrisa
Cuheb----—--—-- @ 90
Floh 0 *
Ju_nlfier_-_— 10® 20
Prickly A'sh @ 50
Extracts

Licorice 60® 75
Licorice, powd._60® 70

Flowers
Arnica 75® 80
Chamomile Ged.) 35® 45
Chamomile Rom. ® 90
Gums

Acacia. 1st © 60
Acadia, 2nd .- 0 50
Acacia. Sorts___ 25® 40
Acacia, Powdered 30® 40
Aloes (Barb Pow) 35® 45
Aloes (Cape Pow.) 25® 35
Aloes (Soc. Pow.) 76® 80
Asafoetida — 60® 60

ow.___ - ® 75
Camphor 87® 95
Guaiac ® 60
Guaiac, powd __ ® 70
K.ino gl 26
Kino, Eo—wdﬁd: 1 20
Myrr ®1 15
Myrrh, “powdered ®1 26

Opium,

powd. 21 00®21 60
Cs)lglum, gran.

21 00@21 60

ellac, Orange 40® 60
Shellac, White 66® 70
Tragacanth, pow. 1 25@1 50
Tragaoantb __ 2 uo®2 36
Turpentine 0 26

Insecticides

Arsenic ® 20
Blue Vitriol, bbI. 0 07
Blue Vitriol, less 08® 16
Bordea. Mix Dry 10%® 21
Hellebore. White

powdered _16® 26
Inseot Powder 30® 40
Lead Arsenate. Fo. 11 ®26
Lime and Sulphur

r

Dry 09® 23
Paris Green ___ 860 45
Leaves
Buchu ® 50
Buchu, powdered 0 60
Sage, Bulk - 25@ 30
Sage, % loose _ 0 40
Sage, powdered 0_36
Senna. Alex. 60® 76

Senna, Tinn. pow. 30® 86

Uva Ural 20® 26
Oils
Almonds, Bitter.
rue 5007 76
Almonds, Bitter,
artificial 2 0003 26
Almonds. Sweet.
true —— 16001 80
Almonds, Sweet.
Imitation 10001 26
Amber, crudé. __ 7501 00
Amber, rectified 1 5001 76
Anise 2 0002 26
Bergamont —— 6 0006 26
Cajgput — — — 2 0002 26
Cassia 30003 26
Castor —__ 15601 80
Cedar Leaf 2 0002 26
Citronella--=—— 10001 20
doves 8 6002 72
Coooanut 22%0 26
Cod Liver 14002 00
Croton 8 0008 26

Cotton Seed___ 12601 60

Cubebs 6 00@5 26
Eigeron 4 00@4 26
Eucalypfus_— 1 26®1 60

Hemlock, pure— 2 00®2 26

Juniper Berries- 4 50®4 76
Juniper Wood _ 1 60®1 75
Lard, extra__165®1 65
Lard. No. 1 1 25@1 40

Lavender Flow— 6 00®6 26

Lavender Garin. 1 25@1 60
Lemon 2 50@2 75
Linseed, “boiled, bbl. 81
Linseed, raw. bbl. 78
Linseed,, bid., less 8801 01
Linseed, raw, less 85® 98
Mustard. artifil. os. 9 0
Neatsfoot 1 25@1 36
Oljve, pure S 0005 00
Olive, alaga,

yellow - | MOS M
Olive, Malaga,

green____ 38603 26
Orange, Sweet 6 00®6 26
Origanum, pure. @2 60
Origanum, cam’ 1 0001 20
Pennyroyal___ 32603 60
Peppermint —__ 04 76
Rose, pure 13 50@14 00

Rosemary PTows 1 50®1 76
Sandelwood, E.

---------------- 12 60012 76
Sassafrda. true 2 0002 26
Sassafras, artl’l  76@1 00
Spearmint___ 6000626
Sperm 16001 76
Tany - 6 0006 26
Tar SP 66®

Turpentine,” bbl. — ® 63
Turpentine, less 70® 83

W intergreen.
lea 6 00®6 26

sweet

Wi intergreen,

birc
W intergreen,
Worm Seed

Wormwood , 10 00010 26

Potaaslum

Bicarbonate 35® 40
Bichromate

Bromide 69® 85
Bromide 4® 71
Chlorate, "gran’d- 21® 28
Chlorate, powd. 16® 23
or X tal 17®
Cyanide 220 90
lodide-----------—- 4 3404 65

Permanganate — 22%® 36

Prussiate, yellow 35® 45
Prushsiate. red _ 70® 75
Sulphate 3B® 43
Roots
Alkanet-------------oev 30® 40
Blood, powdered- 40® 45
Calamus 25® 65
Elecampane, pwd. 20® 30
Gentian, powd 20® 30

powdered 20® 25
Ginger. Jamaica- 400 60
Ginger, Jamaica.

powdered 46® 60
Goldenseal, pow. 3 0003 50
Ipecac, powd. — 4 0004 60
Licorice--——-——- 36® 40
Licorice, powd 200 30
Orris, powdered- 35® 40
Poke. Powdered 260 46
Rhubarb, powd. — @

Roeinwood, powd. @ 60
Sarsaparilla, Hond.

ground ----------- @1 10
Sarsaparilla, Mexlc. @ 60
Squills 35® 40

Squills, powdered 70® 80
Tumeric, powd.— 20® 25
Valerian, powd. ,, @ 50

Seeds

auioe - —  -ZUWP so
Anise, “powered . ®
Bird, |a is® 17
Canary ——————- io@ 15
Caraway, Pa 30 26® 80
Cardamon 2602 60
Coriander pow. .30 15® 35

[ is 20
Fennell 3BR® 50
JT @X mmmmmmmmmmee 6%® 16
Flax, ground__ ~ 6%® 15
Foenugreek, pwd. 16® 26
Hem,)_ 8® 15
Lobelia), powd._  ®1 100
Mustard, gell w _10® 20
Musard, lack___20® 25
Poppy--------mmms 15®@ 25
Quince 2 2602 O
Sabadllla 5®
SunfloweT 12® 18

Worm, American 25® 30
Worm, Lavant _ 6 5007 00

Tinctures
ﬁlconite ?1 gg
oes 1
Asafoetfida 02 28
Arnijca ®1 50
Belladonna 01 44
Benzoin 02 2«

.Dextrine

27
Benzoin Comp’d- 02 40
Buchu ®3 16
Cantharides__ ®2 52
Capsmum__ ®2 28
Catechu - ®1 44
Cinchona @2 16
Ooichicum___ ®1 80
Cubebs_ — ®2 76
Digitalis_ ®2 04
Gentian_—__ ©1
Guaiac ©2 28
Guaiac, Ammon__ ©2 04
lodine = ©1 26
lodine, Colorless- ©1 60
Iron, Clo.___©1 56
ino — ®i 4
Myrrh — ®2 52
Nux Vomica__ ®1 so
Opium 05 40
Opium, Camp — ©14
Opium, Deodorz’d ©5 40
Rhubarb__ @l #

Lead, red dry_ 13%013%
Lead, white dry 13%013%
Lead, white oil 13%©13%
Ochre, yellow bbl. © 2%
Ochre, yellow less 3® 6
Red Venet'n Am. 3%© 7
Red Venet'n Eng. 40 8
Putty — 5® 8
W hiting, L ®4%

pbC
W hitin 5%©10™
Rogers Prep. — 2 4502 65

Msoeillaneeus
ﬁclet&nalid 670 75

ground
Bismuth, “Subni-

powdered__ 06© 13
Cantharides. po. 1 2501 60
Calomel 72®2 82

Capsicum, pow’d 42® 66
Carmine —- ,_8 0039 m
Cassia Buds 20® 30

Cloves--———teceemn 35@ 46

Chalk _Prepared— _14® 16
uhioroform 47® 54
Choral Hydrate 1 2001 60

Cocaine----—--- 2 85012 50
Cocoa Butter___ 45@ 90
Corks, list, 1éss 30710 to
40-10%
Copperas__— O ox%

