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W HICH ROAD?
If you could go back  to  th e  fo rk  of th e  road,
B ack th e  long m iles you have  carried  the  load ;
B ack to  the  p lace w here  you had  to  decide 
By th is w ay  or th a t th rough  your life to  abide;
B ack of the  grieving and  b ack  of th e  care,
B ack  to  the  p lace w here  th e  fu tu re  w as fair—
If you w ere  th is d ay  th a t decision to  m ake,
O  b ro th e r in sorrow ! w hich  road  w ould  you take?

T h en  suppose th a t again  to  th e  fo rk  you w en t back , 
A fte r  y o u ’d trodden  the  o ther long  track ;
A fte r  y o u ’d found th a t its prom ises fair 
W ere  all a  delusion th a t led  to  a  snare—
T h a t th e  road  you first trave led  w ith  sighs and  unrest, 
T hough  d rea ry  and  rough, w as m ost graciously  blest, 
W ith  ba lm  for each bru ise  and  a  charm  for each ache—  
O  b ro th e r in sorrow ! w hich  road  w ould  you take?

Nixon W aterm an.
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LOWEST 
PRICE. . .  

in 12 Years!
Now, for a lim ited time, you can buy 
Royal Baking Pow der a t the lowest 
price in 1 2 years. H ere’s your chance 
to feature a quality dem and item at a 
new low price. Tell your custom ers 
about it. T hey’ll be sure to lay in a 
supply of the fam ous C ream  of T artar 
brand . Call your jobber and place 
your order.

ROYAL
BA K I N G  P O W D E R

Product of 
S T A N D A R D  

B R A N D S  
IN C O R P O R A T E D

TRENGTH
I COMPANIES REPRESENTED H AVE  

Assets $ 6 5 ,9 3 1 ,7 8 7 .1 4  
Surplus $ 2 3 ,3 9 6 ,3 3 8 .1 5

ERVICE
Correct Insurance Coverage 

Engineering A dvise

lAVINGS
1 2% %  T o 4 0 %

According T o Classification of 
Property

THE MILL MUTUALS AGENCY
LANSING, MICHIGAN

Mutual Building Phone 20741

D ETR O IT O FFICE 
T ransportation  Bldg. 

Phone
R andolph 0729

G R A N D  R A PID S O FFICE 
G rand  R apids T rust Bldg. 

Phone 
95923

PUTNAM'S

EASTER ASSORTMENT]
PU TNAM  FACTORY GRANO RAPIDS, MICH.

CANDY FOR EASTER APRIL 16

Every Item a Popular Seller
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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

Demand Increasing for

M I C H I G A N  A P P L E S
WITH FLAVOR

W e have the best assortm ent of V arieties in M ichigan—  
Cleaned. Polished and  regraded  by  M odern Electrical Equip­
m ent befo re  leaving our W arehouse —  W holesale only. 
W olverine Dealers, send us your orders.

KENT STORAGE COMPANY
GRAND RAPIDS MICHIGAN

A re the canned foods you feature grown
and packed 
in your home 
state?
W. R. Roach & Co., 

Grand Rapids, main­

tain seven modern 

M ichigan factories 

for the canning of 

products grown by

Michigan farmers. A complete line of canned vegetables and fruits

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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M i c h i g a n  T r a d e s m a n
E. A . Stowe, Editor

(PUBLISHED WEEKLY by Tradesman Company, 
from it* office the Barnhart Building, Grand Rapids.

U n l ik e  A n y  O t h e r  P a p e r . Frank, free and
fearless for the good that we can do. Each issue com­
plete in itself.

DEVOTED TO  the best interests of business men. 

Su b s c r ip t io n  R a t e s  are as follows: $3 per year,
if paid strictly in advance. $4 per year if not paid 
in advance. Canadian subscription, $4.04 per year, 
payable invariably in advance. Sample copies 10 cents 
each. Extra copies of < urtent issues, 10 cents; issues a 
month or more old. 15 cents; issues a year or more 
old, 25 cents; issues five years or more old 50 cents.

Entered September 23,1883, at the Postoftice of Grand 
Rapids as second class matter under Act o f March 
3, 1879. _______________  .

JA M ES M. O O L D IN G  
Detroit Representative 

507 Kerr Bldg.

CLOVEN HOOF OF CHAINS.

“W e Live on the City, Not 
In I t ”

Battle Creek, on Tuesday, Feb.
14, w oke up to face the greatest 
business handicap of its history—  
the state-w ide holiday for banks. 
It is pleasant to recall tha t there 
was little excitement. Battle Creek 
citizens have the u tm ost confi­
dence in our banks.

The new situation called for 
som e concerted arrangem ent to 
m eet this em ergency. T he b an k ­
ers were in conference. T he re­
tail m erchants, a C ham ber of 
Com m erce unit, were also in ses­
sion. W ays and m eans were dis­
cussed for the uninterruption of 
business.

Suggestions w ere m any and 
valuable, because business has 
been carried on w ith little or no 
inconvenience, and at this store, 
with practically no interference.

T he m eeting of retail m er­
chants, of course, w as attended  
by  the independent m erchants 
and the chain store m anagers. 
The spirit of co-operation on the 
p a rt of the syndicate m anaged 
stores was as unprecedented  as 
the situation itself.

H ere was the w ay one chain 
store m anager sta ted  the situa­
tion: “Since the chain stores op ­
erating in Battle C reek never had  
extended credit to any Battle 
Creek person, and since they 
probab ly  never would, they would 
continue to have cash. T he hom e 
ow ned stores, no t operating as 
chain stores do, b u t extending 
credit to reliable citizens of the 
community, w ould need cash to  
carry on. T herefore the chain 
sto re  m anagers w ere willing to 
help— they would supply the 
hom e boys with the cold cash to 
see them  through until the  banks 
w ere re-opened.

The Jos. C. G rant Co. states 
herewith, in its opinion, this was 
the finest gesture the chain stores 
have ever m ade in Battle C reek’s 
experience with their various 
hazards to the community.

But there was one thing that 
had not been reckoned with.

T hat was the Bench M anager 
—  that all-powerful gentlem an 
who sits in th e  elaborate office in 
some distant city and directs the 
affairs of his com pany’s Battle 
Creek store, and always with a 
“ to hell with the com m unity” 
spirit. *

T he Bench M anager was heard 
from — by telegraph.

A nd the telegram s to the vari­
ous m anagers told them  but one 
order— ACCEPT AND MAIL TO  
HOME OFFICE ONLY CASH.

Little difference then the neces­
sities of hundreds of w orthy peo­
ple in the com m unity whose 
funds were not available because 
of a state holiday. No co-opera­
tion  w hatever from  the chain 
stores in their tim e of need. N oth­
ing but CASH.

Well, the situation is well in 
hand. A t this store we are happy 
for the privilege during this in­
convenience to  all of us, to have 
gone the limit in helping w ith the 
com m unity’s financial problem s. 
W e have been our own dictator—  
Bench M anagers do not rule our 
roost— and the first thought with 
us was the w elfare of our citizens. 
W e have extended credit to all 
our regular charge patrons. W e 
have cashed their checks and in 
as m any cases as possible have 
given them  the difference in cash, 
that w ent out into the com m unity 
to help relieve a situation, and 
not be sent to  a foreign city where 
banks w ere operating and the 
Bench M anagers w ere issuing final 
orders.

In a few days this financial sit­
uation will be h istory —  another 
incident in Battle C reek’s history 
th a t the city m et and m et intelli­
gently. A nd  b y  the side of the 
repo rt on the ledger will b e  noted  
this fact b y  the intelligent citizen: 
T he chain store lived up to its 
old m otto : “WE LIVE ON THE 
CITY, NOT IN IT.”

Jos. C. G ran t Co.

While all of this was going on, the 
press of our city published wonderful 
editorials with large headings, that the 
National firms were offering cash help 
to the community during this 
emergency.

They particularly specified a large 
oil company and two food companies 
of a chain which W?§ doing wonderful

things for Battle Creek during the 
emergency of a bank holiday.

I am sure that the article was can­
ned, for the reason that I do not 
think we have a newspaper in Battle 
Creek which would write such an edi­
torial without the absolute facts and 
this article did not contain the facts 
as they have worked out during this 
emergency in Battle Creek.

For instance, the large oil company 
in question was putting into circula­
tion in Battle Creek, according to the 
article, large sums of cash which had 
been received by express for salaries, 
wages, commissions, etc. One would 
naturally assume from this that any 
checks on this particular oil company 
would be cashed by them from this 
large amount of cash on hand, but it 
strikes me that in this particular case 
the cash was kept on hand rather than 
cashing the checks.

The writer had a personal experi­
ence along this line by having the op­
portunity to cash a small check from 
one of the large oil companies, and I 
told the gentleman about the article 
that appeared in the paper the night 
before and, no doubt, he could get 
this check cashed by them (he not 
being a patron of our store or known 
to the writer). This gentleman made 
the rounds of all the stations of that 
company in Battle Creek, as well as 
the headquarters of where the cash 
was supposed to be. He did not get 
his check cashed.

In the example of the wonderful 
thing the large oil companies are doing 
for the communities in which they do 
business in this emergency, a local 
independent dealer in oils and gaso­
lines tendered the oil company a check 
as payment for gasolines and oils to 
the amount of several hundred dollars. 
The check was returned to the dealer 
and the dealer in question was asked 
to furnsh the cash, because the com­
pany could not use the check.

I wonder if this is pouring money 
into this community during an 
emergency.

The writer is in a position to give 
the name of the concern in question, 
the amount of the check and all if 
desired.

This does not show such a wonder­
ful disposition on the part of the large 
oil companies to co-operate with Bat­
tle Creek or any other town for the 
good of the cause.

The editorial referred to also went 
on to state that one of the large food 
concerns wer perfectly willing to pay 
their March rent in advance to any 
and all landlords who wanted it. Now, 
it would be natural to assume that if 
I was a landlord and this large food 
concern was occupying a building 
which belonged to me, from the state­
ment made in this article, it would

be natural for me to suppose that I 
could go to the store which occupied 
the premises owned by me and get my 
rent in advance, but this article should 
have stated that it would be necessary 
for the landlord or landlords to go to 
Grand Rapids or Detroit, and that at 
their headquarters in either of these 
places the ASSISTANT BENCH 
MANAGER would furnish them with 
the March rent in advance.

If anybody in the various communi­
ties had any business with these food 
companies and if this food company 
was at the time owing someone for 
merchandise or services of any kind 
purchased by them, they could get the 
amount of such a bill in cash, even 
though it only amounted to $1.50, by 
going to Grand Rapids or to Detroit 
and appealing to the ASSISTANT 
BENCH MANAGER, the same as.the 
landlords of the various stores that 
they occupied. In that way that man 
could collect his $1.50 in advance of 
the due date.

From the article that appeared in 
the paper, to a “Man Up a Tree” it 
would look as though the chain stores 
in general were cashing checks for 
their patrons, but far be it from that.
I do not have one minute’s doubt but 
what many chain stores have cashed a 
few checks for some of their patrons, 
but I do know that for the most part 
the only way a chain store would cash 
a check would be with a purchase and 
give the customer a due bill for the 
difference between the purchase and 
the check, and allow that customer 
credit only for the difference of the 
amount of the check that that chain 
store was holding.

It is a well known fact that every 
chain store in every community, or at 
least the greater portion of them, re­
ceived telegrams from their Bench 
Managers, located in New York or 
elsewhere, stating that under no con­
ditions or circumstances were they to 
cash any checks. Get the cash only. 
This fact can be proven and will be 
acknowledged by the average chain 
store manager in any community in 
Michigan.

I know of many instances where 
chain stores cashed checks for patrons 
of the store of good-sized amounts; 
for example, they might cash a check 
for a patron to the amount of $50 
and against that would be a $5 pur­
chase, the customer having $45 com­
ing. In place of the $45 in cash, this 
chain store manager would give to 
that customer as many checks of 
smaller denominations that he had 
taken in, in the purchase of merchan­
dise only, from other patrons, and all 
the cash the customer would get would 
be the odd cents that would be left 
over and above the amount of the 

(Continued on page 5)
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RED CROSS OR DOUBLE CROSS

Determining Discrimination Against 
Regular Hardware Dealers.*

Those of you who read Hardware 
Retailer, and those of you who were 
present at the West Baden Congress 
in June, know that on the last day of 
the Congress, a resolution was pro­
posed and unanimously adopted, ask­
ing the incoming President of the Na­
tional Association to appoint a special 
committee to study the price situation.

The duties of that committee were 
as follows, quoting from the resolu­
tion: “To make an intensive survey of 
the price situation, obtain merchan­
dise from various competitive agencies 
to study, compare and analyze prices 
and qualities of such merchandise, as 
to wholesale, retail and manufacturers’ 
prices; to correlate these facts and to 
resolve them into findings, to make 
definite plans and recommendations on 
the price situation and competition, to 
be disseminated for advice and use in 
the various state organizations and 
their conventions for the coming sea­
son.”

The committee appointed consisted 
of C. C. Gilbert, of Illinois, chairman, 
C. E. Bradly, Illinois, A. E. Hemstein, 
Ohio, and President McKnight. Mr. 
Sheets, our National managing di­
rector, was also a member of that com­
mittee, and to him much credit is due 
for correlating the findings, and the 
final assembling of the information, 
and the making of the report of the 
committee. President McKnight later 
withdrew and appointed in his stead. 
Bert Shanklin of Indiana.

Fortunately for myself, I was also 
appointed a member of that committee. 
I say fortunately for myself, because 
I have had my eyes opened to some 
conditions which I had no idea existed 
in the hardware business. I have al­
ways given myself credit for being 
rather a good student of competition 
and merchandise values, but I have 
just about come to the conclusion that 
I don’t know what the hardware busi­
ness “is all about.” I have also come 
to the conclusion that there are quite 
a number of other hardware dealers in 
the United States who do not know 
what it is all about, since studying the 
reports that were returned to the Na­
tional office in Indianapolis.

At its first meeting in Indianapolis, 
on the 15th and 16th of August, the 
committee decided upon a Nation wide 
survey of dealers’ costs as compared 
with chain and mail order selling 
prices, as the initial step in the study.

The secretaries of the various state 
associations, in conference there at the 
same time, approved the plan, and 
pledged their support in getting the 
information from the dealers in their 
respective territories.

The committee then selected about 
two .hundred and fifty items from the 
Fall and Winter catalogues of the two 
leading mail order concerns to be cov­
ered by the survey. The items were 
selected on account of their prac­
ticability and their highly competitive 
nature.

The items were divided into four 
classes or groups:

•R eport m ade a t  Grand Rapids co n v en ­
tion M ichigan R eta il H ardw are A sso c ia ­
tion  by V each  C. Redd, C ynth iana , K y.

1. Household, laundry, etc.
2. Tools and kindred items.
3. Farm and garden supplies.
4. Builders hardware, sporting 

goods, miscellaneous.
A questionnaire was prepared for 

each of these groups, showing the 
items, giving a complete catalogue 
description, easily followed, and the 
mail order prices. This division of the 
plan gave a much wider coverage than 
would have otherwise been possible 
and brought a great many more deal­
ers into the picture than perhaps 
would have been brought had they 
been asked to cover the whole list of 
items.

About 160 questionnaires, forty of 
each division, were sent to secretaries 
of the larger state associations, and a 
smaller number to the smaller as­
sociations, asking the dealers to fill 
in their costs on the various items.

A total of 2780 questionnaires were 
mailed out, and from the number of 
returns made, the committee feels sure 
of the intense dealer interest in the 
subject, its importance, in all sections 
of the country.

The committee held another meet­
ing in Indianapolis on the 12th and 
13th of December, and made a thor­
ough study of the reports then return­
ed and tabulated.

In connection with almost every 
item, the returns showed startling dis­
crepancies in the prices paid by the 
dealers, and the prices they were 
forced to meet, from the existing com­
petition. The majority of the reports 
indicated that margins were wholly 
inadequate to meet catalogue prices.

It was impossible to report all 
prices given by the dealers on all the 
items, so the committee decided that 
inasmuch as the state of Iowa had al­
ready done some work along this line, 
and had previously appointed a com­
mittee to study the price situation, it 
was decided to use the figures from 
that state as indicative of the general 
conditions which prevailed all over the 
country. Even with the work that had 
already been done in Iowa, there 
seemed to be very little variation in 
the prices which the dealers were pay­
ing, from any other section of the 
country. The committee then select­
ed sixty items from the reports, it be­
ing the sense of the committee that 
these items were the most highly com­
petitive, were found in most hardware 
stores in all sections of the country, 
and they were also selected on account 
of the wide discrepancy between the 
prices the dealers were paying, and 
the prices they were forced to meet 
from the existing competition.

I thought you might be interested 
in knowing something of the results 
from your own state of Michigan. 
Michigan had a very large return of 
questionnaires, which was very help­
ful to the committee in getting a true 
picture of the situation, but as in all 
the other states, there seemed to be 
the same wide variation of prices. I 
don’t want to bore you with a lot of 
figures, but I have selected a few items 
from the Michigan report, which will 
give you a picture of the condition in 
your own state. The items were 
selected from the list of sixty items 
which I mentioned a few moments ago.

Please bear in mind that these fig­
ures were taken from last fall and 
winter catalogues. While there have 
been1 some declines in dealers’ costs, 
there have also been some declines in 
mail order and chain store selling 
prices.

18 inch pruning saw. M. O. price, 85c. 
Cost most frequently reports, 82c. 
Fifty dealers reporting had higher 
costs. 33^3 per cent, lower.

Wire nails. M. O. price, $2.20 base. 
Most dealers were paying $2.30. 40 per 
cent, were paying more.

Corn shelter with nubbing attach­
ment and cob guide. M. O. price, 
$1.59. All dealers reported higher 
costs than this figure.

Twisted link breast chains. M. O. 
price 45c pair. Cost most frequent, 
36c. 70 per cent, had higher costs.

5 gallon milk can. M. O. price, 
$2.20. 20 dealers reported costs from
$2.20 to $2.45. Most frequent cost 
$2.35.

Four foot hog trough. M. O. price, 
98c. Cost most frequent, $1.05. 20
per cent, had higher costs.

Rim lock sets. M. O. price, 29c. 
Cost most frequent, 25c. 50 per cent, 
had lower costs and 25 per cent, 
higher.

3V2 x 3'/2 dull brass butts. M. O. 
price, 16c pair. Cost most frequent, 
14c. 37^2 per cent, had higher costs.

One-third inch mesh hardware cloth, 
35 inch, 100 foot roll. M. O. price, 
$10.95. Cost most frequent $9.50. 30 
per cent, had higher costs.

100 foot rool No. 14 rubber covered 
wire. M. O. price, 48c. Cost most fre­
quent, 40c. 50 per cent, had higher
costs.

22 short cartridges in lots of 500. 
M. O. price, $1.25. Most dealers re­
ported costs of $1.17.

Tubular wheelbarrow, 3 cubic feet 
capacity. M. O. price, $5.25. Cost most 
frequent, $4.75. 25 per cent, of dealers 
only had lower costs.

Building paper, 500 square feet rolls, 
re-enforced with jute, bound with 
asphalt. M. O. price, $2.50 roll. Most 
dealers reported costs of from $3.15 to 
$3.85 per roll, and this report is typical 
of those from all the other states.

In none of the states reporting, do 
any of the dealers show any special 
advantage in buying merchandise. 
Some of them are doing a good job. 
It has been very interesting to me to 
study the reports by numbers from the 
various states. Occasionally, I find a 
fellow who seems to be doing a 
splendid job, and about the time I am 
ready to say “Here is a man who 
knows what this thing of meeting 
competition is all about, his costs sud­
denly go hay wire on some line or 
item.” To me, a careful study of the 
costs reported by the dealers shows 
two things: First, that he is not get­
ting the right price on his merchandise, 
and second, that he is not buying the 
right merchandise to meet the situa­
tion. In every state, there is evidence 
of a lack of knowledge of what com­
petition is doing, the prices at which 
they are selling, and the kind of mer­
chandise they are using.

The study also reveals the fact that 
some of the dealers still have on, hand 
merchandise which they bought a long 
time ago, on which they have main­
tained old costs, and are not maintain­

ing well balanced stocks with which to 
serve the trade as (it should be served. 
In this connection I remember that 
one dealer reported a cost of $2.85 on 
a rural mail box. Last fall I spent 
two weeks in Minnesota in group 
meetings. We called on over 100 
stores and I remember that in one 
town we found a dealer who had a 
price of $3.50 on a mail box, while just 
a few doors down the street, they were 
in the mail order store at $1.95. In 
other words, a great many dealers 
who have reported, show conclusively 
that they are not adjusting their retail 
prices to market conditions. The con­
ditions are startling, and one cannot 
help wondering why the hardware 
dealer, operating under such an 
enormous handicap, has been able to 
survive as well as he has. They real­
ize that competition is keen, and that 
business is leaving the hardware store, 
but there seems to be a positive lack 
of knowledge of the prices at which 
their own customers are able to buy. 
Competition cannot be met without the 
right goods, bought to sell at a price 
which the customer is willing to pay. 
Dealers have been buying at prices of­
fered them by manufacturers and 
wholesalers rather than buying back 
from the prices they are being forced 
to meet.

Both wholesalers and retailers have 
spent a lot of time complaining about 
competition. It reminds me of what 
Josh Billings said about the weather. 
He said, “That there had been a lot of 
talk about it, but nothing had ever 
been done about it.”

This is the time when dealers should 
realize that if they are to survive, 
something must be done about it. 
There is one basic fundamental of 
merchandising that both wholesaler 
and retailer seem to have overlooked, 
and that is that the consumer of to­
day is boss. He must be served eco­
nomically and efficiently. The retail­
er cau only hope for his future exist­
ence on the basis of such service, and 
the wholesaler and manufacturer 
should recognize their joint obligations 
to the retailer in carrying out such a 
program.

A careful study of the reports shows, 
too, that the wholesaler is as much un­
informed about right pricing and right 
merchandise as the dealer himself. 
While it is true that in a great many 
cases, the manufacturer is to blame for 
discrimination iin price, still I do not 
believe that, with a few possible ex­
ceptions, much help can be expected 
from that quarter until pressure is 
brought to bear upon him by the 
wholesaler through the retailer. I do 
not believe that any hardware retailer 
finds fault with a manufacturer who 
sells to syndicates and other large out­
lets, but the criticism comes when, mer­
chandise is sold at certain levels to 
regular hardware channels and to 
lower levels to the other outlets;

All of us know that every advertised, 
trade marked item in our stocks which 
has been sold to us through the 
wholesaler or manufacturer direct has 
been sold at a price which not only in­
cludes cost of raw material and labor, 
but also includes promotion costs, cost 
of special representatives, advertising 
and every other cost for that matter. 
Then when the market has been estalb-
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lished for the item, and an most cases 
it has come from the efforts of the in­
dependent dealer, that manufacturer, 
with his over-production facilities, sells 
the remainder of his factory output to 
a syndicate or other large outlet, at a 
price stripped of all these costs, the 
burden of which the independent deal­
er has already borne. It is this sort 
of discrimination which is objection­
able, and >it is this sort of discrimina­
tion which has aroused the indigna­
tion of the hardware dealer, not the 
mere fact that the manufacturer sells 
others.

In this connection, rather an amus­
ing thing happened while our price 
committee was in session in Indian­
apolis. Mr. Paterson brought into the 
room two auger bits. One had been 
bought in an independent hardware 
store and the other in a chain store. 
Both of the bits had the shanks wrap­
ped •with paper to disclose their iden­
tity or trade marks. They were sub­
mitted to the members of the com­
mittee and they were asked to select 
the trade marked bit. One of the 
dealers, accidentally, I think, did select 
the trade marked bit which came from 
the hardware store, but when they 
were shuffled the second time, he was 
unable to distinguish between the two. 
To my mind the only real difference 
was forty-five cents in the retail prices.

Neither the retailer nor the whole­
saler owe the manufacturer any great­
er obligation than he owes them. If 
his policies ¿how inconsistency or 
favoritism, it seems to me that there 
should be no hesitancy in bringing 
them to his attention. If he continues 
to play fast and loose in his policies by 
giving preferential prices to others 
outside the regular channels of trade, 
he has no right to complain if those 
not so favored, decide upon a parting 
of the ways.

I have been very much puzzled late­
ly over the attitude of some of our 
jobbers on this question of price dis­
crimination. I remember to have been 
with Mr. Sheets some time ago when 
he asked the vice-president and sales 
manager of one of our large jobbing 
houses to give him some information 
on jobbers’ costs on a certain item. He 
seemed very evasive and finally fold 
us that under no circumstances would 
he quote any manufacturer’s prices to 
them on any item, in spite of the fact 
that it has been definitely proven that 
this same manufacturer whose line he 
is jobbing to hardware dealers has 
been guilty of selling his product to a 
large syndicate at a price which is con­
siderably lower than the average job­
ber is paying.

This same jobber last summer placed 
heavy orders on import for rake heads, 
spading fork heads and1 hoes and other 
items in the steel goods line and had 
them handled in their own plant. They 
sent samples to all their men on the 
road and they have sold large quan­
tities of them to the dealers. Most of 
you know of the propaganda that has 
recently been circulated by an Ameri­
can steel goods manufacturer, relative 
to the import merchandise in this line, 
and urging the dealers to “Buy Ameri­
can.” One of the salesmen on the 
road resented this propaganda and 
wrote a letter to his sales manager 
setting forth htis feelings in the matter.

I happened to see the sales manager’s 
reply. He told the salesman that he 
could not blame his dealers for buying 
large quantities of the imported goods 
at the prices at which they had been 
sold, when the buying public had been 
clamoring for lower prices from the 
American makers without any relief, 
but that they must be very tactful and 
very politic about the matter, for fear 
that this American manufacturer 
might cut off their supply of private 
brand merchandise which they were 
making for them. His reason for this 
was that the manufacturer knew 
something of the size of their import 
order.

Be it said to the credit of some of 
our wholesalers that they are begin­
ning to recognize the situation and are 
pounding their department buyers on 
the back, to give their dealers mer­
chandise with which they can meet 
the situation. Others, do not, as yet, 
seem to realize what it is all about.

Two years ago before there was any 
thought of a price committee, I went 
to the wholesaler from whom I was 
buying quite a large portion of my 
hardware and submitted to him a list 
of fifty items selected from the latest 
mail order catalogue which were so 
highly competitive that I felt that I 
really must have some help. These 
items were given to the buyers in the 
various departments, and in a few 
days, some of them came back with 
lower costs, but since that time they 
seem to have lapsed into unconscious­
ness again and it is always necessary 
for me to buy back, when I am in 
trouble on any competitive item, in­
stead of their having a price which 
they know will enable me to meet the 
situation.

When I pay my supplier for the 
goods I buy, according to his terms,
I feel that I have the right to insist 
that he supply me with merchandise 
at a price that will enable me to meet 
my competition. I realize that he 
must have a margin on his goods, suf­
ficient to pay his handling costs, and 
leave a reasonable profit, and this is 
his job. Hiis buyers should know 
enough about general competitive con­
ditions to  do this, and do it efficiently.

My observation of some of these 
buyers is that it would be a fine thing 
if they would get out on the firing 
line occasionally and really find out 
something about what the retail deal­
er is up against. Some of the mer­
chandise they ask their salesmen to 
sell proves conclusively that it might 
also be well for them to shop other 
stores occasionally. Styles and de­
mands change in hardware stores just 
like they change in other stores, and 
some jobbers’ stocks in certain lines 
are two years behind the times.

I said a little while ago that the cus­
tomer of to-day is boss, and that he 
must be served economically and 
efficiently. Let us not forget this. 
There is another fundamental in busi­
ness to-day that we. seem to have 
overlooked and that is this: The mer­
chandise in your store and mine is 
worth no more than the price at which 
our customers can buy it in some 
other store.

The old theory that the independent 
merchant can sell for more on account 
of the service he renders, his person­

ality, his having the confidence of the 
public, and all these things, has been 
exploded into thin air, by the neces­
sity of having had to meet competi­
tion on its own ground. Back in the 
days when our fathers were in busi­
ness there may have been such a thing 
as customer loyalty, but there is no 
such thing to-day. Customers to-day 
are thinking in terms of price, quality 
and value and they are buying mer­
chandise rather than trade names. 
They have become value conscious 
and they know, too, that unbranded 
goods are many times just as good, 
and are greater values by reason of 
the prices at which they are sold.

They have learned the lesson that 
we, as retailers must learn, that goods 
are not worth one price in one store, 
and a very much lower price in another 
store down the street.

So far, in all that I have said, there 
is really nothing new. It is just a 
plain statement of facts with which 
every one of you is familiar.

There may have been the thought 
in the minds of those who introduced 
the West Baden resolution that the 
Association could find some means of 
solution of the problem. If you were 
to appoint as members of a National 
price committee the brightest minds 
and the shrewdest buyers in the in­
dustry, even then they could not solve 
the problem alone. The Association 
buys no merchandise for resale and 
the members of the committee buy 
only for their own stores.

The real solution of the problem, to 
my mind, is in our own hands as deal­
ers and as the buyers of merchandise 
we sell to the customers who come 
into our stores. We must put upon 
our suppliers the same kind of pres­
sure that our more aggressive com­
petitors put upon theirs when they buy 
merchandise.

To me, a careful study of the re­
ports to the price committee shows 
’conclusively that the old theory that 
the merchant should devote his time 
to selling, and let the buying take care 
of itself, is all wrong. Buying has not 
taken care of itself, and will not take 
care of itself. Buying and selling go 
hand in hand in good merchandising, 
'and both must be well done. Buying 
is one form of good management 
which must not be looked upon light­
ly. Some one has said that good dis­
tribution is getting the goods into the 
hands of the consumer at the lowest 
possible cost. That is exactly what 
our competition is doing and I take my 
hat off to them. That is what I must 
do if I am to survive.

I must realize that success in this 
day and age is only for those who do 
their jobs well.

What, then, are the retailers of this 
country to do with the job that lies 
before them?

Having studied the reports of deal­
er’s costs from all sections of the coun­
try, and to 'bring the matter down to 
a personal job, I think I would sum­
marize it something like this:

First. Let me go back to the state­
ment I made a few moments ago. The 
merchandise in your store and mine is 
worth no more than the price at which 
our customers can buy it in some 
other store. I wish we might hang 
that over the desk, and put it at the

top of the page in the want book, 
where we might see it every time we 
buy merchandise for sale to our cus­
tomers. I must be a closer student of 
competition, of merchandise, and of 
values, and I must know the price my 
customers are willing to pay, and at 
which they can buy from other sources 
of supply. On special lines of mer­
chandise sold in my store, both the 
personnel and myself must have more 
accurate knowledge in order that we 
may sell more effectively.

Second. Knowing my competition, 
my merchandise, and the prices at 
Which my customers are able to buy, 
and willing to pay, I will insist that 
the manufacturer and the wholesaler on 
whom I depend for my supplies, sell 
me at a price that will enable me to 
■meet my competitive situation, • and 
leave a reasonable profit. I will refuse 
to buy from those who do not do this. 
If the theory of manufacturer to whole­
saler, to retailer, is sound, then the 
manufacturer and the Wholesaler from 
whom I am buying ought to be equal­
ly interested in provng its soundness 
and economy in the distribution of 
hardware. If lit is not sound and effi­
cient, it has no right to exist, and it 
will not long survive, if others do like­
wise.

Third. I will ever keep in mind the 
fact that due to the sad lessons of 
economy the buying public has learned 
in the past few years they will prob­
ably for several years to come be more 
careful in their purchases and be more 
exacting as to value. I will ever keep 
in mind the fact that trade names dto 
not always mean quality and value and 
I will not disregard the demand that 
is growing every day for good, ser­
viceable merchandise at a popular 
price.

