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J U S T  F O R  T O - D A Y ’
It is difficult for us to plan with any expectation or realization for to-m orrow, 

next week or next year. There are so m any unexpected things which may 
arise, and  so m any readjustm ents tha t have been m ade, so JU ST FO R  T O 
D A Y  let us pu t into it som ething of joy and rad iated  happiness that will give 
an evidence of w hat w e m ean by  “ love” .

A nd JU ST FO R  TO -D A Y  let us begin a t hom e, and through some w ord 
of affection, a smile, a p leasant incident, or a fond caress, leave an impression 
that cannot be erased.

JU ST FO R  TO -D A Y  let us pick out som e person, who will come within 
our purview, who is the em bodim ent of depression, who has lost hope and can 
see nothing w orth while living for, and let us exercise ourselves to change the 
trend of his m ind, and  by  carrying to him  a b it of sunshine have him see that 
after all this is a p re tty  good w orld and has a w onderful lo t of things that 
com e into our lives which sweeten and  brighten them , and do not cost any
thing. T he opportunity  for this will surely com e to every one of us this 
very  day.

JU ST FO R  TO -D A Y  let us take that nickel out of the right-hand trousers 
pocket and put it into the left-hand pocket, and say to it, “ I am  trying to 
m ake you especially useful to -day ,” and through some little purchase, or gift, 
or other m ethod brighten the nickel as it leaves your possession, brighten 
som ebody’s life, and add  a little sweetness to your own day ’s transactions.

JU ST F O R  TO -D A Y  let us recall an old hym n that we love and repeat it 
to ourselves, and, if it will no t disturb anybody, let us hum  the tune (or 
whistle it) which accom panies the hymn, and  which has connected with it 
sweet rem em brances. It will add  som ething w orth while to the day ’s adven
tures.

JU ST FO R  TO -D A Y  let us read something w orth while. It m ay be only 
a verse, or som ething that will start us to thinking, and thinking hard. This 
will do us good, and  m ake us m ore fit to overcom e.

JU ST FO R  TO -D A Y  w herever business m ay take us, let us have in our 
m ind the responsibility of carrying a little sunshine into som ebody’s life. 
The exercise of thought in connection with trying to do this will add  to the 
value of the day ’s living.

JU ST F O R  TO -D A Y  let us take five or ten minutes in com plete relaxation, 
forgetting worries, responsibilities and everything which is compelling, and 
with a limp bod y  and a m ind com pletely at ease, get the value of a few 
m om ents of com plete rest.

JU ST FO R  TO -D A Y  let us look about us and see that this w orld is not so 
bad  as some w ould like to m ake it, although, w hether good or bad, depending 
on how  w e take it. Really there are so m any w onderfully beautiful things 
about us that will sweeten and beautify  our lives tha t we must not neglect the 
delightful opportunities that are given to us to appreciate how much there is 
in life w orth while.

JU ST FO R  TO -D A Y  we know that G od is in his H eaven and all is well 
with .the w orld if our attitude accords with the divine purpose.

Charles W. Garfield.

*T alk  to  th e  B a n k  O fficers  a n d  M an a g e rs  of th e  G ra n d  R ap id s  S a v in g s  B an k , 
W ed n e sd ay , A ug. 3.
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A NEW STAR JOINS AN ALL-STAR CAST

Overnight, Grape-Nuts Flakes becomes 
one of the biggest hits in cereal history!

R i g  HT NOW — in th e  heart o f the  
ready-to-eat cereal season—General Foods 
offers every grocer the most amazingly 
successful new cereal ever put on the mar
ket—Grape-Nuts F lakes!—a brand-new 
form of Grape-Nuts.

Introduced in test territory after test 
territory, Grape-Nuts F lakes  has not 
only proven to be a quick seller, but a 
wonderful rep ea te r  as well!

Here’s a real winner, bearing an estab
lished, well-known name, to speed up your 
summer cereal business—to increase your 
summer cereal profits! Hundreds of news
papers are telling the world about the 
marvelous new taste-thrill in Grape-Nuts

F lakes ... Start riding this wave of success 
right now. Get y o u r  share of these profits. 
If you haven’t  already stocked Grape-Nuts 
F lakes, don’t wait another day!

In  a d d it io n  to  th e  tr em en d o u s  
G rape-N uts F la k e s  advertising cam 
paign now in full swing, other striking

advertising campaigns are lending you a 
helping hand in selling  G rap e-N u ts, 
Post’s Bran Flakes, Whole Bran, and 
Post Toasties.

Display these star sellers in the window, 
on the counter, on the floor. Then watch 
them shine! And watch your profits grow!

A S K  THE G E N E R A L  F O O D S  S A L E S M A N
for help in staging special sales—for help in building displays 

and for suggestions on merchandising and advertising
PR IN C IPA L  PRO D U CTS D IST R IB U T E D  BY G EN ERA L FOODS SALES COM PANY, IN C . 
Postum Cereal, In stan t Postum , G rape-Nuts, Grape-Nuts Flakes, Post Toasties, Post’s Bran Flakes, 
Whole Bran, Diamond C rystal Salt, Jell-O, Log Cabin Syrup, M inute Tapioca, W alter B aker’s Cocoa! 
W alter B aker’s Chocolate, Maxwell House Coffee and Tea, Franklin B aker’s Coconut, Sanka Coffee, 

Certo, Calum et Baking Powder, Swans Down Cake Flour, La France, Satina.
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GOOD, FA IT H FU L  SERVANT.

State Treasurer Lawrence in Field 
For Re-election.

Perhaps the “question- before the 
house” is one of unusual interest. P er
haps it has been handled through all 
stages of vehement argum ent to 
acrimonious debate, even to the verge 
of interchange of unpleasant personal
ities. The danger line reached, one 
man—usually he is located in an in
conspicuous place in the council cham
b e r - r is e s  to his feet, is recognized 
and enters calmly bu t vigorously the 
list of the debaters.

The effect upon the surcharged at
mosphere is immediate, electrical. 
Raucous voices are hushed, Heaven’s 
first law succeeds disorder, the mem
bers lean eagerly upon his words. 
Quietly he offers an explanatory in
terpretation of the question in a few 
incisive words that clear the atm os
phere as have none of those of the 
previous speakers. The chances are 
that he is, although he may not be, 
beter posted generally upon the dif
ferent angles of the problem under 
consideration than are others of the 
members, but his influence upon them 
and upon the legislation is paramount, 
decisively effective. His argum ent 
may be inherently no stronger, his 
eloquence less dramatic, than that of 
his predecessors, yet his words pre
vail as against those of the numbers 
who have preceded him.

A unit only among a number, with 
no apparent advantages in his rea
soning, an explanation of the cause of 
the outcome must 'be sought beneath 
the surface. I t is found in his recog
nized personality and further analysis 
finds the phase of tha t personality 
which tends to force and effectiveness 
—the dominating phase of actual sin
cerity.

The assertion, usually uncontradict
ed, has long been made and as long 
has been accepted as true that no other 
argum ent is as strong as ridicule. 
Granting that the assertion is in part 
true, is is so only within limitations;

ridicule is but ephemerally effective. 
Two generations ago upon a popular 
candidate for the presidency were con
centrated the shafts, pictorial and lit
erary, of the contemporary most fin
ished masters of ridicule and sarcasm, 
yet but for the eleventh hour contre
temps of a mentally unbalanced cler
gyman the candidate would have 
triumphed overwhelmingly. Ridicule 
will turn the tide of popular decision 
for the time being; sincerity, recognized 
as an infinitely greater force, will re
verse its effects. Consciously or un
consciously, men of all grades of men
tality or morality, from the least en
lightened and the least cultivated to 
their antitheses, recognize the force of 
sincerity and find nothing to nullify it 
permanently.

Civilization will hail riches, prowess, 
honors, popularity, but it will bow 
humbly to sincerity in its fellows. The 
exponent of known sincerity, of great 
singleness of purpose, has his exempli
fication in all bodies of men; he is 
found in every association and to him 
defer its highest officers. Such an ex
emplar, whose daily life and whole life 
work have been dominated as their 
most conspicuous characteristic by sin
cerity, is the subject of this biography. 
But not alone in sincerity does Mr. 
Lawrence reflect the sturdiness and 
stalwartness of his New England an
cestors, for he embodies every quality 
that enables those who know him best 
to call him a man in the truest sense.

H oward C. Lawrence was born on a 
farm in Sebewa township, Ionia 
county, Aug. 14, 1890. His father s 
antecedents were Yankee, although he 
was born in New York. His m other’s 
antecedents were English and Ger
man. He attended the country school 
nearest his home, completing his edu
cation in the high school at Lake 
Odessa in the spring of 1910. H e 
taught in a country school near Lake 
Odessa for a year and in June, 1911, 
entered the employ of the Lake 
Odessa State Savings Bank as book
keeper. He was subsequently made 
teller and afterwards installed as as
sistant cashier. He was afterwards 
made cashier, next chosen vice- 
president and is now president. Ten 
years after he entered the bank he was 
induced by Hon. Fred W . Green to 
remove to Ionia to take the position 
of office superintendent of the Ypsi- 
lanti Reed Furniture Co. and private 
secretary to the head of the establish
ment. In  September, 1911, he became 
assistant secretary of the corporation. 
He was subsequently elected a director 
and is now secretary and treasurer. He 
continued as private secretary to Gov
ernor Green during the four years the 
latter served as Chief Executive at 
Lansing and two years ago he was 
elected State Treasurer, the duties of 
which he has discharged with great 
ability and faithfulness.

Mr. Lawrence is a director of Albion 
College. He is also chairman of the 
Republican State Central Committee.

Mr. Lawrence was married to Miss 
Clare Louise Luther, of Lowell, Lake 
Odessa, Paw Paw and other Michigan 
towns and cities. The reason for her 
many places of residence is that her 
father is a M ethodist clergyman. They 
have six children—'five boys and a 
daughter. The eldest son graduated 
from the Ionia high school in June 
and will enter the Michigan State Col
lege at E ast Lansing this fall. The 
family reside in their own home at 
Ionia during the cool season, spending 
the heated term in a summer cottage 
on L ong  Lake, a few miles N orth of 
Ionia.

Mr. Lawrence is a member of the 
Methodist church. He is a 32nd de
gree Mason, having originally joined 
the order at Lake Odessa. He is also 
a member of the Mystic Shrine of 
Grand Rapids and the Elks Lodge in 
Ionia. He has no other fraternal 
affiliations.

Although Mr. Lawrence is a mem
ber of the Ionia Country Club he does 
not play much golf. If all his friends 
say about him is true, the word “play” 
does not occupy a very im portant 
position in his vocabulary. If there 
is any weak spot in his character it is 
that he devotes himself altogether too 
closely to business and politics and 
gives little attention to outdoor sports 
and physical activities.

Mr. Lawrence has a pleasing per
sonality and makes and keeps friends 
with apparently little effort. This 
means, of- course, that he is loyal to 
his friends and faithful to those who 
trust him. He has made a great con
tribution in encouraging a higher 
standard of practice in American busi
ness and politics and interpreting that 
practice to the government and to the 
public. Rich in experience, wise in 
analyzing the trends of his time, clear 
in his conception of business obliga
tions and responsibilities and forceful 
in pressing home his convictions, he 
gives of himself without thought of 
reward other than the approval of a 
good conscience and presents an en
during example of achievement and 
sacrifice for others as a most precious 
heritage to those who live and work 
with him.

The State Treasury is the State 
Bank. The function that we think of 
first in connection with the work of the 
department is that of receiving and 
handling all of the State cash and mak
ing disbursements from the same on 
State warrants, together with the 
clerical detail that is connected there
with.

Act N. 256 P. A. 1917 provides for 
the deposit by insurance and surety 
companies of securities with the State 
Treasurer for the protection of policy

holders. Act No. 67 P. A. 1929 re
quires the deposit with the State 
Treasurer in trust of securities by 
trust companies for the protection of 
depositors. Act No. 306 P. A. 1921 
provides that securities may be de
posited with the State Treasurer in 
lieu of a surety bond by firms licensed 
to deal in steamship or railroad tickets. 
Surplus funds of the State Accident 
Board are handled by the State T reas
urer, and the details of their invest
ments are provided for in the T reas
urer. The Highway Bond Sinking 
Fund (Act 65 P. A. 1921), Soldier 
Bonus Sinking Fund (Act 1 Second 
Extra Session 1921), the W ar Loan 
Sinking Fund (Act 97 P. A. 1917), 
the State Fair Bond Sinking Fund 
(Act 275 P. A. 1927), the State Insur
ance Fund (Act 388 P. A. 1913), the 
Teachers Retirement Fund (A ct 5 P. 
A. 1929), all call for the investment of 
funds in securities under respective 
statutory provisions. The activity in 
connection with these investments 
centers around the State Treasury and 
the administration and custody of the 
securities is placed in the hands of the 
State Treasurer.

In addition, the State T reasurer is 
active on Administrative Board Com
mittees. He is chairman of the Finance 
Committee and is responsible for the 
Municipal Bond Division activities of 
the State. He supervises finance cor
porations, is a member of the Loan 
Board and is a member and chairman 
of the Public Debt Commission and 
the Bondholders’ Advisory Board.

The functions or services discussed 
in this biography are for the benefit of 
the State as a whole, assuming that 
any supervision that is given the 
municipalities within the State through 
the Municipal Bond Division or the 
Loan Board is for the benefit of the 
entire State. This is the case as these 
functions are intended to, and do, 
strengthen the credit standing of the 
municipalities within the State and 
their credit reflects directly upon the 
credit of the State as a whole.

The Treasury D epartm ent Investi
gation of Finance Corporations has as 
its executive head Howard C. Law 
rence, State Treasurer.

This department examines finance 
corporations operating within the 
State.

The department is created by Act 
No. 307 P. A. 1925.

The functions of this departm ent 
would be regarded as benefiting the 
State as a whole.

The expenditures on an encumbrance 
or accrual basis for the fiscal years 
ending as indicated are as follows:
June 30, 1930 _____________ $12,956.36
June 30, 1931 _____________  14,730.67
June 30, 1932 _____________  12,064.11

Like functions are not performed by 
any other department or division of 
government.
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There are three people on this pay
roll and one stenographer or secretary 
one-half of the time. T hey are all en
gaged in accounting, but not with re
lation to State money. There is no 
duplication of the work done by the 
Central Accounting Division.

Two of the employes of this depart
ment devote their time exclusively to 
wTork outside of the office investigat
ing and examining the corporations 
that are placed under the supervision 
of the department. Their post of duty 
is Lansing. I t  is doubtful if the same 
work could be done under any other 
division or departm ent with less time 
on the part of the inspectors or ex
aminers.

This departm ent depends entirely 
upon legislative appropriations for its 
expenditures. However, it is self- 
supporting in that a charge is made 
to  the Finance Corporations for the 
examination, the revenue for which is 
turned into the general fund.

The Bondholders’ Advisory Board is 
composed of three members, as fol
lows:

Howard C. Lawrence, State T reas
urer, chairman.

Paul W . Voorhies, A ttorney General
R. E. Reichert, State Banking Com

missioner.
This division was established to ren

der a special service to real estate 
bondholders whose investments have 
suffered in recent months and are now 
in distress or in default.

This division was created by Act 
No. 37 Special Session 1932.

The services provided are limited to 
holders of real estate bonds in or near 
default. There are no inspection ser
vices that would duplicate the activi
ties of any other department. The 
nearest approach would be the field 
men of the Securities Commission. 
The staff of this Bond H olders’ Ad
visory Board includes two 'field men 
whose time is fully occupied in pro
curing reports for the division. Their 
post of duty is Detroit, inasmuch as 
practically all of their work is in that 
part of the State, and in that way the 
State does not bear their personal ex
penses while they are working there.

The division depends entirely upon 
legislative appropriations.

The Public Debt Commission con
sists of the following mem bers:

Howard C. Lawrence, State T reas
urer, chairman.

Paul W . Voorhies, A ttorney General
O. B. Fuller, Auditor General.
This division is called upon to ap

prove or disapprove proposals for the 
refunding of municipal indebtedness 
of the municipalities within the State 
where payment of the same according 
to the terms of the original loan is not 
possible.

This division was created by Act. 
No. 13, Special Session 1932.

The functions of this division can be 
regarded as being for the benefit of the 
State as a whole inasmuch as it is 
created to assist in maintaining to the 
greatest possible extent the credit of 
the municipalities within the State.

There is no duplication or over
lapping with any other governmental 
subdivision.

The division depends entirely upon 
legislative appropriations.

I t w’ill be seen from the above de
scription of the duties devolving upon 
the State T reasurer that his time is 
fully employed on some of the most 
im portant functions in the State gov
ernment. T hat the present incumbent 
does his work well and should be re 
tained in office as long as he wishes 
to remain goes w ithout saying.

Cites Big Loss Caused By Drop in 
Salesmen.

More than $2,000,000,000 annually 
has been taken out of circulation 
through the enforced idleness of 650,- 
000 traveling salesmen, Fred M. Lewis, 
former vice-president of the National 
Council of Traveling Salesmen’s Asso
ciations and one-time president of the

Textile T ravelers’ Association, recently 
stated. A change in buying tactics on 
the part of retailers and a movement 
among producers to re-employ travel
ers in marketing merchandise, he said, 
would be a m ajor factor in reviving 
trade throughout the country.

“The idleness of salesmen and loss 
of millions in revenue for railroads, 
hotels and others.” Mr. Lewis con
tinued, “is not a result of the depres
sion, although it may well have been 
one of the causes. Group buying on 
the part of stores and retailers’ belief 
that they could save the 10 per cent, 
selling cost in the price of the goods 
they purchased by sending their buyers 
into the m arket to order, forced pro
ducers to drop their traveling sales
men.

“W hen it is remembered that the 
average commercial traveler spends

$125 a week while on the road and is 
traveling a minimum of five months 
in the year, it can be seen that a drop 
from 800,000 to 150,000 in the number 
of travelers since 1920 was a serious 
detrim ent to business. In cities such 
as Cleveland, during the heyday of the 
traveling salesmen there was an aver
age of 500 to 600 salesmen in the city 
every day in the year. W ith  each 
salesman spending a minimum of $10 
each every day, it can be seen that at 
least $35,000 a week formerly collected 
by hotel owners, theater and restaurant 
proprietors and m erchants has been 
lost. At the present time scarcely a 
dozen traveling salesmen can be found 
in Cleveland each day.

“The same state of affairs exists 
every day in cities throughout the 
country. If retailers benefited by their 
new buying tactics there might be an 
excuse for the loss, but the 10 per cent, 
they save in the purchase price of their 
merchandise is dissipated in price-cut
ting competition with other stores, 
while manufacturers, pressed for lower 
and lower prices, are finding it in
creasingly difficult to make ends meet. 
So far as the salesmen see, nobody 
has gained by the new merchandising 
policies which deprived thousands of 
skilled salesmen of an opportunity to 
make a living.”

Maybe rich men just seem fewer, 
Mr. Schwab, because the property is 
in the wife’s name.

The w orst sign of the times is the 
sighin’ of the times.

DETR O IT DOINGS.

Late Business News From Michigan’s 
Metropolis.

If anything materializes out of the 
numerous rum ors of mergers in the 
automotive industry, the general pub
lic will be no more surprised than De
troit motor executives. They give little 
credence to any of the widely predict
ed amalgamations. I t is granted that 
there exists the possibility that some 
of the smaller m anufacturing units 
may merge, but any corporate alliance 
of large companies is regarded as ex
tremely improbable.

W ith production at all of the pas
senger car plants proceeding at the 
usual dragging pace of August, there 
are many evidences of activity in en
gineering departments. Not the least 
significant of these is that which finds 
the outlying precincts of D etroit com
paratively glutted with new “m ystery” 
model automobiles. These usually ap
pear in increasing numbers when pro
duction begins to taper off for the 
year.

Among the “m ystery” models of 
current interest are a number which 
support the prediction of many new 
offerings in the popular price class for 
1933. Big organizations are known to 
be behind some of these. In  fact, it is 
definitely reported that one of the 
largest units of the industry is casting 
about for a name for a car which is to 
be entered just below the $400 class. 
A few weeks ago, this same company 
was said to have stopped activity on 
this project, but the halt appears to 
have been only temporary.

A nother small-car enterprise that 
seems big with meaning is one that 
will bring back to a more favorable 
position than it now occupies a car that 
once ranked third1 in National sales.

T hat at least two big years await 
the automotive industry upon the re
turn of reasonable prosperity is clear
ly indicated in figures dealing with the 
ages of cars now in service. A huge 
replacement market is promised by the 
fact that nine million motor vehicles 
now registered are five years old, or 
older. Moreover, of the more than 
twenty-five million vehicles in use, 
thirteen millions were purchased in 
1928, or earlier. Analyzing these fig
ures on the basis of an average car 
life of seven years, sales executives see 
brighter prospects ahead.

The first week of the month has left 
no doubt that August production fig
ures are going to be low. Factories 
are proceeding on the policy of giving 
dealers ample opportunity to clean up 
floor stocks before the offerings for 
next year are introduced!.

Despite the marked deceleration in 
production activties, reports received 
from the field reveal that retail sales 
are holding up fairly well. Most of 
the sales are being made to meet im
peratively needed replacement of cars 
that simply will not perform  without 
elaborate and expensive repairs.

W e all talk continually of happiness, 
yet Edison said he never saw any
body who was happy. Being busy is 
a kind of happiness.

If you can’t honestly care for all the 
things a cultured person is expected 
to, why not confess?

Howard C. Lawrence, State Treasurer.
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I t  IS no secret that cake flour produces a 
much bigger profit for you than ordinary 
flour. The only question has been—how 
to sell more cake flour? Here’s the answer. 
General Foods has reduced the price on 
Swans Down. Grocers who have put a 
price of 25c on the nation’s most popular 
cake flour, find that more and more of 
their customers are now buying S w ans  
D ow n  Cake Flour.

These grocers have discovered that 
housewives who have never bought Swans 
Down before, welcome this new low price, 
and are buying it now. These grocers have 
discovered that women who have alw ays  
used Swans Down, now feel that they can 
use it in larger  quantities.

This sweeping price reduction on Swans

Down Cake Flour comes on top of record- 
breaking sales. For the past six months, 
grocers have sold more Swans Down than 
in any six months in history!

And m o re  good news! The announce
ment of this new popular price is being 
backed by the biggest advertising cam
paign in Swans Down history. It’s the

biggest advertising campaign in the his
tory of a n y  cake flour!

Here’s one of the biggest sales oppor
tunities that ever came your way! Fea
ture Swans Down Cake Flour at the new 
popular price of 25c, r ig h t n ow ! And 
the result will be the biggest flour profit 
in the history of your store!

A S K  THE G E N E R A L  F O O D S  S A L E S M A N
for help in staging special sales—for help in building displays 

and for suggestions on merchandising and advertising
PR IN C IPA L PRODUCTS D IST R IB U T ED  BY GEN ERA L FOODS SALES COMPANY, INC. 
Postum Cereal, In stan t Postum, Grape-Nuts, Grape-Nuts Flakes, Post Toasties, Post’s Bran Flakes, 
Whole Bran, Diamond Crystal Salt, Jell-O, Log Cabin Syrup, M inute Tapioca, W alter Baker’s Cocoa, 
W alter Baker’s Chocolate, Maxwell House Coffee and Tea, Franklin Baker s Coconut, Sanka Coffee, 

Certo, Calumet Baking Powder, Swans Down Cake Flour, La France, Satina.

Lowest 
to sol

price io 18 years makes it possible for yoo 
th is  h ig h -p ro fit  flour to every custom er!
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M O V EM EN TS OF M ERCHANTS.

Fife Lake—Mrs. R. B arrett suc
ceeds W illiam O. G arrett in the hotel 
business.

Flatrock—The Flackrock State Sav
ings Bank, which closed July 1, 1931, 
has been opened under a m oratorium  
plan.

Sagola—Fire in the yards of the 
Sawyer-Goodman Lum ber Co. destroy
ed 20,000,000 feet of lumber valued at 
$500,000.

Pontiac—M acauley’s Inc., 5 South 
Saginaw street, dealer in books, sta
tionery, etc., has changed its name to 
the Pontiac Stationery Co.

D ertoit—P eter’s Uniform & Sport 
Apparel Co., 1228 Griswold avenue, has 
been organized with a capital stock of 
$5,000, all subscribed and paid in.

Flint—Lippincott T ruck Sales, Inc., 
1410 N orth Saginaw street, has been 
organized to sell m otor trucks and 
parts with a capital stock of $4.000, all 
subscribed and paid in.

Tekonsha—The F irst State Bank of 
Tekonsha, which closed Jan. 16, has 
been reorganized with a capital stock 
of $30,000 and reopened for business. 
I t was founded in 1877.

D etroit—T he Aluminum & Brass 
Goods, Inc., 17131 Filer avenue, has 
been incorporated with a capital stock 
of $40,000, $8,500 of which has been 
subscribed and $2,000 paid in.

Battle Creek—T. Z. O ’Neill, form er
ly of D etroit, has engaged in the drug 
business at the corner of Meachem 
avenue and W est Goguac street under 
the style of the Meachem D rug Store.

Flat Rock—The George W . Bunte 
Co. has been organized to deal in gen
eral merchandise at wholesale and re
tail with a capital stock of $150,000, 
all of which has been subscribed and 
$93,700 paid in.

D etroit—F. R. Guibord, Inc., Room 
20, 7201 W est F ort street, has been 
organized to deal in fruits and vege
tables with a capital stock of $5,000, 
of which $1,500 has been subscribed 
and paid in.

D etroit — The W ise Shoe Co. of 
Michigan, Inc., c /o  Corporation T rust 
Co., Dime Bank building, has been 
organized with a capital stock of 100 
shares at $100 a share, $1,100 being 
subscribed and paid in.

Grand Rapids—The W aterfill Pen 
Corporation, Ass’n of Commerce 
building, has been organized to deal in 
fountain pens, pencils, etc., with a cap
ital stock of $5,000, of which $2,500 has 
been subscribed and paid in.

Grand Rapids — The Auto Fixit 
Shop, Inc., 40 Michigan street, N. W., 
has merged its business into a stock 
company under the same style with a 
capital stock of $5,000, $3,000 of which 
has been subscribed and paid in.

D etroit—Davidson Bros., Inc., 159 
W est Jefferson avenue, dealer in gen
eral merchandise, has merged the busi
ness into a stock company under the 
same style with a capital stock of 
$200,000. all subscribed and paid in.

D etroit—Mayson Stores, Inc., 1241 
W oodward avenue, has been organized 
to deal in ready-to-wear apparel for 
women and children, notions and cos
tume jewelry with a capital stock of 
$10,000, $1,000 of which has been sub
scribed and paid in.

D etroit—The Asam M otor Co., 801 
Industrial Bank building, has been in
corporated with a capitalization of 50,- 
000 shares of A voting stock, 50,000 
B sharing stock and 100,000 shares at 
$1 a share, of which $55,602 has been 
subscribed and paid in.

Battle Creek—John C. Cahill, tem 
porary receiver, is working on the dis
solution of the Battle Creek Surgical 
Supply & Supporter Corporation, an 
order for which was issued in Circuit 
Court by Judge Hatch, on petition of 
a majority of the directors.

Ionia—Nels A. Strand, who resigned 
his position as manager of the local 
Vauhn &• Ragsdale Co., Inc., depart
m ent store several weeks ago, has 
leased the store a t 325 W est Main 
street, and will open a modern shoe 
store August 12, under his own name.

Cheboygan—Max Levine, dealer in 
clothing for women and men, boots, 
shoes, etc., has merged the business 
into a stock company under the style 
of Levine & Co., Inc., with a capital 
stock of 5,000 shares at $1 a share, 
$1,000 of which has been subscribed 
and paid in.

D etroit — The D etroit Condiment 
Co., 1437 Clinton street, has decreased 
its capitalization from $30,000 to $5,000.

D etroit—The Malcomson Coal Co., 
14400 Livernois avenue, has changed 
its name to the Livernois Coal Co., 
with a capital stock of $5,000, all sub
scribed and paid in.

Edm ore—A carload of potatoes left 
here Aug. 4 for D etroit, establishing 
what the Edmore M arketing Associa
tion says is a new record for early 
shipments. This year’s initial shipping 
date is twelve days ahead of any other, 
it was announced officially. Prospects 
are for a good crop.

Lansing — Dale & Davidson have 
closed out their shoe stock and retired 
from trade by closing their store in 
the Strand Arcade. Earl O. Davidson 
has opened a shoe departm ent in the 
Style Shop of T he Seaman Co., Inc., 
116 W est Allegan street where he will 
continue featuring an exclusive line of 
footwear for women.

Manufacturing Matters.
Garden—Fire of undetermined orig

in destroyed the plant of P. E. Kam- 
pine, m anufacturer of cheese.

O tsego—The Excello M anufacturing 
Co., of Allegan, will remove its plant 
here and occupy the Allied Paper 
Company’s mill No. 2, which it re
cently leased.

Grand Rapids—The W ood Tile Cor
poration has been organized for the 
manufacture and sale of wood products 
with a capital stock of 4,500 shares 
at $10 a share, $15,000 being subscrib
ed and $1,000 paid in.

Sturgis — The W ilhelm Furniture 
Co., manufacturer, has decreased its 
capital stock from $150,000 to $75,000.

D etroit — The Jefferson-Eastlawn 
Apparel Co., 3005 Barium Tower, has 
changed its name to the D. J. Stanley 
Co.

D etroit—The Perfection Automotive 
Products Corporation, 1515 Barium 
Tower, manufacturer and dealer in 
parts for automotive vehicles, has been 
incorporated with a capital stock of

$5,000, of which amount $2,500 has 
been subscribed and paid in.

Fodder Crops Displacing Sorghum.
W hile the broom corns and some of 

the sorghums were introduced into the 
United States in early colonial times 
it was not until after 1850 that the 
sweet sorghums were brought to this 
country.

The first seed of this kind to be im
ported was from a Chinese strain 
which had been grown a year or two 
in France and then brought to our 
shores in 1853 and planted on Long 
Island. .In  1857 a number of South 
African varieties which had been 
grown in various parts of Europe for 
some five or six years previously were 
first distributed in Georgia and South 
Carolina. The African strains were 
known by a general native name of 
Imphee and in addition each variety 
had a native name.

Although partially utilized, the 
worth of these strains as forage plants 
was temporarily obscured by attem pts 
to produce sirup and sugar on a large 
scale. For the first twenty-five or 
thirty  years after arrival of the first 
seed this was the chief purpose of 
planting the crop. A quite extensive 
effort was made to make Kansas the 
sugar State of the North.

Larned, Great Bend, Sterling, H utch
inson, O ttaw a, F ort Scott, Topeka, 
Conway Springs, Douglass, Attica, 
Medicine Lodge, Meade, Arkalon, Lib
eral, Minneola, Ness City and doubt
less other towns of the State were sites 
for sugar factories in the 80’s. These 
plants made some sugar, lost consid
erable money and finally quit business. 
W hile some of this activity was of 
local nature a great deal of interest in 
the project was current in the United 
States at that time.

Federal appropriations aided in the 
construction and operation of plants at 
O ttaw a and F ort Scott. A State 
bounty of 2 cents a pound on Kansas- 
produced sugar was also authorized by 
the Legislature of 1887. The maximum 
which could be paid out in a given year 
under the original act was $15,000. 
This limit was extended to $40,000 by 
the 1889 session.

Some extensive expenditures were 
made for these sugar factories, prices 
ranging from $35,000 to as much as 
$90,000. Bounties paid by the State 
exceeded $80,000 and Federal funds 
expended within the State totaled as 
much or more.

Briefly told, however, the sugar hope 
failed to materialize and sweet sorg
hum crops became established in K an
sas on a seed, forage and molasses 
basis. Passing years have seen greatly 
decreased acreages devoted to sorg
hums for sirup and corresponding in
creases in the amount of land planted 
for forage or seed. In  1889 we had 
nearly 325,000 acres planted for sirup, 
the product being valued at over $2,- 
000,000. L ast season we had less than 
3,000 acres, worth approximately $171,- 
000.

H andling of livestock in more W est
ern parts of the State has caused a 
great increase in plantings for hay and 
fodder crops. The land so utilized in 
1920 exceeded 765,000 acres and several

times in later years yields from sweet 
sorghums in the State have been worth 
more than $10,000,000.

W . A. Atchison.

New Items at Curtain Show.
W ashable roller shades to retail at 

$1, m arquisette curtains specially 
decorated with animal and other fig
ures for children’s rooms to retail at 
$2.25 a pair and 'hand-painted roller 
shades to sell at 89 cents to $1, were 
among features of the New York Cur
tain and D rapery Style Show which 
opened this week at the H otel New 
Yorker. More than ninety manufac
turers of curtains, drapery hardware, 
furniture slip-overs, novelty pillows 
and drapes are participating in the 
exhibit, which will close Saturday. New 
curtain attachm ents offered included 
snap arrangem ents for adjusting over
drapes and special cord loops for at
taching curtains to rods. Buyer a t
tendance was heavy yesterday, but 
purchasing was confined to low price 
goods.

