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REFRESHXENTS WERE DIscyss-
ED AFTER WHICH SUBJEC? op
ADVERTISING WAS DISCUSSED
AT LENOTH AND GENERALLY

'~ AND INTERESTINGLY.

—

g2 ! .
The Salem Press Club entertained
repruenuﬁmlot the dry goods trade
in Salem last evegjnc. at 8 o'clock, ar
the Willamette Hotel. A very palat-

able lanch was discussed by those
present, after whiech toasts were re-
sponded to; 'B. Hefer, president of the
Press Club._rbelnc'the master of cere-
monies,

The first address was that of A.
Holtz, the advertilng man of the Meéler
& Fronk Co. of Portland, and said to
be the highest salaried ad writér in
Oregon. Mr.” Holtz expected to be
present, but he found this Impossible,
and his addrees was read by Hur{.
Frank Davev. It is regretted that
room cannot be found for the entire

address, Short reference s made
it elsewhere,

This was followed by an address by
Mr. E. G. Jones, the chief advertising
man of the Oregonlan, at Portiand,
and probably the highest salaried man*
in the Northwest holding a position of
this kind. Mr. Jones could not be
présent, so his address was read. It js
an able paper, and it is found in full
at the concluion of this article,

At the conclusion of the reading of
the address of Mr. Jones, Mr. . A.
Dinsmore, snd writer for Jos. Meyers
& Bons, of this city, was called upon,
and he responded with very interesting
and Inastructive remarks, which dare
printed elsewhere in the Statébsman
this morning. '

Mr. Diffemore also gave some il
trations of acltual experience, showing
that it pays to advertise in newspepers.

Mr, C. D. Minton was next called
upon, as represéenting the advertising
solicitor, | He spoke very highly of
the business people of Salem who use
advertising spyce. He sald there has
been great growth along these lines
in the past five years, until the lot of
the advertising solicitor-has become a
pleasant one. because he Is looked
upon as o necessity and a help in secur-
ing, enlarging and holding trade.

In the same behalf Mr. A. F. Hofer
spoke of his experiences. He showed
up some advertising fakirs and demon-
strated the small value of most of the
“schemes’ that are work by out-
siders. e\

Mra. Anna A. Culbertson, who writes
the ads for Stockton's, of this city, be-
ing called upon, spoke enterfainingly.
She sald Salem and the surrounding
rich country have the best people to
advertise (o in the -United States.
They buy a better class of goods than
any other péople. Thiz is true of resl-
denls of wountry and city alike. They
are responsible, Thia ken the work
of the ad writer with something good
to write about much easzler than Ir
would otherwise be,

Mrs. M. E. Fraser was called -upon
and responded pleasantly, also Col.
J. L. Btoekton, Henry W. Meyers, Al
¢'. Hopf, of Dalrymple's, Al Hursi.
the new*asd man for Holverson's, O, P,
Dabney, and others.

The me¢ting was voted by all pres-
ent a very successful one, and uselfui,
in giving opportunity for the exchange
of friendly greetings by men engaged
in the same lines of business, and for
the comparing of notes and experi-
ences. .

B. H. Carter, the great walker, who
is completing a walk around the
world, was present and gave an inter-
esting talk concerning his experiences
in most of the countries of the world.

The following were present: .

K. Hofer, Mrs. Anna A. Culbertson,
Mrs. Rose (ilason Osburn, Mrs, M.
BE. Fraser, J. L. Stockton, R. J. Hen-
dricks, C. D. Minton, Scolt BDIOI'H'I.
Frank Davey, A. F. Hofer, Henry W.
Meyers, D. A. Dinsmore, Al C. Hopf,
. H. Flagg, Al Hurst, 0. P. Dabney,
J. 'W. Cochran, Murray Wade, of
Portland; B. F. Jones, of Toledo; B.
H. Carter, of London, England; A, W.
Prescott, George W. Jones, ! F. F.
1?|?|::..ddrela of E. G. Jonea follows:

