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The Woolworth Building Tells the Romance of a Busmess—--How a
Farmer’s Boy Started a Little Five and Ten Cent
Store and Now Has 286 Big Ones. |
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The New Woolworth Buifding to be

Built at Broadway and Park Place. 4

HIS is the romance of an idea. It
is the story of how a great sky-
scraper, the third loftiest struct-
ure in the world, may be built

with dimes and mnickels—i{ there are
The rew building, soon
to be a lundmark ot New
might be called a monument.to the idea..

Apd back of bolh the idea and the sSKy-,

scraper is a unique personality, which is,
after all, the only true subject of romance.

York . City,

Readers of Txap TIMES have already:

learned about the skyscraper. It Is 10
look like a vast tower in the Gothic stvle,
extending 103 fcet along Broadway and
197 feet on Park Flace. “ith forty-five

stories, it wiil rise into the air to a height

of 625 feet, or thirteen feet higher than
the Singer Building. The skyscraper will

cost $5.000,000. IL will bear the name of

its projector—the Woolworth Building.

“ Do you mean to say,”” you ask, ‘‘ that

this is to be built by the 5 and 10 cent

store man?"

It is the same man-—Frank W,
worth. Xerein lies the romance of an
idea. But like all stories worth while,
this one depends, as has been suggested.
on Mr. Woolworth’s personality.
reporter started out to find and analyze it.
going to the merchant’s offices in the
old A. T. Stewart Building, at Broadway
and Chambers Street. During =2 briet
wait. he summed up some O0f the cut-‘

and-dried facts of the subject. ‘

Frénk Woolworth owns 286 stores, be-
sides supplementary warehouses, between

J.ewiston, Me.,, and Denver, Col. About
a. year ago he started more stores in

England. MThere are ten of them now,
and two more in preparation. A recent
census of the visitors of one day fo his

American stores gave their number as
1,500,000. This was in an ordinary busi-
ness season, in holiday times the visi-

'tors mumber more than 2,000,000 a day. It

. requires something like 9,000 employes

-gray hair,

to keep the business moving smoothly.

The man who holds all of this under his
thumb iz nmot much over 50, He began,
without wages, as a farmer's bov in a dry
goods store in Watertown, N. Y.; set up
his first store in 1879, and has been in
business thirty vears.

Besides these bare outlines, not much
was gererally known of Woolworth. There
was a fa.brlc of gossip, more or less in-
accurate, but little that was substantial.
Business assoclates spoke of him as a
man who knew, thought, and did nothing
but business. He was more than reticent,
<o the stories went; was {aciturn to the
point of silence.

YThen the reporier met Mr. Woolworth
he found that all this was true—and 1t
The thick-set man, with Iron
had the grit of steei about
him. ¥e had the deliberate manncr and
glow speech of one with 9,000 employes
and a $£5,000,000 skyscraper on his shoul-
ders. The rush of a big office seemed
like the roll of green- -backed stock certif-
icates, and the visitors' cards that flut-
tered down constantly on his rolltop desk
—mere details of a business day

It seemed a far cry irom all this to a
boyv on a farm in Jefferson County, N. Y.
His family had always been farmers, he
said, in England, so far as they knew,
before some of them migrated to New
England in 1663, during zeveral genera-
tlons in Massachusetts, and after Mr.
Woolworth's grandfather joined the Yan-
kee advance westward, which left him a
farmer near wWatertown, N. Y.

Then, by one of those vagaries of Provi-
dence found now angd then in all families,
a bov appeared who secmed to be intend-
cd for something else Dbesides farming.
The poy. Frank, wardted {o be a mer-
chant. I:s father, an easy-going man,
with no nose for a bargain, wanted Frank
16 be a farmer like the rest of them. The
mother, a shrewd business woman, sided
with the boy. She had .noticed, perhaps,
how Franl, when his father wasn't look-
ing., would get s brother to set up an

wasn't.

‘_ “cld board for & colmier ang ‘‘ play store.”’

The reporter mﬂcedpamungs in the of-

fice; all modern- _Ian&scapes or country
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rounded out the hardest vears of my life..
I wanted to be a merchant as far back as|
I can remember.” : . i
It seethed as if this ambition had to-be.
€o the boy started 1o realize it. Hg began
to gather capital. °‘The first money he
made was nine cents for a day's work’
picking haps. To this he added half dol-
lars and dollars now and then, doing odd
jcbs for neighbors. Iis twenty-first birth-
day found him with §30 capital. In the
meantime l1e had reen looking for a job
in a store. ifor two years he tried and
failed. s _ .

