
THE MIONETARY TIMIES

A R TISTIC
PeJBUIGITY
GONTES'

Profitable Advertising and Art in Adver-
tising, THE ADVERTISER'S TRADE JOUR-
NAL offers $3s in CASH PRIZES for
best original NEwSPAPER and MAGAZINE
DESIGNs. No restrictions. Five compe-
tent judges. Valuable publicity for ail
competitors. Send for printed prospectus
giving particulars and requirements of
the contest. Address PROFITABLE
ADVERTISING, BOSTON, MASS.

Every Issue of
The Office Magazine

A. O. KITTREDGE, F.I.A.,C.P.A., Editor
contains information on office topics

Worth Many Times its Price
Per Year.

It publishes only practical artices on practi-
cal subjects by practical business men.

Sample Copy Free
Issued montbly, subscription 01 a year. Adver-

tisina rates on application.
ACCOUNTIOS ASSOCIATION, Publishers

e8 Pine St., NEW TORX CITY

"Short Taiks on Advertising"
Mi pages 123 illustrations; sent post-paid

on recelpt of price.
Paper binding lithographed cover, 25 cents.
Cloth and gold, gold top, uncut edges, $1.00.

CHARLES AUSTIN BATES
Vanderbilt Building, New York.

"Mr. Bates' Masterpiece. It ta interestingly and
readably written-more readable than one would believe
possible on so hackneyed a subject as advertising-and
lu ta illustrated by pictures intended toilend a humorous
turn ta many of the sentences in the text. For thosewhowant a general idea of advertising principles, theDook will be found valuable, and even the readers ta
whom its subject is more than familiar will find it an
interesting companion for a leisure hour. It is full of
apothegms, every one of which rings with a true note."
-4;ec P. Roweil.

"Excellent Work."-Buffalo Evening News.
"Interesting and profitable."-Baltitsors Herald.
"Lively and Sensible."-Philadelphia Evening

Toe Leram.
oHandsme and Clever."-Neow York Proe.

"Should be read twice."-Oleeland World.
"Should be on the desk every advertiser."-Cle.e

and Prea.
"Best thing we have seen."-BufaoBapre.
"Mast practical and helpful."-Miin.apoU.Journai
" Every advertiser may read with profi."-S. Louis

Post-Dihpatc.
" Mr. Bates has rendered a service ta ail progressive

business men."-Philadelphia Beord
" Most intefesting of ail instructive Books."-B4uaio

Times. •
"Pull of Ideas of value."-Cleveland Leader.
"Nthing humdrum or commonplace."-BuatoConanwrmt.
" Full of snappy, commonsense hints."-Boio Ad.

vertiser.
"Striking and readable." Baltimore Amirfoa.
"Cannat tail to prove interesting."-Pittsburg Pres.
"Should be In the bands of every business man."-

PIl'«adelphia Ledger.

Do You Ever Have Occasion
To Use a Legal Directory ?

Forty.two law firms who jointly forward over two
bu idred and fifty thousand items of business ta their
legsi correspondents annually, and who are necessarily
poted as ta the best attorneys to use at a distance,
communicate ta a central office constantly their experi.
ence with their various correspondents, and from this
information is compiled monthly the directory whicb
thov use. rhat such a list Ia superior to one compiled
in the ordinary way and published annually or semi-
ann 'ally, goes without saying. Each issue contains,
in addition ta the legal list, a complote Bank Directory,
the collection laws of the various States, tabulated be-
sides a good deal of general information at value ta
lawmers and credit men.

The directory (complete each month-no supple-
menta) can be obtained for Five Dollars per asum by
addressing

The Mercantile Adjuster,
P. O. Box 609,1

150 Nassau Street NwC' York

as the trusts and the independent refiners
are working upon the same lines, there
is an absence of any cutting comepetition.
The most noteworthy fact of the week is
the heavy selling of teas. It is no exag-
geration to say that at least double the
quantity of tea has been sold already this
month as during the whole of July last
year. The reason is partly the strong
market in Japan for Japan teas. Buyers
are anticipating the opening of the mar-
ket by stocking up very freely, and are
sorting up from spot stocks. Another
reason, of course, for the heavy buying
of teas is the anticipation of protracted
trouble in China, and this has moved an
unusual quantity of China teas, young
Hysons, principally. Rio coffees have
made a further advance in consequence of
light deliveries from Santos. Currants
are also stronger, as anticipated, the
latest news from Greece only confirming
previous reports concerning the condition
of the growing crop, even more strongly.
There is nothing worthy of record regard-
ing the other items under this heading.

HARDwARE.-Trade in shelf hardware,
as may be expected at this time of the
year, is somewhat slack, though consider-
ing the season, it may be said to be excep-
tionally good. The only change to be
noticed is a fall in price of coil chain,
which has falien some 55c. during the
past week. Nails of all grades remain as
they were last week, and there is no like-
lihood of any change for some time to
come. Many people in the trade are just
now away on their holidays. The outlook
for the fall trade is highly satisfactory.
Regarding the heavy metals, there is an
impression gaining ground in the United
States that the prices in iron have about
reached their bottom limit. Stocks are at
an exceptionally low ebb, and there is a
strong probability of a material advance
so soon as the fall demand sets in, as it
probably very soon will. Several furnaces
in the United States, however, have been
obliged to close down on account of un-
remunerative prices.

