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DELING -SOMEL STRANGE! PLRSPE-C 
THROUGH THE- -SMALL ELND OT THE- GLASS — 

WITH A CHE-RRY AT THL BOTTOM 
DC-vSCRl BtLO BY MLLLKIA SMITM-DAYTON ! 
pictured BY ANCLIL QFULAKSPTLAPv- 

D. Hobart Lingillet—Representing a Door-knob Firm 
“What's your line?" asked D. Ho- 

bart Lingillet of the only other occu- 
pant of the smoker; Mr. Lingillet was 

6orry for a man who preferred “tak- 
ing from” and “adding to” in a note 
book to being entertained by such at 
general favorite in society as himself. 
D. Hobart was a “regular case” when 
he got started. It looked promising 
when the other man closed his book 
with a frown. Mr. Lingillet was 

ready with a cigar. 
“No, thanks,” declined the man. “I 

believe you asked me what my line 
is? Why, I’m with the—’’ 

“Mine's door-knobs," interrupted 
D. Hobart. “L. G. Turner & Co. Fine 
people to be with—treat you white. 
I've been with ’em now' going on two 
years, and I couldn’t ask for better 
treatment. Had lots of chances to go 
with other concerns, but My Firm 
wouldn’t hear of it. Funny part of it 
Is I’m independent as a pig on ice. I 
sav what I think, whether it’s to the 
Boss or anyone else. And I get aw'ay 
with it, too. Why, L. G. and the 
stockholders will take anything from 
me! Now, for instance, I said to the 
Boss, ‘Look a’ here—’ 

“Going? What’s your rush? ’Night. 
Turning in myself soon. 

“Surly fellow that," remarked Mr. 
Lingillet to a young man who just en- 
tered. “Can’t draw' him out. One of 
those cranks that go around the world 
and only speak to officials and wait- 
ers. 1 believe you can learn a lot 
talking to people. 

“Why, I can make friends any- 
where. I attribute my business suc- 
cess to this quality. Everything in 
knowing how to handle people—for 
you can’t deal with any two men 
alike. I meet some tough proposi- 

much for girls as a general rule. The 
average girl makes me tired. But 
you're exceptional—you can under- 
stand a chap. I tell you ft means a lot 
ft) have a little sympathetic under- 
standing to a man knocking about the 
world as I am and continually thrown 
among strangers. When I strike Buf- 
falo and can come up here, it's an in- 
spiration to me for weeks afterward. 

"You'll be glad to hear I’ve done a 

smashing old business this trip, and I 
expect things will be softened up for 
me a whole lot the coming year. I’ve 
never before been in a position where 
I could be fixed just as I’d want to be 
and have a place of my own, with 
automobiles and all that sort of thing 
—but ifc’s coming now! 

“Have you any objection to my call- 
ing you Belle? I feel as if I had al- 
ways known you, though I admit our 

acquaintance hasn’t been of very long 
standing. Still—if you really* like g 
person—you get better acquainted 
with ’em in ten minutes than with 
others in ten years. 

“As I’ve said before. I don’t care a 

rap for girls. Of course you are an 

exceptional girl. A little girl I know 
back home—who, by the way, thinks 
quite some of me—says I'm a woman 
hater. But I'm not, really. Just ab- 
solutely indifferent. 

“Say—do you know Dwyer, of Dwy- 
er & Co., big hardware people here? 
1 had lunch with him to-day. Fine 
fellow. Closed him up for a big order. 
1 tell you I'm getting the business. 
What’s my line? Why, 1 thought you 
knew. I’m quite sure I must have 
mentioned it last time I called up 
here.—Door-knobs. L. G. Turner & 
Ck>." 

“Door-knobs?” repeated Miss Arnold 
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A Study in Comparisons—How Lingillet Looked to the “Boss” and How the 

“Boss” Looked to Lingillet. 
tions, but when you once win such a 

man, you've got him for keeps! 
“Going? Well, I’m rather tired my-, 

self. Strenuous day. See you again 
before we get to Cleveland. Guess I’ll 
write a few lines to a little girl back 
home that thinks a whole lot of me. 