Fourth. I will not lose sight of the 
fact that there are now, and always 
have been, numbers of folks in my 
community who have money to spend, 
regardless of general conditions. I 
think this kind of customer might well 
be called' “the forgotten man.” All 
through a long period of years he has 
paid cash for his purchases, has re­
quired little service, and in many cases 
has paid the losses of the credit cus­
tomer who has required the service, 
and has taken his own time in paying 
his bills. My business must be revo­
lutionized to merchandise to this cus­
tomer to serve him efficiently, and to 
allocate the costs of service where they 
rightly belong. This is the day when 
the cash customer is coming into his 
own.

Fifth. I will not continue to accept 
conditions as they are and content my­
self with mere complaint and criticism, 
on the theory that nothing can be done 
about it.

I made this same statement in our 
Kentucky convention a few weeks ago 
in discussing this same subject. Last 
Sunday afternoon I had a very pleas­
ant visit from one of my neighboring 
dealers. He told me that he went 
home from the convention and then 
took a whole day off shopping the 
mail order and chain stores in a neigh­
boring city. He told me that he 
found out that he had been paying a 
long price for a number of items in his 
store, and that he had been very much 

(Continued on page 14)
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MOVEMENTS OF MERCHANTS.
Battle Creek—Birney & Green, Inc., 

succeeds the Smith Shoe Co. in busi­
ness at 28 West Michigan avenue.

Grand Rapids—The Paalman Furni­
ture Co., 250 Ionia avenue, S. W., has 
decreased its capiatl stock from $150,- 
000 to $75,000.

Newberry—Thieves entered the gro­
cery store and meat market of J. K. 
Jacobson and robbed the safe of its 
contents, over $200 in cash.

Detroit—The Woodward Doughnut 
Corporation, 1518 Woodward avenue, 
has been incorporated with a capital 
stock of $1,000, all subscribed and paid 
in.

Detroit—The Manufacturers’ Job­
bing House, Inc., 804 Hammond build­
ing, has been incorporated with a cap­
ital stock of $5,000, all subscribed and 
paid in.

Fulton—Fire damaged the entire 
general stock of Thomas R. Mears 
with the exception of canned goods in 
the grocery department. The loss is 
covered by insurance.

Pontiac—The Pontiac Refining Co., 
169 Whittemore street, has been in­
corporated with' a capital stock of 
2,000 shares at $1 a share, $1,000 being 
subscribed and paid in.

Detroit—The Goldman Furniture 
Co., 8625 Linwood avenue, has been 
organized to deal in furniture at re­
tail with a capital stock of $15,000, 
all subscribed and paid in.

Detroit—The Spa Corporation, 953 
Penobscot Bldg., has been organized 
to reduce mineral waiters to dry form 
and composition of soaps with a cap­
ital stock of $4,000, all subscribed and 
paid in.

Detroit — The Hemafil Co., 606 
Woodward avenue, proprietary med­
icine, has been incorporated with a 
capital stock of 50,000 shares at $1 a 
share, $50,000 being subscribed and 
paid in.

Detroit—The Three Brothers Dry 
Goods Stores, Inc., 2530 East Davison 
street, has merged its business into a 
stock company under the same style 
with a capital stock of $4,500, all sub­
scribed and paid in.

Detroit—The Rotary Electric Steel 
Co., 1509 Ford Bldg., has been organ­
ized to build' and operate furnaces, 
foundries, etc., with a capital1 stock of 
$15,000, of which $3,750 has been sub­
scribed and $1,000 paid in.

Detroit—The Howard A. Davidson 
Lumber Co., succeeds Howard1 A. 
Davidson, Inc., 11690 Cloverdale 
avenue, in the lumber, paints, glass and 
building .materials business with a cap­
ital stock of $75,000, all subscribed and 
paid in.

Detroit—The Anchor Steel & En­
gineering Co., 2563 Bellevue avenue, 
has merged its business into a stock 
company under the style of the An­
chor Steel & Conveyor Co., with a 
capital stock of $12,000, all subscribed 
and paid in.

Lansing—Percy E. Rulison, Glen 
Sensabaugh and A1 Brewbaker have 
engaged in business at 824 East Mich­
igan avenue, under the style of the 
Electric Sales & Service, dealing in 
and servicing radio and other elec­
tric equipment.

M I C H I G A N

Lansing—Paul G. Schmidt, presi­
dent of Schmidt Bros, stores, has an­
nounced that the four stores of the or­
ganization will now be conducted on 
a strictly cash basis, that the patrons 
of the stores may benefit from the 
“pay as you go” policy.

Jackson—The Jackson factory of 
the Associated Apparel Industries, 
with headquarters in Chicago, was 
closed March 1. The plant, formerly 
the Jackson Corset Co., started opera­
tion in 1883. About 200 employes will 
be thrown out of work.

Caledonia—The Caledonia Co-opera­
tive Creamery Association, Ltd., has 
merged its business into a stock com­
pany under the style of the Caledonia 
Co-operative Creamery, with a capital 
stock of $5,000, of which $2,350 has 
been subscribed and paid in.

Detroit—The Finsterwald Clothing 
Co., 235 Monroe avenue, has been or­
ganized to manufacture and deal in 
clothing for men, women and children, 
with a capital stock of $50,000 pre­
ferred and $1,800 common, $1,000 of 
which has been subscribed and paid 
in.

Detroit—The City Poultry & Egg 
Co., Inc., 2815 Humboldt avenue, 
wholesale and retail dealer in eggs 
and poultry, has merged the business 
into a stock company under the same 
style with a capital stock of $10,000, 
$1,000 of which has been subscribed 
and paid in.

Detroit—Charles E. Elliott, dealer 
in drugs at 6509 Michigan avenue, has 
merged the business into a stock com­
pany under the style of the Charles
S. Elliott Drug Co., Inc., with an 
authorized capital stock of $10,000, all 
of which has been subscribed and $5,- 
000 paid in.

Harbor Springs—Herman Van Drie, 
has sold his bakery to G. L. Wasnach 
and James L. Smith, who will con­
tinue the business under the same 
style, the Model Bakery. Mr. Was- 
nich has had twenty-five years’ experi­
ence in the baking business and Mr. 
Smith has had fifteen years in the 
business.

Petersburg—J. ¡Fred Kohler, 73, 
hardware dealer here for many years, 
died recently. He started a coal and 
lumber business in 1885 and added 
hardware lines a few years later. In 
addition he was a contractor and 
builder. Mr. Kohler, who held several 
public offices in the township and 
county, remained active in his hard­
ware business nutil shortly before his 
death.

Kalamazoo—Michael Kennedy, re­
tail dealer in cigars and tobacco for 
the past thirty years, has sold his 
stock and store fixtures to Oscar 
Born, wdio will continue the business 
at the same location, 250 South 
Burdick street. The store contains 
the same fixtures, including the cases 
and the clock located in. the front of 
the store that were there when the 
place opened for business thirty years 
ago.

Mt. Clemens—A new electric re­
frigerator, by Copeland Products, Inc., 
has been announced by W. D. Mc- 
Elbinny, vice-president in charge of 
sales. The cabinet is modernistic and 
massive, while the refrigerating unit
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is small and compact. The entire re­
frigerating system is contained in a 
compartment but little larger than 
that occupied by the evaporator alone 
in a conventional refrigerator. The 
complete system weighs only 74 
pounds, about half the weight of the 
conventional types, and uses but SlA  
ounces of refrigerant as against ap­
proximately 19 ounces in. the older 
types.

Lansing—Lawrence C. Inman, for 
the past five years affiliated with the 
sales department of the Schust Bak­
ing Co., Saginaw, has been assigned 
to the managership of the Lansing 
branch of the company. The announce­
ment was made from the Saginaw 
offices Thursday. Mr. Inman suc­
ceeds A. Frank Doyle whose resigna­
tion as manager of the Lansing 
branch took effeot March 1. Mr. In­
man began with the Schust Co. in the 
Saginaw territory five years ago. He 
started as a salesman and for the past 
two and a half years has been special 
representative of the company in 
Michigan. Mr. Inman is Michigan 
born.

Battle Creek—J. William Murphy, 
Jr., East Michigan avenue druggist, 
has taken out nominating petitions for 
mayor, announcing that he was run­
ning independently. Mr. Murphy lives 
at 98 Wendell and manages the Am- 
berg & Murphy drug store at 5 East 
Michigan avenue, the oldest pharmacy 
in Battle Creek. He has a wife and 
two sons and a daughter, two of whom 
have been graduated from high school 
while the third is still in school. Mr. 
Murphy was born in Battle Creek, 
graduated from the University of 
Michigan in 1908 and afterward took 
post graduate work in economics at 
the University of Chicago and Har­
vard university.

Manufacturing Matters.
Detroit—The American Boy Candy 

Co., 8660 Mackinaw avenue, has been 
organized to manufacture and sell can­
dy with a capital stock of $1,000, all 
subscribed and paid in.

Detroit— Musliner, Inc., Detroit- 
Leland Hotel Bldg., has been organ­
ized to manufacture and sell paint, 
putty and glass, with a capital stock 
of $25,000, all subscribed and1 paid in.

Detroit—The Buttercup Creamery, 
Inc., 12676 Ilene street, has been or­
ganized to manufacture and sell butter 
and other dairy products with a capital 
stock of 1,000 shares at $10 a share, 
$4,800 being subscribed and paid in.

Death of Joseph W. Knapp, of 
Lansing.

Lansing, March 7 — Joseph W. 
Knapp, 74, pioneer Lansing business 
man, died Tuesday at Daytona Beach, 
Fla., where he was spending the win­
ter months. He had been in ill health 
for about two years.

Mr. Knapp was founder of the J. W. 
Knapp Co., vice-president of the Cap­
itol Savings and Loan Co., a director 
of the Industrial Bank, and served as 
vice-president of the City National 
Bank until that institution was merged 
with the Capital National Bank in De­
cember, 1931.
10J ir - ^ naPP cam* to Lansing about 
1884 and went to work for the Bum- 
ham Dry Goods Co., which later be­
came the Mills Dry Goods Co. Later 
he became affiliated with E. Bement
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& Sons as a sale_sman, and after a few 
years went to Albion and formed a 
partnership with Frank W. Jewett.

Mr. Knapp and Mr. Jewett came to 
Lansing about thirty-five years ago and 
purchased the old Jenison dry good'; 
store at the Southwest corner of Wash­
ington avenue and Ottawa street. 
Later they moved1 their dry goods 
business to the present location of the 
J. W. Knapp Co., and in 1908, Richard 
Lackey bought out the interest of 
Jewett and the firm was incorporated 
as the J. W. Knapp Co.

He continued to build up his busi­
ness until it became one of the state's 
leading department stores. Mr. Knapp 
was active in the retail business until 
1928 when he retired and disposed of 
his interests.

The pioneer merchant was also one 
of the founders, first secretary, and 
the second president of the Michigan 
Retail Dry Good's Association, and 
was active in the work of the National 
Retail Dry Goods Association,

He became a director of the Capital 
Savings and Loan Co. about ten years 
ago and was later elected vice-presi­
dent. He was a member of the Ki- 
wanis Club for a number of years and 
served a term as its president. He 
served as president of the old Mer­
chants’ Bureau, now known as the 
civic bureau.

Mr. Knapp was married to Catherine 
Walker, a Lansing girl, about 1885. 
Their only child, a daughter, died when 
about four years old. Mr. Knapp was 
born in Ohio and came to Hillsdale 
with his parents when a small boy. It 
was there that he learned the dry 
goods business in a general store. He 
is survived by a brother, Frank Knapp, 
of Hillsdale, and sisters living in Hills­
dale and Fort Wayne, Ind. Mrs. 
Knapp and Charles H. Davis are 
cousins.

Although business was Mr. Knapp’s 
chief hobby, he l'iked' golf, and built 
his home adjacent to the Country Club 
of Lansing so he could use the golf 
course conveniently.

There has probably never been a 
business man or employer, better liked 
by his employes than was Mr. Knapp. 
Even after his retirement from, active 
business he would return to the old 
store nearly every day to visit with 
those who worked with him in his 
business.

The Merchants Bureau, now the 
Civic Bureau, received the enthusiastic 
support of the veteran dry goods deal­
er. He would always have something 
interesting to say at the meetings and 
there was always the best attention 
when he spoke.

About two years ago Fred E. Mills, 
who had been one of Mr. Knapp’s 
close friends for a number of years, 
spoke at a meeting of the Civic Bureau 
which was set aside as a testimonial 
meeting for Mr. Knapp.

Mr. Knapp was interested in Boy 
Scout work and for two years headed 
the finance committee of the Lansing 
Council of Boy Scouts. One of his 
hobbies was taking three or four 
Scouts to the Kiwanis Club meetings 
as his guests.

Mr. Knapp was one of the directors 
of the City National Bank and sacri­
ficed a considerable portion of his own 
fortune to protect depositors of that 
institution when it was merged with 
the Capital National Bank.

At the store Mr. Knapp was a tire­
less worker. He was on the job day 
and night, was often the first to arrive 
in the morning and the last to leave 
after closing hours. D. M. Shotwell, 
general manager of Knapp’s, who was 
Mr. Knapp’s close business associate 
for years says he never knew a man 
who was more loved bv his employes. 
—Lansing State Journal.

If you would have a faithful servant 
and one that you like, serve yourself.

Now is the time to light up the 
candle of industry and economy.
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EfMOtuI Features of the Grocery
| ¡ P  Staples.

$ggar Local jobbers hold cane 
granulated . at 435c and beet granu- 
litcdst 4.20c»

Xea—Daring the week the first 
aÉLnd5 tea market has continued steady 
¿ ¿nn, Prices, however, have shown 
sa ipeeia! further change in- this cou-h- 
t^v although there have been fluctua- 
éoas m the primary markets. The 
facial conditions especially fluctua­
tion ® exchange as between this 
country and the tea countries is having 
If gffe« upon the market. The situa- 
tba i§ somewhat uncertain.

Coff«—No important changes have 
ijccurrtd m the market for spot Rio 
and Santos, green and in a large way, 
duáog the week. Futures, however, 
have had »ame fluctuations since the 
lasf repórt. The salé of some of the 
coffee taken by the Farm Board in ex­
change for wheat at prices lower than 
previous sales by the Farm Board had 
comparatively little effect upon the 
market. The general situation in 
Brazil coffees is not materially changed 
fern last week. There are occasional 
small changes m futures some of which 
are upward, but the undertone is still 
weak with business being done for 
wants only. Hilds are unchanged from 
a week ago. The jobbing market on 
roasted coffee is substantially the same 
wept in spots.

Canned Vegetables — Statistics on 
hst year’s tomato pack, unusually long 
delayed, have been announced by the 
Bureau of Foreign and Domestic Com­
merce, and even now such statistics as 
ire rckased afe more or less indefinite, 
the Bareap points out It appears that 
k«has been impossible to get figures 
from a considerable number of canners. 
As jar as they go, the statistics indi­
cate a production in 1932 of 12,556,339 
cases.» all sires, « as against 9,243,788 
eases h 1931, which was a short pack 

Maryland's output jumped from 
#6*391 hi 1931 to 5,006,952 cases in 
1932. California almost doubled «ks 
«íptjt Other states had sizable in* 
*#■*«» V'Gos?* ha* been subjected to 
i^e^e |n "4arKHis‘ sections, ' ¿ven* 
Msioe, but there has not been any 
real wide open break down East and 
I* affCars r*ov' ^ at the canners who 
«'̂ kfeted their stocks at very low 
prifitt last week are out of the picture. 
**;!dwprtcc hadthe effect of moving 
^ <50r& v«y  fast, and getting it  out 
jAeway, .It,w ill be all right now 
.IfjPP K ’ «He doesn't weaken before 
«tfe is any rctl trade demand.

Frah—?fo chaise has occur- 
"* m Alaska ̂ m o »  since the last 

but there, is,a considerable dif- 
f lE *  m the prices quoted by the dif- 

s o n . pinks, reds and 
of the large packers, 

Arm m their «teas, 
salmon, is not _ very 

ye*’ Sardines and other turned 
quiet and' unchanged. 

_^®4St^^***$)héd frurt markets 
" J * *  **f^*¡ve ca« last week, with 
y ^ ^ ffiganeralty light, and a good 
T * « .* * -sWpTnetji from the Coast. 
J S .  .a*** * rnarked pickup m 

of alj classifica- 
ib ic e s  ¿eld firm on a 

S iH t*”* •:,So!w  vari«hw were m 
. fW* ■»«* posffiQ  ̂here, and certain

h>o plentiful on the
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Coast. The movement of California 
prunes also has kept encouraging pace 
with apricots. There has been a firm­
er price trend in- California 40s as 50s 
grew into short supply. Small sizes 
of prunes are in markedly narrow 
compass in California, All unsold 
stocks in the Santa Clara Valley are 
held by first hands or the prune pool, 
except for probably 500 tons still in 
-the hands of independent growers. 
Raisins have at least held their ground, 
Thompsons have remained steady, 
while Sultanas and Muscats were in 
rather restricted demand, as also are 
bleached raisins. Packaged fruits have 
been moving in fairly good volume, 
with business generally on a replace­
ment basis. The coming of the bank 
holidays generally throughout the 
country may be expected to have an 
unfavorable effect on trading, but most 
hands are inclined to look for a prompt 
resumption of business when the 
storm blows over.

Beaus and Peas — Practically all 
varieties of dried beans are dull with 
a weak undertone. It is possible to 
buy some varieties at a shading over 
last week. Dried peas, however, are 
relatively in better condition- than dried 
beans. This, with the possible excep­
tion of blackeye peas, which are still 
weak.

Cheese—Cheese shows a fair demand 
with, prices steady. It is believed by 
students of the market that the rea­
son why more cheese is not sold is be-: 
cause nobody makes any particular ef­
fort to sell it; it is one of those things 
most left to sell itself.

Nuts—While it is  now' getting near 
the time when some necessary season­
al buying is expected, large nut dis­
tributors are rather inclined to  dis­
count the volume of business usually 
done around this time of the year be­
cause pi adverse economic conditions. 
The past week was marked by some 
pickup in the demand for filberts in the 
shell, as the trade has come to  realize 
that there is a ¡marked scarcity on- the 
spot, although supplies abroad are 
plentiful enough. Pecans seem to  be 
the next in importance, as supplies 
here are rather spotted, and first hands 
are well cleaned out of certain grades 
for shipment. W alnuts are dull, and 
there is only the barest interest in 
Brazils and other varieties. The 
shelled nut market can be summed1 up 
in few words. There is hardly any 
change in cables from abroad, and 
while stocks here are light generally, 
the closeness of buying keeps prices 
easy and it is still essentially a buyer's 
market.

OBves—Shippers in Spain are still 
holding but for firm prices. To date 
there has been no large replacement 
demand. Consumers are buying rather 
lightly out of spot supplies. Because 
of the lack of an oversnpply here the 
price tone is firm.

OHve Oil—Italian« oil is holding 
around the old levels, with a somewhat 
weaker tone to the market Stocks 
here continue light and there is a 
rather routine demand. Prices on 
Spanish and Italian oils are now about 
op a, parity.

Pickles—Prices show no quotable 
changes, but because of the lack of a 
consistent demand there has been some 
competition.
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Salt Fish—Demand for mackerel 
and other salt fish is. good and is ex­
pected to continue good for the next 
several weeks. Prices are at present 
steady, but holders are predicting ad­
vances during Lent on account of 
small supplies.

Sauerkraut — Consumers of sauer­
kraut are still buying lightly. Bulk 
kraut remains at previous levels.

Syrup and Molasses—Production of 
sugar syrup is still light with the de­
mand just about equal to  it. Therefore 
the undertone is steady to firm, but 
without change for the week. Com­
pound syrup is unchanged for the 
week with a small demand. The gro­
cery grades of molasses- are unchanged.

Review of the Produce Market.
Apples—-Red McIntosh, $l,25@l.50 

per bu.; Wagner, 85c®$1.25; Spys, 
$1.50 for No. 1 and $1 tor No. 2; Bald­
wins, 75c@$l; Greenings, $1@1.25.

Bagas—Canadian, 60c per 50 lb. sack.
Bananas—4@4}4c per lb.
Beets—75c per bu.
Butter—Demand for butter during 

the week has been very quiet and 
prices have had a few small fractional 
declines. Receipts are just a little too 
large for the present demand. Jobbers 
hold plain wrapped prints at 18c and

Cabbage—10c per bu.; 50c for red. 
New from Texas, $2.40 per 75 lb. crate.

California Fruits—Empress Grapes. 
$2.25.

Carrots—Home grown, 40c per bu.; 
California, 60c per doz. bunches and 
$2.75 per crate.

Cauliflower—$1.80 per crate contain­
ing 6®9 from CaHf. and Arizona.

Celery—20@30c per bunch for home 
grown ; Florida commands 35@45c per 
bunch and $2.75 per crate.

Cocoanuts—90c per doz. or $5.50 per 
bag.

Cranberries—$2.75 per 25 16. box for 
Late Howe.

Cucumbers—No. 1 hot house, $1.25 
per doz.

Dried Beans—Michigan jobbers pay 
as follows for hand picked at shipping
station:
C. H. Pea from elevator --------- .$1.10
Pea from fa rm e r-------------------- - .90
Light Red Kidney from farmer — 1.50 
Dark Red Kidney from farmer — 1.25 
65 lb, ¡tubs at 17c for extras«.

Eggs—The market for eggs has 
ruled from steady to firm during the 
week. Offerings of fine fresh eggs are 
limited and the demand pretty good. 
Jobbers pay 7c per lb. for receipts, 
holding candled fresh eggs at 13c per 
dozen for hen’s eggs and« 10c for 
pullets. .

Grape Fruit—Present prices are as 
follows:
Florida Mor Juice . . . _- ______ $2.50
Florida Sealed S w e e t____ — — 2.75
Texas, Choice.................................. 3.00
Texas, Fancy ------------——----- - 3.50
Texas, bushels . . —---------------   2.00

Green Onions—Chalots, 60c per doz.
Green Peppers«—50c per doz.
Honey—Comb, 5@6c per lb.; «train­

ed, 5 lb. tins, $4.50 per doz.; 60 K>, cans, 
8c per lb.

Lettuce — In good demand on the
following basis:
Imperial Valley, 6s, per crate — $2.85 
Imperial Valley, 4s and 5», crate. 3.00 
Hot house, 10 1b. b a sk e t--------- .60

Lemons—The price is as follows;-
360 Sunkist __________________$5.50
300 S unkist________________   5.50
360 Red B a l l ...................   4.50
300 Red Ball .................................. 4.50

Mushrooms—28c per one lb. carton.
Oranges—Fancy Sunkist California 

Navels are now sold as follows:
1 2 6 ...................................................... $3.00
150 ........................................................ 3.00
176 .........................................................3.00
200 .................- ....................... ...........  3.00
2 1 6 .................................................... -  3.00
252 .......................................................  3.00
288 .................................................. 3.00
324 —..................................................  3.00
Red Ball, 50c per box less.
Indian River oranges are sold on the 
following basis:
126 .......................................................$3.00
1 5 0 .........................................................3.00
176 .................................... - __ . i - i - -  3.00
2 1 6 ................................   3.00
252 ___ - .............................................3.00
288 ........................................... 2.75
324 ...............- ............................. ....... 2*75
Bulk, $3 per 100 lbs.

Onions—Home grown, 50c per bu. 
for medium yellow. Domestic Spanish; 
$1.40 per crate.

Parsley—50c per doz. bunches. ’ . 
Potatoes—Home grown, 40c per bu. 

on the local market; Idaho bakers, 26c 
for 15 lb. sack.

Poultry—Wilson & Company pay as
follows:
Heavy fow ls __________ ____ 11c
Light fowls -------------------—«.—  9c
D ucks____________________ _ 8c
T urkeys-------------------------  — — l i e
G eese_________________ —— — 7c

Radishes—40c per doz. bunches hot 
house.

Spinach—$1 per bu. for Southern 
grown.

Sweet Potatoes—$1.50 per bu. for 
late dried Indiana.

Tangerines—$1,90 per box or bu. ' 
Tomatoes—Hot house, 10 lb. basket, 

$1.40; 5 lb. box, 75c.
Veal Calves — Wilson & Company 

pay as follows:
F a n cy ______________ ;_______ _ 6@7c
G ood-------------------------------- - 5@6c

CLOVEN HOOF OF CHAINS.
(Continued from page 1)

numerous small checks which tbe cus­
tomer had been given. This Is the 
system by which checks were cashed, 
and then the last few days of the 
banking holiday, just a few days be­
fore the banks were opened in a modi­
fied form, the chain stores refused to 
cash checks of any description for any­
body whatsoever.

It strikes me that through this period 
the independent merchants not only of 
Battle Creek but every community in 
Michigan, as near as I can find out, 
were put to the test and proved to be 
100 per cent, in the emergency. They1 
extended credit, they cashed checks 
and did everything possible to help 
out during this time of stress. The 
chain stores all the way through fell 
way short on the opportunity present­
ed to them to be of some use in the 
communities in which they do business.

I sincerely hope the editor of the 
Michigan Tradesman will make good 
use of this article.

Joseph C. Grant.

mailto:1@1.25
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MUTUAL FIRE INSURANCE
The Gospel of Mutual Insurance.
The year 1932 is at an end. With its 

passing let us review the progressive 
and stabilizing influence mutual fire 
insurance has exercised throughout the 
Nation.

The gospel of Mutual Fire Insur 
ance is simply selection, inspection and 
economy of operation—and this sim­
ple gospel has well served our Nation 
in this time of need. Mutual insurance 
has proven so beneficial that nothing 
can now impede its progress. It has 
been repeatedly proven that selection, 
inspection, education, co-operation and 
responsibility are the strands which 
make the mutual unbreakable.

Mutual insurance means something 
more than piling risk upon risk, some­
thing more than a mere business trans­
action. When a man is really con­
verted to the cause, he is as one born 
again—he has entered the kindgdom, 
leaving behind his old faults and 
habits. This is no mere figure of speech 
—it is gospel truth. The trouble lies 
to-day with the preachers—they won’t 
take time to explain their doctrines to 
individuals—they want tham to come 
up their trail in droves. And the re­
sult? Higher loss and expense ratios— 
lower dividends—failures. The purely 
mutual company — the company that 
calls for personal responsibility on the 
part of its members—is the sound, suc­
cessful company to-day.

One who well knows the value and 
necessity of mutual insurance, said re­
cently: “Men who devote their entire 
time to buying the multitudinous cov­
erages required by big business are 
now indicating their unmistakable 
preterence for mutual insurance. Amer­
ica’s farmers, backbone of the Nation, 
have always looked to mutual insur­
ance for their protection against the 
hour of trouble. And so in large meas­
ure in all the ramifications of business 
and industry. The consequence is that 
this business of ours is now so closely 
interwoven into the fabric of American 
life that its future is bound up with 
what is happening to our general so­
cial and economic structure.”

Do you not realize that the practice 
of mutual fire prevention has material­
ly aided in the stabilization of your fire 
insurance rates; of your property val­
ues; and has helped lessen the cost of 
Government through lowered taxation, 
in maintenance of home industries and 
the attractions of new industries to the 
community?

The outstanding characteristic of 
mutual insurance has been its perma­
nency and stability. Older than the 
Nation, is this thing called mutual 
insurance. In the year 1789 our Na­
tional existence came into being—but 
mutual insurance was there to welcome 
it, for mutual insurance guided by 
such hands as Hamilton’s, Marshall’s 
and Franklin’s had already been func­
tioning continuously for many years. 
Mutual insurance is now entering a 
decade of unprecedented growth. 
Never has the stability, the perma­
nence of mutual insurance been so well 
justified or so thoroughly demonstrat­

ed as in 1932. The truth stands to the 
front that mutuals are stronger to-day 
than ever before.

The days past were days of many 
problems. The times made it neces­
sary that the officers and directors of 
mutual companies use their heads as 
they had never used them before. Sen­
ator Shipstead pointed out clearly the 
value of the mutual insurance com­
pany during the year 1932. Others 
have aided materially as to the best 
way to prevent arson fires or other 
fires, and mutual insurance has done 
just that. Through inspection, through 
an adjustment of insurance values, 
through education of policyholders, and 
through careful underwriting practices, 
mutual companies set about to main­
tain the wonderful reputation accorded 
them by Senator Shipstead, and their 
success has been stupendous.

The continuous intelligent attention 
to fire prevention on the part of mu­
tual companies and their home owners, 
will soon make fire prevention an ac­
complished fact.

How Things Are Going in Central 
Florida.

Sebring, Florida, March 4—'Having 
missed the Michigan cherry festival, 
with the accompanying queen crown­
ing festivities last spring I attempted 
to even up by attending the strawberry 
festival this week at Plant City. 
Strawberry festivals are all the rage 
in Florida in mid-winter, just as are 
cherry tours and festivals and the 
crowning of our cherry queens in the 
spring time in Michigan. Comparisons 
are always odious, and I am anxious 
to merit the good opinion of my hosts 
down here, but the facts are that we 
have considerably more class to the 
■crowning act in Michigan than they 
do in Florida. First of all they do not 
have here the presence and participa­
tion of the governor of the state. The 
capital city—Tallahassee—being a bit 
■too far away from the region of fruit 
festivals, at least the sort that they 
celebrate in Plant City, Lakeland, 
Winter Haven and other towns where 
we have celebrated to call a Florida 
governor.

It may be of interest to note that 
there is a North and South Florida, 
just as distinctly as there is North and 
South Michigan. Indeed, it is a greater 
distance from Key West, Florida, to 
its most Northern point than it is from 
the Ohio or Indiana line to the farther­
most point ini the Upper Peninsula of 
Michigan. The difference in perman­
ent, early settlement and density of 
population in the two states is just the 
reverse. Northern Florida has been 
well settled for many years, as has 
Southern Michigan, but the develop­
ment of South Florida, for the most 
part, has been comparatively recent 
and no contemplated development in 
Michigan compares with the proposed 
redemption of the everglades section in 
Florida. I wrote briefly of that a 
couple of weeks ago and will refer to 
it again when some road construction 
makes more convenient a trip to 
Clewiston in the sugar cane country 
and the location of the biggest of 
sugar mills.

Rex Beach, noted author, has a side 
line as proprietor of a truck farm in 
the Avon Park section, which I visited 
on Thursday. This clever writer of 
thrills specializes in gladiolas and ex­
hibits them at the various fairs and 
festivals. His gardener is as adept at 
bringing out the colors of aj^ower as 
is his distinguished employer in word 
painting.

The sugar industry in Michigan 
would seem to have as close a connec­
tion with the fruit industry of our 
state as the two have in Florida. I am

for Buying Michigan if it does not 
involve so large a contribution through 
state socialism—subsidies, etc.—as to 
lose the whole advantage that home 
industries might be expected to gain.

Newspaper reports indicate that dif­
ferent sections of Michigan have varied 
interests in the bank holiday and some 
home state dailies seem anxious to 
drag politics into the situation, regard­
less of how it may effect the general 
welfare. I have a notion that Senator 
Couzens and Henry ford have always 
been closer together politically than 
was generally supposed. If they can 
tie up in this situation and work to­
gether it would seem to offer an op­
portunity for real accomplishment not 
to be gained by any sort of personal 
rivalry, or by some political party 
damphoolishness.

I know some people, both in Michi­
gan and Florida, who are so politically 
sore over the late election that they

seem unable to think, act or talk with 
even a fair degree of sanity. And they 
are not confined to the opposing party, 
either—no matter which one that hap­
pens to be.

