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and department houses posseroe. "a
news value, little If any inferior to the
value of new. run under , the most

Reduced Prices on

Dry Goods and Millinery
.i '

, T
1 '

. All oar trimmed and antrimmed ?haies, plumes,
tips, feathers, breast3, buckles an pon-pon- s, all

iw'new goods this fall, will be sold at '
,

' '

Greatly Reduced Prices
Hoods, wool or silk, white or color?, in great variety and re--.

; ; : duced PricesL : - -

' Shawls and fascinators from 25c upi ;

Wool hose, the 40c grade, for 2oc a pair.
Cheaper ones, for 15c a pair.
Umbrellas; bargains at 51.00

Mackintoshes for ladies $2.?, worth a dollar more.

SALEM PRESS --1

CLUB BANQUET

Tolhe Salem Advertisers atr 1 ne wuiamette well
!

Attended

'JIEFIESIRENT8 WERE- - DISCUSS
ED AFTER WHICH SUBJECT OP
ADVERTISING f WAS DISCUSSED
AT LENGTH ANI' GENERALLY
AND INTERESTINGLY.

The Salem" Prea Club entertained
representatives of. the dry- - goods trade
in Salem last eVehing at $ o'clock, at
the Willamette HoteLf A very palat-
able lunch was discussed by those
present, after which toasts were re-
sponded to; E. Hofer. president of the
Press Clubt being; the master of

.
" 'monies, ,

The flrstl address - was ' that of A.
Holtz, the advertilng man of the m.Im--

& Fronk Co of Portland, and said to

G-reenbai- im s
Dry G-ood- s Store

Next Door to the Postofficc.

LittleA
But no damper on ojar "business. You can
save the price ofumbrellas, storm rubbers
and mackintoshes for the whole family by
dealing with us. This is the proper season
to secure good mattresses for your bods.
We make the best and make all wo sell,
not an oz. of shoddy in our mattresses.

The tiquse Furnishing Co.
. c Stores at Salem and Albany.

Ion he carried to the mine, were read
ily sold at price, ranging from 2 cents

uiw uuuar eacn. -
, '

i ii is tne man alone who has builtup a successful modern newspaper thathas any Just appreciation of the, task
he has performed, and of the practical-
ly unsurmountable difficulties any oth-
er man would meet who should attempt
to follow in bis. footsteps. The highest
commendation the public can give the
efforts of the successful publisher is
found in the anxiety thuwn to availItsejf of the new. service offered; daily
by a representative newspaper,, when
the public I. temporarily denied thi.
privilege. As a leading factor ' that
contributes so largely to the success of
modern Journalism the subject of legiti-
mate advertising may well claim the
attention of all the reading public

"It I. articles of merit alone that
will stand Ve strain of persistent ad-
vertising. Dishonest methods of ad-
vertising will no more succeed " than
dishonest or questionable efforts in
other pursuits.. Among the proprietary
preparation, even, article, like Castorta
and; Scott'. Emulsion of Cod Liver Oil
are standards of excellence In their re-
spective 11 nets. , Castoria is ' regularly
prescribed in the practice of the lead-
ing physicians, and Scott's Emulsion is
recognized as the leading preparation
of medicinal cod liver oil on the mar-- !
ket. These article, have been adver-
tised persistently for years past, and
their sale has built up princely fortunes
for their proprietors.

."The Royal Baking Powder Company
today virtually control, the manufac-
ture and sale of high-gra- de cream; of
tartar In the United States. The ap-
propriations of this company for ad-
vertising at different periods during the
past 15 year, have approximated one
million dollars a year. Six years ago
Mr. Hoagtand. the proprietor of thi.
company, wa. offered $12.o0.000 cash
for his business by an English --syndicate.

The profits of the Koyal Com-
pany at that time aggregated some-- 1
thlug like U.000.CO0 a year, i"

There may be today on the Ameri-
can market baking powders Just as
good as Royal, but even the most eml--
nent ;chemtst. ' do ' not contest , the
statement that in the scientific prepar-- i
atlon of the Koyal brands, the highest
perfection has been attained.

