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About the Farm

Selling in the City Market

The writer has been selling some of
his poultry products on a city market.
The products must be got ready the
day before and put up as attractively
as possible. The next morning, the day
of the sale, get an early start so as to
get a good location. . Remember they all

« know: this, and if you get there late

you are very apt to get a poor location
and may be obliged to sell from your
wagon. Anyhow it pays to get on the
job early in the day. The greatest
sales are made between 6 o’clock and 10
o’clock in ‘the morning. Equip yourself
with a set of standard scales, some
wrapping paper, string and a few towels.
In the line of poultry products it is a
good idea to have as much of a va
riety as possible, like broilers, fowls,
spring chickens, ducks, geese and tur-
keys. Another good plan is to have
some to sell alive, some just killed and
dry picked and some drawn. In so do-
ing you will be ahle to dispose of more
than twice as much as you otherwise
would. Put up your products as at-
tractively as possible. We find it ad-
visable to wrap the heads of all our
dressed poultry in fancy white trade-

_ marked wrapping paper made especially

for this purpose. It is marked so the
trade mark will show very plainly. We
find that the people are willing to pay
for this paper. But we wrap only our
best products thus, the poor quality is
sold without these wrappers. Thus can
be built up a fancy trade with fancy
products. Always sell a product for
what it is, never misrepresent anything.
Be ready to stand back of all state-
ments. Always give correct measure
and exact change, because if you don’t
you are liable to a fine, and in the fu-
ture may not be able to sell any more
in that place. '

Eggs are another very staple article
to sell at these sales. They are in de-
mand. Here again it pays to have a
variety, like fancy firsts, firsts and
seconds. It is advisable to candle all
eggs so that you know exactly what
you are selling, and also can grade them
properly. The fancy firsts call for
strictly fresh white eggs two ounces
heavy or more apiece, with perfect
shells. The firsts can be either white or
brown in color, of average size and per-
fect shells. The seconds should not be
older than 14 days, may be small in size,
any color and cracks. Sell all fancy
firsts and firsts in trade-marked one-
dozen-egg size cartons. The seconds can
be disposed of most any way. Display
eggs in the most attractive way pos-
sible. In grading be sure to get them
as uniform as possible, both in color and
size.

Let us compare two methods of mar-
keting, the public city market and the
old way of marketing through middle-
men, In the former the producer and
the consumer come in direct touch with
each other. The producer can sell a
better grade of products for a greater
net return to himself and at a lower fig-
ure to the consumer. The producer can
take half of the profit going to the
middlemen and the consumer the re-
mainder, the consumer at the same time
gaining by getting fresh eggs, which
would be impossible the old way of
marketing. The consumer would be
gaining although he had to pay as much
as to the grocer or the local butcher,
because he is getting a much better pro-
duct. The public market cannot help
but be a benefit to both producer and
consumer alike,

To further illustrate this take for in-
stance a case of eggs. Under the old
way of marketing it is sold to the local
dealer who disposes of a few locally;
but these do not amount to much; the
majority he keeps for several days, then

Most infants are infested by worms, which
causc great suffering, and if not promptly

dealt with may cause constitutional weaknesses
dificult to remedy. Miller’s Worm Powders
will clear the stomach and bowels of worms
and vill so act upon the system that there
will 1. no recurrence of the trouble.  An
not .«ily this, but they will repair the injuries
to 11« organs that worms cause and restore
thein 1o soundpess,

packs them, delivers to the express com-
pany, _they deliver to the commission
house.ln_ some oI our larger cities. The
commission house sells them to the job-
ber. The jobber candles and grades
them and sells them to the grocery or
egg retailing store, from where they
finally get to the consumer. On the
average they are from ten days to three
weeks old by this time. Of course none
of the middlemen work for glory, but
every one attaches his expense and
profit to each egg, first the local store-
keeper, second the express company,
third the commission house, fourth the
jobber, and fifth the local grocery or the
egg retailing house at the end. During
all of this time the quality of the egg
decreases in value, yet the price must
and always does increase. Hence the
reason the producer must pay for part
of these expenses in being obliged to sell
his products at a lower figure; and the
consumer at the other end has to pay
part of the middlemen’s profits and ex-
penses by being obliged to pay more for
the product. All this is unnecessary
where the public city markets are es-
tablished and everywhere they are meet-
ing with the greatest success.
New York. F. W. KAZMEIER.

How Cattle Lose in Transit

Every cattle grower knows that cattle
lose in weight from the time they leave
the farm or ranch until they reach the
market. Most men who raise cattle in
large numbers and shippers and specu-
lators know approximately how much
loss in weight, or shrinkage, to expect on
any particular bunch of cattle. The
average farmer, however, who raises but
a few cattle and sells them to the local
buyer does mot have the expérience of
the large shipper and cannot, therefore,
make so close an estimate.

All ‘conditions, at present, indicate
that the greater part . of the future
supply of beef cattle must be produced
on the farms of the country rather than
on the range and that the cattle must
be finished on the farms where they are
raised. There will be more co-operation
among farmers in the future and more
farmers will ship their own cattle. Every
grower will then find that it will often
be an advantage to be able to approxi:
mate, fairly -closely, th. amount of
shrinkage to expect.

