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AUTOIST CRDS
GRADE CAOSSINGS

Drivers May Help to Reduce
Appalling Loss of Life
Dunng Each Year

By Erwin Greer

The appalling toll. of life and
‘superl.y taken by grade crossing
nccidents has repeatedly been em-
phasized.

How do motor vehicle drivers
themselves figure in i1he grade
crossing problem? What are their
responsibilities? What are their
sins of omission and commission?
How can they help to reduce the
crossing casualty 1list? These are
jmportant gquestions for every
man or woman who holds a steer-
ing wheel.

('areful observations made by
railway officials show that about
five per cent of drivers are grossly
careless in approaching and cross-
ing tracks Wi grades. This per-
cenlage does Mot seem high until
it is applied to the eleven million
old motor-vehféle owners. It is
somewhat appalling to know that
550,000 drivers are disobedient,
pegligent or reckless.

These huge numbers are en-
dangering their own lives, the

.

lives of those riding with them|:
.| and the lives of the rallway train

passengers and crews. Some of
the worst rail smash-ups are due
to trains colliding with cars or
trucks on crossings.

The insurance department of
the Pennsylvania railroad system
observed 100,000 drivers over a
period of four months, with these
interesting deductions: ,

Within this period there were
607 crogsing accidents, 408 ocecur-
ing in broad daylight. Sixty per
cent of the trains involved were
running at less than 20 miles per
hour, the classes of trains being
half passenger, half freight. There
were 120 deaths, 214 injuries.
Seven deaths were due to irying
to beat the train. Sixteen acci-
dents were due to defective
brakes, seven to drunken drivers,
61 to stalled engines. Two hun-
dred and eighty drivers broke
through gates. Sixty-three per
cent of the accidents happened on
crossings with unobstructed views
on either side.

These facts have led one cynic
to remark, that drivers involved
in such aecidents, if spared from
death, belong to a class incapable
of reformation and it is a waste

of effort to try and influence
them.
Hiow, then, can the work of

making crossings sale be speeded
up? The answer, broadly speak-
ing, is: By legislation, education
and correction—and the slaughter

of fools that won't “Stop—Look
and Listen.”

-

April 18 to 23°

OME in and help us celebrate Spring
Opening Week — April 18 1o -23.

Brmgyourmrloryour pal along and
join in the good times we have planned.

Take this opportunity to look over
o= the Single. . Better yet give it a trial spin on

Come
and
Join
in the
Fun!

anyway.
home.

the road. You'll be surprised how easy it
handles and its economy of operation.

‘You'll like the T'wins too, and the com-
fortable easy riding Sidecars. They'reall here
for your inspection.

If you don’t ride a motorcycle come
The Jatch string is out and you're
invited to walk right in and rngke yourself at
e. You'll like the crowd and you'll like
motorcycling—Qutdoors’ Greatest Sport.

Special Events Every Evening
FREE SOUVEN IRS

HARRY W.SCOTT

“The Cycle Man”
117 ’%outh Commercial Street,’ SalenPTelephone 68

See WOOD'S
For AUTO PAINTING

- OR your dwn satisfaction during the seasons
driving yeu should have your car refinished.

Besl Equipped Painting Facilities
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Auto Glass

545 Chqgnekeﬁ“ s
PHONESO9 . Oregon

Salem
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Auto Tops and Uphohtenng

Fender Repairs
Wash and Grease

Wood's Auto Service ;:v
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Buick Sales Manager De-
cries Principle of Selling
Cheap Bargains

The following article written by
C. W. Churchill, géneral sales
manager of the Buick Motor com-
pany, strikes the keynote of buy-
ing.