Copperas, Powd. 4® o
Corrosive Sublm 2 00®2 30
Cream Tartar — 36® 45
Cuttle bone __  40®@ &
i 6%0 15
Dover's Powder 4 0004 60
mery, All Nos. 10® 16
mery, Powdered 5
Epsom Salts, bbis. 003%
Epsom Salts, less 3%® 10

Ergot, powdered_ 04 00
Flake, W hite_ ~15® 20
Formaldehyde, Tb. 09® 36
elatine-t--------eeeeo o® 70

Glassware, less 56%
Glassware, full case 60%.
Glauber Salts, bbl. ®02%
Glauber Saits less 04© 10
Glue, Brown 20® 30
Glue, Brown Grd_ 160 22
Glue, White__ 27%® 35

Glue, white grd._ 25® 35
Glycerine - -17%® 40
Hops-- ---75® 96

64607 00
lodoform --- 008 30
Lead Acetate _ 17® 26
M ace ------eeemeeeies ®x 60
Mace powdered— ®x 60
M entho|----------- 6 6007 20

Morphine-—-13 68014 33
Nux Vomica___ ® 30
Nux Vomica, now. 16© 26
Fepper. Black, pw. 360 46
Peimer. White, p. 76® 86
Pitch, Burgundy- 10© 20

ssia 12® 16

uassi
8uinine, 50z. «m» a @
Rochelle_ Salts 280 36
saccharine 2. 6002 76
Salt Peter i@ 32
Seidlitz Mixture
Soap, green -—- 15®
Soap, mott cast -
Soaa white CaMile.

teas, per bar — @160
Soga Ash 20 10
Soda Bicarbonate 2%© 10
Soda, Sal 02%® 08
Spirits Camphor ®120
Sulphur, roll __ 4© u
Sulphur, SubL™— 4%© 10
Tamarinds 200_ 26
Tartar Emetic_70© 76
Turpentine® Ven. 600 76
Vanilla Ex. puce 1 6002 00
Venilla Ex. pure 2 2502 60
Zinc Sulphate — 06© 11

Webbst?r Cti?ar Co. Bran%%
| ebstereties %3
(V,Vmcos

---------------------- go
Webster Cadillacs 76 00
Golden Wedding —

Panatellas 7600
Commodore 9500
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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

at mar-

ket prices at date of purchase. For price changes compare with previous

ADVANCED

AMMONIA
Parsons, 64 oz. 2 95
Parsons, 32 oz. 33
Parsons, 18 oz. 4 20
Parsons, 10 0z. 2 70
Parsons, 60z.____1 8

MICA AXLE GREASE
48. 1 Ib. 4 55
24. 3 Ib. 6 25
10 Ib pa per doz. 9 40
15 Ib. palls per doz. 12 60
25 Ib. pails, per doz. 19 15
25 Ib. pails, per doz. 19 15

APPLE BUTTER

uaker. 24-21 oz.. doz. 2 10

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

BAKING POWDERS
Arctic, 7 oz. tumbler 135
Royal, 2 oz, doz.

Royal, 4 oz, doz

Royal. 6 0z.. doz

Royal, 12 0z, doz.-——--4
Royal, 2% Ibs., doz— 13 75
Royal, 5 Ibs., doz--——

KC. 10c 5|ze. 8 0z.

KC. 15c size. 12 oz. __

KG. 20c size, full Ib.— 7 20
KC. 25c size. 25 0z. _ 920
KC. 50c size, 50 oz. — 8 80
KC. 5 1b. size-- 6 85
KC. 10 Ib. size

BLEACHER CLEANSER
Clorox. 16 o0s.. 24s — 885
Lizzie, 16 oz., 12a--—- 215

_ BLUING
Aon. Bail.36-1 oz.,cart. 100
Boy Blue. 36s, per cs. 2 70

BEANS and PEAS

100 Ib. bag
Brown Swedish Brians 9 00
Pinto Beans----—--—-- 9 25
Red Kdney Beans — 975
White Hd P. Beans 6 35
Bla ck Eye Be
Split Peas. Yellow ~— 5.60
Split Peas, Green-—-- 6.50
Scotch Peas - 470

BURNERS

Qgeeg Ann, No. 1 and
White Flame No. I

and 2, doz. __ 26
. BOTTLE CAPS

Obi. Lacquor, 1 gross
pkg., per gross -— 16

BREAKFAST FOODS
Kellogg's Brands.

Corn Flakes, No. 136 2 &
Corn Flakes, No. 124 2 86
Pep. No. 224 2 70
Pep. No. 202 — 20
Krumbles, No. 427 2 70

Bran Flakes. No. 624 2 45
Bran Flakes. No. 602 1 50
ttlce Krispies, 6 0z. — 2 70
Rio«* Krispies. 1 0*._

Kaffe Hag, 12 1-lb.

All Bran, 10 oz
All Bran. ft oz

BROOMS
Jewell. <io*. 6 25
Standard Parfor, 23 1b. 7 50
Fancy Parlor, 23 Ib.— 8 75
Ex. Fancy Parlor 25 Ib. 9 00
Ex. Fey. Parlor 26 Ib. 9 50

WhlyskT 0.

DECLINED
Lard
Brooms
Dill Pickles

Corn and Gloss Starch

ROLLED OATS
Purity Brand

VHTYOA
©SS| yN ityoais

Instant Flake. sm,, 24s 1 80
Instant Flake, an., 48s 3 60
Instant Flake, Ige 18s 3 40
Regular Flake. sm.24s 1 80
Regular Flake, sm,, 48s 3 60
Regula'r Flake. Ig,, 18s 3 40
China, Iarlg 315
Chest-o-Silver, Ig,, 125 325

Post Brands.
Grape-Nuts, 24s 3 80
Grape-Nuts, 100s 275
Instant Poslum, N6. B 5 40
Instant Postum, No. 10 4 50
°ostum Cer_eal, No. 02 26
Post Toasties. 36s_2 85
Post Toasties, 24s 2
Post's Bran, 24s__—270

BRUSHES

Scrup
Solid Back, 8 in. 1 50
Solid Back, 1 in.==-—=176

Pointed Ends 126

Steve
Shaker--mm-nmmmm —mmmmmme 1 80
No. 50 *2 00

Peerless 2 60

butter color
Dandelion---------------- -28

CANDL
Electric Light,
Plumber, 40 Ibs
Paraffine, 6 s -—
Paraffine. 12s

ES
40 Ibs.12.1
12.

CANNED FRUITS
Hart Brand

Apples
No. 10 PP 575

Blackberries
No. 2 33
Pride of Michigan-3 25

Cherries
Mich. red. No. 10-11 75
Red, No. 10 12 00
Red. No. 2
Pride of Mich. No. 2 3 66
Marcellus Red_ 3 10
Special Pie 2 60
Whole Whité 325
Gooseberries
No. 10 _ 800
Pears
19 oz. glass

Pride of Mich. No. 2% 3 80

Plums
Grand Duke, No. 2%— 3 25
Yellow Eggs No. 2%, 3 25

Black Raspberries
No. 2
Prlde of Mich. No. Z
Pride of Mich. No. 1= 2

) Red Raspberries

6
Pride of MICh No. 2_4 00

Strawberries
No. 2 4 25
No 3 00
Marcellus No. 2 326
Pride of Mich. No. 2., 3 76

CANNED FISH
Clam Ch’der. 10% oz. 1 36
Clam Chowder, No. 2- 2 75
Clams, Steamed. No. 1 3 00
Clams, Minced, No. % 2 25
Finnan Haddie, 10 oz. 8 30
Clam Bouillon, 7 0z—2 50
Chicken Haddie, No. 1 2 75

fish Flakes, small_1 36
Cod Fish Cake. 10 0z. 1 5
Cove Oysters. 50z._ 160
Lobster; No. ft, Star 2

Shrimp, 1, wet 2 1

Sard’s, % Oil, Key _ 6 10
Sard’s. ft Oil, Key— 600
Sardines. % Oil, k’leas 4 76

Salmon. Red Alaska_ 8 76
Salmon. Med. Alaska 2 85
Salmon. Pink. Alaska 1 85
Sardines, Im. %, ea. 10@22
Sardines. 1m., %, ea.