Jess is a great girl! If you’ve got a 

minute to spare I'll show you her pic- 
ture in my watch. Yes, isn’t she? I 
suppose I’ll be taking the fatal step 
pretty quick. Still—■there’s a little 
beauty up in Worcester, Mass. Bore, 
isn't it, that you can’t be nice to a 

girl without her taking it serious? 
Going? So long. 

“Stupid crowd on this train,” grum- 
bled D. Hobart, left to himself. “I'll 
be in Columbus in a few days, so 

guess I’d better write to Molly. Nice 
little girl, Molly.” 

“Get my old room for me?” chirped 
D. Hobart Lingillet, signing his name 
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“I said to the Boss—‘Now, look-a- 
here.’ 

on the Mansion House register. “And 
see if there's any mail for me. My 
name? The idea—I’ve been stopping 
here off and on for two years and I 
ought to be known. Oh, t her o'* Clay- 
ton, the stove polish man. 

“Hello! Clate, old man! What? 
Don't you remember Lingillet? L. G. 
Turner & Co. What’s new with you? 
Say, I’m the boy that’s getting the 
business! The Boss told me last time 
I was in that I’m the next man up. 
Say, if you haven’t anything better to 
do this evening, come on with me to 
call on a couple of girls—sisters—I 
know in this burg. Thair names are 
Mabel and Ethel Davis. Very pretty, 
especially Ethel.” 

“I couldn’t leave town without drop- 
ping up to see you. Miss Arnold,” said 
D- Hobart, as he settled down for a 

pleasant evening. “Say, you’re look- 
ing simply great! Some people im- 

6rove and grow handsome all the 
me. No, I’m not a flatterer. Guess 

jyou don’t know me—and what a hard 
(man I am to please. I don’t care 

blankly. “Oh, yes. I never thought 
about them before as detached from 
the door. And are there victories 
that make door-knobs? Though, when 
you stop to think of it, there are lots 
of them used—and quite a difference 
in ’em, too. There's big brass ones for 
the front doors and white china ones 
and brown speckly agate ones and 
dark metal ones, ai}d I remember see- 

ing some awfully pretty pink ones 
that matched the decorations of a 
room. But I can’t imagine people 
just going out to sell them without 
the doors. When I go on the train I 
always read the signs on the factories 
as we go through places, but I never 
remember going by a door-knob fac- 
tory. It—” 

“Did I tell you the compliment the 
Big Noise of our firm gave me the last 
time?” began Mr. Lingillet, impatient 
at having the conversation monopo- 
lized. 

“Hello, Lingillet, aren’t you a long 
ways from home?” greeted a voice as 

D. Hobart Lingillet was eating a mod- 
est luncheon at a counter which would 
later adorn his expense book as “en- 
tertained customer at luncheon— 
$4.50.” 

“Oh, that you, Johnson?” said Mr. 
Lingillet. “Glad to see you. I’m in 
such a rush, just stopped to grab a 
bite. But I can’t stand these cheap 
joints, and the firm thinks nothing is 
too good for me these days. Oh, say 
—I cleaned up the biggest deal yester- 
day! It’ll turn ’em over. Say, d’ you 
get that joke? I said ‘turn ’em over.’ 
Firm's name is Turner. Ha! Ha! 
oiivruiviiifc, ui me 111111,1 saveu quite 
a lot of money last year by my sug- 
gestions, the Boss told me the last 
time I was in. He often consults me 
about matters of policy. I’ve got two 
or three things now I’m going to put 
up at the next directors’ meeting. You 
know I speak right out—and they like 
it! I can’t toady to anyone, even for 
my own interests. 

