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Brown & Bigelow was a fixture of the Hamline-Midway area of St. Paul from 

1906 to 1980. Located at 1286 University Avenue, they were located near      

Montgomery Wardôs (built in 1921) and with their deep setbacks as seen in this       

photograph from 1935 (Brown & Bigelow is at the top with the semi-circle    

driveway), they could not be missed. 

 

Brown & Bigelow 

started as just a little 

print shop, one room 

on the second floor of 

a neglected        

downtown building at 

Third and Wabasha 

Streets. Smoky   

kerosene lamps 

swung from a sooty 

ceiling. The place 

reeked with ink and 

dusty type. Amidst it 

all stood 25-year-old 

Herbert H. Bigelow, 

with his hand fed printing press. The year was 1896 and he had just completed his 

first printing job, a simple black and white calendar. It was an enterprising       

creation, Bigelow thought. A handsome bust of George Washington decorated the 

calendar alongside the words, ñSchleh Brothers ï Fuel Dealers.ò 

ñGive your customers something useful,ò young Bigelow told John Schleh, his 

first customer. ñThat way, theyôll be reminded of you 365 days a year.ò 

John Schlehôs purchase of 250 calendars on February 7, 1896 put Herbert Bigelow 

and his business partner, Hiram Brown, into business with Brown investing $3,000 

and Bigelow investing $1,500.  Brown was never active in the business and died in 

1905 ï a business that did $13,000 in the first year and by 1980 reported annual 

sales in the neighborhood of $60 million. (The postcard on page 3, dated 1903, has 

a hole for hanging). Throughout its history, Brown & Bigelow has been a St. Paul      

resident. In its first 11 years, the firm outgrew three locations and then settled on a 

17-acre site that was once the Lexington horse race track in the Hamline-Midway 

area of St. Paul in 1906. Other than purchasing a large farm, Bigelow plowed all of 

the companyôs profits back into the business.  

Think SpringðThe 

spring show is scheduled 

for April 16th and 17th 

at the Kelly Inn.          

Saturday,  you have the 

opportunity to begin 

your shopping at 8 AM 

provided you are a   

member who is paid in 

full!  

A Stroll Through The Hamline-Midway Neighborhood     

by Steve & Nancy Bailey          

See Hamline continued on page 3 
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Editor: Duane Stabler, 952-447-8654 

Assistant Editor: Dave Norman, 612-729-2428 

 

Program Chair: Dave Johnson, 651-426-3573 
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Corresponding Sec.: Shirley Mitchell, 952-942-8874 
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Member-at-Large: Alan Calavano, 507-282-4389 

Webmaster:  Duane Stabler, 952-447-8654 

 

 

 

We are on the web!  
www.twincitypostcardclub.com  

Check your label on  page 12 and verify you are a member who has dues paid and your membership is 

current.  We need dues paid if you want to keep  your membership and receive this newsletter.   Send 

the dues to Dianne before you forget ! 

Our Traveling Plaque 
Some in our club might not know that we do 

have a traveling plaque, and that this is actu-

ally our second one.  The first was completed a 

few years ago and is now kept in the library.   

Each year, at the fall show, members construct 

many interesting postcard display boards.  

These boards are judged for excellence, and 

one is awarded the ñBest in Showò ribbon.  

That personôs name, along with the board title 

and the year, is inscribed on one of the 

plaqueôs nameplates.  The plaque then 

ñtravelsò to that personôs home until the next 

fall show. 

In 2010, Alan Calavano won the award with 

his board entitled ñ1900 Paris Worldôs Fairò.  

Here, one picture shows him holding the 

plaque, and the other shows names of some of 

our recent winners. 

Imagine your name on the 2011 nameplate!  

The first step is looking at your cards and se-

lecting a few to make a great board. 

Congratulations Alan! 

mailto:calavano@hotmail.com
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In the early days Brown & Bigelow was a model facility with large areas of glass and light, landscaped 

grounds and recreational facilities (both indoors and out) for its employees. 

