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PROFIT, BY

That Is Manifestly the Strongest Incentive for Breeding|

Podltry at AN, and No One Should Go at the Business

- Blindly—1t Is Worthy of the Best Efforts and the|

Gréatest Study.

({The following article was fur-,
‘nished by a man who beeds poul- |
try at a profit, and who himsell
practices what he preaches:)

The sfrongest incentive in poul-
try breeding is profit. This aim
pulls more men into action than

any other force or influence to be
mentioned in the breeding of

poultry. If there were greater re-

turns in breeding white rats most
of us would go into the rat busi-
‘ness. After spending a number of |
years execlusively with pouliry 1
have come to a number of very
’Oll“". conclusions as to why |
gl people do not connect up
th poultry as a business. There !
s no distinctive business that
» meams Lo atiraet more people than
‘mﬂw raising. Yet when a
is made of several courses

it Is found that the scene shifts

and new names seem to substitute
the old more frequently than we
d t. Frankly I believe
I know the reason in most cases.
ﬂ'ﬁl ple begin with poultry
hﬂ"m,tbout as much about the
Pusiness as they do of the practice
g& medicine. It s my impression
t, uuy le would come
successful practice of
ine tl they do in meeting
m afida of poultry breeding,
‘The situation is due to the fact
thiat the work of sdcceasfully pro-
ducing .poultry and of find-
jag a " market with reason-
nble demignds just a little
more of the poultry ralser than is
gonerally anticipated. 1 would
discourage no ohe In the under-
taking, yét most people who fail
to reach thelr aims simply don't
M the demands.
. There are two distinct phases of
in ng and selling qual-
breeding purposes.
ly the poultry busi-
do only with the two
edtures in trade—that
uction and distribution,
fact is m few people do
edemands, First

of
can't

he
It

production must
~upt rt nature.
|soc!denta| and ol

miss charaeter. To build a
business the work must be done
well all the time. The fact i=
most of us don’t do things well all
the time. Thén again it is soon
found that to care for poultry in
1lhe best way equipment is neces-
|gary, and demands Lime and labor
uo an extent more than was an.
ticipated. It iz hard to suffer dis- |
appointment but many wonld-be
poultry breeders fall by the way
side owing to the lack of equip-
mu_-nt time and labor. Another
positive reason that many ambi-
itions bezinners fall by the way-
side is that they did mot know
poultry when they began. Instead
{nf familarizing themselves with
the qualities of a good bird of
their chosen breed, they “went at
it blindly'" believing they '‘would
learn as they went.” And they disl.

be
a

er from that lack of preparation.
It really takes considerable ex-
perience with .any breed before
positive judgments can be drawn
regarding the problems of selec-
tions, judging and mating for re-
production. It is quite presump-
tious to Jump right in among
other breeders who have learned
breed charaecteristics and some of
the real problems involved in re-
production. The simple process of
reasoning which the average poul-
try breeder begins with borders on
eredulity of the most {gnorant
kind. One thing sure when you
begin, you are to make many mis-
takes and if you eventually suc-
reed it will be because you stayed
with the problems until you prof-
ited by your experience. No one is
more fully gqualified than the poul-
try breeder who has had the rough
knocks of failure to contend with,
Then too there is the advantage
of liking the work of raising and
selling. I speak of selling be-

cause that is half of the business

Federal;Tires

hﬁh ﬂe Federal Service Tires win their way
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—by giving EXTRA miles
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We're here to tei-ve You

N Federal Tire Service
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Phone 471
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But going was made much hard-

|and to many the bigzest half. At
| least it is often the ome that is mot
{well donc. Production is possible
iwith a very large per cent ol peo-
ple who wiil stay right with the
work of rearing and developing
{but distribution at just the right

{time seems to trouble more people |

{than any other ol the
| work.

