
•tel'j i.iM 

urns 
i to mi 

W/KPMte.iSiSl.....''.... •SaXA > m*HBC f 

A' M 

t-» • v-'i-j; 

; $1 
•• wi. 

]! 1 
iispMon iv 
•*!"£• II. 
fs» thi J 
aat'.^iiU ' 

to»-

**'««>-

«*re# 
> tre*i, 
tracts 
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NEHEMIAH DAVIS 

N Davis, Judge of the County Court, is a prominent figure in Ward County poli­
tics The judge has been feerless and the blind pigger or the law violator who has ap­
peared before him, has had reason to wish he had kept the straight and narrow path. 
The judge is a candidate for nomination to the office which he has held for the past si & 
years It is said that he has developed much strength in the county, and his political 
enemies admit that Me will be a hard man to defeat. So far, the Independent has heard 
of no opposition, though there are rumors that there will be another in the race. 

EndorsemenfcFoRffr 
James Johnson 

The Press Realize that Minot Man Has Good 
Chance to Win-Is Oettl >g Strong Support 

From All Parts of the State 

The announcement of James John. 
Republican candidate for Con-

appears in this issue. Mr. 
(has been connected with of the Republican party in his state 

son, 
gress 
Johnson ,— 
count-" and state po^ucs for the past 
twenty-five years and is well quali­
fied to fill the office to which he as­
pires .•—Portal International. 

The announcement and platform of 
Hon. James Johnson, candidate from 
Ward county for Congress appears 
elsewhere in this issue. To the vot­
ers of the western part of the state 
"Jim" Johnson need® no introduction. 

isit^tefc ait^ajrney tor Ward county^ 
whicfi onice Ihe held for a number .of 
years. At almost every convention 

he has always been a conspicuous 
figure, besides having been a delegate 
lie has served as a' member of the 
State Central Committee on several 
occasions amd two years ago he was 
elected chairman of that body. This 
office he reisignled on becoming a 
candidate for Congress 
form 'on which he stands is one that 
means muclh to the western part of 
the state and we believe he will re 

Seneator McCumber Is reported to 
be. improving slowly, and will proba­
bly be otit of danger soon. There Is 
no question but what the Senator had 
a close call. , 

J. C. Woodruff, the architect, has 
presented to the Minot <public library 
"The History of the World's Famous 
Authors," in about forty volumes. 
This is a valuable addition to our li­

brary and one that is greatly appre­
ciated. 

Soniers Grows 
Caustic 

J.. J.?' Somers, the Bard of the 
Mouse River Loop, was in Minot yes­
terday.^ It will be remembered that 
Mr. Sofners gave ea dance at Max-
bass oc| St. Patrick's Day, at which 
time hg expected to give away his 
farm to the holder of the lucky tick­
et. Not enough tickets were sold 
and in consequence the farm was not 
given aivvay, but he informs us that 
the money has been returned to all 
who 'bought tickets, and w!ho did not 
attend the dance, who returned their 
tickets within the thirty days, spe­
cified bii him. Some of the fellows 
who ought to be Jim's best friends 
have been doing a little knocking 
and Mr. Somers has replied in the 
following caustic lines: 
I Haven't Gone The Sully or Myers 

< :i. Route Yet. 
The spread eagle dance 

Put spnie in a trance, 
It may take some time to recover. 

The ^expert eagle grabbers, 
And false expert tabbers, 

Can't outdo an expert pen shover. 
I've committed no sin 

And yet my fellow men, 
They ridicule, slander and fret. 

They don't need to holleere 
For they won't lose their dollar. 

I haven't gone the Sully or Myers 
Route yet. 

I am disappointed in men 
Who slanlder me when 

I am toosting their business and 

to\wL 
Men Who knock, block and lie, 

Their tactics I defy; 
They can't keep an honest man 

down. 
It was a one man affair, 

Thanks for boosting me there. 
I fought single handed, you bet, 

My true friends, thou feew 
I*u make good, that I'll do. 

I iiavfrn't gone the Sully or Myers 
' " route " yet . :' ' —» 
So 'here's to the green 

And each Irish coleen, 
Here's to- each true friend of mine, 

Here's to the pen 
Given by my fellowmen; 

I prize it as something devine. 
Here's to the hoe, 

And where er'e I go 
I'll cherish that token, my P©t 

With my pen and my hoe, 
I'll sure make the dough. 

I'll never go the Sully or Myers 
Route, flon't fret. 