Persons who are Roosevelt-minded 
—that is, those who have watched and 
studied his career—are for the most 
part pleased and satisfied with his 
cabinet selections. There is some com­
plaint that he did not throw out the 
“All Aboard” line to the forces who 
fought him in (Chicago and withheld 
support in the election until every­
body, except a few partisanly blind, 
ungraciously accepted the probability 
of his election. Just as he disappoint­
ed every critic of his pre-convention 
and National campaign, Roosevelt has 
disappointed those who hoped he 
would fail in picking a strong cabinet 
or would select one devoted to special 
interests or one having no interests 
except their own. Harry M. Royal.

n ‘  GRAND RAPIDS MERCHANTS 
MUTUAL FIRE INSURANCE CO.

A  LEGAL RESERVE M UTUAL COMPANY

23 YEARS
OF DIVIDENDS TO POLICYHOLDERS 

Affiliated with

THE MICHIGAN RETAIL DRY GOODS ASSOCIATION  

320 Houseman Bldg., Grand Rapids, Mich.

OUR FIRE INSURANCE 
POLICIES ARE CONCURRENT

with any standard stock policies that 
you are buying

fh e  Nek Cost n  30% Less
Michigan Bankers and Merchants Mutual Fire Insurance Co. 

of Fremont, Michigan

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

Mutual Insurance
With losses lower, with expenses lower, with no inside profits 
for invested capital you would expect the net cost of M UTUAL  
insurance to be less. It is.
The saving in cost is not made at any sacrifice in safety and 
strength, The Mutual plan of operation is right, Mutual insur­
ance is better protection, Because it is better it costs less. 
May sound unreasonable if you are not informed, A n investi­
gation is convincing, For the sake of yourself and your busi­
ness, investigate

Finnish Mutual Fire Insurance Company
444 Pine Str., Calumet, Mich.
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The Value of a GOOD NAME
A ll th ings being  equal, w e all p refe r to  do business w ith  
ou r friends. T h is is w h y  H E K M A N  Cookies and  
C rackers a re  th e  best selling line you can handle.

In th e  first place, all th ings are  m ore th an  equal. 
H E K M A N  Cookies and  C rackers a re  m ade of th e  finest, 
pu res t ing red ien ts; baked  in a  scientifically m odern, 
scrupulously  clean b ak ery ; im m ediate ly  packed  in sani­
ta ry  packages; and  sh ipped a t once by  H ek m an ’s ow n 
fleet of trucks, d irect to th e  re ta il store. T h ey  are  good, 
w holesom e, pure, and  fresh.

B ut as im p o rtan t as th e  goodness, th e  w holesom eness, and  
th e  freshness of H E K M A N  C ookies and  C rackers—is the  
G O O D  N A M E  H ekm an  en joys th roughou t the  com ­
m unity .

T h is G O O D  N A M E , backed  by  the  good H E K M A N  
dainties, and  con tinually  fortified b y  regu lar and  persist­
en t advertising, m eans qu icker sales, la rger sales, m ore 
p ro fitab le  sales, for you, w ith  H E K M A N ’S.

F o r the  trad e  you  serve, H E K M A N ’S is a  friend ly  nam e, 
know n and  respected  b y  your custom ers. T h e  hand ling  
of H E K M A N  C ookies and  C rackers adds to  th e  char­
ac te r of your ow n good w ill. It is a  line th a t boosts for 
you because of its good nam e.

C oncen tra te  on H E K M A N  C ookies and  C rackers and  
you  concen tra te  on the  line th a t m eans m ost business 
for you.

HERMAN BISCUIT CO.
GRAND RAPIDS, MICHIGAN

N o. 133
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SMALL STORE OUTLOOK.
T he sm aller retail m erchant, 

doing under $100 ,000  annually 
and  averaging about $30 ,000  in 
sales a year, has the greatest o p ­
portun ity  now  to get his share of 
the retail business that he has had 
since the end of the war. This is 
said no t to disparage the m arked 
difficulties facing the small m er­
chant, bu t is based on recognition 
of the strides in b e tte r m erchan­
dising which a good m any small 
stores have taken.

In the current picture, this type 
of m erchant, through his greater 
flexibility of operation, has found 
himself in a position to adjust 
very  effectively his overhead, 
rents, m any item s of controllable 
expense, supplies and selling 
costs. The job  then is to get suf­
ficient volum e to show a profit. 
This can be done. It is m ore than 
likely that a greater percentage 
of small stores will be able to 
achieve a profit this year than  in 
1932, despite intense com peti­
tion.

Expense cuts in a good num ber 
of instances have about reached 
their limit for the sm aller store. 
A  ratio of about 27 per cent, 
seems likely for many, with 25 
per cent, an ideal figure. T he cur­
rent em phasis should be on p re ­
serving the m aintained m argin 
figure and steps to achieve 30 per 
cent, or be tter in this figure will 
afford a net profit.

T he requirem ents for producing 
a net profit by  the small retailer 
kre not mysterious. A  funda­
m ental to profits is planning ahead 
and then carrying through on the 
plans, som ething which few small 
m erchants have done until recent 
years, bu t which they are  now 
doing in far greater numbers.

T he groundw ork for such p lan ­
ning rests on know ledge of con­
sumer dem and, the stocking of 
m erchandise which has been 
shown to m eet custom er favor and  
in basically controlled assort­
m ents and price lines. In recent 
years the sm aller m erchant has 
m ade m arked headw ay in clear­
ing out old and  slow-moving 
goods and can start from  ¿scratch 
in the sale of new, w anted  m er­
chandise.

A  vastly  larger am ount of da ta  
on consum er dem and is now 
available to the small m erchant. 
This inform ation, together with 
the prom otional assistance given 
by  the alert wholesaler, enables 
the sm aller retail m erchant to  
keep his stock investm ent liquid 
and  speed his stock turn.

T rends . in consum er dem and 
are now accurately indicated by 
reports of w hat is selling in key 
cities, by  the careful shopping of 
item s and  response received by  
com peting retail units and by 
close check upon the  constant 
stream  of developm ents in the 
w holesale m arkets, including new 
products, b e tte r packaging and

the establishm ent of price points 
perm itting the m ost rap id  flow of 
m erchandise.

The independent m erchant to ­
day can effectively m eet chain 
store com petition. H e  has avail­
ab le  to him  the sam e tools of cen­
tral planning, m ore effective m er­
chandising1 and prom otions. I t 
is his job  to carry through. The 
day  of the small m erchant serving 
as his own buyer, m erchandise 
m anager and sales prom otion ex­
pert, battling  against organized 
com petition, has definitely gone.

Basic stock control m ethods are 
now being used by  thousands of 
small m erchants, which enable 
them  to buy the w anted items in 
popular price ranges and obtain 
a faster turnover a t a m aintained 
profit. The haphazard  price 
ranges which com m only featured 
small store m erchandising are well 
on the w ay out.

There is considerable talk to ­
day  regarding loss leaders. This 
will always be with us; the small 
and  the large retailers m ust both 
use a certain percentage of thin- 
profit item s as a sales stim ulant. 
It is extrem ely im portant, how ­
ever, tha t retailers keep in the 
m iddle of the road  in following 
this practice.

Small store credit difficulties 
undoub ted ly  represent a  serious 
problem  to-day. No general rule 
can b e  laid dow n to m eet the cur­
ren t difficulties; each case m ust 
be decided on its own merits. The 
w holesaler is justified in aiding, 
so far as possible, th e  retailer 
who has m aintained a good credit 
rating in the past.

BANKING CRISIS REACHED.
What now confronts the country is 

the necessity of adjusting itself to par­
tial payment of its savings based on 
the ratio of liquid to frozen bank as­
sets. It is now realized that state­
wide holidays in the beginning were 
a grave mistake. A fixed ratio, based 
possibly on the decline in commodity 
prices, might have been adopted and 
all banks closed down that were not 
able to meet it. Putting the country 
on a cash basis, it is pointed out, was 
bound to result in disaster.

The business index has, of course, 
registered the shock of banking de­
velopments. Its brief rise has been 
succeeded by a reaction which will 
probably carry it below the Summer 
low. On the other hand, securities and 
commodity prices toward the close of 
last week were buoyant In the former 
case this was ascribed to “short cov­
ering," but it looked' arbo like the 
vague beginnings of inflation.

Like many other forecasts in this 
depression, the prediction that the 
financial panic was over last Summer 
has proved wide of the mark. Never­
theless, the fact that the crisis has 
now come to a head should mean ac­
tion and an end to the creeping paral­
ysis which more than anything else 
has delayed business plans and opera­
tions.

While it was too early to canvass 
the reaction among the rank and file 
of business interests to the Roosevelt 
inaugural address, the first opinions 
obtained indicated that the new Pres­
ident’s decision to deal with the 
emergency on a war-time basis, if 
necessary, was thoroughly welcome. 
His facing of the realities of the situ­
ation and his promise of action instead 
of talk were especially commended.

The specific program offered by 
President Roosevelt, comprising strict 
supervision of the uses of credit, elim­
ination of speculation with other peo­
ple’s money and provision for adequate 
and sound currency, was interpreted 
as effective strategy toward re-estab­
lishing public confidence.

In retrospect the absence of such 
safeguards appears to be the most 
important reason for the trouble in 
which the country finds itself. The 
war brought its problems, of course, 
but the real cause of the inflation and 
subsequent collapse is undoubtedly to 
be found in the mistakes made by the 
central banking authorities from 1924 
to 1927, when they decided upon their 
easy-money policy, at first to help 
Great Britain and then because of the 
dominance exerted by the National 
administration and its prosperity fixa­
tion.

Later the spirit, if not the letter, of 
the Federal Reserve act was violated 
in diverting to security speculation the 
funds which were supposed to be re­
stricted to commercial use only.

COAL, OIL AND GAS.
In the booming days of industrial 

development there was talk of the ulti­
mate exhaustion of the world’s fuel 
resources. Those ideas have been 
largely disproved already and lately 
denied by the allegations of technoc­
racy, which foresaw in the near future 
a vast surplus of energy, the product 
of too much invention and efficiency.

Somewhere between the two ex­
tremes lies the truth of the matter. 
Figures of fuel consumption presented 
to the convention of the American In­
stitute of Mining and Metallurgical 
Engineers are less sensational than 
the estimates of technocracy. An 
“energy survey“ of the coal and pe­
troleum industries indicates that sta­
tistics of the past are not a safe guide 
for the future. The extraordinary 
rates of increase in fuel consumption 
and energy output will not be main­
tained. There was, for example, an 
increasing rate of coal consumption 
from 1850 to 1910, a slowing-down 
thereafter and a peak consumption 
figure of about 6 tons per capita in the 
United States in 1917. Since then there 
has been a steady decline to an average 
of 4.2 tons in 1930. The experts’ esti­
mate for use of coal in 1950 is only 
slightly higher than the present figure.

The use of oil and gas is expected to 
increase in the next twenty years, but 
by no means at the rate of the last 
twenty. And the demand for energy, 
which has multiplied so amazingly in 
the last half century, is expected to in­
crease at a rate only slightly greater 
than the growth of population. Prac­
tical engineers are already expecting

a time when “the demand for energy 
will become satisfied and from then 
on its increase may be only in pro­
portion to the increase in population.”

Fuel is only one of many factors in 
the economic riddle. But the case of 
coal, oil and gas illustrates the fallacy 
of interpreting the future altogether 
by the experience of the past. Twen­
ty years ago there was an outcry 
about the ultimate disappearance of 
coal; more recently the danger of ex­
hausting the world’s oil was widely 
advertised. These dangers no longer 
seem serious. A more important and 
immediate problem is to utilize the 
world’s available energy, which can 
be produced without much increase in 
consumption of natural fuels for an 
apparently indefinite period.

DRY GOODS CONDITIONS.
From over the country last week 

came reports of the heavy toll taken 
of retail trade by banking troubles. 
The losses in some cases ran as high 
as 75 per cent., while in other in­
stances emergency measures of one 
kind or another held down the de­
clines. Locally, trade in the early part 
of the week was quite fair and some 
of the sales even pushed figures well 
ahead of a year ago. Later on, ad­
verse weather and the bank scare, 
culminating in the declaration of a 
holiday, caused trade to drop off.

For the month no estimate of trade 
can possibly be made owing to dis­
turbances throughout the country. 
The stores in New York will probably 
show a loss somewhat below the drop 
of 25 per cent, reported for January 
and fairly well in line with the com­
parison for the first half. The aver­
age will be brought up by the in­
creased volume done by the stores now 
holding big sales.

Spread of banking difficulties has, 
of course, placed additional obstacles 
in the way of maintaining even the 
decreased sales which the stores had 
been suffering. The way these new 
problems are handled, it is emphasized, 
will play an important part in future 
good-will of customers, and great care 
is suggested.

Once the emergency is over, there 
are good grounds for believing that 
the cloud may prove to have a silver 
lining for retailers, inasmuch as some 
of the hoarded currency will be spent 
before it goes back to the banks.

Wholesale merchandise markets 
were quiet in the week and cancella­
tions were received from .disturbed 
regions. Manufacturers have quite 
generally adopted the policy of ship­
ping where the moral risk is good, re­
gardless of banking restrictions.

Neither patents, processes nor se­
crets are any longer assurance of suc­
cess. The men responsible for the 
financing of industry have come to 
recognize that scientific methods have 
largely leveled down the advantages 
between one product and another. 
There are no longer any secrets in 
business—at least not in the most suc­
cessful business.

The hardest part of making good1 is 
doing it all over again every day.
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OUT AROUND.

Things Seen and Heard on a Week 
End Trip.

After six weeks of suspension our 
weekly Out Around calls were resumed 
last Saturday. Our 'first call was at 
the peanut butter factory of the Koeze 
Manufacturing Go., at Glenwood, 
where a second-story addition was be­
ing made to the building. It seemed 
good to see men working again on new 
construction and to realize that this 
was rendered necessary because of the 
growth of a business which had met a 
disastrous failure because of its for­
mer association wiith a man who wor­
shipped at the shrine of John Barley­
corn.

I was pleased to note that the new 
route for M 21 from Grandville to a 
mile or so Southwest of Jenison had 
been graded during the winter and 
would be ready for cement as soon as 
the new road bed settles. Two new 
bridges will have to be constructed 
over the creeks South of Grandville. 
The old structures have been a men­
ace ever since the automobile came 
into general use.

Our next call was at the store of the 
De Vries & Dormbos Co., at Holland, 
where we had the pleasure of listening 
to the oath being administered to our 
new President by Charles E. Hughes, 
the greatest lawyer in the world, and 
the inspiring speech of acceptance by 
President Roosevelt.

The next call was on, the grocery 
store and meat market of J. J. Kuite, 
where we were told the elder owner of 
the business is now confined to bis 
home as the result of a stroke which 
he sustained a year or two ago. This 
store looks very attractive and the 
genuine pork sausage on which the 
elder made and sustained a wide repu­
tation for many years is now sold at 
two pounds for 35 cents instead of 35 
cents per pound, as formerly, with no 
change in the method of manufacture 
or the ingredients used—pork shoul­
ders, salt and sage. My original 
description of this product and the 
conditions under which it was sold, 
published in the Tradesman two or 
three years ago, has come ‘back to me 
in trade papers published in Canada, 
England, Holland and New Zealand.

My next call was on the new land­
lord of the Warm Friend Tavern— 
John Hafner—whom I found to be a 
very approachable gentleman. Mr. 
Hafner was born on a farm, three 
miles from Celina, Ohio, Aug. 25, 
1895. Both of his parents were born 
in Germlany. The family consisted of 
eight children—three boys and five 
girls—all of whom are still living ex­
cept one son. When Mr. Hafner was 
four years old the family removed to 
Bryant, Ind., where the parents still 
reside. John, graduated from the 
literary course of the Bryant high 
school when he was 18 years old. He 
then took a position in the assembly 
department of the National Cash Reg­
ister Co., Dayton, Ohio, where he re­
mained three years. His next con­
nection was as clerk of the Manchester 
Hotel, Middletown, Ohio, where he re­

mained eight years. He then came ito 
Holland as chief clerk of the Warm 
Friend Tavern. On the retirement of 
Manager Dauchy, Jan. 1, of this year, 
Mr. Hafner was promoted to the posi­
tion of manager.

In 1917 Mr. Hafner enlisted as dis­
patch rider in the 37th division and 
received his training at Montgomery, 
Alabama. He served twenty-two 
months at Montgomery and nine 
months over seas. He was not injured 
during the war, although he served 
near the front lines all the time he was 
in France.

Mr. Hafner has never married. He 
belongs to the Elk’s lodge of Holland 
and is an ardent lover of golf and lake 
bathing, in both of which he is very 
expert.

He recently received a letter from 
'the Chamber of Commerce of Holland, 
announcing that he had been elected 
chairman of the convention committee 
which pleased him greatly.

Personally, Mr. Hafner is a very 
agreeable man who has a faculty of 
making and retaining friends to a re­
markable degree. Like all landlords 
at present, he is running close to the 
shore, so far as current expenses are 
concerned, and keeping the cost of ho­
tel service down to the lowest possible 
point, consistent with the satisfactory 
a c c ommodatiioms f u r n i sh e d.

I recently read the autobiography of 
Calvin Coolidge, written immediately 
after he retired from the presidency 
and loaned it to a friend who was 
born and brought up in Boston. In 
discussing the book with the Bostonian 
ithe other day, I casually remarked that 
I thought New England people pos­
sessed some qualities not to be found 
anywhere else in the country. He re­
plied that he could confirm that 
opinion by his own experience. His 
father, who was superintendent of a 
factory employing 1000 women, using 
an equal number of sewing machines, 
gave the son a high school education, 
with seven years in a musical institute 
in the meantime and three years in an 
engineering school. This done, the 
father then asked 'the son what he 
planned 'to do. The son replied that he 
was undecided as to the line of work 
he would espouse. “How would you 
like to come in the factory with me?” 
enquired ¡the father. The son im­
mediately fell in with the idea and re­
ported for work the next morning, 
when he was told where the brooms 
were kept. Somewhat crestfallen, be­
cause he expected to start higher up 
'than a floor sweeper, he asked what 
his salary would be. “Three dollars 
per week to begin with,” replied the 
father. The son handled the broom the 
best he knew how. He soon became 
so adept in the use of the broom that 
he completed his task by 3 o’clock in 
the afternoon, when he was told *to 
devote the remainder of the day to re­
pairing any machines which happened 
to be out of order. Soon after his 
father added 100 machines to the 
equipment and told his son he might 
set up forty of them. The new equip­
ment did not work well and the super­
intendent of the sewing machine fac­
tory was sent to straighten out the 
difficulty. When he saw that forty of 
the machines were set up differently

than the remainder he asked who was 
responsible for the change in installa­
tion. “I am the guilty party,” replied 
the young man, whereupon the super­
intendent approached 'the father with 
fhe remark that lie would like to trans­
fer the young man’s activities to the 
sewing machine factory, because he 
was evidently destined to be a mechan­
ical genius. “I think it would be a 
good idea for my son to work some­
where else than under my instruc­
tions,” replied the father. “I will 
start him in ait $18 per week and push 
him along as fast as he develops,” said 
fhe other. “I will not let him go un­
less you promise me you will start him 
at $10 per week,” said the father. The 
transfer was made on the $10 basis, 
but within a year the son was gradual­
ly increased to $25 per week, which 
was considered good pay for a young 
mechanic thirty years ago.

C. C. Kern, proprietor of the White 
Lake grocery, one of the bright spots 
on the main street of Whitehall, sends 
me a newspaper clipping concerning 
the decision of the Michigan Supreme 
Court on the mlalt license matter, as 
follows:

Chain store companies are not re­
quired to pay a malt tax license fee 
for each store.

The state malt tax law provides a 
license of $25 for retailers and $100 
for distributors. Frank D. Fitzgerald, 
secretary of state, construed the act to 
mean each store in a chain must pay 
the fee. Suit was brought by the 
Kroger Grocery and Baking Co.

The supreme court held any firm or 
corporation may do business in all its 
branches with a single privilege 
license.

Mr. Kern comments on this decision 
as follows:

Attached you will find an interesting 
clipping—interesting to our octopuses. 
Is it imperative to elect judges for 
both justice and injustice? Should it 
not be the latter only? Should a 
judge be influenced any more by a 
small pile of gold than a large pile? If 
either, then civilization should cease. 
I ami paying $25 for one year for one 
small store. Why should chain stores 
be permitted to create more havoc? I 
am certain that ruling can be modified 
—perhaps nullified—'through you.

I was very much disappointed when 
this decision was announced and im­
mediately wrote the Secretary of State 
enquiring what, if anything, can be 
done to secure a rehearing of the mat­
ter. I will undertake to exploit his 
opinion as soon as I receive his reply. 
Mr. Fitzgerald has always been re­
garded as friendly to the independent 
merchant, having gone out of his way 
many times to show his disposition to 
accord the independent a square deal. 
Under this decision chain stores in De­
troit will each pay from 2 to 4 cents 
license, while independents will be 
compelled to pay $25, the full extent of 
the law. Governor Comstock cannot 
afford to permit this discrimination to 
continue and receive and votes from 
independent merchants the next time 
he runs for chief executive.

A reader of the Tradesman, asks me 
to give him the name of the author of 
the following:
W ere a  star quenched on high ,

For a g es  w ould its  ligh t 
Still traveling  dow nw ard from  the sky  

Shine on our m ortal s igh t.

So, w hen a  grea t m an dies,
For years beyond our ken  

T he ligh t he lea v es  behind him  lie s  
Upon th e path s of m en.

I have gone over my records with 
great care and thoroughness, without 
result. Can any reader of the Trades­
man come to my assistance in this 
matter?

We see much in the papers nowa­
days about Buy American. It strikes 
me that an equally good maxim is 
Keep Home Money at Home. This is 
strikingly illustrated in the circular I 
prepared for distribution by independ­
ent merchants entitled Slow But Sure 
Starvation. I have received many en­
quiries concerning this treatise.

The editor of the Pittsford Reporter, 
who has long been a constant reader 
of the Tradesman, writes me as fol­
lows :

Pittsford, March 2—As an editor 
with the banks worse 'than closed you 
appreciate my position. I will never 
be without the Tradesman as long as 
you are at the helm. I am enclosing 
two dollars and that’s about every cent 
I have left. Will send the other dol­
lar after we collect from Andy 
Mellon.

I am going to ask your permission 
to print in my paper next week your 
wonderful article. Slow But Sure 
Starvation. I understand you had it 
copyrighted and I will print it as that.

We are getting chain store results 
now and I believe it is an opportune 
time to hit while the iron is hot.

I will thank you in advance for a 
prompt reply and also for being patient 
with me. K. A. Eldridge.

To this letter I replied as follows:
“I cheerfully acquiesce in your re­

quest to reproduce Slow But Sure 
Starvation in your paper, with the con­
dition that you make no reprints there­
from for others.

“You will do your mercantile friends 
a great service by printing the article 
in your paper because it will do much 
to convince the readers of your paper 
that money paid over the counter of 
a chain store goes direct to New York 
and is gone forever from your com­
munity except the small percentage 
paid for rent and clerk hire. If Buy 
American is good, Keep Home Money 
at Home is equally advantageous.”

I am asking all my correspondents 
and contributors not to use the air 
mail under any circumstances, because 
I have found to my sorrow that air 
mail is slower in transportation or 
delivery than regular rail mail. I have 
lost so many letters and so much cor­
respondence sent from California that 
I cannot be responsible for further use 
of that method of transportation. A 
friend who was in New York last 
week received letters sent by train 
within twenty-four hours, but those 
sent by air mail were forty-eight and 
seventy-two hours in reaching him.

Some of the older merchants will 
recall Richard Blumrich, who was a 
partner for many years in the whole­
sale and retail tobacco store and cigar 
factory of H. Schneider & Co., Grand 
Rapids. His portrait appeared for 
mlany years1 on all boxes of Dick and 
George cigars, a famous brand in, the 
’80s and ’90s. He had a stroke years 
ago and has been bedridden for a long 

(Continued on page 23)
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FINANCIAL
Final Crisis Has Occurred.

T he events of last w eek un­
doub ted ly  w ere followed with a 
g reat deal of interest b y  Michigan 
T radesm an readers. T he deteri­
oration  of the banking situation, 
which has been revealed since 
Feb. 14, reached its climax in a 
suspension of all banking activi­
ties throughout the country. The 
greatest individual loss of gold in 
one day  was $1 16,000,000.

M any financial w riters now 
think tha t the final crisis has oc­
curred. O ut of this will com e 
confidence and it will correct 
business through sound banking 
practices.

There is some encouragem ent 
to the holders of stocks and bonds 
in the action of the m arket. In 
the face of all the developm ents, 
the Dow Jones averages for last 
week w ere only th ree points b e ­
low the level of Feb. 14. Stocks 
w ere accorded support and the 
supply was limited.

In B arron’s Financial W eekly 
of M arch 6, one of its financial 
w riters states tha t a declaration 
for sound m oney and inflationary 
and voluntary  devaluation is a 
favorable om en since this talk 
only occurs in the last stages of a 
depression. T hey quote  one finan­
cial writer as stating tha t financial 
history indicates that the second 
year of every depression is a  peri­
od of hysteria, the th ird  year a 
d isappointed hope for be tter 
things and despondency and  the 
fourth a grasping at the idea of a 
short cut through tinkering with 
currency.

M any financial w riters state 
that all of the problem s are now 
in the open and  out of this should 
com e confidence although it 
seems that caution should govern 
the investor until the situation 
clears. J. H. Petter.

Effect Banking Disturbances Have on 
Trade.

Banking events in the last few weeks 
have diverted the customary amount 
of attention from the business picture. 
This is not surprising, for banking 
troubles come home to us with un­
usual vigor. Nevertheless it should 
not he forgotten that as between hank­
ing and business, the latter is the more 
fundamental.

During the last eight months the 
record of busness has been good. This 
does not mean, obviously, that there 
has been any startling recovery. Quite 
the contrary, an fact, for during the 
period as a whole business has little, if 
any, more than held its own. Further, 
the period has been characterized by. 
first, a rather marked increase, and 
then, a gradual decline. The apparent 
stability, therefore, in no small meas­
ure is the result of the decline so far 
not having been sufficient to offset the 
earlier gain.

This is an important reservation on 
the impressveness of the business 
trend since last summer. Neverthe­

less the fact remains that for some 
eight months the business community 
has not been subjected to the psycho­
logically devastating effects of ever 
recurrent “new lows.” There is a real 
justification, accordingly, for maintain­
ing that recently business has enjoyed 
the benefits of a broad, although not 
too steady, equilibrium.

This indicates that in the business 
part of our economic structure, the 
necessitous wholesale liquidation and 
deflation may have been completed. 
Needless to say, this is not true in 
every single case. There are whole 
lines of business activity and thou­
sands of individual organizations which 
still have the task of readjustment 
ahead of them.

If the rest of the business structure 
can maintain its recent stability, how­
ever, these remaining readjustments 
will be of only minor significance from 
the point of view of society. They 
will then be merely a question of 
bringing the company or industry con­
cerned nto a workable relation with 
a general equilibrium. There is as 
much difference between this and try­
ing to adjust a business to a liquidat­
ing economy as there is between 
standing on a solid floor and trying to 
stand on a rolling barrel.

Whether the rest of the business 
structure can maintain even its recent 
stability depends upon the strength of 
the outside forces exerted upon it. The 
greatest danger in this regard is from 
the financial system. So far there has 
been no appreciable reflection of the 
recent financial disturbances in the 
business statistics, the indexes holding 
up remarkably well. It still is too 
early to conclude whether this record 
can be maintained. If it is it will be 
the greatest argument for optimism 
that we have had in the last four years.

Ralph West Robey. 
[Copyrighted, 1933.]

Proceedings of the Grand Rapids 
Bankruptcy Court.

Grand R apids, M arch 1— In th e  m atter  
o f A u gu st C. F ox, B ankrup t No. 4944, 
final m eetin g  of cred itors w a s  held  F eb . 
3. T ru stee rep resen ted  by H arold H . 
Sm edley , a ttorn ey . T ru stee ’s  final report 
and acco u n t an  proved and allow ed. 
C laim s proved and allow ed. B ills  o f  a t ­
torn eys approved and a llow ed , bill o f  
a tto rn ey  for  p e titio n in g  cred itors h a v in g  
been reduced and allow ed. P e titio n  o f  
G eorge D. S trib ley , tru stee  under tru st  
m ortgage prior to bankrupt, under d e­
cision  govern in g  such  m atters, en tire ly  
disallow ed . A ccou n ts rece ivab le  sold  a t  
au ction . Order m ade for  p aym en t of 
ad m in istration  ex p en ses  and first and  
final dividend to gen era l cred itors o f  
11.6 per cen t. X o  ob jection  to  ban krupt’s  
discharge. M eeting  adjourned w ith o u t  
d ate  and files w ill be returned to  C lerk  
of Court.

AMERICAN 
HOME 

SECURITY 
• BANK •

Under A * To wer Clock 
Qe Camp** Squere

In th e m atter  of Sol T obias, B ankrupt 
X o. 5139. T he first m eetin g  qf creditors  
has been called  for M arch 20.

In th e m atter  of Sol Tobias, B ankrupt 
Xo. 5139. The sa le o f a s se ts  h a s . been  
called for M arch 22 a t th e p rem ises fo r ­
m erly  occupied by the bankrupt a t  117 
South Front street, D ow agiac. T he stock  
for sa le  co n sists  of shoes, rubbers, m en’s  
fu rn ish in gs and fixtures, appraised a t  
$1,872.79. A ll in terested  in such sale  
should be present a t th e date  and tim e  
above sta ted .

In the m a tter  of John H . V arenhorst, 
Bankrupt Xo. 5148. T he first m eetin g  
of creditors h as been called for March 17.

In the m a tter  of Sh irlie  M erritt, B an k ­

A nalysis of an y  se­
cu rity  fu rn ished  up ­
on request.

J. H. Petter & Co.
Investment Bankers 

343 Michigan Trust Building 
Phone 4417

rupt N o. 5142. T h e first m eetin g  of cred­
itors has been  called  for M arch 17.

In th e  m a tter  o f Irvine H ighland, 
B ankrup t N o. 4866, T he first m eeting  
of cred itors h as been  called  for March 17.

(C ontinued on p age  22)

Schouten-Hoogesteger Co.
IN V E S T M E N T  B A N K E R S  

W e serve those who desire to  
im prove th e ir  investm ent position. 

P h o n e  96111
911 M ich. T ru s t B ldg., Grand Rapids

W est M ichigan 's 
o ldest an d  la rg est bank  
solicits y o u r accoun t on 
th e  basis o f sound  poli­
cies an d  m an y  helpfu l 
services • • .

OLD KENT 
BANK

2 Downtown Offices 
12 Community Offiices

►oO

1 C. B. Kelsey, Investm ents !
I  IN T E L L IG E N T  S U P E R V IS IO N  O F H O L D IN G S  g

C W e  sponsor no securities a t any tim e and can therefo re  render unbiased I

( service. e
G R A N D  R A P ID S , M IC H ., 11th floor Grand Rapids T ru s t Bldg. Phone 4720 |

W hy You Should Choose 
This Bank

T his b an k  is b ig  enough to  accom ­
m odate  you regard less o f th e  size 
of your bank ing  requirem ents.

A nd, w h a t is equally  im p o rtan t, it 
is b ig  enough to  app recia te  you 
regardless of the  size of your 
account.

W hen and  how  can w e serve you?

GRAND RAPIDS SAVINGS RANK
“The Bank Where You Feel at Home"

17 Convenient Offices
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I Income lax
m
i

. . .  In keeping with our usual 
practice we have again engaged 
the services of the accounting 
firm, Siedman & Siedman, to 
assist our patrons and friends

a  in preparing their income tax
returns.

| . . .  A representative of this
firm will be in our office on 
Tuesday, March 14, and you 
are invited to avail yourself of 
this service.