Never quite satisfied with his product, Herbert Bigelow explored new 

ways to better his specialty advertising business. In 1903 Bigelow had 

produced the first full color calendar in America and adorned it with a still

-life called ñLuscious Fruit.ò Next, he expanded his line to include ink 

blotters ï a simple, yet effective way to convey an advertising message, 

Bigelow reasoned. Soon Brown & Bigelow was making more ink blotters 

(as seen in this example, featuring the ever popular kewpie) than the next 

10 companies combined. The firm, which added cloth specialties to their   

calendar line in 1898, also claimed the largest specialties sewing factory 

in the world, producing more than 50,000 painterôs caps and 6,000 horse 

covers every day ï all with advertising on them. The arrival of the      

automobile cut into the horse blanket trade, but that didnôt deter Bigelow. 

Every item emanating from his plant carried an advertising message from 

a growing number of St. Paul clients. 

As early as 1905, Herbert Bigelow protested against taxes on either      

income or earnings. He considered such taxes an immoral penalty in        

initiative. Instead he proposed a tax on what he considered unearned     

increments, that is, taxes on the property of landholders who merely sit 

back waiting for development to increase the value of their holdings. 

Inevitably, Herbert Bigelow met head-on with the U. S. Government, 

which was having difficulty enforcing its 1913 income tax law. The law 

was being widely ignored, and in the post Teapot Dome era, in the early 

1920s, the federal government chose to prosecute a few selected businessmen in each geographic area. One of 

these was Herbert Bigelow, who expected to be fined, but instead was      

sentenced to three years in prison. He served the minimum eight months at 

Leavenworth penitentiary, and while he was there he spent his time and 

money helping his fellow prisoners and their families. In particular, he      

became interested in one Charles Ward. 

For many years after Bigelowôs release from Leavenworth, the company   

followed the policy of employing ex-convicts whom they considered worth 

rehabilitating. Among these was Charles Ward, who was later to become the 

successor to Herbert Bigelow. On the side, this $25-a-week punch press    

operator invented Brown & Bigelowôs first desk calendar ï a design that   

appealed so much to Harry Truman that the President had one in his White 

House office. 

Ward was responsible for a number of advertising advances, including      

advertising playing cards introduced by the firm in 1927 and the (Redlite) 

pen light, a welcome novelty for American consumers. 

In the years approaching World War II, business at Brown & Bigelow was 

booming. With Herbert Bigelowôs death in 1933, the aggressive young Ward 

took over and, during his tenure, many more products were added to the basic 

Brown & Bigelow calendar line.  In 1936, Ward stunned the calendar        

industry by paying the then extraordinary sum of $10,000 for the exclusive 

rights to Maxfield Parrishôs Peaceful Valleyò.   

Hamline continued  

Midway  continued  on page 4 
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Other artists, including Norman Rockwell, C. M. Coolidge, Gil Elvgren 

and Zoe Mozert, soon joined the company as contract artists. 

Brown & Bigelow also printed annual sets of matchbook covers with 

girls on them from 1964 to 1978, starting with an artist drawing, such 

as this one from 1964, and finishing with live models. This cover (see 

page 5) is one from a set of 5, which is a typical set that would be put 

out each year. The artist is Gil Elvgren, a local boy from St. Paul, who 

specialized in saucy, sexy young ladies. The Elvgren Girl, however, 

was a  Minnesotan, or so the artist told a Time magazine reporter. Her 

eyes were set wide apart, her nose was pert and short, she had a small 

waist, very long legs, and preferably was under 21 years old. Most of 

all, said the artist, ñTheyôve got to be alive.ò And with them always 

kicking up their skirts like a bevy of Marilyn Monroes standing over a 

sidewalk vent, Elvgrenôs girls were very alive. 