““ What 6o you know about Btorekeep-
ing?’ asked the Watertown merchants.
“You're nothing but a greenhorn.”

i
|
|

The boy admitted it. But he was golng
to be a merchant, anyway. o & man in
ypars and $30 in pocket he made a deal
'with the proprietor of a Watertown dry
goody store. The ' greenhorn' would
|spend hils capital learning the business.
Jn other words, he would work for noth-
ing and invest his savings in himself. So
the Watertown merchant put him to work
unpacking dry goods bhoxes on the side-
walk.

Young_ Woolworth worked three months
for nothin —except experience. By tha,t:I
{ime his -$30 had been spent. Again he
faced failure. He told the dry goods mer-
chant of hts predicament. The storekeep-
er liked the boy’s grit. Besides, the lad
had learned something. So whin Wool-
worth ended the dicker he was an eni-
plove of the store at $3.50 a week.

Thus he served for six years. By the
end of that time he was making %10 a
week. That was his income when he mar-
ried a young woman in Watertown, to
whom he credits much of his success.
These years of apprenticeship saw the
bir& of what may be called the Wool-
worth idea. One of the boy’s early memo-
ries was of the fascination he felt in the
visits of the wandering peddlers to his
country home. He could not keep away,
somehow, while his mother was bargain-
ing with these itinerant merchants for tin
pots and pans in exchange for her old iron
‘or brass, rags and garden truck. Mr.
‘YWoolworth admits that these early memo-
ries had something, at least, to do with
his idea. The first trading he did for him-
self was largely in wares like the ped-
-dler’s.
. But the Woolworth idea Is more than
this. It was based on an Instinctive
‘knowledge of human nature; the desire
to get something for nothing. This is, of
. course, the inspiration of every bargain
'sale. In one of its forms the appeal is
' seen in odd price$, like $1.67 or $4.08; sug‘-
gesting a discount. Woolworth put it in
another way. IHe fixed a uniform price,

5 cents at first; then.5 and 10. cents. Of;
. course everything offered had ;9 be worth/
‘the 5 or 10 cents.. But every Brticle:t that
seemed to be worth more was a ba.r in,

and would sell all-the faster. - ~ .

At first everything Woolworth sold was
.5 cents. He had only a countér in the
' Watertown store. There was the collee-
tion of tinware such 48 was sold by the
peddlers, and an assortment of cheap
jewelry, highly colored pressed into fancy
shapes and- very pbpular with the young
people who lived /on nelghboring farins.
' The idea in $tself: meant success Nor
rib what rollow .duae entirely to a natural
genius for; t dlng and ‘a share of ‘that
| Yankee slnewdneas which .helps - New
“to: I:mke oney -inalmost any-

"',a lm eg to a thrgshing ma-

"-__'_& ‘boy/was willing to take

|

when to run. I won't try to recall how
many times my ventures have failed. I'
don’t mean failure in the sense of bank- |
ruptcy. I have never had to do that.
But T mean opening a store somewhere,
finding the conditions were not right, or
the location was wrong, or that I didn't
have the right sort of a man to manage
it—something like that—then - - knowing
when to close out the business, shut up
shop and try somewhere else.”’ !

Thus he summarized the story of his
early growth as a merchant. The 5-cent
counter in the Watertown shop succeed-
ing, Woolworth opened a 5-cent store in!

 the neighboring town of Utica, in a small,
place now used as a barber shop J
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W oolworth.

Frank W,

It is said of Asa Packer, projector of the
Lehigh Valley Railroad and founder of
Lehigh University, that when he became
a millionaire he was fond of taking
wealthy visitors to his mansion In Mauch
Chunk, Penn., into a corner of his libra,y
and showing them the harness of the
mule he drove on a towpath years Dbe-
fore, while his idea of a tidewater rali-
road was germinating. So Mr. Woolworth
treasures a similar relic—the first bill

. of goods for his little store in Utica, Yel-

| sourl.” For a while many passed on to old-

f pretentlous.
there, in June, 1879, what was left of the
'goods in the Utlca shop.

. meant an outlay of less than $20. It was,
 though, the nucleus of a fortune now ex-

low with age now, it is for $322.14; all

the money he had in the world then and
more, too.