“When is a bargain net a
bargaln? _That is a riddle the
anuc frequently must face.
*There are severai answers. A
bargain is not a bargain when the
original pricée has purpesely been,
set at a high Tigure in order that
later, or 'om some special occasion,
a spectacular reduction can be
made. Often, in such cases, even
the *‘reduced price’’ greatly ex-
ceeds the actual vaige of the
article. But the spéctacular price
cut makes it Jook like a. bargain
and unwary buyers are trapped.
“Another time when a bargain
is not a bargain is when /it is of-
fered as ‘““bait.”” An article is of-
fered at a low price, but when one
tries to buy it, he& learns that the
last one has just been sold. Or
else a great effort i§ made to in-
duce one to purchasé some Other
merchandise, instead of the barg-
ain,

“Neither of these practices is
regarded ‘with favor im the ‘busi-
ness world., Nevertheless, there
are organizations in every indus-
try that practice them. However.
the PBetter Business Bureaus in
various citles are wagihg a vigor-
ous campaign against deceptions
of this kind, and they have the
hearty support of all progressive
merchants, manufacturers and
other business men.

“Fortunately most buyers are
curious, They are guided both by
the reputation of the manufactur-
er or merchant and the compara-
tive value of the preduct fully as
much as by the price of an article.
Knowing this, wise business firms
guard their reputations jealously.
They regard the confidencec of
the general public as one of the
greatest assels a business ecan
have. They keep the public's con-

fidence by truthful advertising
and straightforward business
methods.

“If such oFganizations place on
the market an article priced at
$20 the public knows that, as a
rule, the valpe warrants the price,
and that it §s impossible to re-
duce the price without loss. A
competitor, however,may oifer a
220 article priced at $20. 1t is
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Com" has established, .oﬂ:r al
pérfod of twenty-thfee yours, is
_| convincing evideénce that a“policy
of fair dealing and truth in adver-
g is'a paying one. {
1 “The Buick Motor Company
fully realizes that only by prae-
ticing such méthods has it attain-
ed the eminent position that it
holds today in the aul:omobﬂo in-
dustry.

“Buick will continue to pursne
that same policy, for it regards
the confidence of the public in
Buick truthfulness and fair deal-
ing as one of Bulck’s greatest as-
sets,

““However, proud as Buick is of
the reputation it has established
and maintained, it does not urge
this reputation as a principal 'rea-
son for buying a Buick. Value—
determined by comparison—Iis the
point that should decide your
choice of a car. Buick has no
doubts as to the result when pros-
pective car buyers follow the ad-
vice: “Let Value Be Your Guide.”

WILLYS-OVERLAND
CLAIM SUPREMACY

(Continued from page

the car i8 carried close to the
ground, this low center of gravity
producing a road stabllity not
found in any other six inithis pride
group.

The “70'" is provided with a
further feature which enhances its
riding qualities and aeliminates vi-
bratiori and wear  on the car
threughout. This is brought about
through the use of  the Belllex
spring shackles, stamdard equip-
ment on all ““70’" models.

In addition to the!safety fea-
ture provided through the use of
the low center of gravity con-
struction the “70" aldo is equip-
ped with four-wheel brakes.

Appointments of ithe “70"
Willys-Knight carry oqt the aim
of the makers to preseni a car of
outstanding quality, untouched by
any other model in its price ¢lass,
The generous roominess Ut. tlae in-_
terior compartments of the 70"
add to the comforts of lhc drlver
and occupants.

Equipment of the “70" itcludes
automatic windshield wiper, Tear
view mirror, motor driven heorn.
The magnetic speedometer, am-
meter, pressure oil gauge and gas-
oline gauge are mounted on the
instrument panel. The sedan is
equipped with vanity and ash tray.

MILLIONS ENTER Y. M. C. A,

NEW YORK—During the past
vear 6,140,030 men and hoys en-
tered the never locked doors of
the 18 brancheq of the \ew Xork
Y.sM. C.A. ¢ ‘

KEEP ‘EMCLEIN
AN PRESERVE CIR

Engin
Keeping

rGives Adwces on
Finish and Uphol-
| stery Clean

v . By Erwin Greer

The o :ruer using modern meth-
ods may keep his car looking new
all then:t::me. nor will he have to
spend re than a few moments
a day fol accomplish this end. For
instancey, theré are now on the
market /a number of liquid and
wax polishes which will give ad-
mirable resuits It they are usged
as diret; ted.