What 265 Shipments Show

The United States Department of
Agriculture has recently determined the
shrinkage on 265 shipments, comprising
more than 19,000 cattle, from western
farms and ranches. The results of this
investigation will be of value to every
farmer who must decide whether it will
pay him to ship his cattle or sell them
to the local shipper. The length of time
the cattle in these investigations were
in transit ranged from less than 24 to
more than 72 hours. The net shrinkage
ranged from 15 to 75 pounds a head, or
from 2.14 to 7 per cent. The conclusion
is drawn that the normal shrinkage may
be regarded as from 3 to 6 per cent of
the live weight.

It is pointed out in the report made of
the investigations, that the extent of the
shrinkage depends upon various factors,
among which are the treatment during
the drive to the loading pens; the length
of time the cattle were held without
feed and water before being loaded; the
nature of the fill before loading, the
greater losses occurring when this con-
sisted of succulent grass, beet pulp or
silage; the weather and climatic condi-
tions at the time of loading, while in
transit, and at the market; the character
of the run to market, greater shrinkage
naturally being caused by slow, rough
runs; and the time of arrival at market.
If the cattle arrived just before being
sold the fill was small. Cattle that were
shipped a long distance and arrived at
market during the night usually did not
fill well. If they arrived the afternoon
before or about daylight of the same
day they generally took a good fill.

The Large Fill

These conclusions will also be of inter-

est to every cattle shipper. An exceed-
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Bad Habits
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By Beery System

Refusing to lead,

Running away when hal.
ter or bridle is removed.

Getting fast in t ha|utsll. :

Pawing while hitched.
Orowding in the stall.
dle.

Master Any

ling on one rein.

¥ on 3!10] bit.

unging and planging.
Eofusing to stand.
Refusing to back.
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of band playing.
e : playing
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Afvaid of the touch of
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1d back
while going down hill.
Scaring at hogs or dogs
along the road.
Tail switchers.
Lolling the tongue,

Jumping fences
Bad fo lﬁtﬁh to buggy or
wagon.
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Here is the chance of & lifetime for bright people. Every
Canadian wants one of these handsome rings—The mag.
nificent British Lion Ring with sparkling gem set eyes and
mouth for men and boys, and the pretty Queen Mary clus.
ter for girlsand ladies. These rings arerichly gold finished,
put up each in a pretty ring box and will tively

gaining btain

delight you. Every person onecan ol

ABSOLUTELY FREE THIS
MAGNIFICENT PHONOGRAPH
COMPLETE WITH 12 OF THE
NEWEST RECORDS.

Thisisgenuine high grade disc machineplay-
ing any make of disc records. Itjhas fine
walnut finished case, beautiful flower horn
and superb reproducer, playing any make
of disc record; vocal, instrumental, or-
chestral, etc., clearly and beautitully. It
will bring hours of entertainment to
everyone in your home.

Here is Our Great Offer—We want
every lady in the land to try our new
and delicious *“Royal Japanese Perfume'
our latest and sweetest perfume. You
can help us introduce it, Write us today
and we will send just 20 handsome
bottles at 10c each tosell amongyour
friends. This is our special introduction
rice. 8ix lovely odors—White Rose, Jap
ily, Wood .Violet, Carnation, etc. No

trouble at all to sell them. They go like hot
cakes. Return our

will promptly send
your choice of these ‘ovol
rings and the FINE PHONO.
GRAPH you can also obtain
without selling any more goods,
by simply showing your beauti.
ful present to your friends and
getting only six of them to sell
our goods and earn our fine
premiums.

No Money in Advance—We
trust you with our goods. It
you cannot sell the perfume
gimply return it to us. We pay
all delivery charges on your
premiums. Take advantage of
this great offer to-day. Yourisk
nothing. Tryit. Address:

e
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. A Twenty-five thousand FARMERS and horse-owners have.

k. taken my regular course and found that $¢ does Zke work.

- Even if you have only one korse, it will pa

my wonderful system.

lifetime’s work as a tamer and trainer of horses. As one of

my students has said, “The horse has never been foaled
that Profi Beery cannot handle.” My record provesit. =

Horse
The Beery Course gives
yotl1. fthttia px'iceles‘:1 secrets of
a lifetime—enables y to 8
master any horse—~to tell the mm,?ﬁ&"?ﬁﬁ-
diisgct)sigox:l 3t any ‘llaoom at
sight—toadd manydollars to . ear | ¥
the value of everyy horse you - %
handle—and mystudents are
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this advertisement, I

to master,

The Beery Course is the result of

Double-Quick Time!
You can do it by my sim

making bie mmies ¢ oot
sional horse trainers at hmo ot',_

‘PROF. JESSE BEERY
Dept.26, Pleasant Hill, J. |

THE LABEL, o» your paper will tell you when :yduri

subscription expires.

SEND IN YOUR RENEWAL WHEN DUE