For the TUlica store was J»apitalized
largely with unbounded faith. Even the

$30 rent demanded by the landlord in ad-
vance, so the story goes. was a serious
proposition, and yyoung Woolworth tried
te have it remitted. ISvervthing in the
store was 5 cents. The ldea succeeded at
first. But after two months trade began
to dwindle, It seemed to be' too big a
proposition and ahead of the times. The
store was opened in Februaryv, 1879. In'
the following May voung Woolworth de-
clded to shut up shop and try agaln some-
where else. -

He went back to TYatertown and
planned a fresh start. Taking a statis-
tical guide of the country, he checked off
cities that looked favorable. New Eng-
land was tempting. But Woolworth told
himself that his Yanlee shrewdness would
be matched by others equally shrewd and
he mlght be outwitted.

I‘ma]ly he turned southward and chose
Lancaster Penn as the scene of his next
venture. A:ny one who knows this town
will reat e that there the odds might
Seem to be againqt him. The people of

H;ancaster are old Anglo-Saxon stock min-|

gled Wwith Germans, or ‘' Rennsylvania
Dutc " Thrifty, settled in their ways
qu mostly well-to-do from the riches of

[the garden country around them, they:

had every reason to be conservative.

“ Many of them looked askance on Wool-
worth’s new store at first, as if every'
woman and child of them was from Mis--l

. er stores, where prices were hlgher but
“where their .mothers and sometimes their
grandmothers had traded before them.
The Woolworth store was anything but
The -proprietor had sent

The new store
was 14 feet wide and 35 feet deep, in an
old-fashioned building, with no show win-
dow to speak of and furnishings that

pressed in a $0000000 New York sky-
scraper.. ‘

The bacilll of the bargain hunter are in
every woman’s blood,. however blus or
cons;.rvatlve. -Gradually Lancasterians
were ' shown." Then one of the phenome-
na of Pennsylvanxa. occurred. As a noted |
Qﬂq} once, remarked of Philadelphians:
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y radical in business pounding against the

vinced that a thing's good and they’l] de-!
velop it most thoroughly.” ' |
Precisely that happened to Woolworth’s
Lancaster store. His trade began to boom.
His shop was expanderl into one of the
handsomest business blocks in the city.
Now Lancaster is an lmportant Wool-
‘v{rorth centre, . with a new warehouse that
|is one of the sights of the town,

I This success was typical of the grit ot
the man. It foreshadowed the beginning

of a long and bltter business fight, during
“which a forturne of millions was gathered
as the fruit of failure. Wooalworth now
expanded his original idea ihto stores
with a uniform price of 10 a3 well as 5

cents. At first he sold tinware,

and notions. Then crockery,
laces, Christmas tree baubles, toys, agate-
ware, candies, and simlilar articles were
added, until the business stocks acquired
thelir present variety.

Therein Woolworth found the elements
of the biiter business fight covering many
vears. His dilemma then and always has
been to buy goods at prices cheap enough
to sell for § and 10 cents. He was a

stone wall of conservatism, This is the
wayv he summed up the fight to the re-
porter:

“The old-fashicned trader would sell
a few things at a big profit—he had to

make the bizx profit becguse his sales
were small. Take a tin pie plate as an

: exar*ple.
;mer a counter for 25 cents each.,

When I started they were sold
It
seemed ruinous to offer the plates, as ) |
did, for 5 cents. Now, the pie plate cost
about 4 cents, and was sold by the tin-
smith for 7. The other 18 cents asked for|
it meant the profit of an occasional sale.

THE FOREST AS

F vou want to get away from the booze
habit, if you really have a desire to
circumvent that ecraving for the morn-

'ing cocktail, you have got to get out in

the woods,’” remarked the bronzed man|

as he reached for the olive in the bottom
of his glass. ‘““I've been through the

game, from Martin's to Muldoon’s, and I

think T know a little bit about it. There’s

nothing lfke the early sleep, rolled up in,

vour blanket at 8 P. M, and out breath-
ing the fragrance of the balsam pines at

dawn to kill that internal craving for
the strong stuff that saps the vitality
from your body, stupefles the nerve cen-
tres, and makes you & Blave to—what's
that? Another drink? Yes, Frangois, the
same.