“No subject has claimed greater at-
tention in the industrial and commer=
cial world during recent years than the
one of legitimate advertising. From &
sporadle growth extending over half &
centyry or more, ante-dating what may
best be called present era o fmodern ad-
vertising, the subject of exploiting hon-
estly made goods in @& way that has
benefitted the buyer and seller alike
may be sald to have been the eﬂortto
bright minds during the pest quArter

alone, k
or--.'r;'::;“:{g expenditure for advertis-
ing s looked upon as a wise m”:t-
fnent, within the lines of a strictly .::
gitimate outlay, by. the mest progre
ive business men of the country. Many
of the grent fortunes made im commer-

direct results of

clal pursuits are the ! Tnothadi
wise  advertising methods, et 31
adopted By far-seeing men ‘"‘;’l
jzed, firat; that any effort to se °mm_
modities over a wide di!tﬂmtmr““t
trict, or wl;ﬁn.tn _N_::iﬂ;kg“::, Hy ory
densely populat: CRITie : .
necessity for claiming the largest p::.
sible ahape of the buying public’s

~ . ‘*r ple Md
tention, and second: a _
once been induced to visit the stores
of the adyertiser the wise policy of us-
ing his patrons well, a. llttle_'ebﬂm
{han these same people would be used

to

vertise,

“The
Wanamaker and
enough in .
highest success in commercial
must advertige. -As a corellary
mt.,nm.

K and probity, who made any
Attempt to ) well regulated lives. As
the drama today even has mot been
purged of all that is bad, features ob-.
Jectionable to the sight and to ‘the
tastes of a virtuous pPople, so adver-
tising still remains lsted as one of
those pursuits in which the way of the
fakir and the chariatan is made easy.

“"While intelligent advertisers, those
men who discern to a purpose, and who
make regular and large appropriations
for advertising purposes neither coun-
tenance nor recognize what are best
known as ‘fake’ advertising proposi-
tions, it still remains as a fact that the
leading cities of the country are per-
sistently and without hindrance, mulch-
&d out of large amounts on which the
advertising promoter (and the dishon-
est man, generally, waxes fat. The
efforts of the advertising fakir redound
to the discredit of even legitimate ad-
vertising, and as a natural sequeénce,
in the minds of the unthinking, which
Includes within Its boundaries ny
business men of standing, a stigma at-
taches to the subject of advertising
generally a prejudice llke every dedue-
tion of a warped Judgment, that It is
extremely hard to overcome,

“In many of the professions where
individdaal preferment depends largely
on the faverabls recognition of a pur-
chasing public, advertising that is paid
for is wholly bad, The stand against
advertising taken hy physicians, for
Instance, |s not the logical sequence aof
a consistent course. The reputable phy-
sician who advertises i# not called upon
to follow In the footsteps of the quack.
He may seek the Indirect methods of
advertising that even "the most repre-
sentutive physicisns resort to, How
much more becoming to his dignlty and
to hizs sincerity, however, would it be
for the man of standing In the profes-
slon o announce through the ' pubile
press, which reachesg ull the peopie, Nis
specialty, hia officeée hours, the college
or colleges from which he holds Adip-
lomas, and the leading hospital or hos-
pitals In which he has enjoyed the ben-
efits of g full post-graduate course In
practical clinlcs? 1f reputable physi
clans advertised genernlly, there/would
be po room for quacks. Dignifiedad-
vertising by the professions would edu-
ente the people from whom the physi-
clan llke men In other pursults derive
their support, and it would tend to
correct many of the abuses that physi-
clanas of the *‘regular' schools have long
lecried In yain.

“Advertising seriously. studied and
honestly followed as a calling is a
pursuit that has already claimed the

attention of many of the brightest
minds in the country. There is no fea-
ture connected with thelr business that
commeands more serious attention from
tHe management of many of the lead-
ing industrjal institutions of the Eust
today, than that of advertising. The ad-
vertising of these houses s handled by
men of capacity, many of them college
bred, men who command salaries rang-
ing from $5000 a year up to $25,000 a
yvear, and even more.