HIDES AND SKINs.-There is little to re-
cord under this head. Hides are offering
freely, and the market remains quiet and
unchanged. The only change in our
quotations is in lambs and pelts, which
are now at 40 to 50c. each'. Tallow is
quiet, local dealers offering 4'/2 to 5c. per
lb., the latter for cake; whilst 5½ to 6c.
is asked.

PROvISIONS.-Our quotations, under
this head, remain the same as last week.
Butter is coming to hand in sufficient
quantities to meet all wants. The recent
plenteous rains will improve pastures
throughout the country, and serve to in-
crease the supply. Cheese remains about
the same, though somewhat weaker,
about ½c., in outside markets, owing to
the English advices being a shade easier.
In hog products, stocks are moving out
satisfactorily. The stock of roll bacon
is exhausted, and it cannot be quoted,
there being none in the market; lard is
weak. There is a better demand for bar-
relled pork, and for this and long clear
bacon dealers expect a better price,
owing to the activity in the lumber in-
dustry, the employees in which are great
consumers in these lines.

WOOL.-The offerings of fleece by coun-
try holders are plenty, but there is little
demand for export, and very little busi-
ness is being done. For pulled wools.
also, the demand is slow, owing to the
big supply throughout the country. The
market is dull, and does not show any
changes.

A HANDY MAN.

From an unpretending and secluded
place, called I'earney. which isi u- in thE
Muskoka district, not far frort Huntsville.
-and! where good fishin.g is to be -had

close by-a correspondent sends us sornie
sketches, which he is pleased to call
"Northern Lights." The first story de-
scribes a handy man to have round, a
valuable person in a small place, very
often.

In a small village, away up in the
Parry Sound district, a traveller asked the
landlord of the hotel if there was a watch-
maker in the village.

"Well, there ain't what you might call
a regular watchmaker in jhe town, but
Joe Gargery is a mighty handy chap-he
can do most anything. I'd advise you to
call and see Joe."

Accordingly, Joe was called on, but
happened to be out. Then the party
asked Mrs. Joe if she thought her husband
could fix a watch, and her reply was:
"I guess he kin, he .kin jest turn his
hand to mos' anything. Joe's a black-
smith by profession; he cooked in a
shanty last winter, and he done kyarpen-
terin' and paintin' in the spring. Joe lec-
tured on Temprunce, awhile, until he got
a chance to run a stationery injine fur a
month; an' he quit that to hang wall
paper and dig a cellar; then he got a job
to lay brick at the new Methody church.
at two dollars a day At nights, when he
ain't busy, he fixes clocks, sewing ma-
shenes, an' sich, sharpens knives, scis-
sors and razors, teaches singing-class in't
skool-house three nights a week. Joe
ain't 'zactly maid up his mind, but he
'lows to practis medicine else go to
preachin' nex fall. He's a mighty handy
man to hev roun' the plaice, my Joe is."

SOME PREJUDICES ABOUT LIFE
INSURANCE.

An interesting discussion on this sub-
ject appears in the July "Atlantic Month-
ly," from the pen of James W. Alexander,
president of the Equitable Life. The fol-
lowing is an extract:

The first fallacy to be noticed is, that a
large "new business," transacted annually
by the life assurance company, taken by
itself, and without regard to other con-
siderations, is necessarily a criterion of
prosperity. There was a time, before
competition had become so disturbing a
factor, when a large new business furnish--
ed in some respects such a criterion; for
it cannot be disputed that-given a com-
pany regulating its affairs on the basis
of reasonable expense, profitable returns
on investments judiciously made, low
mortality secured bv caution in selecting
risks, the accumulation of a large surplus
for absolute safety and ultimate profit,
abstention from offering "privileges" that
cost money and eat into security, the
maintenance of adequate premium rates,
the avoidance of excessive dividends, and
other essential ingredients of permanence
and thrift-the larger the new business
the greater is the sub-stantial success; for
if the big business is not secured by
throwing safety and profit overboard.
there is a wider subdivision of expenses
and a greater certainty of fair averages in
death losses, and int.rest rates, and pro-
tection against spasmodic damage. Pro-
perly transacte& such large new business
enhances prestige, and shows uninstruct-
ed people where to go. But times have
changed, and companies, in some
instances, have begun to compete
by offering "inducements" to assure.
by making the annual premiums
too low, by calculating on obtaining
higher interest on investments than will
probably be earned, by dividing surplus
too closely and too soon, by offering too
much to those who retire froi the coni-
pany, by making it too easy for the
tolicv-holder to mortgage his policy-
thus hand;ca"ping the indemnit.v to his
family; and in many other wiys they are
k-nocking out the props of saf-ty and per-
mianence.
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