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W.D. James fashioned the first cow stalls in a blacksmith shop on his father’s dairy farm in 1904.  It is said that when he went to 
Fort Atkinson, Wisconsin, in 1906 to engage in the broader manufacture of dairy barn equipment he had only $2.50 in cash but a 
million dollars’ worth of honest purpose!  There were some lean years when his manufacturing business was struggling for recogni-
tion.  He continued to insist upon quality of materials and quality of workmanship.  By 1919 The James Manufacturing Co., had 
grown into a great organization with branches in Minneapolis, Chicago, Fort Dodge Iowa, Elmira N.Y. and Philadelphia. 
 

 
IN HIS OWN WORDS: 
“My father, D.D. James, was born and raised near Wales, Wisconsin.  He 
settled on a small farm and was a hard worker.  I suppose he instilled the 
love of work in me.  I’m happiest when I’m at work.  We had a few cows, 
raised the feed for them, milked them in an old cow barn and shipped the 
milk to Milwaukee.  It was not as good milk as it should have been.  The 
barn and equipment were about the same as many of our neighbors.  It had 
rough siding, an old plank floor, rigid, unyielding, unsanitary wood stocks, 
not enough light and no ventilation.  While milking one night, in 1904, I 
began to think of the little children in the city who would drink the stuff the 
next morning that was foaming up in the pail. I began to think of myself as a 
producer of human food.  The thought came to me whether I’d care to eat 
my mother’s bread if she’d knead it in the barn!  I figured it wasn’t square to 
the consumers to try to produce a clean product under our conditions nor 
was it fair to our cows, myself or my dad. 
 
I figured the cows must be very uncomfortable in the stiff and wholly un-
yielding wood stocks.  They could not turn their heads to drive away the 

flies from their necks and shoulders.  I began to reason that it would not only be more humane if I could fix it so the cows would be 
more comfortable, but that comfortable cows could and would give more milk.  Dad and I did some talking and the upshot of our 
planning and scheming was a revolving stanchion.  We got some hickory from the woods and with some strips of iron, pounded out 
in the farm blacksmith shop, we fashioned the first James Cow Comfort Stanchion.  We put a little Jersey into it – but she had too 
much freedom – the first night she swung around and trampled on the udder of the cow lying next to her.  It didn’t take me long to 

put in a 2x4 partition between her and her neighbor.  Pretty soon I bent a partition out of iron 
pipe.  Now I had a stanchion that provided real “pasture comfort” for the cow, while tying her 
securely, and a stall partition that afforded protection both to her and her neighbor. 
 
Next, Dad and I turned our attention to sanitation.  We put in more windows and laid a concrete 
floor with a gutter back of the cow.  Now all the manure went into the gutter and we had a clean 
stall for milking and the cow had a clean bed to lie on.  We were much gratified that we could 
produce a cleaner product, cut down our work in tending the cows and that the added comfort 
made it possible for the cows to give more milk.  Our barn and “new fangled” ideas became the 
talk of the neighborhood.  Folks would drive in on Sundays just to see it.  One fellow asked us to 
make up 20 stanchions for him.  About this time, Charles Perry Goodrich, a lecturer at Farmers’ 
Institutes, well known for the work he was doing to further the dairy interest of the country; 
talked to us at length about giving other dairymen the benefit of our experience. 
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Jamesway cont. 

So it was, in 1906, I came to Fort Atkinson, with about $2.50 in my pocket, but believing in myself and my ideas and in the Amer-
ican dairy farmer.  A few men who had some money and believed in me that the proposition of building comfort, cleanliness, and 
protection for the good old cow had real merit, backed me up – and we started in business.” 
 