"It will be fAind that . the business
men of Portland who advertise the
most extensively, sell b-tt- er goods 'at
lower prices, than tha firm that does
not advertise. It la an axiom of ad-
vertising, that large regular appropri-
ations for securing publicity can not
be madeiby firms who do not deal-honestl-

with their patrons. Custom-
ers who" frequent a store that Is adver-
tised largely, buy better goods at low-
er price, than can be - sold by firms
who do not ..advertise. - The customer
ofthe firm'hlch advertises is Waited
.on more promotly, and he is accorded
better treatment generally than domi
nates the policy , of the store "run by
the man who doe. not believe In ad-
vertising.; tv. .... J j

"In oneistore is shown the tendency
to adopt modern methods, to perfect
that matchless system of ' handling
trade which benefits buyer and seller
alike, an effort that carries with j it
the laudable desire to rapidly increase
the volume of business: regularly
handled'. In !the other store is noted
the carelej-- s methods of the provincial
shopkeeper who accepts the little bus-
iness that comes to him. and who
handles even this stnall trade badly.
Competition today is so keen between
different houses In all lines, that the
one study of the progressive business
men generally, is how to sell better
goods than they Hive been handling
at constantly lower prices'. The one
hope of compassing this end. as all
progressive men know, is found in the
efforts made'1 to increase the volume of
trade . regularly handled. A business
man may increase the size of his stock,
he may enlarge hij storei he may have
seasonable goods tooffer the public at
prices below tthose of his competitors.
He may have ,all these advantages,
and more, and yet if he has not adopt-
ed some effective method of disseminat-
ing the Information of his enterprise
among the buying public, he will find
that the heavy, expenditures he has
made in his attempt to add to his
facilities have hot been warranted by
the results he has reaped.
vIn. any discussion of the subject of

advertising ft may be said In comiu-slo- n.

there are; two factors which must
demand the best attention of the ad-

vertiser. These' are, methods of ad-
vertising, a ndl the selection of profita-
ble mediums. 1

"Without method, advertising cannot
be made to pay. As an instance . Of
this. I remember that a number ol
years ago, a prominent publisher of
the East sent out an agent with a car
load of standard books to be sold Lin
Portland. This agent was authorized
to expend 10 for advertising in 1 the
Oregonian. On my asking him Just
what kind of advertising he wanted to
do, he expresed - himself a. favoring
the use of small space, to be run d ru-
ing a perold extending over one
month's time, the .whole service to cost
him. not to exceed Here was some-
thing where the advertiser wanted to
reach the ear of the public quickly
and effectively. Any experienced, ad-
vertiser will recognise clearly the im-
practicability of this agent's proposi-
tion to the Oregonian. . t

"I told the agent at once that he
would reap no appreciable benefit from
his expenditure for advertising after
Ills ideas, in even, aa good a medium
as the Oregonian. I suggested to him
that be spend hi. full appropriation of
$30 in ft single tssue of the Sunday
paper, lie had something that the
public wanted, and an announcement
covering merit, of Tii. publication
through the column, of the Oregonian
In itself must possess a strong news
feature that would appeal directly to
the Oregonian'. reader. . "v-

The effect, of this advertising were
immediate. On Friday following the
publication of the notice, the same,
agent called again at the business
office with the statement that he hod
arranged for the sal of the entire car
load of books, and that he had placed
an order for a second car load by wira.
He authorized the insertion of anothet
advertisement in the Sunday Issue. fol-

lowing, with tba statement that if this
second Insertion should cost him a
little morethan $J even, be would not
make any protest. - V- - ' ;

"There are two things to consider in
advertising. One is the direct news
value of an advertisement and 1 the
other Is the necessity which may exist
for forcing an adreJiJsement on the
attention of the reader b prominence
in display, or by prominent location in

'
a. papers Ladies, for Instance, are
constantly looking for bargain. Hi

staple articles of every day uie. The
advertising of leadlns dry goo&i stores

itiFJ"1 V reruIar Pnditure. ?oradvertising."
andTifIJ".Kh? ta,nt of tne rton
c? tf-c- . tht in the prejudice

y,mafl' "ck. to the subject of advertising generally, in thisconnection Jt may be weU to recurtne ract that many honorable pursuitsof today were one under the embargo6t proscription by ) organized society.Three centuries ago, for instance, ac-tors were: listed a. roguea and vaga-
bonds. Even as late as the early partof the nineteenth century all socialrecognition was refused members ofthe dramatic profession by people, ofstanding and probity, who made anyattempt to lead well regulated lives. Asthe drama today even has not beenpurged of all that Is bad. features ob-jectionable to the sight and to thetastes of a, virtuous people, so adver-tising still remains listed as one of
those pursuits In which the way of thefakir and the charlatan is made easy.