Doll Orders Now Gaining.
O rders for dolls in the market are 

now showing a pick-up, which is re
garded as the beginning of more active 
purchasing of late Fall and holiday 
needs. Staple and novelty character 
types, with considerable emphasis on 
items to retail at around $1, are being 
purchased. Selling actively in the nov
elty lines are a number of models of 
soft dolls of cleansable fabric, ap- 
pliqued in material which does not un
ravel and stuffed with kapok. One of 
these dolls is shown with eyes nearly 
closed, and is held to be a bed-time 
companion inducing sleep in children. 
Doll prices generally are firm, with 
many holding the view that prices are 
due for an advance shortly.

Sharp Advance in Rayon Buying.
A sharp improvement in demand has 

created a delivery problem among 
manufacturers supplying 100 denier 
rayon yarns. The yarn priced at 65c 
is in such demand among buyers that 
producers are asking for a delivery al
lowance of ten days from receipt of 
orders. O ther active numbers include 
the 150 and 300 denier yarns. M anu
facturers say th a t no advance in prices 
appear to be likely, as producers are 
convinced that the market will not ac
cept an increase unless the present 
spurt in buying continues for a suffi
cient length of time to prove tha t the 
improvement is on a perm anent basis.

Distress Stocks Seen Drying Up.
W hether or not the increasing firm

ness in a number of the prim ary m ar
kets results in the quick development 
of a sellers’ market, it will have the 
immediate effect of tending to dry up 
supplies of distress merchandise. In 
some lines, notably in textiles and some 
types of women’s apparel, distress 
goods are already at low ebb. In 
othe.rs, however, distress goods were 
said to be still a factor. It was held 
that elimination of the distress stocks 
would aid quality lines, although 
recognition was voiced that low prices 
in merchandise will continue im port
ant for some time to come.

Hopes—the only tie which keeps the 
heart from breaking.

4 *
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Essential Features of the Grocery 
Staples.

Sugar — Local jobbers hold cane 
granulated at 4 60c and beet granulated 
at 4.40c.

Tea—Demand for tea during the 
past week has shown an improvement. 
Prices have been steady on account of 
firmness in primary markets, but have 
not advanced as yet in this country. 
In primary markets India teas are 
higher and so are Javas. China teas 
are also bringing high prices in the 
country of production. Consumptive 
demand for tea continues good.

Coffee—The past week has brought 
a lull in the firm condition of Rio and 
Santos coffee, green and in a large 
way, which lhave been, advancing on 
account of revolutionary conditions in 
Brazil. During the week future Ro 
and Santos have declined somewhat on 
reports that the revolution is liable to 
be settled and Brazilian ports opened 
to export again. So far spot Rio and 
Santos, green and in a large way, have 
advanced from P e r  pound since
the movement began. Visible supply 
of coffee in this country is very much 
less than it was a year ago. Mild 
coffees have moved' up a fraction in 
sympathy with Brazils. Jobbing m ar
ket on roasted' coffee is steady to  firm 
on account of the green market.

Canned Fruits—-California peaches 
continue irregular with some spots and 
future quoted a little lower. Standard 
No. 2Vi tins are reported as offered 
for prom pt or deferred shipment at 
92^4c and choice at $1.02^, Coast. 
There is a little easier tone in the m ar
ket, in fruits generally, probably con
tributed to in some degree by liquida
tion of meat packers’ stocks. N orth
west berries continue very cheap, as 
regards spots, bu t packing in many 
items was sbarply curtailed during the 
present season, and the market ought 
to work higher on any improvement in 
buying.

Canned Vegetables — The major 
vegetables show no change. Peas con
tinue very firm, with W isconsin offer
ing no Alaskas under 90c and no 
sweets under 95c. New York State 
packers are maintaining firm price 
ideas, and the pack this season un
doubtedly is light. There will be a 
marked shortage of gallons, No. 1 tins 
and 8 ounce, it is indicated. Tom ato 
juice starts the season off by running 
away ahead of tomatoes, and showing 
remarkable staying power.

Canned Fish—The m arket for Alas
ka salmon was mudh upset during the 
week by naming of very low new 
prices on Alaska salmon. These prices 
have d isturbed. the trade a great deal 
and seem to be the result of friction 
among the packers. At these prices 
there certainly ought to be a huge de
mand for salmon this year. Later in 
the week some of the concerns nam
ing the low prices withdrew from  the 
market, but the trade are very much 
in the dark as to wbat it is all about. 
As the week closes the m arket for 
Alaska salmon is quiet. O ther tinned 
fish are in moderate demand at un
changed prices.

Dried Fruits—The dried fruit m ar
ket is quiet from the standpoint of 
buying. New and old crop apricots 
are offered at very attractive prices 
here. There is no single item that is

moving in volume sufficiently to firm 
up prices. Business is strictly on a 
hand-to-mouth basis, but prices seem 
to have reached the point where shad
ing is getting rarer. New crop raisins 
are still somewhat of a speculation. 
The feeling here is that a price of 3j^c 
on choice bulk Thompsons at Fresno 
is a bargain only on the possibility of 
the raisin pool being organized again. 
I t would be no particular bargain if 
the pool fails to sign up the necessary 
50 per cent, of its acreage before 
Aug. 20, and it is a price all packers 
can make as they are free to enter the 
field now for purchases. Prunes are 
unchanged. Certainly prices have 
reached levels now where not much 
more can be expected. The future de
pends on a lot of things, export busi
ness, a possible improvement in do
mestic economic conditions, and so 
forth. Under conditions such as have 
existed in this country for the past 
year, there would be little to expect, 
but a better fall business level would 
find prunes and other dried fruits very 
attractive because of the low prices at 
which they are selling.

Beans and Peas—Generally speaking 
the market for dried beans has con
tinued weak, dull and easy during the 
past Week, but California limas and 
blackeye peas have shown a little 
strength with small fractional advanc
es. T his is liable to be lost, however, 
at any moment.

Cheese—Cheese has had a firm 
week with prices tending upward. De
mand has been only fair.

N uts—Although tbe market here is 
generally quiet, prices on spot shelled 
walnuts are very firm, owing to light 
stocks here and withdrawals in France, 
where holders of shelled walnuts ex
pect to benefit by a higher market 
later. There is little activity in al
monds and filberts, although prices 
seem to be holding fairly well at pres
ent levels. The new walnut crop in 
France and Rumania are reported as 
so extensively damaged that little or 
no future business is being done, and 
Italian walnuts in the shell are held 
firmly for the same reason.

Rice—The market is reported as 
showing a firmer tendency in the 
South in sympathy with the stronger 
tendency in all grains. Advances of 
25c to 30c per bag are reported. There 
is a fairly good replacement demand 
here, but buyers are covering their re
quirements in a moderate way, because 
new crop rice will soon be available.

Salt Fish—Mackerel and other salt 
fish have continued' quiet during the 
past week. New catch of shore mack
erel in this country has been light so 
far and run to small fish. Some 
new fish from Ireland should be avail
able in this country before long. The 
future for mackerel appears to be firm, 
but demand at the moment is small.

Syrup and Molasses—Sugar syrup is 
still on an even keel. Demand is light 
but so is the supply, therefore the m ar
ket is steady. Compound syrup un
changed, light demand, steady prices. 
Molasses quiet and unchanged.

Tea may now be had in individual 
bags made of perforated cellophane. 
The bags are tasteless, perm it quick 
drawing, and won’t dissolve in hot 
water.

Review of the Produce Market.
Apples—50@75e per bu. for T rans

parents, Red Astrachans and Dutchess.
Bananas—4j4@5c per lb.
Beet Greens—50c per bu.
Blackberries—$2 per 16 qt. crate.
Butter—The market has showm a 

little strength since the last report, ad
vancing a small fraction during the 
week. Demand is pretty good and 
outside markets are reported strong. 
Jobbers hold plain wrapped prints at 
21c and 65 lb. tubs at 20c for extras.

Cabbage—40c per bu.
California Fruits—Peaches, 90c per 

box; Plums, $2 per box; Bartlett 
Pears, $2.25 per box.

Cantaloupes — Calif, stock sells as 
follows:
F lat ___________________________$1-35
Standards ---------------------------------2.50
Jumbos _________________________3.00
Indiana cantaloupes sell as follows:
F lats __________________________$ .75
S ta n d a rd s_______________________1-60
J u m b o s _________________________1-85
Mich. Osage fetch $1.75 for 12x12.

Carrots—25c per doz. bunches.
Cauliflower—$1.50 for box contain

ing 6@9.
Celery—Home grown 25@40c per 

bunch.
Cocoanuts—90c per doz. or $3.50 per 

bag.
Cucumbers—No. 1 home grown hot 

house, 60c per doz.; No. 2, $1.25 per 
bu.

Currants—Red or white, $1.25 per 
16 qt. crate.

Dried Beans—Michigan jobbers pay 
as follows for hand picked at shipping
station:
C. H. Pea from e le v a to r_______ $1.80
Pea from farmer ---------------------- 1.50
Light Red Kidney from farm er— 1.30 
Dark Red Kidney from farm er— 1.50

Eggs—Considerable of the receipts 
of fine fresh eggs have shown the ef
fect of hot weather, therefore the de
mand for best quality fine fresh eggs 
has been good at firm prices. There 
is quite a quantity of poor eggs about 
which are hard to move. Jobbers pay 
14c for 56 lb. crates and 15c for 57 and 
58 lb. Jobbers sell the candled eggs 
at 16c.

Grape F ruit — Florida commands 
$7@7.50.

Green Corn—12c per doz.
Green Onions—20c per doz.
Honey Dew Melons—$1.75@2 for 

crates of either 9 or 12.
Lettuce—In  good demand on the 

following basis:
Imperial Valley, 6s, per crate —$3.00 
Imperial Valley, 4s and 5s, crate 3.50 
Home grown leaf, per b u . --------  .50

Lemons—T he price has advanced 
$3.50 per box since a week ago. P res
ent quotations are as follows:
360 S u n k is t-----------------------------$9.00
300 Sunkist ____________________ 9.00
360 Red Ball --------------------------- 8.00
300 Red Ball --------------------------- 8.00

M ushrooms—40c per one lb. carton.
Oranges—Fancy Sunkist California 

Navels are now sold as follows:
126 ___________________________ $3.75
150 _____________________________3.75
176 _____________________________3.75
200 _____________________________3.75
216 _____________________________3.75
252 _____________________________3.75
288 _____________________________3.75
324 _____________________________3.75

New Beets—40c per doz. bunches.
Onions—Home grown, 65c per bu. 

for medium yellow.
Parsley—40c per doz. bunches.
Peaches — Yellow freestone from 

Georgia, $3 per bu.; home grown, $2 
per bu. for Rochesters, free stone and 
yellow.

Pears—Early varieties, 75c@$l.
Pickling Onions—85c per box of 20 

lb.
Pieplant—60c per bu. for home 

grown.
Plums—$1 per bu. for early varieties.
Potatoes—Home grown, 50c per bu.
Poultry—W ilson & Company pay as

follows:
Heavy fo w ls ____________________ 13c
Light fo w ls___________________ 10^c
D u c k s___________________________12c
Light Broilers, 2 lb s .____________ 12c
Rock Broilers, 2y2 lbs. u p ___ 15@17c

Radishes—10c per doz. bunches.
Spinach — 40c per bu. for home 

grown.
String Beans—75c@$l per bu.
Tomatoes—Outdoor grown, 30c per 

7 lb. basket; 40c for 10 lb. basket.
Veal Calves — W ilson & Company 

pay as follows:
F a n c y ---------------------------------- 6@8j^c
Good ----------------------------------------  6c
M ed iu m __________________________5c

W ax Beans—75c@$l per bu.
W atermelons—40@50c for Georgia.
W hortleberries—$2.25@2.50 per 16 

qt. crate.

Late City Changes.
C. H. H eskett has purchased the 

stock in the W arner stores at 1971 
South Division avenue and 351 Mich
igan street. H e will continue the busi
ness at both locations.

Mitchell Pollie has removed his gro
cery and meat stock from 458 Lyon 
street to 1591 Plainfield avenue.

Mrs. F. A. Quigley has engaged in 
the grocery business at the corner of 
Alpine avenue and Lamoreaux road. 
The Rademaker-Dooge Co. furnished 
the stock.

B. Van Pool & Son have opened a 
grocery store and meat market at 3022 
Coit road. This is the location formerly 
occupied by Greep & Rippens.

Announce Denim Price Advance.
The Cone Export and Commission 

Co. announced an advance of V2 Z in 
denim prices Monday to a basis of 8c 
for the 28 inch 2.20 yard construction. 
The new quotations apply to orders 
for August, September and October 
delivery. The last previous action on 
denims was taken some months ago 
when the price fell to 7j4c. Since that 
time trading in denims has been re
stricted to small lots. O ther produc
ers indicated they would announce 
price advances in a day or two.

Percale Prices Are Advanced.
Price advances of l/ 2 @Y^c per yard 

were announced Monday by Fruit-of- 
the-Loom Mills on doubled and rolled 
80 square percales. Notice of the ad
vance, which went into effect Tuesday, 
was sent to distributors. The new price 
on 80 squares, Fruit-of-fhe-Loom 
prints is 8j4c, compared with 8*4c 
which prevailed for some weeks. On 
“Arcadia” prints the price was raised 
to 8c from The advance was ex
pected by the trade, due to the strong
er tone of the print-cloth market.

mailto:7@7.50
mailto:2.25@2.50
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MUTUAL FIRE INSURANCE
Arson Is Taking Its Toll.

D uring the past few m onths fires 
have increased to  such an extent that 
it is no longer a question as to whether 
they were all from accidental causes.

Falling m arket values of property, 
decreased income, pressure from finan
cial obligations, have caused a few of 
the members of this company to  plan 
the destruction of their own property.

N o crime is so contemptible as that 
of burning property for the purpose of 
causing honest men to pay for the loss. 
The person who commits such a crime 
is far lower than a common thief. He 
is a greater and more dangerous enemy 
to society than the bandit. He not 
qnly hopes to defraud honest men of 
the amount of money that he hopes 
to collect from his policy of insurance, 
but for a very small gain for himself 
he deliberately destroys a building that 
should properly serve humanity long 
after he has been placed within the 
confines of his unhallowed grave.

For tw enty years we have carefully 
studied the record of men who were 
guilty of the crime of burning prop
erty for gain. We have as yet failed 
to know of one who has long prosper
ed. There is something so loathesome 
and degrading about this crime that it 
destroys all 'self respect of the per
petrator, and finally brings him to 
complete ruin.

In the past such cases in the experi
ence of your own company were 
rather rare and isolated. They were 
not so difficult of detection—but very 
difficult of securing of proper and ade
quate evidence for the securing of 
court convictions. However, in most 
such cases the criminal was never al
lowed to personally 'benefit from his 
crime.

W e regret that is is necessary now 
to frankly inform our full membership 
that such losses have come to  us in 
groups during the past few months. 
The enorm ous increase in fire losses 
all over the country is not from natural 
and accidental causes. T hat your own 
company should suffer to a degree 
from this crime wave is but natural; 
that it will resist such practices is a 
foregone conclusion.

Recently a grand jury indicted two 
men on a charge of burning a building 
insured in this company. T he building 
had been burned more than seven 
years prior to the bringing of the in
dictment. The real facts had long 
been in our possession. The securing 
of the tangible evidence had been a 
tedious and difficult task. No doubt 
but in a number of cases we are now 
handling such results may be delayed 
—but so long as there is one chance 
of convicting a perpetrator of this most 
contemptible of crimes we shall per
sist in the effort.

W e earnestly desire your aid in dem
onstrating beyond any question that 
any person who is planning to destroy 
property for the purpose of collecting 
insurance would be wise to  avoid the 
H urst Home Insurance Company. In 
the first place we have within each 
county in which we dto business five 
intelligent and interested directors, and 
hundreds of loyal members who know 
that they are being robbed whenever

such an attem pt is made. This opens 
sources of information not available to 
the professional adjuster of the com
mercial companies. Every total loss 
payment is published to the entire 
membership semi-annually. T he in
sured may not hope to conceal from 
the general public the amount of in
surance he carried. Your company 
carries a standing offer of $500 reward 
for information leading to the arrest 
and conviction of any person burning 
or causing to be burned any building 
while insured in the company.

If every honest member of this com
pany shall resolve that he will be dili
gent in watching for evidence of fraud 
and will report such evidence of fraud 
to the secretary of the company, even 
in strict confidence, we shall within a 
few months be able to check the wave 
of incendiarism, and also we shall se
cure convictions in some instances 
where this loathesome crime has been 
committed.

W e believe in our membership to 
such an extent that we now feel as
sured that this appeal will be well re
ceived by our member, and that such 
results will actually be accomplished. 
—H urst Home Bulletin.

Condemn Unfair Competition.
The Insurance Commissioner of 

Montana has notified all life insurance 
companies doing business in the state 
that attem pts on the part of agents to 
discredit authorized companies must be 
stopped. The penalty for such activi
ties on the part of agents will be per
manent cancellation of their licenses, 
according to the commissioner. Re
ports had come to the commissioner 
that duly licensed life insurance agents 
were using circulars, letters, news
paper clippings and a pamphlet for the 
purpose of hurting the standing of a 
certain life insurance company licensed 
to do business in Montana.

The Michigan Insurance D epart
ment ¡has taken similar action. In a 
powerful message, Commissioner C. 
D. Livingston warns agents of the 
dangers that they create when they 
attack other companies and thus ex
pose the entire business to the pros
pect’s fear of its safety. The Com
missioner says, “ I have been greatly 
disturbed by the enormous flood of 
mail enquiring about the standing of 
life insurance companies—taking in 
practically every company doing busi
ness in the State—investigation brings 
out the fact that agents have to a great 
extent created this condition by attack
ing first one company and then an
other. I call upon you to assist the 
departm ent in stamping out this con
temptible propaganda.”

T he industry displayed by many 
stock fire insurance agents in their 
efforts to  discredit mutual fire insur
ance might well be the subject of 
similar admonishment. The malicious
ly garbled and misleading lists of mu
tual company retirem ents tha t are be
ing given such wide circulation are 
glaring examples of the “contemptible 
propaganda” referred to by the Com
missioner.—Firem en’s Bulletin.

A satisfied customer merely refrains 
from kicking, while an enthusiastic 
customer is one who boosts your line 
whenever he can.

Finnish Mutual Fire Insurance Company j
O f Calumet, Michigan f

Has paid dividends of 40 to 68 per cent for the past j
40 years and have accumulated more assets and sur- !
plus per $1000.00 of risk than leading stock com- j
panies. j
We insure at Standard Rates and issue a Michigan j
Standard Policy. ,
We write Mercantile, Garage, Church, School and j
Dwelling risk.

Write for further information. I
JA CO B U IT T I, Manager ?

444 Pine Street i
Calumet, Mich.

GOOD ASSO CIATES
W hen you insure your p roperty  with the F ederal 
M utuals it has good associates. Rigid care is exer
cised in the selection of property  insured. The result 
is fewer losses a t the end of the year and  substantial 
cash savings for policyholders. W hy associate your 
property , which m ay be  of the higher type, with 
extra-hazardou3 p roperty  and share in larger losses? 
T he Federal M utual plan is logical. W e invite your 
investigation.

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

M in n eap o lis , M in n eso ta  S te v e n s  P o in t. W isco n s in
Minnesota Implement Mutual Fire Ins. Co.

O w ato n n a , M in n eso ta
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LET US GO FORW ARD.

Address Delivered Before National 
Retail Grocers in St. Louis.

I was very much interested in that 
introduction, because it had one great 
virtue not usually associated with men 
who introduce speakers. I t had the 
virtue of being brief.

One of the most interesting intro
ductions I have had was by a dis
tinguished surgeon. I was speaking 
in Boston. Though his name was a 
household word for skill as a surgeon, 
he did not know very much about the 
fine art of public speaking. He was 
chosen as chairman of the evening. I 
sat over there, and he here, and the 
audience out there. In a whisper that 
could be heard fifty rows, he asked: 
“W hat will I say?”

“I don’t care. Tell them my name 
and subject and let’s begin.”

“Are you sure you are ready and 
that we had better start?”

“Yes, go ahead.”
Finally I saw him get ready for the 

last great act. He crept to the edge 
of the platform, and this is w hat he 
said: “Ladies and gentlemen: I did 
not come here to-night to bore you 
with a speech of mine, but I will now 
introduce a gentleman who will.”

There is one thing your chairman 
did not do, for which I am very grate
ful. I have spoken in twenty-one 
states in the past four months. W her
ever I have gone, the chairman has 
always said—pardon the vernacular I 
am about to use, but I feel safe be
cause the last place the devil would 
look for a preacher is among a gang 
like this. I have had this experience: 
everywhere I have gone the chairmen 
have taken a dirty crack at my town. 
I live in Chicago and for tw enty years 
have been the pastor of the largest 
P rotestant church of that city. I love 
Chicago. I t has been good to me. I 
am just the sort of Chicagoian who be
lieves if the time ever comes when I 
cannot defend it and see good points 
about it and help it to overcome some 
bad points, it is time for me to get 
out of town. W herever I have gone, 
I have had to defend Chicago.

I am not going to entertain you with 
a lot of w'ise cracks. I am not Jimmy 
W alker. Nevertheless, I have had to 
go through this experience night after 
night.

A t a dinner which I was to address, 
the toastm aster was a Methodist 
preacher. There are preachers, and 
preachers and this man was a preach
er. I t was his business to introduce 
me. He arose. I had his number be
fore he said two sentences. He had 
acquired that artificial superficial 
something we preachers sometimes get 
somewhere—a scriptural tone of voice. 
They put us over on a pedestal and if 
we try  to be human we can’t.

You men with your religion in your 
wives’ names will pay our salaries and 
send your children to Sunday school, 
but you don’t care much w hat the 
preacher says. I will make you care 
what I say. This preacher started in 
with one of those delightfully melod
ious voices. He told a lot of things 
about Chicago.

This toastm aster talked about our 
distinguished citizen, A1 Capone. I t 
is Ca-Pone, not Ca-po-ne; just as it is

St. Louis, not St. Louie. I want to 
put you straight on your name. He 
talked about bandits and murderers 
and thieves.

W e do have a shooting match in 
Chicago every once in a while but we 
haven’t killed a really decent, honest 
person there in the past twenty-five 
years. The only time any of us ever 
gets into trouble is when we are out 
of step. W henever a man is in the 
right place at the right time and at the 
business he ought to be in, he is rea
sonably safe anywhere in the wide, 
wide worlld.

So this preacher told me all about 
this business. W e have these shoot
ing matches. The fact of the matter 
is, I am in favor of them. If I had my 
way, I would arm them all. They 
know who they are after. They know 
their gang. Leave it to them and they 
will save you taxpayers money. Let 
them shoot it out and hang the rascals 
or send them back to the country they 
came from, for 95 per cent- of the 
criminals are from overseas.

I could spend all my time telling you 
why Chicago is the best city in the 
world, and why I wouldn’t live in any 
other city in the world. I am from 
Chicago, and proud of it.

W hen this preacher got through 
saying every mean thing he could 
about Chicago, he said, “O ur speaker 
to-night is from Chicago. I have the 
pleasure of introducing Rev. Dr. P res
ton Bradley, who will now speak to 
us.”

W hen I arose, they giggled. I am 
Irish. I did not have anything to do 
with it. I was just lucky. All of the 
Irish in me was aroused by the time 
that toastm aster got through. I said, 
“I ’ll fix him.” I wanted to have an 
Irish row right on the start. But 
that’s not the way to win battles.

W hat is the secret of strength? Re
serve. W hat individual grocerman in 
this institution worries about economic 
conditions, and who is going to w eath
er the storm? I know. The man who 
has built up his reserves not the man 
who exhausted his reserves and dis
sipated his energies. Thinking the 
secret of successful merchandising is 
merely to be found in quick turnover, 
forgetting that after this m atter is all 
over, you are going to sit or slip on 
the reputation you have made for 
veracity, and the integrity  of the stuff 
you handle. I t is time the retail m er
chants of America awaken to the fact 
that prosperity methods are not per
manent ones.

So it is reserve that is the secret of 
the strength of a man. Reserve. W hat 
is the secret of strength of a nation? 
Reserves. Anybody who exhausts 
himself in the first two or three 
minutes and does not keep a reserve 
is whipped. W e do not want more 
heat in this emergency. W hat we 
want is more light. The difficulty is 
to get light without heat. Let us keep 
ourselves steady and think our way 
through, and not yield to every idea 
that floats across the sea, and yearn 
for foreign culture and civilization and 
philosophy. America does not need 
Russia and Italy  to get out of her 
present problems and difficulties.

W e have the brains. * W e have the 
leadership and the intellect. Take in
dustry or business. Think of the

genius, the quality of brains tha t has 
gone into the organization and life of 
American industry and business. Think 
of the facility with which we have 
been able to produce. Think of the 
great institutions our brains have de
veloped. Then will you sit and admit 
that a nation which can do what we 
have done in religion and morality and 
education and culture and business, 
with not a single natural resource of 
the United States impaired; with na
ture more lavish than she has ever 
been; with every field productive, is 
doomed to go down in defeat? Do you 
think, in the presence of this picture, 
that we are going to drift into anarchy 
or communism, and say, “The job is 
too big for America; we must sink in 
the world caldron?”

No man with an ounce of red blood 
or brains believes that. I know con
ditions are as bad as anybody in this 
room thinks they are. My own church 
budget never had such a time to keep 
in balance. But I do know this: I 
have not given up the American ideal 
of democracy. W ith the brains of the 
average American, and the steadfast
ness of our American spirit. I believe 
we are going to weather this storm, 
and have the  best country and the best 
business and the most stable pros
perity America has ever seen.

I am a little tired of the cry babies. 
I have heard it since I have been in 
this hotel from delegates to this con
vention. W hen I came nto the hall, 
some man said, “W ho the h—1 is 
that? He looks like a saxophone 
player.” Some fellow said, “Sh! I 
think he’s the governor.”

Then I felt better. I have heard it 
since I have been here: “I t couldn’t be 
worse. I t is going to have a new bot
tom. It has struck every old one.”

I t is like the fellow who came home 
from the store. H is wife knew some
thing was the matter. He came into 
the house and sat in a chair and held 
his head. His wife said, “W hat is the 
m atter?”

“The w orst has happened!”
“John, w hat is it?”
“Before starting home to-day, the 

boss called me into the office and gave 
me the business!”

T hat is the thing going on all over 
the country. I had a man come into 
my relief station. W e run one at my 
church. W e have been giving away 
one hundred suits of clothes and over
coats. W e went on a mad debauch of 
production and refused to  obey the law 
of supply and demand. Someone did 
not have sense enough to manufacture 
clothes scientifically. Brazil is burn
ing thousands and thousands of bush* 
els of coffee, while men will ask for a 
nickel to get a cup. I t is a mad world

and a world that challenges the intel
ligence of every living person.

One day I had a man come to me 
at the relief station. He held his shoe 
up and I saw the bottom of his foot. 
He was hungry, ragged and dirty. He 
came in smiling. I said, “H ere’s a 
man I want to talk to.” I was inter
ested in getting the man’s philosophy. 

“W hat have you to smile about?”
He said, “I ain’t got nothing. 

Nothing. Everything that comes to me 
is just clear profit.”

I wish I could take him out to some 
American cry babies—fellows shed
ding tears about 'this depression.

Let us look at it briefly. You are 
saying to me, “We know that, but 
what will we do about it?” Let us 
look at the back of the picture. Two 
things have been happening in Amer
ica. The depression did not start with 
the collapse of the stock market two 
years ago. The best economists and 
social scientists are agreed it had its 
origin over twenty years ago when a 
new type of ideas settled down upon 
American values, and all of us started 
in trying to get dollars we had not 
honestly earned. That is fundamental.
I know how it was. I do not know 
whether you will believe it, but it is 
true that I do not own a dollar’s 
worth of stocks or bonds. Nobody 
ever heard of a preacher having 
money. Practically everything that 
comes to me is clear profit.

It gave me a certain philosophy 
when I stepped on the elevator and 
the boy would have his face in the 
sitock market page. He would say, “I 
am going to make seventy-five dollars 
to-day.”

“Go on.”
“Yes, sir; I will.”
“How?”
“Cities Service.”
I would go to the barber chair and 

the bootblack would say, “Ah’s gwin 
to make a killin’ to day. Oh, boy!” 

“How are you going to  do it?” 
“Jes’ clean up a hundred. Ah jes’ 

called up an’ tol’ them to sell.”
T he difficulty, primarily and ele

mentally, is we forget that every time 
a man makes a dollar he did not earn, 
someone loses that dollar. So this 
orgy of speculation settled down upon 
us. They started out recently to make 
a cleaning and invesltigation of the 
evils of the stock gamblers of Amer
ica. I do not care how much money 
they have—I will name the Morgans 
and the Rockefellers—the only pa
triotic dollar is the honestly earned 
dollar.

So what happened? The inevitable 
thing. I would like to discuss the 
principle of standardization. W hat is 

(Continued on page 18)

E. Davenport 
President.

FALL TERM STARTS
AUGUST 29 and SEPTEMBER 6

Business training puts one in touch with the busi
ness leaders. Secretaries and Accountants will be 
needed as long as business is transacted. Selecting 
a school for your business training is very im
portant. DAVENPORT-M cLACH LAN IN ST I- 
TTE is Chartered by the State as a Class A Col
lege. Write, phone or call for information.
DAVENPORT-McLACHUN INSTITUTE 
215 Sheldon Avenue, Grand Rapids, Michigan
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NOT SIM PLE BLOSSOM S.
The eye of the cassual observer is so 

little accustomed to probing beyond 
the outw ard appearance of a flowering 
plant that, particularly at this time of 
the year, it loses half the subtle beauty 
of the woods and fields and even of 
the dooryard. There are so many in
dividual flowers to please the eye that 
the lesser ones which mass together in 
composite heads go virtually unnoticed. 
But if one only pauses to look beyond 
the obvious a whole new world is op
ened up, a world of beauty in minia
ture, a world where one single head of 
color may hold a hundred flowers, each 
perfect and complete.

Clover is perhaps the commonest of 
these composite flowers and one of 
the easiest for the city dweller to 
know intimately. Almost every door- 
yard lawn and vacant lot has its heads 
of clover and its hovering bees. W atch 
those bees and you begin to see clover 
as it really is. The insects know each 
clover head for a tightly grouped clus-. 
ter of tiny flowers, and they dip into 
each flowerlet in turn in search of 
nectar. Look closer yet and the clover 
head seems to change before your very 
eyes. I t  is no longer a head at all. I t 
is a bouquet. I t is a mass of sweet- 
pea flowers, each perfect, yet each of 
fairy size.

This is as true of the giant red 
clover heads which grow along rural 
roadsides as of the lesser white clover 
in lawns. All their blossoms are com
posite heads of perfect flowers which, 
under a magnifying glass, would be 
mistaken for the blossoms of their 
cou-sins the peas. And even the sweet 
clover, which grows along back roads, 
follows the family custom. Both species 
glory in tiny pea-like blossoms, al
though in this case they are scattered 
along the stems instead of grouped in 
clusters.

Hundreds of wild flowers have the 
same surprises for the enquiring eye. 
The common elder, in blossom along 
most streams, offers flat-topped heads 
of tiny, waxen blooms which soon will 
turn to berries. The wild carrot, some
times dignified with the name Queen 
Anne’s lace, displays a flower head 
similar in shape and color and also 
made up of hundreds of individual 
blossoms. The wild carrot also offers 
one freak flower in each head. W hile 
all the other flowerlets are pure white, 
the one in the very center of the head 
is tinted lavender or violet.

The list is alm ost endless, as any 
close observer well knows. Every
where, it seems, nature has wrought 
in miniature as well as on a normal 
scale, and not half the flowers that 
grow in the fields are really the simple 
blossoms that they seem.

M AN-HOUR STUDY FIN D IN G S.
In a study of production, employ

ment and energy expended undertaken 
at Columbia University to trace indus
trial and agricultural development in 
this country for the last 100 years, 
which was announced during the week, 
business ’ may finally obtain accurate 
charts of progress in 3,000 lines of 
enterprise wThich will enable it to ob
tain a more thorough understanding 
of its situation.