It was a slow, uphill effort for the Jamesway enterprise.  Mr. James often wondered where the $35 monthly payroll dollars would 
come from.  He traveled Wisconsin by rail, when the budget allowed, personally boasting the merits of his product.  He took an 
exhibit to the State Fair; talked all day and slept in the tent at night.  Lots of folks listened; but many just laughed at him and called 
him crazy.  Mr. James said the turning point came when he was showing his stalls at the Second National Dairy Show at the 
Stockyards in Chicago.  A man from Lexington, Kentucky, gave him an order for 200 stalls; provided he would go down to his 
farm and look the entire proposition over and tell him what he could do to make his dairy right!  Gradually from that point, farm-
ers everywhere began writing to ask about the James stalls and other equipment and for help in laying out a good floor plan for 
their barn. 
 
Up to this time, barns were just “barns.”  No one had paid much attention to making the barn an efficient factory for the produc-
tion of milk.  While still on the farm Mr. James first realized how much work and time could be saved in doing the daily chores, 
how much cleaner, healthier, and more comfortable the cows would be, how much more pride the dairyman would take in his 
work, if the barn were properly arranged, properly lighted, ventilated, and modernly equipped.  So it was that when he began man-
ufacturing equipment he was anxious that his customers should get all the value they could from their investment.  He was not 
only furnishing so many feet of steel 
pipe and so many pounds of iron; but 
cow comfort, cleanliness, and protec-
tion, and easier, pleasanter work for 
the dairyman. 
 
From the very first, W.D. James tried 
to help the dairyman get a good interi-
or layout.  He studied barn planning 
and arrangement and developed new 
methods of handling the work in the 
dairy barn.  When, in 1909, the Wis-
consin State Board of Agriculture ap-
propriated $9,000 to build a Model 
Dairy Barn on the State Fair Grounds; 
Mr. James was well equipped to enter 
the competition and his plan was se-
lected.  Jamesway Company growth 
continued with plant expansions every 
couple of years to meet demands.  In 
1916 the Eastern business had grown to such proportion that a branch plant at Elmira, New York was established.  A branch at 
Minneapolis was also opened.  In 1925 Jamesway boasted they were the largest manufacturers of dairy barn, horse barn, hog barn, 
and poultry house equipment and ventilation in the world having serviced nearly 100,000 of the best farmers in the country!   
 

During the early years, Jamesway had but a few trained men serving the more densely “cow-populated” 
sections of the country.  Elsewhere they only served the farmer by means of so-called plan books and 
“stock” plans through the mail.  It was recognized that every individual contemplating a new farm build-
ing or remodeling had specific challenges which needed to be addressed in a more personal manner.  
W.D. James set out to build an organization of Jamesway Men that could provide a personal, firsthand 
contact with the farmer.  A direct representative of the company and responsible to it.  The Jamesway 
Man would become a positive influence to the farmer resulting in better livestock buildings, more profit-
able farming operations and easier ways to get the chores done.  By 1925 there were 150 Jamesway Men 
on the job from Maine to Minnesota – working with county agents, milk testers and veterinarians; to be 
of genuine service to the farmer planning future growth and profits.   
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A 1924 circular boasted that besides the head office and main manufacturing plant covering several acres; a large wood and met-
al working plant was also located at Ft. Atkinson, Wisconsin; totaling 367,000 sq. feet.  Factories at Mt. Joy, Pennsylvania and 
240,000 sq. ft. of manufacturing in Elmira, N.Y. served the East coast.  Later another plant was located in Los Angeles, Califor-
nia, devoted mainly to the manufacture of equipment for West Coast farmers. 

 
Over the years Jamesway greatly expanded and improved its facilities for the process known as Hot-Dip Galvanizing.  At the 
peak of metallurgic science, a heavy coat of zinc spelter – sometimes as much as seven ounces per square foot, was applied.  
Thirty pounds of galvanize was used to cover the same amount of surface once covered by one pound of aluminum paint.  
Where a high quality, long-life painted enamel finish was appropriate, Jamesway also met the challenge with technology.  A 
seven stage “Bonderizing” process began by shot-blasting the metal then applying the Bonderite agent which uniformly etched 
the surface and acted as an insulating agent between the metal and enamel.  The paint was “floated” onto the surface with low 
pressure nozzles as opposed to spraying – no mixing of air into the paint.  Finally, the product passed through the high tempera-
ture baking ovens; ensuring added years of life for the equipment. 
 