"While intelligent advertisers, thosemen Who discern to a purpose, and whomake regular and large appropriations
for advertising purposes neither coun-
tenance nor recognize what are best
known a. fake advertising proposi-
tions, It still remains as a fact that theleading cities of the country are per-
sistently and without hindrance, mulch-
ed out of large 'amounts on which theadvertising promoter (and the dishon-
est man,- - generally, waxes : fat. Theeffort, of the advertising fakir redound
to the discredit iof even legitimate ad-
vertising, and ias a natural sequence,
in the minds of the unthinking, which
includes .within : Its boundaries many
business men of standing, a stigma at-
taches to the subject of, advertising
generally a prejudice like every deduc- -
tion of a warpe'd Judgment, that It 1

extremely hard to overcome. ?

"In many of the profesBlons where
individual preferment depends largely
on the favorable recognition of a pur-
chasing public, advertising that is paid
for Is wholly bad.V The stand against
advertising taken by physicians, for
Instance, is not the logical sequence of
a consistent course. The reputable phy-
sician who advertises lit not called upon
to follow in the footsteps of the quack.
He may seek the Indirect methods of
advertising that even the most repre-
sentative physicians 'resort to. How
much more becoming to his dignity and
to his sincerity, however, would, it be
Cor the man of standing in the profes-
sion to announce- - through the publlc
press, which reaches all the peopje. Ms
specialty, his office hours, the college
or colleges from which he holds dip
lomas, and the leading hospital or hos
pitals in which he has enjoyed the ben
efits of a full post-gradua- te course in
practical clinks? If. reputable physi
cians advertised generally. thereWould
be no room for quacks. Dlgnlnedad-vertlsln- g

by the professions would edu
cate the people from whom the physi-
cian like men in other pursuits derive
their support, and it would U-n- d to
correct many of the abuses that physi-
cians of the 'regular schools have long
Jecrted In yaln. i ,

1

"Advertising seriously v 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 their business that
commands more serious attention from
tlte management of many of the lead
ing industrial institutions of the East
today; than that or advertising. ne ad-
vertising of these houses is handled by
men of capacity, many of them college
bred, men who command salaries rang-
ing from 15,000 a year up to $25,000 a
year, and even more.

"The' lamounv of serious attention
given to advertising,; even by the most
representative men "of the country. Is
not appreciated by the reading public.
Every general passenger agent of a
leading trunk line of railroad in Amer-
ica today, for Instance,, understands
fully the value and the methods of good
advertising. A strikmg.Instance of suc-
cess in the advertising field Is found in
the career of Mr. George Roweli.
head of the advertising ; Agency of
George P. Roweft & Co., New York,
publisher of 'Printers' Ink, and of the
American Newspaper Directory- - Mr.
Ftowell Is a representative man in a
business way, he stands high, socially,
and he lt a man ofsuch strength of
character that he could only be a suc-

cess In any calling that claimed his at-

tention. Mr. RoweU has devoted his
whole life to the study of advertising.
In this pursuit he has not only amass-
ed a fortune in his Individual right, but
he his through his work of handling
advertising successfully, made fortunes
for men engaged in legitimate lines of
business where failure alone would
have been recorded without the prop
of good advertising.; 1,

The publishers of all the leading
newspapers In the United States today
are men who have thoroughly mastefied
the science of advertising. Publishers
who have made the greatest success of
ovrtunr are men who have worked
along the "nes that promised the great
est Individual benent to me
himself. Advertising' that does not pay

the man who buys the space, can not
be made profitable to the paper that has

m to sell. Ukkf success In oth
er line, the greatest benefit accrues to
the publisher when ne is aoie i
... ..nt. nf hfa natrons : accurately.
The publisher who caters as carefully
to the needs of his patrons as he does
to his own selfish ends, best subserve,
his own interests. I J made tne"Modem advertising has
modern paper. As an educational fac-

tor in the uplifting of thex masses, the
newspaper occupies nearly as P'"-ent- a

place as the public school itself.
Without 'the revenue from advertising,
the publication of the great newspaper