“That's the way I get on so well 
with some of my customers that the 
other man who used to have my route 
couldn’t get near. One ot my best 
customers is called the biggest crank 
on earth, and I admit I did have a 
time winning him. But, say—there 
isn’t anything that man wouldn’t do 
for me to-day. I found out his weak 
point was hoVses, and I just played 
up on that strong. Why, I soon had 
him sewed up tighter than a drum. 
I—” 

“Say,” Interrupted Johnson, “you 
know Miss Brookings that you Intro- 
duced me to—” 

“Oh, Gertie?” put inLingillet. “Why 
I haven’t seen Gert for quite awhile. 
I cut it out some time ago. I told her 
not to feel too bad about it—that 
some one would come along she’d 
did me. Of course I couldn’t see 
Gertie seriously. Jess is the real 
works. Others are mere incidents. 
Here she is in tay watch. When I get 
ready to settle dowm—what’s the mat- 
ter? What? You engaged to Gertie? 
Well, well, well! The idea. Say, old 
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man, I’m glad to hear It! Of course, 
I never knew Miss Brookings very well 
—but she seemed a terribly nice girl. 
Hope you'll be. happy, old man. Re- 
member me to your fiancee when you 
see her. You're certainly In luck. 
But say—some time I want you to 
meet Jess. She's a great girl, I tell 
you. And what she doesn’t think of 
me! Say—it's an inspiration to a 
man to have a girl like that think 
you’re It. By the way1, I just hap- 
pened to think there’s a dear little 
girl in this town that I must look up 
before I leave—” 

“Good afternoon, Mr. Harding. Can 
I do anything for you to-day?” asked 
Mr. D. Hobart Lingillet, as he ner- 
v«usly fingered his sample cases. 

“What? You still representing L. 
C. Turner & Co.? You go back and 
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D. Hobart Lingillett's “Little Girl Bac* 

Horne.” 

tell ’em when they send a man— 

mind you, 1 said a man—out here to 
get my order I may do business with 
’em again. That's all, sir!" 

When Mr. Lingillet was two blocks 
down the street, he actually shook 
his fist at the cross man. 

D. Hobart Lingillet stood before the 
door of the private office of the great 
"L. G.,” president of the Turner 
Door-knob concern. There was some- 
thing about the knob on President 
Turner's door that fascinated, yet re- 

pelled, Mr. Lingillet. There wasn’t a 

door-knob turned out by that vast 
manufactory that could inspire such 
unpleasant thoughts in the mere turn- 
ing as that on President Turner's 
doqr—when somebody had been sent 
for. D. Hobart took hold of it ginger- 
ly, as if it were a live wire. 

“Did you wish to speak to me, Mr. 
Turner?” inquired Mr. Lingillet, tim- 
idly presenting himself before the 
great “L. G.” 

“Brrrrrh!” came from behind the 
big desk. President Turner seemed 
like Addison's description of a pun— 
“a sound, and nothing but a sound.” 

D. Hobart swallowed hard. It an- 

noyed him to have his throat sudden- 
ly become so dry just because he was 

in the same room with "the Boss.” 
“Yes, sir,” murmured D. Hobart, 

faintly. 
He had lots of time, before the Boss 

again noticed him, to try standing 
first on one foot, then on the other. 

“Brrrrrh!” said the Boss, after he 
had signed several dozen letters. 
“Let's see—what's your name? Oh, 
yes, you’re Dan Lingillet. I merely 
wanted to tell you, young man, that 
you’ve got to cut down that expense 
account of yours, and show a decided 
advance in your sales or—’’ 

“Yes, sir, I understand. Thank you 
very much for giving me another 
chance, sir.” 

“Brrrrrh!” 

The Cherry—There s a new heart 
interest in Lingillet's watch—and he’s 
saying “Look a’ her#” to a new 
“Boss.” 

(Copyright, 1907. by W. G. Chapman.) 

A Label That Hurts. 
They stopped to read a large sign 

engraved in stone in front of a 
home for women in Harlem. It read 
like this: 

HOME FOR RESPECTABLE,' AGED': 
: AND INDIGENT FEMALES. : 

“They call it indignant females up 
here,” said the girl as they walked 
on. “They have to pay a little some- 

times to get in there.” 
“I should think they would call it 

indignant,” remarked her friend, the 
woman. “It’s bad enough to be 
called respectable, but they’d have to 
pay me to live behind a sign that 
called me an ‘aged and indigent fe- 
male.’ 