“ As I was saying,’ continued the
bronzed man, while waiting for Fran-
cois to bring the round, * there's noth-
ing like getting out into the woods to
forget this sort of thing. In fact, it's
the only way out, excepting the psycho-
pathic ward, which isn't altogether pleas-
ant. I had a nurse at Bellevue once who
used to be a snake charmer, and as busi-
ness was bad In the side show game—
thank you, Frongols, Here's looking at
you, boys.

“ But, a8 Y was saying.” continueﬂ the
bronzed man, after the neceasary, albeit
somewhat gurgling pause, ‘' get out in
the woods If you want to escape the
glazed eye and the wobbly nerve. But—
and here I sound the note of cautibn—
take & small- supply with ‘you. Tou'll'
need it the first day or so, and if you

don't take ‘it along you'll be in & bad
way, unless you happen to go to Beaver|
River, up In the Adirondacks, and get
hold of Dave Cronkey to guide vou. =
o That’s wha.t’ I d:ld this Fall when 1
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cheap.,

“I found I could sell 100 pie plates far
5 renig each where the old-fashioned mer.
¢hants would sell & dozen at 25 cents each.
I always paid cash. Ordering pie plates
by the gross instead of dozen, I could
get better termns. Paying cash meant a
discount, Making large sales allowed me
' to scale dowu tha profit to the smallest
and still make money. So I found I could

Now they are s=elling tvyo for a nickel.”*

This principle of business is familiar
now, but was new thirty vears ago. It
- stirred up bitter ili-feeling from rival re-
tailers, and was met with incredulity by
the old-fashioned wholesalers and jobbers.
'YWaolworth had a hard row to hoe. So

One of the Zondon Stores.

narrow was his margin of protit, for in-
stance, that he would walt for some cheap
excursion to take him from Lancaster to
Philadelphia to do his buying—he would
‘not add the expenses of a trip to New
York,

Reaching Philadelphia, the wholesale
dealers and biz manufacturers looked on
‘him with suspicion. He was snubbed, dis-
couraged, and regarded ag an Interloper.
Was not Woolworth selling tinware, tow-
. els, thread, crockery, and Christmas-tree
| baubles at half the prices the old-fash-
foned merchants were asking? Was he not
breaking the time-hondred rule of trade:
‘“ The smaller the article the higher the
profit "’ ?

Here iz an experience that is typlcal.
- Woolworth went into a large jobbing
hardware "~ houss in Philadelphia and
asked to see some knives and forks. A
. ¢lerk handed down several samples from
| the shelves quoting tI'> prices.

‘““ They cost too much,” remarked young
Woolworth. ‘I want something to sell
for 5 cents.”

“The h—1 you do,” replied the clerk.
‘ You must be looney.’”

“T've had them befors.”

‘“ Well, maybe you have,” retorted the
clerk, ““but I don’t believe it."”’

Recalllng the Incident with a laugh last
. week, Mr. Woolworth added that he had
'been shown the doors of dozens of whole-
sale stores in this way. But he kept
everlastingly at it, because the bargain-
hunters bought his goods and kept on
buying in_ever-increasing numbers.

Gradually manufacturers ‘and jobbers
began to see that immense quantities of
goods sold In the YWoolworth stores would
pay & profit even at small values, Soon
Woolworth was back in the citles where
he had failed; he opened new stores, and
succeeded. Once he had dreaded New
England. Now he has half a dozen stores |
in Boston alone.

“ But when did the la.ndshde t':ome""1
asked the reporter. ‘“I mean, when dld'|
the wholesalers and manufacturers come
to vour way of thinking 80 completely
that you had a clean sweep in your ex-
pansion?’’

“I can hardly say they have ever come
over in quite that way,” Mr. Woolworth
replied. ‘' It has always been buying—
buying—and bargaining. 7You know I
don’t manufacture anything, as some mer-

sell tne twenty-five-cent plate for 3 cents,

chants do. We only buy and sell.” 4

emptied your gun, {ut that’'g nelther here
nor there. What [ started to gay was
that we decided we didn't want anything
to drink while we were in the woods, so
we only took along one quart bottle in
case of anake bites. Well, we arrived at
Beaver Rliver early in the morning, and
fought off the feeling till we got to Bul-
lock's, at Gragssy Point, where break-
fast'was awaiting us. 1t looked pretty
good after a four-mile stage ride in the
frosty morning alr, but somebody sug-.
gested a drink—vou know how §t is;
there’'s always some backslider to sug-
gest & drink, and if he doesn’t you do,:
so—well, anyhow woe opened the bottle!
and had one. There were four of us, and‘
it made guite a hole,

* After dbreakfast we were loaded wlth‘
our kits into canoes, and Dave and Bill‘
Gaynor, who was helping him, paddled‘
us down the river to Dave’'s camp on
Burnt Lake. By the time wa reached
there and had our things unpacked it was
dinner time, otherwise noon. And aome
one suggested an appetizer. ‘That was
the end of the bottle.