of today would be Impossible.
service from all"The complete news

parts of the world.
edge that adds to the profitable --

llghtenment of the people as a whole,

is handled better by American papers
nan this service is handled

other country on the globe.of anyper.
Millions of dollars uallyare ex

gathering and editing this
ntwITnews that every day or the year

disseminated to even remote,
is United States.; Just whatoart. of the

of this new. means to
i teadine may be attested by

iTnrlence sin .the publication

of the Oregonian.
During the labor riot, in the Coeur

d'Alene mining amn ;";rtam veralyear. communication be-wee- n;pUon of means of
the mining center, and the out-si- d

management of this
dZatched a special mounted cour-- R

the mining district Wen
he could carry. In the

demanl of the residents of theoeuT
rt'Juene. for new, the courier was vlr-fu- a

fy mobbed when he reacher
His .lender stock of papers

"oon exhausted. Copies of the Oregon- -

startling headlines of the day. Time
table advertising of transportation
companie.. merchants advertising gen
erally, and other advertising of
strictly local cnaracter. : has . new.
value In itself that commends thi. ad-
vertising to the direct attention of the
reader, to the immediate benefit and
profit of the advertiser himself,

"On the other hand there is much
advertising done at a profit" where the
reader, attention is gained only at
the expense involved In , the use. of
large apace prominently , displayed,
where advertising Is forced on tbeat-- t
en tion of the prospective buyer. A

man for instance may have a very at-
tractive Offer to make coveting the
sale of especially deiJrable residence
property, with a' building clause at-
tached. HI. offer may be Just the
thing that imany people want, when
these peODle have once been made to"
fully understand the merits of the
proposition. The romoter In this In-

stance, however, does not overlook the
fact that the matter he may offer for
publication possesses in itself no news
feature unles. he can force hi. adver-
tising on the attention-o- f the reader,
ill. campaign. like the campaign of
many others who hare Valuable com-
modities to Mil (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, attention
after , he has once been accorded this
hearing, by plausibility and by en-
terprising methods that accord any
man a recognition. In disposing of his
property, he may be doing the pur-
chaser a real benefit, ytt his advertis-
ing If placed after the method, adopted
by the successful merchant in seeking
publicity, would n'r result In failure.

"The most Important ' selection the
advertiser is called upon to make Is
the one of mediums. Men have grown
gray In the attempted solution of this
problem. One fact, however, con-
fronts every mini who may. make any
serious Jattemrit to study advertising,
successful advertisers ("o nyt patronize
promobcr. of advertising "schemes."
The fakir and the charlatan are given
a Scania hei'i.ng by the man who a
vcrtlses after legittmate and effective
methods.

"The best effort ;. wide-awa- ke busi-
ness men can make is to get together
and talk advertising. It Is the con-
census of opinion genenjlly- - among
successful advertisers, that . the one
medium worthy of the greatest recog-
nition, that can be called to the aid' of
the business man. In his efforts to ex-
ploit the merit of the gooibtf he may
have to offer for sale to the public, is
th Dally paper of prestige and stand- -
lng

"A little serious attention to this sub
Ject will convince even the cas
ual observer of the advantages of the
medium which has an established cir
culation. A paper tht is publishad
regularly ha. clientele of readers.
The paper is something that Is looked
for. It Is sought after, and if it is a
paper that cover, its' own field, the
territory in which its influence is su-
preme, matter that may appear in its
columns is given art amount of pub
licity that can be secured through no
other channel, at a cost that makes
other mediums unavailable to the ad-
vertiser.

"Let the Salem Toard of Trade, for
Instance, publish an attractive pamph-
let. Let this pamphlet possess all
features of fine typographical make-
up, handsome, illustrations and well
written subjecf matter. After this
pamphlet may have been .issued, let
the business men of Salem who may
be most interestHT in the venture, at-
tempt to circulate to. advantage, 10.oe
copies, of this pamphlet through tne
agency of the Hoard of Trade. The
promoter, of this effort after the at
tempt has been made will have learned
an object lesson-- ' on the subject of kuc-cesef- ul

advertising. 'j
"Now, .tf the Salem Hoard of Trade

with its high standing, its worthy alms
and with Ms backing of the most rep-
resentative Interests In 'a prosperous
city, finds diftlcultyVIn .ecurlng profit-
able wide distribution of a worthy pub-
lication.- jvhat can be .aid of the ad-
vertising in special 'schemes that have
aot character,, not even stability nor
respectability, Jiot to say anything of
good intention.'! behind them. It can
b laid down as a general rule, that
nearly all special advertising proposi-
tions' not backed by some leading pa-
per, or by some firm wholly represen-
tative in Its character, re frauds. And
yet thVre are men, nil publishers know
these men, who regularly prey oft the
public In their work of furthering the
Interest, of advertising 'schemes that
are wholly devoid of-an- y real intrinsic