Although the study is not complete, 
it has already shown clearly some 
major factors and faults in our eco
nomic system. O utstanding among 
these is the light which has been 
thrown upon technological unemploy
ment. Thus, it is pointed out that it 
took 1,291 man-hours to build an auto
mobile in 1904 and only ninety-two 
man-bours in 1929. Thirteen m an
hours were required in 1929 to produce 
a metric ton of steel, while seventy 
were needed in 1900.

Those who are carrying out this 
study declare that the increase in 
technical efficiency in industry has not 
been accompanied by a corresponding 
increase in employment opportunity. 
In  short, the machine has taken away 
jobs and has not furnished the same 
number of other jobs as a substitute. 
The result has been an increasing 
number of unemployed.

If to this study might be added a 
survey of earnings and profits, there 
would be offered practically all the 
data required to judge our economic 
progress finally and completely with 
an eye toward those adjustm ents 
which are undoubtedly needed and in 
an urgent way. W orking schedules 
might be adopted on a basis of factual 
knowledge instead of sentiment. W age 
and profit norm s might be set in such 
a fashion as to eliminate for all time 
the wide fluctuations in the business 
cycle.

DRY GOODS C O N DITIO NS.
The gain in retail trade noted as a 

result of improved sentiment was fully 
maintained during the past week. Vol
ume was reported somewhat better 
than last m onth’s average. Demand 
did not appear to center upon any par
ticular kind of merchandise, but took 
in a number of articles which were 
wanted to meet ordinary needs. Reg
ular lines were favored and price pro
motions, except in special cases, failed 
to get their former response.

This apparent swing in consumer 
demand to needed merchandise rather 
than price merchandise is regarded as 
significant by retail executives. I t  was 
accepted as lending emphasis to the 
viewpoint that a reaction against bar
gains for the sake of bargains has 
definitely set in. Coming in the midst 
of the fall buying season for the stores, 
it is apt to a ttract more purchasing to 
regular lines.

T he upturn in securities and com
modities is as welcome to the stores 
as to financial interests and producers. 
Operations on a rising m arket are far 
more satisfactory. A t the same time, 
it is pointed out tha t retailers would 
do well to go slow in revising their 
price ideas. U ntil production gets well 
under way, it is w orth while rem em
bering that there are 11,000000 unem
ployed in the country and that the 
lower price brackets cannot be elim
inated except at great risk.

In  certain sections of the wholesale 
merchandise lines, sellers’ m arkets 
have developed. These are found in 
women’s apparel trades and in some 
silks and woolens. The late openings, 
combined with new fabrics which take 
longer to weave and, incidentally, to 
imitate, have brought about this situa

tion, which, however, is likely to be 
only temporary.

SCATTERED GAINS.
The recently developed trend of 

greater hopefulness in business was 
stimulated during the week by further 
rises in securities and commodities. 
It was supported by additional reports 
of factory re-openings or expansions, 
but not by the statistics from basic 
industries. A more inflationary aspect 
was given to developments by the 
schemes advanced for commodity pools 
and the urging credit on the railroads 
for equipment purchases.

T hat a halt to deflation has been 
desirable was the conviction of many 
authorities, both here and abroad. On 
the other hand, the use of credit in a 
highly speculative manner enters no 
sound formula and, it is believed in 
responsible quarters, should be dis
couraged. If forward orders on a large 
and long scale are entered at any time, 
it is reasonable to conclude that they 
can alone result in a backset later.

About the one definite evidence of 
gain in a key industry is furnished by 
building construction. Contract awards 
last month on a daily average basis 
ran 18.4 per cent, ahead of those in 
June, when, ordinarily, a seasonal de
cline of 5.7 per cent, takes place. Off
setting this was a drop in automobile 
production, due principally to a sizable 
reduction in the ford schedule. The 
business index reflected this decline by 
easing further for the last week re
ported, although all the other series 
were higher.

A favorable sign so far as public 
sentim ent is concerned was the drop 
in the adjusted figures of money in 
circulation. H oarding had reached a 
new peak, but for the last week in 
July showed the first recession in two 
months.

R ETA IL STOCKS UNCHANG ED.
W ith the repeated declaration that 

retail stocks are very low and must 
soon be replenished on a large scale, 
the actual figures on inventory condi
tion do not jibe. Thus, the New York 
Federal Reserve report indicates that 
stocks on hfind at the end of June for 
the departm ent stores in that district 
were 18.7 per cent, lower than on the 
same date last year.

This reduction just about matches 
the decline in prices which has taken 
place over the year. The Fairchild 
retail price index places this drop at 
18.4 per cent., so that on the basis of 
physical volume inventories were just 
as large at the end of the half year as 
they were last year.

Some consideration also has to be 
given to the trade level. This was 21 
per cent, lower for the first six months 
of the year. Obviously, the same 
stocks should not be carried for a 
smaller volume of trade.

I t might be better to say concerning 
present inventories that they are very 
low when allowance is made for slow- 
moving or obsolete stocks, and only 
the fast-moving and current merchan
dise counted. Unsuccessful price pro
motions usually mean a cluttering up 
of stock shelves and unsalable or very 
nearly unsalable merchandise.

This must be the condition confront
ing some large stores, while the smaller 
stores are probably more greatly con
cerned over obsolete types—m erchan
dise which has accumulated over a long 
period of time and which was not 
closed out as prices declined.

T H E  C URRENT M ONTH.
Even for those who glory not in the 

heat of summer, the arrival of August 
should be welcome. I t  may mean that 
stifling days lie ahead, but it also means 
that July is gone and that September, 
with its first touch of autum n, is the 
next leaf on the calendar.

July has brought days of heat and 
humidity. But it has also brought 
many fields to fruitfulness and the 
shocks of small grain and stacks of 
hay which dot the countryside present 
a picture which somehow seems to 
belong to a later date. Now July leaves 
those shocks and stacks to August for 
further seasoning, and leaves as well 
the orchards where fruit hangs green 
and heavy, awaiting the ripening 
change which August days will bring. 
Fields of corn which has grown tall 
and tasseled out and th rust swelling 
ears from green stems await the magic 
chemistry of A ugust sunlight and 
August winds.

August is a time when nature in her 
preoccupation with affairs of the open 
fields contrives to convince man that 
summer is a season which, for his own 
comfort, could well be spared. But it 
has its appointed place in the scheme 
of things, even for sweltering mankind. 
Its very sins make more welcome the 
virtues of the weeks which follow, and 
its days of heat make more pleasant 
by sharp contrast and vivid memory 
the days of autum n vigor which bring 
the hint of frosty air.

T H E  SHO RTER W ORK W EEK .
Civic and industrial leaders of New 

England who conferred with President 
Hoover on the subject of a shorter 
work day and work week report that 
he may call a National conference to 
promote his plan for helping employ
ment. The “New H am pshire plan,” 
which is designed to place no heavy 
additional burden on business, includes 
contributions from those now employ
ed not to exceed 6 per cent, of their 
wages. I t  is figured that with supple
m entary contributions from owners 
and salaried executives the num ber of 
workers in each establishment could be 
increased by 10 per cent., thus pro- 
vidng jobs for about 3,000,000 persons. 
This is only one of the many proposals 
for utilizing the obvious advantages 
of the more equitable distribution of 
employment which has long been urg
ed by organized labor. Public support 
of this idea has appreciably strength
ened since the beginning of the de
pression. I t is the most practical sug
gestion that has been made for com
bating unemployment. U nder author
ization by Congress it has been put 
into effect by some of the departm ents 
at W ashington and its general adop
tion would undoubtedly bring wide
spread relief.

Gold is leaving America because 
other lands can call their money home 
w ithout being darned Shylocks.
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OUT AROUND.

Things Seen and Heard on a Week 
End Trip.

Saturday’s Out Around took us 
over the 40 mile thoroughfare from 
Cooper to South Haven, enabling us 
to call on friends of the Tradesm an 
at Alamo, Williams, Mentha, Kendall, 
Gobles, Bloomingdale, Berlamont, 
Grand Junction and Lacota. The road 
has more aibrupt turns than any other 
road I have ever met up with and is 
paved with a 'black substance which 
eliminates dust, sand and gravel. The 
road is a very old one, furnishing 
Kalamazoo with the m ost delightful 
route to Lake Michigan. Some of the 
towns en route bear evidence of their 
age and there are shadow towns which 
remind one of former settlements 
which no longer exist. The country is 
beautiful, reminding one of many 
rural drives in New England.

I was surprised to note the lack of 
much of the former activity of Mentha, 
which is the center of one of the great
est peppermint developments in the 
world. Most of the tenant houses are 
unoccupied, bu t the buildings in use 
are kept well painted and apparently 
are serving a useful purpose. The late 
A. M. Todd, who converted hundreds 
of acres of swamp land from w orth
lessness to productivity, left an out
standing monument to his genius and 
greatness in a vast expanse of pepper
mint fields which are w orth a day’s 
travel to inspect. If such a man could 
find any way to prolong his lifetime— 
so full of activity and good to his fel
low m en—it would be a find worth 
finding.

At Goblesville I handed a merchant 
a bill for $6 worth of Tradesman. He 
looked a t it a moment and asked, 
“W :hat do you expect me to do with 
this?” “Pay it like a man because the 
paper is w orth ten times what it costs 
you,” I replied. “You are dead right,” 
he replied, as he pulled out his check 
book, “what you said about George 
W elsh in this week’s Tradesm an is 
worth $60 to any merchant who might 
be inveigled into voting for a man who 
has done so much to destroy the m er
chants of Grand Rapids through the 
manipulation of his city store and who 
would probably do all he could to em
barrass the m erchants of Michigan as 
a class if he should ever succeed in his 
ambition to become governor.”

Speaking of W elsh, I note he pledges 
himself to abolish the state constabu
lary if he is elected governor, which I 
regard as a very remote possibility, be
cause the system costs the state ap
proximately half a million dollars to 
maintain. I think it was w orth half a 
million dollars to apprehend the crooks 
who recently robbed' the W ealthy 
street branch of the Grand Rapids 
Savings Bank, which would probably 
never have been accomplished under 
the sheriff system because the moment 
a criminal crosses the county line in 
which the crime was committed the 
sheriff who is chasing the culprit must 
halt. I t is possible, of course, that 
such abuses as too high salaries may 
have crept into the constabulary sys

tem, but it is not necessary to abolish 
the system altogether in order to cor
rect such an abuse.

H. W . Taylor, general dealer at 
Gobles, informs me that his former 
partner, Mr. Hicks, who subsequent 
to his retirem ent from the Gobles 
store conducted a general store at 
Vestaburg for several years, is now 
engaged in general trade at Ober, Ind. 
He is so ill with anemia that his friends 
regard his condition as dangerous.

While in the store of E. Machin at 
Gobles I was so fortunate as to meet 
the surviving member of the firm of 
M yers Bros., who conducted a drug 
and grocery store in the building how 
occupied by Mr. Machin for nearly 
fifty years. He bears his years with 
graceful dignity.

At Bloomingdale my first call was 
on William Harrison, who has stood 
behind the counter of a drug store for 
about fifty years. He is 81 years old, 
but certainly looks as though he 
would be able to round out a century 
of usefulness and enjoyment.

I congratulated E. H. Plum on his 
refusal to listen to the machinations of 
a total stranger who demanded $20 for 
a license to store eggs in a cold stor
age in New York City, until he could 
communicate with the Tradesman. The 
man gave his name as W . A. Neider. 
He traveled in a Lincoln car and 
“threw the dog” to a queen’s taste. He 
claimed to be a Good Samaritan w*ho 
would lead the egg handler out of the 
bondage of local jobbers in eggs by 
furnishing them a license to ship foods 
to a certain cold storage on payment in 
advance of a lump sum in cash. I 
never heard of this scheme before and 
I hope few country merchants take 
the hook. All cold storages of which 
I have any knowledge are willing to 
accept shipments of this kind and wait 
for the payment of storage charges 
until the goods are sold.

This situation leads me to repeat the 
admonition I have so often handed out 
to my readers—to have no dealings 
under any circumstances with any 
stranger who demands cash in advance 
of performance or a signature to any 
kind of a paper. There always is 
danger in dealing with a stranger on 
either basis. I have scant respect for 
a m erchant who first gives up good 
money or signs on the dotted line and 
then appeals to me for information 
afterward.

To anyone who seeks a restful two 
hour drive in the presence of happy and 
attractive surroundings, with .fine 
farms and gardens and noble trees at 
frequent intervals, I can recommend 
this route without any reservations 
whatever. As the hard surfaced road 
from Otsego to Alamo is now com
pleted I recommend that the traveler 
on US 31 turn onto M 40 from Plain- 
well, proceed to Otsego, then take the 
new road to Alamo, thence W est and 
South to W illiams and from there on 
W estward to South Haven. As one 
nears the last named city the fruit belt 
is much in evidence.

Charles W . Garfield and wife are 
spending two weeks at the country 
home of Mrs. Ossian Symons at Pier 
Cove. H e has promised his physician 
tha t he will do no talking for a fort
night in hopes he can be relieved from 
the hacking cough he has had for sev
eral months. All his friends—and they 
are legion—wilt hope that this alterna
tive may prove to be successful. Some 
of the old timers can recall the time 
when Pier Cove was one of the out
standing fruit shipping points on Lake 
Michigan. Edward Frick used to visit 
the place regularly every month to sell 
the two m erchants then located there. 
The original forest reserve created by 
Mr. Symons will prove to be a mine 
of interest to Mr. Garfield, who loves 
trees more than some men I know 
love their wives.

The now disappearing depression 
has brought many changes and taught 
most of us many lessons. One of the 
lessons we have learned is that the 
ownership of a tract of timber is now 
a liability instead of an asset. Nothing 
appears to have been hit harder than 
timber, which could ordinarily be 
converted into m erchantable lumber 
at a handsome profit. The almost to
tal abandonment of new building 
projects has confined the demand for 
lumber to the narrowest possible limits.

Joseph Brewer has every reason to 
be very happy over the result of his 
appeal to the bondholders of the Pant- 
lind H otel Co., who have already sent 
in bonds in excess of a million dollars. 
Because the action he proposed re
quires the consent of only 51 per cent, 
of the bond holders and much in ex
cess of this amount has been sent in, 
the plan has practically become op
erative. Mr. Brewer’s plan was so 
broad in scope and so generous in ap
plication and results that I confidently 
expect to see every bond holder wheel 
into line. By so doing he will avoid 
the enormous expenses and annoyances 
of a receivership, the appalling array 
of court costs and reconstruction and 
bond holding committees, besides sav
ing intact investments of preferred and 
common stockholders.

Ralph F. W ittgraf, of Minneapolis, 
writes me as follows concerning the 
grocery store situation iu W hitehall 
and my attitude toward H enry ford:

“The question Mrs. Carlson pro
pounded recently on your visit to 
W hitehall is just another example of 
a situation which is quite common 
throughout the country, in the city as 
well as the rural center.

“W hitehall has a population of 1200 
with eleven grocery stores or 110 
persons per store. Apparently in this 
town there are about three grocers 
losing money and they don’t know it 
and four more who are just breaking 
even. Don’t you think a town council 
would be doing a merchant a kind deed 
if they refused to renew his license 
when they know he is losing money, 
has no system of cost accounting and 
is up to the hilt in debt? This action 
has been carried through by councils 
in some towns and cities and has met 
with success.

“A man who is conducting a grocery 
store in a town such as W hitehall has

very little chance of ever accumulat
ing enough of an estate to retire on 
in old age, so long as such a situation 
exists. Common sense should tell the 
merchant to change his location or his 
line. If common sense does not then 
I think it perfectly fair for a town 
council to step in and exercise some 
restraint. It may be only a m atter of 
time before they are dependent on the 
county or town for support when no 
outside interference is used in situa
tions of this kind.

“Your magazine is passed on to me 
every week and continuously I have 
noticed when Henry ford’s name is 
mentioned the ‘f’ is not capitalized. 
Surely this is not a typographical 
error. W ill you satisfy my curiosity?”

Fortunately or unfortunately, Mich
igan has no licensing law for retail 
dealers. If we had such a provision 
the numbers of merchants could be 
effectually regulated.

I have declined to accord Henry 
ford a capital letter ever since he 
flamboyantly broadcasted in the daily 
papers of the United States two dis
loyal sentiments while we were en
gaged in the kaiser’s war. These 
sentiments were as follows:

“The word murderer should be em
broidered on the breast of every sol
dier and naval sailor.”

“W hen this cruel war is over the 
stars and stripes will come down off 
my factories and the flag of inter
nationalism will take its place.”

I have appealed to Mr. ford on many 
occasions to apologize to the American 
people for these unfortunate u tter
ances—the same as he apologized to 
the Jewish people for the infamous 
charges he laid at their door—but he 
has failed to avail himself of the in
vitation.

A business man w'ho does much 
traveling in Michigan has this to say 
about the proposed repeal of the Vol
stead lawr:

“I seldom find a hotel landlord who 
is not in favor of the repeal of the 
Volstead law. Landlords as a class 
are inclined to the belief that it wdll be 
the policy of the Government to con
fine the sale of liquor by the drink to 
hotel bars when the law is repealed. 
Liquor in bottles will probably be 
handled by  Government agencies of 
some kind. The open saloon will 
never again be tolerated. W ith this 
line-up it will be harder than ever for 
bootleggers to obtain supplies in suffi
cient quantities to meet their require
ments. Of course, they can continue 
to make moonshine, but few people 
will draw on bootleggers for supplies 
of beverages if they can obtain whole
some liquor from Government agen
cies and hotel bars. The bar will add 
much to the profits of hotel keeping 
and also enable the hotels to save much 
money they are now forced to expend 
in repairing rooms which are dis
figured during the process of serving 
and consuming bootleg liquor. The 
Volstead law has precipitated a very 
expensive condition for the hotels of 
this country, causing great expense to 
keep their rooms up-to-date from the 
abuses of whisky guzzlers, without 
deriving any profit from the sale of 
the liquor thus consumed.”

(Continued on page 23)
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FINANCIAL
Soundness of the Home Loan Plan.

Provision of the home loan organ
ization by Congress is significant pri
marily as the first step toward a pos
sible ultimate solution of the home
financing problem in this country. The 
banks, of course, cannot be started for 
some months and consequently the 
plan will not be of immediate aid to 
business. The theory underlying the 
plan, however, is sound and, if the 
system is capably managed, it should 
yield substantial benefits in the course 
of time.

In  broad outline, the bill provides 
for the creation of eight to twelve 
banks. The initial capital is to be pro
vided by the United States, but it is 
expected that this will be repaid and 
that ultimately the funds for the or
ganization will be obtained from sub
scriptions by  members and through 
borrowing. Building and loan associa
tions, savings banks and other organ
izations engaging in the lending of 
money for home financing m ay become 
members. Loans can be made only 
to members, with the exception that 
private individuals may receive ac
commodation directly in unusual cir
cumstances.

The system has been advanced on 
the thesis that because of the hesi
tancy of credit organizations to lend, 
at present, home owners with m atur
ing mortgages are placed in an em
barrassing position. I t is maintained 
that it is exceedingly difficult to get 
these mortgages renewed and that in 
many cases no renewal is possible. 
The result of this situation, it is ex
plained, is to force a large number of 
people to  sell their real estate and 
thereby depress the entire market.

The home loan banks, therefore, are 
supposed to offer a source of funds for 
these cases. Because of the ability of 
the building and loan associations and 
other organizations to borrow’ from 
the nwe banks it is expected they will 
be more liberal in the renewal of m ort
gages and home owners will be cor
respondingly protected. I t  is em
phasized, too, that this ability of the 
lending organizations to obtain funds 
from the central units will cause them 
to grant new mortgages with greater 
fredom and thereby speed up construc
tion in this field.

It should not be expected that a 
great deal actually will be accomplish
ed along either of these lines in the 
near future. In  the first place, any 
general dumping of mortgages into the 
home loan banks quickly would ex
haust the funds of these organizations 
and, under present conditions a large 
additional amount could be obtained 
only with difficulty. Secondly, a sub
stantial proportion of the mortgages 
which lenders refuse to renew to-day 
are more or less hopelessly under 
water. Unless the home loan banks 
are managed as philanthropic institu
tions, accordingly, they must refuse to 
accept these mortgages.

Such a system as provided by the 
home loan act should be slowly evolv
ed. Its  function is to make only rela
tively long-term loans, and it is es
sential that extreme care be taken in 
the appraisal of the credit. Otherwise 
it will be impossible for the organiza

tion ever to attain a standing in the 
community which will enable it to get 
enough funds to become an im port
ant element in the home loan building 
construction of the country.

If keen credit judgm ent is shown 
in the selection of loans and the new 
banks are carefully managed, however, 
home building in this country will re
ceive a genuine benefit from this latest 
move. T he plan deserves support, 
therefore, not as something which will 
materially increase trade and employ
ment within the next few weeks or 
months, bu t as a reform move in the 
most disorganized and decentralized 
part of our entire financial system.

Ralph W est Robey.
[Copyrighted,, 1932.]

Shorter Week Would Not Increase 
Purchasing Power.

According to W ashington dispatches 
the President views with favor the 
spreading of existing work am ong a 
larger number of employes. The 
President himself mentioned that he 
was considering such a plan in his 
statem ent last Saturday, but definite 
approval was not expressed at that 
time. W ithin the week, however, there 
have been numerous reports to the ef
fect tha t he sees in this plan a possi
bility of relieving the unemployment 
situation.

In spite of the space devoted to the 
discussion of the problem, nevertheless, 
the dispatches have been curiously 
silent on one of the most im portant 
aspects of the plan. This is whether 
the existing wage payments merely are 
to be spread over a large number of 
people or w hether the plan is to be 
used as a means for increasing the ag
gregate wage payments. The conclu
sion which one m ust draw, of course, 
is that the former is the case, for it is 
useless to expect industry to consider 
increasing labor expenses at this time.

The American federation of labor, 
which has no more liscense to discuss 
the rights and well-being of honest 
labor than a grasshopper has to set 
itself up as a moral reformer, has long 
been in favor of a shorter week as a 
means for increasing employment. It 
has insisted, however, that the reduc
tion of hours should not be accom
panied by a lowering of the wage pay
ment to each workman. In  other 
words, its proposal has been advanced 
solely as a means whereby labor might 
get a larger proportion of the total 
output of industry.

This proposal of the American fed
eration of labor never has made much 
headway. In  the first place, employers 
have been able to get all the labor they 
needed w ithout arbitrarily  increasing 
their wage burden through such a 
ridiculous plan. Secondly, the best 
theoretical support the proponents have 
been able to bring to their plan has 
been the fallacious “make work” argu
ment. This line of reasoning is so ob
viously unsound that it has been un
able to carry any conviction among 
the more careful students of economics.

Quite a different set of argum ents 
apply to the proposal which the Presi
dent is reported to be following. H ere 
it would not be a question of enabling 
labor to get a larger proportion of the

output of industry. Rather it would 
be purely and simply a method for a t
tem pting to reduce the existing volume 
of unemployment.

Unquestionably if the plan were 
adopted it would result in a very sub
stantial reduction in the volume of un
employment. This does not mean, 
however, that trade would be helped, 
for obviously there would be no in
crease in the total volume of purchas
ing power available through wage pay
ments. The plan, in brief, is nothing 
more than a means for having those 
who are now fortunate enough to have 
jolts carry the burden of those who are 
out of work. It is a plan of compul
sory charity for which the compensa

tion is idleness for the donors and work 
for the beneficiaries.

Ralph W est Robey.

How To Determine a Change in Trend
If you find that the m arket is fluc

tuating in a very narrow range, keep 
your charts very active to locate these 
moves. In this way you will be able 
to determine accumulation and distri
bution and locate where the resistance 
levels are being formed. If it breaks 
out of these levels, you can then fol
low the trend of the market.

The real value of your charts is to 
determine where support is given and 
where it is withdrawn. I t  also locates, 
on the upside of the market, where 
selling orders are entered and enables

W E RECOM M END

Low priced bonds in the fol
lowing groups as exchanges 
for w eak or defaulted  secur
ities.

R ailroads 
Public Utilities 
Industrials

List furnished upon request.

J. H. Petter & Co.
343 Michigan Trust Building 

Phone 4417

^  W est M ich igan 's 
o ldest and  la rg est b an k  
solicits y o u r accoun t on 
the  basis of sound  poli
cies and  m an y  helpfu l 
services . . .

OLD KENT  
BANK

]2 Downtown Offices 
12 C om m unity  O ffices

GRAND RAPIDS NATIONAL BANK

GUARDIAN DETROIT UNION CROUP

Established 1860 

Incorporated  1865

THE
ONLY NATIONAL 

BANK IN 

GRAND RAPIDS

The
Largest National Bank 

in
Western Michigan
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you to  place stop loss orders for your 
protection.

Usually, after violent fluctuations, 
the market goes dead for the next 
move. T he Ibuying and selling has 
been equalized and the m arket nar
rows down. You will 'find, on your 
charts, various false moves at these 
particular times. Sometimes, after ac
cumulation is shown, some news de
velops which causes a wide break, fol
lowed by a rebound. If prices go 
above the levels previously made, then 
the move has .reversed itself and prices 
usually continue upward. At the top 
of a move profit taking is encountered 
and a short interest develops in the 
market. Something will occur of a 
favorable nature and the shorts will 
cover, forcing prices to a higher level 
which has weakened the technical posi
tion. Then the decline will start and 
if previous low levels are broken and 
the m arket is active on a decline, it is 
an indication that trend is downward.

Never pyramid after a long advance 
or decline. Use this form of trading 
when the trend has been shown on the 
charts either one way or the other. A 
great deal of money can be made, if 
the investor will buy after the trend 
has been definitely indicated.

Jay H. Fetter.

Proceedings of the Grand Rapids 
Bankruptcy Court.

G ra n d  R ap id s , J u ly  25—O n th is  d ay  f ir s t 
m e e tin g  o f c re d ito rs  w a s  he ld  in  th e  m a t 
t e r  of F r a n k  A. D ale, O den F . D ale, 
R o b e r t H . D ale, in d iv id u a lly  a n d  d o ing  
b u s in e s s  a s  D ale  B ros . E x c e ls io r  P a d  Co., 
B a n k r u p t  N o. 4937. T h e  th r e e  b a n k ru p ts  
w e re  p re s e n t in  p e rso n  a n d  re p re s e n te d  
by  W illa rd  M cIn ty re , a t to rn e y .  C la im s 
filed. F r a n k  A. D ale, O den F . D a le  a n d  
R o b e r t  H . D ale  e ac h  sw o rn  a n d  ex am in ed  
w ith o u t re p o r te r .  N o t ru s te e  a p p o in te d . 
M ee tin g  a d jo u rn e d  to  A ug . 1 to  en ab le  
c r e d i to rs  to  d isc lo se  a n y  a s s e ts  nfcrt 
s ch ed led  b y  b a n k ru p t.

A ug . 1. O n th is  d a y  a d jo u rn e d  firs t 
m e e tin g  of c re d ito rs  w a s  he ld  in  th e  
m a t te r  of F r a n k  A. D ale , e tc ., d o in g  
b u s in e s s  a s  D ale  B ros. E x c e ls io r  P a d  Co., 
B a n k r u p t  No. 4937. F r a n k e  A. D a le  p re s 
e n t  in  p e rso n  a n d  re p re s e n te d  yb  W illa rd  
M cIn ty re , a t to rn e y .  N o  c re d ito rs  p re s e n t 
o r  re p re s e n te d  a n d  no c au se  sh o w n  w h y  
e s ta te  sh o u ld  n o t be  c losed  a s  a  n o -a s s e t  
c ase  a n d  th e  files r e tu rn e d  to  d is t r ic t  
c o u rt. M ee tin g  a d jo u rn e d  no  d a te .

A ug. 1. O n th is  d a y  a d jo u rn e d  h e a r in g  
on  o ffer of co m p o sitio n  in  th e  m a t te r  of 
G eorge F . C orne ll a n d  W a l te r  L . C ornell, 
d o in g  b u s in e s s  a s  C orne ll & Son, a lleged  
B a n k r u p t  No. 4940, w a s  he ld . A lleged  
b a n k ru p ts  p re s e n t  a n d  r e p re s e n te d  by 
F r e d  P . G ebi, a t to rn e y .  C re d ito rs  r e p re 
s e n te d  b y  K n a p p en , U hl, B ry a n t  & Snow , 
D illey  & D illey, a n d  H ild in g  & B ak e r , 
a t to rn e y s . C la im s p ro v e d  a jjd  a llo w ed ; 
c e r ta in  c la im s  o b je c ted  to . R e fe ree  d i 
re c te d  th a t  b o o k -k e e p e r  a n d  a lleg ed  b a n k 
r u p ts  a p p e a r  a t  a d jo u rn e d  m e e tin g  on 
A ug . 9, w ith  a ll h ooks of a c c o u n ts  a n d  
r’e co rd s  u sed  in  th e  b u s in ess .

A ug. 2. W e  h a v e  re ce iv ed  th e  s c h e d 
u les, o rd e r  o f re fe re n c e , a n d  a d ju d ic a tio n  
in  th e  m a t te r  of C la ren ce  C. W rig h t,  
B a n k r u p t  No. 4965. T h e  b a n k ru p t  is  a  
re s id e n t  of K a lam azo o , a n d  h is  o c c u p a 
tio n  is t h a t  of a  la b o re r . T h e  sch ed u le s  
o f th e  b a n k ru p t  show  a s s e ts  of $250, 
w h ic h ” a m o u n t is  c la im ed  a s  e x em p t to  
th e  b a n k ru p t.  T h e  sch ed u le s  l is t  l ia b ili
t ie s  o f $3,181.66. T h e  f ir s t  m e e tin g  of 
c re d ito rs  w ill be c a lled  sh o rtly .

A ug . 5. In  th e  m a t t e r  o f A bel C on
so lid a te , In c ., p e ti t io n  fo r  a p p o in tm e n t 
o f a n c i l la ry  re c e iv e r , o rd e r  o f re fe re n c e  
a n d  o rd e r  a p p o in tin g  F re d  G. T im m er, 
a n c i lle ry  rec e iv e r , filed in  t h i s  c o u r t  u n 
d e r  d a te  o f A ug . 5. P r im a ry  ju r i s d ic tio n  
is  in  th e  d is t r ic t  c o u r t of th e  U n ite d  
S ta te s  fo r th e  S o u th e rn  D iv is io n  of N ew  
Y ork , a n d  b a n k ru p t  o p e ra te s  la d ie s  w e a r 
in g  a p p a re l  s to re  in  G ra n d  R ap id s, u n d e r  
th e  n a m e  o f P a la is  R oyal.

A ug ' 5. W e  h a v e  rec e iv ed  th e  s c h e d 
u les, o rd e r  of re fe re n c e , a n d  a d ju d ic a tio n  
in  th e  m a t te r  o f A d e lb e r t C ase, B a n k 
ru p t  No. *4969. T h e  b a n k ru p t  is  a  r e s i 
d e n t of B eld ing , a n d  h is  o c cu p a tio n  is 
t h a t  of a n  e le c tr ic ia n . T h e  sch e d u le s  of 
th e  b a n k ru p t  show  a s s e ts  of $283, w ith  
p ro p e r ty  c la im ed  e x e m p t to  th e  b a n k ru p t  
l is te d  a t  $350. T h e  l is te d  l ia b ilitie s  a re  
$1,943.31. T h e  b a n k ru p t  h a s  b een  g iv en  
u n t i l  O ct. 4 in  w h ich  to  p a y  filing  fee.

A ug. 8. W e h a v e  to -d a y  rece iv ed  th e  
sch ed u le s , re fe re n c e  a n d  a d ju d ic a tio n  in 
th e  m a t te r  of C h a r le s  A. W ood, B a n k 
ru p t  N o. 4970. T h e  b a n k ru p t  is  a  r e s i 

d e n t o f K a lam azo o , a n d  h is  o c cu p a tio n  
is  t h a t  of a  sh ip p in g  c le rk . T h e  sch e d 
ule  sh o w s no a s s e ts  w ith  l ia b ilitie s  of 
$474.61. T h e  c o u r t  h a s  w r i t te n  fo r fu n d s  
a n d  upon  re c e ip t  o f s am e  th e  firs t m e e t
in g  of c re d ito rs  w ill be c a lled  a n d  n o te  
o f sa m e  m ad e  h e re in .