Valuable Hints 
About Advertising 

Hxtract From Saturday Evening ^ost that Should 
Ba Read By Every Business > i*n -Read This 

Every Morning uefore Breakfast 

Jim Dolan of WMte Earth* to can­
didate for sheriff of Mountrail coun­
ty. Jim is Irish and don't oare who 
knows it, and besides he is a fighter. 
Hs opponents want to have a care. 

Pacific Coast Excursion 

s r j r z r z z r ~r. «s. 
in Ward county and has identified 
himself with the Republican party 
for years. In the early days he was 

in the western part' of this state at 
the coming primaries in June.—Ken-
more News. 1 

Baker & Warren, Room 1, Optic to attend the great ROSE FESTIVAL 
The plat- j J31dg, who have 13,000 acres of splen- i at Portland, Oregon, an i look up 

did1, improved wheat farms for sale' Western farm and fruit lands. Party 
in the "Big Bend Country," Washing-1 will leave Minot Monday night, May 
fton, at trom *30.00 to *36.00 per acre,' 31. Rsund trip ticket including sleep-
announce that they are arranging for! er. good for 90 days, -(160.00. Write 

WHAT THE JFLAG .MEANS 
On the train Monday the writer 

somewhat surprised to hear a 
i of his acquaintance wko was 
returning from a trip to Canada, 
(ha*. Canada might *• «*** 
be w*uSd not wast to live up 

4h*re m * steady diet. Hesakl that 
hs ne*er felt eo good,in fete lito\«s 

A wisely conducted newspaper li 
Hk« a banquet, saysaa exchanii 
Bverythtoc to eenred op with a ttoiw 
to* variety. Help j«ror»elf to what 
jaa want and do not oondetdn <h» 
entire spread because pickles ««d 
nmirm* may be included. If yea do 
not relish them somebody else may 
And them palatable. Be generous 
««< broad enough to select graceful­
ly audi reading matter from the 
newspapers as will be agreeable to 
your mental taste. You, as individ­
uals, are not compelled to swallow 

when he saw the stars and stripes 
waving over the custom office at Por­
tal Sunday morning. If more peo­
ple would think what the American 
tui means to them they would net 
so quickly become citisens of another 
country and live cinder a strange flag 
—Russell Sentinel. 

' ——==-111——== ' 

everything. We do not all think 
alike on every subject and it is a 
good thiac, as it ntakes mora rariety 
and variety to the spice of existence. 

Bd Weddle ot Towner, while work-
Inc about a steam plowing ourtfit, 
caught his mm in the large gearing 
and it was Jerked from his body. 
Picking vp hto arm with Ms other 
one, he walked half a mile to a house 
and stands a good chance ot recov­
ering. 

_ f er, good for 90 days, <60.00. 
a special car on wihich to conduct an j them fo- full particulars. 
Excursion to the PACIFIC C^aST' "Watcihi 
for the benefit of those who may wish week. 

for their display ad nert 

The LATEST FASHIONS 
-In-

LOCKETS and HAT PINS 

WAIST SETS 

BODICE PINS 

If it is the latest, 
we have it ^ 

W. H. REIOHART 
THE BXCL.US1VB JEWELER 

(Saturday Evening Post.) 
The test of an advertisement in 

the retail field is the amount of bus-; 

iness it brings as compared with the ! 
amount done on the same day of 
the previous year. A good retail | 
cuveiMisenient should not cost more j 

than seven per cent of the total sales 
of tliat day. j 

The small advertiser, does not, as j 
a rule, spend anything uka seven per: 
cent for advertising purposes. In­
deed, only too often he does not know 
how much he really does spend. If 
he secures a large volume of business 
fiirough advertising he is satisfied,' 
not always remembering that the cost 
of the publicity might foot up to ten ' 
or twelve per cent, an unprofitable 
figure. On the whole, 'the amount of 
money devoted to advertising in small 
towns and cities, especially through­
out tihe West and up in Canada, is 
too small. Many stores do not spend 1 

more than one per cent l'or publicity | 
work. One house in a town of 6,000 J 
doing a business* o"C about $50,000 

annually, hold's its advertising expen-1 
ciitcres down to $700. An appropria­
tion of $1000 or $1200 should not un-1 
der normal conditions be excessive j 
for a town of G000. True, an un­
changing population of from 6000 to; 
10,000 cano't profitably be worked too'; 
aggressively, yet there are many ltgit-
imate promotion ideas which the pub­
lic in small towns take to kindly, and 
they can be put into execution at a 
cost of not more than three to five 
per cent of the total saieg. 