To assist in the war effort Ward was asked by the United States Under 

Secretary of War, Robert P. Patterson, to ñdivert your great calendar 

business to war work ï by turning your production to making war  

posterséò  Patterson counted on Brown & Bigelowôs extensive       

distribution to rally citizens of this country:  ñIf you can place a war 

subject where every calendar buyer would normally place a peace time 

calendar, you could cover the nation effectivelyò Patterson said. It goes without saying that the patriotic 

Ward did just that. As you can see from this ad that appeared in The St. Paul Shoppers Guide of Aug. 8, 

1948, they also turned their wartime production to other things as well, such as making fuses for bombs. 

When Nancyôs brother was in Boy Scouts in the early fifties, he went to Brown and Bigelow with a friend 

and asked to see Mr. Ward.  He was asked if he had an appointment and he did not.  Mr. Ward decided to 

meet with him anyway. Her brother explained that he was selling popcorn balls as a fundraiser for the Boy 

Scouts. 

Mr. Ward said he would buy ten and her brother said, ñTen popcorn balls comes toéò and Mr. Ward said, 

ñNo son, we need ten cases to have enough for 

all the employees.ò  Well, that floored him and 

made his day. On delivery day, he delivered the 

ten cases and Mr. Ward had him give them out to 

the employees.  Mr. Ward then paid for them and 

gave him a     

generous tip for 

his hard work. 

 

Midway  continued   

See St Paul continued  

on page 5 
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Nancy was employed by Brown & Bigelow in the 60ôs. She 

worked for their playing card division, Stancraft, which also 

produces the Hoyle line of cards and products. Their      

packaging was unique in that they might put two decks of 

cards along with four matching small glass ashtrays or they 

would pack a vase, a candlestick and the playing cards 

would have pictures of those two items on them. We         

remember that they had a huge fish fry on their front lawn 

and  afterwards they treated the employees and their guests 

to a Twins game at the old Metropolitan Stadium. 

While Nancy was growing up, they always had scratch pads 

around the house.  They were padded at the top with a    

separate cover with a girlie picture and inside was a          

calendar.  Each page had a day and date on it with a few 

blank lines under the date.  They were not current, so they 

just used them for scratch pads. 

After her father passed away and we 

were cleaning up the house, we came 

across a stack of these pads that had 

not been used yet.  All of these had an 

advertiser on it and, of course, a girlie 

from their collection. 

Although the traditional ñbarbershopò 

calendar has been replaced by          

executive appointment books, and 

decorator-styled calendars, the basic 

commodity is still a mainstay of Brown & Bigelow business today. In addition, 

the firm is a leading manufacturer of playing cards, leather bound books,    

greeting cards, fine prints, clocks and vinyl personal items. 

St Paul continued   
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Postcard Info on the Internet (This Article Is A Revised Version of An Article That 

Originally Appeared in September of 2007) 
By Alan Calavano 

 

To understand how bidding on eBay works, itôs important to know that every bid you make is essentially a 

maximum bid.   By that I mean that eBay will only use as much of your bid as it needs to in order to make 

you the high bidder.  Letôs look at an example. 

Letôs say you that you find an item on eBay that youôd like to buy and the ñstarting bidò (an amount set by 

the seller) is $4.75.  If you bid $4.75, you will become the ñHigh bidderò and if no one else bids against 

you, you will win the item. 

In most cases, however, someone else (letôs call them PCBULLY) would also like to buy the item, so letôs 

say that they then bid $5.00 ($4.75 plus the minimum bid increment of $.25) so that they are now the high 

bidder.  To regain the lead, you would then have to bid again, this time $5.25 ... and so it goes. 

In contrast, letôs say that your initial bid was $9.75.   Since the starting bid for the item was $4.75, eBay will 

only use $4.75 of your $9.75 bid and you will be the high bidder at $4.75 just as before.  But this time, 

when PCBULLY bids $5.00 for the item, eBay will immediately increase your bid to $5.25 ($5.00 plus the 

minimum bid increment of $.25) and you will remain the high bidder. This concept is call ñproxy biddingò. 