Sardines. CalL 1 35@2 25
Tuna,, % Curtis, doz. 2 65
Tuna. fts. Curtis, doz. 1 80
Tuna. % Blue Fin 2 00
Tuna, Is. Curtis, doz. 4 75

CANNED MEAT
Bacon, Med. Beechnut 2 70

Bacon, Lge Beechnut 4 50
Beef. No Corned ,, 2 80
Beef No. i. Roast__800
Beef, 2% oz Qua., sli. 1 35
Beef. 4 Qua. sli. 225
Beef, 502 ‘Am. Sliced 3 00
Beef, No. 1, B’nut, sli. 4 50
Beefsteak Onions, s 3 70
Chill Con Car., Is 13
Deviled Ham, % s 160
Deviled Ham, % s — 2 86
Hamburg Steak b
Onions, N 315
Potted Beef. 402 110
Potted Meat, % Libby 52
Potted Meat, ft Ilbby 90
Potted Meat. % Qua.
Potted Ham. Gen. % 146
Vienna Saus. No. % 136

Vienna Sausage, Qua.
Veal Loaf, Medium 225

Baked Beans

Campbells to
uaker, 16 0z.
remont. No, 2125
Snider, No. 1 ... 1 10
Snider, No. 2 125

Van Camp, sma 90
Van Camp. med.

CANNED VEGETABLES
Hart Brand

Baked Beans
Medium, Plain or Sau. 75
No. 10, Sauce___ 660

Lima Beana
Little Dot No. 2 310
Little Quaker. No. I0_13 25
Little Quaker. No. 1 180
Baby. No. 2 — 27
Baby. No. 1 — 180

Pride of Mich. No. 1~ 155
Marcellus, No. 10875

Red Kidney Beans
660

No
No. 5 370
No. 2 777130
No. 1 0
String Beana
Little Dot. No. 2 32
Little Dot No. 1 2 40
Little Quaker. No.”I_1 90
Little Quaker, No. 2 "2 90
Choice "Whole. No. 10:12 76
Choice Whole, No. 2_2 54
Choice Whole. No. I_170
Cut No. 10 10 25
Cut No. 2 2
Cut No. 1
Pride of Mich. No. 2
Marcellus, No. 2 1 60
Marcellus, No. 108 25
Wax Beans
Litlet Dot. No. 2 275
Little Dot No. 1 — 190
Little Quaker, No.7Z 2 66

Little Quaker, No. T 180
Choice Whole. No. 10_12 50
Choice Whole, No. 2~ 2 50

Choice WhoL No. 1175

No 10 25
No 2 —i216
No 145
e of MICFII,\?an 175
cellus Cut No. t0_ 8 25

u
u
u

S

c
C
c
Pri
Ma

2

Beets
Small, No. 2% 3 00
Etxra Small,
Fancy Small No. 2
Pride” of Michigan_:
Marcellus Cut No. 10,
Marcel. Whole. No. 2ft 1

i Carrots
Diced. No. 2 1
Diced. No. 10 7 ou

Corn
Golden Ban., No. 3_. 360
Golden Ban., No. 2190
Golden Ban., No. IuTTu
Little Dot. No. 2 170
Little Quaker. No. 2 170
Little uaker. No. 1-1 35
Country. Gen.. No. 1_135
Country Gen., No. 2 70
Pride of Mich., No. . 0 2
Pride of Mich., No. 2 1 70
Pride of Mich.. No. 1_125
Marcellus, No. 5 0

Marcellus, No. 2 140

Marcellus. No. 1 — 115

Fancy Crosby. No.2__ 170

Fancy Crosby, No. 11 45
Peas

Little Dot No. 1 170

Little Dot. No. 2 2 50

Little Quaker. No .2
Little Quaker, No.
Sifted June. No. 10-10 QO
Sifted E. June, No.
Sifted E. June, No. 2
Sifted EL June. No. 1
Belle of Hart No. 2185
Pride of Mich.. No. 10 8 75
Pride of Mich.. No. 21 65
MarcelL, EL June, No. 2 1 in
Marcel., E. June, No. 6 4 60
MarcelL, ELJu No. 10 7 60
Templar E. J, "No. 2°1 32ft
Templar E. Ju., No. 10 7 O

Little guaker, No. Tu ltggu

Pumpkin
No. 10 5 50
No. 2 f 175
No. 1 40
Marcel us, No. 10 4 au
Marcellus, No. 2f 1 40
Marcellus  No. _— 116
dfaai-rw ¢
Sauerkraut
No.
No.
No.
Spinach
No. 2 ft--—--mmomeem e 2 60
o} . 19
Squash
ev_ston No. _lé&u
Succotash
Golden Bantum, No. 2 2 60
Little Dot. No. 2 235
Little Quaker 22
Pride of Michigan_2 10
Tomatoes
No. 10 5 80
No. 2% 2 26
1 66
Prlde of Mich., No. 2ft 2 10
Pride of Mich., No. 2140
CATSUP.
Beech- Nutsmall 150

Beech-Nut, arf 2 30
Uly of Valley, 14 05,2 26
Lily of Valley, ft plnt 166
Sniders. 8 0z. 165

Sniders, 16 07,2 35
Quaker, 10 oz. 135
Quaker, 14 0z.— 1 8
uaker. Gallon Glass 12 00
uaker, Gallon Tin ,, 725
. CHILI SAUCE .
Snider. 16 0z. 3 i&
Snider. 8 0z. 2 20

Lilly Valley, 8 0z._225
Lilly Valley, 14 oz. — 3 25

OYSTER COCKTAIL

Sniders. 16 oz. 315
Sniders, 8 oz. 22
CHEESE
Roquefort 60
Wisconsin 'ITal'sy—lﬁ

Wi iscnsin Flat
New York June_____
Sap Sago

Brick

Michigan Flats -

Michlgah D aisies 15
Wisconsin Longhorn_16
Imported Leyden —28

1 1Ib. Limberger
Imported Swiss
Kraft Pimento Loaf_25
Kraft American Loaf_23
Kraft Brick Loaf 23
Kraft Swiss Loaf 35
Kraft “Old Eng. Loaf_44
Kraft, Pimento, % Ib. 2 00
Kraft American, % Ib. 2 00
Kraft, Brick, % Ib. 2 00
Kraft Limlburger.% Ib. 2 00

CHEWING GUM
Adams Black Jack__ 65

Adams Bloodberry 65
Adams Dentyne 65
Adams Calif. Frult — 6a
Adams Sen Sen 65

Beeman’s Pepsin

Beechnut W lntergreen.
Beechnut Peppermint__
Beechnut Spearmint
Doublemint
Peppermlnterg avs 65
Spearmint. W rigle”~ 65
Juicy Fruit .,
Krigley’s P-K 65 '
Zeno 65
Teaberry 6.
COCOA

Droste’s Dutch, 11b. 8 60

Droste’s Dutch. % [b. 4 50
Droste’s Dutch, % Ib. 2 35
Droste’s Dutch, 5 Ib. 60
Chocolate Apples 4 50
Pastelles, No. 12 60
Pastelles, % Ib 6 60
Pains De Cafe 300

Droste’s Bars,

Delft Pastelles
1 Ib. Rose Tin Bo on
18 00

Rose in Bon

Bon
7 oz.
ons 9
13 oz. Creme De Cara-
que 13 20
12 0z. Rosaces 10 80
ft Ib. Rosaces_ 780
ft Ib. Pastelles 3 40
Langnes De C hats_2 80