All at Sea. 
“Gentlemen,” recently said a Ger- 

man professor, who was showing to 
his students the patients in the asy- 
lum, “this man suffers from delirium 
tremens. He is a musician. It is well 
known that blowing a brass instru- 
ment afTects the lungs and throat in 
such a way as to create a great thirst, 
which has to be allayed by persistent 
indulgence m strong drink. Hence, 
in course of time, the disease you 
have before > ou." 

Turning 1o the patient, the profes- 
sor asked: 

“What instrument do you blow?” 
and the answer was: 

“The violoncello.”—Illustrated Bits. 
-s,_ 

Blind 8wfmmers Swim Straight. 
It is a puzzling fact that blind swim- 

mers are able to hold an almost per- 
fectly straight course for considerable 
distances, though no more guidance is 
given to them than some species of 
call or whistle from the end of the 
course. A blind man, in fact, desiring 
to go in a straight line, possesses the 
curious power of being able to do so 
almost exactly. 

Small Flow of Tide. 
The tide of the Mediterranean on 

the Algerian coast never exceeds three 
and a half inches. 
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HELPING THE TOWN 
HINTS AS TO MAKING THE HOME 

MARKET BETTER. 

HANDLING OF FARM PRODUCE 

How Merchants and Farmers Can Co- 

Operate to Their Mutual Advan- 

tage in a Business Way. 

Many agricultural towns could be 
vastly improved by affording farmers 
better markets for the produce that 
they have to dispose of. In the ra- 
dius of every country village there 
la sufficient, butter and eggs and other 
products to be marketed, the hand- 
ling of which would make a profitable 
business. 

The custom that has prevailed for 
many years of storekeepers indiscrim- 
inately handling produce does not ap- 
pear to be to the best interests of 
towns or it may be said, to the mer- 

chants or the farmers. In the first 
place the average storekeeper has 
no facilities for the proper handling 
of perishable products. He may not 
receive sufficient to enable him to dis- 
pose of the product to the greatest 
advantage. Therefore instead of mak- 
ing any profit upon what he handles, 
many times he is the loser and looks 
for his compensation in the trade that 
may be given him by the farmers who 
bring in the produce. 

It is important to a town whether 
it is reputed to be a good produce 
market or otherwise. Where the 
farmer can receive a cent or two 
more for his butter and eggs he is 
likely to turn his attention. In some 

towns there are regular buyers of 
produce, but often these methods are 
such as to be unsatisfactory and re- 

sult in loss of trade to the place. 
Merchants generally exchange goods 

for whatever produce may be brought 
to them. In many places they will 
not pay cash, and it has been known 
where cash has been paid that It im- 
mediately found its way to some other 
town where goods was purchased. 

Each town that has any consider- 
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munity surrounding it, should have 
a small cold storage plant. One plan 
that has been found practicable in 
many towns is the organization of a 

produce company in which merchants 
of the town as well as the farmers 
are stockholders. These concerns pro- 
vide every facility tor the proper 
packing and storage of eggs and but- 
ter- and other perishable produce, and 
sometimes include a butter renovat- 

ing plant. Where such companies are 

operated the merchants refuse to 
handle produce, referring all who have 
such to sell to the produce company. 
The company pays the highest mar- 

ket price for what it buys. Instead 
of paying cash, due bills are issued 
which are accepted the same as cash 
at all the stores in town. Each week 
the merchants who receive these due 
bills in exchange for goods have them 
cashed at the office of the produce 
company. 