J u ly  25. On th is  d a y  f ir s t m e e tin g  of 
c re d ito rs  in  th e  m a t te r  of H e rm a n  S te rn , 
in d iv id u a lly  a n d  d o ing  b u s in e ss  a s  H . 
S te rn  Co., B a n k r u p t  No. 4945, w as  held . 
B a n k r u p t  w as  n o t p re s e n t o w ing  to  ill
n e ss  b u t  w a s  re p re s e n te d  by  a t to rn e y  
H a r r y  D. Jew e ll. C re d ito rs  p re s e n t  in  
p e rso n  a n d  re p re s e n te d  by  a t to rn e y s  G. 
A. W o lf; F r a n c is  L . W illiam s; C o rn e liu s  
H o ffiu s ; N o rris , M cP h erso n , H a r r in g to n  
& W ae r. H ild in g  & B a k e r ;  a n d  G ran d  
R ap id s  C re d it M en’s  A sso c ia tio n . F re d  
G. T im m er, G ra n d  R ap id s , t ru s te e ;  bond 
$2,000. F i r s t  m e e tin g  a n d  e x a m in a tio n  of 
b a n k ru p t  a d jo u rn e d  to  J u ly  29, a t  w hich  
t im e  th e  b a n k r u p t ’s  b o o k -k e e p e r  is  to  
b e  p re s e n t if possib le  a n d  c la im s  w ill be 
co n sid e red .

A Business Man’s Philosophy.
T. N. Carver, professor of political 

economy at H arvard University, wisely 
observes that there is no law in this 
country against any form of economic 
organization. Even those who like 
communism may have it, provided only 
that they do not try  to forcible im
pose it on those who don’t like it.

Communism has been tried many 
times in the United States. Among the 
experiments are the Shaker community 
at Lebanon, N. Y., the Perfectionists 
at Oneida, N. Y., the Separatists at 
Zoar, Ohio, the H arm onists of Penn
sylvania, the Bishop Hill coolny of 
Illinois, Zion City of Illinois and the 
House of David of Benton H arbor, 
Mich. Most of these have ceased to 
exist or have given up communism.

Professor Carver points out that the 
characteristic of our society is volun
tarism.

“Voluntary communism, voluntary 
capitalism, voluntary co-operation and 
all other voluntary forms of organiza
tion are perfectly at home in our pres
ent economic system,” he says. “The 
only reason why communism does not 
spread and displace individualism, cap
italism or voluntary co-operation is 
that very few people like it as well as 
they like the prevailing arrangement. 
As many poeple as prefer communism 
and are willnig to have it voluntary and 
not coercive can live in a communistic 
community if there are enough of them 
to get together and organize it.

“The only sense in which our system 
is capitalistic rather than communistic 
is that more people want capitalism 
than want communism. Communism 
can come only by ruthless coercion. 
I t never has and, so far as experience 
is a guide, never can succeed on a vol
untaristic basis.” William Feather.

Inhabited Planets.
Only a person devoid of imagination 

would dispute the conviction of Nicola 
Tesla, the famous inventor, that other 
planets are inhabited. The scientist 
regards this conclusion as “m athem at
ically certain.” Speaking as one of 
them, Mr. Tesla, who has just cele
brated his seventy-sixth birthday, is 
certain that “every other planet has to 
pass through practically the same 
phase of existence the earth did, and 
life is started on them during that 
favorable phase by rays of some sun.” 
The average layman arrives at a sim
ilar conclusion as his faith outgrows 
the metes and bounds of his existence.

But neither class is content with the 
proof that rests upon reason alone. 
Science, in particular, is ever reaching

out for more concrete evidence. Mr. 
Tesla regards as his life work the an
nihilation of distance, one phase of 
which has to do with interplanetary 
communication. H e hopes that it will 
some day be possible to overcome the 
apparently insuperable obstacles to that 
achievement. And he warns against 
surprise if communication should be 
established by the earth and should 
show that “there is civilization on 
other planets far ahead of ours.”

T hat is a daring thought but not 
much more so than some of our pres
ent attainm ents would have seemed to 
the early inhabitants of this planet. 
The science of astronomy teaches that 
the earth is only a very small part of 
an illimitable universe. W ho shall say 
what secrets of the universe will some 
day be explained to man?

Saving Children’s Sight.
Although 50,000 school children in 

this country are known to be suffering 
from defective vision, special educa
tional facilities are provided for only 
4,000. N ext year will be the twentieth 
anniversary of the establishment of 
the first sight-saving classes in the 
United States. These were in Boston 
and Cleveland. Now there are more 
than four hundred such classes in more 
than one hundred communities. Be
fore assignment to these classes many 
children were considered sullen, sub
normal and even criminal. W hen they 
had become adjusted to their new sur- 
soundings, with their eye difficulties 
attended to, they display normal intel
ligence and dispositions. In  sight
saving classes the books are usually

in very large type, much of the work 
is done on the blackboard, care is 
given to the lighting arrangem ent and 
every child is taught the touch system 
on the typew riter as soon as possible, 
so that the eyestrain of handwriting 
may be avoided. Naturally, it costs 
more to educate handicapped children 
than unhandicapped ones, but in edu
cating the handicapped the community 
is giving them something like an equal 
chance in the world and therefore en
abling them to earn a better living and 
reach a higher status than they could 
do otherwise. In this way the com
munity more than gets its money back.

Beware of becoming pathologically 
obsessed by the problematical aspect 
of life. Richness of living depends on 
discovering the positive privileges of 
life under, over and within the prob
lems.—H arry Emerson Fosdick.
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HOME 
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A n  - Old - School - Principle <
In a Modern Institution 1

T his b an k  w ill never ou tg row  its \

friend ly  in te fest in its custom ers.
► T he  sp irit here  w ill never change. <
| H elpfu lness is the  very  foundation  <
} on w hich w e have built. A  sp irit ,
i unchanging  th rough  th e  years. ^

► O u r service has broadened , our i
p business increased. B ut th is is one ,
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i w ill never give up. <
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GRAND RAPIDS SAVINGS RANK

\ “The Bank Where You Feel at Home”
 ̂ 17 Convenient Offices ^
► -1
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Run Thy Shop or It W ill Run—and 
Ruin—Thee.

Much has lately been said about the 
craze for volume, profitless selling 
and similar evil things, but, like Mark 
Tw ain’s weather, nothing much is 
done about it. The difference is that 
these evils are within our own con
trol. Each can be corrected by every 
m erchant for himself in his own busi
ness, just as each m erchant can keep 
his credit business within wholesome 
bounds by controlling it himself in
stead of letting it run wild.

The classic example of recent times 
is that of a wholesale hardware m er
chant in the Midwest whose business 
was not profitable. He studied his 
business from the inside, with the re
sult that he cut off half his trade. In 
stead of reaching out over a radius of 
150 miles, he pulled in his men to a 
fifty mile circuit. T hat cut his physi
cal territory by perhaps 75 per cent. 
It cut his sales 50 per cent. T he end 
of the 'first year showed a satisfactory 
profit-return. I t  was about double 
what it had been on the former much 
larger business.

Here, now, is a young grocer who 
operates 'five trucks and never catches 
up with his work. Customers are run
ning him ragged with several calls 
daily for special service, special deliv
ery, “accommodations” w ithout end 
or limit. Because his delivery men 
also work inside, he is short of help 
part of the time, and when the deliv
eries are made and the drivers return 
there is such a congestion of orders 
to be filled that he never succeeds in 
getting all goods out in time.

The thought of a definite schedule 
for deliveries never has occurred to 
this boy. W hen the idea is broached, 
it seems to him utterly impracticable. 
He is so accustomed to jump crooked 
for any fool demand that he has lost 
the capacity to think straight.

Painstakingly, the plan is laid be
fore him. He must determine on a 
definite set of daily deliveries. These 
must be laid out, say, for 9 and 11 a. 
m. and 2 and 4 p. m. or some similar 
schedule thought out as most likely to 
serve the majority of his trade best. 
Any man with experience in any lo
cality can pretty  much determine on a 
suitable schedule on his first trial.

W hen the schedule is determined on, 
the plan must be printed and circulat
ed among his customers about one 
week in advance of the day it is to be
come effective. On that date it is to 
be put into effect and adhered to  with 
a rigidity to make the ancient Medes 
and Persian blush for their laxity. 
T hat is, it is to be absolute, and 
special deliveries must then cease just 
as absolutely.

“How can that be worked?” he asks, 
bewildered. “ If a good customer 
misses the 9 o’clock truck by 5 minutes 
what am I to do?”

“From the day the schedule goes 
into effect, your hours must be com
pletely rigid. At the stroke of 9, the 
9 o’clock truck has left—that is and 
must be the answer to anyone who 
seeks to get goods on that delivery. 
Of course, not in a thousand times— 
probably never—will the truck actually 
have left the store on the schedule 
minute. Generally it will be 15 to 25 
minutes after nine before it gets away, 
but so far as your customer is con
cerned, that delivery is closed on the 
dot.”

“But suppose she then comes to the 
store and sees that truck still there?” 
“ If she sees it and starts to protest, 
tell her as plainly as you would a 
child that the plan could never operate 
at all if the schedule were not kept to 
the instant and that customers who 
get their orders in before time of de
parture are entitled to prom pt service 
—which you could not give them if 
your deliveries varied in time. Boy, 
you m ust have the backbone to run 
your own business. If you let your 
customers run it, not only will you 
never make any money, but you will 
fail to do what you are now trying to 
do against insuperable odds—give any 
customer lasting satisfaction.”

I t w âs my guess that this grocer 
could dispense with at least one truck 
and likely he could cut off two on this 
plan. No such radical change in any 
store system can ‘be put into effect 
w ithout a period of adjustm ent. It 
would be too much to expect that all 
customers would grasp the plan the 
minute it was laid before them in 
printed form or personally. There are 
too many lackadaisical folks in the 
world—too many careless readers—too 
many who discount statem ents—too 
many lazy minded for anything so 
happy and logical as that.

Let such customers meet up with 
one plain, unavoidable disappointment 
which results from their own careless
ness, however, and then they know 
w hat’s what. Further, if there be 
among your people some who are 
utterly uncompromising and unreason
able, you have to decide w hether they 
will ryn your store or you. Far bet
ter to let every such customer go else
where than to disrupt your business in 
the  attem pt to please them—which un
questionably you cannot do in any 
case. I t  is a great thing to face facts 
at times. Moreover, it pays.

The reward of such system, rigidly 
carried through, can hardly be im
agined by the grocer who has not 
tried it. H e is certain to be amazed 
to find how easy it is to fulfill all 
proper demands; how quietly his o r
ders are taken and executed w ithout 
confusion, strain or fuss; how much 
greater is the average of satisfaction 
all round. And all that means extra 
money in the bank for reward.

This is a peculiarly happy time to 
reason with folks on any such revam p
ing of method in the interest of econ
omy and efficiency, because our peo
ple have all attained a change of out
look during the last three years.

Recently this w riter rode in a diner, 
sitting alone at a little table. Across 
was a quiet, gentlemanly man. W e 
both ordered, modestly, as befitted the 
times. Soon my neighbor called the 

(Continued on page 2.3)

T H E  B A K E R S  OF

SHREDDED WHEAT

N A T IO N A L  B IS C U IT  C O M PA N Y

"Uneeda Bakers"

On your vacation trip this 
summer, include Niagara 
Falls.We’U be mighty pleased 
to have you visit the Home of 
Shredded Wheat. Bring the 
whole family. We’ll show you 
the marvels of modern bak
ing, do our best to make you 
feel at home, Invitations 
needed? Not a bit of it! Stop 
in any time!

t.T
FLEISCHMANNS k 

YEA ST S
®  VITAMINS B D G  w I See w it 

will do for YOU /
M any physicians tell us th a t 9 0 %  of the 

com m on ills are caused b y  constipation. T hey 
recom m end fresh yeast as an  ideal corrective.
T ry  eating three cakes of Fleischm ann’s Y east 
yourself and  see how  it tones up your whole 
system. T hen you’ll m ore thoroughly ap p re
ciate how  this healthful fresh food will help 
your customers, and  you’ll be  glad to recom 
m end it to them .

Fleischmann’s Yeast
A  Product Of

STANDARD BRANDS INCORPORATED
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Some Hopeful Signs Seen in the Food 
Industry.

Concern about he trend of food 
prices in the next nine months is felt 
by the Amrican people bcause the oc
cupation of producing, packaging and 
distributing the foods of the country 
—the most wide-flung and most im
portant of all business employments— 
affects the immediate welfare of more 
than 10,000,000 families dependent on 
whether prices for foods go upward 
or downward while the present pro
duction is moving through to con
sumption. Despite the confusion 
brought about by many conflicting 
statements, some helpful and hopeful 
signs are appearing in the food indus
try.

A feeling of safety or confidence in 
buying is based on several influences. 
The greatest of these is belief that 
prices are lower han they should be 
and therefore the individual 'buyer 
gains an advantage for himself at the 
expense of those who sell. Obviously 
every man investing his time and 
money in preparing and handling the 
food supply of the country is concern
ed about what is to be the course of 
prices during the next few months.

The food trades have been slow to 
understand the special influences so 
seriously affecting the prices of the 
commodities they handled. As always 
in a time of business curtailment, com- • 
mercial food production has been de
creasing. Until 1932 the extent of 
this letdown was difficult to appraise.

In  the aggregate, the producing of 
foods has felt the easing which comes 
to human effort when the reward 
grows less. For several reasons this 
easing in food producing fundamentals 
has be:n  slow to affect market levels. 
One is the return of men to the land 
which has accompanied the depres
sion in the cities. Another is the ex
tent to which food supplies available 
anywhere can now be immediately of
fered and distributed almost anywhere 
else.

A greater reason than most realize 
is the encouragement our Federal 
Government has given to the farmers. 
Because of the Farm  Board and the 
agitation for artificial strengthening 
of prices, the farmers have maintained 
production in hopes that the political 
gentlemen would perform miracles and 
advance prices without regard to sup
ply and demand.

The importance of this state of mind 
to keeping production higher than 
would otherwise have been the case is 
being recognized, but we will not be 
on a sound basis until we have such 
a sound program  in W ashington so 
generally accepted that the agitators 
among the farmers will no longer 
artificially increase production by 
promises of things that cannot be 
done.

In  reviewing the last thirty-six 
months we observe a contradictory 
m arket position—fully sustained con
sumption of foods in tonnage from a 
supply declining slowly but surely and

yet the relationship in handling so up
set that they are off prices.about 40 
per cent. To understand why this 
happened we must examine two im
portant operations in the handling of 
our food supply—the manner in which 
foods are warehoused and distributed 
and the time schedule under which 
such foods must be financed.

W ith the exception of a few sea
sonable perishables, all our food sup
ply is still controlled by the pioneer 
theory of storing a part or all of the 
season’s production—depending on the 
commodity—until wanted for con
sumption. The volume and usage of 
such storing have been increased by 
using refrigeration and volume cook
ing to add to the time that foods can 
be held. But if we were to put away 
millions of tons of foods under a 
theory similar to the old storing in the 
“root” houses, we would require a 
new relationship among ourselves.

Many sorts of intermediate factors 
found an operating place in this con
serving—packers, canners, wholesalers, 
chain stores, retailers and consumers’ 
pantries and cellars—each with a more 
or less constant habit of storing and 
carrying a proportion of the food—and 
all financed by banking capital.

Even before the depreession, this 
interlocking series of storages was be
ing disturbed. But despite these up
setting influences the accumulated 
plan for carrying the country’s food 
supply was still operating in a fairly 
satisfactory way when the stock m ar
ket explosion of 1929 started us toward 
an attitude of being doubtful of every
thing. For months it has seemed as 
though no price would hold regardless 
of statistical position.

W ith declines not only taking their 
net profits but eating into the margin 
required to pay. costs of doing busi
ness, packers and distributors of foods 
have worked away from the responsi
bility for carrying any more of the an
nual food supply than they had to 
have for immediate distribution.

The position of the bankers has been 
even more difficult. They were loan
ing money belonging to other people 
and they ¡became afraid when prices 
failed to hold and commodities did not 
move to consumption in an orderly 
way.

O ther influences affected the mar
kets. Home gardening and home can
ning have reduced the consumption of 
commercial products. The extent to 
which every food now competes with 
a’most every other food has turned 
consumption from month to month to 
the foods that could be offered at the 
lower prices and these eddies in the 
consumptive flow have been made 
greater by the volume of food bought 
from pressure channels—«bought be

cause of being featured in the retail 
stores instead of the consumer plan
ning her requirements.

The food markets have been going 
through a special deflating all their 
own because of the degree to which 
the storage of foods "was being de
creased by hundreds of thousands of 
different factors and by millions of 

(Continued on page 23)
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Grand Rapids, Michigan i
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G.R. STORE FIXTURE CO.
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u p e rio r ity
such as only Hekman 
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Wolverine
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lem a n L
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TheSupreme Achievement in Cracker Baking
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H A R D W A R E ------
Looking Ahead To the Fall Stove 

Trade.
W hatever conditions may be, they 

are never the worse for looking ahead, 
not optimistically or pessimistically, 
but constructively; or for working in
telligently for the future.

This is true in regard to the fall 
stove campaign. You may not sell as 
many stoves as you sold in some 
other years; 'but the more intelligently 
you plan in advance and the more ag
gressively and determinedly you push 
when the time comes for pushing, the 
better your sales will be.

Although the active season for stove 
selling is still in the future, it is not 
too early now for preliminary work. 
In fact, one successful stove retailer 
starts to arrange his prospect list early 
in July. As soon as he gets together 
a comprehensive list of stove pros
pects, he proceeds to get in touch w7ith 
them by means of personal letters.

In these letters the dealer refers to 
the possibility of the recipient requir
ing a new stove. Then he discusses 
the reasons why he (the dealer) should 
be called upon to furnish the stove. 
The letters are individually typew rit
ten, individually signed, and, more 
than that, each of them is adapted to 
the individual to whom it is addressed.

“I found I had quite a bit of spare 
time in July,” explained this dealer 
once. ‘‘Might as well knock out a few 
letters as loaf. I know7 my customers, 
and know pretty well how to approach 
them. A personal letter carries a lot 
more weight than a printed circular or 
a descriptive folder or pamphlet. I t  
is a personal message from myself to 
the individual customer. He is pleased, 
even flattered. W hy, I ’ve had some 
write in that they weren’t intending to 
buy stoves, but when they did, they 
would be sure to see my line first. 
T hat shows that a personal letter gets 
to the customer and interests him.” 

The proposition on wrhich this deal
er works is to sell stoves for fall deliv
ery, accepting a small deposit to bind 
the bargain. In this way he can gauge 
his buying requirements more ac
curately; and he gets in ahead of all 
competitors.

The dealer who does not care to 
work along these lines can neverthe
less use his spare time in the summer 
months to good advantage in prepar
ing for the fall stove campaign.

Revision of the prospect list is of 
course an im portant job. The list 
should be gone over and discussed 
with your salespeople.

Early buying is desirable. T hat is, 
it is desirable to have a comprehensive 
line of stoves to show your customers 
the very minute your customers begin 
to show an interest in stoves. Sales 
are quite often lost through not having 
the one model that will appeal espec
ially to a certain customer. I t is or
dered, it may be in this week or next 
week—but, unfortunately, it isn’t on 
the floor where the customer can see 
it.

At the same time, careful buying is 
desirable. You ought to have a pretty

clear idea how many stoves you will 
sell and what models are likely to be 
popular.

A nother item of preparation is the 
arrangem ent and display of the stove 
stock. You can’t actually arrange the 
stoves now7, perhaps owing to  the 
space being required for more timely 
lines; but you can plan your arrange
ment. Most dealers will doubtless fol
low their 1931 arrangem ents. But 
ask yourself questions. Can the 1931 
arrangem ent be improved? W ould 
another part of the store be better to 
display the stoves? I t  is desirable to 
keep the stoves clean, b right and free 
from being used as storage space for 
small items of stock. W ere your last 
year’s arrangem ents in this respect as 
efficient as they might be?

In other words, lay your plans now 
for making an appealing and efficient 
showing of your stoves when the ac
tual time comes.

Especial attention should be paid to 
credit sales this year. I t  is hard to 
avoid selling on credit; for a stove is 
a big item in the average household 
budget, and easy term s will often 
sw7ing a sale that would otherwise be 
postponed until next year.

I t is desirable, however, to have 
your credit arrangem ents systematized 
to some extent; and to  have every 
salesman on your staff know just what 
these arrangem ents are. I t is bad 
business to quote certain term s to one 
prospect as the maximum measure of 
your generosity and later have him 
discover that you have given easier 
terms to someone else. I t  is perhaps 
w7orse business to have a salesman 
offer terms and then have the dealer 
himself negative the offer. So every 
member of your staff should know 
w hat’s what in this respect; and this 
means that you yourself shouold have 
a very clear and definite idea of just 
what you are prepared to do in the 
wTay of credit.

I t  is sound business, of course, to 
get as big a cash payment as possible. 
A definite policy should also be pre
arranged with regard to credits for old 
stoves turned in. There should, too, 
be a regular system for handling col
lections where stoves are sold on in
stallments. You can, as a rule, leave 
your customer to make your collec
tions for you: but if you don’t send 
out a collector, at least keep a care
ful check on all payments to see that 
they don’t get too far in arrears.

“An im portant thing,” says one 
stove dealer, “is to have a clear under
standing with the customer as to when 
payments are to be made. W e go as 
far as possible to accommodate and 
convenience the purchaser. W ithin 
certain fixed limits he can arrange the 
frequency and the amount of install
ments to suit himself. T he one thing 
wre endeavor to impress upon his mind 
is that payments m ust be made regu
larly. To say, ‘Any time will do,’ or 
* a day or two late doesn’t make any 
difference,’ is a prodigious mistake.”

W indow displays can be planned in 
advance and planning along this line 
now will save a lot of trouble when 
the selling season actually arrives. If 
any ideas occur to you, jo t them down 
on paper and put them in a file where 
you can find them when you need 
them. Assemble also any fixtures or

other display accessories you may 
need.

Incidentally, discuss the stoves with 
your salespeople. See that they know 
and can present effectively the strong 
selling points of your line. I t  is a 
good thing to have a few staff con
ferences on this subject, with Mr. 
Dealer impersonating a reluctant and 
balky customer and the various sales
men answering and overcoming his 
objections.

Prelim inary work of this sort takes a 
little time; but it adds immensely to 
the efficiency of your sales staff.

Victor Lauriston.

Free Distribution of Food Sam
ples.

U nw ary dealers all over the 
country are  again being used by  
certain m anufacturers w ho desire 
to secure free distribution of sam 
ples of their products. In m any 
instances dealers are  expected to 
take care of the distribution of 
regular packages of their p ro d 
ucts which they call samples, w ith
out realizing any p'rofit on the 
goods to say nothing of the cost 
of handling.

Retail dealers who agree to 
handle  such distribution through 
com bination deals, w here certain 
products are sold at a price, and 
m erchandise and various kinds of 
good products are given away, or 
through other m ethods, fail to 
take into consideration the cost 
involved. They undoubted ly  over
look the im portan t fact tha t in 
entering into such an arrangem ent 
they are  depriving them selves and 
others of legitim ate sales with 
consequent profit and overlooking 
overhead entirely.

H ow  could the retail m erchant 
expect to m ake a decent living if 
all m anufacturers w ere to pursue 
such a policy in the distribution of 
m erchandise? In our opinion, the 
dealer is entitled  to  a profit on all 
m erchandise he handles or which 
is d istributed  to his customers. 
W hen approached  on such a 
proposition every dealer w ould do 
well to tell the m anufacturer’s 
representative in no uncertain 
term s tha t if his store is to be 
used as an agency for the distribu
tion of free m erchandise he ex
pects to b e  paid  for the cost of

handling as well as a legitim ate 
profit.

W ith buying curtailed as it is 
to-day and  the consequent reduc
tion in his profits, the retail dealer 
is having a hard  time in endeavor
ing to eke out a living w ithout 
being asked to d istribute free m er
chandise and  assume an expense 
which should b e  borne by  the 
m anufacturer. W. W. Jaques,

Pres. Jaques M anufacturing Co.

A Business Man’s Philosophy.
Competition seems to improve 

everything and everybody.
To-day when you drive a car into a 

filling station the attendants are 
prompt, polite and competent. A few 
years ago a motorist apologized when 
he asked for water for his radiator. He 
had to find the bucket and do the fill
ing himself. Some sm art boss told 
his attendants to do this little service 
for the customers. A nother boss, not 
to be outdone, told his men to wipe 
the windshield. A third suggested 
that people might appreciate help in 
inflating their tires.

The spirit of willing service has 
spread until you are now almost cer
tain of decent treatm ent in any filling 
station. Good attendants make more 
money than they did in the old days 
when they were mean and unaccom
modating. Some are paid a percent
age of their sales of oil and gasoline. 
Many have regular customers who 
patronize them exclusively.

Every one in business can learn
something from observing the filling
stations. W illiam Feather.

Urges Time For Dress Deliveries.
Retailers in placing dress orders 

should give ample time for delivery so 
that the m arket can get on a basis in 
which cancellations will be avoided. 
Neither the dress manufacturer nor 
the silk or woolen mills have stocks 
on hand to-day. Accordingly, in 
stipulating for a too early delivery, 
against the warning of the manufac
turer, the retailer is simply paving the 
way for cancellations that will do no
body any good. Should the retailer 
cancel in the belief that he can obtain 
new styles, there would be a repetition 
of the same thing owing to the 
paucity of stocks on hand.

If women were perm itted to do the 
courting there would be fewer male 
egoists.
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DRY GOODS
Michigan Retail Dry Goods Association. 

P r e s id e n t—Geo. C. P r a t t .  G ra n d  R ap id s. 
F i r s t  V ic e -P re s id e n t—T h o m a s  P . P i t -  

k e th ly , F lin t.
S econd  V ic e -P re s id e n t—P a u l  L . P ro u d . 

A nn  A rbo r.
S e c re ta ry -T re a s u re r—C la re  R . S p e rry . 

P o r t  H u ro n .
M an a g e r—J a s o n  E . H a m m o n d . L a n s in g .

Corrects Coat Tax Report.
Not- all coats selling at $12.50 and 

less will be free from the excise tax 
in view of the recent ruling made by 
David Burnet, Commissioner of In 
ternal Revenue, it was stated by Max
well Copelof, managing director of the 
M erchants’ Ladies’ Garment Associa
tion, in correcting a misunderstanding 
which developed from a report in a 
New York paper. The ruling means 
that the tax need not be added to the 
cost of the fur used in the garment. 
W here the fur trim ming remains the 
component of chief value the entire 
garm ent is still taxable. In  view of the 
narrow spread, in coats at $12.50 and 
less, between the value of the fur and 
that of the cloth, the question of 
whether the entire garm ent is taxable 
or tax-free hinges on a few cents.

Stores Fix Stationery Purchases.
Appropriations for stationery for 

holiday sales are 10 per cent, larger 
than they were last year in the smaller 
cities, average about the same in med
ium-size cities and are approximately 
5 per cent, smaller in large communi
ties, according to selling agents who 
interviewed buyers this week. In  the 
small cities stores met a poor response 
on cheap stationery last Christmas and 
have made plans to carry a smaller 
stock of better grade goods in the com
ing season. The medium-size cities are 
adhering to last year’s program  of 
buying 00 per cent, better goods and 30 
per cent, of merchandise to retail 
around 25 cents. The larger stores, 
watching inventories closely, are cut
ting down orders because trade in re
cent months has been disappointing.

Placing Good Corset Orders.
O rders for foundation garm ents are 

being placed in good volume, m anu
facturers report. W ith the exception 
of Far W estern stores, which will be 
visited by road salesmen shortly, most 
other establishments have begun to 
cover their needs in this merchandise. 
The new dress styles indicate strong 
favor for models following the natural 
silhouette tendencies of well rounded 
busts and defined waists. The bulk of 
the demand for corsets is tending to 
center on types to retail around $5. 
O utstanding are one-piece garments, 
side-hook and step-in girdles and bras
sieres. New elastic materials and slide 
fasteners are finding wide use.

Retailers Note Firming Trend.
Retailers report that they note prac

tically no price declines which are due 
to further drops in commodity prices. 
The lower quotations are almost en
tirely confined to specialty goods which 
up to the present have not reflected 
the readjustm ent in price already made 
on general merchandise lines. In  dis
cussing the firmer commodity develop
ments. one well-known executive said 
the trend will have the effect of lessen

ing mark down and stopping the con
tinued inventory loss of the past two 
years, due to the replacement price of 
goods being lower. Stores which took 
their loss are now in excellent shape 
to meet firmer markets, he said.

Straw Hat Prices Unchanged.
Straw hat manufacturers have be

gun sending salesmen on the road 
with 1933 lines of stiff straw  and body 
hats. Prices quoted the trade are prac
tically the same as those of the previ
ous season. Sailor styles are offered 
to sell at retail from $1.55 up and body 
straws from $3.50 up. Producers open
ed lines this year four to six weeks 
later than last. A few manufacturers 
of better straws will delay their open
ings until Sept. 1. Styles for the new 
season follow those of 1932, but manu
facturers are giving greater attention 
to the stiff straws, believing the call for 
that type hat will be much greater in 
1933.

Retail Revival in Wallpaper.
Revived interest of departm ent stores 

in wallpaper sales possibilities is re
ported in retail circles. One of the 
largest stores in the Middle W est was 
cited as setting an example in adding 
a wallpaper departm ent for the first 
time in its history. Many of the de
partm ents now being operated in the 
stores are of the leased variety, with 
gains now foreseen in both owned and 
leased scetions. The revival is said to 
be greatest in the case of better grade 
wallpaper. This class of paper is said 
to meet consumers wishes for greater 
variety of patterns and the matching 
of rooms in ensembles and with period 
furniture.

Sees Christmas Toy Shortage.
The extended delay on the part of 

buyers in covering their Christmas toy 
needs will make for a shortage of a 
wide variety of playthings during the 
coming season, according to Jam es L. 
Fri, managing director of the Toy 
M anufacturers of the U. S. A. Few 
manufacturers, he said, have been 
financially able to take the risk of car- 
rynig a heavy reserve stock to meet 
the abnormally packed demand likely 
to develop within the next few months. 
The excessive concentration of the de
mand will also mean added costs of 
production on many items, he said, 
which may be reflected in price in
creases.

Regular Lines Seen Gaining.
Custoers are tending to fill-in on 

some of their current needs, following 
delayed buying earlier in the summer. 
They are, however, it was said, giving 
somewhat more attention to regular 
lines than they have been doing in re
cent months. Should this trend become 
more clearly defined it would lead to 
building up to a greater degree of reg
ular lines for fall by the stores, with 
much less emphasis placed on the de
velopment of volume through special 
promotional stress on price.

Buying Starts On Wool Half-Hose.
A large volume of early business 

has been placed on men’s wool and 
part-wool half hose, at prices unchang
ed from the previous season. Manu
facturers predict that the majority of

orders will be placed within ten days 
and that sales will exceed those of last 
year by 5 to 7 per cent. The fact that 
yarn prices are unchanged and that 
only N orthern hosiery mills, paying a 
higher scale of wages than Southern 
producers, manufacture the wool and 
part-wool half hose, accounts for the 
failure to reduce prices, it was said. 
P art wool numbers are featured to re
tail at 25 cents and the wool numbers 
in 50 to 75 cent ranges.

Slump in Buying Hits Notion Trade.
Following a period of brief activity 

the notion trade relapsed into a dull 
condition this week. Re-orders for cur
rent merchandise dropped off, while 
the buying of fall items is being held 
up until later in the month. Dress ac
cessories, with the exception of but
tons, buckles and slides, are moving in 
only a limited way. Notion articles for 
use in kitchens and other parts of the 
home are in less demand than usual 
for this time of year. The buttons, 
buckles and slides, for use on women’s 
dresses, are outselling all other items 
in the notion field by a wide margin. 
A steady call for such goods marked 
the entire spring and summer season, 
manufacturers said.

Sees Silk Prices Tending Upward.
An upward trend in prices of broad 

silks for immediate consumption is 
looked for in the industry, according 
to views expressed by Paolino Gerli, 
president of the Silk Association, at a 
meeting of broad silk manufacturers 
and converters, it was announced. Ris
ing raw silk prices, low shocks in the 
hands of manufacturers and conserva
tive fall production indicate a healthier 
condition, which should make for a 
more profitable season. The demand 
for the new weaves being featured is 
greater than the supply or ability to 
supply, with the result that “there 
should be far greater stability and con
fidence in the broad silk market than 
in several years past.”

Knitted Apparel Orders Gaining.
O rders for women’s knitted apparel 

are shaping up well in the primary 
market, the showroom activity in this 
merchandise during the week being 
quite brisk. A ttention centers largely 
on three-piece suits, particularly in the 
$6.75 and $10.75 ranges. O rders are 
tending to be well distributed over a 
variety of wool-yarn numbers, includ
ing angora, rabbit’s wool, zephyr, 
ratine and bramble types. The colors 
specified and running largely to Free
dom blue, Bordeaux red, Malaga 
brown and black. In  addition to the 
showroom business, some m anufactur
ers are booking a good volume through 
road salesmen.