W.D. James contributed significantly to the development of modern farm buildings.  The twenty year period, 1906-1926, 
brought about greater progress in farm building design than in all preceding centuries!  The thousands of Jamesway designed 
farm buildings attest to his knowledge and practical experience.  Mr. James maintained there never was a piece of Jamesway 
equipment in the luxury or semi-luxury class.  His equipment was built to pay its own way and add to farm profits.  It had to 
serve through years of hard use and be a genuine convenience.  This was the foundation upon which he built the largest business 
of its kind, with satisfied customers in all parts of the world.   
 
By 1956, when the James Manufacturing Co. was purchased by The Marmon Group of companies, it was a North American 
leader in cattle and dairy equipment, but only one of many manufacturers of poultry and swine equipment.  New management 
streamlined the company by selling off the intensely competitive poultry and swine product line, with the exception of the incu-
bator production.  In 1959, a Jamesway product engineer developed a revolutionary incubation system marketed as the “Big J.”  
Hatchery personnel could now collect hatching eggs on the farm in the same egg flats that would be used in the incubator, elimi-
nating hours of laborious traying.  Jamesway was the first incubator manufacturer to receive a patent for a plastic egg flat and the 
first incubation system to use rolling egg trolleys, so that egg work could be done outside the incubator, substantially reducing 
wetting and transfer time, and egg breakage as well. In 1983 Jamesway purchased the incubator division of the Butler Manufac-
turing Co., and consolidated manufacturing at Cambridge, Ontario. 
 
 
 
 
 
 
 
Jamesway® is recognized as one of the major incubator manufacturers in the worldwide hatchery industry. Though the company has dramatically changed since its begin-
nings in the early 1900's our commitment to this industry remains unchanged. 
 
In May of 2001 Jamesway was purchased by FPS from the Netherlands.  FPS also owns two other well known poultry related 
companies, Petersime of Belgium and Moba of the Netherlands.  Today Jamesway is dedicated to the design, manufacture,  
marketing and servicing of hatchery systems.  Continuous reinvestment has resulted in the company operating some of 
the most advanced computer controlled manufacturing equipment in the industry, including robotic welders, presses 
and a programmable metal fabrication machine.----------- 
 

 
In addition to manufacturing Gardner dairy barn equipment and parts lines, we also have acquired the dairy stall and drinking 
cup lines from Jamesway, Starline and Olson. 
 

Jamesway cont. 
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Jamesway cont. 

 
 
 
 
 
 
 
Jamesway® is a manufacturer of quality farm equipment with a proud heritage of increasing efficiency for dairy and 
livestock operations worldwide.  Our company traces its roots to the original companies of Starline®, established in 
1883, Jamesway, founded in 1906, and Van Dale®, established in 1952.  Jamesway brands are available from over 
300 independent dealers in North America as well as Asia, Europe, and Latin America.  Jamesway products, at work in 
over 35 countries worldwide, offer a broad line of feed and manure handling equipment  

 
 

 
 

 

Thanks to Dennis Mcgrew for  
this story and art work. 
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Jamesway carriers 

Left - A rare cross draft  
 

Right - Catalog page 
 showing the Jamesway  
cross draft 
 
 
Weeber collection 

Top L - 8 wheel sling 
 
Top R -  8 wheel fork 
 
Bot L - 4 wheel fork 
 
Bot R - Hard to find          
             sling pulleys 
 
de Shazer Collection 
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Mechanical Advantage editorial, by Barry Merenoff 
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Mechanical Advantage editorial cont. 

To Price Guide or not to Price Guide 
  

Prior to Barry’s editorial being included in the newsletter, I had the pleasure of talking with him in 
depth about his idea of the pricing guide. After discussing it with him and him sending me this edi-
torial along with the first chapter of the book explaining the whole concept and how his system 
works, I think the system has a lot of merit.  
  