G rand R apids N ational B ank
f  * — —  ......... »
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RETAIL GROCER
R etail Grocers and M eat Dealers Associa­

tion of M ichigan.
P r e s id e n t—P au l Schm idt, L ansing.
F ir s t  V io e -P resid en t — T heodore J. 

B ath k e, P e to sk ey .
Second  V ice -P resid en t — Randolph  

E ck ert, F lin t.
S ecretary  —  H erm an H anson , Grand  

R apids.
T reasurer—O. H. B ailey , Sr., L ansing. 
D irec tors—H olger Jorgen son , M u sk e­

gon; L. V . Eberhard, Grand R apids; John  
Lurie, D etro it; EL B. H aw ley , B a ttle  
C reek; W ard N ew m an, P on tiac.

A Grocer’s Bill Two Centuries Old.
In London, in August, 1931, Secre­

tary Beeching of the Grocers’ Institute, 
showed me a household account book 
kept for several years beginning in 
accordance with this notation; “Book 
opened November ye 19, 1721”. Hence, 
as Mr. Beeching remarked, this book 
was kept “before there was a United 
States”.

This is the “Household Book of 
Honble Mrs. Knight.” During the 
time it was kept, it accounts for all the 
lady’s various expenditures. The first 
entry is that of a mantua maker, 
eighteenth century equivalent of the 
women’s garment shop of to-day.

The “Honble” Mrs. Knight was a 
systematic woman. She not only kept 
her household expense in order, but 
was in a position to prove her accounts 
at anv time. Her plan might not be a 
bad one for many modern housewives 
to emulate. This is how she operated: 

There were no telephones those days 
and London streets were, notoriously 
ill pavevd;. nor were there any automo­
biles to save time or make shopping 
a pleasure. Hence such folk as Mrs. 
Knight sent their serving people to 
market.

Then when the lady got her house­
hold allowance, she tucked her book 
under her arm and hied her to her 
various tradesmen’s offices, or, to pic­
ture her more plausibly, she walked 
ahead while a serving man carried her 
book, or, still more in keeping with 
“Honble”, she called her coach and 
was driven about.

Arriving, then, at the shop of Charles 
Sparrow, grocer, she asked grocer 
Sparrow what she owed him. W hat- 
ever he answered, she then presented 
her book, told him to enter her bill in 
detail, foot it up, write a formal re­
ceipt below the footing and sign his 
name. Thereupon, she paid him the 
money and departed.

Her household must have been rath­
er extensive and her scale of living 
certainly, was was top hole, as the 
British say it. This is plainly indicated 
bv one entry, evidently covering a sin­
gle purchase from said grocer Spar­
row. That purchase occurred June 15, 
1732—just over 200 years ago, only 
four months after George Washington 
was born and forty-four years before 
there was a beginning of the United 
States. It sure was a goodly purchase, 
as may appear below. It reads;
Sugar _________ 100@28 say $7.00
Wt S u g ar______100@56 say 14.00
Do Powd Sugar __ 020@Sd Lb. .16
6 Do Lo 34¿4___  @9d Lb. .18
Single Lump ----- 020@56 .18
S u g a r_________ 1 qr.@C6 Lb. .12
Raisins ________  020@4d
Currants _===----- 020@5d

Perle B arly___ 12@5d Lb. .10
Rice _________ _ \2@2y2d Lb. .05
Bro C andy____ _ 12@8d Lb. .16
Jor A lm onds__ _ 12@14d Lb. .28
G W Rice (?) _ 2@5d Lb. .10
Bla Pep _ __ __ 6@16d Lb. .32
Mace ------- @'18/- Lb. 4.50
Cvnam on___ _ 1@9 Lb. 2.25
Cloves _____ __ _ 1 Lb. 1.25
Nutt __ 1 Lb. 2.25
Wt G inger____ _ 2@14d Lb. .28
Jam Pepr .  6@14d Lb. .28
Pistatia N u tts__ 6@14d Lb. .28
Starch _ __ ----- 12@4)4d Lb. .09
Fine Starch _ _21^@7d Lb. .14
In d ico________ _ 12@2/- Lb. .48
Fine Powrd Blew_ 12@2/- Lb. .48
6 boxes 6/- 2 Hampers 37- 
Sugar __________  4@28 (?)

£  20: 3 5%
Rec’d June 15, 1732, twenty pounds 

three shilling, in full of all demands.
Charles Sparrow.

Fourteen days later is the entry of 
Mrs. Knight’s poulterer. Between the 
two comes a purchase from her fish­
monger. Next year there is a $55 or­
der of fancier groceries and further on 
another $55 worth of teas and a pound 
of coffee for $1.75. In 1733 her bill 
with her brewer ran to $30, but that 
purchased twelve barrels of malt bev­
erages. My bit transcribed personally 
by Mr. Beeching ends with four pur­
chases of meat.

But this general household account 
book contains details of purchases of 
furniture, garments, ironmongery (as 
we should say, hardware) fuel, drugs 
and all other supplies. The writing 
is as readable as anything we should 
find in tradesman’s books to-day, al­
though there are variations in the 
spelling, as might be expected before 
Dr. Johnson had published the first 
dictionary of the English language and 
folks spelled mostly in their own 
sweet way.

So what we have here is not an 
item of mere casual interest, but a 
document of historical material, a 
source book of contemporary informa­
tion of peculiar value. It sheds much 
light on the daily lives and habits of 
folks of those days and, incidentally, 
indicates how our lives have changed 
in certain particulars.

Look, for example, at all those su­
gars and let us try to imagine what 
they were and how used. Costs do not 
seem far out of the line of our own 
experience, but they are actually so 
far removed from present day values 
as to be comprehensible only to special 
historical students — and not always 
fully understandable by them. This 
because of the tremendous change in 
the purchasing power of money and 
the modifications in our way of life 
contrasted with 200 years ago.

Ten cents for a pound of “perle” 
barley looks familiar, until we realize 
that 10 cents in 1732 represented the 
purchasing power of anywhere from 
75 cents to $1.50 of our present money 
or more. Against that simple fact are 
all the modificfiations of living and the 
scale thereof which unquestionably off­
set much of the depreciation in our 
money-values.

But the prices of spices are signifi­
cant. Notice those which originated 
in the East Indies and Malaysia— 
mace, cinnamon, cloves and nutmegs. 
Such prices connoted the long voyage 
around Good Hope and all the hazards 
of trading to India in the cockle shells 
known those days as ships; whereas 
spices from the West Indies were 
priced at barely 10 per cent, of the 
cost of the others.

Spices were highly prized at that 
time as the only kind of preservatives. 
Meats must be salt or pickled to be 
kept at all. There is little enough re­
frigeration in Europe right now. There 
was not merely no refrigeration 200 
years ago, but no understanding of 
how it could be implemented to pre­
serve foods. Hence spices were literal­
ly worth their weight in precious me­
tals. But it is curious to see Jordan 
Almonds priced at such a moderate 
figure, not to mention Pistachio nuts.

With such facts and figures in mind 
we may be able to get a dim concep­
tion of the affluence of a lady of that 
time who could pay over to one of her 
grocers $100.75, for it is to be noted 
that Grocer Sparrow “threw off” the 
5*4 pence, say 10j4c, and the scale of 
living of such a family at a time when 
one could live for $30 per year, board 
and lodging, in a small town, or might 
reside in the metropolis of London for 
$150 for an entire year, occupying 
“chambers” and eating regularly in the 
smartest London “taverns”.

Paul Findlay.

True prosperity is the result of well 
placed confidence in ourselves and our 
fellow man.

GROCERS!
I

LENT begins March 1st and ends 
April 16th

Make prominent window and counter dis­
plays of MUELLER QUALITY PROD- 
UTS in your store during this period to 
take advantage of increased sales. The sale 
of Mueller’s will help you with the sales of 
other profitable items, such as cheese, butter, 
tomatoes, etc., used in preparing various 
tempting Macaroni recipes.

You can offer Mueller Products to your 
customers with the assurance that they are 
guaranteed in every way. They are made 
from the highest grade materials, in a fac­
tory that has no superior in cleanliness and 
perfect order and only Mueller’s exclusive 
method of manufacture can produce Muel­
ler’s Quality.

C. F. MUELLER COMPANY
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MEAT DEALER
M ichigan S tate Association of R etail 

M eat Merchants.
P resid en t—F rank  Cornell, Grand R apids  
V ice-P res .—E. P. A bbott, F lin t. 
S ecretary—E . J. L a R ose, D etroit. 
T reasurer—P iu s G oedecke, D etroit.
N e x t m eetin g  w ill b e  held in Grand  

Rapids, date  not decided.

Farm Parity Bill As Applied To Hogs.
The object to be attained by the 

farm allotment bill is a praiseworthy 
one, but it involves an artificial inter­
ference with economic tendencies 
which renders success, to say the least, 
very problematical.

The disruption of market conditions 
and the destruction of a ready cash 
market for hogs which would follow 
application of the allotment plan will, 
without doubt, engender resentment 
among the producers and destroy the 
harmonious relations between farmer 
and meat packer which have been 
built up during recent years.

Under the bill, the adjustment 
charge levied on the packer and pay­
able to the farmer, is to be the differ­
ence between the price received for 
hogs by producers in the local market« 
and a given sum which rises from 3̂ 2 
cents per pound to the pre-war pur­
chasing “parity” of about 7 ^  cents. 
These provisions would cause trouble 
at the start if the price were even 
slightly under 3J  ̂ cents, but the 
initial difficulties would be as nothing 
compared with those that would be 
encountered later on when the adjust­
ment charge w'as increased. As the 
Secretary of Agriculture raised the ad­
justment charge higher and higher, 
which he is authorized to do under the 
bill, what will happen to prices?

The packer is now charging for hog 
products just as much as the market 
will stand and has, during the past 
year, vrtually earned no profit at all. 
He has, therefore, little or no margin 
from which to pay the adjustment 
charge. He figures out that under 
actual conditions any attempt on his 
part to increase the price of pork 
products would, with the existing low 
purchasing power of his customers and 
the keen competition of substitutes, 
lead to a falling off in the demand. He 
will, therefore, be apt to be rather 
conservative in his purchases of hogs. 
As a consequence there will, in all 
probability, be more hogs at ¡the pub­
lic markets than the packers would 
care to handle. What will be the ef­
fect upon prices? It must be remem­
bered that when fat hogs once come to 
the markets they are almost never re­
turned to the producers. They must 
be sold, and sold at once. The natural 
result will inevitably be a fall in the 
price of hogs.

With every decline of hog prices, 
however, the Secretary of Agriculture 
will gradually increase, as he is direct­
ed to do, the adjustment charge. But 
with every week that this process con­
tinues, the market price will be apt 
to fall still further.

The mdat packer is almost like the 
wholesale dealer in strawberries. He 
must at any time put a price on his 
products that will move them into 
consumption before they deteriorate. 
He is in the position of always having 
to take small losses on his sales 
rather than run the risk of suffering 
greater losses on account of the de­

terioration of his stocks. He ¡must sell 
at the market.

The market price of pork, however, 
depends not only upon the supply in 
hand but upon the effective demand as 
influenced primarily by the purchasing 
power of the consumers and by the 
price of the other meats or foods that 
compete with pork.

There is such a mass consumption 
of pork that there is always a ready 
market for the product. Moreover this 
demand is very elastic, fluctuating 
from day to day according to the price. 
While the price is influenced by the 
demand, the demand is reciprocally in­
fluenced by the price.

What the farmer, therefore, can get 
for his hogs depends upon how much 
the packer can get for pork and lard. 
How much the packer can get for 
these products depends upon the pur­
chasing power of the consumer, upon 
the price of substtutes and in part on 
the export market.

One of the leading contentions ad­
vanced by the advocates of the bill, is 
that the meat packer will be able to 
recover the tax on that portion of his 
output which he exports. In this way, 
it is argued, he will be able to secure 
abroad a part of the market which he 
might lose at home.

It must be remembered, however, 
that the export situation has changed 
considerably in recent years. Before 
the war, about IS per cent, of the hog 
products were exported. At present, 
the exports are only about 5 per cent. 
In 1932 only 1.1 per cent, of the entire 
output of pork was sold abroad; 
whereas 22.9 per cent, of the lard pro­
duction was exported. This makes a 
combined figure of 5.4 per cent, of ex­
ports of hog products.

The lard formerly went in large 
quantities to England, Germany and 
Cuba. The situation there has now 
been greatly modified. England has 
imposed both a duty on lard and a 
quota on other hog products which is 
just about to be diminished. In Ger­
many, as in some other continental 
countries, the chief obstacles to the 
extension of the export market are the 
tremendous duty on lard, just imposed, 
and the monetary situation. For the 
German exchange quota rigidly limits 
the number of dollars into which 
marks may be converted. Finally, 
Cuba has recently increased the im­
port duties on lard and other fats. 
Moreover, throughout the world the 
increasing depression has reduced the 
purchasing power of the community. 
Above all, in the present state of inter­
national relations, any endeavor on our 
part artificially to increase the export 
of hog products would be apt to invite 
certain retaliation.

It is obvious, therefore, that any 
independent or isolated action of our 
own cannot be expected to afford a re­
lief in the export situation.

A tax of 3 cents per pound on live 
hogs is equivalent to almost four and 
a half cents per pound on hog products, 
because only about 70 per cent, of the 
hog consists of pork and lard. It is not 
likely that four and a half cents could 
be added to the price of all products. 
It is inconceivable, for instance, that 
trimmings could stand such a price 
addition. It is even very unlikely that 
lard could stand any such addition in

view of the competition of other 
shortenings, like cottonseed oil. The 
selected pork products would have to 
stand the brunt of the increase. The 
price of pork loins, for instance, might 
go up and would indeed have to go up 
to perhaps double the present figure. 
But this could happen, in view of the 
existing state of the demand, only in 
case the supply is materially reduced.

What are the prospects, however, 
of any reduction in output?

The administrative provisions of the 
bill are so vague, and the opportunities 
for fraud so inviting, that any strict 
application of the law is exceedingly 
unlikely. In the case of hogs, how­
ever, more definite proof of a reduc­
tion of shipment is demanded.

Even here, however, the administra­
tive provisions are defective. While 
the farmer may ship less hogs to mar­
ket by railway or truck, it will be al­
most impossible to show that he has 
not been selling more hogs locally or 
on the farm, either openly or sur­
reptitiously. It is almost impossible 
for adequate inspection or other ad­
ministrative guarantees calculated to 
control the actual number of hogs 
littered on each farm. The farmer is 
just as likely as not to compensate for 
his reduction of hog shipments on 
which he receives certificates by a 
more than proportionate ¡increase of 
his hog output on which he receives no 
certificate.

But even on the assumption that his 
total output of hogs diminishes, it 
does not follow that the price of corn 
will rise. On the contrary, if he feeds 
less corn, to a reduced number of 
hogs, he is apt to feed more corn to 
his other live stock or to have more 
corn to sell off the farm. And even 
if these results do not ensue and if he 
reduces his acreage of corn, what is 
there to prevent his utilizing this 
acreage for other agricultural prod­
ucts, thus leading, through an increase 
in their production, to a diminution of 
price? Will the net result constitute 
any real advantage to the farmer?

The increased price which the pack­
er will have to charge for his pork 
will, in the face of the present condi­
tions of unemployment and the great 
reduction in the purchasing power of 
the poorer consumer, result in the in­
creased use of substitutes.

The packer’s fear of suffering a de­
crease of demand will lead him to 
diminish his purchases. Inasmuch as 
there is no cause at work leading to 
any immediate diminution in the re­
ceipt of hogs, the combined effect of

market conditions will obviously be to 
lower the price of hogs.

The ultimate effects of the measure, 
although somewhat more difficult to 
disentangle, are nevertheless fairly 
clear. If the tax is passed on in whole 
or in part, it will constitute a burden 
on the consumer and tend to reduce his 
consumption of meat and lower his 
standard of life. Whether this burden 
on the community in general ’is com­
pensated by the benefits to the farmer 
is problematical. If the corn farmer 
receives the entire amount of the cer­
tificate, he will be apt, despite the re­
duction in the official tonnage of his 
products, to increase the output of 
hogs to be disposed of in more or less 
devious ways. The resultant lowering 
of the price of hogs would take up, to 
that extent, a part of what he receives 
in the way of allotment certificates.

Even if there is no such increase in 
the output of hogs, the fact that the 
hogs represent less than half the pro­
duction of corn, leads to the likelihood 
that the farmer will produce more 
corn, thus contributing t oa fall in its 
price. If, however, by any chance he 
should produce less corn, there is no 
reason why he should reduce bis acre-

(Continued on page 14)

Oysters and Fish
Fresh Shipm ents D aily .

A sk your D ealer  for R eader F ish . 
T hey  are better .

Lake and O cean F ish . W holesale .
G. B. READER, Grand Rapids.
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HARDWARE
M ichigan R eta il H ard w are  Association. 

P resid en t—W<m. J. D illon , D etro it. 
V ic e -P r e s id en t — H en ry  A. Schan tz, 

G rand R apids.
S ecretary—H arold  W . B erv ig , L ansing. 
T reasu rer—W illiam  Moore, D etroit.
F ie ld  S ecre ta ry  —  L. S. Sw in eh art, 

L an sin g .

Pointers For the Hardware Dealer in 
March.

Right now the store should be 
brightened up and thoroughly cleaned 
in preparation for the spring trade. 
The decorative effect that can be se­
cured from a few cans of paint is sur­
prising. Discolored walls can be 
made pleasing, dark ceilings made 
lighter, silent salesmen polished, draw­
ers and shelves re-varnished, new price 
tickets prepared to replace those which 
have done duty too long, and the 
whole store interior made pleasing to 
the eye.

A proper color scheme makes an 
immense dfference in store lighting. 
The old time hardware store was 
dingy and unattractive. Light was not 
appreciated at its full value. To-day, 
the wide-awake hardware dealer real­
izes that a well-lighted store is essen­
tial to attract trade.

But with all the window space the 
dealer can contrive the store interior 
may still (be dark. A white or cream 
ceiling, a light tint on the walls, will 
make a big difference in the store 
lighting, and the electric light bills.

Now, too, is a good time to re­
arrange the store interior. In many 
stores the interior arrangements do 
not take full advantage of store condi­
tions. And in even the well-arranged 
store, little changes here and there 
will result in an aspect of newness 
calculated to attract trade and promote 
sales.

The work of rearranging the interior 
can be done right now to better ad­
vantage than a fewr weeks later when 
the staff are much busier. At the same 
time it is worth while to examine the 
store front with a critical eye, to de­
termine if there isn’t room for im­
provement.

Toward the end of March, house- 
cleaning commences in many homes. 
In the hardware store, the dealer, hav­
ing himself set a good example by 
cleaning his store, should make his 
initial appeal to the housecleaning 
trade of the community. Goods re­
quired in housecleaning should be fea­
tured prominently. Vacuum cleaners, 
curtain stretchers, carpet sweepers, 
stepladders, mops, pails, brushes— 
these and a host of others should be 
given display.

The housecleaning season will con­
tinue, more or less, until hot summer 
weather sets in; but the merchant who 
puts on the first display will get the 
inside track on his competitors.

Right now or a little later it may be 
worth while to send out a circular let­
ter urging on housewives the desir­
ability of being fully and properly 
equipped for housecleaning. Such a 
letter could suggest articles of equip­
ment, and quote combination prices on 
more or less comprehensive outfits.

The paint trade is an important 
factor in spring business. Toward the 
first of April the demand for exterior 
paints begins to quicken. In March 
the dealer should complete his prepara­

tions for the spring paint campaign. 
Indeed, before the end of March the 
mailing list advertising for this cam­
paign should be well under way. Ad­
vance orders for exterior paints can 
be secured by outside canvassing. Such 
orders give the spring paint drive a 
good start.

In March the wide-awake hardware 
dealer can do a lot of useful missionary 
work outside the store. The spring 
feeling is in the air and people are be­
ginning to bestir themselves. Farmers 
can be canvassed for wire fencing and 
other lines. The dealer should get in 
touch with local athletic organizations. 
A great deal of country trade can be 
reached by the rural telephone. Even 
if orders are not secured at the mo­
ment, a good foundation is laid for 
future business.

In the search for new business and 
new customers, individual work counts 
for much. How many merchants keep 
a sharp lookout for new residents to 
the community and make personal 
calls on such newcomers? Very few. 
Yet it will usually pay the dealer to 
call on the newcomer, welcome him 
to town, and incidentally leave some 
printed matter for him to peruse at his 
leisure. Make the call yourself, if pos­
sible, or send one of your best sales­
men. It is worth remembering that 
people moving into a new town, or 
even into a new house, pretty nearly 
always discover the need for a lot of 
new hardware.

Keep close watch also on newly 
married couples. These are among 
your best prospects. Put the newly­
weds on your mailing list and send 
them advertising matter every month 
for, say, a year.

With the advent of March, fishing 
tackle can be featured. Following the 
inventory, these lines have been, of 
course, sorted up and stacked in their 
proper places; so that everything is in 
readiness to cater to the angler. Very 
attractive window displays of fishing 
tackle can be devised; and while elab­
orate displays are possible, even a 
stocky window will rivet the interest 
of the fisherman.

In March, the hardware dealer 
should be persistently planning and 
preparing for the months ahead. Early 
in March is the time to put the finish- 
ng touches on your plans for spring 
and summer trade. In the latter part 
of March your spring campaign should 
be actually launched.

In the final planning of the first two 
weeks in March, the dealer will find 
it worth while to study his past suc­
cesses and his past failures. The man 
who profits as much from mistakes as 
from achievements is the man who 
makes the best showing in the hard­
ware business.

Suppose your plans are definitely 
laid for the coming year? What about 
the execution of these plans? The 
best laid plans of the hardware dealer 
are worth very little unless they are 
carried out. Persistence and intelli­
gence in execution, a willingness to 
vary a preconceived plan in the face of 
real necessity and a resolute refusal to 
vary it for any less reason—these 
factors help make the dfference be­
tween success and failure.

There will come, particularly in mo­
ments of discouragement, a tendency

to slacken effort. Or, on the other 
hand, if you are very busy, you may 
drop some phase of your pre-arranged 
effort. Don’t yield to the compulsion of 
either too much success or too much 
discouragement. The one thing to do 
is to push, to push hard, and to keep 
on pushing.

Persistence is a big factor in the suc­
cess of your spring selling campaign. 
And if the results of your efforts are 
not as encouraging as you perhaps 
hoped, that is all the more reason for 
sticking to it and making the utmost 
of everything. Victor Lauriston.

RED CROSS OR DOUBLE CROSS.
(Continued from page .l)- 

surprised to find out how much lower 
he could buy them, since he knew just 
what he must have, how much his cus­
tomers would pay for them and how 
much he could afford to pay.

I am wondering to-day just what 
would happen .if every man in this great 
army of hardware retailers suddenly de­
cided to do this very thing and positive­
ly refused to buy any .item of merchan­
dise from1 his supplier on which he could 
not meet his competition on their own 
ground. I am w'ondering what effect 
this wrould have on the wholesalers of 
this country, and, finally, on. the manu­
facturers who are supplying them. I 
have a faint idea that this thing of 
allocating costs and discrimination in 
prices, would take on a different color.

Finally. No one can do these things 
for me. It means work, continuous, 
persistent, hard work. It is not a job 
to lie down on. I cannot escape the 
task that is mine, any more than I 
can escape the penalty if the job is not 
done.

But the end will be worth while. It 
will mean my salvation as a retailer, 
if I am to survive in the Battle for 
Business.

Farm Parity Bill As Applied To Hogs.
(Continued from page 13) 

age and why he should not augment 
the output of his other agricultural 
products, thus contributing to a reduc­
tion in their price.

In other words, the ultimate conse­
quences will be higher prices to the 
consumer, an unsatisfactory hog mar­
ket, and either lower prices or not 
proportionately increased returns to 
the producers as a whole. The net re­
sult will therefore be a diminution of 
the social income.

With the underlying aim of the al­
lotment bill, there can only be the 
greatest sympathy. The plight of the 
American farmer is universally recog­
nized. If higher prices could be secur­
ed for his produce, everyone would be 
delighted. For it would not only en­
able him to make 'a good living but it 
would, by increasing his. purchasing 
power, at once react upon the pros­
perity of business in general.

In. the discussion of the allotment 
bill, not a few of its proponents have 
asked: If the allotment bill wiill not 
solve the problem, what will? It is 
easy to criticize, it is difficult to con­
struct. We have tried one measure 
after another and have failed. The 
emergency is so great that w?e ought 
not to reject anything that promises 
the slightest success.

This argument, however, is essen­
tially weak. What is needed is a diag­
nosis of the real trouble.

This is not difficult. The farmer’s 
difficulty results from a combination 
of high costs and low prices.

The high costs are due primarily to 
interest and to taxes. The interest is 
payable on debts contracted for the 
purchase of land during the period of 
inflation. The only remedy for this 
is a temporary alleviation of the bur­
den through an extension of credit 
until such time when conditions im­
prove and land values again rise. The 
burden of taxes has become acute be­
cause the local property tax is levied 
on property, although like all taxes, 
payable out of income. The remedy 
here consists in such a change in the 
entire tax system as is involved in a 
co-ordination of Federal, State and lo­
cal revenues with a resulting equaliza­
tion of the burden.

On the other hand, the low prices are 
due to world-wide causes. These cam 
not possibly be overcome by isolated 
or independent action. Apart from the 
factors making for low prices in gen­
eral such as the currency conditions, 
the obstacles to international trade 
and the like, the special causes which 
are responsible for low agricultural 
prices are the cumulative surpluses of 
agricultural products. It is a fact that 
there are some such surpluses, al­
though, in the case of pork, stocks are 
smaller than they were last year. 
These cumulative surpluses can re­
spond only to a movement for reduc­
tion of output, to be brought about 
largely through the abandonment of 
the high cost of marginal farms that 
were brought into being during the 
period of the war. No effective effort 
has yet been, made to limit production 
in this country and no measure with­
out such a provision can accomplish 
the desired result. But isolated action, 
even if successful, would still be in­
adequate, inasmuch as it is a matter 
of world prices, the reduction must be 
a concerted and international action.

Thus we are led again by a devious 
route to the only possible escape from 
our troubles. The evil is international 
in origin, the remedy must be inter­
national in scope. We must be willing 
to look at the situation from the 
broadest possible point of view. It 
is a problem of international produc­
tion, of international demand or pur­
chasing power, of international trade 
and of international money. Moreover, 
international economics is bound up 
with international politics. Until we get 
ready—and not only we but the rest 
of the world—to abandon our ideas of 
exaggerated nationalism, until we are 
willing to consider, in the broadest 
possible way, not only the problem of 
allied debts but the much greater 
problem of international comity and 
of international concert, we shall never 
lay even the foundations of renewed 
prosperity for the farmer. Domestic 
legislation must be in harmony with, 
and not at cross purposes to, inter­
national life. The sooner we realize 
the bad business involved in an exag­
gerated national selfishness, the more 
quickly we shall be contributing not 
only to the world welfare, but to our 
own welfare.

Edwin R. A, Seligman.
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DRY GOODS
M ichigan R eta il D ry  Goods Association. 

P resid en t—Geo. C. P ra tt, Grand R apids. 
F irst V ice-P resid en t— T hom as P . P it -  

keth ly , F lin t.
Second V ice-P resid en t—P au l L. Proud, 

Ann Arbor.
S ecretary -T reasu rer—Clare R. Sperry, 

P ort H uron.
M anager—Jason E. H am m ond, L ansing.

Coming Convention of Retail Dry 
Goods Association.

Lansing, March 7—As stated in a 
former news latter, we have had a 
meeting of the board of directors as 
a program committee and are now 
submitting the tentative program for 
our convention on> March 21, 22 and 
23. There may be some changes and 
we expect there will be two or three 
minor additions such as music and 
simple forms of entertainment. The 
principal day of the convention is 
Wednesday, March 22, and we hope 
that as many of our members as pos­
sible will arrive the day before and 
enjoy the afternoon and evening of 
Tuesday, March 21, with us.

It is unnecessary to comment re­
garding the other speakers on the pro­
gram more than to remind you that 
they are men of ability and know their 
subjects. The Legislature will no 
doubt be in session and much of your 
time the day previous to the conven­
tion and the day after can be profit­
ably spent at the capitol.

We gave in our news letter Feb. 10 
the general outline of Gov. Comstock’s 
taxation bill. At the time of sending 
out this news letter no general con­
ferences have been held on this bill 
nor has it been considered in com­
mittee of the whole. Protests are 
coming from different groups of indi­
viduals and no doubt by March 21 
there will be something doing. We 
suggest that you communicate with 
your member of the legislature, secure 
a copy of the bill and study it. It is 
certain that a taxation bill will be 
passed. Before you give advice on the 
subject, you should be thoroughly in­
formed.

Tuesday, March 21.
3 p. m. Informal meetings of board 

of directors of the Michigan Retail 
Dry Goods Association and the Grand 
Rapids Merchants Mutual Fire Insur­
ance Company.

4 (p. mi. Enrollment of officers, mem­
bers and guests.

Reception at hotel by Lansing citi­
zens and members of Lansing Mer­
chants Bureau.

6:30 p. m. Informal dinner and 
program in dining room.

Opening remarks and introduction 
of officers, members and guests.

Former President, Jas. T. Milliken, 
Traverse Gity, presiding.

Address, “Methods Used With Store 
Executives and Employes.” O. G. 
Dirake, Herpolsheimer Co., Grand 
Rapids.

Round table and question box dis­
cussion led by First Vice-President 
Thos. Pitket'hly, Flint.

Participants: E. R. Wilson, J. W. 
Knapp Co., Lansing; B. H. Comstock, 
Globe Departmlent Store, Traverse 
City; J. C. Grant, J. C. Grant Co., 
Battle Creek; H. R. Brink, L. W. 
Robinson Co.. Battle Creek; J. C. 
Toeller, Battle Creek; E. E. Ingram, 
L. H. Field Co., Jackson; Stephen 
Gizek, Glasgow Bros., Jackson; W. 
D. Baltz, W. D. Baltz Co., Grand 
Haven; John Moore, Gilmore Bros., 
Kalamazoo; A. J. Richter, J. B. Sperry
Oo., Port Huron.

Wednesday, March 22.
9 a. m. Visit Michigan legislature 

and state offices'. Confer with legis­
lators regarding pending legislation— 
especially taxation.

12. Luncheon in dining room. Sec­
ond Vice-President Paul L. Proud pre­
siding.

Address with Charts, “Depressions, 
Debts and Prices,” Prof. Herman 
Wyngarden, Michigan State College.

2:30 p. m. B. H. Comstock, Trav­
erse Gity, presiding.

Address, “Merchandising Co-opera­
tion with Utility Companies,” Harold 
W. Bervig, manager Michigan Retail 
Hardware Dealers Association, Lan­
sing.

Discussion, J. Charles Ross, Kala­
mazoo.

3:30 p. m. Address, “Outlook for 
the Small Store.” Arthur S. Purdy, 
Isenberg, Purdy & Co., Detroit.

Discussion.
Report of Manager. Resolutions. 

Election of officers.
6:30 p. m. Dinner, Wisteria Room 

(One dollar per plate) President Geo. 
C. Pratt, presiding.

Music by Central High School Glee 
Club.
. Address, “Outwitting your Com­
petitor.” Lee H. Bierce, director pub­
lic relations, Detroit.

Address, “Humanity vs. Technoc­
racy.” Hon. Patrick H. O’Brien.. At­
torney General of Michigan.