Berkshire Reduces Hosiery Prices.
Price reductions ranging from 50 

cents on cheaper numbers to $1.50 per 
dozen on more expensive makes were 
put into effect last Thursday by the

Berkshire K nitting Mills, Inc. The 
new prices are guaranteed against de
cline until Jan. 10, but the company 
warns buyers that the present condi
tion of the silk market makes it im
possible to insure against a possible 
price rise before that date. The com
pany offers, for early delivery, non-run 
hosiery made under the Schwartz pat
ent, to retail at $1.35 a pair. A similar 
offering was made by the Apex H os
iery Co. and the Schuylkill Valley 
Mills.

Dry Goods Activity Limited.
The seasonal lull in the dry goods 

field continues to hamper operations. 
W holesale dealers throughout the 
W est report that sales show little im
provement as a result of recent ad
vances in grain and livestock prices, 
but predict that a pick-up will be no
ticed before the close of this month. 
In the Eastern States retail accounts 
are purchasing limited quantities of 
fall goods and some difficulty is being 
experienced by jobbers in making col- * 
lections. The firmer tone noted in the 
prmiary markets is expected to have a 
favorable effect upon dry goods prices 
shortly.

Sales Events Aid Men’s Wear.
A decided improvement in the vol

ume of retail men’s wear trade marks 
the current week. Clearance sales of 
men’s summer suits furnish most of 
the business for stores and retailers 
predict that stocks of lightweight gar
ments will be cleared by the middle 
of the coming week if weather condi
tions continue favorable. Demand for 
furnishings was confined to shirts in 
the 89 cent and $1 ranges. Fall mer
chandise is ordered this week by re
tailers, but will not be displayed until 
early next month.

Food Men To Enlarge Sales Staffs.
For the first time in more than two 

years grocery manufacturing com
panies are increasing sales staffs in 
preparation for Fall campaigns. E n
couraged by better conditions through
out the food trades, the grocery hous
es are preparing to launch drives for 
additional business around the middle 
of this month. In rebuilding sales 
staffs, executives say that preference 
is being given former employes re
leased when sales fell off. At the 
present time places will be found for 
about one-third of these men, one 
manufacturer said, but the numbers 
employed will be increased rapidly if 
conditions justify such a move. The 
producers feel that price slashing has 
been halted in the food trade and that 
both retailers and jobbers are now 
ready to build up normal-sized stocks.

Failure is, in a sense, the highway 
to success, inasmuch as every discov
ery of what is false leads us to seek 
earnestly after what is true, and every 
fresh experience points out some form 
of error which we shall afterward 
carefully avoid.—John Keats.

Grand Rapids Paper Box Co.
M anufacturers of SE T  UP and FOLDING PAPER BOXES  

SPECIAL DIE CUTTING AND MOUNTING 
G R A N D  R A,  P I D S  , M I  C H I G A N
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H O ltL  DEPARTMENT
Federal Farm Board Placed Agricul

turist in Deepest Ditch.
Los Angeles, Aug. 6—The recently 

deposed California member of the Fed
eral Farm  Board, in a radio address 
the other night, certainly asserted a 
few “low down’’ facts in the adminis
tration of that body which the party 
in power will have some difficulty in 
“ laughing off” during the forthcoming 
campaign. From this disclosure it 
seems the very men who were dele
gated to 'help the farmer didn’t know 
w hat it w as all about, although they 
spent approximately a half billion dol
lars in experim entation and placed the 
agriculturist in the deepest ditch he 
had ever disclosed, which demonstrates 
th a t the only man who can help him is 
the one who has been honestly trying 
to do so for a century or more. Farm 
ing is one of the hardest production 
jobs on earth. I t has more unknown 
factors than any others. I t calls for 
more skill and considerably more 
patience than a hundred other lines of 
work. To be quite frank on the sub
ject, a goodly percentage of unsuccess
ful farmers are those who have not the 
skill or the patience or the aptitude 
necessary for food production. There 
are plenty of supposedly rich farmers, 
but they are all men who have applied 
—not politics—but science to  their 
jobs. They have disregarded the cheap 
hypocrites who have from time im
memorial tried to wheedle them into 
voting them into office and then for
getting all about them until the ap
proach of the next election day. 1 he 
man who really made it possible for 
the farmers to make a good living and 
the people to obtain cheap, wholesome 
food, is the scientist. The man who 
will better the farm er’s lot in the fu
ture will not be a politician but a scien
tist. And no one else can or will ac
complish it. It was the scientist who 
took the mongrel hen which ate its 
head off every week and turned out a 
yearly product of a dozen eggs, and 
converted her into a unit capable of 
producing 200 in the same length of 
time. He was not a catch-penny poli
tician, but a scientist, and he was not 
on any farm board drawing down a 
princely salarv, ably assisted by his 
wife’s relatives. Luther Burbank did 
not waste his time and substance fol
lowing up these ¿gif-constituted saviors 
of everything, but applied practical 
horse sense in a practical manner and 
then proved his theories by results. 
The spell-binders will go at it hammer 
and tongs during the vote collecting 
period to try  and convince the farmer 
particularly, that his only salvation is 
to vote to continue this condition. But 
the sensible agriculturist, if he votes, 
will do well to outwit these charlatans 
by voting against such a system and 
such an organization.

Clark B. Dibble, 72, former mayor 
of Flint, who also served several terms 
as alderman and a police commissioner, 
passed away in that city last week. Mr. 
Dibble was for many years proprietor 
of the Dibble House, one of the larger 
hotels of the early days in Flint, after
ward entering the real estate business.

Giant trees have always been the 
most interesting feature that has a t
tracted visitors to Sequoia National 
Park. More than twenty groves of big 
trees are located within the park, prob
ably more than 60 per cent, of all the 
big trees that actually exist. I t is esti
mated that there are about 15,000 acres 
of big trees in the world of which 
9,000 acres are in this particular for
est. There are over 8,500 here that 
are over ten feet in diameter.

W hat interests me is to know 
whether the movement favoring five in
stead of three meals per day is spon
sored by the “Society in favor of T ip

ping,” or for the purpose of producing 
horrible examples among dyspeptics.

W ith the divorce suit of Maurice 
Chevalier, another of Hollywood’s 
“happy marriages,” goes on the rocks. 
They don’t collapse for the reasons 
you might think. There are a lot of 
unhappy wives who would like to 
break the bonds; only they haven’t the 
money. Hollywood can afford alimony. 
Another thing is that—living in the 
blaze of publicity all the time—they 
do not dread the notoriety. Oddly 
enough, the marriages of experienced 
actresses like Mary Pickford and Joan 
Crawford are more likely to  stick than 
any other. They seem to know where 
the rocks are in the channel.

H otel operators and other caterers 
seem to be constantly shifting about 
between the restaurant and coffee 
shop ideas of purveying to the public, 
and just now I notice considerable 
discussion about the feasibility of in
teresting the public in sandwiches. It 
might be made to work out if sand
wiches were constructed with some 
possible food value. The sandwiches 
of to-day, butterless, separated from 
the parent loaf w'ith a safety razor, is 
not comparable in any way with the 
sandwich as originally invented. The 
chief aim of the present day producer 
is to restrict the cost of one of his 
creations to a single penny and mulct 
the unsophisticated public to  the tune 
of ten or ¡fifteen cents for such an of
fering. In the good, old days when 
sandwiches were, you m ight say, in 
their infancy, or at least the idea was, 
a sandwich consisted of two generous 
slices of bread, liberally buttered— 
each slice separately—and used as an 
enclosure for liberal slices of meat, 
cheese, etc. Have you seen one of such 
in the past decade? If so, I will be 
glad to have and publish the  particu
lars. The present day production com 
prises as a rule, two transparent slices 
of stale bread, innocent of butter or 
other lubricant, a sliver of stale meat, 
lettuce leaf from the kitchen • sink— 
and a check. Am I correct?

Prohibition Commissioner W ood
cock’s order for a special investigation 
of the California grape industry, savors 
somewhat of a grandstand play. If he 
really thinks seriously o f such an in
vestigation he would do well to place 
President Hoover on the witness stand 
for h is 'first move. Mr. H oover has a 
very comprehensive grasp of California 
affairs and might be depended upon to 
testify w ithout bias. He is aware that 
some grape juice is being (illegally 
fermented and sold, which does not 
w arrant the cost and labor of a special 
investigation of the grape industry 
itself, but might be w orthy of investi
gation by Mr. W oodcock’s agents in 
California. It is a m atter of record 
that, annually, California ships to the 
E ast thousands of tons of grapes and 
rivers of unfermented, grape juice. T o 
interfere with such shipments would 
be ridiculous, if not illegal, as bad as 
it would be to interfere with inter
state shipments of corn, rye and bar
ley, which fermented juices may, and 
do, become forbidden beverages. T he 
raiser of grapes is no more responsible 
for the final use of his crops than are 
the grain growers of the Middle W est, 
who produce som ething having a l
coholic potentiality. And all this while 
every American city is overrun with 
dealers in m alt syrups which have but 
one possible use—home brew.

The postm aster general is said to be 
worrying over some criticism of the 
quality of the mucilage that is being 
used on the new issue of three cent 
stamps. I t not only lacks the stick- 
toitiveness but folks with delicate 
stomachs object to the taste. They 
evidently w ant something flavored 
with a flapper’s kiss or the  fragrance 
of a Persian garden. Uncle Sam

should get out a de luxe edition for 
that class of patrons.

Times do change, even in Michigan. 
A few years ago, what was kriown ¡as 
the Pentw ater Division of the Pere 
M arquette Railroad, was claimed to be 
the best paying branch operated by 
that company. Three passenger trains 
daily arrived ait the Pentw ater terminal, 
two of them carrying Pullman sleep
ers. Last week the railroad people 
made application to the state railroad 
commission for permission to  discon
tinue the operations of the line from 
Mears Junction to Pentw ater.

I t looks as though a large share of 
the celebrities of Hollywood will be 
arrested before the income tax authori
ties get through with them. I t  would 
seem to be the part of -wisdom if the 
authorities would evolve a system of 
tax collection which would, at least, be 
understood by the collectors them 
selves. In  many of the Hollywood 
cases the victims actually appealed to 
the authorities to supply them a sta te
ment of their indebtedness after en
lightening them as to what they had 
taxable. T he Government took the 
money, bu t later on technical errors 
were discovered and the actor people 
have had to suffer innocently. If the 
public realized w hat proportion of 
their tax never gets to any useful 
place, but is soaked up in the business 
of collecting it, they m ight possibly 
feel worse than they do now.

A few years ago the Michigan Leg
islature passed an act known as the 
Henry law, making it m andatory for 
all hotels in Michigan to furnish guests 
nine foot sheets, .fire escapes and linen 
towels. I t  is claimed by the U. C. T. 
that many hotels have forgotten there 
is such a law. According to my 
recollection, the same act provided for 
hotel inspectors to see that the law 
provisions were enforced. W hat has 
become of them?

A French authority declares that the 
smoking of cigarettes between courses 
at dinner, is a “gastronomic crime.” 
The theory being that it destroys ap
preciation of good food. Perhaps, 
even over there, they are being urged 
to “reach for a cigarette instead of a 
beefsteak.”

As intim ated in m y communication 
of last week the members of the Mich
igan H otel Association are consider
ably wrought up over the private home 
encroachm ents into the tourist trade 
and so evidenced themselves at a  m eet
ing of the  executive committee, held 
with President Doherty, at H otel 
Doherty, Clare, the other day. The 
discussion at this meeting brought out 
the fact that private homes with 
“Rooms For R ent” signs hanging out 
in the front yards are luring a con
tinually larger percentage of the auto
mobile travelers from the  legitimate 
hotels -that offer higher grade accom
modations coupled with service, safety 
and sanitation, largely upon a basis of 
space competition. W ith the consid
erably lowered volume of tourist 
traffic this year due to  the depression, 
and .the number of potential tourists

Hotel and Restaurant 
Equipment

H. Leonard & Sons
38-44 Fulton S t , W . 

GRAND R A PID S, MICH.

CODY HOTEL
GRAN D  R A P ID S  

R A T E S —41.50 up without bath. 
12.50 up with bath.

C A F E T E R IA  IN CO N N ECTIO N

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 . DAUCH Y, Mgr.

Park Place Hotel
Traverse City

Rates Reasonable—Service Superb 
— Location Admirable.

G EO . A N D ER SO N , Mgr. 
A L B E R T  J . RO KO S, A ss’t Mgr.

New Hotel Elliott
STURGIS, MICH.

50 Baths 50 Running Water 
European

D. J. GEROW , Prop.

Occidental Hotel
F IR E  PR O O F  

C E N T R A L L Y  LO C A T ED  
Rates $2.00 and up 

ED W A R D  R. S W E T T , Mgr. 
Muskegon Michigan

Columbia Hotel 
KALAMAZOO 

Good Place To Tie To

“We are always j mindful of 
our responsibility to the pub- 
lie and are in full apprecia
tion of the esteem its generous 
patronage implies. ”

HOTEL ROWE
Grand Rapids, Michigan. 

E R N E S T  W . N E IR , R ece iv e r.
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who are out of work and cannot make 
their usual vacation trip through the 
state, this unfair competition of private 
homes that pay no taxes as businesses 
and maintain no standards beyond 
those dictated bv the whims of their 
operators has been keenly feilt by the 
hotel operators, particularly by those 
in the smaller cities: and tow ns on the 
through highways, which make up an 
exceedingly large proportion of the 
membership of the Michigan associa
tion. At th is meeting Frank R. John
son, proprietor of Johnson’s Rustic 
Tavern, H oughton Lake, was delegat
ed to the task of collecting data on 
tourists homes and reporting an un
biased opinion a t the annual meeting 
of the Association which is to be held 
at Traverse City Sept. 30 and Oct. 1 
next. This subject is one that has 
bothered hotel men all over the coun
try, has been taken up by legislative 
bodies in several of the states, acted 
upon by three or four, but the courts 
have ¿.'most universally decided that 
there can be no discrimination prac
ticed in such cases. Hence i't occurs 
to me that the whole question must 
center on -the sanitation and health 
regulations of the states. Almost akin 
to this was the attem pt to compel 
street vendors of flowers in Los 
Angeles to pay a license fee of $300 
per year for this privilege, when the 
regular fee for regular tradesm en in 
that line was only $50. T he courts 
immediately declared that t.hiis .was un
just discrimination, and threw the 
whole m atter up in the air. The hotel 
men of Michigan may have this con
soling thought: Thlat the accomfiioda- 
tions furnished by these people, are 
entirely inadequate to meet the situa
tion. hence if a touring party meets 
up with the inconveniences always 
surely to develop, they will not be 
disposed to continue the practice and 
the hotel man will finally come into 
hi» own. John A. Anderston., manager 
of Hotel H arrington, Port Huron, who 
is anti-prohibition director for the 
American Hotel Association as well as 
the Michigan organization, has in
augurated a system whereby he is 
checking up on the various candidates 
for Congressional seats and they will 
be interrogated and “smoked out,” as 
it were, a s  to their ideas on the subject. 
Much clever work has been done by 
the National association along this line 
and there is no good reason why the 
influence of the Michigan association 
should not be felt, especially with the 
work in such good hands as Mr. 
Anderson is a  competent organizer. A 
compilation of the hotel laws of Mich
igan is being made and it is ex
pected that same will be published in 
pamphlet form so that all members of 
the organization may be supplied.

Los Angeles, in working out its 
problem of the city beautiful, consider
ing the many rather than  the few, is 
looking to the future instead of to the 
past. I t is being built along lines of 
beauty, and while it is being found 
necessary just now to go to  enormous 
outlays to meet artistic requirements, 
provisions are  constantly considered 
for bringing the greatest good to the 
greatest number. The beauty of old 
world cities is that of aristocratic 
tradition and it is largely confined to 
palaces, cathedrals, exclusive squares 
and fashionable promenades. The 
beauty of Los Angeles .is the beauty of 
democracy brought into the every-day 
lives of its people, distributed so as to 
ornament the practical—to give it a 
background., as it were, but its plans 
are resulting in substantial improve
ments. which will fast for generations. 
In all directions, even in industrial 
areas, there iis a diffusion of beauty 
hardly believable. There are fluted 
warehouses so ornate and imposing 
that centuries ago they would have 
been called temples to the gods. Los 
Angeles is building .modern factory 
buildings which are pleasing to the 
eye externally. Palm 'trees* squares of

green lawn, flower beds, shrubbery of 
all kinds, such as is used ,in decorating 
resort places. There is nothing like 
it, even in that other world we have 
spoken of where factories are mostly 
of ugly materials, designed for utility 
alone. There the beauty of the palace 
and temple is preserved for the few, 
and has never penetrated the lives of 
the miany. Beginning with the civic 
center the new city hall looms up to 
be viewed from almost any part of 
the city, there has been a definite plan 
to conform to certain rules in archi
tecture, not only in public buildings, 
but in. every institution builded in this 
most wonderful city. The factory, the 
warehouse, and the m arts of trade are 
all included in this same grand pro
gram, while residences and their en
virons have been, from the very first, 
made 'to subscribe to the dictates of 
art.

S tars of W arners-F irst National will 
no longer have anything to say about 
the stories .in which they are to ap
pear. The producers who make the 
investment will do that portion of the 
“talking.”

The news that in Chicago recently 
eggs were fried by radio will not prove 
particularly startling to the man who, 
while his own set was tuned in on an 
interesting program, has smelled them 
burning.

The score card for a perfect hus
band as codified by some of the wo
men’s clubs contains no less than 143 
items. In the face of this the conclusion 
must naturally be that there “ain’t 
no such animal.” The perfect hus
band must not only be a good pro
vider, but a plumber, carpenter and 
paper hanger. He m ust yield to his 
wife’s wishes without argument and 
he m ust even be polite and hospitable 
to her relatives. He should be able not 
only to fix the furnace but also to carve 
the turkey. It seems to me that the 
man who can do all this would1 be 
foolish to  get married and expose his 
sweet disposition to such a strain.

Frank S. Verbeck.

Must Pursue Policy of Give and Take.
St. Johns, Aug. 9—I have received a 

letter from Orville W. Scott Repre
sentative from McBain, in which he 
objects to my views as stated in the 
Tradesman of July 27, relative to  the 
so-called Michigan plan. Mr. Scott 
says in his letter the plan would give 
W ayne county, with two other popu
lous counties, or W ayne county and 
the Upper Peninsula absolute control 
of the House of Representatives. He 
further says it would give W ayne 
county alone control of the House in 
so far as any legislation requiring a 
two-thirds vote is concerned, which 
Mr. Scott believes would be a mistake. 
He also criticizes the Senate commit
tees who last year failed to report out 
such bills as the rural communities 
wanted, the income tax and sales tax, 
and he concludes his letter by request
ing I answer him through the columns 
of the Tradesman, which I am pleased 
to do, as follows:

I wish to say you bring up several 
im portant possibilities that could hap
pen if conditions developed as you 
fear they would in tihe event of some 
unforeseen exigency. However, it is 
doubtful1 if any conceivable circum
stance would arise wherein Wayne 
county itself or a combination of 
W ayne and other counties would de
liberately combine to do the State at 
large any irreparable injury, even 
though they had the power to do so. 
The people of W ayne county, I be
lieve, still retain much of the  spirit of 
fair play and' I think your fears are 
more imaginary than real. It has been 
my observation, extending over a per
iod1 of many years, that people living 
in small communities like yours and 
mine are prone to magnify their own 
importance in the sdheme of govern
ment. As it exists now, the populous

counties of Michigan are carrying the 
major portion of the State’s tax bur
den; likewise they furnish the larger 
part of the State’s income and, as such, 
should be entitled to the major portion 
of representation in the House and 
Senate. At least this is my idea of 
fair play. Maybe I am wrong about 
this, bu t I suspect very stronn'v 
W ayne county and several others have 
much more cause for complaint about 
the treatm ent given them at the hands 
of the poorer counties than would be 
the case if conditions were reversed. 
The small town man may be close to 
nature, but he is usually far from life’s 
actualities. The atmosphere of the 
small town like yours and mine carries 
the germ of political conceit and 
egotism and once the individual be
comes permeated with them the cities 
are always objects of suspicion.

You say it was impossible to get out 
of the Senate committees legislation 
the rural communities wanted last year. 
No doubt this is true. If the rural 
communities would exercise the atti
tude of give and take more often, rath
er than attem pt to force their will 
upon the entire State, things might 
have been different. Mutual respect 
and confidence is necessary if you wish 
to cultivate and retain the good will 
of your neighbors. Personally I would 
have no hesitation, were I in the State 
Legislature, to concede to W ayne 
county and others the same rights and 
privileges I would demand for myself. 
If the Golden Rule ever becomes a 
part of our politics, many of our 
troubles will melt away.

A. C. Martin.

Meeting of Lansing Grocers and Meat 
Dealers.

Lansing, Aug. 8—The regular meet
ing of the Lansing Grocers and Meat 
Dealers Association was held at the 
Lansing Dairy Co., Thursday, Aug. 5.

Mr. Ayers, of the Lansing Dairy 
Co., warned us against pushing or 
letting our clerks push too much cheap 
or sales articles, in which there is little 
or no profit, because there are plenty 
of people who like good merchandise 
on which we can make a fair margin.

Mr. Affeldt read us the amendments 
to the outdoor stand ordinance, which 
was passed by the city council.

He also explained that the ordin
ance committee is working to keep 
outside sausage trucks from coming 
into Lansing without paying a fee.

He suggested that if the bakeries 
and dairies would like similar protec
tion it was up to them to make their 
wants known.

Motion made and carried that the 
Association have a closed picnic, to be 
held on Sunday. Aug. 21, place and 
other arrangem ents to be left to a 
committee consisting of M ohrhardt, 
Doyle, O tto Kopietz, Jeffries, G. C. 
Kopietz and H enry Feihig.

We received a card of thanks from 
the Ayers family. Mr. Lawrence sug
gested that some plan be devised so 
that we might hold a sales school. Mr. 
Affeldt was named chairman of a com
mittee for a dinner to  be held in honor 
of Mr. Crawford, President, and Mr. 
Symons, of the Crystal W hite Sugar 
Co., on Sept. 8.

Motion made and carried that the 
Association send the city attorney, Mr. 
Raudabaugh, a box of cigars to show 
our appreciation of his attention and 
assistance.

Mr. Hall, a representative of the 
Dole Pineapple Packing Co., showed 
us some interesting slides showing how 
pineapple is grown and packed.

Kenneth Olsen, Sec’y.

Corporations Wound Up.
The following Michigan corporations 

have recently filed notices of dissolu
tion with the Secretary of State: 
Stanley Electric Tool Co., Detroit. 
Berrien Silver Fox Ranch, Benton 

H arbor.
P. A. Geier Co., Detroit.
Griswold Hosiery, Inc., Detroit.

Dixie Rock Asphalt Co., Ypsilanti. 
Daylight Theaters, Inc., Detroit.
Auto Buyers Co., Detroit.
W estlake Mining Co., Ironwood.
John Van Range Co., Detroit.
Edward Construction Co., Sault Ste.

Marie.
Richmond Hills Development Corp.,

Pontiac.
Van’s Plumbing, Heating & Hardware

Co., Grand Rapids.
National Grocer Co., Grand Rapids. 
Avondale Corporation, Detroit.
Edison Hotel Co., Detroit.
Federal Tool & Die Co.. Detroit. 
Ad-Tag Corporation, Detroit.
Chafets Furniture Co., Highland Park. 
Gudebrod Bros. Silk Co., Inc., Detroit. 
Colonial W orks, Lansing.
Lambrecht Coal & Supply Co., Detroit 
Edward Rose, Inc., Detroit.
Grames M anufacturing Co., Constan

tine.
Camp Hiawatha, Marquette.

Copper Ware Threat Brings Trade 
Action.

Alarmed at the prospect of a new 
competition from copper products, 
manufacturers of pewter, sterling and 
plated silver hollow ware are pushing 
plans for improving the quality of their 
products and for joining forces in a 
trade group to prevent copper hollow- 
ware producers from making inroads 
into the market. The New York Sil
versmith’s Association, a group com
posed of sterling and plated silver 
hollow-ware producers, was form ed 
last Thursday to halt the output of 
shoddy merchandise through the es
tablishment of minimum quality stan
dards.

According to manufacturers, de
velopment in recent weeks of a process 
for manufacturing non-tarnishable cop
per hollow ware has roused producers 
in competitive fields to the possibility 
that their sales may be seriously re
duced if manufacturers of copper ware 
make full use of sales opportunities. 
Previous efforts to popularize copper 
for decorative hollow ware met with 
indifferent success because the metal 
tarnished, it was explained, but com
petitors now see a serious threat in 
the improved product.

Pew ter hollowware producers, seek
ing to strengthen their competitive 
positions, have already adopted mini
mum standards of quality and enlisted 
the co-operation of rolling mills sup
plying metal to manufacturers. They 
plan to purchase metal 25 per cent, 
heavier than the minimum gauge for
merly used and to discontinue the pro
duction of such $1 retail items as cof
fee pots, pitchers and large-sized arti
cles of utility. U nder the minimum 
standards adopted by the group such 
articles in the future will retail in the 
$1.95 and $2.50 ranges.

Similar steps are contemplated by 
the sterling and plated silver hollow- 
ware producers who lowered minimum 
standards this year in order to meet 
retailers’ demands for goods to sell at 
lower prices.

Usable as telephone stand or small 
table in home or office, a new metal 
cabinet contains systematic files for 
private papers, tricky secret compart
ment, all under combination lock.

A devoted brain worker is one who 
is thinking about His work outside of 
office hours.
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D R U G S
Michigan Board of Pharmacy.

P r e s id e n t— C la re  F . A llen , W y a n d o tte .
V ic e -P re s .—J .  W . H o w a rd  H u rd , F lin t .
D ire c to r  —  G arfie ld  M. B en e d ic t, S a n 

d u sk y .
E x a m in a tio n  S ess io n s—T h re e  ses s io n s  

a r e  h e ld  e ac h  y e a r , o n e  in  D e tro it,  o n e  in  
th e  U p p e r  P e n in s u la  a n d  o n e  a t  F e r r is
In s t i tu te ,  B ig  R ap id s .______________ _

Michigan State Pharmaceutical 
Association.

P r e s id e n t—F . H . T a f t ,  L a n s in g .
F i r s t  V ic e - P re s id e n t—D u n c a n  W ea v e r , 

F e n n v ille . _
S eco n d  V ic e - P re s id e n t—G. H . F le tc h e r ,  

A n n  A rb o r.
S e c re ta ry —R . A. T u r re l ,  C ro  sw ell.
T r e a s u r e r —W illia m  H . Jo h n so n , K a la 

m azoo .

Tax Is Interpreted on Beverage 
Syrups.

Any person conducting a soda foun
tain, ice cream parlor or similar place 
of business who produces a syrup by 
using a concentrate or essence or by 
diluting a concentrated syrup w ith a 
simple syrup is a manufacturer of a 
finished fountain syrup and m ust pay 
the new tax of 6 cents per gallon, the 
Bureau of Internal Revenue ruled in- 
iormally Aug. 5.

The Bureau rejected the contention 
of an unnamed company and “several 
other companies,” who declared that a 
retail dealer should not be termed a 
manufacturer and taxed merely be
cause he adds simple syrup to finished 
or fountain syrup, the ruling says. The 
statem ent follows in full text:

An opinion is requested concerning 
certain interpretations relative to Sec
tion 615 of the Revenue Act of 1932, 
imposing a tax upon finished or foun
tain syrups.

It is contended that a 'finished or 
fountain syrup is “a syrup which is 
possible of dilution with simple syrup 
in a ratio of three or four parts of 
simple syrup to one part of fountain 
syrup.” It is also urged that a retail 
dealer should not become a manufac
turer within the meaning of the law 
“because of the addition of simple 
syrup to the finished or fountain 
syrup.” This is the position taken by 
the X Company and several other 
companies. Careful consideration has 
been given to all aspects of the prob
lem, and the interpretation urged by 
the X Company and other companies, 
while it would materially simplify the 
task of collecting the tax, cannot be 
acceded to by the Bureau.

The problem resolves itself into a 
definition of “finished or fountain 
syrups” as used in section 615 (a) (6) 
of the Revenue Act of 1932. By this 
section the tax is imposed upon all 
finished or fountain syrups of the 
kinds used in mixing or compounding 
drinks commonly known as soft 
drinks.

The Bureau has adopted the previous 
ruling under the Revenue Act of 1921 
and has defined a finished or fountain 
syrup to be the syrup actually used in 
compounding the drink at the soda 
fountain. This syrup is ready to serve, 
requiring no further dilution with 
simple syrup, and is ordinarily used in 
the ratio of one part syrup to approxi
mately five or six parts of water in 
order to make a finished drink.

I t is held tihat if any person con
ducting a soda fountain, ice cream 
parlor, or other similar place of busi
ness, produces a syrup, either by using 
a concentrate, essence or extract, or 
by diluting a concentrated syrup with

simple syrup, he becomes a manufac
turer or producer of a finished or 
fountain syrup and there shall be 
levied, assessed, collected and paid, by 
the manufacturer or producer on each 
gallon manufactured and used in the 
preparation of the soft drink, a tax  of 
6 cents per gallon.

Upper Peninsula Pharmacists Urged 
To Organize.

W yandotte, Aug. 5—I am enclosing 
a letter I received to-day from A. 
Budhman. of Iron Mountain, in which 
he states that he wishes to form an 
Upper Peninsula Druggists Associa
tion at the time the Board of P har
macy examination is being held there 
this month.

If you would care to publish this 
letter I am sure he would appreciate 
it very much.

I will be glad to send you any news 
of the examination held in the Upper 
Peninsula when we get up there.

Clare F. Allan, 
President Mich. Board of Pharmacy.

Iron Mountain, Aug. 3—No doubt 
you have read the published account 
of the plans for the meeting of the 
State Board of Pharm acy to be held in 
Iron Mountain, Aug. 16, when about 
seventy-five applicants will take their 
examination for registered pharmacists.

In connection with that event, the 
Iron M ountain druggists are planning 
an interesting program of entertain
ment—and tha t’s where you come in. 
W e want you to be here on that day, 
meet the members of the Board and 
spend the day in getting acquainted 
with us and with other druggists in the 
Upper Michigan district.

Once each year the Lower Peninsula 
druggists get together to renew ac
quaintances, discuss trade ideas and to 
benefit, generally, by the experience of 
each other. W hy can’t we do the 
same thing in the Upper Peninsula?

H ere’s something else. There is an 
Upper Peninsula Medical Association 
and an Upper Peninsula Dental So
ciety. W hy not an U pper Peninsula 
D ruggist’s, Association?

W e hope to organize at least the 
nucleus of such a group here on the 
occasion of the visit of the State 
Board, Aug. 16, and we want you in 
on it.

This is your invitation to the dinner 
to be given at 8 o’clock p. m., Tuesday 
Aug. 16. You are assured of a good 
dinner and a good time.

B ring your wife—if any. If not, use 
your judgm ent. Bring your golf clubs 
and play a round on the 'finest course 
in the North country.

Forget your troubles for a day and 
tell me that you will be with us1. Just 
drop a note. Say: “Count on me,” and 
we'll do the rest. Tell me, also, how 
many will be included in your party.

The date—Aug. 16. And we’ll be 
seeing you. A. G. Buchman.

LET US GO FORW ARD.
(Continued from page 7) 

standardization? An economic neces
sity for the facility of production and 
maintenance of standards. Standard
ization of manufacturing is an eco
nomic necessity. Every manufacturer 
and producer knows that is true. W ith 
that same standardization there comes 
centralization of buying power, which 
expresses itself in controlled credit. 
The thing that is the m atter is not the 
assets are frozen, bu t that credit is 
frozen. So we have centralization 
everywhere. A nother bank merger in 
my city, and seven or eight men will 
control the credit of every individual 
in my city.

There probably will be a National 
Credit Council of which everybody 
who wants credit to the amount of
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fifty thousand dollars or over will be
come a member. The return of Ameri
can prosperity will be here when we 
get to the fundamental ethics of busi
ness cost and merchandising by de
centralizing authority, and breaking it 
into units where the individual owner 
and independent proprietor can once 
more do business.

W hy on earth the financiers and the 
credit-controlled interests of America 
do not realize this tragedy is more

than I can understand. Take the 
period in the history of American life 
with Individual responsibility. I want 
to tell you w hat actually happened. 
Very close to my church is an institu
tion of National significance. I shall
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Hazeltine &  Perkins Drug Co. j
Grand Rapids Michigan j
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not mention names. I t  has had to put 
on a staff of four or five extra people 
at the dismissal of my congregations. 
Sunday afternoon and evening there 
is an additional service group for that 
institution. Five years ago I built a 
new building that runs into an invest
ment of nearly a million dollars. It 
got to be such a joke when I walked 
into an office, they would' put their 
hands in, their pockets. It is not all 
paid for yet; but I am not discouraged.