By paying from a cent to two cents 
a dozen more for eggs or per pound 
for butter these produce companies 
have been wonderful factors In bring- 
ing trade to the place. Not alone do 
they benefit the town by bringing ad- 
ditional patronage to the merchants, 
but the business can be highly profit- 
able if managed rightly. It requires 
but little capital to operate such an 

establishment. It is well when organ- 
ization is taken up to limit the 
amount of stock that each shareholder 
receives to one or two shares of a 

par value of $50 or $109. An effort 
should be made to have as many mer- 

chants as possible shareholders. Also 
to secure as many shareholders among 
the farthers as can be had. It should 
be understood that instead of paying 
cash, farmers pay for their shares 
of stock in produce at prevailing mar- 

ket prices. With all the merchants 
in the town interested in the suc- 

cess of the company, and the farmers 
throughout the country also share- 
holders and participants in profits that 
may be made, it will be soon found 
that the produce company will be 
handling all the produce business that 
originates in the community. 

In manv localities where this nlan 

has been put in operation the farmers 
have discovered that they could re- 

ceive better prices for their butter 
and cream and eggs than under the 
old system. Being associated in a 

way with the business interests of the 
place they become more interested in 
all affairs of the town and are more 
inclined to work in harmony with the 
merchants towards anything that has 
the injprovement of the home town 
in view. One of the desirable things 
about this plan is its tendency to 
lessen the practice of residents of 
rural communities trading with mail 
order houses and department stores 
in the large cities. Another admir- 
able feature is the adding oi an 

additional labor-saving industry to 
the town and the keeping of the earn- 

ings of the people in circulation in 
the community. 

Drugs in Food. 
“The gravy from roast beef is near- 

ly as effective as any iron prepara- 
tion in the relief of anaemia, and con- 

sequently also of the heart discomfort 
accompanying It.” In addition, how- 
ever, to red meat, many vegetables, it 
must be remembered, are able to con- 

tribute valuable proportions of iron to 
the dietary scheme. This is particu- 
larly true of the beet, yellow turnip, 
tomato and spinach. 

Roof Party for Two. 
"Nearly every night they hir e a 

roof party on the roof across th area 
from my window,” said the woman. 
“It is very simple. It is a lighted red 
lantern hung on a clothes line and a 

boy and a girl In the shadow of the 
ehimney just far enough away from 
the light of it.”—N. Y. Press. 

Whence “Strawberry." 
The name strawberry has puzzled 

a good many people who like to find 
the origin of names. Many suppose it 
used to be the custom to string the 
berries on straws and sell them in 
that way, hence the name. But the 
real name is strayberry, due to the 
running habits of the vino. 
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I WHERE THE MERCHANT FAILS. 
_ 

An Iowa farmer Tells Him He Should 
Advertise, and How. 

An Iowa farmer contributes to the 
Des Moines Capitol the following very 
pertinent suggestion as to why the 
mail order houses succeed in getting 
the business of the rural communities 
away from local merchants: 

‘‘If the mail order houses got $1,000 
out of this county each month that be- 
longs to the home merchants the fault 
is with the merchants themselves. The 
mail order houses advertise and give 
us prices on everything they offer for 
sale. They tell us what they have 
and what they want for it. Of course 
we get soaked once in awhile and if 
we do we can try some other hoiise. 
Most of the home merchants who ad 
vertise at all don’t quote prices. They 
neglect to tell us what we want to 
know—the price. Of course we can go 
to the store and ask the price of this 
article, and that, but you know how 
it is—one doesn’t know bo well exact- 
ly what he wants to buy when he gets 
in a store as when he Is at home. And 
there is where the mail order houses 
make their hit. They send us their 
advertising matter into homes and we 

read it when we haven’t anything else 
to do and every member of the family 
Vho reads their stuff usually finds 
something that he or some other mem- 

ber of the family wants and many or- 
ders are made up and sent out just at 
such times. 

“Right here is where the home mer- 

chant falls down. If he talked up his 
business to us in our homes the same 
as the mail order houses do the people 
would be in to see him the next time 
they came to town and in many cases 
extra trips would be made to get the 
things at once that we didn’t know 
we wanted until they were brought 
to our attention. 

“The home merchant can save the 
expense of getting up a catalogue. We 
people read the home papers more 

carefully than we do the catalogue, 
and if the merchant wants to talk 
business with us let him pht his talk 
in the home papers, and put it in so 

that we know he means .business. The 
home merchant likely, nine times out 
of ten, sells his goods as cheap as the 
mail order houses, and I believe on 
many things they are much cheaper, 
but howr are we to know if he doesn’t 
tell us about it. 