Distribution means selling and |
| getting the stock into the hands of
the many people who want just)|
| what you have,
you should have as a real breeder.
'}en people scem to catch the
Hdca of selling poultry. They get
{the “take to town” jdea and think
]o[ selling poultry as the farmer
sells his crop. That is far
from the actual facts in the case.
i Selling full blood pouitry is dis-
|tinctly a mail order business, and
how many people understand what
the mail order business is? It de-
mands extensive advertising in the
first place so the buyers can be
found, or so the buvers can find
the product which has been pro
duced. The fact Is the buyer is
quite as anxious to find the pro.
lduct as the producer js to find the
buyer. Did you ever think of that
'in the poultry business? Just find
the man who wants to buy, give
him the facts and your =ales are
made.

j' Salesmanship has a .arge parl
to play in the matter of distribnt-
ing the product in the poultry
business. Letter writing has so
great a part in the business that
most folks are lost before they
begin. The fact is that plain
statements of fact, said in a way
people can understand, and writ-
tem 8o they can read, is ail that Is
necessary. There are many things
which will help along and which
will impress the buyer, and I
speak of the materials used and
the way the breeder uses them,
such as advertising space, letter
heads, catalogues and poultry in-
formation. You can't fool the pub-
iic even in the business of poultry
breeding, because the information
you have is common property with
many others, and there is nothing
g0 convineing as “putting up the
goods.”” There are a number of
things the average person looks
for— one is “a good show,” an.
other is ““‘something new,” hut the
most commonly expected thing or
situation which people look for is
“being fooled.” They expect to
get fooled more often than not,
ahd if you as a poultry breeder are
able to fool them in the matter of
getting fooled then you have one
of the greatest assets if applied in
every case, This absent treatment
feature of the mall order business
lowers the standard of many oth-
erwise fair and just people. It is
easfer to treat indifferently the
many you do not meet, and the
dealing with a person at long dis-
tance lacks much of the personal
element and consequently much
restraint that may be left in a per-
gsonal deal as with a neighbor.
The profitable side in the poultry
husiness is reached by maintain-
ing the most cordial relations with
those who come by letter to you
for the product you have success-
fully raised. If you have the thing
and get it to the party in a husi.
ness-like way, you lay an impor-
tant stone in the foundation of
your poultry business. Profit on
poultry involves so much more
than getting a ribbon which some-
one else would have had had you
been somewhere else at the time.
Profit in poultry is not dépendent
in the truest semse on the show
winnings. If you wil] just pro-
duce the best poultry and get the
facts to people who would like
what you have you can sell at a
profit as few people ever have
sold. That has been done, is being
done, and can be done. Buildinz
a profitable business s far more
dependent on production and sue.
cessful distribution by the legiti-
mate means of trade than on
matching your pounitry against
some one's elsq or against the
field.
is not a matter of comparison,
neither is it a matter of elimina-
tion, but it is one of first produec-
*ion and then getting the produect
to those who are glad to pay a
reasonable price for value recelv.
ed. 1 speak of the truest way of
sure profit in poultry breeding.
Vet by all means show your birds.
Advertise them and sell them at
a profit which will pay for breed-
ing the best poultry.

MOVE IS BRINGING
BETTER ROADS

(Continued from pags 6)

in NMlinois, $8.829.000: 12 in
Indiana, $1,096,236: 1 ln Iowa,
2750,000; 2 in Kansas, $395,000;
3 in Kentucky $320,000; 4 in
Loulsiana, $352.000; 6 in Mary-
land, $321,000; 8 in Massachu-
setts, $543,000; 10 in Michigan,
$7,195,000; 23 in Minnesota, 36,-
8§66,034; 12 in Mississippi, $2.-
472,000; 5§ In Missouri, 310,839,
0C0;- 5 in Montana, $695,000: 9
in Nebraska, $691,200: 22 in New
$12,194500; 3 in New
Mexico, $1,022500: 52 in New
York, $25,744,102; 36 in North
(Carolina, 87..31 000; 112 in Ohio,
$22.504,086.36;: 8 in Oklahoma,
$1,264.000; 19 in Oregon, $8,-
489,240; 44 in Pennsvlvania,
$79.531,500; 1¢ in South Caro-
Ina, $4,355,000; 1 in South Da-
kota, $60,000; 32 in Tennessee,
$6,172,500; 35 in Texas, $16,.-
967,000; 1 in Utah, $225.000:
i1 in Virginia, $58,229,000: 6 in
Washington, $545,000; 3 in West
Virginie, $60,000; 13 in Wiscon-
sin, $1,615,500; 6 in Wyoming,
$2.725,000.