OK, so what happens if instead of bidding $5.00 when youôre the high bidder at $4.75, PCBULLY bids 

$15.00?   Since his maximum bid ($15.00) is greater than yours ($9.75), using proxy bidding, eBay will  

immediately increase the current high bid to your maximum bid ($9.75) plus one minimum bid increment 

($.25) and PCBULLY will be the high bidder at $10.00.  If you still wanted to purchase the item, you would 

have to bid again.  Note that neither you nor PCBULLY knows what the other personôs maximum bid is, 

except by bidding high enough to exceed it. 

Bid Increments 

The bid increment is the amount by which a bid will be raised each time the current bid is exceeded. Like 

live auctions, it is predetermined based on the current high bid. 

For current high bids between $0.01 and $0.99 the minimum bid increment is $0.05.  For current high bids 

between $1.00 and $4.99 the minimum bid increment is $0.25.  For current high bids between $5.00 and 

$24.99 the minimum bid increment is $0.50.   For current high bids between $25.00 and $99.99 the       

minimum bid increment is $1.00 and for current high bids between $100.00 and $249.99 the minimum bid 

increment is $2.50. 

A bid increment will go higher than the standard increment in two situations: 

¶ To meet the reserve amount (if there is one).  A reserve amount is the minimum price a seller will      

accept for an item. 

¶ To beat a competing bidder's high bid 

If you were bidding against another bidder's maximum bid, your bid has to meet the other bidder's        

maximum bid plus one cent to become the current high bidder on the item. Iôll talk more about this         

particular quirk in a future article.  In general, however, if two Buyers have the same maximum bid, the 

Buyer who placed his bid first becomes the high bidder.  Also, in order for a bid to be accepted, it must   

either match the ñstarting bidò if youôre the first bidder or exceed the ñcurrent bidò by the minimum bid  

increment. 

To see the history of bids that have been placed on an item, click on the number of bids in the ñHistoryò 

field of the item description (just above the ñHigh Bidderò field).  You can also click on the number of bids 

in the ñBidsò column of the ñItems Iôm Watchingò list on the ñMy eBayò page. 

Sometimes the auction page for an item will show that there are 2 bids, yet there is only one bidder listed in 

the history of bids.  
See Internet continued on page 5 
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We are on the web!
 

 

www.twincitypostcardclub.com

 

Internet continued  

This happens when a member places more then one bid to increase their maximum bid amount. For example, 

if you are the first bidder on an item and you place a second bid to increase your maximum bid amount, the 

item page would show the current high bid at the opening bid amount, but would show that two bids have 

been placed on this item. 
 

Sniping 

The main problem with eBay proxy bidding is that if some else (or several other people) also want an item, 

every time you raise your bid, they raise their bid until someone eventually throws in the towel and gives up.  

This is great for the Seller of the item, but not particularly great for you as a potential buyer. 

The solution to this problem lies in something called ñsnipingò.  While itôs probably obvious if you think 

about it, thereôs really no advantage in being the high bidder on an item until immediately before the auction 

closes.  When you snipe an item, you use a computer service to automatically place a bid on the item just  

seconds before the auction ends. 

In my mind, Sniping has three main advantages over proxy bidding:  1) your bid gets placed within the last 

few seconds so thereôs no time for another bidder to bid again; 2) thereôs no indication that youôre even      

interested in the item until your snipe gets executed; and 3) you can enter the maximum amount youôre     

willing to pay in the sniping program and just forget about the item until the auction ends.   Theoretically this 

last point is true of proxy bidding as well, but typically, if someone exceeds your maximum proxy bid, thereôs 

at least the temptation to bid again and thereby pay more than you wanted to (ego can be a very costly factor 

in an eBay auction).   With sniping, since the bid doesnôt get placed until the last few seconds, there isnôt even 

the possibility of increasing your bid if itôs not high enough. 