'merits -

"Hood, that w!U 'stand advertising
must be seasonable. Advertising of
these goods must be placed before the
attention of the purchasing public
promptly, and the medium selected for
this .advertising to be available.: must
enjoy, a large distribution over a con
siderable extent of territory. Program
advertising for general lines Is not ef
fective, because it doe. not reach pos
sible patrons quickly enough. Circu
lar advertising, unless made incidental
to 'greater effort, in the, use of pews-p- a

per space. Is not good advertising,
because the man who resorts, to the
medium of circulars fdV exploiting the
merits of hia --wares; baa not. evert the
assurance that his circular matter will
find entry to the home, or the .tore.
of the people he may want to reach.
The merchant knows, on - the other
band. that the dally paper doe., enjoy
a regular circulation. He himself read.
the paper at hi. breakfast table, or by
the glow of artificial light after his
day, work I. done. If It i. a paper of
standing and respectability, ha not
only reads It himself but he know, that
the paper claim tio lea. atten
tion than he has give A

from the remaining adult members of
his family. Thi. paper not only finds
an entry to hia home, but it. welcome
in the home circle ia a cordial one.
With the evidence of the value of daily
newspaper advertising constantly be-

fore him, one of the marvel, of modem
time, la, that the business man of ajry
discernment will patronize the average
advertising Bcheme. advertising so
far as th. knowledge of the , writer
goes, that ha. never been credited with
a single -- direct return for all of the
money th.it ha. been wasted by good
people through thi. channel. .

'f. ' "E. G. JONES.

13 La, j. kawi fez?

be the. highest salaried ad writer in
Oregron. Mr.' Holtz expected' to be
present, but ; he found this Impossible,
and his addrees was read by Hon!.
Frank paver. It is regretted that
room cannot be found for the entire
address. Short reference is made to
it elsewhere. ,

"

This was followed by an address by
Mr, E. O. Jones, the chief advertising
man of the Oregonlan. at Portland,
and probably the highest salaried man'

. in the Northwest holding a position of
this kind.; Mr. Jones, could not be
present, so his address was read. - It isan able paper, and it Is found in full
at the conclulon of this article.

At the conclusion of the reading; of
the address of Mr. Jones, Mr. D. A.
Dlnsmore, ad writer for Jos. Meyers
& Sons, of this city,.-wa- s called upon,
and he responded with very interesting
and instructive remarks, which are

: printed elsewhere in the 8tatfeman
this morning. - '

Mr. Dlnsmore also gave l some Illus-
trations of actual experience, 'showing
that It pays to advertise in newBpepers.

Mr. C. T. Minton was next called
upon, as representing the advertising
solicitor. , He spoke very highly of
the, business, people of Salem' who use
advertising .poce. He said here has
been great: growth along these lines
in the past five years, until the lot. of
the advertising solicitor-ha- s become a
pleasant one. because he is looked
upon lis a 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 fere worked, by out-- ,
siders. .",; J !'.' ). - "

Mrs. Anna A. Culbertson, who writes
the ads for Stockton's, of this city,' bet-

ing called f upon, spoke entertainingly.
She said Salem and the surrounding
rich country have the best people to
advertise to in the United States.
They buy tt better class of goods' than
anjf other people. This is true of resi-
dents of (country and city alike. They
are responsible. This makes the work
of the ad i writer with something good
to write about much easier than U
Would otherwise be:' :

Mrs. M E. Fraser was cailedupon
anU responded pleasantly, also Col.
J. L. Stockton. Henry WN Meyers, Al.
O. Hopf, of Dalrymple's, Al. Hurst,
the newad tnan for Holverson's, O. P.
Dabney. and others.