Thursday, March 23.
9 a. m. President Geo. C. Pratt, 

presiding.
Address by newly elected president 

of Association.
Plans for Association work for com­

ing year.
Reports of committees.
Adjournment.

Jason E. Hammond,
Mgr. Michigan Retail Dry Goods 

Association.
Firmer Tone in Sarouk Market.
Buyers for retail stores persisted 

■this week in attempts to obtain desir­
able Sarouk rugs for sales purposes at 
prices ranging from $1.25 to $1.30 a 
square foot in the wholesale market, 
but met firm resistance from import­
ers. The market, at the present time, 
is cleared of distress stocks and the 
trade is determined to prevent fur­
ther retail price wars if possible. Prices 
on other Oriental rug weaves remain 
steady, with buyers showing little in­
terest. Importers contend that price- 
cutting on Sarouks has not spread to 
stores outside this city and that the 
market will adjust itself here this 
month.

Small Steel Mills Increase Sales.
Small steel mills equipped to meet 

changes in public demland operated up 
to 50 per cent, of capacity throughout 
the month of February, according to 
reports from companies supplying ore 
and 'Other products to the mills. In 
the zinc and lead industries, sales to 
the big steel companies fell consider­
ably below the February, 1932, figures, 
while in several instances the volume 
of purchases made by the smaller pro­
ducers increased from. 50 to 60 per 
cent, above figures for the correspond­
ing month last year. Sales of galvan­
ized sheet metal and of galvanized wire 
were major sources of business for the 
small producers, it was said.

Prepare Summer Lamp Lines.
Initial samples of Summer lamps 

have been put on display in wholesale 
showrooms. The lamps, to be featured 
for May and June retail promotions, 
are priced to  sell from $2.95 to $10, 
with the bulk of the samples in the 
$2.95 to $5 ranges. Table styles are 
favored and pottery bases with parch­
ment shades are stressed.. Re-orders 
on Spring lamps are still coming in, 
but selling agents complain that the 
volume called for is much lower than 
expected, especially from stores in the 
Bast. Regular lines of higher price 
lamps continue inactive, although there

is a fair call for sales goods to retail 
up to $15.

Ready Call For Novelty Gloves.
Novelties in women’s gloves are 

meeting with a ready demand from 
retailers, although general buying of 
this merchandise 'is being done slowly. 
For current delivery there is an active 
call for kid merchandise in slip-on and 
four and five button styles. The ex­
pectation is that the Spring will see 
considerable favor for fabric gloves. 
Interest centers in such new offerings 
as the imitation crochet glove in 
gauntlet style. Gloves of rough peb­
ble crepe fabrics are also outstanding 
in the slip-on styles. Gray, navy, egg­
shell and pink lead in the colors or­
dered, with white and black also fig­
uring strongly.

Jig-Saw Re-orders Heavy.
With the jig-saw puzzle now spread­

ing to the Coast, re-orders continue 
heavy and show no signs of diminu­
tion. New types are being brought 
out, reflecting improvements in ma­
terial and in the development of the 
jig-saw contest idea. A mixture of 
cork and concrete is being used for one 
type of puzzle, sufficient rigidity of 
the pieces being obtained for them to 
stay in position when the puzzle is be­
ing solved. A set of four puzzles has 
been devised so that a ¡hostess may 
stage a contest, with awards to the 
winner. The set is priced to retail at 
25 cents.

Outdoor Pottery Sales Off.
At a time when Spring buying in 

the wholesale outdoor pottery market 
should be approaching its peak, manu­
facturers are finding little demand for 
merchandise. Buyers who have al­
ready shopped the market returned to 
t'heiir stores after buying less than one- 
third of normal requirements. Mer­
chandise retailing up to $7.50 was 
favored in the small amount of buying 
done. Elaborately decorated jardinieres 
and other pieces popular in the last 
three seasons were neglected and or­
ders were confined to staple goods 
such as sum dials, bird baths and gaz­
ing bowls.

Corset Sales Well Maintained.
Rated in comparison with other re­

tail limes, the business in corsets since 
the first of the year has held up 
notably well. A decline of 15 per cent, 
was estimated, due chiefly to lower 
prices, against an average of about 23 
to 25 per cent, for general department 
store lines. With the advance of the 
season, leading producers in the indus­
try look for extensive reorders. Models 
of lighter weight materials, including 
rubber-woven cloths and batistes, are 
being bought. Styles featuring un­
broken hip lines are outstanding. Step- 
in types are meeting a greater call 
than a year ago.

New Dollar Items Active.
A steady stream of new merchan­

dise available for special retail pro­
motions around $1 is being developed 
in the market. The items are of the 
“/flash” variety and in many cases 
take their inspiration from types which 
have retailed heretofore at substan­
tially higher prices. Included' in the 
merchandise receiving market atten­
tion at this time are clipper ship

barometers, perfume sets comprising 
two bottles and powder jar or mirror 
tray, floating rubber animals in horse, 
frog and swan shapes and replicas of 
old-time drinking accessories.

Notes Widespread Sales Trend.
A very large percentage of the re­

tail activity in many cities throughout 
the country iis now being concentrated 
on special promotional events, accord­
ing to a report which was sent 
to a leading manufacturer in New 
York City 'by a representative he now 
has on the road. Whether reflecting 
the emphasis placed on similar events 
by leading stores or not, this represen­
tative said that the stores in many 
centers are finding the promotional ap­
peal the only effective one at present. 
The situation has led, :he remarked, to 
exceptionally strong efforts to obtain 
goods to be featured in these events.

Solid Colors Favored in Shorts.
A noticeable trend to men’s white 

and solid color gym pants in the low- 
end range has set in since the begin­
ning of the year ,and the bulk of the 
business has been centered on these 
styles. In addition to the all-white 
numbers, blues, greens and tans are 
the favored colors. Broadcloths, sell­
ing at about $1 per dozen, to retail in 
the neighborhood of 15 cents each, are 
chiefly in demand in the cheap ranges. 
Enquiry for the better styles has been 
slow in appearing, although 25 cent 
retailers are receiving attention.

Hollow Ware Orders Are Limited.
Limited orders for metal hollowware 

continued in the wholesale markets. 
A fair degree of activity was reported 
on low-price silver-plated ware, includ­
ing decorative table pieces to retail up 
to $7.50. Pewter manufacturers said 
that re-orders for their merchandise 
have dwindled over the last two weeks. 
In sterling silver producers are enjoy­
ing a fair amount of business from 
stores that are featuring low-price ar­
ticles in current promotions. But little 
regular merchandise is being sold.

Men’s Wear Trade Dull.
Retail trade in men’s clothing and 

furnishings came to something of a 
standstill last week. Public nervous­
ness over the banking situation caused 
consumers to hold on to their money 
and the barrage of sales by stores 
brought comparatively little response. 
Some low-price suits and furnishings 
were bought, but not in any apprecia­
ble volume. Stores do not look for­
ward to any increase in business until 
the banking situation is cleared up and 
public confidence restored.

Sales Helping Glassware.
Furniture and houseware sales by 

leading retail outlets continue to be 
reflected in the demand for pressed 
and blown glass products. Production 
in February was ahead of January in 
most plants and indications are that 
the first part of March, at least, will 
see little or no recession from the Feb­
ruary activity. Crystal continues quite 
popular in stemware and table glass,, 
with the heavier colors, such as dark 
blue and ruby, holding well. The de­
mand for flat glass products shows 
little change and market continues dull.
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HOTEL DEPARTMENT
Pershing Square Is the World’s Loaf­

ing Place.
Los Angeles, March 4—It is inter­

esting to roam around Los Angeles 
and environs for the purpose of 
sampling the various natural and arti­
ficial food products. I have an acquaint­
ance here who does the shopping for 
one of the larger restaurants and oc­
casionally he does me the honor of in- 
vitinig any criticism on the results ot 
his activities. Otherwise I would go 
broke in financing these investigations.
At one of the big markets the other 
day we ran across something which 
excited mv curiosity, a bit of tempting 
pickled avacadoes—a new, dwarf seed- 
less variety of the creamy, delicious 
flavored salad fruit which is doing its 
bit to make California famous. Dried 
persimmons, raised and cured here in 
Los Angeles county, and dried bananas 
from Brazil and Hawaii are two new 
offerings and are certainly delicious. 
At present the bananas are retailing at 
50 cents per pound and the persim­
mons at 25. The newest vegetable on 
the market is the Japanese crone. It 
is an extremely tiny variety of the 
Jerusalem or ground artichoke. At 
present it is grown only in Florida, but 
fields of same are being started in the 
vicinity of Los Angeles and conditions 
are said to be very favorable for rais­
ing them at a profit. Scrubbed, like 
new potatoes, and boiled, they promise 
a new treat for epicures. Passion fruit 
and cheremoyas are of the plum fam­
ily with a distinct flavor of pineapple, 
and if you do not hunt them up in 
your home market and try them out 
you are missing a real bet. In manu­
factured foods, corn chips are the most 
recent offering. Somebody invented 
them by twining of tortillas and po­
tato chips in the same breathy With 
the addition of cheese, or even just as 
they come from the package, they are 
delicious and will soon be popular. 
The very latest offering of cheese 
crackers have the addition of celery or 
anise seed scattered through them. 
And an enterprising Los Angeles man­
ufacturer is just introducing a brand 
of California wine vinegar in the 
Latin restaurants, which will make 
you think of the Italian and French 
offerings in the far distant cafes, if you 
have ever visited them. If your 
whistle needs lubricating there is 
something for this unfortunate condi­
tion made out of the Florida papaya, 
which, as most of us know, is the 
muskmelon raised in treetops. The 
doctors say it is a good thing for 
dyspepsia, or for an overdose of that 
old-time remedy they used to recom­
mend for coughs and colds.

An Easterner visiting Los Angeles 
soon discovers that Pershing Square, 
directly opposite Hotel Biltmore, is the 
world’s loafing place. I may have 
said something about it before, but 
when I was recently engaged in con­
valescing I used to get over there fre­
quently and listen to the political and 
other arguments, which I might say 
were offered freely. Out here we oc­
casionally refer to it as the “home of 
the unburied dead.” But for all that 
it is the one cosmopolitan center of 
Los Angeles, w'here all nations meet 
on common ground, and is the instant 
delight of all tourists. Many a happy 
acquaintance has1 been formed here, 
and here old-time friends have been 
re-united. It always gives me a thrill 
to go there and, for the nonce mingle 
with the hypoloi. Certain changes are 
taking place in the park which are of 
more than passing interest to me. Sur­
rounded by oak, maple, beech, elm and 
spruce trees of the North and East, are 
banana trees1, the large fronds of 
which are already providing shade for 
seated patrons of the Square. Plants 
from the plains of South America, the 
jungles of Southern Mexico and Cen­
tral American republics, and jungle

grass from Africa have already been 
placed close to the walks and sur­
rounding the fountain in the center of 
this beautiful park offering. It is al­
ready taking on the tropical appear­
ance which has been planned for it. 
Soon the trees from the North and 
East will be removed entirely to other 
parks in the city and be replaced with 
tropical and semi-tropical growth. 
When this job is completed the Square 
will no more remind Eastern visitors 
of their home states, but will enlighten 
them on such tropical and semi- 
tropical growths. But no matter what 
happens along these lines it will con­
tinue to be the meeting place of old 
friends and the melting pot of natives 
from every clime. Here you will find, 
also, the lame, halt and the blind, the 
unemployed, and at all times the self- 
constituted orator, with trousers 
frayed at the knees and other sections, 
telling you of the mistakes of the gov­
ernment and of those constituting 
same.

In a recent public statement the 
chief of police of Los Angeles an­
nounced that he was not disturbing 
persons of “economic value” in his 
rounduo for the suppression of the 
liquor traffic. The church folks took 
him up claiming that ids purpose was 
to shield persons of wealth. The com­
mon council made a demand upon him 
for a definition of the term. The chief 
came back at them with this: “To me 
it is inconceivable that a man of normal 
intelligence cannot understand what is 
meant by the term. Persons of no 
economic value are those who subsist 
wholly or in part in illegal activities.” 
The chief still holds his job.

Now that the Greeters of America 
have reached the highway of success, 
somebody wants them to become more 
exclusive and insists that at the instant 
one of their members becomes un- 
affiliated with hotel service, he be 
placed on a sort of suspended list, and 
be deprived of any voice in the affairs 
of the organization. I do not take 
kindly to this notion. Some of the 
greatest organizers of Greeterism have 
been individuals who at one time were 
actively engaged in hotel service, but 
who, for some reason or other have 
become disconnected with the profes­
sion, though still feeling the desir­
ability of its success. They have ex­
pended much effort in helping the 
movement forward to success, besides 
paying their dues. Some day they may 
be back in the harness and active mem­
bership during the interim cannot help 
but be beneficial to the profession, as 
well as to the individual. I could men­
tion a number of faithful scouts in 
Michigan who have done this very 
thing. They have never asked any­
thing from the association except 
fraternity, but have, at all times, given 
something to it. The success of Greet­
erism has not been due to any par­
ticular interest on the part of the rank 
and file, but to a very few who have 
had a vision and applied their efforts 
to practical ends. It were better to 
stamp out such a movement as I have 
mentioned in its incipiency than to 
eventually flounder on the rocks of 
oblivion. History repeats itself and 
many an organization is facing deplet­
ed membership because there were no 
“Georges” to keep, up their enthusiasm.

Spanish hotels, through organized 
effort, have decided to place a ban on 
all sorts of tipping. They have de­
cided that the tourist, especially from 
America, is being held up and are go­
ing to emancipate him. Tipping is as 
bad for the giver as it is for the re­
cipient, as some of my friends, who 
visit Agua Caliente, will agree.

The semi-annual picnic of the Michi­
gan society .of California, is to be held 
at beautiful Sycamore Grove on Sat­
urday, March 18. Last Saturday the 
Iowans met at another park, Lincoln,

equally grand, and the papers claim 
there were 100,000 in the bunch. The 
records show that never has one of 
these state gatherings been postponed 
on account of the weather. And while 
I am speaking on the weather topic, 
let me say that Los Angeles, so far 
this winter, has not “enjoyed” a single 
frost.

Seems funny, but the fact remains 
established that the most of the 
Chinese restaurants in Los Angeles 
are owned, operated and largely 
patronized by Japanese, only the 
cooks and waiters being Chinamen. 
The manager of one I occasionally 
patronize, down in the Plaza district, 
tells me that he and the cashiers are 
Japanese and most of the patrons are 
Americans and Japanese, and you sel­
dom see any Chinese at the counters 
and tables. But I am reiterating the 
statement that the Chinese are the best 
cooks in the \yprld. I have a friend 
who conducts a large fruit and vege­
table ranch about eighty-five miles 
distant from Los Angeles. He has a 
ranch house presided over by a China­
man who feeds a dozen laborers every 
day, who prepares some of the most 
tasty dishes I have ever eaten. Re­
cently, when I was on a strictly milk 
diet he sent me a two quart jar of 
chop suey. I was not permitted to 
absorb any portion of his kindly offer­
ing, but friends of mine who dissipated 
the decoction, told me it was the finest 
they ever enjoyed, and since then I 
have had opportunities to confirm their 
claim. I now have the good fortune 
to be in possession of the formula for 
preparing same and for the benefit of 
my catering friends and the various 
housewives who read the Tradesman 
I am passing it along. Now, either 
paste it in your hat or scrap book for 
it is well worth preserving, and I hate 
to be compelled to publish it again, 
when it seems like a useless effort: 

Three-fourths pound of beef, cut in 
thin, long, narrow pieces; Y\ pound of 
pork prepared in the same way; 3 cups 
of onions, sliced thin; 3 cups of celery, 
chopped fine; 3 tablespoons of Chinese 
molasses; 5 tablespoons of chop suey 
sauce; one can bamboo sprouts; one 
can mushrooms; two pounds fresh 
bean sprouts; 3 tablespoons creamery 
butter and 3 cups hot water. Brown 
meat in the butter, then add the water 
and simmer for 45 minutes. Now add 
salt to taste and the onions. Boil slow­
ly for 15 minutes. Add celery, molasses 
and cook until celery is tender, about 
10 minutes. At this time add bamboo 
sprouts, mushrooms and bean sprouts. 
Boil 10 minutes, then thicken slightly 
with 2 tablespoons of corn starch, dis­
solved in a little cold water and cook 
15 minutes longer. Serve with boiled 
rice and the condiments.

Warm Friend Tavern
Holland, Mich.

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

JOHN HAFNER, Manager

CODY HOTEL
G R A N D  R A P ID S  

R A T E S — $1 up w ith o u t bath.
$2.50 up w ith  bath.

C A F E T E R IA  IN  C O N N E C T IO N

Park Place Hotel
Traverse City

Rates Reasonable— Service Superb  
— Location A dm irab le .

G EO . A N D E R S O N , M gr. 
A L B E R T  J. R O K O S, Aes’t  M gr.

New Hotel Elliott
STURGIS, MICH.

50 Baths 50 Running Water 
European

D. J. GEROW, Prop.

Occidental Hotel
F IR E  P R O O F  

C E N T R A L L Y  L O C A T E D  
Rates $2.00 and up 

E D W A R D  R. S W E T T , M gr. 
Muskegon M ichigan

Columbia Hotel 
KALAM AZOO  

G ood Place T o  l i e  T o

HOTEL ROWE
W e have a  sincere 

interest in wanting to 
please you.

ERN EST W . N EIR
M A N A G E R

-------------------------------------- --
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Then you will have something to 
offer which will make your guests sit 
up and take notice. This cost me sev­
eral cigars, but you are all as welcome 
to it as if I had picked it off a Christ­
mas tree.

Last week I announced that I had 
caught up with A. B. Flagg, a former 
Pentwater druggist, and still a resident 
of that charming little village. Now I 
can make the positive statement that 
his charming wife, Ann, has caught 
UP with him here, and I have had a 
wonderful visit with them both. Mrs. 
Flagg is very much involved in the 
social affairs of Pentwater and she has 
had much to do with the civic admin­
istration there in the role of village 
trustee and other municipal offices. 
When Michigan adopted the equal 
suffrage amendment, as chairman of 
the village caucus, I suggested that it 
would be a right smart stunt to place 
a sprinkling of the fair sex on the elec­
tion ballot, but the old-timers couldn’t  
look at it in the same light. But 
through the connivance of myself and 
others, she and one or two more in­
telligent women were elected on slips 
by handsome majorities. Now they 
are regarded as full fledged politicians 
and are always considered when it 
comes to making up the slate. Pent­
water friends have written me that 
Mrs. Flagg is a very plausible candi­
date for the local postoffice, and she 
deserves it for the reason that she is 
fully equipped for just such a service 
and is justly popular with her fellow 
citizens.

Last week Manager “Dave” Barker, 
of the Rancho Golf Club here, enter­
tained a simon-pure Michigan party 
consisting of Miles Wilkinson and 
wife, formerly of Muskegon, Mrs. 
Jacque Percy, more recently of Grand 
Rapids and the writer hereof. “Dave,” 
before he made his debut as a hotelier, 
was a bellhop at Hotel Sherman, Chi­
cago, during the period that Mr. Wil­
kinson was chief engineer at the same 
establishment. They both live out 
here now, but it was a first contact in 
many years, and they certainly did 
have some homecoming.

Detroit hotel men have in a large 
degree taken the sting out of the so- 
called bank holiday by arranging for 
special funds outside of the state 
whereby their patrons may be accom­
modated with expense money. The 
Statler and Book-Cadillac opened 
private disbursing agencies, supplied 
their guests with railroad tickets and 
funds for essential purposes. It was 
a nice thing for them to do and the 
traveling public will no doubt in the 
future demonstrate their appreciation 
of the service.; Out here in California 
the epidemic has “lit” and we are all 
reduced to sackcloths and ashes, but 
our bankers and governor thought so 
well of the Michigan idea they have 
adopted it.

The Milner Hotel Co., of Detroit, 
has taken over two more Michigan ho­
tels, the Michigan, at Muskegon, and 
the Lindley-Hall, in Detroit. The 
Muskegon acquisition will henceforth 
be called the Milner and operated on 
the plan of $1 per day for rooms with­
out bath and $1.50 for the complete 
service, with additional offering of free 
laundry service for guests, which this 
organization features.

James T. McFait, former promotion 
manager for Hotel Bismark, Chicago, 
has been transplanted to Detroit to 
assume a managerial job at Hotel Wol­
verine, Ernie Richardson’s hotel.

John K. Blatchford, Chicago, who 
has been secretary of the Hotel Men’s 
Mutual Benefit Association of the U.
S. far so long a, period that there is 
now no one’ left to tell about it, was 
returned to office by a comfortable 
plurality at the annual meeting held in

Chicago last week. By adoption John 
is a Michigander, as he has a beautiful 
summer home in the St. Joseph dis­
trict.

Fred. J. Doherty, Hotel Doherty, 
Clare, and president of the Michigan 
Hotel Association, has named J. E. 
Frawley, general manager of Book- 
Cadillac, Detroit, on the • legislative 
committee of the Association in place 
of E. T. Lawless, Mr. Frawley’s 
predecessor at the Book-Cadillac.

Floyd Doherty, proprietor of Hotel 
Osceola, Reed City, is vacationing in 
Florida.

George Piteau, proprietor of the 
Lakeview Hotel, at Sault Ste. Marie, 
for many years, died recently in the 
hospital following injuries incurred in 
crossing the Straits on a ferry. His 
age was 65.

Preliminary plans for the fifth an­
nual short course in hotel operation, to 
be given by Michigan State Col­
lege, Lansing, under the auspices of 
the Michigan Hotel Association, have 
been completed by Miss Ruth Myhan, 
chairman of that section. She an­
nounces the course will be shortened 
to two days, April 21 and 22, but that 
the program on each day will be ex­
tended to cover all topics. The regis­
tration fee has been reduced to $1, and 
the banquet, including dance features 
will also be $1. The dinner and dance 
will be held at Hotel Olds and the 
classes at the College.

A group of twenty-five students in 
the hotel course at the Michigan State 
College were given a trip to Chicago 
last week, and entertained by the vari­
ous hotel men there, among whom 
was Ward B. James, manager of Ho­
tels Windermere, and former manager 
of Hotel Tuller, Detroit.

The late William H. Aubrey, has 
been succeeded in the management of 
Hotel Waldron, Pontiac, by Kern & 
Kern, Inc. Mr. Aubrey was former 
vice-president of the state hotel or­
ganization.

A new device has been created for 
peeling potatoes and other vegetables 
expeditiously. I am glad to hear about 
it. It ought to be some improvement 
over the old method of “scalping” the 
Murphys with a butcher knife.

Seems as though the eighteenth 
amendment was fairly on its way to 
the skids, but one can never tell. There 
are a few unimportant states populated 
by bewhiskered antiquarians, who still 
believe they are guardians of the 
world’s welfare, and under the rule 
thirteen of these states can throw a 
monkev wrench into the mechanism. 
But as I have argued myself hoarse 
for years, what of it? Forget about 
all agitation on the matter and the 
first thing you know you will be wet­
ting your whistle with dollar “spirit­
uals” and the holier-than-thous will be 
found sleeping at the switch.

Frank S. Verbeck.

Glad To Make Amends.
East Lansing, March 2—Recent in­

vestigation having satisfied me that 
there was no connivance between Wal­
ter’s attorney and the municipal judge 
of .Owosso and that there was no ir­
regularity in the relations between At­
torney Harry Partlow and Assistant 
Prosecuting Attorney Watson at Lan­
sing, I hereby retract and apologize 
for the statements I made in a com­
munication to the Michigan Trades­
man of Dec. 28, 1932, under the head­
ing of Activity of Michigan State 
Police Bears Fruit. Edward Cooper,

Detective Sergeant, Michigan State 
Police.

The boomlet in gold stocks may 
prove a tinsel.

Quaker
Milk

£

Consumer Acceptance 
Attractive Tins 

Quality
Purity

Price

All are embodied in 
Quaker Milk which 
is sold by Independ­
ent retailers only

Join the rapidly growing 
number of Dealers who
find QUAKER MILK
to be a valuable asset

L E E  & C A D Y
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Destroyers of Income Tax.
If we can show our legislators that 

predatory cutters by eliminating profit 
from all' business are destroyers of 
Government income and thereby pub­
lic enemies by reason of such action 
we have made a forward stride; fur­
ther, no legislator enjoys the necessity 
of voting additional taxes of any kind. 
Such action never popularizes any sen­
ator or congressman. It merely creates 
a desire on the part of the electorate 
to eliminate him from public life.

Therefore if we can convince him 
that legislation to restore profit to in­
dustry will bring back sufficient in­
come to operate our Government with­
out the need of special or new forms 
of taxation, he thereby insures a pleas­
ed constituency and his tenure of of­
fice is prolonged; “a consummation 
devoutedly to be wished for” (see any 
incumbent.)

Such argument is not only basically 
sound and an economic truth easily 
demonstrable but it has the added ap­
peal of the personal security of the 
legislator, comments the bulletin of 
the California Pharmaceutical Asso­
ciation. Just add “Destroyers of the 
income tax” to your armament to fight 
for fair trade legislation.

The United States Government is 
taking a big loss in income tax returns 
due to the reckless merchandising by 
predatory price cutters.

Any merchants who sell National 
Advertised Merchandise at or below 
cost as bait to get extra customers in­
to their stores, using these patrons as 
their prey to exploit them with ques­
tionable, inferior merchandise, are ruin­
ing our Government’s chances of col­
lecting legitimate income taxes on 
quality merchandise which should car­
ry a fair profit for all the merchants.

The buying capacity of the American 
people has been reduced 30 per cent, 
during the past three years. This pur­
chasing ability will continue to drop 
if our Government does not take a 
hand in this vital matter.

Predatory price cutting is killing 
personal initiative and most of all it is 
destroying honest merchandising. Mer­
chants are delinquent in rents; many 
clerks in retail stores have been thrown 
out of employment; wages have been 
reduced; thousands of salesmen have 
been affected. The income tax is sure 
to suffer.

Call it supply and demand if you 
like, but we must realize that if mer­
chants are forced to continue to sell 
merchandise without profit, the over­
head in business will continue to re­
main unpaid.

Common sense tells us that if mer­
chandise was sold at a fair and just 
profit much of the past due overhead 
would be paid, hence more income tax 
for the Government. Business failures 
would decrease.

The Government should investigate 
the merchants who sell merchandise at 
or below cost and they would find that 
the predatory price cutters are the de­
stroyers of the income tax. Profiteers 
were punished during the war, preda­
tory price cutters should be punished 
during the reconstruction period.

Nearly One Hundred Students at 
Detroit Examination.

The Michigan Board of Pharmacy 
held their February examination at 
the Detroit Institute of Technology at 
Detroit Feb. 21, 22 and 23. Nearly 
100 students took the examination.

Practically the entire class was from 
the state of Michigan.

There are four pharmacy colleges in 
Michigan which are accepted by the 
Michigan Board for their curriculum. 
They are the University of Michigan, 
College of Pharmacy, Ann Arbor; 
College of the City of Detroit; Detroit 
Institute of Technology; and Ferris 
Institute, Big Rapids. Of this group 
the Ferris Institute sends the largest 
number to this board.

The next examination will be held 
in June at the College of Pharmacy 
of the University of Michigan.

Door To Door Sellers Hit By Wiscon­
sin Decision.

The card system of selling foods, 
extracts and the like from house to 
house is peddling within the meaning 
of the Wisconsin peddler’s license law, 
according to a ruling by Judge A. G. 
Zimmerman in Dane County Circuit 
Court in an action started by the State 
Department of Agriculture and Mar­
kets. Under the card system the truck 
driver calls on various homes and per­
suades customers to sign a card, which 
does not obligate the customer to take 
the goods, although thereafter the 
driver sells either direct from the truck 
or from a basket of samples taken to 
the door.

As a result of this decision about 300 
such distributors in Wisconsin will be 
compelled to purchase State peddler’s 
licenses at a cost of $75 each. George 
Warner of the Wisconsin Department 
of Agriculture and Markets states.

The case in question was brought 
against two drivers of the Oswald 
Jaeger Baking Co., large manufactur­
ing baking concern, with headquarters 
in Milwaukee. Distribution was made 
in the Madison territory by a fleet of 
fifteen trucks. The state contended 
that the drivers were peddlers and as 
such must be licensed, and the court 
upheld this contention.

Ho-e There.
H o -e  there M ichigan P o ta to  G rowers, 
W h y  le t  M ich igan  trade go  to  Idaho?  
M ichigan ca n  ra ise  good p otatoes,
'in is  you know  and th is  I know .
W e h ave  th e  so il and  th e  c lim ate,
T o grow  ju st  a s  good a s  an yw h ere! 
Com m on ju d gm en t s a y s  it  looks,
T h at M ichigan grow ers do not care.
A  lit tle  m ore carefu l se lec tion .
A s to th e  soil and to th e  seed ,
A nd th en  carefu l a fter  grading,
R eally  seem s ab ou t a ll w e need.

Chas. M. A rm stron g.

DETROIT DOINGS.

Late Business News From Michigan’s 
Metropolis.

The Inter Urban building, vacated 
when the Detroit United Railway Co. 
discontinued operations, has been leas­
ed by local promoters, who will remod­
el the structure and prepare it for 
leases to manufacturers, their agents, 
and distributors, in mercantile lines, 
such as restaurateurs, drug sundries, 
food stuffs and kindred lines. The 
building, which is located at the ad­
vantageous down-town corner of 
Bates and Jefferson, will be known as 
the Merchandise Mart and will be 
modeled after similar institutions in 
other large cities. Louis R. Shamie, 
well known to the trade in Detroit 
through his activities in behalf of the 
independent retail stores, will be man­
ager of the new mart. “In addition to 
the regular offices the building will be 
arranged for merchandise displays,” 
declared Mr. Shamie, “and at certain 
periods the public will be invited to 
inspect them, thus giving the retailers 
invaluable co-operative advertising 
helps.” It is understood that A. R. 
Reno, local druggist and capitalist, 
who conducts a store at 10593 West 
Jefferson avenue, River Rouge, is one 
of the backers of the project.

The Majestic Shop, women’s ap­
parel dealer, 1031 Woodward avenue, 
is closing out the stock at that address.

Morley Brothers, of Saginaw, has 
opened a branch office and display 
rooms at 3131 East Jefferson avenue, 
which will be in charge of Harry Dai­
ley, former department manager for a 
local wholesale firm. Only floor cover­
ings will be carried at the Jefferson 
avenue address, which will include both 
hard surface and soft coverings. As­
sociated with the new organization is

Charles Bassey and Russell Rose- 
brough, who will cover the metropol­
itan area and Southern Michigan. Both 
men have represented local firm in the 
same territories.

The Grunow Corporation, of Chi­
cago, has started production in Detroit 
of the new refrigerators to be manu­
factured by the company. Three hun­
dred men are being employed at the 
start, H. C. Bonfig, sales manager, told 
a group of 150 Michigan dealers at a 
luncheon tendered them at the Detroit- 
Leland Hotel last week. Parts of the 
refrigerator bodies are being turned 
out at the Meldrum avenue plant of the 
Briggs Manufacturing Co.

Many Detroit city salesmen are tak­
ing temporary vacations while their 
employers in the wholesale distribut­
ing and manufacturing businesses ar­
range to furnish them with current 
traveling expenses in cash.

Alexander Reid, retired druggist and 
a director of the Michigan Life In­
surance Co., was found dead in his 
home, 150 West Dakota avenue, last 
week. Worry over his finances was 
the reported cause. Mr. Reid at one 
time was owner of two drug stores 
in this city and a member of the Mich­
igan Board of Pharmacy.