T doz. 2 00
215

CHOCOLATE
Baker, Caracas, fts 37
Baker, Caracas, fts 3%

¢(LOTHES LINE
Kemp, 50 ft. 2 00@2 25

Tww’ged Cotton.
'180@2 25
225

50 f
Braided.
Sash Cord 7 50®2 75

OFFEE _ROASTED
lodgett-Beckley Co.
Master

C
B
Old

Loe A Cady
1 Ib. Package
Liberty 6
uaker Vacuum___ 32
edrow 8
Morton House
Reno 26
Imperia
M ajestic 29|%
Boston BTeakft Blend 24

McLaughlin’s Kept-Fresh

Coffee Extracts

425
1 b, 10ft

CONDENSED MILK
Leader. 4 doz 70
Eagle. 4 doz. __ 900

MILK COMPOUND
Hebe. Tall, 4 doz.__ 4
Hebe. Bab¥ doz. 7 4 4
Carolene. Tall, 4 doz. 3 80
Carotene. Baby 350
EVAPORATED MILK

Page Tall 365
Page, Baby ... 3 65
uaker, Tall. 10% oz. 3 30
uaker, Baby, 2 doz. 3 30
uaker, Gallon, % doz. 3 30
Carnat!on Tall. 4 doz. 3 65
Carnation, Baby, 8 dz. 3 65
Oatman’s Dundee, Tall 3 65
Oatman s D dee Baby 3
Every Day. all__~
Elvery Day, Baby 340
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Pet Tall 3 65
Pet, Baby,” 8 0z. ___ 3 65

Borden s Tall — 365
Borden’s Baby 365
CIGARS
Airedale 36 00
Havana Sweets 35

Hemeter Champlon .38 50
Canadian Club 35 u

Robert Emmeft__ 75 OO
Tom Moore Monarch 76 00
Webster Cadillac 75 Qu
W ebster Astor Foill— 75 00
Webster Knlckbocker 95 A
Webster Albany Foil 95 00
Bering Apollos___ 9500
Bering Palmitas___ 115 00
Bering Diplomatica 115 00
Bering Delioses 120 00

Bering Favorita___ 135 (C
Bering Albas _— Ifto
CONFECTIONERY

Stick Candg Pails

Pure Sugar SiJcks-600c 4 00

Big Stick. 20 Ib. case 17

Horehound Stick. 5 Ib. 18

Mixed Candy

Kindergarten 17

Leader 13

French Creams 14

Paris Creams 15

Jupiter jo

Fancy Mixture 17
Fancy Chocolate

Ib. boxes

Bittersweets. Ass’ted 1 60

Milk Chocolate A A 165
Nibble Sticks 50
Chocolate Nut Rolls 17
Blue Ribbo ~ 130
An Gum Drops Pails
Champlon Gums _ 15
Challenge Gums 13
Jelly Strings 16

Lozenges Pails
A. A. Pep. Lozenges_15
A. A. Pink Lozenges_15
A. A. Choc. Lozenges_15

Motto Hears t 18

Maited Milk Lozenges
Hard Goods P_alls

Lemon Drops

O. F. Horehound drops 16

Anise Squares 16

I’eanut Squares is

Cough Drops  ~BXxs
Putnam’s 135
Smith Bros 1 50
Luden's 150

Package Goods
Creamery MarsnmaUows
4 oz. pkg.. 12s. cart 85
4 oz. pkg., 48s. case 3 46

Specialties
Pineapple Fudge 18
Italian Bon Bons 17
Banquet Cream Mint«- 33
Silver King M.Mallows 1 15
Handy Packages. 12-10c 80

COUPON BOOKS

50 Economic grade XM
100 EJconomjc frade 4 60
500 Economic grade 20 00
1000 Economic grade 37 50
Where 1.000 books are
ordered at a time, special-
ly printed front cover is
furnished without charge.

CREAM OF TARTAR
6 Ib. boxes 1 3

DRIED FRUITS
A

pples

N. Y. Fey., 50 Ib. box 13
N. Y. Fey., 14 oz. pkg. 10

Apricots
Evaporated, Choice 17
Evaporated, Fancy _ 22
Evaporated, Slabs_—

Citron
10 Ib. box 36

Currants

Packages. 14 0z.

Greek.” Bulk. Ib. 16%
Datgs
Dromedary, 36s 6 76
Poaches
Evap. Choice un
Fancy 15
Peel

Lemon. American
Orange. American____ 28

Raisins
Seeded, bulk 08ft
Thompson s s’dless blk 08
Thompson s seedless.
----------- 10%
Seeded ‘150z, 10ft

California Prunes

90®100, 25 Ib. boxes..® 05%
80®90. 25 Ib. boxes_ ®06
70®80, 25 Ib. boxes_ @06ft
60@70, 25 Ib. boxes__@O07ft
50@60, 25 Ib. boxes__@O08ft
40@50, 25 Ib. boxes_ @09i%
30 40 25 Ib. boxes_