The meeting was voted by all prefN.
cut a. very, successful one, and useful,
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 expert-enceS- r

,! - W

15. H. Carter, the great walker who
is completing a walk: around th
world, was present a!d gave an inter-
esting talk concerning his experiences
in most of the countries of the world.
t The following were present: ;

E. Hofery Mrs. i Anna A. Culbertson,
Mrs.- - Rose Glason Osburn, Mrs. M

. E. Fraser J- - - Stockton. R. J. Hen-

dricks, C4 D, Minton, Scott Boxorth,
Frank Davey, A.; F.. Hofer, Henry W.
Meyers, D. A. Dlnsmore. Al. C. Hopf,
EtTH. Flagg. Al. Hurst, O. P. pbney,
J. V. Cochran. Murray
Portland; i 13. F. Jones, of Toledo; B-- H.

Carter, of London, Englandi A.
George W. Jones, t F. .

The address of E.C Jones follows;
--No subject has claimed greater at-

tention In the industrial an& mmr-ci- al

world during recent years tha""1
From aone of legitimate advertising.

sporadic growth extending over half a
what maycentury or more, ante-datin- g

best be called present era o tm
vertlsing. the subject of exploiting hon-

estly made goods in a way P
benefitted, the buyer and 'hmay be said to have been, he effort of

bright minds during the past
of a century alone. : -

Today the expenditure for aertls-in- g

. is looked upon as a
ment. within the lines of a
gltlmate outray, by, the mot pwe m

ive business men of the n"BrI
of: the reat fortunes made J"'"cial pursuit, are the direct
wise advertising methods, rhod
adopted by tr--seeing WJ. comtothat anyixed. first; dis-

trict,
distributingmOditie. over a wide

or within a restricted territory
densely populated, carried frttt
necessity for claiming the lar--

I.
Rible share of the buyl P J
tenrion. and second : after piJbaJ
once been induced to
of the advertiser the wise policy of us-

ing, hla patrons well, aj ""
than these same pple would

did not adwhoby their competitors
verOse. John"The names of A. An

Wansmaker and Marshall
themselves to warrant theenough in

assumption thaVa man to atn i th
highest success To commercial pursuits
must advertise. -- As a e11 jbUs"
statement, a careful study of
ness conditions of a fity. y like iw

the man ho
land, will convlnoe even
ha. preconceived Ideas that advertislns
does not pay. that the ''i! '
who have made the roost - "JLOregon's metropolis since the

haveable panic of '93 are the men ho
recognld clearer the value d1Using and Who have backed thevr

Damp

Next to Postofficc

--rWW -- r.
tihn was', held at the hum. of the
groom's parents, Mr. and A.(s. W. C.
JUIson, on Center street.

The newly wed.ied pair dopart J on
the overland - train for a Journey
through the southern part, of the state,
to be gone a few days, when they will
return to this city to miike their' homo.

1 QuSet Horn. Waddinq.
A quiet home wedding took plaiv nt

the home of Mr. and Mrs. V, J. I.'iir-tu- m,

at No." 69 Commercial street. - at
high noon yesterday, when their daugh-
ter, Miss Olive IC Larson, was united
In the holy bonds or matrimony to Mr.
S. P. McCrackin the ceremony being
very Impresslvelv performed by Rev. t:.
A. Rabing, of the United EvanKelknl
church, in the preaence of only th
relatives and a very few friends of tlte
contracting parties.

Beth of these parties are well known
in Haletn, esix'cially the bride, who Ji.-t-

spent the grewter portion of her llf
here, and la highly esteemed nd popu-
lar, while the groom An a skllli-- d wood
worker, and is rapidly rising in his
profession with every promise of suc
cess.'" V

The Happy couple departed for Port
land veftterduy afternmn for a f'Wt
days' Bojourn before settling down lt
this city to future happiness and ton-ten- t.

.

GOITRE, I

An Esteemed Resided Crlng Cured
. of Goitre.

Cossideretl fscsrable fey the Metlcit Prcfei- -

sloti i Ceseral, bat Being C.refJ ky
Dr. Darris.