“A nerhant must not think that 
even his best customers know his 
goods so well that they can tell what 
he has without being shown. 

"It is none of my business bow the 
home merchant runs his business, but 
I don't like to see these roasts in the 
papers all the time about us fellows 
who get a little stuff shipped in once 
in awhile and never anything said on 

the other side. There are always two 
sides of a question, and I have given 
you mine. If it is worth anything to 
you you can take it.” 

BANKERS GETTING WISE. 

They See Danger in the Mail-Order 
System of Business. 

It is only lately that bankers of the 
west have come to a realization that 
the mail-order system of business has 
been a serious injury to them, killing 
off the business of their towns, taking 
out of circulation money that should 
help swell the local hank deposits and 
otherwise interfering with town pro- 
gress. 

The trouble has been with many 
bankers that they failed to consider 
the buylng-goods-away-from-home evil 
as anything of particular concern to 
them. When Farmer Smith would 
buy a draft for $50 or $100 to send 
to Chicago, the banker got his ten 
cents exchange and thought he was 

that much ahead, while the facts re- 
mained that if he could keep the 
money from being sent from home 
that $50 of the farmer for the banker 
might make a dollar or two of profit. 
It was only when the catalogue 
houses started in to solicit deposits of 
the people of country towns and farm- 
ing communities that the bankers 
took a tumble. 

Then again some bankers have such 
an exalted idea of their position in 
the town that the goods to be had 
from the local merchants are not good 
enough for themselves and families, 
and set a bad example before the peo- 
ple by sending away themselves for 
what they desire in the way of staples 
and luxuries. Bankers are conserva- 
tive; and are not forward in making 
suggestions to their patrons as to 
what they should do with their money. 
1?ut in this matter it appears sufficient- 
ly important to justify the exercise of 
what influence the banker can com- 
mand in behalf of home patronage. It 
is the business of the town and sur- 

rounding country that affords a profit 
to the bank. The greater this volume 
of business can be made the better 
for the banker and every interest of 
the town, and the farmers and other 
laborers as well. 

D. M.%CARR. 

What, Indeed? 
A duchess requiring a lady’s maid 

had an interview with one, to whom, 
after having examined her appearance, 
she said: “Of course, you will be able 
to dress my hair for me?” “Oh, yes,” 
replied the girl; “it never takes me 
more than half an hour to dress a 
lady’s hair.” “Half an hour, my 
child!” exclaimed the duchess, in ac- 
cents of terror, “and what on earth, 
then, should I be able to do with my- 
self all the remainder of the morn- 
ing?” 

Buttermilk Cocktail. 
Throat parched? Irrigate It with a 

buttermilk cocktail. 
This is a new brand of dampness 

which was devised at the University 
of Chicago. The buttermilk cocktail 
is constructed according to the fol- 
lowing recipe: Take a tall, thin 
glass, drop in a chunk of Ice; insert 
a long slice of cucumber, then fill 
with buttermilk. That’s all! 

Reliable Sign of Death. 
A Frenchman has received a prize 

for discovering a reliably sign of 
death. The test consists of the sub- 
cutaneous injection of a solution ol 
floureeceine, which. If the blood Is 
still circulating, in the course of a 
few hours causes the skin to turn yel- 
low. 

ivu, minion American wom- 

en and children are work- 
ing in gainful occupations. 
Three million of these la- 
bor outside the home. 
These women workers are 

handicapped by their 
physical weakness and un- 

accustomed environment. 
Yet they have entered our 

sharply competitive Indus- 
trial system, and must 

often take up single-handed a strug- 
gle for existence in which the war- 

ware is no less sharp because the 
weapons are the tools of manufacture 
and the stake the supply or failure of 
their daily bread. 

The fact that they have been able 
to do this without loss of virtue, and 
with an increasing degree of justice 
from the men who are their competi- 
tors and employers proves chivalry 
to be something more than a beautiful 
dream of the past. 