In the use of wax polishes the
first stép iz to clean the body of
the ca¥ thoroughly. The polish is
appliedl to the surface with a piece
of chaese cloth and then another
clean clothis used to distribute
- the wiax evenly all over the sur-
face. Car owners commonly make
the niistake of thinking that the
more ‘wax applied the belter. As
a matter of fact a very thin film
is all that is needed. The polish
will last from four days to a week,
and ter it has been applied at
the beginning of the weék a little
rubbing Twith a elean ¢loth will
bring owt the luster again. The
wax polish may be used for body.
fenders, hood and other lustrous
surfaces and it will also be found
that If the unffer side of the 'fend-

coating of wax, less mud will be
deposited and what there may be
will be easily removed.

To keep pace with the improved
appearance of the body it is neces-
sary to give some attention to the
top and the upholstery, A weekly
brushing on the top inside and
out will aid materiaily in it's life,
Fabric tops should never be clean-
ed with gasoline, kerosene or oth-
er oils. as they tend to destroy
the rubber in the Top. Castile
| soap and water applied with a stiff
brush is the bhest cleaning medinm
for the top. The upholstery ought
Teally to be cleaned once a week.
.'This means not onfy wiping the
surface of the cushions, Dut clean-
img out tie dirt that inevitably ac-
cumuiates under the piping and in
. the cormers.

‘After the dust has been rpmav.
ed leather wupholstery mayv be
cleaned with a cloth soaked In a
weak solution of ammonia and
wegter. Sastile spap and water are
also used on leather, but gasoline

‘shpould not be employed, because
it fends to cause cracking. The
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then easy enough to make a spee-
tacular reduction in price and to
mdke sales as a result, although
even at $20 the arclcle mny not
be good valune.’
“The buying publie, for its own
protection, should do everything
possible to discourage this'jrae-
tice. = Buyers ‘should make if a
rule not to be led by surface ap-
pearance alome, but to judge by
the reputation of the manufactur-
er or merchant as well,

"“At the same time it should be
remembered that even the good
reputation of the maker or mer-

| chant is not an all sufficient guide

to the buyer. In the last analy-
sis, value is the only true test.
Va]qe is determined by eompari-
son,
of actual values that a prospective
purchaser can determine where it
is advisable for- him to spend his
money.

“As for the Buick Motor Com-
pany, it believes with Abraham
Lincoln that, “You can fool some

all of the people some of the time,

people all of the time.”
“Ac¢cordingly, Buick’'s history is
one of truth in advertising and
'square dealing with the public.
And the record the Bulek Motor

And it 1s only by ecomparigon |

of the people all of the time, and |

but you cannot fool all of the |

Invite Us To Your Next Blowout

home

SMITHI&

‘High and Court Streéts™

Ha! Ha! Hot Dawg!
Every Fisherman Wearing
KELLY-SPRINGFIELDS

l L
went to the tough places, caught
the limit, didn’t get stuck and got

no matter how his breath -

smelled.

YOU SIMPLY CANNOT STOP A

KELLY

WATKINS

Telephone 44

much anyway.
seldom we ever have to rep
enjo* our good service. |

“Gmume Parts Are Better—Ask The Mun

bill goes a long way.
it goes the better.

But we don’t do that.