W hat is the ¡test of a man? I will 
tell you. I look at you and you are 
pretty decent. There were certain sug
gestions by the mayor’s secretary that 
gave me to understand there may be 
fluid members in this group. T hat is 
all right with me. It is your business 
not mine. If you want to make a fool 
of yourself, go ahead; but don’t make 
one of me at the same time.

My church needed to raise a lot of 
money. I went in to the manager of 
¡the institution and said, “I am aware 
of conditions. I am building this in
stitution. I have been here fifteen 
years. May I put you down for a 
contribution?”

“W e appreciate your work. I must 
take it up with the down-town man
ager.”

“W hat is his name? Let me take 
it up with him.”

If you want to get anything done, 
do it yourself. I walked into the office 
of the assistant manager. I t  was 
beautifully furnished. I told him my 
errand. He said, “Oh, yes; I know 
you. I have listened to  your Round- 
Table talks at 9:30.” No advertising, 
please. “W hat can I do for you?”

“I have come to ask you if you can
not make a contribution to my 
church.”

“Now, Dr. Bradley, I shall have to 
take it up with the New York office. 
I t is a little irregular.”

“W ho is at the head of the New 
York office? Let me have his name 
and address, and give me a note of 
introduction.”

He said, with a smirk, “I will be 
glad to.”

Two weeks later I was in New 
York. I called on the gentleman, and 
saw him. I t  is always easier to see 
the president of any worth-while con
cern than the fourth assistant secre
tary. I told my situation. “Dr. Brad
ley, we should be glad to make a con
tribution, but we are National oper
ators, and if we do it fox one church, 
we should have ¡to do it for all.”

“Perfectly splendid! Goodbye.”
Give me the individual merchant 

who looks over his counter and says, 
“Sure! H ere’s twenty-five dollars.”

You should see how they love me 
because of that attitude! I t  wasn’t a 
question of sour grapes. I t  is because 
I want ¡to see America come back. W e 
are in a vortex of plenty. Centraliza
tion and group control have reached a 
point where there are only two ways 
out. Mr. Young pointed out one way— 
dictatorship—a growing communism 
and disorder—chaos.

I believe there is another way, and 
thait is the American way. I have not 
deserted m y dream of democracy—the 
technique of American constitutional 
privileges—the power of representative 
governm ent—the power of a properly 
constituted judiciary, and the aid of

correct legislative action. I am not 
ready yet to admit that the American 
experiment is a failure. In spite of 
all that is wrong and bad, I still trust 
our own potentialities.

W hat is the test of a man? I look 
at you—very respectable at the mo
ment. There are no moral distinctions 
I can see. You are all decent. I do 
not know whether that goes for the 
platform, ¡but it does for the body of 
the convention. You are all right 
there. T hat isn’t the test. Almost 
anybody can be decent most of the 
time. Most people can be honest most 
of the time. Most people can be 
virtuous most of the time. Most peo
ple can be true m ost of the time, but 
the tragedy is it isn’t most of the time 
that m atters. I t is not what we are 
most of the time. I t is what we are 
all the time that matters. So the test 
of every man is what he will do in an 
emergency. The test is not when 
prices are high and profits big and de
mands great. I never sold a nickel’s 
worth of groceries in my life. Under 
ideal conditions, I could make money 
in the grocery business.

Is it a ¡test of the preaching business? 
No. Is it a test of any character? No. 
W hat is the test? W hat will you do 
in an emergency?

Irvin Cobb told me there w’ere only 
two ways' to tell a gentleman. One 
was to sit in a gentleman’s game of 
poker with him and the other was to 
go fishing with him and have it rain.

There is another way to tell a man. 
Let me see you with your back to the 
wall; your credit shaken; your business 
lost. Let me see you in an emergency 
and I will call your number. Real 
men do not jump out of windows. I 
lost three of my best friends by suicide. 
You never win in life by getting out 
of life. You only win by staying in 
life. Throw your shoulders back and 
put your chin in the air and say, 
“W hat will you do to me?”

W ill we Americans let this thing 
break us? W here are your guts? That 
is what it means in America. I t  ought 
to  go around the world.

Saturday afternoon, the proprietor 
of one of the finest florist shops in 
Chicago, forty-two years old, said to 
me, “See that picture? T ha t’s a pic
tu re  of my father. He founded this 
business in 1881.” He said, “I think 
possibly I can keep the doors open an
other month and this business is gone.” 
Then he smiled. Thank God for a man 
who can smile in an emergency.

I said, “Come out with it. There’s 
something I wTant to hear. W hat is 
back of the smile?”

“There are two things they cannot 
take from me. They can refuse me a 
loan and close me up and take my 
business. First, they can’t take my 
reputation. There is only one man 
who can take that and that is myself. 
Second, they can’t take away my abil
ity, and the day they lock the doors, 
I will have a little hole in the wall, 
and a bunch of violets and a spray of 
roses and I will start all over again 
as a tribute to my father.”

W ould you go forward? Then start 
the  stride under these terms. Remem
ber the old Chinese proverb: “For a 
five thousand1 mile journey, there is al
ways the first step to take.”

Preston Bradley.

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

A cid
A cetic , No. 8, lb. 06 @ 10 
B oric , P o w d ., o r

X ta l, lb. _____08 %<® 20
C arbo lic , X ta l.,lb . 36 @ 43
C itric , lb. ______40 @ 55
M u ria tic , C om ’l.,

lb. ___________ 03%@ 10
N itr ic , l b . ______09 @ 15
O xalic , l b . ______15 ®  25
S u lp h u ric , l b . _03% @ 10
T a r ta r ic ,  l b . ___ 35 @ 45

A lcohol 
D e n a tu re d , N o. 5.

G al. __________ 48 @ 60
G ra in , G al. ____ 4 25@5 00
W ood, G a l . ____ 50 @ 60

A lu m -P o ta sh , U SP
L u m p , lb. _____05 @ 13
P ow d. o r  G ra ., lb .  05%@ 13

A m m onia
C o n ce n tra te d ,lb . 06 ®  18
4-F , lb. _________ 05%@ 13
3-F , lb. _________ 05%@ 13
C arb o n a te , lb ._20 @ 25
M u ria te , L p ., lb. 18 @ 30 
M u ria te . G ra ., lb. 08 @ 18
M u ria te , P o ., lb. 20 @ 30 

A rsen ic
P o u n d __________ 07 @ 20

B alsam s
C o p aiba, l b . _50 ®  80
F ir . C an a ., lb. 2 00®2 40 
F ir ,  O reg ., lb. 65' ®  1 00
P e ru , lb . ______ 2 00(3)2 20
T olu . lb . ______1 50@1 80

B ark s
C ass ia ,

O rd in a ry , lb._ 25 @ 30 
O rd in ., P o ., lb. 20 @ 25
S a igon , l b . _ @ 40
S a igon , P o ., lb. 50 (3) 60

E lm , l b . ______ 35 @ 40
E lm , P o w d ., lb. 35 @ 40
E lm , G 'd , lb ._40 @ 45
S a s s a f ra s  ( P ’d lb . 45) @ 35 
S o a p tree , cu t, lb  15 (a ) 25
S o a p tree , P o ., lb. 25 @ 30 

B e rr ie s
C ubeb. lb. ____ @ 75
C ubeb , P o ., lb . @ 80
J u n ip e r ,  l b . ____10 @ 20

B lue V itrio l
P o u n d __________05 @ 15

B orax
P  d o r  X ta l, lb . 06 @ 13 

B rim sto n e
P o u n d  _________ 04 @ 10

C am p h o r
P o u n d  --------------80 @1 00

C a n th a r id e s
R u ss ia n . P ow d . @1 50 
C h inese , P ow d . @1 25 

C halk
C ray o n s,

w h ite , d o zen   @3 60
d u s tle s s . doz. @6 00

F re n c h  P o w d er,
C om l., lb . __ 03%@ 10 

P re c ip ita te d , lb. 12 @ 15
P re p a re d , lb. __ 14 @ 16
W h ite , lum p . lb. 03 @ 10 

C ap sicu m
P ods, l b . _____ 60 @ 70
P o w d er, l b . ____62 @ E5

C loves
W hole, lb. _____25 @ 35
P o w d ered , l b . _30 ®  40

C ocaine
O unce  _______ 12 85@13 50

C o p p eras
X ta l, lb. ______03 %@ 10
P o w d ered , lb. __ 04 @ 15 

C ream  T a r t a r
P o u n d  --------------25 @ 40

C u ttle b o n e
P o u n d  _________ 40 @ 50

D e x trin e
Yellow  C orn , lb. 06% @ 15 
W h ite  C orn , lb. 07 @ 15 

E x tr a c t
W itc h  H aze l, Y el

low L ab ., g a l. 99 @1 82 
L ico rice , P ’d, lb. 50 <g> 60 

F lo w er
A rn ica , lb. ____75 @ 80
C ham om ile ,

G e rm an , l b . _35 @ 45
R om an , l b . _ @ 90

S affron .
A m erican , lb. 35 @ 40
S p an ish , ozs. @1 25

F o rm ald eh y d e , B ulk
P o u n d  _________09 @ 20

F u lle r ’s  E a r th
P o w d er, l b . ___05 @ 10

G elatin
P o u n d  _________60 @ 70

G lue
B rok ., B ro ., lb. 20 @ 30
G ro ’d, D a rk , lb . 16 @ 22
W hi. F la k e , lb. 271% @ 35
W h ite  G ’d., lb. 26 @ 35
W h ite  A X X  lig h t,

lb. __________  @ 40
R ibbon  ________42% @ 50

G lycerine
P o u n d  _________ 15 @ 35

Gum
Aloes, B arb ad o es ,

so called , lb. g o u rd s  (3) 60
P ow d ., l b . _35

A loes, S o co trin e ,
® 45

lb. __________ ® 75
P ow d ., l b . __ ® so

A rab ic , firs t, lb. ® 50
A rab ic , sec ., lb. (5) 45
A rab ic , s o r ts , lb. 15 ® 25
A rab ic . G ran ., lb. (3) 35
A rab ic , P ’d, lb. 25 @ 35
A sa fo e tid a , lb .__ 5 0® 60
A sa fo e tid a , P o ., lb. (5) 75
G u a iac , lb. ___ @ 60
G u a iac , P ow d._ @ 70
K ino , lb. @ 90
K ino , pow d., lb. @1 OO
M y rrh , l b . ___ ® 60
M y rrh , P ow ., lb. 
S he llac , O range ,

@ 75

lb. -----------------25 @ 35
G ro u n d , lh ._25

Shellac , w h ite .
@ 35

(bone  d r ’d ) lb. 35 
T ra g a c a n th .

@ 45

N o. 1, b b ls__  2 00@2 25
N o. 2, l b s . ___1 75@2 00
P o w ., lb . ____1 25(g)! 50

Honey
P o u n d  _________ 25 @ 40

Hops
% s L oose, P re s se d ,

lb. ------------------  @ 60
Hydrogen Peroxide 

P o u n d , g ro s s  25 00@27 00 
% L b ., g ro s s  15 00® 16 00 
% L b ., g ro s s  10 00® 10 50

Indigo
M ad ras , l b . ____ 2 00@2 25

Insect Powder
P u re . lb. 25 @ 35

Lead Acetate
X ta l, lb. 17 @ 25
P ow d. & G ra n . 25 ® 35

Licorice
E x t ra c ts ,  s tic k s ,

p e r  b o x ____l  50 ® 2 00
L o zenges, l b . _40 ® 50
W afe rs , (24s) box @1 50

Leaves
B u ch u . lb ., s h o r t @ 50
B u ch u , lb ., lo n g . ®
B u ch u , P ’d., lb. @ 60
S ag e , bu lk , lb . 25 @ 30
S age , loose

p ressed , % s, lb. @ 40
S age , o u n ces ® 85
S age, P ’d & G rd. @ 35
S en n a ,

A le x an d r ia , lb. 50 ® 60
T in n ev e lla , lb . 20 ® 30
P o w d ., lb . __ 25 ® 35

U v a  U rsi. l b . _20 @ 25
U va U rsi, P ’d, lb. @ 30

Lime
C hlo ride , m ed ., dz. @ 85
C hloride , la rg e , dz. ®1

Lycopodium
P o u n d  60 @ 75

Magnesia
C arb ., % s, lb. ® 30
C arb ., l /1 6 s , lb. ® 32
C arb ., P ’w d., lb . 15 @ 25
O xide, H e a ., lb. @ 75
O xide, lig h t, lb. @ 75

Menthol
P o u n d --------------- 4 2S,@4 64

Mercury
P o u n d  -------------- 1  65® 1 80

Morphine
O u n c es  __--------- @ 12  00
% s ------------------  @ 12  68

Mustard 
B ulk , P ow d .,

se lec t, l b . ____45 @ 50
No. 1, l b . ------25 <g> 35

Naphthaline
B alls , lb . ______U6%@ 15
F la k e , lb. ------05 15

Nutmeg
P o u n d  -------------- @ 40
P o w d ered , l b . _ @ 50

Nux Vomica
P o u n d  -------------  @ 25
P o w d ered , lb ._15 ®  25

Oil Essential 
A lm ond,

B it., t ru e ,  ozs. @ 50 
B it., a r t . ,  ozs. @ 35
S w ee t, tru e , lb. 1 50® 1 80 
S w ’t, A rt.,  lbs. 1 00@1 25 

A m b er, c ru d e , lb. 75(g) 1 00 
A m ber, re c t .,  lb. 1 5@2 00
A nise, l b . ______1 25@1 60
B ay , l b . ------------  4 00@4 25
B erg am o t, lb . —5 0O@5 20
C a jep u t, l b . ____1 50@1 75
C a ra w a y  S ’d, lb. 3 00@3 25 
C ass ia , U S P , lb. 2 25@2 60 
C e d a r  L e a f , lb . 2 00@2 25 
C ed a r  L ea f,

C om l., l b . ___ 1 00® 1 25
C itro n e lla . lb __  75 <3)1 20
C loves, lb. _____2 00(3)2 25-
C ro to n , lbs. __  8 00@8 25
C ubeb , lb. ____ 5 00®5 25
E r ig e ro n . l b . _ 4 00(3)4 25
E u c a ly p tu s ,  lb . 1 00<3>1 25 
F e n n e l _________ 2 00(5)2 25

H em lock , P u ., lb. 2 00 @2 25 
H e m l’k  C om ., lb. 1 00@1 25 
J u n ip e r  B er., lb. 4 00@4 25 
J u n ip ’r  W ’d, lb. 1 500(g)l 75 
L av . F low ., lb . 4 00@4 25 
L av . G ard ., lb._ 1 25@1 50
L em on , lb. ____ 2 00@2 25
M u sta rd , tru e , ozs. @1 50 
M u sta rd , a r t . ,  ozs. (g> 35
O ran g e , Sw ., lb . 4 00@4 25 
O rig an u m , a r t ,

lb. ---------------  1 00@1 20
P e n n y ro y a l, lb. 3 25@3 50 
P e p p e rm in t,  lb. 3 50@3 75
R ose, d r. ______ @2 50
R ose, G e ran ., ozs. 50(g) 95 
R o se m a ry

F lo w ers , lb.__ 1 50@1 75 
Sandalw ood ,

E . I., l b . ____12 50@12 75
W . I., l b . ____ 4 50@4 75

S a s sa fra s ,
tru e , lb . ____  2 00@2 25
Syn ., lb. __ 75 @1 00

S p e a rm in t, lb ._ 3 00@3 25
T a n sy , l b . ------ 5 00@5 25
T h y m e, R ed , lb . 1 50@1 75 
T h y m e, W h i., lb. 1 75@2 00 
W in te rg re e n

L ea f, t ru e , lb. 6 00@6 25
B irch , l b . ------ 3 00 @3 25
Syn . ----------  75 @1 00

W o rm seed . lb.__ 6 00@6 25 
W orm w ood, lb. 7 00® 7 25 

Oils Heavy
C asto r, g a l. __ 1 35® 1 60 
C o co an u t, lb . __ 22% @ 35 
Cod L iv er , N o r

w eg ian , g a l. __1 00@1 50 
Cot. Seed  G als. 90(3)0 10 
L a rd , ex ., g a l. 1 55@1 65 
L a rd , No. 1, ga l. 1 25<S>1 40 
L in seed , raw , ga l. 50® 65 
L in seed , boil., ga l. 53® 68 
N ea ts fo o t,

e x tra ,  ga l. __ 1 25@1 35 
O live,

M alag a , g a l—  2 50® 3 00 
P u re , g a l. __ 3 00@5 00

S p erm , g a l . ------1 25@1 50
T a n n e r ,  g a l. __ 75® 90
T a r, ga l. --------- 65® 75
W hale , g a l . ___  @2 00

Opium 
G um , ozs., $1.40;

lb. -------------- 20 00@20 50
P o w d er, ozs., $1.50;

lb. --------------- 21 00® 21 50
G ran ., ozs., $1.50.

lb. --------------- 21 00@21 50
Paraffine

P o u n d  _______ 06%@ 15
Papper

B lack , g rd ., lb. 30 @ 40
R ed. g rd ., lb. 42 ® 55
W h ite , g rd ., lb. 35 @ 45Pitch Burgundy
F o u n d  _______ 20 @ 25

Petrolatum
A m ber, P la in ,lb . 12 @ 17
A m ber, C arb .,lb . 14 @ 19
C ream  W hi., lb. 17 @ 22
L ily  W h ite , lb. 20 @ 25
Snow  W h ite , lb. 22 @ 27

Plaster Paris Dental
B a r re ls  ------------  @5 25
L ess, lb. --------- 03%@ 08

Potassa
C au s tic , s t ’ks.lb . 55 ® 88
L iq u o r, lb. _____ @ 40

Potassium
A c e ta te , l b . ___ 60 @ 96
B ic a rb o n a te , lb. 30 @ 35
B ic h ro m a te , lb. 15 @ 25
B rom ide , lb. 51 @ 72
C arb o n a te , lb ._ 30 @ 35
C h lo ra te ,

X ta l.,  lb. _ 17 @ 23
pow d., l b . ___ 17 @ 23
G ran ., lb. ___ 21 ® 28

Iod ide , l b . ___ 3 64 @3 84
P e rm a n g a n a te ,  lb. 22% @ 35
P ru s s ia te ,

R ed. l b . ____ 80 @ 90
Y ellow , l b . _ 50 @ 60

Quassia Chips
F o u n d  ___ 15 @ 20
P ow d., l b . _____ 25 ®> 30

Quinine
5 oz. c an s ., ozs. @ 57

Sal
E psom , l b . ____03%@ 10
G lau b ers,

L u m p , l b . ____03 @ 10
G ran ., l b . ------03% ®  10

N itre ,
X ta l o r  P ow d . 10 @ 22
G ran ., l b . ------09 @ 20

R ochelle, lb . __ 21 ®  31
Soda, lb. ---------02% @ 08

Soda
A sh ---------------  03 @ 10
B ic a rb o n a te , lb. 03%@ 10 
C au s tic , Co’l., lb. 08 @ 15 
H y p o su lp h ite , lb. 05 @ 10 
P h o s p h a te , lb. 23 @ 28 
S u ln h ite ,

X ta l., lb. ___ 07 ®  12
D ry , P ow d ., lb. 12%(3) 20

S ilica te , S o l.,gal. 40 @ 50 
Turpentine

G a l lo n s _________ 51 @ 66
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mailing 

and are intended to be correct at time of going to press. Prices, however, are 
liable to change at any time, and merchants will have their orders filled at mar
ket prices at date of purchase. For price changes compare with previous issues.

A D V A N C E D D EC L IN E D

Lim a Beans
Beets
Corn
Pep
Bran Flakes

AMMONIA
P a rs o n s . 64 oz. _______ 2 95
P a rs o n s ,  32 oz. _______3 35
P a rs o n s .  18 oz. _______4 20
P a rs o n s .  10 oz. _______2 70
P a rs o n s , 6 oz. _______1 80

MICA A X L E  G R E A S E
48. 1 l b . ______________ 4 30
24. 3 l b . ______________ 5 90
10 lb. pa ils , p e r  doz. 8 80
15 lb . p a ils , p e r  doz. 11 70
25 lb. pa ils , p e r  doz. 17 65

A P P L E  B U T T E R  
Q u ak er. 12-38 oz., doz. 2 00 
M u sse lm an . 12-38 oz. 

doz. ________________  2 00

B A K IN G  PO W D ER S
R oyal. 2 oz., d o z . ____ 93
R oyal. 4 oz.. d o z . ___ 1  80
R oyal, 6 oz.. d o z . ___ 2 45
R oyal, 12 oz.. d o z . ___4 85
R oyal. 2% lb s.. doz.__ 13 75
R oyal, 5 lb s., doz___  24 50

KC, 10c size , 8 o z . __3 60
K C. 15c size . 12 o z . __ 5 40
K C. 20c size , fu ll lb __6 80
K C, 25c size . 25 o z . __ 9 00
K C. 50c size . 50 o z . __ 8 50
KC. 5 lb. s i z e ________ 6 50
K C. 10 lb . s i z e _______6 50

B L E A C H E R  C L E A N S E R
C lorox. 16 oz.. 2 4 s _3 00
Lizzie. 16 oz.. 1 2 s ____2 15

B LU IN G
A m . B all, 36-1 o z .,c a r t .  1 00 
B oy  B lue . 18s. p e r  cs. 1 35

B EA N S and P E A S
100 lb. b a g

C hili B e a n s  __________ 5 00
D ry  L im a  B e a n s  100 lb. 6 25
P in to  B e a n s  ________5 50
W h ite  H ’d  P . B e a n s  2 90 
S p li t  P e a s . Y ell., 60 lb . 4 40 
S p li t  P e a s .  G r’n  60 lb. 3 15 
S co tch  P e a s . 100 l b . _5 20

B U R N ER S
Q u een  A nn . N o. 1 _1 15
Q u een  A nn . No. 2 _1 25
W h ite  F la m e . N o. 1 

a n d  2, d o z . ________ 2 25

B O T T L E  C A PS  
Dbl. L a c q u o r. 1 g ro ss  

p k g ., p e r  g r o s s ______15

B R E A K F A S T  FOODS
Kellogg’s Brands 

C o rn  F la k e s .  No. 136 2 85 
C orn  F la k e s . No. 124 2 85
P ep , N o. 224 _________ 2 00
P ep , N o. 202 _________ 2 00
K ru m b le s . N o. 424 ____2 70
B ra n  F la k e s , N o. 624 1 SO 
B ra n  F la k e s ,  N o. 602 1 50
R ice  K ris p ie s , 6 o z ._2 05
R ice  K ris p ie s . 1 o z . __1 10
All B ra n , 16 o z . _____2 25
A ll B ra n , 10 oz. ______2 70
A ll B ra n , % oz. _____1 10
K affe  H a g . 6 1 -lb .

c a n s  ______________  2 75
W h o le  W h e a t  F la . ,  24 1 90

BROOMS
L e a d e r , 4 sew ed  _____3 45
O u r S u ccess . 5 sew ed  5 25
H u s t le r s ,  4 s e w e d ___5 50
S ta n d a rd , 6 s e w e d _7 50
Q u a k e r , 5 s e w e d ____6 25
W a r e h o u s e ____________ 6 50
R ose ___________________2 75
W h isk , N o. 3 _________ 2 25

Amsterdam Brands 
G old B ond  P a r . ,  N o.5%  7 50
P r ize , P a r lo r ,  N o. 6_8 00
W h ite  S w an  P a r . ,  N o .6 8 50

R O L L E D  O ATS  
Purity Brand

S m all, 2 4 s ____________ 1 53

L a rg e . 12s --------------1 85
Regular Flakes 

C h in a , la rg e , 12s — 2 70 
C h e s t-o -S ilv e r ,  12 lge . 2 98 
G la ssw are , 12s, la rg e  2 25 
P u r i ty  O a t S n a p s , 24s 2 20

Gooseberries
N o. 10 ______________  7 50

P r id e  o f M ich ^ N o . 2% 3 60 

Plums
G ra n d  D u k e . N o. 2% — 3 25 

Black Raspberries
N o. 2 ---------------------------2 80
P r id e  of M ich. N o. 2___ 2 45

. Red Raspberries
N o. 2 ---------------------------3 25
N o. 1  _________________ 2 00
M arce llu s , N o. 2 ____ 2 35
P r id e  o f M ich. N o . ___ 2 90

Strawberries
N o. 2 -------------------------  3 00
8 o z . ------------------------------ i  zu
M arce llu s , N o. 2 ____ 1  85
P r id e  of M ich. N o. 2_2 35

C A N N ED  F ISH  
C lam  C h ’d e r . 10% oz. 1  35 
C lam  C h o w d er. N o. 2_ 2 75 
C lam s, S te a m e d . N o. 1 2 75 
C lam s. M inced , N o. % 2 40 
F in n a n  H a d d ie . 10 oz. 3 30 
C lam  B ouillon . 7 oz.__ 2 50 
C h ick en  H a d d ie . N o. 1 2 75
F ish  F la k e s ,  s m a ll __ 1  35 
Cod F is h  C ak e . 10 oz. 1  55
C ove O y s te rs , 5 o z ._1  35
L o b s te r , N o. %. S t a r  2 75
S h rim p , 1, w e t ______1  45
S a r d ’s, % Oil, K e y  __ 4 90 
S a rd in e s , % Oil, k 'l e s s  3 85 
S a lm on , R ed  A laska__  1 95 
S a lm o n , M ed. A la sk a  1 45 
S a lm o n . P in k . A la sk a  1 20
S a rd in e s , Im . %, e a . 6 @16
S a rd in e s , Im ., %, ea . 25
S a rd in e s , C a l . _________ 1  10
T u n a , % V a n  C am p s.

doz. _________________l  75
T u n a , % s, V a n  C am ps.

d o z . --------------------------- l  35
T u n a , Is , V an  C am p s.

doz. _________________ 3 60
T u n a , % s. C h ick en  S ea . 

doz. __________________l  85
Post Brands

G ra p e n u t F la k e s ,  24s 2 00
G ra p e -N u ts .  2 4 s --------- 3 80
G ra p e -N u ts .  50 _______ 1 40
I n s ta n t  P o s tu m , N o. 8 5 40 
I n s ta n t  P o s tu m . N o. 10 4 50 
P o s tu m  C erea l. N o. 0 2 25 
P o s t  T o a s tie s ,  36s — 2 85 
P o s t  T o a s tie s ,  24s — 2 85 
P o s t’s  B ra n , 2 4 s ------- 2 70

B R U S H E S
Scrub

Solid B ack . 8 i n . ------1 50
Solid B ac k . 1 i n . ------1 75
P o in te d  E n d s  ------------ 1 25

Stove
S h a k e r  --------------
N o. 5 0 ---------------
P e e r l e s s ________

1  80 2 00 
2 60

C A N N ED  M EA T  
B acon . M ed. B e e c h n u t 3 00 
B acon . L g e . B e e c h n u t 2 10 
B eef. L ge . B e e c h n u t 5 10
B eef, N o. 1, C o r n e d _2 00
B eef. N o. 1, R o a s t  __ 2 70 
B eef, 2% oz.. Q u a ., sli. 1  35 
B eef. 4 oz. Q u a ., s li. 2 25 
B eef. N o. 1 . B ’n u t.  sli. 4 50 
B e e fs te a k  & O nions, s. 2 70
C hili Con C ar.. I s ____1 20
D ev iled  H a m . 1 4 s ____1 50
D ev iled  H a m . % s ____2 85
P o tte d  B eef, 4 o z . ___ 1  10
P o tte d  M ea t. 14 L ib b y  52 
P o t te d  M ea t, % L ib b y  80 
P o t te d  M ea t. % Q u a . 75 
P o t te d  H a m , G en. 14 1 45 
V ie n n a  S a u s . N o. % 1 00 
V ie n n a  S a u sag e , Q ua . 90 
V eal L o a f. M e d i u m _2 25

Shoe
N o. 4-0 -----------
N o. 2-0 -----------

2 25
3 00

B U T T E R  CO LO R  
D a n d e l i o n ____________ 2 85

Baked Beans
C a m p b e l l s ____________  64
Q u a k e r , 16 oz. ______ 60
F re m o n t .  N o. 2 ______ 1  25
V an  C am p . m e d . _____1 25

C A N D L E S
E le c tr ic  L ig h t,  40 lb s . 12.1
P lu m b e r , 40 lb s . ------- 12.8
P a ra ff in e . 6s  ------------ }4%
P a ra ff in e , 1 2 s --------------14%
W ic k in g  ---------------------40
T u d o r. 6s. p e r  b ox  __ 30

C A N N ED  F R U IT S  
H art Brand

Appies
N o. 1 0 _________________ 4 75

Blackberries
P r id e  o f M ich ig an  ____ 2 55 

Cherries
M ich, red , N o. 1 0 _____5 60
R ed, N o. 2 ______  3 00
P r id e  o f M ich., N o. 2 2 60
M arce llu s  R ed  _______ 2 10
S p ec ia l P ie  -----------------1 35
W hole W h ite  _________ 2 80

C A N N ED  V E G E T A B L E S  
H art Brand

Baked Beans
M edium , S au ce , 36 cs. 1 70
No. 2% Size, D o z . ___  95
N o. 10 S a u c e  _________ 4 00

Lim a Beans
L i t t le  Q u a k er , N o. 10 10 50
L i t t le  Q u a k e r , N o. 1_1 15
B ab y , No. 2 _________ 1 90
P r id e  o f M ich. N o. 2_1 60
M arce llu s , N o. 1 0 _____6 50

Red Kidney Beans
No. 10 ________________ 4 25
No. 2 ________________  95
8 o z . ________________  60

String Beans
L i t t le  D ot. N o. 2 _____2 40
L i t t le  D o t. N o. 1 _____1 80
L i t t le  Q u a k e r , N o. 1_1 60
L i t t le  Q u a k e r . N o. 2_2 20
C hoice. W ho le . N o. 2__ 1 90
C hoice, W ho le . N o. 1_1 25

C u t, N o. 1 0 __________ 9 00
C u t. No. 2 ____________ 1 75
C u t. N o. 1 ____________ 1 10
P r id e  o f M i c h i g a n _1 35
M arce llu s  C u t. Ñ o. 10_ 7 25

W ax Beans
L i t t le  D o t, N o. 2 ------2 25
L i t t le  D ot, N o. 1 ------1 80
L itt le  Q u ak er . No. 1— 1 45 
C hoice, W ho le , N o. 10 10 25 
C hoice, W ho le , N o. 2 1 80 
C hoice. W ho le . No. 1 1 35
C u t, N o. 1 0 __________ 9 00
C u t, N o. 2 __________ 1 60
C u t, N o. 1 ________ _— 1 10
P r id e  of M ich., N o. 2 1 25 
M arce llu s  C u t. N o. 10_ 7 25

C H EW IN G  GUM
A d am s B lack  J a c k ____65
A d am s B lo o d b e rry  _____65
A d am s D e n t y n e _________ 65
A d a m s  C alif. F r u i t _65
A d am s S en  Sen _______ 65
B ee m a n ’s  P e p s in  _______ 65
B ee c h n u t W in te rg re e n -
B ee c h n u t P e p p e r m in t_
B ee c h n u t S p e a rm in t _
D o u b lem in t _____________ 65
P e p p e rm in t.  WTr i g l e y s _65
S p e a rm in t. W r i g l e y s _65
J u ic y  F r u i t  _____________ 65
W rig le y ’s  P - K  _________ 65
Z eno ___________________  65
T e a b e r ry  _______________ 65

COCOA

O I,GARS
H e m t. C h a m p i o n s _ 38 50
W e b s te r  C a d i l l a c ____ 75 00
W e b s te r  G olden  W ed . 75 00
W e b s t e r e t t e s ________  38 50
C in co s  ______________  38 60
G a rc ia  G ra n d  B ab ie s  38 50
B r a d s t r e e t s  ________  38 50
L a  P a le n a  S e n a to r s -  75 00
O d in s  _______________  38 50
T h ro w  O u t s _________  37 50
R  G D u n  B o q u e t_ 75 00
P e r f e c t  G a rc ia  S ub i. 95 00
B u d w i s e r _____________ 19 50
D ry  S li tz  S t o g i e s _ 20 00
T a n g o  P a n t e l l a s ____13  On
Is a b e lla -M a n illa  ____ 19 50
H a m p to n  A rm s  J u n ’r  37 50

C O N F EC T IO N  E R  Y

Beets
E x t r a  S m all, No. 2 — 2 50
F a n c y  S m all, No. 2 _2 00
P rid e  o f M ich., No. 2% 2 00
H a r t  C u t, No. 101 ___ 5 00
M arce l. W hole , N o. 2% 1 35

Carrots
D iced, N o. 2 ------------  1 15
D iced, N o. 1 0 ________5 25

Corn
G olden B an ., N o. 2_1 35
G olden B an ., N o. 10 10 00
L i tt le  Q u a k e r . N o. 1_ 90
C o u n try  G en .. N o. 1_ 85
C o u n try  G en ., No. 21_1 20
P rid e  of M ich.. No. 1 80
M arce llu s , N o. 2 ____ 95
F a n c y  C rosby , No. 2— 1 20 
W hole  G ra in . 6 B a n 

ta m , NO. 2 — -------1 60

Peas
L itt le  D ot. N o. 2 ------2 40
L i tt le  Q u a k e r . N o. 10 11 25
L ittle  Q u a k e r . N o. 2_2 15
L i tt le  Q u a k e r . N o. 1— 1 45 
S if te d  E . J u n e . No. 10 9 50
S if ted  E . J u n e . No. 2_1 75
S if te d  E . J u n e , No. 1— 1 25
B elle o f H a r t ,  N o. 2_1 75
P r id e  o f M ich.. No. 2— 1 45 
M arce l., Sw. W , N o. 2 1 50 
M arcel.. E . J u n e . No. 2 1 35 
M arce l.. E . J u .,  N o. 10 7 50

Pumpkin
No. 10 _______________ 4 35
N o. 2% _______________1 35
N o. 2 _________________1 05

Sauerkraut
N o. 1 0 ________________ 4 25
No. 2% _______________1 15
No. 2 ________________  85

Spinach
No. 2% ______________ 2 25
No. 2 _________________1 80

Sauash
B o sto n , N o. 3 ________ 1 35

Succotash
G olden B a n tu m . N o. 2 2 10
H a r t .  N o. 2 ----------------- 1 80
P r id e  o f M i c h i g a n _1 65
M arce llu s , N o. 2 ------- 1 15

Tomatoes
N o. 10 ________________ 5 80
N o. 2% ___________ 2 00
No. 2 _________________ 1 50
P r id e  o f M ich., N o. 2% 1 70
P r id e  of M ich .. N o. 2_ 1 35

C A T S U P
S n id e rs , 8 o z . ________ 1 35
S n id e rs , 14 oz. ---------- 2 15
S n id e rs . N o. 1 0 1 0 ------ 90
S n id e rs . G allon  G la s s -  1 25

C H IL I S A U C E
S n id e rs . 8 o z . --------------2 10
S n id e rs , 14 oz. ______3 00
S n id e rs , N o. 1 0 1 0 ------- 1 25
S n id e rs . G allon  G la ss -  1 45

D ro s te ’s D u tc h . 1 lb —  8 00 
D ro s te ’s  D u tch , % lb. 4 25 
D ro s te ’s D u tch , % lb. 2 25 
D ro s te 's  D u tc h , 5 lbs. 2 50 
D ro s te ’s  D u tc h , 28 lbs. 35 
D ro s te ’s D u tc h , 55 lbs. 35
C h o co la te  A p p l e s ____4 50
P a s te l le s .  N o. 1 _____12 60
P a s te l le s . % l b . ______6 60
P a in s  D e C afe  _______ 3 00
D ro s te ’s  B a rs . 1  doz. 2 00
D e lft P a s te l le s  _______ 2 15
1 lb. R o se  T in  Bon

B ons _______________ 18 00
7 oz. R ose T in  B on

B o n s ________________ 9 00
13 oz. C rem e  D e C a ra -

q u e  ________________ 13 20
12 oz. R o s a c e s _________ 7 80
% lb . P a s t e l l e s ______3 40
L a n g u e s  D e C h a ts  __ 4 80

C H O C O LA T E  
B ak e r. P rem .. 6 lb. % 2 50 
B a k e r , F re . .  6 lb. 3 oz. 2 55

C L O T H E S  L IN E
H em p . 50 f t . ___ 2 00 0  2 25
T w is te d  C o tto n .