20, 25 Ib. boxes_@15
18@24 25 Ib. boxes_@17%

—\
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Hominy
Pearl Pecans, 3, star i : .
, 100 Ib. satks_3b>  Ppacans Jumbo .||"213 Dill Pickles Bulk
Pecans, Jymbo = T4 s gal, 200 s HERRING Gold Dust, 12
. Wainuts, Cal. 20 000 18 Gal. 650 125 e lolland “Herring olen Rou, 347219552 TABLE SAUCES
Macaroni Hickory [@29 45 Gal., 1300 NZBe  Mixed Keos— 8 bifance Laun. 73— oo hee & Perrin, large 57
an ixed ) —
T — i b 8 GG TR 1 L S
9 oz. package, per case 2 20 E Salted Peanuts Cob, 3 doz PiIHPES ’{\/'A;'Ill((grr:' hKa? Sb‘ms—ﬂ'lg‘r) Rinso, 40s ° . %% Royal M—CZ 20
ancy Sied Peanuts - Cob, 3doz.in bx. 100@1 20 Milkers, bbls.__—"22 3 IghnbsoNozlélsore—mn—m_s 5 Shoou 0%z mor 2
Elbow. ZBOILK Goods 5%@70/ shelled PLAYING CARDS % BbILail(go F{grrmg s No_M—z'O_L_3 & AA_II’s:ﬁrgﬁ 0z_2, %g
Egg Noodle, 1071 ! Battle Axe, s. 650 40 2 2%
g9 Noodle, 167 T5's .. @égmgs %Se'l?ﬁsdn % Torpedo per Boz 260 szm'ess Cleariser, 48 Coper, 207 3%
oot & A o G I T
0000 arley B Y T p— 8% Babbm,S.P(gT(ﬁ)SZH )7 gulbls, 60 Count, fy. fat 6 00 Soap ne, 100?212 07, ?ézltg RoyBaIO%ertdteE“!;Ie €0
Barley Grits 500 Walnut Burdg_____ p— alls. 10 Ib. Fancy fat 150 Snowboy, 1007 10 oz 4 0o Royal Garden, %1
Cheater -~ ———37 Walnit, mancharman—es FRESH MEATS e At & -
_ o e oz. —72
Beef White Fish Sunbrlte, 50 i
Top Steers & H eif Med. Pano s _— 210 Medium
Sage mince meat eif, 18 € V. 100 Ib. 13 0 Wyandote, 48 ice — 36
East India > |o None Such, 4doz._ 6 47 |\G/|OOd Strs & Hf. i5w@is MIkers: bbls, 18 50 Wyandot Deterﬁ's_ﬂ‘é ;g Eaney *— 765
RN Ouaker" 3 oz, ‘case—3 80 ed. Steers & Heif. 12 K KK K Norway_19 50 % NTEB: 52@61
Cibby " Kegs. wet. Tb. 22 Com. Steers & Heif . —11 |b palls 140 S Vo, 1 NIbbs
apioca — C ch 18 OAP 1 1b. pkg. Siffing
K/Iear\]rlt 108 Ib. sacks_09 Top Veal Boned 10 b Doxes_If ég;/stglan\}vlhy’t 10?0“)( 58 G
e, ®. oijves  Top——— ite, , .
Dmmedaryolznstgn{ioz. 1% 4o JaFO})'IXIES op 195 G000 I SHOE BLACKENING Sck, e 10 — 4B gchoice unpowder
o 40z Jar, Blain, doz 115 Medivm_ — 9 2 |n 1 Paste doz. - Fe s Nantha, T00 Box 5 fin 2Ny —— n
14 oz, Jar! plain. doz 4 75 — £ e Combiration, w1 E Saeaie 100 33
Jiffy Punch int Jars, Plain, doz. 2 75 ) Lamb ri- Foot doz. 200 T mA White Na. 10s_3 50 g lon
3 doz. Carlon 506 Quart §ivs. Plam G &gy Spring Lamb 20 Bixbys, Dozz. _ 135 fap Rose, 100 box 7740 Pekoe, medi
Assorted Flavors, féal Glass Jugs, Pla. 180 Good — 18 shinola, doz. " % paim ol|00 D o o o
30}3%'1 l&egs each 50 r!)\ﬂedlum —— 15 s LAV me% 144 box 9 50 English Breakfast
S R S L — ii TOVE POLISH Octag o 4 Congou,“medium
o yiLour 6 oz Jar, Suffed’ doz 3 2 Blackne, per doz 1% Qetagon. 120 ——5 2 ESngol Ehoey—H8H
V. in . Jar, . : T on
iy S e "9 Brands 1Gal. dugs, Wit doz. 378 Gopq  MUTON flack Qi biguid. dz. 1% Sweetheart. 100 box .~ 5 dou. Fhncy__ 42@43
@arvest o — » dz. MediUm—12 Enameline Paste, doz. 135 gigngpa Tar, 50 am. 210 Oolong
%S(J Viatam "G ratia AR S N Enazmelllne Liquid, dz. 1 35 Trllgyp%olar 1&()) Ige. 3 < é/lheglum
aam SN 2@ g S GREEN s Juid. perdoz 140 williams 30 5100, T0c7 75 Eancy -
is ——% | Pork GRSIj”é% sun, per doz. 135 Williams Mug. per doz. 48 -8
and 5s oin, med. ove Ena . i
. Lee A Cady Brands @ g ——1§  Vulcanol. No. meh o 2 8 SPICES Cotton 3p|‘”53,$e
American Eagle PEANUT BUTTER Shoulders 1 Yulcanol, No, 10, doz. 1 % Whole Spices oo v Balls T8
ome Baker_  —— ’S\‘pa&erlbs — % Stovoil, per do 3’0 Allspice, Jam aica @30 ?/ ----- 35
eck bonés____ ¢
FRUIT CAN Trimmings: ——— 8% SALT Cassiz, %aa%é%ar_ &2
T s F. 0. G. Grand Rapids Cassia, 5c_pkg.” doz. @40
E o B Mason o PROVISIONS Colonial, 24 21b .~ o5 Ginger. Africa- &1
Half nint aplds arreled Pork Colonial, 30-1% 1 20 Mace, Penan White Wine. 40 in 1
on pint 7% Clear Back "~ 25 00@28 00 Colonial. Todized—2a= 1735 Mixed, No. 1 g 100 : grain_J;
One %Lg;t—g n Short Cut Cléar26 00@29 @  meg N £ Bhls 22,9 Mixed. 5¢ nkes . W@SZ wic
Qne. ——— . No b.BK. 100 Nutmegs, 70 ’ N KING
gallon 1 16 Dry Salt Meats Farmer Spec., 70 Ib. 100 Nuimess: 1095% o— 48 Ny & perarose s
1 b s il Sat Meate o Packers Meal g0 b oo Pepper Black % Ko 3 ber gross= Il 1)
eal Glass Top b3 No. 3 a
Half pin 9 w Bel Car-Mo Brand cream, 100 Ib, each —« Pure G i SR ?ross 22
wrass Top - o > Butter Sal 280, ib. round in Bulk Peerless Rolls, per doz.
8?199 plnt —1950 80% Ib'2-Elna 435 Pure in tierces Block, 5t bbl4 90 Allspice, Jam aica 33 Rochester. No. P3 doz. %rl
one quart Lo 5% o0z. i Case_2 65 9 Baker Salt 280 Ib bbl. 3 Cloves, Zanzibar__ @53 Rochester, No. 3, doz. 2 CP
alf gallon ———150 B I pai Aivance E? 015 berbate 260 Sassia, Canton Qo R0 perdoz T 7
e 3 1b., per bale inger, Corkin 3
advance 2) 28 Ib ba g 2 50 M ustard @so
GELA advance % gs, Table 40 —I@zg
0. 3 AT petroleum products P Advance 1 ? Ol fligkoxy. Smoked. , ’e’ﬂe%gerpgr}gcnkg @857)
inute, Goi——4 & ncluding State Tax . advance 1 EEE— Nut
Plymoutn. W hiee—1 From Tank Wagon Compound tierces . % er. W »viic i
Quaker. 3 doz. _ 2 B Red Grown GEaSU“neg 167 Compound, tubs B* E’S‘é'&i? Cahy'éfl—ne é‘,‘é Bushels! narrow ¢ L
Solite Gagolirﬁgyl *19157 Sausages Paprika, Spaish ___ @a* Market, o 180
JELLY, AND PRESERVES Bologna i Market single Ta 5
Pure. 30 Ib. pails__ 330 in Iron Barrel Civer & —— —16 Seasoning Market, extra 2
mitatili, 30 1b. palls 160 Perfection Ke s Frankfort LTITHT _ 18 chili Powder, 15¢ 135  SPlint, large 160
Pure. 6 oz. Asst, doz. 90 Gas ction Kerosine 126 (R~ =2 Celery Salt, 302 — ‘o5 Splint, medium”! 830
KPS LB VAN Vb R WP Pt v b —_ —% Sage 202/ T T au SPhnt smal I
. _ ongue. Jellied” nosalt 1%
Headahee — Garlic -t i
JELLY GLASSES 1SO-VIS MOTOR OILS ¢ . — 18 Ponelty, 3% oz. |3§§ Barrel, 5 Sapur
8o0z. perdoz.______ 36 |jght In Iron Barrels Eamh?n Bouguet__4 50  Barrel, loggal eggghl X
ure
. Medlum L canhs, <or 1416 1b. @20 g/larjoraanea\llegz sg ato 6 gal., per gal. 25
ARGARINE — A ert.. Ski avory, 1oz, _ T
Van Westenbrugge Brands EX' I—Yeavy__nl H I '"”ed(®i9 Toferic. % %
Carload Distributor T{?{ugﬂe Tumeric. 2% 0z 0 Z2 8
[ e _
(J Picnic Boiled - STARCH It E' Tin' D4 gclg
Free Ru fn-Daln
BoitaByms—20 @F FIve Ranallons 2 97,500 corn i
: Minced Hams Il @I« lodized, 32, 26 0zZ._2 40 Kingsford, 40 Ibs._ 115
Light ron Barrels |~ Bacon 4/5 Cerft2¢ @28 Five case lots __ —2 30 ;c;gloderfg bags 25 Mouse. Wood, 4 hotes. %
medium : pKgs. 3 03 Mouse, woo holes
Medim g1 Beef BORAX Qream, 481 ———4 @ Mouse; tin, 5 hol Roles
Nucos, 11 ST R R BOERS 1 1w pacyeser 3 —" " & e 18
ucoa, . 14% eavy. 65.1 : — 14, 1 lb. pack Mouse,
Hol —_— Polarine " : p ages_3 35 Gloss spring__
iday. 11 12% "I:'Irar&mlgslon Oll’—gg% Beef -- i6 é% ]E’% %ZZ %g%iﬁaa%%ss ﬁ‘é? ﬁ;gg ‘112 % I|B plﬁgs 3% Tub B
i . n oz. cans, doz. B I ' s. 21 ubs
Wikson & Ce%s Brands  Finol' 8 or. cans. doz. %33 58 CLEANSERS Argo, 8 5 Ib. ppgsg 24% Large Galvanized g7
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memonal Day

A Pledge of Good Citizenship

Business and social duties demand so much time and
energy that civic duties often are neglected if not evaded.
Yet no good citizen will disclaim his political responsibili-
ties, though he may confess his civic shortcomings.