Wholesale food distributors report 
a heavy business on Saturday and at 
the opening of the present week. Con­
sumers, following the President’s pro­
clamation, began laying in extra sup­
plies to carry them over a period of 
scarcity and inflated prices which many 
think might follow.

Detroit department stores are grad­
ually tightening up on charge accounts, 
but, as explained by one executive, 
nothing definite will be announced 
pending the decision of the issuance 
of script. It is understood nothing will 
be done locally until a Federal decision

SPlIIS BID SDDHBE1SPEGIHLTIES
M arbles, R ubber Balls, Jacks, B ath ing  S up­
plies, P a in t B rushes, P a in ts , O ils, W all F in ­
ishes, V arnishes, W h ite  L ead, E nam els, Soda 
F oun ta ins an d  Supplies, G olf, T enn is and  
B aseball Supplies, Indoor Balls, P layg round  
Balls, Sponges, C ham ois Skins, C am eras, 
E lectric  H eaters , E lectric  F ans, G oggles, P ic ­
nic Supplies, L unch K its, V acuum  Bottles, 
Food Jars, T h erm a  Jugs, Insecticides, Seed 
D isinfectants, E as te r E gg  Dyes, E as te r and  
M other’s D ay  C ards, and  thousands of o ther 
new  and  s tap le  item s. A ll now  on d isp lay  in 
ou r Sam ple  Room . Com e in and  look them  
over. E very th ing  priced  in  p lain  figures.

Hazeltine &  Perkins Drug Co.
Grand Rapids Michigan
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has been reached, a universally accept­
able type, of course, being preferable 
to local script. Business showed a de­
cided falling off during the past week 
in the loop district stores which was 
also reflected in the urban districts.

The lineups to get into the movie 
houses during the hours of bargain 
prices still exceeds those rushing the 
food stores anticipating the worst.

To-morrow has no terrors for the 
boys who are still doltishly flirting with 
lady luck and flopping a few bits on the 
ponies. Yes, they are still doing it.

Local wholesale firms in the textile 
and kindred lines are operating on a 
“business as usual” policy and are 
going after business in a normal way, 
but they are watching the horizon very 
carefully, as one wholesaler expressed 
it. Business has slumped considerably, 
as the retailers who still maintain their 
credit standings are also doing some 
careful watching.

Friends of Eugene H. Griffith, gen­
eral manager of the Ohio Rubber Co., 
525 Fisher building, were grieved to 
learn of his death last week at his 
home. Mr. Griffith has been a resi­
dent of this city for the past nineteen 
years. Surviving are his widow, Leonor, 
and one son, Hunter Gill Griffith. 
Burial was at the birthplace of Mr. 
Griffith in Lodi, Ohio.

Officers of the Michigan Apparel 
Club who were elected last week at 
the annual election were: Thomas
O’Shea, Toledo, president; Irving 
Leff, first vice-president; Edward Co­
hen, second vice-president; Harry S. 
Cohn, third vice-president; and Daniel 
F. Niemeyer, secretary and treasurer. 
All except Mr. Shea are from Detroit.

Word was received in Detroit last 
week of the death in Los Angeles of 
Eugene Westbrook, former restaurant 
owner here. For many years Mr. 
Westbrook conducted a chain of res- 
staurants in this city, retiring and 
moving to California eight years ago.

The annual 1933 North American 
flower show will be held in conven­
tion hall, March 17 to 26 inclusive. 
Among the many other features of this 
years show will be the reproduction 
of a state park, which will occupy a 
space 120 feet by 60 feet. Troops of 
Boy Scouts, Girl Scouts and members 
of the 4-H clubs will have their out­
ings in the exhibit to show the public 
that Michigan’s forests may be used 
without being abused.

Martin H. “Marty” Martinson, Al­
pena clothier, was elected president 
of the Michigan Retail Clothiers and 
Furnishers Association at the meeting 
held in the Hotel Statler during the 
annual convention. Other officers 
elected are: Louis Kosicheck, Lansing, 
first vice-president; Fred G. Westgate, 
Adrian, second vice-president; Wade 
L. Jones, Adrian, secretary; Leo Har­
rington, Jackson, National director, 
and Ben F. Weiner, Flint, alternate 
director. Members of the executive 
committee are: W. E. Sturn, Mon­
roe; Albert Zauel, Saginaw; Sam 
Beck, Lansing; Samuel Fletcher, 
Grand Rapids; Maurice Houseman, 
Grand Rapids; Leon Loeb, Muskegon; 
Ralph Gersonde, St. Joseph; George 
Haarer, ¡Ann Arbor; Albert Fiegel,

Ann Arbor; Emery Chase, Ann Arbor; 
J. H. Polham, Pontiac; Aaron Rose, 
Port Huron; Ralph Lonius, Detroit; 
John Neubauer, Detroit; Louis May, 
Lansing; Herbert Phillipson, Dowa- 
giac; Robert Storer, Owosso; Murl 
Hiler, Ionia; Earl Lewis, Lansing; 
Henry Klein, Grand Rapids; Royden 
Baumgartner, Detroit; A. W. Janko- 
wiak, Bay City; G. J. Letterman, De­
troit; Williard Bicknell, Clare; T. S. 
Baird, Hastings; E. D. Haas, Hough­
ton; Sam Saloman, Rogers City, and 
Joseph L. Hickey, Detroit. Officers 
elected for the Ladies’ Auxiliary are: 
Mrs. Samuel Kuttnauer, Detroit, pres­
ident; Mrs. Wade L. Jones, Adrian, 
secretary, and Mrs. Seymour Eppstein, 
Detroit, treasurer.

At a meeting attended by 300 inde­
pendent neighborhood dealers held 
here Sunday plans were laid for an 
organization representative of the small 
merchant in the present financial strin­
gency. The meeting was held under 
the auspices of the Detroit Merchan­
dising Research Bureau and organiza­
tion plans are temporarily in the hands 
of Louis R. Shamie, executive secre­
tary of the Progressive Independent 
Grocers Association; T. J. LaRose, 
retail meat dealer, 1524 Sheridan ana 
A. B. Reno, druggist.

The automotive industry is getting 
ready for its annual Spring offensive. 
This year’s sales drive, however, will 
lack the element of co-ordination which 
was a prominent in the effort which 
the industry made last year to break 
the buying deadlock. Each company, 
it is reported, will go its individual 
way this time and the evidence indi­
cates that many of them will go quite 
strongly. In fact, the intensity of the 
energy which many of the larger ele­
ments will display is counted upon to 
make up for the lack of effort on the 
part of some smaller, independent units 
who were in on the concerted sales 
campaign of 1932.

Henry ford’s announcement of a 
complete four-cylinder passenger car 
line on the 112-inch wheelbase chassis 
has not changed the industry’s con­
viction that a new and smaller Ford 
V-8 is the offing. The car is still ex­
pected to make its appearance about 
April 1. The company’s production 
of the large V-8 during last week was 
at the rate of 1,000 cars a day. March 
schedule of this model is estimated 
to be in the vicinity of 25,000 units, 
with commercial car production side­
tracked during the early part of the 
month to make way for passenger 
vehicles.

One of the circumstances providing 
impetus to the Spring campaigns 
which a majority of the manufacturers 
are planning is to be found in the re­
ports from the field. These concern 
not sales, although they are holding 
up well, but the increasing evidence 
that imperative replacement buying is 
going to make itself felt on a some­
what general scale. Dealers in many 
parts of the country record the fact 
that showroom attendance is picking 
up and that those who make it up con­
cede they must soon replace their 
present vehicles.

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

Acid
A cetic, N o. 8, lb. 06 @ 10 
Boric, Pow d., or

X ta l, l b . _____08% @ 20
Carbolic, XtaL ,lb. 36 @ 43
Citric, lb. --------- 35 @ 45
M uriatic, Com ’l.,

lb. ___ _______ 03%@ 10
N itric , l b . --------- 09 @ 15
O xalic, l b . --------- 15 @ 25
Sulphuric, lb. — 03% @ 10
T artaric, l b . ------ 35 @ 45

Alcohol
D enatured. N o. 5.

Geli. ------------— 48 @ 60
Grain. G a l . ____ 4 00@5 00
W ood, G a l .____ 60 @ 60

A lum -P otash , USP
Lum p, l b . _____ 05 @ 13
Powd. or G ra.,lb . 05%@ 13

Am m onia
C oncentrated ,lb . 06 @ 18
4-F , l b . ________05%@ 13
3-F , lb. ________05 %@ 13
C arbonate, lb ._20 @ 25
M uriate. Lp., lb. 18 @ 30 
M uriate. Gra., lb. 08 @ 18
M uriate, P o., lb. 20 @ 30

Gum
A loes, B arbadoes,

so  called, lb. gourds @ 60
Pow d., lb. 35 @ 45

A loes, Socotrine,
lb. _________ @ 75
P ow d ., l b . ___ @ 80

A rabic, first, lb. @ 40
A rabic, seq., lb. (£t) 30
Arabic, sorts, lb. 15 @ 25
A rabic. Gran., lb. @ 35
A rabic, P ’d, lb. 25 @ 35
A safoetid a , lb___ 50 @ 60
A safoetida . Po., lb. @ 75
G uaiac, lb. ____ @ 60
G uaiac, Pow d._ @ 70
K ino, lb. @ 90
K ino, powd., lb. @1 00
M yrrh, lb. _____ @ 60
M yrrh, P ow ., lb. @ 75
Shellac. Orange,

lb. ___________  15 <s> 25
Ground, l b . __15 @ 25

Shellac, w h ite.
(bone dr’d) lb. 30 @ 45

T ragacanth .
No. 1, bbls. __ 1'60@2 00
N o. 2, l b s . ____1 50@1 75
P ow ., lb. ____1 25@1 50

Arsenic
P o u n d __________ 07 @ 20

Balsams
Copaiba, lb. ____ 50@1 20
Fir, Cana., lb. 2 00@2 40
Fir, Oreg.. l b .   50@1 00
Peru, l b . ________ 1 70@2 20
Tolu. lb. ______1 50@1 80

Barks
C assia.

Ordinary, lb._ 25 30
Ordin., Po., lb. 20 @ 25
Saigon , l b . _ @ 40
Saigon , Po., lb. 50 @ 60

Elm , l b . ______ 40 (d> 50
Elm , Pow d.. lb. 38 (d> 45
Elm , G ’d, lb .— 38 (a) 45
S a ssa fra s  (P ’d lb. 45) & 35
Soaptree, cu t, lb 15 0 25
Soaptree, P o., lb. 25 & 30

Berries
Cubeb, l b . ____ 75
Cubeb, P o., lb. & 80
Juniper, l b . ____10 @ 20

Blue V itr io l
P o u n d _______ _ 05 @ 15

Borax
P ’d or X ta l, lb. 06 & 13

Brim stone
P o u n d _________04 @ 10

Cam phor
P o u n d __________ 50 @ 65

C antharides
R ussian , P o w d ._ @3 50
C hinese, Powd. @1 25

Chalk
Crayons,

w h ite , dozen_ @3 60
d u stless , doz. @6 00

F rench Pow der,
Com!., lb. 03%@ 10

P recip ita ted , lb. 12 @ 15
Prepared, l b . _14 @ 16
W hite, lum p. lb. 03 @ 10

Capsicum
Pods, l b . ______60 @ 70
Pow der, l b . ____62 @ E5

Cloves
W hole, l b . _____25 @ 35
Pow dered, l b . __30 @ 40

Cocaine
O u n c e _______11 43@ 13 60

Copperas
X ta l, l b . ______03 %@ 10
Pow dered, l b . _04 @ 15

Cream T artar
Pound _________ 2 a @ 40

C uttlebone
Pound _________40 @ 5C

D extrine
Y ellow  Corn, lb. 06% @ 15 
W hite Corn, lb. 07 @ 11

E xtract 
W itch H azel, Y el­

low  Lab., ga l. 99 @1 81! 
L icorice, P ’d, lb. 50 @ 61) 

Flower
A rnica, lb. ____75 @ 84)
C ham om ile.

G erm an, l b . _35 @ 45
Rom an, l b . _ @ 90

Saffron.
A m erican, lb. 35 @ 40
Spanish, ozs. @1 25 

Form aldehyde, Bulk
Pound _________ 09 @ 20

Fu ller’s  Earth
Pow der, l b . ____05 @ 10

G elatin
Pound __________55 @ 65

Glue
Brok., Bro., lb. 20 @ 30 
Gro’d, Dark. lb. 16 @ 22 
W hi. F lake, lb. 27% @ 35 
W hite G’d., lb. 25 @ 35 
W hite A X X  light.

lb. __________ @ 40
Ribbon ________42% @ 50

Glycerine
P o u n d __________14% @ 35

H oney
Pound _________ 25 @ 40

H ops
%s Loose. P ressed ,

lb. ---------------------  @ 75
H ydrogen Peroxide  

Pound, g ro ss  25 00@27 00 
% Lb., g ro ss  15 00@16 00 
% Lb., gross  10 00(0)10 50 

Indigo
M adras, l b . ____ 2 00 @2 25

Insect Pow der
Pure. lb. ______25 @ 35

Lead A cetate
X ta l, lb. ______17 @ 25
Pow d. & Gran. 25 @ 35 

Licorice
E x tra cts. stick s,

per b o x ____l  50 @2 00
L ozenges, l b . _40 @ 50
W afers, (24s) box @1 50 

L eaves
B uchu, lb., sh ort @ 50 
B uchu, lb., lo n g . <g> 
B uchu, P ’d., lb. @ 60 
Sage, bulk, lb. 25 up au 
Sage, loose

pressed, %s, lb. @ 40 
Sage, ou n ces __ @ 85
s a g e , P ’d & Grd. @ 35 
sen n a ,

A lexandria , lb. 50 @ 60 
T innevella , lb. 20 @ 30
Pow d., l b . __25 @ 35

U va Ursi, l b . __20 @ 25
U va Ursi, P ’d, lb. @ 30 

Lim e
Chloride, m ed., dz. @ 85 
Chloride, large, dz. @1 45 

Lycopodium
P o u n d --------------- 35 @ 50

M agnesia
Carb.. %s, lb. __ @ 30
Carb., 1/I6s, lb. @ 32
Carb., P ’w d., lb. 15 @ 25
o x id e , H ea ., lb. Up 75
Oxide, ligh t, lb. @ 75

M enthol
P o u n d --------------- 5 12@5 60

M ercury
P o u n d --------------- 1 25(0)1 35

M orphine
O uncces ________  @10 80
% S ---------------------- @12 96

M ustard 
Bulk, Pow d.,

selec t, l b . ____45 @ 50
N o. 1, l b . ____25 @ 35

N aphthaline
B alls, l b . ______06 %@ 15
F lake, l b . ____05%® 15

N utm eg
Pound _________  @ 40
Pow dered, l b . __ @ 50

N ux Vom ica
Pound ___   @ 25
P ow dered, lb .__15 @ 25

Oil E ssentia l 
Alm ond,

B it., true, ozs. @ 50
B it., art., ozzs. @ 30
Sw eet, true, lb. 1 00@1 60 
Stw’t, A rt., lbs. 1 00@1 25 

Am ber, crude, lb. 75@1 00 
Am ber, rect., lb. 1 10@1 75
A nise, l b . ______1 00@1 40
B ay, l b . ________  4 00@>4 25

B ergam ot, l b . _ 3 50@4 20
C ajeput, l b . ____1 50@2 00
C araw ay S ’d, lb. 2 65@ 3 20 
C assia , U SP , lb. 1 75@2 40 
Cedar L eaf, lb. 1 50@2 00 
Cedar L eaf,

Coml., l b . ___ 1 00@1 25
C itronella, lb__  75 @1 20
C loves, l b . ______1 75@2 25
Croton, l b s . ___ 8 00@8 25
Cubeb, lb. ____ 4 25@4 80
E rigeron, l b . _ 2 79@3 35
E ucalyptu s, l b .  75 @1 20
F e n n e l________  2 00@2 60

H em lock, P u .,lb . 1 155@2 20 
H em l’k Com., lb. 1 00@1 25 
Juniper B er.. lb. 3 00(d)3 20 
Ju n ip ’r W ’d, lb. 1 500@1 75 
Lav. F low ., lb. 3 50@4 00 
Lav. Gard., lb._ 1 25@1 50

Lem on, lb. ____ 2 25@2 80
M ustard, true, ozs. @1 50 
M ustard, art., ozs. @ 35
Orange, Sw ., lb. 4 00@4 25
Origanum , art,

lb. ---------------  1 00@1 20
Pennyroyal, lb. 3 25@3 50 
P epperm int, lb. 3 50@3 75
R ose, dr. ______ @2 50
R ose, Gerqp., ozs. 50@ 95 
R osem ary

F low ers, lb.__ 1 00@1 50 
Sandalw ood,

E . I., lb. ------ 8 00@8 60
W . I., l b . ------ 4 50@4 75

Sassafras,
true, lb. ------1 60@2 20
Syn., lb. __ 70 @1 20

Spearm int. lb.__ 2 00@2 40 
T ansy, lb. ------ 3 50@4 00
T hym e, Red, lb. 11 15@1 70 
T hym e, W hi., lb. 1 25@1 80 
W intergreen

L eaf, true, lb. 5 40@6 00
Birch, lb. ------ 2 75 @3 20
Syn. ------------  75@1 20

W orm seed, lb. __ 3 50@4 00 
W orm w ood, lb. 4 7&@5 20

Oils H eavy
Castor, ga l. __ 1 15@1 35 
Cocoanut, lb. __ 22% @ 35 
Cod L iver, N or­

w eg ian , ga l. __1 00@1 50 
Cot. Seed  G als. 90@1 10 
Lard, ex ., g a l. 1 55@1 65 
Lard, No. 1, gal. 1 25@1 40 
L inseed, raw, gal. 63@ 78 
L inseed, boil., ga l. 66@ 81 
N eatsfoo t,

extra , ga l. __
Olive,

M alaga, g a l__
Pure, g a l . _

Sperm , g a l . ____
T anner, g a l . _
Tar, gal. ______
W hale, ga l. ___

-  80@1 25

2 50@3 00
3 00@5 00 
1 25@1 50

.75 @ 90 
"50@ 65 

@2 00

IV, __------------ ai vu
Pow der, ozs., $1.40;

lb. ------------  17 50@20 00
Gran., ozs., $1.40; 

lb. ------------  17 50@20 00
P araffine

Pound --------------06% @ 15
Papper

B lack, grd., lb. 30 @ 40
Red. grd., lb. 42 @ 55 
W hite, grd., lb. 35 @ 45 

Pitch Burgundy
Pound --------------20 @ 25

P etro latum
Am ber. P la in ,lb . 12 @ 17 
Am ber, Carb.,lb. 14 @ 19 
Cream  W hi., lb. 17 @ 22 
L ily  W hite, lb. 20 @ 25 
Snow  W hite, lb. 22 @ 27 

P laster Paris D ental
B arrels ------------  @5 50
L ess, l b . --------- 02% @ 08

Potassa
C austic. s t ’ks,lb . 55 @ 88
Liquor, l b . ____  @ 10

Potassium
A ceta te , l b . ____60 @ 96
B icarb onate, lb. 30 @ 35 
B ichrom ate, lb. 15 @ 25 
Brom ide, lb. __ 51 @ 72 
C arbonate, lh.__ 30 @ 35 
Chlorate,

X ta l., l b . ____17 @ 23
powd., l b . _17 @ 23
Gran., l b . ___21 @ 28

Iodide, l b . ------ 3 64 @3 84
P erm an gan ate , lb. 22%@35 
P ru ssia te ,

Red. l b . ----- 80 @ 90
Y ellow , lb. __ 50 @ 60

Quassia Chips
Pound --------------15 @ 20
Pow d., l b . ----25 @ 30

Quinine
5 oz. cans., ozs. @ 57

Sal
E psom , l b . ___ 03 %@ 10
Glaubers,

Lum p, l b . _03 @ 10
Gran., l b . _03%@ 10

N itre,
X ta l or Pow d. 10 @ 22
Gran., l b . _09 @ 20

R ochelle, lb. __ 18 @ 30
Soda, lb. ---------02% @ 08

Soda
Ash 03 0 10
B icarb onate, lb. 03% & 10
C austic, Co’i., lb. 08 @ 15
H yposu lp h ite , lb. 05 @ 10
P h osp hate, lb. 23 @ 28
Sulphite,

X ta l., lb. 07 & 12
D ry, Pow d., lb. 12% @ 20

S ilicate, Sol.,gal. 40 50
Tu rp en tine

G allons ------------  54 @ 69
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GROCERY PRICE CURRENT
The prices quoted in this department are not cut prices. They are regular 

quotations such as jobbers should receive for standard goods. Because of present 
day uncertainties, sharp buyers who are in good credit may sometimes be able 
to induce the jobber to shade some of the quotations, but we prefer to quote 
regular prices on regular goods, because cut prices obtained by duress or under 
force of circumstances never accurately represent the actual condition of the 
market, which is the proper province of this publication.

ADVANCED DECLINED

P o rk C a lifo rn ia  S a rd ines
L a rd H a r t  R aspbe rries
Sm oked H am s C orn  F la kes

W y a n d o tte  C leaner
• V ea l

A M M O N IA

P arsons, 32 oz. ______ 3 35
P arsons. 10 oz. ______ 2 70
P arsons. 6 oz. ______ 1 80
L ittle  Bo Peep, m ed. 1 35
L ittle  Bo P eep, lge . 2 25 
Quaker, 32 oz. ______ 2 10

A P P L E  B U T T E R

Q uaker. 12-38 oz.. doz. 2 00 
M usselm an. 12-38 oz. 

doz. ________________  2 00

B A K IN G  P O W D E R 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 20
R oyal, 12 oz., d o z . ____3 78
Royal, 2% lbs.. doz.__ 13 7? 
Royal. 5 lbs., doz____  24 50

10 oz., 4 doz. in ea se  3 40
15 oz., 4 doz. in  case 5 20
25 oz^ 4 doz. in  ca se  8 80
50 oz.j 2 doz. in case  7 00
5 lb.. 1 doz. in  case  6 00

10 lb., % doz. in  ca se  5 75

B L E A C H E R  C L E A N S E R

Clorox, 16 oz., 24s __ 3 25
Clorox, 22 oz.. 1 2 s _2 25
Lizzie. 16 oz.. 1 2 s ___ 2 15

B L U IN G

Am. Ball, 36-1 oz.,cart. 1 00 
B oy B lue. 18s. per es. 1 35

B E A N S  and P E A S

100 lb. b ag
Chili B ea n s __________ 5 00
D ry L im a B ean s 100 lb. 6 25 
W h ite H ’d P . B ean s 2 50 
Split P eas , Yell., 60 lb. 3 95 
Split P eas, Gr’n 60 lb. 4 75 
Scotch  P eas, 100 lb. __ 6 40

B U R N E R S

Q ueen A nn, N o. 1 _ 1 15
Q ueen A nn. N o. 2 __ 1 25
W hite F lam e. N o. 1

and 2. d o z . ________ z 25

B O T T L E  C APS

Dbl. L acauor. 1 gross  
pkg., per g r o e s ______13

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

Corn F lak es, N o. 136 2 50 
Corn F lak es. N o. 124 2 50
Pep, N o. 224 _________ 2 00
Pep, N o. 250 _________ 1 00
K rum bles, N o. 4 1 2 ____1 35
B ran F lak es, N o. 624 1 80 
Bran F lak es, N o. 602 1 50
R ice  K risp ies, 6 oz. _ 2 26
R ice K risp ies. 1 o z ._1 10
A ll B ran , 16 o z . ____ 2 25
A ll B ran , 10 oz. ______2 70
A ll B ran , % oz. _____1 10
K affe H ag , 6 1-lb.

cans ______________  2 75
W hole W h ea t F la ., 24 1 90

Post Brands
G rapenut F lak es, 24s 1 90
G rap e-N u ts. 2 4 s ______3 80
G rap e-N u ts. 5 0 ---------- 1 40

kinstant P ostu m , N o. 8 5 40 
Instant P ostu m . N o. 10 4 50 
Postum  C ereal. N o. 0 2 25 
P o st T oasties , 36s — 2 50 
P ost T o a sties . 24s — 2 50
Post Bran, P B F  2 4 _2 85
Post B ran P B F  36 2 85

Am sterdam  Brands  
Gold B ond P ar., N o. 5% 7 60 
Prize, Parlor, N o . 6— 8 00 
W hite Sw an  Par., N o.6 8 50

BROOM S
Quaker, 5 s e w e d ____6 25
vVarehouse ---------------  5 75
Rose ---------------------------- 2 75
W inner, 5 S e w e d ------3 70
W hisk. N o. 3 --------------2 25

B R U S H E S
Scrub

Solid B ack , 8 i n . ------I 50
Solid  B ack . 1 i n . ------1 75
P oin ted  E n d s ------------ 1 25

Stove
S h a k e r ________________ 1 80
No. 5 0 _________________ 2 00
P e e r l e s s _______________ 2 60

Shoe
No. 4-0 ______________ 2 25
No. 2 - 0 ______________ 3 00

B U T T E R  C O LO R  
l a n d e l io n ____________ 2 85

C A N D L E S
Electric L igh t. 40 lbs. 12.1
Plumber, 40 lbs. ------- 12.8
Paraffine. 6s --------------14%
Paraffine, 1 2 s -------14%
W icking ---------- --------- 40
Tudor, 6s. per box — 30

m
C A N N E D  F R U IT S  

H a r t  Brand

Apples
N o. 1 0 ________________ 4 75

Blackberries
P ride o f M ic h ig a n ------2 56

Cherries
M ich, red, N o. 1 0 _____ 5 00
P ride o f M ich., N o. 2 2 60
M arcellus R ed -------- 2 10
Sp ecia l P ie  -----------------1 35
W hole W h ite  _________ 2 80

Gooseberries 
N o . 10 _____________

Pears
Pride o f M ich. No. 2% 2 25 

B lack Raspberries

N o. 2 _________________ 2 55
P ride of M ich. N o. 2_2 35

Red Raspberries
N o. 2 _________________ 3 00
No. 1 _________________ 1 40
M arcellus, N o. 2 ____ 2 35
P ride o f M ich. ______2 75

S traw berries
No. 2 ________________  3 00
8 o z . ____________________1 20
M arcellus. N o. 2 ____ 1 80

C A N N E D  F IS H  
Clam Ch’der, 10% oz. 1 35 
Clam Chowder. N o. 2_ 2 75 
Clam s. S team ed . N o. 1 2 75 
Clam s. M inced. N o. % 2 40 
F innan H addie. 10 oz. 3 30
Clam B ouillon . 7 oz__ 2 50
C hicken H add ie . N o. 1 2 75
Fish  F lak es, s m a l l_1 35
Cod F ish  Cake. 10 oz. 1 55
C ove O ysters, 5 o z ._1 35
L obster, N o. %. S tar 2 00
Shrim p, 1, w e t ______1 45
S ard’s, % Oil, K e y _4 25
Sardin es, % Oil, k ’le ss  3 35
Salm on, R ed A la sk a __1 90
Salm on, Med. A lask a  1 45 
Salm on. P ink , A lask a  1 20
Sard in es, Im . %, ea. 6 @16
Sard in es, Im .. %, ea . 25
Sardines, Cal. ________ 1 00
T una, % V an  Cam ps.

doz. ________________ 1 75
Tuna, %s. V an  Cam ps.

doz. __________________l  35
Tuna, Is, V an  Cam ps.

doz. _________________ 3 60
Tuna, %s. C hicken Sea, 

doz. _________________ 1 85

C A N N E D  M E A T  
B acon , Med. B eech n u t 1 71 
B acon , L ge. B eech n u t 2 43 
B eef, L ge. B eech n u t 3 51 
B eef, M ed. B eech n u t 2 07
B eef, N o. 1, C o r n e d _1 95
B eef, N o. 1, R o a s t_1 95
B eef. 2% oz.. Q ua., s li. 1 35 
B eef. 4 oz. Q ua., s li. 2 25 
B ee fs tea k  & O nions, s. 2 70
Chili Con Car., I s ____1 05
D eviled  H am . % s ____1 50
D eviled  H am . % s ____2 85
P o tted  B eef. 4 o z . ____1 10
P o tted  M eat, % L ibby 45 
P otted  M eat. % L ibby 75
P otted  M eat, % Q ua. 55 
P o tted  H am . Gen. % 1 45 
V ien n a Sau s. N o. % 1 00 
V ien n a  S au sage , Qua. 80 
V eal L oaf. M e d iu m _2 25

Baked Beans
Cam pbells, 48s ______ 2 30
V an Cam p. B ean  H ole,

36s ________________  3 75

C A N N E D  V E G E T A B L E S  
H a r t  Brand

Asparagus
N atural. No. 2 ________3 60
T ips & C uts, N q. 2 _2 25
T ips & C uts, 8 o z . __1 35

Baked Beans
1 lb. Sau ce, 36s, cs. __ 1 50
No. 2% S ize , D o z . __ 90
N o. 10 Sau ce ________  3 60

L im a  Beans
L ittle  Q uaker, N o. 10 10 50
B aby. N o. 2 __________ 1 70
P ride  o f M ich. N o. 2__1 60
M arcellus, No. 1 0 ___ 6 50

Red K idney Beans
No. 1 0 _______________  3 75
No. 2 _____„____________  85
8 o z . _________________  60

S tring  Beans
L ittle  D ot, N o. 2 _____2 26
L ittle  D ot. N o. 1 _____1 80
L ittle  Q uaker. No. 1_1 60
L ittle  Q uaker, N o. 2_2 00
Choice, Wrhole, No. 2__ 1 70
Cut, N o. 1 0 ___________ 9 00
Cut. No. 2 ___________ 1 60
P ride o f  M ic h ig a n _1 35
M arcellus Cut, N o. 10_ 6 50

W a x  Beans
L ittle  D ot, N o. 2 ____2 25
L ittle  D ot. N o. 1 ____1 80
L ittle  Q uaker, No. 1_1 45
C hoice, W hole, N o. 10 10 25
Choice. W hole, N o. 2 1 70 
Choice, W hole. N o. 1 1 35
Cut, N o. 1 0 __________ 9 00
Cut, No. 2 __________ 1 50
Pride o f M ich., N o. 2 1 26 
M arcellus Cut, N o. 10_ 6 50

Beets
E x tra  Sm all, N o. 2 __ 2 50
F a n cy  Sm all, N o. 2 _2 00
Prid e o f  M ich., N o. 2% 2 00
H a rt Cut, N o. 1 0 ____ 5 00
H art Cut, N o. 2 ______ 85
M arcel. W hole. N o. 2% 1 35 
H art D iced , N o. 2 ___  90

C arrots
D iced, N o. 2 __________  95
D iced , N o, 1 0 ________4 00

Corn
G olden B a n ., N o . 2__1 20
Golden B an ., N ò. 10 10 00
L ittle  Quaker. N o. 1_ 90
C ountry G en., N o. 2__1 20
Pride of M ich., N o. 1 80
M arcellus, N o . 2 _ _ _  96
F an cy  Croaby, N o . 2__1 15
W hole Grain. 6 B a n ­

tam , N o . 2 ___ ____ 1 46

Peas
L ittle  D ot, N o. 2 ____2 25
L ittle  Q uaker. N o. 10 11 25
L ittle  Q uaker, N o. 2_2 15
S ifted  E . June. N o. 10 9 50
S ifted  E . June. N o. 2__1 75
B elle  o f H art, N o. 2_1 75
Pride o f  M ich.. N o. 2_. 1 45 
M arcel., Sw . W . N o . 2 1 56 
M arcel.. E . Jun e. No. 2 1 35 
M arcel.. E . Ju .. N o. 10 7 50

Pum pkin
No. 10 _______________  4 75
No. 2% „ I ___________ 1 M

S auerkrau t
No. 10 ______________  4 00
N o. 2% _______________1 35
N o. 2 _________________1 05