We ve you a genuine part. These parts don’t cost |
gi Then we guarantee that part.
lace one. You might as well

With the Wooden Leg”

E. H. BURRELL

Y AND ELECTRICAL SERVICE "

How Far Does lt Go’

'N. auto electrical and ba.t.tu‘yl wgﬂ;ﬂlt]};e

charges are comparatively small. r
. But at that, the farther
By puttmg ina
« might be inferior and giving
back now, to which you would probably have
to add some more money to have the part
again replaced, we would not help you a bit.

rt that

you a few cents

Mighty

-~ r

Telepﬁqpc 203

ers are cleaned and given & good

leather shouid be treated occasion-

ally by giving it a light coating
of linseed oil, thinned with vine-

gar.

wh.tch

plied with a cloth and be allowed
to remain for a few hours after

wiped. For imitation leather soap
and water may be used for re-
moving spots and linseed or sweet
oil in small quantities for bright-
ening the finish.

Be sure that all paraphernalia,
cloths, sponges, chamois, skins,

This solution should be ap- l.!*;

'in them, even W' ? .*:’* '
should bevnhndutil
ter betorenaﬁd ’

the upholstery should be

[
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Chandler ilas hlt a ~str d
that is makmg them all ¢z

Sy

. ROYAL EIGHTS

Chandier gwns two modern large-
volume plants+—"“lock, stock and barrel”

—and not a penny against then,pu :
paper or in fact. . 24

Chandler is wholly mdepmdmt lh!-
body and cvcrybodv inthe'e

Chandler Really Bcn‘lds a Ca! y
Chandler cars are Chandlerrbnk. not as-
sembled —built in practical entirety in

Chandler’s own plants—all the way from
the raw products to the final operations.

ENEVER something better comes

along—something actually, visibly,

intrinsically better —the world quickly
welcomes it.

‘Witness the great spontaneous success
ot the magnificent new Royal Eight and
new Sixes by Chandler—here, there and
everywhere!

Pressing Rapidly Ahead

Four different price classes are feeling
keenly the widened extent and increased
volume of Chandler sales.

; Chandler’s distributing and dealer or-
In every state, every city and town, ganization not only blankets the United .
motor carowners areshiftingtoChandler.  Srares and Canada, but extends w P
The good and ample reasons for this  out the world. .

success are very apparent.

In Eights and Sixes alike just see how
Chandler has glorified the present trend
of motor car design.

See how Chandler has embellished the

customary standards of luxury.

See how Chandler has surpassed all
ideas of modern performance—with the

mighty power of its marvelous Pikes
Peak Motor!

A Company of Strength
The cars themselves reflect the fortified
stability back of the cars. And this sta-
bility of Chandler is important to bear
in mind—for everybody wants.to be sure
the car he buys is backed up by an organi-
zation of strength and permanence.

And as a direct result of the leaping
increase in Chandler sales more new
dealers amnpplymg for the Chandler ~k8
franchise than in any othcr pﬂbcl of - 4
Chandler history.

The Line is Complete
Chandler now sponsors one of the very =

largest and most selective lines.of fine
motor cars before the public.

= Twentyfive ciyst:mns body uyléa—dn
ixes ranging from $945 to.$1895, the
Eights $2195 to, $2295; (f. o. b. Factory)s
All models have the famous Chandler
“One-Shot” lubrication system. We
proudly ask you to look at these cars—

drive—compare them with anything else
on wheels!

.....
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MacDonald Auto Compan

Corner Caottage and Ferry
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CHANDLER.CLEVELAND MOTORS conromrr:ou ‘
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In the light of the usual conception of
values in moderately priced cars, it is -
only. natu:al that you sl notrealize

what awaits you when you see and

drive andknowQ]ds'mME." T

L

But cou.pt the fea!;ures émphamzed by
mant ers of even far more, costly
cars; checkthem,oneby one,mthe

impoting array of Oldsmobile features.
And in detail after detail ou find the
explanation of Qldsmobile’s wide-
spread popularity and of 1ts owners’
praise.

See'it, dnve it, ,-30

.=
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over it pohtby point.
‘Then ..and o g:hen..canvoumxlv ' ,
a$pnec:ate the fact that known facto.s 2w e
of'merit . . and not its nce..mcashre R

the value of Oldsmobi
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