. ‘**And there we were, back iIn the‘
primaval forest, with not a drink’ within
half & day’'s journey. But we had made

-

Seven buyvers in foreign countries, for
Instances, make purchases as large as
those of any American in china, toyvs,
{laces, agateware, and the like. Three-
fourths of all the Christmas tree orna-
ments made in Germany go to the \Wool-
worth stores. They sell seven-eighths of
the goods of this sort retailed in the
Unlted States. So shrewdly must the
| cerices be scaled that the latest wrinkle
in cutting down cost is to have '* German
toys ' made in Japan.

Something has been sald of the metallic
grit in IFrank Woolworth's manner, of his
reticence and his mental concentration
in his business and the development of
the Woolworth idea. These are the quali-
tleg in the merchant which most people
 doubtless see and remember. But as the
| reporter studied him, another ¥Frank
Woolworthy, more or less paradoxical, re-
vealed 1tself. To see both sides is neces-
cary to an understanding of his success.
{The two parts of the paradox fit together
to form a personality. This is best ex-
plained by telling of the reporter's two
interviews with tlie merchant.

The first time he met the taciturn busi-
ness man, Ar. Woolworth didn't want
publicitv. There was an undercurrent of
bitterness in his manner as he talked
about it. Some of the newspapers hadn't
treated him fairly, he thought, olhers
had misrepresented factis. What motive
could any newspaper have in seeking him
out? A hint that the <ole reason was a
desire to tell the readers of THE TIMES
of an interesting mamnu and his career was
met with skeptlical silence. He was a
man of business—all business!

“7 told the directors of a bank I'm in,

reporter’'s questions, !*that it would be
a good idea to get together and have a
dinner when the deposits of the bank
reached £30.000,000. 'Thet was some time
lago The deposiis were Lhen about $21,-
000,000. They've reached $30,000,000 since.
We have had the dinner. I told them
about my start and what I believed a
yvoung man should do to succeed in busi-
'ness. They wanted what I said put into
a, pamphlet. EBut whyv should I? They
' suggested T go up to the City College and
tell it to the boys there. Maybe--some-

day.

surroundings rseemed paradoxical.
porter had talked with some of the big-
gest business men in New York.

Yet with all this talk of business the!
The re- |

Thelr:

he remarked while evading one of the

The First Five and Ten Cent Store in
the World, Opencd June 21, 1879, at !
I_.ancaster, Penn. :

R

offices had left a general impresston of
solid, elezant simplicity. Here the room
blossomed into ornate French floriescencs
atter the style of T.ouls XIV. Gilt scrolls -
ran arountid or up and douwn the mahog-
any tables an? chairs and over the roll-
top desks, with a goll mask here and -
 there. Deaind them were mahogany pilas-
it(-i's with panels of ;.:a*w.-n'\'010111°s be-
| tween, and the paintinges, ot conntry land-
seapes, full of sunshine,

These all suzgested the other I‘ranﬁ
Woolworth of tnhe second interview, He
Bad hivd o eliznee to think about it over
night.  Ile knew the story would probs
ably  Dbe printed anvway. The urbane,

communicative merchant,
Dlcion nosw, comn:pleted
the personnlity,

As he talked it seemed as if the flerce~
ness of the business fight he had passed
through had left their scars upon him and
possibly accounted for the previous im-
pression of bitterness and a certain me-
tallic quality. As he said, his Fivals had
stopped at nothing. His name had bean
mixed up in stories of domestic troubles
belong!ng in no way to his family, but
o a distant relative only, who happened
1o have the same surname but different
initials. Gossip had been aimed . to, bring

discredit on him through his supposed
race or religion.

All of this was very vital fn the final
simimary of the man, for it helped -to
answer two questions. One was: How can
2 merchant handle the business of 286
retail stores while giving none of them
constant personal supervision? The sece
ond question partially answers the first.
It was: How can 9,000 employes he or-
ganized into a going, profitable concern
under one man?