Spinach
No. 2 % ______________ 2 25
No. 2 ________________ 1 80

Squash
B oston. N o. 3 ________ 1 35

Succotash
Golden B an tu m . N o. 2 2 10
H art. N o. 2 ____________1 80
P ride o f M ic h ig a n ___ 1 65
M arcellus, N o. 2 _____ 1 15

Tom atoes
N o. ID _______________ 5 26
N o. 2 % _______________ 1 SO
N o. 2 ________________  1 46
P ride o f M ich.. No. 2% 1 35
P ride o f M ich.. N o. 2_1 10

To m ato  Juice
H art, N o. 10 ________  4 75

C A TSU P
Sniders, 8 oz. ________ 1 20
Sniders, 14 o z . _______ 1 85

C H IL I  S A U C E
Sniders, 8 oz.  ______1 65
Sniders, 14 o z . ______2 25

O Y S T E R  C O C K T A IL  
Sniders, 11 o z . _______ 2 00

C H E E S E
R oquefort ____________ 55
W iscon sin  D a i s y _____14%
W iscon sin  T w i n ______13%
N ew  Y ork Ju n e  ________ 24
Sap Sago  _______________ 40
B r i c k _________________   15
M ichigan f l a t s  _________ 14
M ichigan D a i s i e s ______14
W iscon sin  L o n g h o r n __15
Im ported L e y d e n ______23
1 lb. L im b e r g e r _________ 18
Im ported S w iss  _________ 50
K raft P im en to  L o a f _21
K raft A m erican  L o a f _19
K raft B rick  L o a f ______19
K raft S w iss  L o a f ______22
K raft Old E n g. Loaf__ 32 
K raft, P im ento . % lb. 1 50 
K raft, A m erican , % lb. 1 50 
K raft. B rick . % lb. __ 1 50 
K raft. L im bur., % lb. 1 50

C H E W IN G  G U M
A dam s B lack  J a c k ____66
A dam s D e n t y n e _______ 65
B eem an ’s  P e p s in _______ 66
B eecn h u t P e p p e r m in t__66
D oublem int _____________ 66
Pepp erm int. W r ig le y s __66
Spearm int, W r ig le y s ___66
J u icy  F ru it _____________ 66
W rig ley ’s  P - K __________ 66
T eaberry _________________66

C H Q C O L A T E  
B aker. Prem ., 6 lb. % 2 50 
B aker, Pre.. 6 lb. 3 ox. 2 56

C L O T H E S  L IN E
R iverside, 50 f t . ____1 30
C upples C o r d ________ 1 85

C O F F E E  R O A S T E D  
Lee &  Cady

1 lb. Package
A rrow  B r a n d _________ 23
B oston  B r e a k f a s t___ 23
B rea k fa st C u p _________ 21
I m p e r ia l______________ 35
J. V. _________________  19
M a j e s t ic _______________ 29
M orton H o u s e _________ 33
N edrow  ______________  26
Q uaker ______________  29

M cLaugh lin ’s K ep t-F resh

Coffee E x trac ts
M. Y .. per 1 0 0 ---------  12
Frank’s  50 pkgs. — 4 25
H um m el’s  50. 1 lb. 10%

C O N D E N S E D  M IL K  
E agle , 2 ox., per case 4 60

E V A P O R A T E D  M IL K

P age . T a l l ___________ 2 56
P age . B ab y  --------------- 1 43
Q uaker, T all. 10% oz. 2'40  
Q uaker, B aby, 4 doz. 1 20 
Q uaker, Gallon, % dz. 2 40 
C arnation , T all, 4  doz. 2 50‘ 
C arnation . B aby, 4 dz. 1 25 
O atm an’s  D udee, T all 2 50 
O atm an’s  D ’dee. B ab y  1 25
P et. T a l l _____________ 2 50
P e t, B ab yt 4 d o z e n _1 25
B ord en’s  T all, 4 doz. 2 50 
B ord en’s  B aby, 4 doz. 1 25

O IG A R S
H em t. C h a m p io n s_ 38 50
W ebster C a d il la c ____ 75 00
W ebster G olden W ed. 75 00
W e b s te r e t t e s ________  38 50
C incos ______________  38 50
G arcia Grand B ab ies 38 50
B rad s tree  t s ________  38 50
L a P a len a  S e n a to rs . 75 00
O dins _______________  38 50
R  G D un B o q u e t_ 75 00
P er fec t G arcia  Subì. 95 00
B u d w is e r _____________ 19 50
D ry S litz  S t o g i e s _ 20 00
T an go  P a n t e l la s ____13 00
S k y l i n e s ______________ 19 50
H am pton A rm s J u n ’r 37 50
T rojan ______________  35 00
R ancho C o r o n o ______ 35 00
K en w ay  ____________  20 00

C O N F E C T k O N E R Y

S tick  Candy P ails  
P u re S u gar  Stick s-600c 3 90 
B ig  S tick , 28 lb. c a se  16 
H orehound S tick , 120s 75

M ixed Candy
K in d e r g a r t e n ________ 14
L ead er _______________ 09%
F ren ch  C ream s _______ 11%
P a r is  C r e a m s ________ 12
J u p i t e r _______________ 09
F a n cy  M ixture ______14

Fancy Chocolate
5 lb. boxes  

B itter sw ee ts , A ss ’ted  1 25
N ibb le  S tick s  _____  1 35
C hocolate N u t R olls  _ 1 50
L ady V ernon _________ 1 15
Golden K lo n d ik e s ____1 05

Gum Drops C ases
J e lly  S trin gs  ________ 14
T ip T op  J e llie s  ______ 09%
O range S lices  ________ 09%

Lozenges P ails
A. A . Pep. L o z e n g e s __13
A. A. P in k  L o z e n g e s_13
A. A. Choc. L o z e n g e s_13
M otto H e a r t s ___________ i f
M alted M ilk L o zen g es_19

H ard  Goods P ails
L em on D r o p s _____1____12
O. F . H orehound drops 12
A nise  Sq uares ______,r 13
P ea n u t S q u a r e s _______ l j

Cough Drops Bxs.
Sm ith  B r o s . __________ 1 45
L uden’s  ________ - . 1  45
V ick ’s, 4 0 / l O c _______2 40

Specialties
Ita lian  B on  Bona ______16
B an q u et C ream  M in ts_17
H an d y  Packages, 12-10c 80

C O U P O N  BOOKS  
50 E con om ic grad e  2 50 

10O E con om ic grad e  4 50 
500 E con om ic grad e  20 00 

1000 E con om ic  grad e  37 50 
W here 1,000 books are  

ordered a t  a  tim e, sp e c ia l­
ly  printed  fron t cover  is 
fu rn ish ed  w ith o u t charge.

C R E A M  O F  T A R T A R  
6 lbl b o x e s ____________ 4f

D R IE D  F R U IT S

Apples
N. Y. F cy „  50 lb. box 13 
N . Y. F ey ., 14 oz. pkg. IS

A pricots
E vaporated . C h o ic e _10%
E vaporated . E x . Cholos 11
F an cy  :_____________;___12%
E x. F a n cy  M oorpack 15%

C itron
10 lb. b o x _____________ 24
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C urrants

P ackages, 11 o z . ______11%

Datas
Im perial, 12s, p itted — 1 35 
Im perial. 12s, R egular 1 15

Peaches
Drap.. Chooe _______  M
Fancy -----------------  10%

Peel
Lem on, A m erican  _____24
O range, A m erican _____24

Raisins
Seeded, b u l k ___________ 6%
T h om p son’s  s ’d less blk. 6% 
T hom p son’s  seed less,

15 oz. ______________  7%
Seeded. 15 oz. ________ 7%

C alifo rn ia  Prunes  
90@100, 25 lb. b o x e s ..  @05
80@90, 25 lb. b oxes_@05%
70@80, 25 lb. b oxes—@06
60@50, 25 lb. b oxes_@00%
50@ 60, 25 lb . b o x e s ..@07 
40@ 50, 25 lb. b o x es—@07%
30@40. 25 lb. boxes:_@08%
3O@30t 25 lb. b o x es_@12
18@24, 25 lb. b oxes—@14%

H om iny
Pearl. 100 lb. s a c k s _3 50

B ulk  Goods
E lbow  M acaroni, 20 lb. 4% 
E g g  N oodle. 10 lbs. 12

Pearl B arley
0000 ___________________ 7 00
B a rley  G rits _________ 5 00
C h ester _______________ 3 50

Sage
Elast In d ia  ____________10

Tapioca
Pearl. 100 lb. sa ck s  — 7% 
M inute. 8 oz., 3 doz. 4 05 
D rom edary In sta n t — 3 50

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

A ssorted  flavors.

M argarine

I. V A N  W E S T E N B R U G G E  
Food D is tribu to r

C ream -N ut. 1 l b . ______9
Peoola, 1 lb. __________ 8

W ilson &  Co.’s Brands  
Oleo

N u t ___________________  08
Special R o l l ____________  11

M A T C H E S
D iam ond, N o. 5, 144 6 15 
S earch light, 144 box 6 15
Sw an, 144 ____________ 5 20
Diam ond, N o. 0 ______4 90

S afety  Matches  
R ed Top, 5 gro ss  c a se  4 75 
S ign al L ight, 5 gro. cs 4 40

M U L L E R ’S P R O D U C TS
M acaroni, 9 o z . ______2 00
S p agh etti, 9 o z . .______2 00
E lbow  M acaroni, 9 oz. 2 00 
E g g  N oodles, 6 oz. __ 2 00 
E g g  V erm icelli, 6 oz. 2 00 
E g g  A lphabets. 6 oz.__ 2 00

N U T S — W hole
A lm onds, P e e r l e s s ___ 15%
B razil, l a r g e __________ 12%
F a n cy  M ixed _________ 11%
F ilberts, N a p l e s _______ i s
P ean u ts , V ir. R oasted  6%
P ean u ts, J u m b o _____7%c
P ecan s. 3, s t a r _________ 25
P eca n s. J u m b o _________ 40
P ecan s, M a m m o th ____ 50
W alnu ts, Cal. ____ 13@21
H ickory _________________ 07

Salted Peanuts
F an cy , N o. 1 __________  7
24 1 lb. Cellop’e  case  1 80

Shelled
A lm onds ______________  39
P ean u ts , Spanish

126 lb. b a g s _________ 5%
F ilb erts  _________________ 32
P ecans S a l t e d __________ 45
W alnut C alifornia  ____ 42

P L A Y IN G  C A R D S  
B a ttle  A xe , per doz. 2 65
B icycle , per d o z . ____4 70
Torpedo, per d o z . ___ 2 50

P O T A S H
B a b b itt’s , 2 doz. ___  2 76

F R E S H  M E A T S

Beef
Top S teers & H e i f . _____11
Good S teers  & H e i f ._09
Med. S teers & H e i f . _08
Com. S teers  & H e i f ._07

Veal
T op ____________________ 09
Good ___________________  08
M edium  _______________  07

Lam b
Spring L a m b ___________ 13
Good ___________________  13
M e d iu m __________________08
P o o r _____________________ 05

M utton
Good ------------------------- 04%
M edium  ______________ 03
P o o r _________________ 02

P ork
Loin, m ed. ____________ 16
B u tts  _________________ 11
S h o u ld e r s_:____ :______10
Spareribs _____________ 07
N eck  b o n e s ___________ 04
T r im m in g s ____________ 07

P R O V IS IO N S  
Barreled Pork

Clear B a c k __  16 00@18 00
Short C ut C le a r ____15 00

D ry  S a lt M eats  
D  S B ellies  18-29@ 18-10-6

Lard
P u re in  tierces  ______ 6%
60 lb. t u b s ____ad van ce  %
50 lb. t u b s ____ad van ce  %
20 lb. p a i l s ____ad van ce  %
10 lb. p a i l s ____advan ce %
5 lb. p a i l s ____ad van ce  1
3 lb. .p a i l s ____ad van ce  1

Com pound t i e r c e s ____6
Com pound, t u b s ______6%

Sausages
B o lo g n a _________________ 10
L iver ___________________ 13
F ran k fort _______________ 12
P ork  ____________________ 15
T ongue, Jellied  —_______21
H ead ch eese  _____________ 13

F L O U R
V . C . M illin g  Co. Brands
L ily W h ite  __________5 IO
H a rv est Q u e e n ______5 20
T es  M a’am  Graham .

50s _________________  1 40

Lee &  Cady Brands
H om e B a k e r ________
Cream W h eat ______

F R U IT  C A N S  
Presto Mason 

F. O. a .  Grand R apids
H a lf  pint ____________  7 15
One p in t _____________ 7 40
One q u a r t ______________ 8 65
H a lf gallon  __________ 11 55

F R U IT  C A N  R U B B E R S
P resto  Red Lip, 2 gro.

carton  _______________  70
P resto  W h ite  Lip. 2 

gro. carton  __________ T6

G E L A T IN E
Jell-o . 3 d o z . __  _____ 2 55
M inute. 3 d o z .__ 1_____ 4 (L
P lym outh , W hite _____1 55
Q uaker. 3 doz. _____ 1 75

J E L L Y  A N D  P R E S E R V E S
Pure. 30 lb. p a i i s ___ 2 00
Im itation , 30 lb. paiis 1 ou 
Pure, 6 oz.. A sst., d o z . 9o 
P u re P res., 16 oz.. dz 1 85

M IN C E  M E A T
N on e Su ch . 4 d o z . ___6 20
Q uaker, 3 doz. c a s e _2 65
To H o. K egs, w et. lb. 16%

O L IV E S
7 oz. Jar, P la in , doz. 1 05 
16 oz. Jar. P la in , doz. 1 95 
Q uart Jars, P la in , doz. 3 25
5 Gal. K egs, e a c h ____6 50
3 oz. Jar, Stuff., doz. 1 15
8 oz. Jar. Stuffed, doz. 2 25 
10 oz. Jar. Stuff., doz. 2 65 
1 Gal. Ju gs, Stuff., dz. 2 40

P A R IS  G R E E N
% S  ---------------------------------- 34
I s ________________________32
2s and 5s _______________ 30

P IC K L E S  
M edium  Sour

5 gallon, 400 count — 4 75

Sweet Sm all
5 G allon. 600 _________ 7 25

D ill Pickles
Gal., 40 to  T in, d o z ._7 60
32 oz. G lass P ic k le d ..  2 CO 
32 oz. G lass T hrow n — 1 45

D ill Pickles B ulk
5 Gal.. 200 ____ . _ 3 65

16 Gal.. 650 ____ _____ 11 25
45 Gal.. 1300 ___ _____ 30 00

Smoked M eats  
H am s, Cer. 14-16 lb. 12 
H am s. C ert.. Skinned

16-18 lb. ________  @11
H am . dried beef

K nu ck les ________ @23
C alifornia H a m s ____@09
P icn ic  B oiled  H a m s @16
B oiled H a m s ________ @18
M inced H a m s ______@12
B acon  4/6 C e r t . ____@13

Beef
B on eless, r u m p ___ @19 00

L ive r
B ee f ___________________  10
C alf ____________________  35
P o r k _____________________ 05

R IC E
F a n cy  B lu e  R o s e __3 50
Fan cy H e a d __________ 4 75

R USK S
P o stm a  B iscu it Co.

18 rolls, per c a s e ___ 1 80
12 rolls, per c a s e ____1 20
18 cartons, per c a se — 2 15 
12 cartons, per c a se — 1 45

S A L E R A T U S
Arm and  H am m er 24s 1 50

S A L  SODA
G ranulated. 60 lbs. cs. 1 35 
G ranulated. 18-2% lb. 

p ack ages ___________ 1 10

J E L L Y  G LA SSES
% P in t T all, per doz. 38 P IP E S
% P in t Squat, per doz. 38 Hob, 3 doz. in  bx. 1 00@1 20

C OD F IS H
P eerless, 1 lb. b oxes 18 
Old K en t. 1 lb. P u re  25

H E R R IN G  
Holland H erring

M ixed, K egs __________  68
M ixed, half b b l s . ______
M ixed, bbls. ___________
M ilkers, K e g s __________
M ilkers, h a lf b b l s . _____
M ilkers, bbls. __________

Lake  H erring
% Bbl., 100 lbs. ______

M ackerel
Tubs, 60 Count, fy . fa t  6 00 
P ails. 10 lb. F a n cy  fa t  1 50

W h ite  Fish
Med. F an cy . 100 lb. 13 00
M ilkers, b b l s . ______i s  50
K K  K  K  N o r w a y _19 50
8 lb. p a i l s ______________1 40
Cut L u n c h _____________1 50
B oned, 10 lb. b o x e s _ 16

2 in  1, P a ste , d o z . ___l
E. Z. C om bination , dz. 1
D ri-F oot. d o z . _______2
B ixb ys, d o z .__________ 1
Sitinola, d o z . _____

30
30
00
30
90

S T O V E  P O L IS H
B lackne. per d o z . ____1 30
B lack  S ilk  L iquid, dz. 1 30 
B lack  S ilk  P a ste , doz. 1 25 
E nam elin e P a ste , doz. 1 30 
E n am elin e L iquid, dz. 1 30 
E. Z. L iquid, per doz. 1 30
Radium , per d o z . ____1 30
R isin g  Sun, per doz. l  30 
654 S tove  E nam el, dz. 2 80 
V ulcanol. N o. 10. doz. 1 30 
S tovoil, per d o z . _____3 00

F . O. B. Grand R apids
Colonial, 24, 2 lb. _ «
Colonial, 36-1% ~ 1 *
Colonial, Iodized. 24-2 1 5 
Med. No. 1 B bls. _ 2 S
Med. N o. 1, 100 lb. bk. 1 C 
F arm er Spec., 70 lb. 1 ( 
P ack ers M eat. 50 lb. ( 
Cream  R ock for  ice  

cream . 100 lb., each  I 
B u tter  Salt, 280 lb. bbl. 4 (
B lock, 50 l b . ________  4
B aker Salt. 280 lb. bbl”. 3 i
6, 10 lb., per b a l e __  i
20, 3 lb., per b a l e ___ 1 (
28 lb. bags. T a b le ____ i

F ree  R u n ’g , 32. 26 oz. 2 40
F iv e  case  lo ts  *_______2 30
Iodized. 32. 26 o z . _2 40
F iv e  case  lo ts  _______2 30

B O R A X
T w e n ty  M ule Team  

24. 1 lb. p ack ages — 3 35
48, 10 oz. p a c k a g e s_4 40
96, % lb. p a c k a g e s_4 00

W A S H IN G  P O W D E R S
Bon A m i Pd., 18s, box 1 90
Bon A m i Cake. 18s_1 65
Brillo ________________  85
C lim aline. 4 d o z . ____3 60
G randm a, 100. 5 c ____3 50
G randm a, 24 L a r g e _3 50
Snow boy, 12 L arge — 2 55 
Gold D u st, 12 L arge 2 05
Golden Rod, 2 4 _______4 25
L a Fraoe L atin., 4 dm. S <5 
Old D utch  C lean., 4 dz. 3 40
O ctagon. 96s __________ 3 90
R inso. 4 0 s _____________ 3 20
R inso. 2 4 s _____________ 5 25
S p otless  C leanser. 48.

20 oz. ______________  3 85
Sani F lush . 1 d o z ._2 25
Sapolio, 3 d o z . ________ 3 15
Soapine, 100. 12 o z . _6 40
Speedee, 3 doz. _______7 20
Sunbrite. 5 0 s __________ 2 10
W yandot. Cleaner, 24s 1 85

SOAP
Am . F am ily , 100 box 5 60
C rystal W hite, 1 0 0 ____3 50
F .B ., 60s _____________ 2 00
F els  N apth a, 100 box 5 00 
F lake W hite, 10 box 2 85 
G rdm a W hite  N a. 10s 3 50
Jap  R ose. 100 b o x ___ 7 40
F airy . 100 box _______4 00
P alm  Olive, 144 box 8 25
I .ava. 50 b o x _________ 2 25
Pum m o, 100 b o x ______4 85
S w eetheart. 100 b o x _5 70
Grandpa Tar. 50 sm . 2 10 
Grandpa Tar. 50 Ige. 3 50 
T rilby Soap. 50. 10c 3 15
W iliam s Barber Bar. 9s 50 
W illiam s M ug. per doz. 48
Lux T oilet. 50 ______ 3 15

S P IC E S  
W hole Spices

A llsp ice. J a m a ic a ___ @24
C loves. Z a n z ib a r ___ @36
C assia . C a n t o n _____ @24
C assia, 5c pkg., doz. @40
G inger, A f r ic a ________ @19
M ixed. No. 1 ________ @30
M ixed, 10c pk gs., doz. @65
N u tm egs. 70® 9 0 _____@50
N utm egs, 1 0 5 -1 1 0 ____@48
Pepper, B la c k ________@23

T E A

Japan
M e d iu m _________________ 17
C h o ic e _______ T______21@29
F an cy  _____________  35@38
No. 1 N ibb s ____________ 32

Gunpowder
C hoice _________________  40
F an cy  ________________ _ 47

Ceylon
Pekoe, m e d iu m ________ 41

English B reakfast
Congou, m e d iu m _____  28
Congou. C h o ic e ___35@36
Congou. F a n c y ___ 42@43

Oolong
M edium  _______________  39
Choice ___________. __45
F a n c y ------------------- ~~~ 50

T W IN E
Cotton. 3 ply c o n e ____25
Cotton, 3 ply B a l l s ____27

Pure Ground in Bulk
A ilspice, J a m a ic a ____@16
Cloves, Z anzibar ____ @27
C assia  C anton ______ @21
Ginger, Corkin ______ @18
M ustard _____________  @19
M ace P e n a n g _________ @65
Pepper, B l a c k _________ @19
N u tm tg s  --------------------  @23
Pepoer, W hite ______ @23
Pepper, C ayenne ____ @25
Paprika, Span ish  _ __ @30

Seasoning
Chili Pow der. 1% oz. 65
C elery Salt. 1% oz. __ SO
Sage. 2 oz. __________  80
Onion S a l t ____________ 1 3b
G arlic _________________ 1 35
P on elty , 3% o z . ____ 3 25
K itchen B o u q u e t___  4 25
Laurel L e a v e s _______ 20
M arjoram , 1 o z . ______ 90
Savory, 1 oz. ________  65
T hym e. 1 o z . _________  90
Tum erci. 1% o z . _____ 65

„.Ç* O. Grand R apid s  
Cider, 40 G r a i n _______ 16

40 *rain_2u
W hite W ine, 80 G rain 25

W iC K IN G
N o. 9. per g r o s s ____  80
N o. 1. per g r o s s _______ I zt>
N o. 2. per g r o s s _______1 50
No. 3. per g r o s s _______2 30
P eer less  P o lls, per doz. au 
R ochester . N o. 2, doz. &o
R ochester. N o. 3. doz. 2 00
Kayo, per d o z . __  75

W O O D E N W A R E
Baskets

B ushels. W ide Band.
wood h a n d le s ______2 00

M arket, drop han dle_ 9C
M arket, s in g le  han dle 95
M arket, e x t r a _________ 1 go
Splint, l a r g e ________ I  8 60
Splint, m edium  _______ 7 50
Splint, sp’’0 '' g 50

S TA R C H
Corn

K ingsford, 24 l b s . ____2 30
Pow d., bags, per 100 2 65 
Argo, 24. 1 lb. pkgs. 1 52 
Cream . 2 4 - 1 ___________ 2 20

Gloss
Argo, 24. 1 lb. pkgs. 1 52 
Argo, 12, 3 lb. pkgs. 2 17
Argo, 8, 5 lb. pk gs._2 46
S ilver G loss, 48. I s  __ 11%
E lastic , 32 p k g s . _____2 55
T iger, 48-1 __________
T iger. 50 lbs. ________2 75

S Y R U P
Corn

B lue K aro, N o. 1 % _2 36
B lue K aro, No. 5, 1 dz. 2 99
B lue K aro, N o. 1 0 _2 99
Red Karo, N o. 1% __ 2 57 
Red K aro. N o. 5, 1 dz. 3 44 
Red K aro, N o. 1 0 ____3 29

Im it . M aple F lavor  
O range, No. 1%, 2 dzz. 2 93 
O range, N o. 5, 1 doz. 4 13

Maple and Cane
K anuck, per g a l . ____1 50
Kanuck, 5 gal. c a n  5 50

Grape Juice
W elch. 12 q u art case  4 40
W elch, 12 p in t ca se_2 25
W elch , 36-4 oz. ca se_2 30

Churna
Barrel. 5 ga l., e a c h _2 40
Barrel. 10 ga l., ea ch — 2 55 
J to  6 ga l., per g a l ._ 16

Pails
10 qt. G a lv a n iz e d ___ 2 60
12 qt. G a lv a n iz e d ___ 2 85
14 qt. G a lv a n z e d ____3 io
12 qt. F larin g  Gal. Jr. 5 00 
10 qt. T in D a i r y ____4 00

Traps
M ouse, W ood, 4 h o le s .  60 
M ouse, wood. 6 h o le s . 70 
M ouse, tin . 5 h o les  __ 65
R at, w o o d ____________ 1 ul
Rat. spring ------------“  1 00
M ouse, s p r in g ________ 20

Tubs
L arge G a lv a n iz e d ____8 75
M edium  G alvan ized  __ 7 75 
Sm all G a lv a n iz e d ____è 75

W ashboards
B anner. G lo b e _________ 5 50
B rass, s i n g l e _________ 6 25
G lass, s i n g l e _________ 6 00
D ouble P e e r le s s ______8 50
Sin gle  P eer less  ______ 7 50
N orthern Q u e e n ______5 50
U n iv e r s a l______________ 7 25

Wood Bowls
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

C O O K IN G  O IL  
Mazola

P in ts. 2 d o z . __________ 4 60
Q uarts, 1 doz, ________ 4 30
H alf G allons, 1 doz. 7 75
G allons, each  _________ 1 25
5 Gallon cans, e a c h _3 35

T A B L E  SA UC ES
L ee & P errin, large_5 75
L ee & Perrin, sm a ll_3 35
Pepp er ________________ 1 60
R oyal M int ___________ 2 40
To basco, sm all _______ 3 75
Sho Yon, 9 oz.. doz. 2 00
A -l,  l a r g e _____________ 4 75
A - l  sm all _____________ 2 85
Caper. 2 oz. —.------------- 3 30

W R A P P IN G  P A P E R
Fibre. M anila, w h ite__05
No. 1 F ibre __________06%
B u tch ers D  F ________ 06%
K r a f t ___________ - 04
K raft Strip e _________ 09%

Y E A S T  C A K E
M agic. 3 doz. _________ 2 70
Sunlight. 3 d o z . ______2 70
Sunlight, 1% d o z . ____1 35
Y east Foam , 3 doz. __ 2 70 
T east Foam . 1% doz. 1 35

Y E A S T — C O M P R E S S E D  
F leischm an n, per doz. 30 
Red Star, per doz. 20
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SHOE MARKET
M ic h ig a n  R e ta il Shoe D ea le rs  A sso c ia tio n . 

P re sid en t—Elw yn Pond, F lin t. 
V ice-P resid en t—J. E. W ilson, D etro it. 
S ecre ta ry —Joe H . B urton , Lansing. 
A sst. Sec’y -T reas .—O. R. Jenk ins. 
A ssociation  B usiness Office, 907 T ra n s ­

po rta tio n  Bldg., D etro it.

What Must Precede Real Recovery?
Saturday was significant in the fact 

that it was “Inauguration Day.” We 
saw a peaceful overturn of govern­
ment and a new organization step in­
to responsibility. Millions of people 
feel that by this change early better­
ment will come. It is a great thing 
to have a nation of people so hopeful.

A tremendous burden is being 
placed on the new administration. 
Some economic solutions may come 
in 1933 but in the early days, when 
the President alone is carrying on. 
may we hope for one thing—may we 
have a moral awakening in America. 
We are all heartsick at the spectacle 
of the dishonesty in the banking and 
business world—the cunning and 
evasion in high places staggers the 
imagination. What an immoral mess 
we were all in in the past eight years. 
If the President, by his action, can 
give us a leadership towards honesty 
between man and man, he will ac­
complish a lot towards eventual bet­
terment.

An early Congress will step into 
action. Government has enormous 
power to help the economic situation, 
just as it has tremendous power to 
harm it. It is usually the case for a 
new administration to reverse pre­
vious economic legislation. It may 
make reverse mistakes in correcting 
previous errors.

All politicians and most people 
credulously believe that government 
can help us out of our economic diffi­
culties. The most that government 
can do is to abstain from interfering 
with real economic recovery.

If we can get back to the funda­
mentals of simple, honest business, we 
can correct the errors of the past 
cycle. The temper of the people is to 
punish, with a strong hand, the dis­
honest forces that aggravated the 
hardships of the depression.

Here we stand, on the opening day 
of a new government, with not one 
man in a thousand who has escaped 
the devastating effects of the tumbling 
events that have brought us to this 
low spot. One-quarter of all who 
were gainfully employed are now idle. 
Still more are working only part 
time. Most wages have been cut be­
low the standard of living, to the 
point of mere sustenance. There have 
been failures of banks, businesses and 
individuals, but all is not lost. We 
can rebuild again and build better, 
'but it must be on a moral base where 
honesty of purpose is the cornerstone 
of progress.

We must not expect too much from 
our government. Remember, that in 
the past government played an in­
consequential and almost negative 
part in the machinery of lifting indus­
try out of the depression..

The cost of government, in previous 
depressions, was not a major adverse 
factor. Just at present, not only is 
the Federal Government facing the 
difficulties of balancing its budget.

but it must, at the same time, not ma­
terially increase Federal taxation. But 
because we ask the government to cor­
rect the economic situation, we must 
expect increased taxes and no balanc­
ing of the budget.

Many major blunders have been 
made by government in the last four 
years and these blunders must be cor­
rected before economic health can be 
restored. Some of the remedies have 
been opiates administered to reduce the 
suffering and pain of banks and busi­
ness. But the morphine of money has 
done little to cure the major ill.

The patient must get well by him­
self. The majority of commercial busi­
nesses have cleaned their systems, so 
that they can, without interference, 
come back to a healthy condition. 
Clean, honest businesses can live and 
grow and progress if they are not 
stifled by dishonest practice and sub­
standard policies of competitors who 
still believe that cunning pays.

Let us hope that this betterment of 
feeling as a new administration comes 
into office is not a short-lived wave of 
optimism, to be followed by a bewilder­
ed disappointment if conditions con­
tinue to get worse.

True progress can only come 
through restoration of honesty in 
goods and service by the individual, by 
the business and by the industry.

Government can. help, but it must 
not be asked to do the entire job of re­
construction.

Let us all hope and work for a better 
America.—Boot and Shoe Recorder.

Admiral Rainier Discovered.
San Francisco, Feb. 18—In my 

sketch of Seattle, which ran in the 
Tradesman of Nov. 23, 1932, I entered 
pointed protest against the name 
Mount Rainier, indicating why I felt 
that noble mountain should bear the 
local, indigenous, Indian, name Tak- 
homa—modified to-day to Tacoma. I 
also said I could find no trace of 
Rainier, which was further reason for 
objecting to that French name for an 
outstanding American mountain.

Now my good and long-time friend, 
Henry Carstens, who lives in Seattle, 
gives me the dope thus:

“Mt. Rainier was named after a 
British admiral, superior officer to 
Capt. Vancouver, I believe. It is, as 
you surmise, an old Norman name. 
Vancouver named this whole country 
after his friends in the admiralty and 
navy.”

Which story, it seems to me, fur­
nishes additional reason for reversion 
to our own American, indigenous, 
beautifully musical Indian name, Ta­
coma. Paul Findlay.