It will be seen from these fig-
ures that, in so far as this season
is eosrecernéd, Pennsylvania is
rhowing ureatest interest in high-
way improvemen{ and has made
avallable for future use more
r.oney up to June 30, than any
cthér state In the Union. Vir-
ginia, Connecticut, New York and
Ghio follow in the order named.

Highways Classifled.

That a public rbad building
policy requiring road classifica-
tion according to function as well
as responsibility for consirgetion
and maintenance is neccssary s
cider to carry, on successfully a
gend roads program in this coun-
trr is the gist of a treatise issued

by the Nebraska Depart-
of Publie Wnth. “How
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The fact is selling poultry!
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ficials poin® oul. kas bocn .ound[
upon adoption abroad to be
hizhly successful omne for h!zb‘
way improvement.

“Thaat which has secured roads
oserseas,’” the bulletin,
1 ‘should secure them here, First.
There is 'the couniry road i1
| primary fun‘ tion is 1o 42rve ecpull-
1, needs While its fdnection
vital—linking farm and rn"kf*'
'"“ use is mau 1\ loe¢al. Thf, “0Ou
tv, therefore, should assume re- |
eponsibility for it. It sbon'd be|
and ecared for by county
funds. Exception should he mede |
of certain roads in the eounties
whose function places them in an-|
. the: class—that of state or fed-|
Lc.al roads. Second: There is tha
State highway, the aggregate of|
which constitutes the state high-i
wvay 3ystem. These are the roads |
which, while serving local needs
in the ecounties, have for thelr|
primary function highway ser'\"
jee to the state as a whole. The|
grstem is usually planned to con-
nect the county seafts and all
these and the various sectjons of
the state with the state capital.
~he stata therefore should assume
respopsibility for these roads.
They should be built and cared
for through state taxation, Ex-
ception should be made of certain
roads in the states whose function
places them in a third class that
of national roads.

“Third; There is the national
Lighway, the ageregate of which
vwill constitute the system of na-
tional highways. These are the
roads which, while serving coun-
{y needls, state need and inter-
state needs, have for their prim-
ary function highway service to
the eountry as a whole.”

In The Philippines,

A total of $9,764,807 was spent
for puolic improvements in the
Fhilippine Islands during the year
1920 as compared with $8,905.-
645 in 1919 according to reporls
to the Asphalt Association in New
York. The money was used, in
part to build 198 kilometers of
new roads and bridges. A ten
year program of highway con-
stiruction has been finaugurated
that ultimately open, reclaim or
improvae 30,000 hectares of agri-
cultural land.
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“Jack will never be a succlhs
as a literary man."

“How's that?"

“I've submitted his love letters
to every publisher in town, and
they've all re’used them.''—Lon-
don Mail
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. Buick Sales Derrartment
Department Makes Pub-
lic Figures Compiled

l -

Figures that reflect
strength and potentiality
United Stales and one of ils great-
est Industries wer» released for
publication today by [he Buick
Motor comprny. They show that
during tha- month of Jume just!
past, 13,759 Buick automobiles
were ll(ll\(-rml into the hands of
owners All these cars were sIX
ranging in price
from $1495 to $2,635.

The figures were compiled |
from reports received from every
tranch and distributor in th-
country and they represent fn the
Imost convincing way the position
whirh DBuiex oeccupies in the
minds o! the buying public.

Sull HandlMing Big Figures

“Somebody has said that the
automobile industry was through
with the big figures, but thess tu-
tals decisively prog the con-
trary.,” said E. T. Strong, general
sales manager, who made the an-
noutncement. "They =vidence that
the automobile Iindustry has
earned the right to the title of
one of America's greatest indus-
tries. and that the spirit of pes-
simismn which +Wwas prevalent In
some quarters did not faithIully
represent the sentiment of the
public upon whom the industry
depends for its success or accur-
ately measure the extent of irans-
portation needs of the country.