“The amount of serious attention
given Lo advertising. even by the most
representative men of the country, Is
not appreciated by the reading publie.
Every general passenger agent of a
teading trunk line of rallroad In Amer-
ica today, for Instanee,. understands
Feully the value and the methods of good
aldvertising. A striking Instance of sue-
cens In the advertising fleld is found in
the career of Mr. George E. Rowell,
head of the advertising sfgency of
George P, Rowell & Co., New York,
publisher of ‘Printers’ Ink,' and of the
American Newspapéer Directory. Mr.
Powell is a representative man in a
busintss way, he stands high socially.
and he Is o man of.such strength. of
character that he ceuld only be 4 suc-
cesa in any ealling that elalmed his at-
tention. Mr. Rowell has devoted his
whole life to the study of advertising.
in this pursult he has not only amass-
ad a fortune in his individual right, but
he hés through his work of handling
advertising successfully, made fortunes
for men engaged In jlegitimate lines of
business where failure salone would
Have been recorded without the prop
of good advertising.

“The publishers of all the leading
newspapers in the United States today
are men who have thoroughly mastered
the science of advertising. Publishérs
who have made the gréatest success of
advertising are men who have worked
along the lines that promised the great-
st individual benefit to the advertiser
himself. Advertising that does not pay
the fivan who buys the space, can not
be made profitable to :ﬁ« paper that has
the space to =ell. Li success in oth-
er lines, the greatest benefit acerues 10
the publisher when he is able to gnuge
the wants of his patrons accurately.
The publishgr who caters as carefully
to the needs of his patrons as he does
to his own selfish ends, best subserves
4is own interesis. L.

“Modern advertising has made the
modern paper. ASs an edueational fac-
tor §n the uplifting of the: masses, the
newspaper occupies nearly as promin-
ent & place as the public achool itseif.
Without the revenue from advertising.
the publication of the great newspaper
of today would be hnpgu:::e. Loy

“The complete news service
parts of the world, & source of knowl-
edge that adds to the profitable én-
lightenment of the people as a whole,
is handied better by American bapers

er couniry on the giobe.
annually are ex-
and editing this

rs of any other
mﬂhnl@ddhﬂ‘

in
. the year
news, news that e day of
: even the remotest
is disse to . Jast what
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modern journalism the subject of jegiti-

mate advirtising may well clalm the
attention of all the reading publie.

“It Is articles of merit anlone that
will stand strain of persistent ad-
vertising. nest methods of ad-
vertising will no more succeed than
dishonest or questionable efforts in
other pursuits. Among the proprietary
preparations even, articles like Castoria

(and Scott's Emulsion of Cod Liver Of

are standards of excellence In their re-
spective linea. Castoria is regulariy
prescribed in the practice of the lead-
ing physiclans, and Scott’s Emulsion is
recognized as the leading preparation
of medicinal cod Hver oll on the mar-
ket. These articles have been adver-
tised persistently for years past, and
thelr sale has built up princely fortunes
for their proorietors.

“The Royal Baking Powder Company
today virtually contreols the manufac-
ture and sale of high-grade cream of
tartar in the United States. The ap-
propriations of this company for ad-
vertising at different periods during the
past 15 years have approximated one
million dollars a year. S8ix years ago
Mr. Hoagland, the proprietor of this
company, was offered $12,000,000 cash
for his business by an English syndl-
caje. The profits of the Reyul Com-
pany at that time aggregated some-
thige like $L000,000 & yeur,

*“There may be today on the Ameri-
can marke«t baking powders just as
good as Roynsl, but éven the most emi-
nent chemists do not contest the
atatement thgt in the sclentifle prepar-
ation of the Royal brands, the highest
perfection has been attained.