Each year in observance of Memorial Day critical
events in America’s history are recalled. Hardships of
pioneers and sacrifices of patriots are recited, their services
commemorated and indebtedness to them acknowledged.
There is much of sentiment in this observance, but it has
practical implications also.

The liberty enjoyed by all to-day has been won by the
efforts and sacrifices of a long succession of patriots. That
liberty can be perpetuated and made secure only by the
similar devotion of patriots of each succeeding generation.
The individual citizen who neglects his civic duties opens
the door to the infringement of his rights.

Specific reference need not be made here to recently
exposed facts evidencing gross civic laxity. Spasmodic
uprisings, however, it is to be observed, do not produce the
results that are achieved by constant civic fidelity. All
citizens must take upon themselves the duty to guard
against every threat upon their liberty. Recalling on
Memorial day the services and sacrifices of patriots of the
past, citizens of the present ought to pledge themselves to
protect their heritage by such a performance of civic duty
as shall insure honesty in government and make liberty
secure.

May 27, 1931
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Bridging the (Gap Between Cash and
Credit.
(Corttinued front page 21)
carry prices, and in the end find that
they are holding the Ibag.

A good many dealers with whom |
have talked on this stibject, while they
have had some few unpleasant experi-
ences, know that their methods are
just and that in the end the system
wins.

The important thing is to present
this extra charge tactfully, and always
offer the customer the privilege of
getting bottom prices <n the cash-and-
carry basis.

There can be no question but that
the average meat dealer can greatly
increase his business if he broadens
out into both fi'dlds. And with volume
he can give more for the money than
the other fellow and thus hold: his
trade.

Automatically, charge delivery prices
are within control of the store. Most,
though not all lby any means, Of the
charge delivery orders come in over
the phone. Such customers do not see
price tickets and do not know the
prices on ifresh meats and Tish for the
day. But a good many dealers feel
that it is necessary to let the customer
know that he or she is actually paying
more than the cash-and-Carry as>
tOmers.  Otherwise, a mark-up for
Change delivery service may appear to
be irregular and unfair.

In one case that came to attention,
the retailer put a phone girl to work
soliciting the better class homes where
charge delivery meat purchasin gis the
rule. It was made very plain that:

1 The large volume OF cash-and-
carry sales permits better meat at
lower prices.

2. That the charge delivery service
is offered for “sale.”

3. That items for which cash is paid
and which are carried home ‘will be
sold to charge customers at ticket
prices.

A large percentage of fresh meat
dealers have gone too strong on cash-
and-carry, possibly influenced by the
chain grocers and others. They have
found that a lot of good business has
been overlooked among those families
which are (willing and able to pay for
a charge account delivery service.

H. Frommes.

Uncle Same as a Bum Speculator.
((Continued from page 20)
that sales made by phone by his several
highly skilled girl operators cost 1
to 1Yi per Cent., as against 6 per cent,
for aman solicitor.

This grocers girls’ sales range in
cost 4/5, 1)4 and 1)4 per cent. One
girl sells $6,000 per month against the
next best whose sales are $4,200. His
net on sales runs 5 per cent, in gro-
ceries, 6 per cent, in perishables and
delicatessen, 8 per cent, in health
goods and 12 per cent, in another de-
partment. He uses different colored
sates slips in various departments:
pink for meat, 'white for groceries, etc.
A strong feature of his system is in-
sistence that order must be so written
that (there can ibe no question as to
their meaning.

Can the average common run of gro-
cers learn anything from such Imen?
Yes, they can learn this at least: that
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those grocers are alwayslup and doing
with their heads as well as their bodies.
Also that those men think and plan
every day in every way to make their
business better. In that way—on that
basis—those who to-day are small to-
morrow are big. Paul Findlay.

Questions and Answers of Interest To
Grocers.

1 Question: Did Dolly Madison in-
vent ice cream?

Answer: To Dolly Madison, wife of
a President of the United States, is
sometimes given the credit for invent-
ing ice cream. It is further asserted
that it was another woman, Nancy
Johnson, wife of a young naval officer,
who invented the ice cream freezer.

2. Question: How much food does
one person eat in a year?

Answer: It is computed that 1,355
pounds of food are consumed during
one year by each adult in the United
States.

3. Question: Is coffee native to
Brazil?
Answer: It is not native to South

America. It is supposed to have grown
first in Abyssinia, although it was early
found in Arabia. Brazil, however, now
furnishes more than two-thirds of the
coffee consumed in the world. As an
article of diet, it was unknown to the
Greeks and Romans—it was not in-
troduced into Europe until the Six-
teenth Century.

4. Question: What is the origin of
the word punch as applies to bev-
erages?

Answer: The vogue of mixing wine
or water, lemon juice, sugar, spice and
water was brought to England from
India and it seems to be named from
the Hindu word punch, meaning five,
refering to the usual number of in-
gredients.

5 Question: What tests should be
employed to determine whether or not
to buy or carry a commodity in a gro-
cery store?

Answer: A good test to determine
the advisability of buying or carrying
any commodity in a grocery stock is
in these three questions. Will it pro-
duce net profit? Will it bring new cus-
tomers? Will it better serve old cus-
tomers?

6. Question: Are there any people
who eat all their food raw?

Answer: At the present time it is
doubtful whether there are any people
who do not use some process of pre-
paring or cooking food. The extremely
far Northern Eskimos habitually eat
their meat in a raw state, other food
consisting entirely of uncooked fruit
or berries. But it has been found that
even these tribes occasionally thaw
out frozen meat through a partial pro-
cess of boiling.

7. Question: What is a “loss lead-
er?”

Answer: A “loss leader” is some item
advertised and sold at, near, or below
cost, for the purpose of attracting peo-
ple to the store and selling them other
more profitable merchandise.

8. Question: What kind of vinegar
should be used in horse radish?

Answer: It is essential that white
wine vinegar be used to keep horse
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radish white. Cider vinegar always
darkens it.

9. Question. Are castor beans poi-
sonous?

Answer: The castor oil plant is not
known to be poisonous, and although
the leaves are not relished by farm
animals, they are said to be used as
fodder for cattle in India. Castor beans,
however, contain a poisonous principle
and though harmless, when handled
may cause serious if not fatal effects
when eaten, especially in the case of
small children.

10. Question: What other fruit is
now being suggested to serve with
orange juice?

Answer: The juice of one-half of a
lemon is now being suggested for each
glass of orange juice to give a sharper
flavor and increase vitamin C content.
—Kentucky Grocer.

Retired After Thirty-eight Years.

Standish, May 26—Standish’s oldest
rocer, Fred V. Keller, has retired
rom active business, having sold his
half of the Keller & Martin store to
his partner, William iM 'Martin.  Mr.
Keller has been in business here since
November, 1893, Mr. Martin came
here from Bad Axe twenty-seven years
a?(_)_and d_urln'gI that time has "been
affiliated with Mr, Keller as a clerk or
partner for twenty-five years. The
store carrying the name of Keller has
-\—yB been "recognized as a leading
grocery and jt is a tribute to Mr. Keller
in the first instance and later to both
Mr Keller and 'Mr. Martin that their
stores have always been leaders. Mr.
Martin will continue the same general
business policies of the store of the
past and will endeavor to carry on the
good name of the place indefinitely. It
will jbe known under the name of
William H. Martin Grocery.  Mr.
Keller had spent five years inthe gro-
cery business prior to his> coming to
Standish.