50 f t .  _ _ _____1 50(5)1 75
B ra id ed . 50 f t .  ______ 1 90
C u p p les  C ord  ________1 85

C O F F E E  R O A S TED  
Lee & Cady

1 lb. Package
A rro w  B ra n d  ________21
B o sto n  B r e a k f a s t ____24%
B r e a k f a s t  C u p _______21
Im p e r ia l _____________ 37%
J. V . _____________________ IS
M a je s t i c ______________ 29
M orton  H o u s e ________ 33
N ed ro w  ______________ 28
Q u a k e r  ______________ 30

M cLaughlin’s Kept-Fresh

Coffee Extracts
M. Y .. p e r  1 0 0 ______ 12
F r a n k ’s  50 p k g s ._4 25
H u m m e l’s  50, 1  lb. 10%

C O N D EN S ED  M ILK  
E ag le , 1 d o z . ________ 4 60

O Y S T E R  C O C K T A IL
S n id e rs . 8 oz. ------------- 2 10
S n id e rs . 11 oz. _______2 40
S n id e rs . 14 oz. _______3 00
S n id e rs . G allon  G la ss  1 45

C H E E S E
R o q u e fo rt _______________ 60
W isc o n s in  D a isy  _______ 17
W isco n s in  F la t  _________ 17
N ew  Y o rk  J u n e _________ 27
S ap  S ago  _______________ 40
B ric k  ____________________19
M ich ig an  F la ts  _________ 17
M ich ig an  D a is ie s  _______ 17
W isco n s in  L o n g h o r n _17
Im p o rte d  L ey d en  _______ 27
1 lb . L i m b e r g e r _________ 26
Im p o rte d  S w iss  _________ 58
K r a f t  P im e n to  L o a f _26
K r a f t  A m e ric a n  L o a f _24
K r a f t  B ric k  L o a f ______24
K r a f t  S w iss  L o a f  ______32
K ra f t  Old E n g . L o a f— 45 
K ra f t .  P im en to . % lb. 1 85 
K ra f t .  A m e ric a n , % lb. 1 85 
K ra f t .  B ric k . % lb . „  1 85 
K ra f t ,  L u m b u r ., % lb. 1 85

E V A P O R A T E D  M ILK

P a g e , T a ll -----------------2 55
P ag« . B ab y  __________ 1 43
Q u a k er , T a ll, 10% oz. 2 30 
Q u a k er , B aby . 4 doz. 1 15 
Q u a k e r , G allon , % dz. 2 30 
C a rn a t io n . T a ll. 4 doz. 2 55 
C a rn a t io n , B ab y . 4 dz. 1  28 
O a tm a n ’s  D u n d ee. T a ll 2 85 
O a tm a n ’s  D 'd ee . B a b y  1 43
P e t. T a ll ____________ 2 50
P e t,  B ab y , 4 d o z e n _1  25
B o rd e n s  T a ll. 4 dozen  2 85 
B o rd e n ’s  B ab y . 4 doz. 1 43

S tic k  C an d y  P a ils  
P u re  S u g a r  S tick s-6 0 0 c  4 00 
B ig S tick , 20 lb . c ase  17 
H o re h o u n d  S tick , 5 lb. 18

M ixed C an d y
K in d e rg a r te n  ___________ 14
L e a d e r  _________________ 11
F re n c h  C re a m s  _________ 13
P a r i s  C r e a m s ________ — 14
J u p i te r  __________________ 09
F a n c y  M ix tu re  _________ 14

Fancy Chocolate
5 lb. boxes 

B it te r s w e e ts ,  A ss ’te d  1 50 
M ilk  C h o co la te  A A 1 50
N ibb le  S tic k s  ________ 1 50
C h o co la te  N u t  R o lls  _ 1 60
B lue  R ib b o n  ________ 1 25

Gum Drops Pails
C h am p io n  G u m s ________ 14
J e lly  S tr in g s  ____________ 14

Lozenges Pails
A. A . P e p . L o z e n g e s _14
A. A. P in k  L o z e n g e s_14
A. A. C hoc. L o z e n g e s_14
M o tto  H e a r ts  ___________ 18
M alted  M ilk  L o z e n g e s— 20

Hard Goods Pails
L em o n  D ro p s  __________ 14
O. F . H o re h o u n d  d ro p s  14
A n ise  S q u a re s  __________ 13
P e a n u t  S q u a r e s _________ 14

Cough D r o p s ___Bxs
P u tn a m ’s  ____________ 1 35
S m ith  B r o s . __________ 1 45
L u d e n ’s  ______________ 1 45

Specialties
P in e a p p le  F u d g e _______18
I ta lia n  B on  B o n s ______14
B a n q u e t C re a m  M in ts_20
H a n d y  P a c k a g e s . 12-I0c 85

COUPON BOOKS  
50 E co n o m ic  g ra d e  2 50 

100 E co n o m ic  g ra d e  4 50 
500 E co n o m ic  g ra d e  20 00 

1000 E co n o m ic  g ra d e  37 50 
W h ere  1,000 b ooks a re  

o rd e re d  a t  a  tim e , s p e c ia l
ly  p r in te d  f r o n t  c o v er is 
fu rn ish e d  w ith o u t  c h a rg e .

CR EA M  O F T A R T A R  
6 lb l b o x e s ____________ 4.'

D R IE D  F R U IT S  
Apples

N. Y. F e y ., 50 lb. box 13 
N . Y. F e y ., 14 oz. pkg . 16

Apricots
E v a p o ra te d , C h o i c e ____
E v a p o ra te d , F a n c y ____14
E v a p o ra te d . S l a b s _____
E x . F a n c y  ____________

Citron
10 lb. box  _____________ 24

Currants
P a c k a g e s , 14 o z . ____17%
G reek , B u lk . l b . ______16%

Dates
Im p e ria l. 12s, P i t te d  1 Si 
Im p e ria l, 12s, R e g u la r  1 4u

Peaches
K vap. C h o ic e __________ 1 2 %
F a n c y  ________________ 14

Peel
L em on , A m e ric a n  ______2)
O ran g e , A m e ric a n  ______ 2-i

Raisins
S eeded , b u lk  _________  8 Vi
T h o m p so n ’s s ’d le ss  b lk  9 
T h o m p so n 's  seed less .

15 oz. _______________  9%
S eeded , 15 oz. _________ 9%

Californ 
90@100, 25 lb.
80@90,
70@80.
60@70,
507760,
40@50.
30(3)40,

25 lb  
25 lb  
25 lb . 
25 lb. 
25 lb. 
25 lb

20@30. 25 lb. 
1S@24. 25 lb.

ia Prunes
b o x es_@05
b o x e s—@05%
b o x es_@06
b o x e s_@06%
b o x e s_@07
b o x es—@08
b o x e s_@ 10 %
b o x e s_@14
b o x e s—@16

I
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Hominy
P e a r l ,  100 lb . s a c k s _3 50

Bulk Goods
E lbow , 20 lb. __________05
E g g  N oodle , 10 l b s . _12

Pearl Barley
0000 ___________________ 7 00
B a r le y  G rits  _________ 5 00
C h e s te r  _______________ 3 50

Sage
E a s t  In d ia  ____________ 10

Tapioca
P e a r l ,  100 lb. s a c k s _7%
M in u te . 8 oz., 3 doz. 4 05
D ro m e d a ry  I n s t a n t _3 50

Jiffy Punch
3 doz. C a r t o n ________2 25

A ss o r te d  flavors.

F LO U R
V . C. Milling Co. Brands
L ily  W h ite  __________5 lO
H a rv e s t  Q u e e n ______5 20
Y es M a’a m  G ra h a m ,

50s _________________  1 40

Lee & Cady Brands
H om e B a k e r ________
C ream  W h e a t  ______

F R U IT  CANS  
Presto Mason 

F . O. B. G ra n d  R ap id s
H a lf  p in t  ____________  7 15
O ne p in t  _____________ 7 40
O ne q u a r t ______________ 8 65
H a lf  g a llo n  __________ 11 55

F R U IT  CAN R U B B E R S  
P r e s to  R ed  L ip . 2 g ro .

c a r to n  _______________  70
P r e s to  W h ite  L ip , 2 

g ro . c a r to n  __________  76

G E L A T IN E
Je ll-O , 3 doz. ________2 55
M in u te . 3 d o z . ------------- 4 05
P ly m o u th . W h i t e -------1 55
Q u a k e r , 3 doz. _______1 75

J E L L Y  AND P R E S E R V E S
P u re . 30 lb. p a i l s ___ 2 60
Im ita tio n , 30 lb. p a ils  1 60 
P u re , 6 oz.. A ss t., doz. 9U 
P u r e  P rè s .,  16 oz.. d z  1 85

J E L L Y  G L A S S E S  
% P in t  T a ll, p e r  doz. 38 
% P in t  S q u a t,  p e r  doz. 38

Margarine

I. VAN W E S T E N B R U G G E  
Food Distributor

C re a m -N u t.  No. 
P e rc o la , N o. 1

1 ____ 12
_______ 09

Wilson & Co.’s Brands 
Oleo

N u t ____________________  1°
S p ec ia l R oll -----------------13

P e a n u ts ,  Ju m b o , 12,
1 lb. case  _________ 1 05

P e c an s , 3, s t a r _________ 25
P e c a n s . Ju m b o  _________ 40
P e c an s , M a m m o th _____50
W a ln u ts ,  C a l . ______23 @25
H ick o ry  _________________ 07

Salted Peanuts
F a n c y , N o. 1 __________  7
24 1 lb. C elloph ’e case  1 90

Shelled
A lm odns, S a l t e d _________95
P e a n u ts ,  S p a n ish

125 lb. b a g s  ------------  5%
F ilb e r ts  _________________ 32
P e c a n s  S a lte d  __________ 55
W a ln u t C a lifo rn ia  _____40

M IN CE M EAT  
N one S uch . 4 doz. —  6 20
Q u a k er , 3 doz. c a s e _3 15
Yo H o, K egs, w e t. lb. 16%

O L IV E S
7 oz. J a r ,  P la in , doz. 1 05 
16 oz. J a r .  P la in , doz. 1 95 
Q u a r t  J a r s ,  P la in , doz. 3 25
5 G al. K eg s, e a c h ------6 50
3 oz. J a r ,  S tu ff., doz. 1 15
8 oz. J a r .  S tu ffed , doz. 2 25 
10 oz. J a r .  S tu ff., doz. 2 65 
1 G al. J u g s . S tu ff:, dz. 2 40

P A R IS  G R E E N
% S  ---------------------------------- 34
I s  ________________________32
2s a n d  5s _______________ 3U

E L  VAM PIRO  PO W D ER  
O ffers— 1 % g ro s s  —  10 00 
3 D ozen  L o ts , p e r  doz. 75

E L  VAM PIRO  LIQ U ID  
% P in ts ,  p e r  doz. — 2 00
P in t s ,  p e r  doz. ---------3 00
Q u a r ts ,  p e r  doz. _____5.00
G allons, p e r  d o z . ------16 80

A sk Your Jobber

P E T R O LE U M  PR O D U CTS  
In c lu d in g  S ta te  T a x  
From Tank Wagon

R ed C row n  G a s o l in e _17.5
R ed  C row n  E t h y l ____20.5
S ta n o lin d  G a s o l i n e _15.7

In Iron Barrels 
P e rfe c tio n  K e ro sin e  — 10.3 
G as M ach in e  G aso lin e  39.5 
V. M. & P . N a p h th a — 16.4

ISO -V IS  MOTOR O ILS  
In Iron Barrels

L ig h t ---------   77.1
M ed ium  --------- -------------77.1
H e a v y  _________________ 77.1
E x . H e a v y  ____________ 77.1

^ o r i n ^

Iron Barrels
L ig h t  -------------------------- 62.1
M ed ium  ______________ 62.1
H e a v y  ________________ 62.1
S p ec ia l h e a v y  ------------62.1
E x t r a  h e a v y  _________ 62.1
P o la r in e  ‘‘F ” ------------62.1
T ra n s m is s io n  O i l ------- 62.1
F ino l. 4 oz. c an s . doz. 1 45 
F ino l. 8 oz. c an s , doz. 2 25
P a ro w a x , 100 lb. ____7.3
P a ro w a x , 40, 1 l b . _7.55
T a ro w a x , 20, 1 lb. — 7.8

Dill Pickles Bulk
5 G al., 200 __________  3 65

16 G al.. 650 ___________ 11 25
45 G al., 1300 _________  30 00

• P IP E S
2ob, 3 doz. in  bx. 1 00@1 20

P LA Y IN G  CA RD S  
B a t t le  A xe, p e r doz. 2 65
B icycle , p e r  doz. _____4 70
T o rp ed o , p e r  d o z . ___ 2 50

POTASH
B a b b i t t ’s, 2 doz. ____2 75

F R E S H  M EA TS  
Beef

T op  S te e r s '&  H e i f . ___ 13
Good S t ’r s  & H ’f. _____11
M ed. S te e rs  & H e if. _* 10 
Com . S te e rs  & H e i f ._09

Veal
T o p  _____________________  11
G ood ___________________  10
M ed ium  ________________  a

Lamb
Y e arlin g  L a m b  _________ 15
G ood _____________________14
M ed ium  _________________ 10
P o o r _______ :___________ 08

Mutton
G ood ------------------------------- 08
M edium  ________________ 06
P o o r ____________________ 04

Pork
L oin , m ed . __________11
B u tts  ________________ 11
S h o u ld e rs  ------------------ 08
S p a re r ib s  _____________ 05%
N e ck  b o n es  __________ 04
T r im m in g s  __________  05

M A TC H ES
D iam od , No. 5, 144 6 00
S e a rc h lig h t, 144 b ox  6 00
S w an , 144 -------------------- 5 00
D iam o n d , N o. 0 --------- 4 75

Safety Matches 
R ed T op , 5 g ro s s  c a se  5 45 
Polo, 5 g ro s s  c a s e ------4 75

M U L L E R ’S P R O D U CTS
M acaro n i. 9 oz. ---------- 2 20
S p a g h e tt i ,  9 o z . ---------2 20
E lbow  M aca ro n i, 9 oz. 2 20 
E g g  N oodles. 6 oz. — 2 20 
E g g  V erm ice lli. 6 oz. 2 20
E g g  A lp h a b e ts , 6 oz__2 20
E gg A -B -C s  48 p k g s—  1 80

N U TS— Whole
A lm onds, T a r r a g o n a_
B raz il, la rg e  ________
F a n c y  M ixed ________
F ilb e r ts .  S ic ily  ______
P e a n u ts ,  V ir. R o as te d

PRO VISIO N S  
Barreled Pork

C le a r  B a c k ___ 16 00@20 00
S h o r t  C u t C l e a r ___ 16 00

Dry Salt Meats 
D S B ellies  18-29@18-10-8

Lard
P u re  in  t ie rc e s  ______ 6%
60 lb . t u b s ___ a d v a n c e  %
50 lb. t u b s ___ a d v a n c e  %
20 lb . p a i t e ___ a d v an c e  %
10 lb. p a i l s ___ a d v a n c e  %
5 lb. p a i l s ___a d v a n c e  1
3 lb . p a i l s ___ a d v a n c e  1

C om pound  t i e r c e s ____7
C om pound , t u b s ______7%

Sausages
B ologna  ________________ 13
L iv e r  ___________________ 15
F r a n k f o r t  _______________ 15
P o rk  ____________________ 20
V ea l _____________________19
T o n g u e , Je ll ied  --------------25
H ead c h e ese  _____________lo

Smoked Meats 
H a m s, C er. 14-16 lb. @14 
H a m s. C e r t..  S k in n ed

16-18 l b . __________@14
H am . d rie d  beef

K n u c k les  ________ @24
C alifo rn ia  H a m s _@12%
P icn ic  B oiled  H a m s  @16
B oiled  H a m s _______@22
M inced  H a m s ---------@11
B aco n  4/6 C e r t . ------@15

Beef
B oneless, r u m p ___ @22 00

Liver
B eef _________________  10
C a l f __________________  40
P o r k  _________________  04

R IC E
F a n c y  B lue R o s e _3 50
F a n c y  H e a d  _________ 06%

P IC K L E S  
M edium  S o u r 

5 g a llon , 400 c o u n t —

Sweet Small 
5 G allon . 500 _________

COD FISH
M iddles ______________ 20
P e e rle ss . 1 lb. boxes 19 
Old K e n t. 1 lb. P u re  27 
W hole  Cod __________ 11%

H ER R IN G  
Holland Herring

M ixed, K eg s  ____________ 76
M ixed, h a lf  bb ls . ______
M ixed, bb ls . ___________
M ilke rs . K e g s ___________ 86
M ilkers, h a lf  b b l s . _____
M ilk e rs , bb ls. __________

Lake Herring
% B bl.. 100 lbs. ______

Mackerel
T u b s , 60 C o u n t, fy. f a t  6 00 
P a ils . 10 lb. F a n c y  f a t  1 50

White Fish
M ed. F a n c y , 100 lb. 13 00
M ilkers, bb ls. ________ 18 50
K  K  K  K  N o rw a y  — 19 50
8 lb. p a i l s ______________1 40
C u t L u n c h  ____________ 1 50
B oned , 10 lb. b o x e s _ 16

SH O E B L A C K E N IN G
2 in  1. P a s te ,  d o z . __ 1 30
E . Z. C o m b in a tio n , dz. 1 30
D ri-F o o t, doz. ________ 2 00
B ix b y s, d o z . ___________ 1 30
S h in o la , doz. __________  90

S T O V E  PO LISH
B lack n e . p e r  d o z . ___ 1 30
B lack  S ilk  L iq u id , dz . 1 30 
B lack  S ilk  P a s te ,  doz. 1 25 
E n a m e lin e  P a s te ,  doz. 1 30 
E n a m e lin e  L iqu id , dz. 1 30 
E . Z. L iqu id , p e r  doz. 1 30
R ad iu m , p e r d o z . ____1 30
R is in g  Sun , p e r doz. 1 30 
654 S to v e  E n a m e l, dz. 2 80 
V u lcano l. No. 10, doz. 1 30 
S tovo il, p e r  doz. ______3 00

S A L T
F . O. B. G ran d  R ap id s

C olonial, 24, 2 l b . ____ 95
C olonial, 36-1% ______1 20
C olonial, Iod ized . 24-2 1 35
M ed. No. 1 B b l s . ___ 2 90
M ed. No. 1. 100 lb. bk . 1 00 
F a rm e r  Spec.. 70 lb. 1 00 
P a c k e r s  M ea t, 50 lb. 65 
C ream  R ock  fo r ice

c ream , 100 lb., e ac h  85 
B u t te r  S a lt, 280 lb. bbl. 4 00
B lock, 50 l b . __________  40
B a k e r  S a lt. 280 lb. bbl. 3 80
6. 10 lb ., p e r  b a l e ___  93
20, 3 lb., p e r  b a l e ____1 00
28 lb. b ag s. T a b l e ____ 40

S peedee , 3 doz.

SOAP

J a p  R ose. 100 b o x ___
F a iry , 100 box _____
P a lm  O live, 144 box
L a v a . 50 b ox  ------------
O c tag o n . 120 _________
P u m m o , 100 b o x _____
S w e e th e a r t .  100 box 
G ra n d p a  T a r .  50 sm . 
G ra n d p a  T a r ,  50 lge. 
T r ilb y  Soap. 100, 10c 
W ilia m s  B a rb e r  B ar , ! 
W illiam s  M ug. p e r  doz

S P IC E S  
Whole Spices

A llsp ice. J a m a i c a ____r<i 24
C loves. Z a n z ib a r  ____€> 36
C ass ia . C an to n  ______if  24
C ass ia , 5c pkg .. doz. (iffa
G inger, A f r i c a _________ @19
M ixed. No. 1 ________ @20
M ixed, 10c p k g s ., doz. @65
N u tm e g s . 7 0 @ 9 0 _____50
N u tm e g s . 1 0 5 -1 1 0 ____ @4S
P ep p e r, B l a c k ________<ff 23

Pure Ground in Bulk
A llspice. J a m a i c a ___ @25
C loves, Z a n z ib a r  ___  @38
C ass ia , C an to n  _____ 'n  25
G inger. C o r k i n _______@27
M u sta rd  ______________ @ 26
M ace. P e n a n g  ________ @85
P e p p e r . B l a c k ________ @ 25
N u tm e g s  ____________  @26
P e p p e r . W h ite  ________ @3»
P e p p e r , C ay en n e  _____@36
P a p r ik a , S p a n ish  ___ @36

3 15 T A B L E  SA U C ES
6 40 L ee & P e rr in , la rg e — 5 75
4 00 L ee & P e rr in ,  s m a ll_3 35
7 20 P e p p e r  — — -  1 60
2 10 R oyal M in t — __ —  2 40
4 75 T o b asco , 2 o z ._______4 25
ft Sho You. 9 oz.. doz .— 2 25

A -l. l a r g e __________-  4 75
A -l sm a ll ------------—  2 85
C ap er. 2 oz. _________ 3 30

5 85
3 50 T E A
2 15 B lo d g e tt-B eck ley  Co.
5 00 R oyal G ard en . % lb .— 75
2 85 R oyal G ard en . % l b . _ 77
3 fid
7 10 J a p a n
4 (HI M edium  ____ __________ 22
9 90 C hoice __________— 27@33
ft F a n c y  _____________  43@47
f, • ■li No. 1 N i b b s __ -  _____ 42
4 SÄ
5 70 G un p o w d er
2 10 C hoice _________________ 40
3 r,n F a n c y  _________________ 47

50 Ceylon
48 P ekoe, m ed ium  ________ 45

English Breakfast
C ongou, m ed ium  ______ 28
C ongou. C h o i c e ___ 35@36
C ongou. F a n c y  ___  42@43

M edium
Oolong

39
C hoice _________________  45
F a n c y ___ ________________ 50

T W IN E
C o tto n . 3 ply c o n e ___ 25
C o tto n . 3 ply B a l l s ___ 27

V IN EG A R
F . O. B. G ran d  R ap id s

C ider, 40 G ra in  ________16
W h i t e  W i n e ,  40 g r a i n _2'»
W h ite  W ine, 80 G ra in  25

W ICKIN G
No. 9. per g r o s s ______ 80
N o. 1. pe r g r o s s _____ 1 25
No. 2. p e r g r o s s _____1 50
No. 3. p e r g r o s s _____ 2 30
P e e rle ss  Rolls, p e r  doz. 90 
R o ch es te r. No. 2. doz. 50 
R o ch e s te r, N o. 3, doz. 2 00 
R ay o , p e r doz. _____  75

W O O D EN W A RE
Baskets

B u sh e ls . W ide B and ,
C hili P o w d er. 1% oz._ 65 wood h a n d le s  2 00
C ele ry  S a lt. 3 o z . ___ 95 M ark e t, d ro p  h a n d le_ 90
S age . 2 oz. -------  ---- 85 M ark e t, s in g le  h an d le  ■ 95
O nion S a lt __________ 1 35 M ark e t, e x tra  1 60
G arlic  ________________ 1 35 S p lin t, la rg e  __  _ 8 50
P o n e lty . 3% oz. ____ 3 25 S p lin t, m ed ium  ______7- 50
K itc h e n  B o u q u et ___ 4 50 S p lin t. s f '~ "  _ 6 50
L a u re l L e a v e s  _______ 20
M arjo ra m . 1 oz. ______ 90 C h u rn s
S avory , 1 oz. _______ B arre l. 5 ga l., e ac h  __ 2 40
T h y m e. 1 oz. _________ 90 B arre l. 10 g a l., e a c h — 2 55
T u m erc i. 1 % oz. ____ 65 3 to  6 g a l., p e r g a l ._ 16

P a ils
10 q t .  G a lv a n i z e d ___ 2 66

ST A R C H 12 q t. G a l v a n i z e d _2 85
C orn 14 q t. G a lv a n z e d _____3 10

K in g s fo rd , 24 l b s . ___ 2 30 12 q t.  F la r in g  G al. J r .  5 uo
P ow d .. bags, p e r 10U 3 25 10 a t .  T in  D a i r y ____ 4 ou
A rgo . 24. 1 lb. pkgs. 1 52
C ream . 24-1 __________ 2 2U T  raps

Dill Pickles
G al., 40 to  T in , doz. — 7 15 
32 oz. G la ss  P ic k le d — 2 CO 
32 oz. G lass  T h ro w n  — 1 la

R U SK S
P o s tm a  B isc u it Co.

18 ro lls, per c a s e ----- 1 80
12 ro lls, p e r c a s e ___ 1 20
18 c a r to n s , p e r c a s e — 2 15 
12 c a r to n s , per c a s e — 1 45

S A L E R A T U S
A a rm  a n d  H a m m e r — 3 75

S A L  SODA
G ra n u la te d , 60 lbs. cs. 1 35 
G ra n u la te d . 18-2% lb. 

p a ck a g e s  -----------------1 10

F re e  R u n ’g, 32. 26 oz. 2 40
F iv e  case  lo ts  _______2 30
Iod ized , 32. 26 oz. — 2 40 
F iv e  case  lo ts  ---------- 2 30

BO RAX
Twenty Mule Team

24, 1 lb. p a c k a g e s _3 35
4S, 10 oz. p a c k a g e s _4 40
96. % lb. p a c k a g e s _4 00

C L E A N S E R S

W ASH IN G PO W D ER S  
Bon A m i P d ., 18s, box 1 90
B on  A m i C ake . 18s_1 65
B rillo  ________________  85
C lim aline , 4 d o z . ___3 60
G ra n d m a . 100, 5 c ___ 3 50
G ra n d m a , 24 L a r g e __ 3 50
si now boy. 12 L a rg e  2 55

O ctagon . 9Gs ________
R inso , 40s ____________
R inso . 24s ____________
R ub No M ore. 100. 10

S p o tle s s  C le an se r. 48. 
20 oz. ______________

Gloss
A rgo, 24. 1 lb. pkgs. 1 52 
A rgo . 12, 3 lb. pkgs. 2 17
A rgo. 8, 5 lb. p k g s__2 46
S ilv e r G loss, 48. I s _11%
E las tic , 32 p k g s . _____2 55
T ig e r . 48-1 __________
T ig er. 50 lbs. ________2 75

SY R U P
Corn

B lue K a ro , N o. 1 % _2 45
B lu e  K a ro , No. 5, 1 dz. 3 38
B lue K a ro , No. 1 0 _3 IS
R ed  K a ro , No. 1 % _2 66
R ed  K a ro , No. 5, 1 dz. 3 64 
R ed K a ro , No. 1 0 _____3 44

Im it. M aple F lav o r 
O ran g e . No. 1%, 2 dz. a 10 
O ran g e . No. 5. 1 doz. 4 74

M aple a n d  C ane
K an u ck , p e r  ga l. ___  1 50
K a n u ck . 5 g a l. can  — 6 50

G rape  Ju ice
4 W elch . 12 q u a r t  case 4 40

GO W elch . 24 p in t c a s e_ 4 50
40 W elch . 36-4 oz. c a s e_ 2 30
90

3 20
¿> '¿Ü

CO OK IN G  OIL
85 M azóla

4 oo P in ts .  2 doz. _________ 4 60
Q u a r ts .  1 doz. _______ 4 30

3 85 H alf G allons. 1 doz. 7 75
2 25 d a llons , % doz. -------. 7 25

M ouse. W ood. 4 h o le s . 60
M ouse, wood. 6 h o le s .  ’.0
M ouse, tin . 5 h o l e s _ 65
R a t. w o o d ____________ 1  in
R at. s p rin g  __________l in
M ouse, s p r i n g ___  20

T  ubs
L a rg e  G a lv a n i z e d ___ 8
M edium  G a lv a n iz e d _7
S m all G a lv an ized  ___ 6

W ash b o a rd s
B an n e r. G lo b e .________5 50
B ra ss , s i n g l e _________ 6 25
G lass, s in g le  _________6 Of
D oub ie  P e e r l e s s ______8 50
S ing le  P e e rle ss  ______7 5l
N o rth e rn  Q u e e n _____ 5 5''
U n iv e r s a l_____________ 7 25

W ood Bow ls
13 in. B u t t e r _______  5 00
15 in. B u t t e r _______  9 00
17 in. B u t t e r ________ 18 00
19 in. B u t t e r _______  25 00

W R A P P IN G  P A P E R
F ib re , M an ila , w h ite_05
No. 1 F ib re  ___________ 06%
B u tc h e rs  D F ________06
K ra f  t ________________ 05
K ra f t  S tr ip e  _________09%

Y E A S T  C A K E
M agic. 3 doz. ________2 70
S u n lig h t. 3 d o z . ______ 2 70
S u n lig h t, 1% d o z . ____ 1 35
Y eas t F o am , 3 d o z . __ 2 70
Y east F o am . 1% doz. 1 35

Y E A S T — C O M PR E SSE D  
F le isc h m an n . p e r doz. 30 
R ed S ta r ,  p e r  d o z . ------ 20
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SHOE MARKET
Michigan Retail Shoe Dealers Association. 