Whose little ones gather the spools 
and watch the endless threads of the 
cotton mills, or run to and fro on 

the countless errands of the great 
stores? These are not the carefully 
protected children of the capitalist or 

professional man. The frail young 
girl who stands long hours behind 
the counter or sacrifices health and 
eyesight in some basement work room 

is the daughter and sweetheart of a 

wageworker. In proportion as the 
conditions surrounding the working 
man’s life become less brutalizing, his 
finer human sentiments urge him to 
insist on the protection of those 
bound to him by the tenderest of hu- 
man ties. 

The labor organizations are not 
only pledged to the protection of 
women and children workers by these 
most primitive and potent of human 
ties, but by ideals that give deeper 
meaning to the movement. 

Economists assure us that wages 
are largely determined by the stand- 
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workers. The high standard of the 
American workman is threatened, not 
alone by the competition of foreign- 
ers, unable to adopt it, but also by 
the more insidious inroads due to 
Child labor, or to some forms of fe- 
male competition. How is a child 
whose immature mind and body have 
been stunted by the deadening round 
of machine tending to learn pride of 
race or attain the manly vigor neces- 
sary to claim and defend the priv 
liege of his class? Occasionally one 
of exceptional strength may overcome 
the difficulties of his youth, but the 
majority grow up to reinforce that 
class of incompetents, mentally, mor- 
ally and physically, who prove heavy 
burdens within the unions, or with- 
out them menace their fellow-work- 
men more seriously by their short- 
sighted readiness to accept the lower 
standard against which the unions are 

struggling. 
In the closing paragraphs of an ar- 

ticle in the Annals of the American 
, Academy of Political and Social 
Science, Walter Macarthur says: 

“The attitude of the American 
trade unionist is that of appeal to the 
spirit of Independence and to a reali- 
zation of the truth that the workers 
are themselves the sole repository of 
power to better their lot. The solemn 
lesson of history, to-day and every 
day of our lives, is that the workers 
must depend upon themselves for the 
Improvement of the conditions of la- 
bor.” 

Aside from inherited incapacity for 
organization, women have been de 
terred from any systematic and per- 
sistent effort to better their condition 
as workers by the feeling that their 
employment was but a temporary ex- 

pedient, from which they would be re- 

leased by marriage. While this 
must continue to be true of a large 
number of women workers, still as a 

class there can be no question of the 
permanence of their position in the 
industrial world or of the necessity 
of developing the higher altruism 
which shall prompt temporary work- 
ers to guard the interests of less for- 
tunate sisters, whose lives depend en- 

tirely on their conditions of work. 

Notwithstanding these drawbacks to 
organization on the part of the women, 
their influence has not been entirely 
wanting in the organizations of the 
past. They were admitted on equal 
terms with the men in the old English 
crafts guilds, and seem to have re- 
ceived full recognition. 

Women’s unions were not unknown 
in the early annals of the English 
trades unionism. We hear of them as 

early as 1833. To quote from history 
by Sydney and Beatrice Webb:: “Nor 
were the women neglected. The grand 
lodge of Operative Bonnet Makers vies 
in activity with the miscellaneous 
grand lodge of the Women of Great 
Britain and Ireland, and the Lodge of 
Female Tailofs asks indignantly 
whether the Tailors’,order is really go- 
ing to prohibit women from making 
waistcoats. Whether the Grand Na- 
tional Consolidated Trades Union was 

responsible for the lodges of Female 
Gardeners and Ancient Virgins, who 
afterward distinguished themselves in 
the riotous demand for an eight-hour 
day at Oldham, is not clear.” 

While women have been admitted 
to membership in the older, more con- 

servative men’s unions for over !0 
years, their greatest advance in num- 

bers and influence has been during 
the last ten years. To-day women not 
only sit as members in the central 
labor unions of the great cities, but 
also exercise the full rights of de'e- 
gates in the American Federation of 
Labor. They have not received such 
recognition in any other national or- 
ganization of men. 