It was back in 1893 when Fred V.
Keller c*me to Standish, never to
leave it as a dwelling or business
place after he settled here. He was
sent here by the James 'Stewart iCom-
pany to sell groceries to clear up the
debts due the compaug from a firm
known as the Kelly Son grocery.
This store was located in about the
same sped as the present store is, but
as a part of the old Sherman bJock. In
1894 he moved from there into the
Bl'umenthal block where the Ireland
Auto Co. used car ,shed is_now located.
He remained there u~*il forced to
move by fire on a cold 'February morn-
ing in 1906. Three hours afterthe fire
he had made a deal with John Rankin
to take over his grocery which ,was lo-
cated _in the same building as the
Standish Baking Co. is in. In 1904 M.
Keller had taken William Amslbury, of
Alma, as his partner and his partner-
ship remained in force for nine years,
when Mr. Amsbury returned to Alma.
It was in 1906 that Mr. Keller moved
into the present store building. He
has been there ever since.

Mr. Keller did not have a partner
from the time that Mr. Amsbury left
Standish until 1917 when William H.
Martin bought a half interest in this
groce_ry business.  Mr. Martin had
een in the employ of his partner as a
clerk for several years. He had spent

Do You Wish To Sell Out!
CASH FOR YOUR STOCK,
Fixtures or Plants of every
description.

ABE DEMBIN8KY

Auctioneer and Liquidator
734 So. Jefferson Are., Saginaw, Mich
Phone Federal 1944.
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two' years as a clerk for Francis &
McRae ﬁrlor to his entry in the_Kgller
store. He received most of his gro-
cery training under Mr. Keller.

Hides and Pelts.

Green. No. 1
Green, No. 2
Cured. No. 1
Cured, No. 2
Calfskin, Green,
Calfskin, Green,
Calfskin, Cured,
Calfskin, Cured,

Horse, No. 1 2.00
Horse. No. 2 1.00
Pelts
Sheep 10@40
Shearlings 5@10
Tallow.

Prime 05%
No. 1 04

No. 2 03
—Wool.
Unwashed, medium <D
Unwashed, rejects-------------mmmmmmmmmmmmeen 15
Unwashed, fine __ @15
Life is a fight. Millions fail. Only

the strong win. Failure is worse than
death. Man’s internal strength is
created by watching circumstances like
a hawk, meeting her every spring stiff
and straight, laughing at her pitfalls—
which in the beginning of life are ex-
cess, excess, and always excess, and all
manner of dishonor. Strength is creat-
ed by adversity, by trying to win first
the small battles of life, then the great,
by casting out fear, by training the
mind to rule in all things—the heart,
the passions, the impulses, which, if
indulged in, make the brain the slave
instead of the master. Success, for
which alone man lives, if he be honest
with himself, comes to those who are
strong.

Business Wants Department

Advertisements inserted under this head
for five cents a word the first Insertion
and four cents a word for each subse-
quent continuous insertion. If set in
capital letters, double price. No charge
less than 50 cents. Small display adver-
tisements .in this department,” 94 per
inch. Payment with order Is required, as
amounts are too small to open accounts.

FOR SALE—Going meat market, fix-
tures and) building. Cash deal, ol $6,500.
Bargain ‘at that price. Reply 815 Pine
Ave,, Muskegon, Mich. 418

FOR SALE CHEAP—FULLY EQUIP-
PED MEAT MARKET. Next to A. & P

store. Doing FINE BUSINESS. Box 56,
Walled Lake, Mioh. 419
For Sale—New log cabin. Log garage.

Outboard motor boat.
Lake,
Eaton

All new furnished.
W ater front lot 90 x 100,
Manistee county.
Rapids. Mich.
For Sale—Meat market and grocery
doing a good business, town 3,000. Rent
$35. ~ Frigidaire, electric slicer, register,
etc. Guaranteed money maker. Address
No. 416, c/o Michigan” Tradesman. 416
WANTED—GROCERY STORE in good
town of 1,500 or MORE. W rite fully, giving
terms, location, and business_done. Ad-
dress No. 417, c/o Michigan Tradesman.
417

, Bear
Brunk,

FOR RENT—Up-to-date store building
47 x 80, all in one room. Best location
for general store or dr&/ goods, clothing,
shoes. Fully equipped cabinets, show
cases, counters, and tables. Electric light,
water, and_furnace. Located in center of
business district. Best store building in
town. Live merchant can do from $50.000
to $60,000 pewe_ar. Reasnable rent, with
good lease. rite or phone E. F. Blake,
Milddlevllle, Mich. 412

. FOR_RENT—Desirable new store build-
ing, either 40 x 80 or 20 x 80 feet. In
Hastings, Mich. Foundation completed,
will finish econstruction to suit satis-
factory renter. Dr. H. A. Adrounie, 309
West Court St., 'Hastings, Mich. Tele-
phone 2624. 413

IWILLBUY YOUR STORE
OUTRIGHT FOR CASH
No Stock of Merchandise Too
Large or Too Small
No Tricks or Catches—A Bona
Fide Cash Offer For Any Stock
of Merchandise
Phone—Write—Wire
L. LEVINSOHN

Saginaw, Michigan
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Gabby Gleanings From Grand Rapids.

Theodore Williams, county surveyor,
has demonstrated that he is as good
at landing brook trout as he is at land-
ing votes every two years. The net
result of his recent ‘fishing trip to the
Canadian Soo was a very happy sur-
prise to some of his friends.

IA preliminary tabulation of data
gathered in the Census of Distribution
indicates that wholesale trade in Grand
Rapids, exceeds $140,000,000 annually.
This total includes business done by
all concerns performing the wholesale
function. The volume of business done
by the 263 wholesalers proper in Grand
Rapids in 1929 amounted to $71,958,-
376. These wholesalers employed
2,569 men and women, paid them $5,-
053,663 in salaries and wages, and car-
ried stock at the close of 1929 with an
approximate cost value of $7,016,804.
In addition to the wholesalers proper,
there were 111 establishments in the
Grand1Rapids wholesale field, such as
manufacturers’ sales branches, and
bulk tank stations in the petroleum in-
dustry, etc., and “functional middle-
men,” such as brokers, selling agents,
etc., the operations of which are similar
to those of wholesalers. The total
volume of business transacted by those
establishments amounted to $68,063,487
in 1929, Those establishments gave
employment to 983 men and women,
paid them $2,040,039 in salaries and
wages, and carried stock at the close
of 1929 with an approximate cost value
of $2,913,032. The total volume of
business transacted by all establish-
ments in the Grand Rapids wholesale
field in 1929 amounted to $140,021,863.

An interesting exhibit to be seen at
the Grand Rapids furniture market in
June will be that of the Widdicomb
Furniture 'Co., who will show a new
group of furniture in modern design
planned as a living-dining-sleeping
room group. 'Gilbert Rohde is respons-
ible for the designs, which are to fill
the need of the modern dweller in one-
room apartments. The pieces, which
include a single daybed, a double day-
bed, a deep arm chair, a side chair,
a dining console table, a desk with ac-
commodations for radio, a utility desk,
a bookcase, an octagonal occasional
table, a round occasional table, a coffee
table, a small stand, a cellerette in the
form of an occasional table, are all
made of acacia finished in a natural
ground. This wood and finish were
chosen because of its conservative
quality. The designs of the furniture
are so simple that they may be com-
bined with other pieces in traditional
designs that are conservative. Es-
pecially interesting is the desk which
is so made that a radio chassis and
loud speaker can be placed in it. If
this is not desired, the desk is so plan-
ned that the compartments designed
for the radio may be used for other
purposes. The hinging of the doors
is new, so that the door covering the
radio compartment folds back flat, and
is completely out of the way.

Wm. F. Berner, (Lee & ICady) has
returned from Buffalo, where he at-
tended a general meeting of the repre-
sntatives of the Red and White Cor-
poration.  Delegates were present
from all parts of the country where
the company functions.