P r e s id e n t— E lw y n  P o n d , F lin t. 
V ic e -P re s id e n t—J . E . W ilso n , D e tro it. 
•S ecreta ry—Jo e  H . B u r to n , L a n s in g . 
A ss t. S ec ’y -T re a s .—O. R. Jenkin®  
A sso c ia tio n  B u s in e s s  O ffice, 907 T r a n s -  

'W '-tntlnn pidcr.. D e tro it.

The Time To Replenish.
Taking inventory in a small store is. 

quite a job, as everyone knows; but 
we had the opportunity this week of 
talking with a man who takes world 
inventories and would you believe it, 
it is not such a thum ping job as it 
m ight sound. Anyone who can count 
two and two, can count in the billions 
if they have enough patience and per
severance.

Dr. Hollis Godfrey of the Founda
tion of Engineering Economics has 
just completed an inventory of twenty 
great world commodities; coffee, rub
ber, oil, copper, steel, silk. etc. He finds 
a mid-summer compilation shows that 
world inventories have developed a 
level below actual world needs. Any 
perceptible demand in the twelve ma
jor countries of the world for one or 
more of these commodities and the in
evitable result will be higher prices.

He has found a disposition on the 
part of raw stock producers to put 
into storage the very minimum of 
stocks; first because demand doesn't 
justify a surplus stock storage and 
second, because finance will not per
mit of capital being tied up in storaged 
goods. He draws from this world
wide inventory the opinion that the 
turn has come and that progress slow 
and steady will be the consequence.

It is not so very difficult to also re 
duce a world inventory picture to the 
compass of a little shoe store s in
ventory. Again, it is a m atter of fig
ures. The National Shoe Retailers’ 
Association inventory analysis shows 
that stock decrease (in dollars) in 
1930-1931 for all recorded stores, was 
13.9. Shoe stores, therefore, are op
erating on lower inventories. The 
analysis shows that stores doing a 
business under $35.000 show a decrease 
in stock of 13.6. Stores doing business 
from $35,000 to $75.000, show a stock 
decrease of 14.4; and stores doing a 
business over $75,000, a stock decrease 
(in dollars) of 13.5.

The little shoe store and the wide 
world are both operating on the plan 
of stock-turn. The im portant thing is 
the speed of turnover, for goods on the 
shelves have no value until sold, and 
the great basic commodities of the 
world in storage are valueless until 
sold.

W hat will move these goods in 
stock? Strange to relate, one of the 
best versed shoe traveling men, L. C. 
H art, tells in the Voice of the Trade 
in this issue that if the shoe stores of 
this country enjoyed five consecutive 
days of what might be termed normal 
shoe buying, that every store would 
find itself on the following Monday 
morning out of a stock of salable, 
styleful shoes.

Is it too far fetched an opinion to 
voice that if the entire world itself 
were to have five days or five weeks of 
normal buying of all sorts of com- 
modifies—to put homes, buildings and 
raiment back to the normal level, that 
the world also would rush to re
plenish?

These mid-summer facts and opin
ions indicate that we are about at the 
end of the vicious circle. For want of 
a better term, let us say that we are 
at the beginning of a “virtuous circle.” 
Let us reduce it to its least common 
denominator. Give a man a job and 
he finds money in his pocket to pay 
the grocer, the meat dealer and the 
shoemaker. If he has just a little 
money, m erchants have confidence in 
him and will extend hint credit in the 
belief that his income will continue and 
that he will be buying new goods, and 
paying for old. Multiply that pur
chasing power of the individual by 
thousands in America.

H enry T. Rainey, House majority 
leader, gives an example in. the world 
field. He says: “ I spent the summer 
of 1931 in Russia and found Russia 
anxious to trade with us in spite of 
our unfriendly attitude. They need 
nearly everything we produce. There 
is more building going on in Russia 
than in all the rest of the world. Their 
factories are employing 3,000 to 22,000 
people each and working two shifts 
day and; night. There is no unemploy
ment in Russia.”

If these hopeful and helpful indices 
continue without political and social 
disappointments, then we are indeed 
better off than we have been.—Boot
and Shoe Recorder.

♦  ----
Consider Advancing Toys.

Toy manufacturers are considering 
the advisability of advancing prices 
from 5 to 10 per cent. Sept. 1, accord
ing to reports in the market. The 
manufacturers 'base their argum ents 
for higher prices on the claim that re
tailers have delayed placing commit
ments on holiday requirements, with 
many stores planning to place orders 
in the middle of September.

“Prices announced last Spring were 
based on the normal costs of produc
tion in turning out Christmas require
ments over a period of seven to eight 
months,” a doll producer explained. 
“O rders placed to date have been 
negligible, but we know that the vol
ume ordered eventually will not be 
much lower than last year’s. The re
sult will be that production will be 
‘peaked’ through a period of three to 
four months and factories compelled 
to pay workers for overtime and suffer 
increased costs in other respects.

“ In the manufacture of dolls the 
weather has a great bearing on pro
duction schedules, work being sus
pended when the weather is unfavor
able. If the industry is called upon to 
turn out seven m onths’ supply within 
a period of three months, extra work
ers and overtime employment will alter 
costs to such an extent that a 10 per 
cent, price increase will be absolutely 
necessary.

California Very Much To His Liking.
Los Angeles, Calif., A ug .-6—Copy 

of your good journal came in this 
morning’s mail, without delay. I am 
forwarding you my check for one 
year’s subscription to the best trade 
paper I know of being offered to the 
modern business man. Mrs. Cruzen 
and mvself are the same as when you 
heard last. W e are enjoying very 
wonderful weather and sunshine here 
in California. The tem perature for 
yesterday ran from 79 to 62, which is 
about as it has been running so far all 
summer. The nights are delightfully 
cool. I have over me at night two

wool blankets, besides sheet and 
spread, and sometimes wake up during 
the night a little chilly.

Everybody is yery enthusiastic here 
right now over the Olympic games. At 
the opening of the games last Saturday 
there were 105,000 persons in attend
ance at $3 a shot. Not so bad for a 
day of depression. So far the United 
States is showing the remainder of the 
world what it is all about, with few 
exceptions.

In closing permit me to say I am 
sure of being kept well posted on busi
ness affairs in« Michigan for the next 
year through the medium of the Mich
igan Tradesman. Alva Cruzen.

A Business Man’s Philosophy.
Are these times hard?
Yes, bu t many of us have lived in 

times that were almost as hard.
In 1904 I began my ifirst full-time 

job at $3 per week. I worked through 
a summer vacation in a grocery and 
meat market. I was fourteen. In 
1905 the proprietor paid me $3.50 per 
week for summer work.

In 19C6 I worked in a city news
paper office at $8 per week.

In 1907 I was a salesman in sum
mer at $12 per week.

In  1910, after graduation from col
lege, I became a reporter at $18 per 
week. This was considered good pay 
and I earned it because I was experi
enced. I was twenty-one.

In 1914 my pay had been raised to 
$37.50 per week.

In 1915, by changing jobs, I boosted 
my pay to $50 per week.

In 1916 I went into business for 
myself. William Feather.

A spoonful of success is w orth a 
gallon of failure.

Bags That Have Many Tricks.
W indow shopping expeditions in 

New York never fail to reveal some
thing of interest. A recent stroll down 
Madison avenue brought a trick bag 
to our attention. I t is quite the most 
entertaining thing: within its slender 
contour it conceals a cigarette case, 
built into the outer wall of the bag 
and hidden even when the flap is lifted. 
Nor does anyone suspect its presence 
until the owner pushes up the orna
mental button that serves to fasten 
the purse, thereby raising the cigarette 
case into view.

The best part of it all is that the 
bag is good looking—it really belongs 
in the de luxe class. Across the top, 
on a raised band, are the owner’s 
initials, cut out in colored enamel if 
the model is of Morocco leather, or 
in marcasite, if it is in antelope skin.

A nother novelty purse is of black 
antelope—it comes in other leathers 
and many colors—of which the trim 
ming is in white metal. The crescent
shaped band serves not only as orna
ment and fastening bu t it may be 
raised so the wearer can slip her 
fingers through it, using it as a handle 
when she wants to.

The woman obliged to carry many 
papers when on business bent will 
welcome the new sac d’affaires, or brief 
case, made like a big envelope in felt. 
There are many colors to choose from. 
Pad and pencil have a  fixed place in 
this model, which offers ample room 
for all one’s business paraphernalia.

Ever notice how hard it is to pay 
for a thing on the “easy-payment” 
plan?

INTELLIGENT INSURANCE SERVICE
and

REAL INSURANCE SAVING
O rig inally  

For Shoe Retailers 
now

For Merchants in A ll Lines

T h e  sam e saving and  th e  sam e service to  all

W e confine our opera tions to  M ichigan
W e select ou r risks carefu lly
A ll profits be long  to  th e  policyholder

M ichigan Shoe D ealers
MUTUAL FIRE INSURANCE CO.

LANSING, M ICHIGAN

M utual Building Phone 20741
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Run Thy Shop or It W ill Run—and 
Ruin—Thee.

(Continued from page 12) 
waiter and discussed with him an or
der for iced tea. T he waiter sent the 
steward of the car. The point at 
issue was the charge of 25c for iced 
tea.

‘‘I ’d like the tea,” explained the 
guest to the steward, “but I can drink 
only a glass of it, and I certainly do 
not want to pay 25c for a glass of 
iced tea.” Rules, however, are rules, 
and the arrangem ent in that diner was 
that a pot of tea must be made, then 
poured on ice, and that involved a 
service of two full glasses. The guest 
passed up his beverage.

I t developed in later conversation 
that this was a lieutenant in the Navy, 
now taking his enforced month of 
“vacation” without pay. H e said to 
me that now for the first time in his 
experience he was riding in the day 
coach to save the two dollars or so for 
parlor car seat. In that way, too, he 
was able to ride by day, then buy an 
upper berth for the night, and the trip 
would cost him perhaps $5 less than 
otherwise.

W hat impressed me was the quiet 
soberness of the man. Navy and 
army men have always been pretty 
touchy on such matters. They have 
not readily submitted to anything like 
second-class travel or accommodation, 
but believe me, there is a change, and, 
if you ask me, the change is whole
some.

There could therefore be no better 
time than now to put schedule delivery 
into effect and work it inexorably— 
though I repeat that any other way of 
working it will simply not work at all. 
The end will be added earnings.

Paul Findlay.

Some Hopeful Sings Seen in the Food 
Industry.

(Continued from page 13) 
consumers. The effect of this adjust
ment on prices has been more serious 
because of difficulties attached to 
financing a commodity that must be 
produced in a few short weeks and 
then carried for months.

W ith these two influences shifting 
financing back toward the producers, 
it seemed that no price would ever 
hold.

Sugar, livestock, meat products, 
grapefruit and minor commodities 
have advanced sharply under sustained 
demand during the season of reduced 
production. Such turns indicate that 
the readjustm ents in the handling 
methods for the food supply of the 
country are about completed—the stor
age places are so empty that consump
tion reacts on storage stocks at points 
of production.

The course of food prices during the 
next twelve months depends primarily 
upon what the w eather and the de
structive pests do to the production of 
1932. Temporarily conditions are 
favorable but the sharp reversal in the 
canned pea out-turn indicates what 
may happen when crops are so poorly 
fertilized and cultivated and so open 
to insect destruction. W e have no 
hesitation in saying that the deflating 
of food production and the cleaning 
up of food storage stocks have pro
ceeded to where we may expect a 
turn.

The price of each commodity will 
more nearly depend on the market 
position of that commodity—upon its 
statistical outlook—the prospects for 
production and consumption and the 
degree with which stocks are so 
financed that they can be held for 
orderly consumption.

O ur difficulty there is having ac
curate information on which to base 
judgment. W e are progressing in that 
direction. W e have fairly accurate 
figures as to the annual production. 
W e are learning the need to know 
more about actual consumption and 
the influences affecting it. W e are 
still with little knowledge of what has 
been and is to be the month to month 
consumption of any commodity, where 
it goes and why.

Even when we have these statistics, 
there will be another need—to under
stand what the statistics mean, and 
for this understanding to be so wide
spread in the trade that statistics 
rather than blind impulses control 
markets.

There is one truth that the depres
sion has brought home to us—the fact 
that each man is his brother’s keeper— 
a responsibility for the welfare of 
those with whom we do business far 
greater than was appreciated during 
the boom days.

Gordon C. Corbaley.

OUT ARO UND.
(Continued from page 9)

I am glad to see the Grocery W orld 
oppose the idea of adopting the trade 
acceptance plan, which is being urged 
by New York merchants to take the 
place of the open account, so they can 
have som e'hing which they can dis
count wi+h their banks, and mus raise 
ready ¡money. The objection to the 
trade acceptance is that it is invariably 
signed before the buyer has had time 
to examine the goods or before any 
defect in them, perhaps latent, has dis
closed itself. This means that if there 
is anything wrong with the goods in 
quality, count, weight or measure the 
buyer has no recourse except to sue 
the original seller, which would prove 
to be a very expensive proposition. 
The first merchant I hear of signing a 
trade acceptance will receive a call im
mediately from the Tradesm an’s fool 
killer.

A D etroit subscriber writes me as 
follows:

Detroit, Aug. 9—Suppose you or I 
or almost any other person or firm in 
the United States of America would 
bring into the country sons of broken 
down emperors, as Henry ford has 
done, while men in both Dearborn and 
D etroit—worthy men with families to 
support—are pleading for work?

W hat would all decent people think 
and say of us?

But vast wealth behind ford appears 
to  give him a license to do as he d—m 
pleases.

I suppose our correspondent refers 
to the employment of a grandson of 
the kaiser in the ford factory in De
troit. This is exactly what would be 
expected from the man who encour
aged the kaiser in his infamous career 
by sending the so-called: peace ship to 
Europe during the most virulent 
period of the war planned by the kaiser 
for the “destruction of a large portion 
of Europe and the subjugation of the 
United States,” as the kaiser’s cousin

predicted the long-contemplated action 
of the kaiser in Manila Bay in 1898. 
W hy Henry ford should go out of his 
way to furnish employment to the 
scion of such a fiend incarnate is more 
than I can understand when by so do
ing he deprives a decent American 
citizen of a job which might keep his 
family from starving.

E. A. Stowe.

Meeting of Wholesale Grocers in 
Traverse City.

A meeting of the executives and 
salesmen of the three largest inde
pendent wholesale grocer houses of 
N orthern Michigan—the Grand T rav
erse Grocer Co. of Traverse City and 
Manistee, the Sault W holesale Grocers 
of Sault Ste. Marie, and the Alpena 
W holesale Grocer Co. of Alpena—was 
held at the Park  Place H otel in T rav
erse City on Friday and Saturday. The 
object of the meeting was to talk over 
business conditions and to perfect 
plans for the approaching fall business. 
About fifty were present, including the 
full force of salesmen of each of the 
houses. The first day of the meeting 
was devoted to business affairs, while 
on Saturday the representatives of the 
visiting houses were entertained by the 
Traverse City organization with drives 
to some of the famous cherry orchards 
throughout the region and visits to 
several of the large cherry canneries 
in and near Traverse City. On Satur
day evening a banquet was served at 
the Park Place H otel and the rem ain
der of the evening was devoted to 
listening to splendid talks by some 
of the heads of the three houses.

The three houses referred to above 
were all former National Grocer Co. 
branches and have been in operation 
for a number of years. At the time the 
National Grocer Co. discontinued busi
ness, about two years ago, these houses 
were purchased by the present owners 
under the following management: 
Fred D. Vos, formerly of Grand Rap
ids, is the President and M anager of 
the Traverse City and Manistee hous
es; P. L. McDougal is President and 
M anager of the Sault W holesale Gro
cers at Sault Ste. Marie, and J. C. An
derson is M anager of the Alpena 
W holesale Grocer Co. at Alpena, all 
of whom were former managers for 
the National Grocer Co. W hile these 
houses are separate corporations, yet 
they are affiliated together in such a 
way as to give them the same bene
fits as though they were of one com
pany, as they combine their purchases, 
which makes it possible for them to 
purchase in car lots, where otherwise 
they would be obliged to buy in less 
than car lot shipments and they also 
do other things which are a distinct 
advantage to themselves, as well as 
their customers, which they would be 
denied if they were obliged to operate 
singly. These houses are all strictly 
independent jobbing houses and serve 
none other than independent merchants 
and have no connection with any chain 
store organization, w hether it be the 
chain owned store or the voluntary 
chain which are serviced by certain 
wholesale grocery houses under the 
pretext that they are not chain stores.

The meeting was largely devoted to 
the introduction of the new line of

spices, canned goods, etc., which will 
be packed under their private brand 
“Cherry Blossom” and will be ready 
for delivery to the trade this fall.

Fred D. Vos.

Drug Producers Re-Label Goods.
More than a score of products, con

sidered by the drug trade to be on 
the border-line between toilet articles 
and medicinal preparations, are being 
re-labeled by manufacturers in order 
to avoid the new excise taxes. Such 
preparations as rubbing alcohol, on 
which labels frequently suggest use 
after shaving, present a problem to the 
producers because toilet articles are 
subject to the new tax while medicinal 
preparations are exempt. Smelling and 
perfumed salts, as well as petroleum 
jellies recommended as hair tonics, are 
other articles on which labels are being 
changed.

Insulting.
An Aberdeen lady was buying a 

birthday present for her husband. In 
the men’s departm ent of a big store 
she asked for a collar, size sixteen. 
The assistant quickly found the appro
priate box in which the collars were 
housed and enquired in mild surprise:

“Only one, madam?”
“Yes, certainly, only one,” said the 

lady, haughtily: “do ye think I ’m a 
bigamist?”

GREENE SALES CO.
S P E C IA L  S A L E S  CO N D U CTO RS  

Reduction — Money-raising or 
Quitting Business Sales.

142 N . M ech an ic  S t. P h o n e  9519 
JA C K S O N . M IC H IG A N

Phone 61366

JOHN L. LYNCH 
SALES CO.

SPECIAL SALE EXPERTS

Expert Advertising

Expert Merchandising

209-210-21 1 Murray Bldg. 
Grand Rapids, Michigan

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, $4 per 
inch. Payment with order is required, as 
amounts are too small to open accounts-

F o r  Sale— 14 x  14 B u tc h e r  ice box a n d  
fo u r - to n  Y o rk  ice m ach in e , co m p le te  w ith  
m o to r  a n d  coils fo r  above  box. H . A.
C h ris te n se n , A lb ion , M ich.___________538

F'OR S A L E —C ash  o r  e a sy  te rm s . C o m 
p le te  job  p r in t in g  office, one  of M u sk e 
g o n ’s o ld e s t firm s; in  f ir s t- c la s s  sh ap e . 
Shop  in  dow n to w n  d is t r ic t ;  re a so n a b le  
re n ta l ;  w o n d e rfu l o p p o rtu n i ty . In q u ire
J a n ie s  R oach , 139 W e s t W e b s te r  a v en u e ,
M uskegon , M ich.________ ______________539

W a n te d —E x p e rie n c e d  e le v a to r  m a n 
ag er. R efe ren c e s . B ox 11, te lep h o n e  71, 
S ta n to n , M ich. _____________________ 540
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IN  T H E  REALM  OF RASCALITY.

Questionable Schemes Which Are 
Under Suspicion.

The trade is warned to look out for 
a man named T. Miller, who claims 
to represent the Cameo Novelty Co.„ 
23rd street and Fourth  avenue, P itts
burg, Penna. H e pretends to sell 
5000 tickets for $15 and gives a dis
count of 10 per cent, if the goods are 
paid for in advance. Many m erchants 
are reported to have been swindled bjr 
this clever pretender. No tickets are 
ever received and no replies are re
ceived from  letters of enquiry sent to 
Pittsburg.

Mrs. Charles Donovan called on the 
Realm this week to protest against the 
statem ents made in our issue of July 27 
relative to the sales methods of the 
Grand Rapids Products Co., of which 
her husband is sole owner. She stated 
that her husband makes up No Rub 
and sells it to salesmen at $2.40 per 
case of two dozen. The salesmen, in 
turn, unload the goods on the retail 
grocer for $4.50 per case and succeed 
in securing cash in advance by making 
representations they are. in no position 
to carry out. The two men who played 
false to the retail grocers of Muskegon 
are Lam ar Niggle, who resides in the 
1600 block on Madison avenue, Grand 
Rapids, and C. L. June, who resides 
at 425 Dickinson street. Niggle is 
known to the trade as a form er trav
eling representative for Rye Crisp Co. 
and the Ralston Purina Co. He does 
not bear a very good reputation. June 
is no longer selling No Rub.

Mrs. Donovan said her husband did 
not have sufficient capital to go direct 
to the retail trade with his washing 
powder and that the jobbing trade will 
not take it on because of his fiasco in 
his O-So-W hite organization, which 
went into liquidation several years ago 
under very unfortunate circumstances. 
She thought Mr. Donovan ought not 
to be blamed for the misrepresentation 
of the salesmen on whom they depend 
to sell their output and could not be 
made to see that such methods would 
completely destroy the sale of the arti
cle they are undertaking to place on 
the market. She would not concede 
that a manufacturer must stand or fall 
by the actions of his road representa
tives. Because of this situation the 
trade is advised by Realm to take no 
stock in the unfounded promises the 
salesmen of the concern make to secure 
advance payment, which should never 
be done under any circumstances. As 
Mrs. Donovan confirmed all the state
ments made in the w arning article pub
lished in this departm ent two weeks 
ago no revision or correction of the 
article can be made at this time.

The Federal Trade Commission has 
ordered the Brown Fence and W ire 
Co., Cleveland, which supplies farmers 
with fencing, roofing, poultry appara
tus and other accessories, to cease rep
resenting directly or by implication 
that it manufactures or grows certain 
articles except in cases where this is 
true. The company is also directed to 
stop asserting that goods purchased by

it from other m anufacturers go to the 
consumer w ithout a middleman’s profit.

According to  the Commission’s find
ings, the company does manufacture 
such commodities as wire fencing, 
fence posts, gates and other fencing 
accessories, but purchases from other 
manufacturers or producers articles 
ranging in variety from fence anchors 
and tires and tubes, to  baby chicks, 
nursery stock, and w ater heaters.

The Brown Co. advertises in farm 
journals and, in close to 1.000,000 cata
logues sent out each year, asserts that 
the prices are low because the customer 
does not have to pay anything for mid
dlemen’s profits and expenses. Such 
prices are lower than those of other 
companies because Brown customers 
pay only the actual cost of manufac
ture plus one small profit, according 
to the advertisements.

Regarding this latter class of goods 
the Commission orders the company 
to stop “directly or by implication” 
giving as a reason for its alleged abil
ity to sell such articles, the fact that 
they are furnished directly to the con
sumer from the company’s own fac
tories, mills, nurseries, hatcheries or 
other establishments and this w ithout 
expense or charge for a middleman or 
with but one profit plus the manufac
tu rer’s cost, when such are not the 
facts.

T he Commission found tha t this la t
ter class of merchandise is sent from 
the factories of the respective m anu
facturers directly to the consumers on 
order of the Brown company, with two 
separate profits included in the sale 
price. One such profit accrues at the 
original source of the articles and the 
second to the Brown company. In 
reality, this company is a middleman, 
the Commission found.

The company made special arrange
ments regarding articles it purchased 
from others. I t  developed the tools 
and designs used by the other mills 
for making the fence anchors, while 
it had its own formula for the paints, 
varnishes and enamels made by others. 
I t advanced funds for the materials 
and bought such paint products a t the 
cost of the raw  material plus m anu
facturing costs at a fixed price per gal
lon. Such arrangem ents with the paint 
company and with several other con
tracting m anufacturers is confined to 
their dull seasons.

Through considerations of overhead 
and seasonal losses, the company, with 
its volume business, in some cases ob
tains the products for which it has so 
arranged at cost and sometimes less 
than cost, and is thus able to  resell at 
a low price.

O rders received by the Brown com
pany for the products other than those 
manufactured by it and other than 
those which it has bought at or below 
the m anufacturing cost, are filled pur
suant to arrangem ent with manufac
turers in thirty-five distributing cen
ters. These goods go from these man
ufacturers to the Brown company’s 
customers with the two separate profits 
included in the sale price, the Com
mission found.

If you have never been a fool, be 
sure you will never be a wise man.

Gabby Gleanings From Grand Rapids.
W m. F. Reilly succeeds the late H. 

Kormack as Michigan representative 
for Sherman Bros. & Co., tea and 
coffee jobbers of Chicago. Mr. Reilly 
has been connected with the house 
many years and is thoroughly familiar 
wih the line.

Geo. W . McKay leaves the city Aug. 
20 on a tw o weeks’ vacation. H e and 
his wife will travel by auto. Their 
first stop will he Joliet, where they 
will spend several days with a sister- 
in-law. They will then proceed to 
Emm etsburg, Iowa, where they have 
sixty relatives, near and far.

If the wholesale dealers propose to 
take any action in regard to the public 
celebration of the ninetieth birthday 
anniversary of A. E. Brooks on Aug. 
16 they will have to move quickly, as 
the date is only six days ahead. Mr'. 
Brooks richly deserves such recogni
tion at the hands of the men who were 
his contemporaries during the fifty 
years he was engaged in the wholesale 
and manufacturing confectionery busi
ness in this market.

Percy C. Palm er died at 'his home at 
157 M onterey avenue, H ighland Park, 
Monday, Aug. 8, after an illness last
ing nearly a year. Mr. Palmer, who 
had been in the hotel business in 
W indsor, Ontario, for several years, is 
better known to m any of the older 
residents in Michigan as a former dry 
goods salesman and owner of dry 
goods stores in various parts of the 
State. Born in Belleville, Ontario, in 
1881 he came to Michigan as a child 
with his parents who settled in Caro. 
W hile still in his teens he accepted a 
position with the old wholesale dry 
goods ¡firm of Strong, Lee & Co., De
troit, and in a short time was given a 
territory in W estern Michigan which 
he covered successfully until that firm 
was merged with Burnham, Stoepel & 
Co., in 1902. H e continued his road 
work for several years and in the in
terim conducted dry goods stores in 
Big Rapids, Eaton Rapids, Birming
ham and W indsor, Ontario. I t  was the 
ownership of the W indsor store that 
first gave Mr. Palm er the idea that 
culminated in the building of the 
twelve story modern N orton-Palm er 
H otel in tha t city. Visioning a great 
industrial and commercial development 
in the Canadian city he quietly secured 
the site upon which the hotel was 
erected and continued preliminary 
plans for financing the project. H e 
enlisted the aid> of Charles Norton, 
owner of the H otel Norton, in Detroit, 
and his son Preston and together they 
brought the complete plans for the 
hotel to fruition. The N orton-Palm er 
is a monument to the initiative, fore
sight and genius of Percy C. Palmer. 
H is executive ability was recognized 
by Burnham, Stoepel & Co., who call
ed him in from the road to fill an ap
pointment as departm ent manager, a 
position he again successfully filled 
until previous to his departure into the 
hotel field. “Perce” as he was more 
familiarly known to his friends, de
tested dishonesty and above all, sham. 
He himself always avoided self ex
ploitation. Forceful and influential in 
hotel circles in Ontario the proficiency 
and knowledge acquired during his five 
years in the business was a revelation. 
H is innate modesty, however, kept his

many splendid attributes in the back
ground. Mr. Palm er was unitel in 
marriage in 1908 to Gertrude Lang, 
of Big Rapids. Besides the widow, 
three children, M argaret, Frank and 
John, survive. Interm ent will be in 
Bloomfield Hills near Detroit.

Lines of Interest To Grand Rapids 
Council.

W . D. Dunbar and a partner opened 
the Auditorium cafe a few months ago 
on H uron street, near the new audi
torium. The business has prospered 
beyond their fondest hopes; so much 
so, that Mr. Dunbar has bought bis 
partner’s interest and will continue the 
business, and the partner has retired.

W e have heard m any times that 
more time was required for a broken 
bone to heal if the injured one was 
past middle life, and young men were 
the favored ones in the event of in
jury. This has been effectively demon
strated recently when our young mem
ber, W alter S. Lawton, had two bones 
broken in his right ankle. H e drove 
more than 200 miles after the accident 
to his home before the injury had 
medical attention, and he was off his 
territory only seven weeks. W e con
tend that that is a fine record and we 
felicitate Mr. Lawton on his speedy 
recovery.

The Council extends its sympathy to 
Nick Loeks and wife in the loss of 
their brother-in-law, Grover C. Ranck, 
who passed on the 27th of last month.

The picnic sponsored by Rutledge 
W . Radcliffe, leader, and his crew No. 
1, Team W ork in Business Group, at 
Fallasburg Park last Saturday was a 
big success, notw ithstanding the w eath
er was unfavorable. Many of the 
traveling salesmen have weatherd such 
severe financial storms the past two 
years that a little rainfall is scarcely 
noticed. Mr. Radcliffe desires to ac
knowledge the contributions of the 
H echt Produce Co., H attem  Confec
tionery, Raymond W . Bentley and 
W. D. Bosnian, which added much to 
the pleasure of the occasion.

At a very spirited meeting last Sat
urday evening, held at the home o; 
Senior Counselor B. C. Saxton, fol
lowing the picnic, very definite plans 
were laid for a vigorous campaign for 
new members with the beginning of 
our activities in September.

The many friends of Mr. and Mrs. 
M artin Vermaire are very glad to  
learn tha t their eldest daughter, Ethel 
May, who has been very ill with scar
let fever has been declared out of 
danger and is slowly recovering.

Official Reporter.

There comes a time in every depres
sion when the way to resume is to 
resume. T hat time must be approach
ing, and it would be well to prepare 
for it.—W alter Lippmann.

W e have forgotten fundamentally 
that the business of society is to sup
ply well-being to man and not sup
ply man as slaves to a machine age.



jA r e  theif canned foods you feature grown 
and packed

jfiebtond 
you knour

in your home 
state?
W. R. Roach & Co., 

Grand Rapids, main-, 

tain seven modern 

M ich ig an  factories 

for the canning of 

products grown by 

Michigan farmers.

HART
A complete line of canned vegetables and fruits

WE GIVE YOU
A n  A u d it of your Policies 
C orrect Insurance Coverage 
E ng ineering  Service 
F ire  P reven tion  A dvice 
R a te  A nalysis 
P ro m p t Loss A d ju stm en t 
Saving in C ost

For sound insurance protection write

THE MILL MUTUALS AGENCY
208 NORTH CAPITOL AVENUE 

LANSING, MICHIGAN 
Phone 20741

BRANCHES
GRAND RAPIDS— Grand Rapids Trust Building 

DETROIT— Transportation Building

(Michigan’s Largest Mutual Insurance Agency)

Rademaker-Dooge Grocer Co.
Distributors of 

Anchor Red Salmon
Red Heart Med. Red Salmon 

Surf Pink Salmon
Bull Dog Sardines

Red Crown Sliced Beef

The House of Quality and Service

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

Tell them to
VISIT MICHIGAN
Xf  your out-of-state relatives and friends like 
to picnic beside sparkling streams . . . wander 
along old Indian trails . . .  or camp on the 
shores of picturesque lakes, tell them to vaca
tion in Michigan.

The millions of dollars spent each year by 
Michigan’s thousands of visitors add to the pros
perity of the state. Let us also spend our own 
vacations in Michigan this year, thereby con
tributing still further to its prosperity.

And wherever you go, dispel worry by telephon
ing home and office frequently. Call friends to 
tell them when you will arrive. Tele
phone ahead for hotel accommoda
tions. Long Distance rates are low



W ith the Price 
Established

through the manufacturers* advertising

your selling cost is less and  profits m ore. 
Y our custom ers recognize th a t th e  price 
is righ t w hen  it is p la in ly  show n on the  
label and  in the  advertis ing  as it is in

KC
B ak in g
Powder

Sam e Price 
for over 40 years

25 ounces for 25c

You save tim e and  selling expense in 
fea tu ring  such b rands as K C.

Besides your profits a re  p ro tec ted .

Millions of Pounds Used by Our 
(government

We Believe You Are Entitled to a Profit on All 
Merchandise You Handle or is Distributed to 

Your Customers
W e don’t believe in the distribution of free samples or free 
merchandise to the consumer unless such merchandise pays 
the merchant his full profit which includes the expense of 
handling when handled by him.

QUAKER
SPICES

The N ew  Member of the 
Quaker Family*

P acked  in new , beau tifu l, a ttrac tiv e  packages 
— steady, hard -w ork ing  silent salesm en.

Q u ak er Spices a re  gu a ran teed  to  be  abso lu te 
ly  p u re—a  w o rth y  add ition  to  th e  Q u a k e r 
Line.

Large Packages — Priced Low

T h ey  w ill be  sold b y  Independen t D ealers 
only.

O u r salesm en w ill tell you ab o u t Q u ak er 
Spices — a line th a t w ill be  an  asset to  the  
d ea le r’s business.

LEE & CADY