Dr. Darrln, "the famous sferl.iIt, ia
now accomplishing a cure In this tity
with his electrical treatment th;it ; will
astonish the mlleal world. Mrs. Amos
Wood, one of ouri-pioneer- and know n '

throughout this whole section, Ya
leen afflicted with a1 goitre and h.id
given up all hope, of being relieved f
it untir Dr. Darrih came to Wo!burn.
'Mr. and Mrs. Wood, who are still re-

membered for their great hospitality in
olden day. at their prairie home, have
hosts of friends for miles Around who
will be overJoyed . to hear that Mm.
Wood Is being aucceaafully operated
upon, and they know that Mr. Wood, a
man of strict probity, never magnifies
anything. Hi. communication speaks
for itself: ,

To the Editor: Before" taking treat-
ment of Dr. D.-rrri- In Balem, my wf.
had been affiicted with . goitre (larg
neck) of thirty year, or more. It b;ul
grown to an enoatpous s!ze and gav
her much trouble, interfering with cir-
culation and causing pain In the heal.
She' also had an a been of the Inner
ear, causing partial deafness, and was
almost Insane with pain,

Dr. Darrln's treatment has so fir
reduced the got t re about ono-ha- lf. and
pain, are so much improved that she is
comparatively comfortable. .

I moat earnestly commend Dr. D.ir-rln- 's

electrical and medical treatment
and can be referred to any time at mf
residence on. Cleveland street. WtHi-bur- n.

' A. WOO 11.

A CARD OF THANKS
W tflka tills. TY T m rmf aTnrasa(ni- - m

aet gratitude and sincere thanka to

307 Com'l St.

MATTERS IN
STATE COURT

Judg:e:Burnett Held Brief Ses--
; sion and Makes Some

Orders

MOTION FOR JUl?03irENT ON
; PLEADINGS ARGUED IN HACK-- f

HAUS-BUELL- S CASE A NEW
"SUiT FTLED IN THE EQUITY DE

PARTMENT OF COURT.

Judge Burnett held a short sesrion
of court yesterday in Department No.
1, and made orders In the following
cases: :

In the case of Geo. A. La Vie, plain
tifrf vs. Walter L. Tooze, defendant to
replevin forty bales of hops; plain tiff's
motion to strike out parts of answer
sustained as to second'' specification,
and otherwise overruled.

.It. E. Roberts, plaintiff, vs. L F.
Amend action for money; defaults, and
Judgment with order to sell attflf hed

'property.
D. J. Fry. plaintiff, vs. A. O. and

Mary I Roberts, defendants; action
for money; udgment for defendant on
findings. ; ." !

Thos. Sims, plaintiff, vs. Annie Stay- -

ton, defendant, action lor money; set
tled.

A. F. Rackhaus. plaintiff, vs. F. W.
Ftuells, et aU defendants; motion for'
judgment an pleadings argued,..

An Action For Money. V

A complaint was filed yesterday in
Department No. 2 of the State circuit
court in which the Pacific tiat I'ress
Corporation is plaintiff and Dr. Grace
Albright, of this city. Is defendant.

The plaintiff Is a corporation with
headquarters at San Francisco, and in
the complaint allege, that on or about
the 20th day of August. ii unL
and delivered to the defendant, at her
request. ,; the Universal Cyclopaedia.'
consisting of twelve volumes, and that
the price' agreed upon waa $70. - It Is
alleged that by the term, of the con-
tract the defendant wa. to pay $5 upon
the delivery otthe books, and the re
mainder in monthly Installment, of
f 19 each, until the whole amount was

i , -paid. . - - ...
It Is alleged that no payment, have

been made upon the .aid contract ex
cepting the sum of $15, and that there
still remain, due the plaintiff the mivcy
of $55, which the defendant, has neg-
lected and refused to pay, and for these
cause, the plaintiff r aska ' Judgment
against the defendant for the .urn of
ti5, and .for the cost, and disburse-
ments of the action. John II-- and C.
L. "McXary are attorneys for the
plaintiff.'.,

THE WEDDING BELLS RING

MR. CHARLES TILLfiON AND MrStfj
- MTRTLE WILLIAMS JLIET

HOME WEDDING.'.

FromTborsdays Dally.) .
- Mr. Charles D. Tllisoa and Mis Myr-'a- L who, during our recent severe af-t)- e

Williams were married last night f.ictlon..the death apd turi.tl of our';i
atJ 8 o'clock at St. Pauf. Episcopal j loved daughter and sister, Maud!, 'ex- -.
cJiurch in the presence of a large nam their benevolent ai and otti-b- er

of vfnvited guesta. , . (fort. - '
' The-ceremo- ny was pronou need by j MR,' AND MRS. W. II. KDWAIU'."

Htv. Wm. Coney, after which a rwrcp-- J ANJ'IAi:iLY.