Julius R. Liebermann, who has con-
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ducted the Liebermann Trunk ICo., at

Saginaw, for more than forty years,

is in the city for a few days as a guest

of the Burleson sanitarium.

Perfect Balance Has Never Been
Realized.

Nothing of practical value came out
of the United States Chamber of Com-
merce’s deliberations on stabilization
of industry. The only idea advanced
was that business can forecast demand
and make production plans according-
ly. But it is precisely because business
is unable to look far into the future
that the Utopian condition of perfect
balance has never been realized. What
we need is not so much to be urged to
peer into vistas ahead as to be told how
to see what is there. This is not so
hopeless as it may seem even to those
who scoff at powers of divination. Al-
though prophecy is the most gratui-
tous form of error, as some witty
Frenchman has said, there is no rea-
son to assume that nothing on the
scroll of time can be read until the
record is unfolded. The blunders of
those who try to tell us what is com-
ing are due as a rule to their failure
to take note of the record as a guide
to the probable course of events. The
worst features of present depressed
conditions are traceable to the delusion
prevalent two years ago that we had
entered an era of freedom from the
lessons of experience. The kaiser’s
war proved that age was all wrong,
that youth, untrammeled by outworn
ideas, knew better how to keep us on
the straight, level road that leads al-
ways and only to Fortune. Made
wiser by indulgence in this sort of
transcendentalism, we are now plod-
ding along the more familiar paths, the
windings and ups and downs of which
we can make allowance for by our
knowledge of the devious ways over
which we have traveled. We shall
never go far toward stabilization until
we learn that excesses will always be
punished in the future as they have
been in the past. Most of the con-
structive work now being done recog-
nizes this immutable law and so gives
promise of setting up a foundation for
the sort of progress that is capable of
withstanding ordinary shocks.

Fewer Pickles This Year.

Fewer cucumbers for pickles will be
available this year. After the record
crop of last year the plantings of cu-
cumbers for pickles will be greatly re-
duced in 1931. Wisconsin farmers will
plant about 18 per cent, less acreage
of cucumbers this year thany they had
a year ago, according to the reports
received from growers. Wisconsin
ranks second in pickle production, and
last year harvested 17,500 acres as
compared with a probable acreage of
about 14,350 indicated by growers for
this year’s plantings. Last year for
the first time Wisconsin’s pickle pro-
duction reached 1,000,000 bushels. Pro-
duction for the United States this year
will be reduced even more than in
Wisconsin, according to the acreage
plans of growers. Last year the United
States grew nearly 110,000 acres of
cucumbers for pickles and this year’s
planting plans of growers indicate only
about 82,000 acres, a decrease of over
25 per cent. Michigan and Wisconsin
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are the leading producers of cucumbers
for pickles in the United States. These
two states together will probably grow
about 42 per cent, of the Nation’s
acreage this year. Michigan, the lead-
ing State, will apparently make an even
greater reduction in acreage than Wis-
consin or the country as a whole. The
Michigan growers indicate that they
will cut their acreage about 28 per
cent. The acreage reduction is largely
caused by the big crop of last year, and
there are considerable quantities of
pickles being carried over. Some pickle
stations in Wisconsin are reported as
not planning to operate at all in 1931
due to the large carry over from the
immense crop of 1930.

New Food Testing Machine.

Chemists of the United States De-
partment of Agriculture have made
a new laboratory device to measure
the tenderness and texture of some
canned vegetables and fruits. It tests
these products niore accurately and
more impersonally than the expert
grader can consistently judge them.

Officials of the Federal Food and
Drug Administration will use this new
instrument to determine whether can-
ned vegetables and fruits conform in
tenderness and texture qualities estab-
lished by the Federal food law. It
measures the force necessary to crush
a pear or puncture a fruit, and enables
one to compare the resistance with
that of a standard sample. Repeatedly,
this instrument has rendered the same
judgment as have expert graders.

The inventors, Victor B. Bonney,
Paul A. Clifford, and Henry A. Lepper,
designed the instrument so that it
would apply the pressure in identically
the same way to all samples of a given
product. The operator pours a stream
of mercury into a flask at the top of a
vertical plunger, thus increasing the
weight until the plunger crushes or
punctures the sample beneath. A gage
records the movement of the plunger
and sounds a buzzer when the sample
has been properly tested. The weight
of the mercury shows the pressure
necessary to crush or pierce the sample
and gives a comparison of its tender-
ness with that of the standard.

Great Victory For Progress.

While I am not prepared to
comment on this decision in the
Indiana case from a legal stand-
point, | certainly regard it as a
great victory for progress, and for
the people of this Nation. | be-
lieve it is bound to have tremen-
dous influence. It will not only be
of direct benefit to the small, in-
dependent business concerns of
the country, in their struggle
against the monopolistic tenden-
cies of great corporations, but it
will, in a way, set the course for
future legislation. It shows that
the Supreme Court has taken a
new attitude toward the Four-
teenth Amendment, which has
been the chief bulwark of big busi-
ness. It will be less difficult to
secure laws to curb the predatory
policies of some concerns. It will,
| think, help us pass the Capper-
Kelly fair trade bill. All of us who
believe in a fair Held and a square
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deal for the small merchant and

business man, should feel greatly

encouraged by this decision.
Arthur Capper, U. S. Senator.

Premium Flashlight Fake.

A new trade stimulation scheme is
now being offered merchants in this
territory lby salesmen for an Eastern
concern seeking to sell batteries.

Enquiries have been received by the
Bureau regarding this plan whereby
the merchant buys several thousand
coupons to give to customers on each
25c purchase. These coupons are to
be redeemed when sent in by the cus-
tomer who in turn, receives free a
flashlight and battery.

However, the contract does not
clearly specify the number of batteries
which go with the flashlight and only
on the 'back of the coupons given out
is the information that enough tickets
must be turned in to obtain delivery of
a flashlight and ten cells at the same
time.

This would mean that the customer
must send in 550 coupons. At 25c a
coupon the customer would be forced
to spend $137.50 in order to get enough
coupons to obtain a flashlight and ten
cells free. The flashlights in question
require but two cells.

Corporations Wound Up.
The following Michigan corporations
have recently filed notices of dissolu-
tion with the Secretary of State:

Acme Business Equipment Co., Detroit
Liberty Motor Freight Co., Detroit.
‘Clark ‘Coffee 'Co., Saginaw.

WteII.i{\g Mortgage Realty Co., De-

roit.

Northwest Business Service, Inc., Es-
canaba._ ] )

Cream City Wreoking Co., Detroit.

General Smelting & Refining Co., De-

troit.
Arnold & Harrison Co., Port Huron.
Kerr Detroit Letter Co.,, Detroit.
Budd Hat Stores, Inc., Detroit.
Crescent Gravel Co., Reed City.
Edward Ryan Co., Calumet.
Walker Réalty Co., Detroit.
Maul-N~chtigal Co., Detroit.
George W. Erwin, Inc., Birmingham.
D. Connelly Boiler Co., Detroit.”
Lasky Jewelry Stores, Inc., Detroit.

When Not To Cash Them.

Never cash a cheek for strangers. It
is better to lose a small sale now and
then than, to take chances cashing
checks for persons unknown to you.
Never accept a check because it looks
business-like. Crooks are now counter-
feiting checks of well-known concerns.
Never assume that a bank certification
stamp makes a check safe. These
certifications are being counterfeited
by crooks. In short, dont cash a
check unless you 'know the man or
woman who presents it.

Albion—R. N. Burlingame, druggist,
charged with arson in connection with
a fire at his store April 22, was ar-
rested May 18 and arraigned before
Justice Harold B. Weeks. He demand-
ed an examination, and in default of
bond of $7,000 was taken to the county
jail at Marshall.

Work that you rush at the expense
of accuracy costs you more in correc-
tions and doing it over than you save
in speed.

Jugs an$l race horses should be well
handled.