 

For what itôs worth, I use the sniping service called Auctionsniper (at WWW.AUCTIONSNIPER.COM) and 

I SNIPE EVERY EBAY PURCHASE THAT I MAKE . Auctionsniper costs me about $.25 per successful 

transaction (thereôs a sliding scale that amounts to about 1% of the purchase price) and if I donôt win the item 

it doesnôt cost me anything.   Thereôs no fixed monthly fee and once a month the total of my sniping fees for 

that month gets charged to my Visa account.  I also get three free snipes if someone signs up for               

Auctionsniper and lists me (ALCAL@ALUM.MIT.EDU) as a referral on the registration page and if Iôm not     

mistaken, your first three snipes at Auctionsniper are free to give you a chance to try it out. 

Some people think that sniping is somehow unethical.  I think that anything else is just plain dumb.  The 

whole idea of participating in an eBay auction is to purchase items that youôre interested in at the best       

possible (i.e. lowest) price ... and sniping is the smartest way that I know to do that. 

P.S. You may be wondering what happens if two or more people snipe the same item.  Actually, itôs pretty 

simple. Since all the same eBay bidding rules apply to sniping that apply to regular bids, whoever bids the 

highest amount wins ... so long as their snipe exceeds the then current bid by at least the minimum bid        

increment.  If someone else snipes at a high amount than you do, you get ñout snipedò (i.e. you lose). 

As always, if you have any comments, questions, ideas, requests or PC related Internet sites that you'd like to 

contribute to this column, please contact me at ALCAL@ALUM.MIT.EDU or 507-282-4389.   Guest-written 

Internet related articles are also welcome. 

 TCPC POSTCARD SPRING SHOW  

Think SpringðThe spring show is scheduled for April 

16th and 17th at the Kelly Inn.           

Saturday,  you have the opportunity to begin your 

shopping at 8 AM provided you are a  member who is 

paid in full!  Sundayôs show opens at 9 AM until 3 PM. 

Page 9 has more detail and a map. 

http://www.auctionsniper.com/
mailto:ALCAL@ALUM.MIT.EDU
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Low and Inside  
By John L. Cole 

I am not enthused with continental postcards; when I get them, I put them in a box for future use.   Someday, 

they might turn me on! 

 

But sometimes one catches my eye like the one pictured here.  It was done by a company called Low and     

Inside.  They made a super card memorializing Kirby Puckett.  Straight and simple, just a great card.  That 

card had to go into my Twins collection.   

 

I mailed a letter to Low and Inside asking about the Puckett card but I didnôt receive a reply.  I looked under 

LOWANDINSIDE.com and found out they are focused on providing custom digital graphic communication 

solutions for baseball-related organizations.  They advertise creative services, publishing, merchandise,     

company backstop personal print zone but they donôt  have anyone to answer their mail.   

 

All in all, itôs a wonderful card that should have received more exposure than it didéééé.. 

TCPC News 

Roster to be published in April:   

Itôs time to   update the roster so that it can again be 

distributed during the spring show.  Dianne Lamb 

requests that you review your personal information 

in the 2010 roster.  Things like changes in home 

address, telephone number or email address should 

be verified so that accurate information can be  

published.  Contact Dianne by March 15th by  

sending her an email (dlamb@hotmail.com) or call 

her at 651-460-4927, 

By-Laws Amendments to be voted on at the March 

Meeting:   

There have been a couple of proposed additions to the 

by-laws to help run the chapter business.  Those by-law 

proposals are: 
All bills incurred for the good of the Twin City Postcard Club 

must be presented to the treasurer for payment within 60 

days of receipt. 

Any book borrowed from the Twin City Postcard Club library 

must be returned within 60 days of its check-out date. 

Change in Librarian as of January 2011:   TCPC wishes to thank Louise Carpentier for handling the Librar-

ian assignment for many years.  Sheôs decided to step down from the position.  THANK YOU LOUISE !!!!    

Paul Scheuer will assume the responsibility and the transition is underway at the time of this writing.  