While this project moves forward it will be important to remember the base value set by Barry, is 
just that, a base value. Barry has years of experience in collecting, bartering and dealing with many 
collectors, so the base value will set by those experiences. You may agree or disagree, but at least 
it’s a start. A starting point has to come from somewhere. This guide can be edited yearly to adjust 
these base values. We have seen these “base values” change already even though a price guide does 
not exist. Remember the first single Eagle you acquired? Its average value 5 years ago was close to 
$300 +. As we have recently seen at the shows or on Ebay, you can get one for $100 and sometimes 
less. Anymore, the pulleys are harder to find and draw good money.  
  

It is also important to note that these base values are for the carrier only and will not reflect the hay 
carrier pulleys that go with them. Whether this is good or bad, I am not sure. We discussed this topic 
and he said a future book could deal with that issue. I personally feel a carrier is not complete with-
out its pulley, but to some collectors, it’s not that important.  
  

I think this product can help the beginner or experienced collector. For the novice, it’s hard to know 
what to pay for an item and this guide can be used as a good reference. The experienced collector 
may not use the guide as much, but there will be a lot of rare carriers in the book that are not as com-
mon and this guide can assist them in identifying as well as pricing these treasures. 
  
So in closing, “Barry, what took you so long?”      --Chief 



Volume 6, Issue 1 
 

Page 8 

The Internet and ebay Phenomenon 

How many of you collectors follow ebay? Well it seems that every now and then fireworks just fly and we 
see items go through the roof. Sometimes for good reasons, and sometimes we are left scratching our 
heads. We do know when a rare item pops up, fireworks will fly from many directions, and yet we see 
those fireworks for some really common or fairly common things. Is it the uneducated collector buying 
the common things for high prices? Maybe. Or another collector that just wants it? Who knows, but it sure 
is fun to watch and participate at times.  
 
Below are a few highlights from recent sales. Common, rare, or otherwise ...you be the judge. 
Plus shipping in most cases! 
 

 

Chambards Elevator $1275.00                Steel track HHF  $480.00             Economy Pulley  $278.00 
                “HUH”  
 
 
Porter wood beam $595.00    Myers pulley $115.00  “wow” 



The North American Hay Tool Collectors Association  
Presents the 

 
 
 
 
 
 
 

9th Annual Hay Tool  Swap Meet Show 
 
Hosted by:  Dale Smithhisler, Gary VanScyoc, Jerry Kamp, 
   Gideon Troyer and Melvin Mast 
                        

HOTEL INFORMATION 
 

Ashland Inn & Suites         
419-281-8090 

Holiday Inn Express 
419-281-2900 

Surrey Inn Hotel  
419-289-7700 

Days Inn 
419-289-0101 
Super 8 Motel 
419-281-0567 

Local B&B’s available 

Where: Ashland County Fair Grounds 
      2042 Claremont Ave, Ashland, Ohio 
      Watch for signs 
 
When:  Friday May 2nd and Saturday May 3rd, 2014 
Time:   May 2nd Set up, show, vend 7:30 am until ? 
    May 3rd, 7:30 am till 5:00 pm 
    Dinner and live auction Friday night  
 
Everyone is encouraged to bring items to show, sell 
and brag about. 
 

Breakfast and lunch available from local food vendor. 
Dinner Friday night. 
Auction to follow dinner. 

Directions 
Exit I-71 take Rt. 250 west. Exit Rt. 250 onto Rt. 42 South. Stay on Rt. 42 
until you reach Baney Road. Turn right onto Baney Road.   
The first traffic light is at Claremont Ave, turn right.  
The fair grounds will be on your left. 