“it will be found thet the business
men of Portland who advertise the
most extensively, sell botter goods at
lower prices, than the firm thet does
not advertise. It Is an ak%lom of ad-
vertising, that largy regular appropri-

ations for -securing publicity can not
be madeiby firms who do not deal
honestly] with their patrons. Custom-

ers whd frequent a store that is adver-
tised largely, buy better goods at low-
er prices than can be sold by frms
who do not advertise. The customer
of the firm Avhich advertises Is waited

on more promotly, end he s accorded

bettér treatment generally than domnl-
nates the policy of the store run by
the man who does not belleve in ad-
vertising.

“In one store is shown the tendency
to adopt modern methods, to perfect
that matchisss saystem of handling
trade which benefita buyer asnd. seller
allke, an effort that éarries with It
the laudable desire to rapidly increase
the volume of business regularly
handled.' In the other gtore Is noted
the careless methoeds of the provinclal
shopkeeper, who accepts the little bus-
iness that comes ta him, and who
handles even this sinall trade badly
Competition today is so keen between
different houses in gl lines, that the
one study of the progressive business
men generally. is (how to sell better

goods than they  HBave been handling
at constantly lower priges. The one
hope of compassing this end, as all

progreasive men know, is found in the
efforts made to Increase the volume of
trade regularly handled. A business
man may increase the size of his stock,
he may enlarge hi# store, he may have
seasonable goods to ‘offer the public at
prices below those of his competitors.
He may have .all these advantages,
and more, and yet If he has not adopt-
el some effective method of disgseminat-
ing the Information of hizs enterprise

among the buying publlc, he will find
that the heavy expenditures he has
made in hia attempt to add to his

fecilities have not been warranted by
the results he has reaped.

“In any dlscussion of the subject of
advertising it may be sald in conclu-
sion, thete are two factors which must
demand the best attention of the ad-
vertiser. Thesa are, methods of ad-
veriiging, and the selection of profith-
ble mediums. | !

“Without method, advertising cannot
be moade (o pay. As an instance of
this, I remeéember that a number of
years ago, a prominent publisher of
the East sent out an agent with a car
load of standard books to be seld in
Portlend. This agent was authorized
to expend $ for advertising In ' the
Oregonian. On my asking him just
what kind of advertising he wanted to
do, he expresed himself as favoring
the use of amall space, to be ran dru-
ing a perold extending over one
month's time, the whole service to cost
him not to exceed $60. Here was some-
thing where the advertiser wanted to
reach the ear of the public quickly
and effectively. Any experienced ad-
vertiser will recognize clearly the im
practicability of this agenl's proposi-
tion to the Oregonlan.

“I told the agent at once that he
would reap no appreciable benefit from
his expenditure for advertising after
his ideas In even as good a medium

i@ the Oregonian.* | suggested to him

that he spend his rull appropriation of

i

tention of the prospective buyer, A
man for instance may have a\very at-

fully understand the merits of the
proposition. The sromoter in this In-
stance, however, does not ovérlook the
fect that the matter he may offer for,
publication possesses in itself no news
feature unless he can force his adver-
tising on the attention of the reader.
Hix campaign, like the 'campaign of
many others who have valuable com-
modities to se¢ll (life insurance for In-
stance), must be one of education and
audacity. He must not only first gain
the ear of the public, but he must be
able to hold the public's attention
after he has once been accordéd this
hearing, by plausibility and by en-
terprising methods that accord any
man a recogrition. In disposing of his
property., he may be doing the pur-
chaser a real benefit, yet his advertis-
ing If placed after the methods adopted
by the suceessful merchant in seeking
publicity, would on'» result in fallure.

“The most Important selection the
advertiser Is called uron o make Is
the one of mediums, Men have grown
gray In the attemoled solution of this
probiem. One fact, however, con-
fronts every mom who may make any
serious attemnt to stody advertising,
succesdful advertisers (o ngt patronize
promoters of gdvertising “schemes.*™
The fakir and the charlatan are given

1 scasl heur.ng by the man who as
virtiees after legit!mate and effective
methods,

“The best effort  wide-awake busi-

ness men can make s to get together

and talk advertising. It s the con-
census of oplnlon  generully: among
successful advertisérs, that the one

medivm worthy of the greatest recog-
nition, that can be called to the aid of
the business man, In his effortg 1o ex-
ploit the merit of the goods he may
have to offer for sale to the public, s
the Dually paper of prestige and stand-
ing.