“T guess T have tlhe knack of knowing
the right sort of man when I sce him,"’
replied Alr. Woolworth, “They say I'm
2 hard master. But somehow the right.
sort stay on with mie. T met one of mv
boys the other day, for instance—I cail"
them boys, but many are really inen,

free from sus--
the paradox and

——

——

-

"By the way, how long have you been’
with me?’ I asked.

““Twenty-two vears,” he replied'. Ho-
befnm as a Loy of 12
{ ‘T pickk out bow; of the mght sobt,
.[Prmenih sonie of them get to be. man-
-agers of stores. I let them go ahead and:
‘manage, We have a newspaper with store
‘news that is circulated among the places.’
Then I let Lhe managers deal with thoss:
under them in the way of picnics, or
dances, or a dinner now and then. :

‘“There's another reason, I guegss, why
my emnloyes stay on. We try to give
them a square deal, A third rule {s: No
graft or hint of it. I heard some  time. -
ago, for instance, of an experience of oné"
of my buyers, He got a case of chame
pagne at Christmas—with not a sugges- -
tion as to who sent it. He drank the.
champagne all right, laid low, and sai®
nothing. Some time after he dropped in -
at a wholesale place where we had been . .
buying. ‘The man who met him  asked
casbally how the buyer had enjoyed the .
champagne. The buyer replied that he .
liked it immensely and drank it all. But -
he did no more buying in that house.” ° '

P

up our minds to stick it out. We just
loufed around that afternoon and turned!
in with the sun. It was hard work to get
to sleep without the lulling sound of the|
elevated and the trolley cars, but we|
managed it somehow, and were up at!,
6 o'clock for breakfast.

‘“*Dave had planned to drive a deer for
us down the runway along Red Horge,
from Salmon lLake to Trout Pond, and
ag I knew something about the lay of the
land, having trouted all through thas
country, J went with him, whlle the others
were assigned to advantageous posts
along the runway. Gaynor worked from
the other side.

‘“Well, I don’t know Just what the feel-
ings of Lazarus were when he begged the
crumbs that fell from the table of the
Croesus of Biblical fimes—Dives was his
name, wasn't 1t?—but whatever they were,
they weren't one, two, slx to the thirst
I had that morning. I knew Dave wasn’t
a very promising subject, but just to re-
lieve my mind I said: )

*“ s Dave, do you, by any chance, ever

take a drink?’
© + Nope,” sald Dave. ‘It’s been elghteen

vears: since I've taken w drink o’ red
liquor.’

———

e

A CURE FOR THE COCKTAIL HABIT:

“* My spirits fell. We walked along Iy .
silence for a while, and after having evie
' dently digested the matter in his ming M -

’ at least five minutes, Dave gald:

i
!
F

: bad.
| he gaid.

ad 0

There's a lot o' fellers what comes un'

here with a sight o' whisky, more’'n they

' kin get away with, an’ when they gdel’ '

' home thev leaves what’s left wi*h'm E

, Now, if you want a drink o' whisky

' bad, mebbe I kin find you one.’ T
**1I aesured him that I wanted {t ren.!

‘ All right, then, I'll git it fer yvou,?.

And he did. From a hollow-log'

'not twenty feet from the trail he Droduced-
~a half-filled bottle of as good a bran@ of-

- whisky as I ever drank. We stayed tbmr :
till T had two good hookers, and Went op- 9
“our way rejoicing. : paE T

‘““ We dldn’t scare up our deer that day,
'and the others were pretty glum when we .
got back to camp, but I had a smile ﬁat
wouldn’t come off, and at that I. mj
fortunate in not having them accuse M¢
"holding out on ‘them, .

“Of course I was wise, and stucl; 3,9—:
Dave. Together we tramped to. Bragch
Mountain, to Witchhopple Lake, to- ﬁm
Crooked Lake. in fact ull over the country
for miles around, and whenever I wanted'i :
a drink, Dave would turn over a log, or'd?
fallen tree, or'a rock, or dig down in theJ'
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| dead leaves, always producing a- bott"k

This continued for the week we spetst WE%:
Dave's camp, and all that time all T “hné

““And Dave dld. Although he wouldn's).
commit himself, and never took a'@tiyg’
himself, at least, not in my presencé:«<}
really believe he has more whisky
within twenty miles of his camp on'’

twenty years.”

And having thus reueved his mingd;: "_ '
value of the woods as an antldote d
temperance, the ‘sunburned man “ox
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