For more info. call   
 

Dale at  419-281-0748 
Doug at 402-510-8845 
Email:haytoolcollector@yahoo.com 

FEATURING WOOD BEAM CARRIERS 
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 Friday May 2 
 
 7:30 Gates open for Vendors set up 
  Kitchen opens 
 
 8:00 Gates open to all 
  Check in auction items 
  Set up displays 
 
 9:00 Day trippers depart 
  
 8:01 Swapping, selling, stealing, begging, whining, bragging, in general, do what we came to do 
  Purchase dinner buffet tickets (see food vendor) 
 
 4:00 Auction item check in ends 
 
 4:00 Day trippers return 
 
 4:30 Dinner   
  
 6:00 Assemble at show building for meeting 
  NAHTCA meeting 
   Introductions 
   10th show location 
   Changes 
    
 6:30 Auction starts, show closes following auction 
  
Saturday May 3 
 
 7:30  Gates open for Vendor set up 
  Kitchen opens 
 
 8:00 Gates open to all.  
  Set up displays 
  
 8:01 Swapping, selling, stealing, begging, whining, bragging, in general, do what we came to do 
 
 5:00 Show closes    

The North American Hay Tool Collectors Association Presents the 
 

9th Annual Hay Tool Swap Meet Show 
 

Hosted by:  Dale Smithhisler, Gary VanScyoc, Jerry Kamp, 
   Gideon Troyer and Melvin Mast 
 

Featuring:    Wood Beam Carriers 
 

SHOW SCHEDULE 



Coming Events 

This newsletter is intended to 
be informative, educational 
and fun! Material is believed to 
be accurate at time of printing 
and if not, we tried. Send us 
any corrections you feel neces-
sary. Help make this newslet-
ter a success.  

Technical Disclaimer 

Notes from the Chief  
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Thoughts 

 

Phone: 402-510-8845 

E-mail: haytoolcollector@yahoo.com 
 

North American Hay Tool Collectors Assoc. 

c/o Doug de Shazer 

55005 897 Rd. Lot #8 

Crofton, NE 68730 

Madie and Gavin just chilling out. 

True Story 

If you look at the volume number, this will be the 6th year for writing 
the newsletter, can you believe that? It has been a pleasure writing for 
the group and a pleasure meeting and talking with a lot of members. I 
would like to think I have had a part in expanding and keeping this 
group going by writing this newsletter.  
 

I would love to get the member list out this year. I know I have said it 
before, but this year it will happen. In addition to that I will get the web-
site up and running so more people can experience the hay tool world 
and perhaps get more involved in our group.  
 

I want to thank all of you who help feed me information, stories and 
those who take my constant phone calls bugging you for more infor-
mation. That being said, I encourage all of you to help, give feedback, 
and write something that can be put into the newsletter.  
 

Last year was a tough year for the newsletter as I stated in the last news-
letter, but clearer skies are in the future. In addition to working out of 
town a lot last year, I am also in the process of building a new shop and 
museum, but at least it’s local and I can still be near the family and 
home life to forge ahead.  
 

In closing, I want to thank everyone for reading and supporting the 
newsletter.  Happy Newyear                 - - Chief  

Quote of the day 
All my life I thought air was free, until I bought a bag of chips!  

Le Sueur Swap Meet  
April 24-26 Le Sueur, MN 
 

NAHTCA Show  
May 2-3  Ashland, OH 
 

25th National Red Power Round 
Up   June 26-28   Huron , SD 
 

Eddie and his wife June are shopping in their local supermarket.  The hus-
band picks up a case of Heineken and puts it in their cart. 

'What do you think you're doing?' asks June.  
'They're on sale, only $15 for 24 cans Eddie replies.  
'Put them back, we can't afford them' demands the wife, and so they carry 
on shopping.  
A few aisles further on along June picks up a $30 jar of face cream and puts 
it in the basket.  

'What do you think you're doing?' asks Eddie.  
'It's my face cream. It makes me look beautiful,' replies the wife.  
Her husband retorts: 'So does 24 cans of Heineken and it's half the price.' 

Eddie never knew what hit him.  

By the time you can make ends meet, they move the ends. 