“A little serious attention to this sub-
feet will convinece even the Cis-
unl observer of the advantages of the
medlum which has an established cir-
culation. A paper thet s publishad
regularly has a clientele of readers.
The paper is something that is looked
for, It is sought after, and if it is a
paper that covers its’ own field, the
territory in which its Influence Is su-
preme, maiter that may appear in its
wolumns is given an dmount of pub-
fcity that can be pecured through no
other channel, at a cost that makes
other mediums unavallable to the ad-
vertiser,

“Let the Salem Board of Trade, for
instance, publish an attractive pamph-
jet. Let this pamphlet possesa all
featlures of filne typographical make-
up, handsome (lHustrations ond well
written subjecf matter. After this
pamphlet may have been  issued, let
the business men of Balem who may
be most interested in the venture, at-
tempt to clreulate to advantage. 10,004
coples of this pamphiet through rThe
agency of the Board of Trade. The
promoters of this effort after the at-
tempt has been made will have learned
an objsct lesson on the subject of suc-
cessful advertising .

“Now, If the Salem Board of Trade
with its high standing, lis worthy alms
and with Hs backing of the most rep-
resentative Interests in a prosperous
city, finds difficalty _In securing profit-
able wide distribution of a worthy pub-
leation, what can be spald of the ad-
vertising In special ‘schemes’ that have
aot character, not even stability nor
respectability, .not to say anything of
good intentions behind them. It can
ba laid down as a general rule, that
nearly all special advertising propos|-
tions not backed by some leading pa-
per, or by some firm wholly represen-
tative In its character, are fralids. And
yot there are men, nll publishers know
these men, who regularly prey off the
publie in thelr work of furthering the
Interests of advertising ‘schemes’ that
are wholly devold of - any real Intrinsic
merits.

“Goods that w'll stand adverfising
must bg seasonable. Advertising of
these goods must be placed before the
attention of the purchasing public
promptly, and the mediym selected for
this advertising to be awvailable, must
enjoy a large distribution over a con-
siderable extent of territory, Program
advertising for general lines s not ef-
fective, because It does not reach pos-
sible patrons quickly enough. Circu-
lar advertising, unless made incidental
te greater efforis in the use of news-
paper space, ls not good advertising,
because the man who resorts to the
medlum of circulars v exploiting the
merits of his -wares.: has not evefi the
assurance that his circular matter wiil
find entry to the homes or the stores
of the he may want to reach.
The merc t knows, om the other
hand, that the dally paper does enjoy
a regular circulation. He himself reads
the paper at his breakfast table, or by
the glow of artificial Jight after his
day's work is done. If It I= a paper of
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tractive bffer t9p make cove the
sale of especially deffrable ence.
property, with a' bullding cla at-
tached. His offer may be t the
thing that many people want, when

these peonle have once been made 16

Hoods, wool or silk, wh

. Shawls and fascinators from 25¢ up, )
Wool hose, the 40¢ grade, for 25¢ a pair.
Cheaper ones for 15¢ a pair.
bargains at $1.00 :
Mackintoshes for ladies $2.75, worth & dollar more.

- Greenbaum’'s
Dry Goods Store

B g &

-Dry Goods and M
1 mew goods this fall, will be sold at -

Greatly Redz},céd“" orices

ite or in great variety end re
ldmeo.lmm‘rut ariety v 1

Umbrellas,

Next Door to the Postoffice. ‘

2
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A Little Damp

But no damper on our business. You can
save the price of umbrelias, storm rubbers
and mackintoshes for the whole family by
dealing with us. Thisis the proper season
to secure good mattresses for your beds.
We make the best and make all we sell,
not an oz. of shoddy in our mattresses.

The House Furnishing Co.