That this great central body has 
complete faith in a wise use of what- 
ever power they may help put into 
the hands of women is proven by the 
adoption of the following resolution 
in favor of woman suffrage, which 
was introduced by Vice President 
Duncan at the 1903 meeting: 

*‘Doa/v1irarl I' Vi n ♦ L/snf 

of labor require the admission of 
women to full citizenship as a matter 
of justice to them and as a necessary 
step toward insuring and raising the 
scale of wages for all.” 

The labor organizations have dis- 
covered that the principles of union- 
ism are as applicable to consumption 
as to production; they are trying to 
influence the demand for the finished 
product, as well as the condition un- 

der which It is made. They hope to 
do this by means of the union label. 
In the recently published prize essay- 
on the subject Macarthur says: “The 
union label enlists and arms in labor's 
cause those elements which determine 
the issue of every cause in civilized 
society, namely, the women and chil- 
dren. 

In many places there are women's 
union label leagues organized to pro- 
mote the demand for union-made 
goods. 

“The instincts of woman and the 
interests of labor are conjoined in the 
union label. Both stand for cleanli- 
ness, morality, the care of the young, 
the sanctity of the home; both stand 
against strife and force. The union 
label makes woman the strongest, as 

she is the gentlest of God’s creatures.’’ 
One has only to look over the rec- 

ords of the American Federation of 
Labor to realize that the labor organi- 
zations are unqualified in their con- 

demnation of child labor. Over ten 
years ago President Gompers declared 
“the damnable system which permits 
young and innocent children to have 
their very lives worked out of them 
in factories, mills, workshops and 
stores is one of the very worst of labor 
grievances, one which the trade unions 
have protested against for years, and 
in the reformation of which we shall 
never cease our agitation until we 

have rescued them and placed them 
where they should be, in the school- 
room and the playground.” Since 
then the president and delegates have 
repeated and indorsed these senti- 
ments so often that they are now 
looked upon as axiomatic, the last 
committee on the president's report 
remarking, “that the child belongs in 
the sAiool and on the playground in- 
stead of in the workshop and factory 
is as well known and recognized by 
those not blinded by personal inter- 
ests as is the multiplication table." 

EVER AN UPWARD PROGRESS. 

Steady March of the Toilers Toward 
Improved Conditions. 

O. M. Boyle, a noted writer on labor 

subjects, thus refers to the holiday: 
“Labor day of 1907—the twenty-first 

since the day became a legal holiday, 
the twenty-sixth since its first actual 
observance—finds the workers of 
America vastly better off In many re- 

spects than they have ever been in 

history. According to many labor 
leaders and economists, workers are 

to-day better paid by from 10 to 40 

per cent than two decades ago. Their 
hours are shorter, and it is asserted 
that they are better fed, better cloth- 

ed, and better housed; that their chil- 
dren are better educated; that their 
environment is happier, and that they 

life. 
“Twenty years dgo there were few 

labor laws. Now there are many in 
almost every state. In 1886 the num- 

ber of labor laws on the New York 

statute books was few, and all were 

unimportant. To-day there are scores 
of important laws providing protection 
and safeguards for labor of every sort. 
In the infancy of Labor day wage earn- 
ers were poorly organized. To-day 
upward of 2,000,000 of toilers are on 
the rosters of trades unions. Reports 
of the state labor bureaus show that 
capital and labor in many important 
industries are working in closer har- 
®®ny, and that trade agreements have 
in numerous instances supplanted the 
strike and lockout methods of settling 
industrial disputes. Some close ob- 
servers, among whom was the late 
Senator Hanna, have within recent 
years predicted that the era of strikes 
is nearing its end. Public opinion 20 
years ago was almost hostile to labor. 
Now it is largely enlisted on the work- 
ers’ side, and, with the employer and 
the employe himself, is active in pro- 
viding many betterments for the in- 
creasing mass of toilers. 

"These are a few of the most nota- 
ble gains labor has made in the last 
two decades. Who will predict what 
will be achieved in the rectal of labor 
20 years hence!” 