“The fact that nearly 14,000
Buick cars were placed in th?
hande of the owners in the month
of June should not be regarded
as astounding or phenominal. In-
rapel the fizgures can be interprot-
ed as a concrete demonstration o!
the tendency of the people to in-
vest in a prodnct which they want
and need

FATH N ENIE

the

Leader's Personality About
Only Element Holding
Bolsheviki Compact

—e

RIGA, Latvia, June 21.—Le-
nine's personality and the faith
that most Russian peasants and
workingmen have in him, despite
their dissatisfaction
aitions under which
forced to live, is perhaps the one
big factor that holds the Bolshe-
vik regime in power, says Capt.
M. C. Cooper of
Fla., who escaped from a prison
camp near Moscow. Captain
Cooper was flying for the Polish

| is running things in Russia.

|

{mot hard to understand,

of the .

lo BI6 FAGTOR

with cou- |
they are |

Jacksonville, |

1920,

“Lenine iz still thc most popu-
ilar man ian Russia,'
Cooper,
Trotzky. 1 foand that the ma- [
imen, even those
lt ed in him. T"-t._\ are terrorized |

ll" ‘Tcheka' or counter revo- |

tonary commiitee, which really |
But
I believe that if the ‘Tcheka' were
abolished practically everybody
would be for Lenine.”™

This, said Captain

in prison.

Cooper, is
for Le-|
nine’s pictures have been distrib-,
uted everywhere., Travelers

]
| army when made prisoner in July, | the club.

jority of peasants and working-| oy rim calmness: “The lady
be- I'II. 4. ¥

in |

| Russia will #e (w0 of his pictures |

for every one of Trotzky.
| Regarding the
| with its

manifold branches and
| the tentacles
levery village,
| supreme coturt, detective depart-
ment and spy system,
tpowors of life and death to
bat counter revolution,”
Cooper said

“The ‘Tcheka' has
| terrorized. The saying & that one
in every four persong is & mem-
| ber of it or some other sort of
a 8py. One of the Russian offi-
cers with whogm 1 was imprisonod
and who has been informed that
he was to be released, told me he
was afraid to go home, as he had
four children, and was afraid one
of them might be a spy.”

CHANGED HIS MIND

The Lambs Darver shop s In
the basement and patrons reclin-
ing in chairs may gaze up at the
passershy on the sidewalk. A
man whn had evidently the need
of hot towels watched a woman
passing up and down in front of

“com-

every omn |

“Tcheka™ which, |
| subdivisions that stretch out like !
of an octopus into |
forming a combined |

which has |

Captain l

could no lomger stand it and =0
hie sal@ to the barber:

The barbér glanced up and Qld

said Captain | that homely woman paddling up
“much more so than is | and down cut in Yront?"

Times.

His tortured nerves|is my vitn ud

Then - be

“WhHat 1&{ shaved. sir?”

m:
g; tongue
would go my

Now is the Chance uhﬁl

| Used Motorc,

that vou have been

cannot afford to let pn-

for and at a

e

BESL FE

Motor cyc.lei

to choose from. All machines
and put in A-1 condition. Many

have beeh o

be told from new !

o
'

We are now selling them at the new
hiave them priced as low as

Come and sée them new:_*

HARRY W. SCOTH

“The Cycle Man™

147 South Commercﬂ
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'!'IRES ACCESSORIES
Perfection
‘Tires
A quality tire at whole-
sale cost.

We are a direct factory
Branc}h

Investigate our tire, ask
any users about them
Let us explain to you the
construction and the ad-
vantage of the asbestos
breaker strip and cush-
ion embodied in the cas-
ing. No loose tread
causing premature de-
terioration and trouble.

Fabrics guaranteed 6000
and 8000 miles

Cords guaranteed 10,000

miles

PERFECTION

TIRE CO.
Y. M. C. A. Building

TV g «-—-‘-.

s fully charged—that it h}
ﬁhthqmmmd:

DEGGE & BURRELL

Aulo Electricians
238 North High St.
Phone 203

and Auto Repair Departments will be operated on a

(Drafts against Bills of Lading)

WE WILL CONTINUE TO SELL, HOWEVER

Tractors

|

nnounceme

Commencing AUGUST FIRST our Gas, Oil, Accessory, Ford and Fordson Parh

Cash Basis Onl)

UPON REASONABLE TERMS OF PAYMENT WHEN SO D!".SlRED

I
1
|

Tire

This decision has been brought about through no reflection up'o‘hthetr'eﬁt

of our valued patrons but rather through the greatly increased volume of oure
ness, and the impossibility—under present c onditions—of financing that volume

period which lapses between the time

We Purchase for Spot ‘&iﬂp

oiei-&

and the average time of settlement of accounts by pitréng

FordCars and Fords

|
|
|
|
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260 N. High S