White Caps To Be Popular.
A good volume of business is ex­

pected during the coming Summer on 
low-price white duck caps for men, 
which enjoyed a vogue last year. 
While actual buying of goods is not ex­
pected until May, retailers are now 
making preparations to place fair-sized 
orders. A cheaper range to retail at 
IS cents has been brought out and the 
largest volume of business is expected 
on this and the twenty-five-cent brack­
et. Styles ranging in price up to $1 
will also be offered. Instead of being 
confined to street peddlers mostly, as 
was the case most of last year, the caps 
will receive additional distribution 
through retail stores on a larger scale.

The little man can’t see far.

Proceedings of the Grand Rapids 
Bankruptcy Court.

(C ontinued from  page 10)
In the m a tte r  of John  Rizzo, B an k ru p t 

Xo. 5145. The first m eeting  of cred ito rs 
has been called fo r M arch 16.

In the m a tte r  of Jo h n  B etten , B a n k ­
ru p t Xo. 5113. The first m eeting  of 
cred ito rs  has been called for M arch 16.

In  th e  m a tte r  of O tsego W axed P ap e r 
Co., B a n k ru p t Xo. 5146. T he firs t m e e t­
ing of c red ito rs has been called for 
M arch 16.

In the  m a tte r  of X ational Oil Service 
Co., B an k ru p t Xo. 4876, final m eeting  of 
cred ito rs w as held Dec. 29. T ru stee  p re s­
en t and  rep resen ted  by Corwin & D avid­
son, a tto rn ey s. S ta te  C ourt receiver re p ­
resen ted  by Seth R. Bidwell, a tto rn ey . 
B an k ru p t p resen t by D avid R. E ason  and 
rep resen ted  by Amos F . Paley, a tto rn ey . 
C ertain  cred ito rs p resen t in person. 
T ru s te e ’s final rep o rt and  account a p ­
proved and  allowed. Bills of a tto rn e y s  
approved and  allowed. O rder m ade for 
paym en t of. ad m in istra tio n  expenses and 
u rs t and  final dividend to cred ito rs of 
.3 per cent. Xo objection  to  b a n k ru p t’s 
d ischarge. M eeting ad journed  w ithou t 
da te  and  files will be re tu rn ed  to D is­
t r ic t  C ourt.

In  the  m a tte r  of H a rry  C. H im elstein, 
doing business a s  M ichigan F u rn itu re  
Co., B a n k ru p t Xo. 4768, final m eeting  of 
cred ito rs w as held Feb. 3. T ru stee  p re s­
en t and rep resen ted  by C harles H . K av a­
nagh, a tto rn ey . C red ito rs  rep resen ted  
by  G rand R apids C red it M en’s A ssocia­
tion. T ru s te e 's  final rep o rt and  account 
approved and allowed. Bill of a tto rn ey  
for b an k ru p t reduced and  allowed. Bills 
of a tto rn ey  fo r  p etition ing  cred ito rs and 
io r  tru s te e  approved an d  allowed. B a l­
ance accoun ts receivable an d  sh a res  of 
stock  sold a t  auction . O rder m ade for 
paym ent of a d m in istra tio n  expense and 
first an d  final d ividend on prefe rred  labor 
claim s of 30 per cen t.; no dividend for 
general cred ito rs. C erta in  cred ito rs op­
posing b an k ru p t’s d ischarge. M eeting 
ad journed  w ith o u t d a te  and  files will be 
re tu rn ed  to  D is tr ic t Court.

M arch 1. W e have to -day  received the 
schedules, refe rence and ad jud ica tion  in 
the  m a tte r  of F red  G. Miller, B an k ru p t 
Xo. 5150. The b ankrup t, is a  residen t of 
K alam azoo, and  h is occupation is th a t  of 
a  m erchandise m anager. The schedule 
show s a sse ts  of $500 of w hich the full 
am o u n t is  claim ed a s exem pt, w ith  lia ­
bilities of $1,238.58. T he cou rt h as w r it­
ten  for funds and  upon receip t of sam e 
th e  first m eeting  of c red ito rs will be 
called and  note of sam e m ade herein.

M arch 1. W e hav e  to -d ay  received the 
schedules, reference an d  ad jud ica tion  in 
the  m a tte r  of Deo E. Conklin, indiv idu­
ally  and  doing business a s  Golden S ta r 
Record Co., B a n k ru p t No. 5151. The 
b an k ru p t is  a  resid en t of G rand  Rapids, 
an d  his occupation  is th a t  of a  salesm an. 
The schedule show s a sse ts  of $2,112.11 of 
wiiich $1,150 is claim ed a s exem pt, w ith 
liab ilities of $3,375.18. T he court h a s  
w ritten  fo r funds .and upon receip t of 
sam e the first m eeting  of cred ito rs will 
be called and note of sam e m ade herein.

M arch 1. On th is  day  ad jou rned  first 
m eeting  of cred ito rs in th e  m a tte r  of 
B ax te r L aundries , Inc., B an k ru p t Xo. 
509(7, w as held* T ru s tee  p resen t by 
W arner, X orcross & Judd, a tto rneys. 
B an k ru p t rep resen ted  by K nappen, Uhl, 
B ry an t & Snow, a tto rn ey s. P e tition ing  
cred ito rs rep resen ted  by Seth R. Bidwell, 
a tto rn ey . P e titio n s  of tru s te e  for release 
of funds deposited in ou t of tow n banks 
considered and  o rd er m ade d irecting  
th e ir  release. F inal rep o rt of H eber W. 
C urtis, receiver, considered and  allowed. 
Bills of a tto rn ey s  considered  and  order 
en tered  d irec ting  th e ir  paym ent, as well 
a s  fees of receiver. M eeting ad journed  
to A pril 3.

M arch 2. On th is  day  first m eeting  
of cred ito rs in the  m a tte r  of Johnson 
Candy Co., a  co p artn ersh ip  composed of 
E lm er E. Johnson and E in a r  H. Jo h n ­
son, B an k ru p t Xo. 5141, w as held. Both 
p a r tn e rs  p resen t in person and  rep re ­
sen ted  by Dilley & Diley, a tto rneys. 
Claim s proved and  allowed. E lm er E. 
Johnson  and  E in a r  H. Johnson sw orn 
an  dexam ined w ithou t repo rter. F red  G. 
T im m er, G rand Rapids, tru s te e ; bond 
$100. M eeting ad journed  w ithou t date .

M arch 3. On th is  day first m eeting  of 
c red ito rs  in the  m a tte r  of V ance F. B a r ­
ber, individually  and a s  the  surviv ing 
co p artn er in the  co p artn ersh ip  of B arber 
M otor Sales and  B arber Bros., B an k ru p t 
Xo. 5132, w as held. T he b an k ru p t w as 
p resen t in person and  rep resen ted  by 
K im  Sigler, a tto rn ey . C erta in  cred ito rs 
p resen t in person. Claim s filed. B a n k ­
ru p t sw orn  and  exam ined before repo rter. 
F red  G. T im m er, G rand Rapids, tru s tee ; 
bond $500. M eeting ad jou rned  w ithou t 
date .

M arch 6. W e have to -d ay  received the  
schedules refe rence and ad jud ica tion  in 
the  m a tte r  of Roy J. Shafer, B a n k ru p t 
Xo. 5153. The b an k ru p t is a  resid en t of 
G rand R apids, and his occupation is  th a t  
of a  c ity  firem an. The schedule show s 
asse ts  of $150 w ith liab ilities of $4,033.43. 
The court h as w ritte n  for funds and  u p ­
on receip t of sam e the  first m eeting  of 
c red ito rs will be called an d  note of 
sam e m ade herein.

INTELLIGENT INSURANCE SERVICE
and

REAL INSURANCE SAVING
O rig inally  

For Shoe Retailers 
now

For Merchants in All Lines

T h e  sam e saving  and  the  sam e service to  all

W e confine ou r opera tions to  M ichigan
W e select our risks carefu lly
A ll profits belong  to  th e  policyholder

M ichigan  Shoe D ealers
MUTUAL FIRE INSURANCE CO.

LANSING, MICHIGAN

Mutual Building Phone 20741
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IN THE REALM OF RASCALITY.

Questionable Schemes Which Are 
Under Suspicion.

A store advertised 9x12 rugs at 
$67.50 claiming “worth $100.” The 
Bureau found that this was a standard 
Karagheusian rug which was in stock 
at other stores priced at $65.50 and at 
$66. It was further learned that these 
rugs even months ago had not sold for 
more than $89.50 and that $100 was the 
usual retail price of a better grade 
rug sold by the same manufacturer. 
The general manager of the store as­
sured the Bureau that action would be 
taken to prevent any repetition.

A department store basement recent­
ly featured men’s shirts in a sale at 
44 cents. The shirts were described 
as being from the stock of “A famous
shirt-maker -------- Makers of fine
shirts for many years.” However, in­
vestigation showed that the so-called 
“mills” which were the source of these 
shirts were not manufacturers, and 
had been the subject of a cease and 
desist order by the Federal Trade 
Commission in March, 1930, because 
of misleading advertising of “factory 
to wearer prices” and alleged unfair 
treatment of customers in selling shirts 
through door-to-door agents. The re­
cent sale advertising of the local store 
quoted the “list prices” of the mis­
named “mills” and these prices, even 
in former years when the shirts were 
new, were not representative of actual 
retail store prices in this area. These 
inaccuracies were discussed with of­
ficials of the store and the Bureau was 
informed that immediate steps would 
be taken by the store to prevent repe­
tition of statements of this kind.

A linen shop had a window display 
of men’s cotton handkerchiefs with a 
sign reading “F. Linen Handkerchiefs.” 
Upon being asked for an explanation, 
the salesperson stated that this sign 
was an abbreviation for “French Lin­
en” which was really cotton. At the 
Bureau’s suggestion, the sign was re­
moved from the window and a more 
accurate description prepared.

A department store announced a 
showing of dresses described as “The 
First Dresses in Town of Matelasse 
Crepe.” The Bureau found that dress­
es of this material had been available 
at another store for approximately a 
month. The advertiser expressed re­
gret for the inaccuracy and stated that 
there would be no repetition.

A New York mail order company 
circularized women throughout the 
country, offering to sell them six pairs 
of silk hose for $1. The circular was 
misleading since women who sent $1 
to the company did not receive the 
hose as expected. Instead, further ad­
vertising was received in which it was 
explained that before the hose was de­
livered, it would be necessary for the 
women to make a certain number of 
sales to their friends. The Bureau im­
mediately placed the complete litera­

ture in the hands of the Post Office 
Department for investigation.

In 1927, when the Supreme Court of 
the United States upheld the Post Of­
fice Department, a postal fraud order 
became effective and the Tribond Sales 
Corporation—a hosiery selling venture 
—automatically went out of business. 
And along with it went hundreds of 
imitators. The Tribond system, it will 
be recalled, made it possible to ob­
tain five pairs of hosiery said to be 
worth $10 at a cost of only $1, provid­
ed, of course, that individuals to whom 
coupons were sold paid the Tribond 
Corporation, thus becoming links in 
the chain. Now we have another wave 
of activity. Under most of the cur­
rent plans, prospective salesmen buy 
a piece of merchandise and with it the 
right to sell to others and to profit 
by their sales. The practice continues 
ad infinitum. Commissions begin after 
the first three sales. Big claims are 
made as to huge profits an individual 
may make. In connection with for­
mer chain selling plans it was found 
that the original purchasers of mer­
chandise usually became discouraged 
after selling one or a few items and 
that often their friends bought with­
out continuing the chain, thereby elim­
inating opportunity for the original 
purchaser to profit. In declaring chain 
selling plans illegal under the postal 
laws, in the past, the Government held 
that the participant had no control 
over those who were supposed to work 
for his benefit and any money he se­
cures is not a reward for the effort 
but is a prize the winning of which is 
largely based on chance. These mat­
ters are being considered by postal of- 
cials in Washington.—Accuracy.

OUT AROUND.
(Continued from page 9)

'time. Recently Mrs. Blumrich sus­
tained a fall at the family home and 
dislocated her hip. She will Ibe con­
fined to Butterworth hospital for sev­
eral months. Misfortunes never come 
singly.

Speaking of the ill fated attempts to 
simplify the methods of county and 
township governments and the refusal 
of the “powers that be” to eradicate 
the utterly useless offices and wicked 
practices which have gradually fasten­
ed themselves on the body politic, 
Charles W. Garfield recently remark­
ed: “If I were twenty-five years
younger, I would go over to the Board 
of Supervisors in session now, and in 
the light of my own experience and 
under the inspiration of the President’s 
inaugural address give them a whale of 
an address. But when I thought it 
over maturely I could not help but 
recall the bitter discouragements which 
had attended my various efforts to 
simplify our local forms of government 
which I started in 1881. It seemed to 
me then, after having given the matter 
some study, that the quicker we simpli­
fied our county government and re­
duced materially the number of office 
holders, the more economically we 
could administer the various problems 
of government. I started out with a 
bill to provide for the county as the

unit of highway administration, fol­
lowing that with my bill to provide for 
the county as a unit of a rural educa­
tional system. I was in the Legisla­
ture and a youngster with high hopes 
and aspirations. Did I get anywhere 
with my ideas? Not on your life! A 
majority of the members of the Legis­
lature were petty office holders in the 
townships and counties from which 
they came. I couldn’t get anywhere 
with legislation that threw them out 
of their small political jobs. I had 
fortified myself for the support of my 
contention so that I felt pretty strong 
in it, but it was simply a losing battle 
because of entrenched selfishness. 
There isn’t any question in my mind 
that a man who was equal to handling 
a great department store or a great in­
dustry, if he were given the authority, 
could very quickly straighten out our 
local governmental affairs and put 
them in shape to economize tremend­
ously the present wastage. Such sur­
veys as that recently completed by 
Oakland county would be useful to 
him, but he could take the elements as 
he finds them, and with the same 
acumen which would accomplish great 
things in industrial and commercial 
life could surely succeed in gov­
ernmental affairs if selfish politics 
could be eliminated. That elimination 
I have hoped for, but am grievously 
disappointed in our small attempts lo­
cally. When through the influence of 
the Citizens League we secured the 
new charter and a splendid commis­
sion to administer the city govern­
ment through the influence of inde­
pendent bodies like the Board of Trade 
and the Citizens League, I felt hope­
ful. The Association of Commerce 
became quiescent, the Citizens League 
had to be abandoned for lack of sup­
port, and we have been reaping the 
result of this lack of continuance of 
surveillance of city government affairs. 
If we could find a dozen strong men 
outside of Grand Rapids and living in 
the county, who are not selfishly and 
politically ambitious, to act as a Citi­
zens League and could keep them at 
it, something could be accomplished. 
But nothing can be done with a Board 
of Supervisors to bring about econ­
omies in administration.”

Mr. Garfield has been first and fore­
most in every movement for the public 
good for over sixty years—he will be 
85 next week—and has probably more 
accomplishments to his cerdit than any 
other man in Michigan. It has long 
been known that he feels very strong­
ly over the abuses which have gradual­
ly crept into county and township ad­
ministrations during the past fifty 
years and regrets his inability to lead 
a crusade which would result in the 
cleaning of the Augean stables.

I hope every grocer and druggist 
who takes the Tradesman makes it a 
point to read the report from Louis­
ville, showing how the retailers of that 
city succeeded in forcing the Big Four 
to replace the cigarette business on a 
reasonably profitable basis, so far as 
Louisville is concerned. Grand Rap­
ids price cutters are selling the prod­
ucts of the Big Four at 11 cents per 
package, two for 21 cents, but small 
merchants outside of the business dis­

trict undertake to obtain 15 cents per 
package or two for 25 cents. It will be 
pretty hard to force the cutters to 
abandon the 11 cent price, but what 
has been done in Louisville could be 
done here if the retailers had sufficient­
ly forcible leadership to undertake the 
accomplishment. E. A. Stowe.

Timely Sales Pointers For Merchants 
and Clerks.

1. Carry a smile to your work. It 
is easier to be happy than morose and 
woe-begone, and, besides, with the 
great improvement in your work which 
a smile brings, you’ll feel a lot betetr.

2. Don’t be “uppish.” Nothing an­
tagonizes a customer so quickly as a 
feeling that the salesman looks down 
on her, whether it is because she is 
dressed poorly or makes a small pur­
chase, or is particular to get an un­
usually good bargain. A superior feel­
ing toward your customer is fatal to 
sales.

3. Watch your approach. “Rush­
ing” a customer is as bad as “loafing” 
over her. Don’t mumble your words 
or snap them. Be courteous and kind­
ly in your manner, and your customer 
will be quick to respond in a like 
manner.

4. Don’t misrepresent. Know your 
merchandise so well that there may be 
no chance to misrepresent. Certainly 
never misrepresent in full knowledge 
of your error. The day of lies and ex­
aggerations in selling has passed with 
the “Dodo” bird and the Stone Age.

5. Watch your price quoting. Never 
be half-hearted when you say, “Only 
so much, madam.” Be genuinely glad 
you can quote it.

6 Be enthusiastic. Work up en­
thusiasm if you haven’t it, and look 
enthusiastic; let your spirit permeate 
every sentence until you have trans­
ferred your enthusiasm to your cus­
tomer, and she is really anxious to buy.

7. Watch your promises. Just as 
bad as promising nothing is promising 
too much. Don’t promise quick deliv­
ery to “clinch” a sale if you know that 
a quick delivery, in this particular case, 
is impossible.

8. Don’t talk too much. As many 
sales are lost by too much talking as 
by too little. When the sale is finish­
ed, stop! Don’t talk yourself into a 
sale and then keep right on and talk 
yourself out of it; avoid the unneces­
sary word.

9. Thank you.” Cheap, but effec­
tive. A smiling “Thank you” at the 
end of the sale paves the way for your 
next sale to the same customer the 
same day or at some future time.— 
California Retail Grocers Advocate.

P h on e 61366
John L. Lynch Sales Co.

S P E C IA L  S A L E  E X P E R T S  
E x p e rt A d v e rt is in g  

E x p e rt M e rcha n d is in g  
209-210-211 M urray Bldg. 

Grand R apids, M ichigan

Business wants Department
A dvertisem ents inserted under this head 

fo r five cents a word the firs t insertion  
and four cents a word fo r  each subee. 
quent continuous insertion. I f  set in 
cap ita l letters, double price. No charge  
less than 50 cents. Sm all display adver­
tisem ents in th is  departm ent, $4 per 
inch. Paym ent w ith  order is required, as 
amounts are too sm all to open acco u n t«
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BEATEN TO  A  FRAZZLE.

Big Four Knuckles To Louisville 
Independents.

Louisville retail grocers and 
druggists hav e  fired the first gun 
in the ba ttle  to m aintain cigarette 
prices a t a  figure which will en­
able them  to  handle cigarettes a t 
a decent profit.

T hey have b lasted  the way 
open for their colleagues th rough­
out the country to join in the 
conflict to p ro tect their business 
livelihood in handling of w hat has 
becom e a necessity to the A m er­
ican people. They have presented  
a united front to the w arfare 
inaugurated by  the Big Four to ­
bacco com panies and chain 
stores, and  assert tha t they are in 
the fight to a finish.

As a  result of definite and  pos­
itive unified action taken in Louis­
ville b y  the independent retail 
grocers and druggists, a lready the 
retail prices of the Big Four 
brands have gone up in the chain 
stores. By an enthusiastic and 
overwhelm ing vote  in a mass 
m eeting at a leading local hotel, 
pledges w ere m ade tha t package 
prices on the four popular b rands 
would be m aintained a t a  figure 
com m ensurate with m arketing 
fcosts, plus a reasonable profit. 
A nd the indignant independents 
w ent a lot further than that, too, 
for m any of them  openly took the 
floor and declared that if this ac­
tion did not bring satisfactory re­
sponse from  the m anufacturers, 
they would throw  them  out, lock, 
stock and barrel.

A lready echoes are  being heard  
in other cities and states and  re ­
tail grocers and  druggists all over 
the country are being urged by 
their b rethren  to join in the m ove­
m ent to uphold prices or refuse to 
stock and sell those b rands of 
cigarettes that are being sold at 
dealers costs b y  chain store dis­
tributors.

There had been rum blings of a 
cigarette w ar for some time. Ever 
since the now well know n 1 0 cent 
b rands began to find favor am ong 
sm okers over the country, there 
have been intim ations from  tim e 
to time th a t the Big Four m anu­
facturers w ere preparing to take 
drastic action to crush their young 
com petitors. But the independent 
m anufacturers of 10 cent cigar­
ettes w ent blithely on their w ay 
and their b rands continued to 
grow in popularity.

Inkling of w hat w?w> coming 
was first seen in the advanced 
prices which the Big Four buyers 
paid for raw  w eed on Kentucky 
warehouse floors the season just 
part. K entucky Burley growers 
w ere gratified a t the advance over 
previous season’s figures. It was 
bruited  about freely th a t the Big 
Four hoped to boost the price of 
raw  tobacco too high for the 10 
cent b rand  m akers to continue at 
a  profit. But this apparen tly  did

not bring results as quickly or as 
satisfactorily as desired.

Then, like a clap out of a clear 
sky, cam e the slash in prices on 
Camels, Luckies, Chesterfields 
and O ld G olds, and the b attle  
was on. Realizing tha t they m ight 
be hard  pu t in a conflict against 
such octopi of business as the Big 
Four tobacco com panies and cer­
tain of the big chain retail stores, 
the Louisville independent retail 
druggists and  grocers im m ediate­
ly decided to pool forces and  
present a united front to  the com ­
m on enemy.

The hundreds who filled the 
big auditorium  of the Seelbach 
H otel a t the first indignation 
m eeting evidenced the feeling 
which has been stirred up and 
which is spreading so far and wide 
throughout the country.

W alter L. Kallbreier, past p res­
ident of the Retail G rocers A sso­
ciation, in opening the m eeting, 
declared tha t the m em bers of the 
two organizations have a com m on 
cause. H e further stated  tha t 
dealers are  being denied the right 
to m ake a fair and reasonable 
profit on the sale of the Big Four 
b rands of cigarettes. T hey  are 
not even m aking operating costs 
in handling such m erchandise. H e 
asserted that the big tobacco con­
cerns are trying to  m ake a goat 
out of the independent dealers 
and asked his hearers point b lank 
if they w ere going to perm it a few 
tobacco com panies and chain 
stores to w reck independent busi­
ness.

Shirley E. Haas, Secretary of 
the K entucky F ood D istributors 
Association, gave a com prehen­
sive p icture of’the problem s which 
confront the independent retail­
ers. H e did no t mince w ords in 
his criticism of the action of the 
Big Four tobacco com panies or 
the big chain grocery concerns. 
H e characterized the m eeting that 
was being held  as a  “rebellion” 
on the part of the independent 
dealers against efforts to m ake 
tools of them . H e b randed  this 
lowering of prices on the Big Four 
brands, a desperate effort to  drive 
the 10 cent cigarette from  this 
and other m arkets. Tactics which 
are  being em ployed in an effort to 
crush m anufacturers of the 10 
cent cigarette w ere characterized 
as obviously unfair, certainly un­
just and p robably  illegal. Mr. 
H aas’ first interest, he said, was 
of course to save the  business ex­
istence of 2 ,000  Louisville retail 
dealers w ho are being crushed by  
such unfair com petition in the sale 
of cigarettes. H e to ld  of subsidies 
to two local independent retailers 
w ithin recent weeks as induce­
m ents to them  to cut under the 
form er established price, and  as­
serted tha t if the Big Four com ­
panies are  willing to m ake such 
concessions to the sm aller dealers 
as this instance indicated, w hat 
m ust be the subsidies, gratuities

or rebates th a t they are apparen t­
ly allowing such chain sys­
tem s as the A. & P. and  perhaps 
others who are selling cigarettes 
at virtually m anufacturers’ selling 
prices to wholesalers. Mr. H aas 
asserted tha t this was all w ith a 
view  to beating dow n the price of 
the advertised  brands of the  big 
com panies so tha t their com peti­
tion to the 10 cent cigarettes 
w ould prove the m ore deadly. H e 
asked his hearers if they in tended 
to be  m ade willing tools and  p a r­
ties to such a crime, and  assured 
them  that he d id no t believe they 
were m en of tha t caliber.

“T hey are  endeavoring to use 
you to crush their com petitors,” 
he declared. H e urged the retail­
ers to m aintain a price com m en­
surate w ith operating expenses 
which would prov ide a reasonable 
profit— and if unable  to do that, 
b e tte r still, to throw  out the en ­
tire Big Four lines until they com e 
to time. H e sa id . tha t the w eak- 
kneed dealer will no t do this, bu t 
the strong m an, w ho thinks for 
himself and  sees w hat he is up 
against, will no t hesitate to  take 
a firm stand and  stick to it; and  
he felt certain  th a t the determ ined 
m en w ho com posed the audience 
before him w ere grocers and  drug­
gists of a  courageous type w ho 
w ould not stand for such iron- 
fisted dom ination as the big to ­
bacco com panies and  chains are 
endeavoring to sadd le  upon them .

There w as tum ultous applause 
all over the big auditorium  and 
scores of retailers jum ped to their 
feet to give enthusiastic approval 
to everything tha t had  been said.

“Call it rebellion if you will,” 
Mr. H aas concluded. “T he inde­
pendent retailer is still a  po ten t 
factor in business. Collectively 
standing together, no coalition 
betw een chain stores and  the 
large tobacco concerns can lick 
you, bu t if you endeavor to fight 
your battles individually, you will 
be  easily w hipped .”

Speaker after speaker followed, 
pledging adherence to the  higher 
prices for the Big Four brands or 
prom ising to throw  them  out en­
tirely if necessary.

Sidney Passaneck, of the 
M odel drug stores, gave a com ­
prehensive insight into the m eth­
ods of the Big Four com panies in 
a telling talk.

R. V. Miersch, President of the 
Retail Drug Association, held 
close atten tion  of everyone with 
his intelligent review  of the situa­
tion.

O ther druggists and  grocers 
followed suit and  there  was a ris­
ing, inform al vo te  given by  which 
those present p ledged to stand 
firm for the higher figures or 
throw  the b rands of the Big Four 
cu t until such tim e as proper m ar­
gins are assured.

Posters telling the story of the 
cause of the cigarette w ar were 
displayed in the w indow s of in­

dependen t grocers an d 'd ru g g is ts  
the m orning after the meeting.

Evidently the display of pos­
ters and the m eeting had the de­
sired effect as the prices on cigar­
ettes nam ed by  chain stores, both 
drug and grocery, w ere raised 
from  10 cents to 12 cents per 
package on M onday, only three 
days after the indignation m eet­
ing on the preceding Friday.

A ccording to reliable inform a­
tion, the A. & P. chain of stores 
elsewhere are still selling the Big 
Four Brands a t 1 0 cents per pack­
age. W hat has been accom plish­
ed in Louisville can be  accom ­
plished elsewhere. A ll dealers in­
terested in the sale of cigarettes 
can duplicate the Louisville ac­
tion and  thereby correct an evil 
through united effort.

Items From the Cloverland of Michi­
gan.

Sault Ste. Marie, March 7—We in 
the Upper Peninsula have been sitting 
pretty on the bank ¡situation, being 
among the favored ones where the 
holiday did not matter, 'but this was 
too good to be true for long. When 
our local banks closed at noon on 
Saturday there was no mention of 
what was to happen next. A short 
time after noon cards were displayed 
on the bank doors announcing the 
closing until further notice. We were 
discussing the grand inaugural ad­
dress1 of our new President, which was 
one of the best addresses on record, 
and made us all feel proud of our new 
leader, but the closing of our banks on 
the same day, only a few hours after 
his taking the oath, was surely a sad 
surprise, which reminded us of the 
joker who wanted to bet that it would 
not be over four months after the new 
President was sworn in that every 
bank in the United States would be 
closed. If one did not stop to think 
that would be on July 4, it would not 
be so funny. What the closing of the 
banks will lead up to here where we 
have not had the experience, as did 
our Lower Michigan friends, we will 
have to wait and see, but hope that it 
will not be of long duration and that 
the new deal will be for the better.

Edgar H. Hotchkiss, 72, retired 
president of the First National Bank, 
at St. Ignace, died at the family home 
last Thursday. He was one of the 
best known men in the Upper Penin­
sula, having started at the bottom. In 
1890 he was tendered a position in the 
St. Ignace Manufacturing Co. and a 
short time later accepted a position as 
Cashier at the First National Bank of 
St. Ignace, later becoming its Presi­
dent. He retired in 1931, due to ill­
ness. He is survived by his widow 
and one son.

It is beginning to look as though 
Wilbur Voliva need not go any fur­
ther from Zion City than Chicago to 
prove hisi flat world proposition.

The Soo Machine & Auto Co. is in­
stalling new equipment, the latest be­
ing a machine to straighten axles and 
frames without removing the parts 
from the car. The public is invited by 
the officials of the garage to come to 
the garage for free check.

William G. Tapert.

Four New Readers of the Tradesman.
The following new subscribers have 

been received during the past week:
Evelyn S. Goodselt, Wyoming Park.
Flint Wholesale Grocery Co., Flint.
Louis R. Shamie, Detroit.
Lawrence Inman, Lansing.

He who will eventually win plays 
the game on the square.



MODERN CUTS OF PORK
This is the twenty-first of a series of articles presenting m odern 
m ethods of cutting pork  which are  being introduced b y  the1.
N ational Live Stock and M eat B oard.— E ditor’s Note.

THREE MAJOR CUTS OF FRESH HAM (Continued)

In th e  p reced ing  a rtic le  the  question of p rofitab le  w ays to  use th e  fresh ham  b u tt w as in tro ­
duced and  a suggestion w as given for cu tting  them  in to  steaks. T he  illustra tions here  show  
how  to  convert th e  b u tt in to  an a ttrac tiv e  roll.

FRESH HAM  ROLL

Art. XXI—Cut 4

4. Put in two or three stitches to hold the 
pieces together while they are being tied.

5. T he com pleted Fresh 
H am  Roll.

Art. XXI—Cut 5

Art. XXI—Cut 1

1. Rem ove butts from  two fresh hams.

Art. XXI—Cut 2

2. Rem ove the bones from  the two butts.

3. Place the cuts together w ith the heavy ends 
reversed.

Art. XXI—Cut 3



He Knew What He
Was Worth

W h en  a  K alam azoo  m an  app lied  fo r a  job  th e  o th er d ay  
an d  w as to ld  h e  w ou ld  be  pa id  all he  w as w orth , h e  go t 
m ad d er th a n  a  h o rn e t an d  s ta ted  very  em phatica lly  th a t 
he  could  n o t and  w ou ld  n o t w o rk  fo r such low  w ages.

If th a t  m an  shou ld  ever a tte m p t to  ru n  a  business of h is 
ow n, he  w ou ld  be  ju s t th e  k ind  of chap  w ho w ou ld  k ick  
on th e  price  o f a  safe, no  m a tte r  h o w  low  it w as, leave 
his accoun t books an d  va luab le  p apers  exposed an d  th en  
w hen  th e  fire licked  th em  up  he  w ou ld  charge  th e  w hole  
th in g  up  to  his d ing  b las ted  h a rd  luck.

BE SENSIBLE BROTHER AND GET BUSY

an d  w rite  us to -day  fo r prices on a  first-class dependab le  
safe. It m eans rea lly  m ore  to  you  th an  it does to  us, 
because w h ile  w e  w ou ld  m ake  on ly  a  fa ir  p ro fit on an y  
sa fe  w e  sold  you, you  w ou ld  lose w h a t you  never could 
rep lace  if you  shou ld  h ave  a  fire an d  lose y o u r books of 
account.

Grand Rapids Safe Co.
Grand Rapids, Michigan