Stores at Salem and Albany.
307 Com’l St.

"l’

Next ro Postoffice.

MOTION FOR

HAUS-BUELL'S

1, and made orders
CAReS

sustained as to

properiy.
D. J. Pry,

for money; udgment
findings.

tled.

Buells, et al.,

The plaintT s a
headquarters at San

and dellvered to the
tract the def

the delivery
mainder In monthly

JUDGMENT
PLEADINGS ARGUED IN

Judge Burnett held a short
of vourt yesterday in Department

second”
and otherwise overruled.
B. E. Roberts, plalntif,
Amend action for money; default and
Judgment with erder (o sell atiached

plaintifr,
Mary JI. Roberts, defendants;

A. F. Backhaus, plaintiff, vs.
defendants;
Judgment aqn pleadings argued, .

An Miom Money.

A complaint was flled yesterday
Department No. 2 of the Sstate cireult
ecourt in which the Pacific Coast Proess
Corporation Is plainliff and Dr. Gragce
Albright, of this eity, Iz defendant,

request, the Universal
consisting of twelve volumes, and that
the price agreed upon was $70. It
alleged that by the terms of the com-
dgnt was to pay $5 upopn

the books, and the re-

MATIERS IN
STATE COURT

Judge Burnett Held Brief Ses-
sion and Makes Some
Orders

OoN
BACK-
CASE+—A NEW

SUIT FILED IN THE EQUITY DE-
PARTMENT OF COURT.

nesslon
No,

in the following

In the case of Geo. A. LaVie, pain-
tiff, va. Walter L. Tooze, defendant, to
replevin forty bales of hops; plaintiil's
motion to strike out parts of answer

specification,

ve. I P,

A. (. and
action

for defendant

Ve,

on

Thos, Sims, plaintiff, vs. Annie Siay-
ton, Befendant. actlon Tor money; ‘wel-

F. W.
motion for

corporgtion with
Francisco, and In

th¢ complaint aliéges that fin or about
the 30th day of August,

IXL. se msad
defendant, at her
Cyclopaedia,

instaliments of

7

groom's parents, Mr. and Mfs
Tulson, on Center sireel.

The pewly wedded palr deparied on
the overiand - train for "’ journey
through the southern part of the stale,
to be gone a few days, when Lhey will
return to this city to make thelr homes

wW. o

Quiet Home Wedding. ;

A quiet home wedding took place at
the home of Mr. and Mra. P, J. Lar-
son, at No, 69 Commercial strest, at

high noon yesterday when thelr daugh-
ter, Miss Olive K. Larson, was united
{in the holy bonds or matrimeny to Mr,
B P. MeUrackin,
very impressively performed by Rev, O,
A. Rabing, of the Unlted Evangelical
church, in the presence of only the
relatives and o very few friends of the
contracting parties,

Baoth of these parjles are well known
in Halem, especlally the bride, who has
spent the greéater portlon of her s
| here, and ix highly extecmed and popu-
lar, while the groom s a skilled wood
worker, and s rapidly rising n his
profession with every promibse of sucs
e, 4 .

! The kappy couple departed for Por-
lnnd yesterday afternoon for
days’ sojourn before setthng down In

tent. -

GOITRE.

= of Goitre.

T ’ Bk
Considered Incurable by the Medical Profes-
{ sion in Geseral, but Being Cored by

© br. Darria, r

Dr. Darrin, the famous spocialist, i

intuow accomplishing a cure in this €

with his electrical trestment that

Wood, one of our ploneers, and known °
throughout this whole seetion, has
been aMlicted with a goltre and |

L

it until Dr. Darrin came to Woodburn.
‘Mr. and Mra. Wood, who are still

membered for thelr great hospitality |

e
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Sadiant T

Litn 'v\"nln held nl' the home of the :.

the ceremony belng

a few °

this city Lo future happiness and cons.
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An Esteemed Residest BeingCared

|
o

astonlsh the medical world. Mra. Amos

given up all hopes of being relieved of Lia) [
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