Special sales are a strong adver­
tising featu.^j0^the^jM*ll merchant. 
Some find it a good plan to have their 
sales on fixed days, as for example, I 
Sajturday^ for [Wednesdays. Their 

customers learn that on tlhese days 
the store will always have something 
good to show. The advantage of 
this pl&n is that it largely does its 
own advertising. People soon begin 
to talk about the sale days, and oi-
ten they will not buy until they have 
seen what is to be had on those days. 
The disadvantage of the plan is that 
people are apt to defer their shop­
ping until sale day®, so tnat tihe store 
will be crowded then and almost emp­
ty on other days , 

Some merchants Iiave found that! 
irregular days for sales are better. | 
They have them five or six times a 
montlh and find'them extremely pro­
fitable. This plan will be more ex­
pensive than the other, because it 
will be necessary to do coniderable 
advertising before each sale, in order 
that they may be profitable. Special 
sales on well known goods, not car­
ried regularly in stock, are often big 
successes. When the special-day 
sale is over tihe special item of sale is 
taken off sale altogether and held un­
til some future time. 

For all retailers the window Is a 
powerful medium. There is a retail 
store in Chicago that is said to spend 
$80,000 a year on window displays 
alone. If it pays the largest store in 
the largest city to put in time, energy 
and money into its window displays, 
it will pay tihe smallest store in the 
smallest city relatively as welL In 
fact, the merchant in the small towns 
has an exceptional chance of beat-
ins the same by the use of his win­
dow displays—-he has so little compe­
tition. In small towns the averaSe 
merchant neglects this Important 
feature of hto business—and simply 
because the window displays are ne­
glected is a reason why the live man 
should make the most of his opportu­
nity. A well̂ arranged window will 
be doubly conspicuous because ot the 
faot that the other windows are poor. 
Tihe beet way to make the appeal to 
a wide ranse of buyers to by cleans­
ing the window display often—rather 
than by crowding into It samples of 
everything In stock. The success of 
window displays depends upon how 
well they are made. Brains and 
hard work must be put into them. 

Of course, it is out of the question 
for the small town merchant to de­

vote seven per cent of his gross sales 
to advemsing. The successful deal-, 
er spends in printers' nk all the way 
from practically iiotmng up to three 
or live per cent of (his annual sales— 
the former when location and win­
dows are exceptionally good, the lat­
ter when the store is on a side 
street or the windows are poor dis­
play mediums. Under average condi­
tions beginners should spend trom 
one to one and a half of their annual 
sales iu newspapers, circulars and 
other forms of printers' ink advertis­
ing. On a business of $10,000, for 
instance, this gives from $150 to $225 
to toe spent in advertising proper. 
Perhaps two per cent would be better. 

When well done—and no" other sort 
of advertising is really advertising— 
printed matter undoubtedly influen­
ces people to come into your store 
or to pass by your windows where new 
values will have a chance to do your 
work. While in small towns printers' 
ink cannoit displace the use of lead­
ers as the foremost form of advertis­
ing the right expenditure of moderate 
amount of money in newspapers and 
circulars not only makes the use of 
leaders more effective, but, to some 
extent, serves to diminish the amount 
of money it is necessary to expend in 
leaders. The advertising copy should 
be simple and direct. The people 
should be itold plainly ahd'in the sim­
plest manner what the merchant is 
going to do. A promise to the public 
once it is made should never be brok­
en, but care must be taken in making 
promises. 

A good advertisement can't be slap­
ped together in a few moments by 
one who is guessing at what he \is 
doing. The reason so much advertis­
ing is not successful is that It is pre­
pared in a slap-Sash and shiftless way 
.;b(x| one who has not situdied nis 
subject. As the advertising is one 
of the most important tasks in the 
store, the merchant should look after 
it himself—and give it tne time and 
attention it requires. The president 
of a million-dollar corporation says 
that he can hire men to do his buy­
ing, to look after the cash and the 
details, but that he can find no one 
who can look after the advertising to 
h'iis satisfaction and he considers this 
side of the business his most import, 
anit work. And the fact that he has 
succeeded so splendidly justifies the 
contention. 

Having once determined how much 
he can acord to invest in advertising, 
the merchant should proceed to ap­
portion the sum—to lay out a sched­
ule as a working basis. Let us as­
sume for the ®alte of illustration that 
a merhant decides to invest about 
$225. inis will give Mm approxi­
mately $18 a month to spend in dif­
ferent forms of advertising, as he 
deems best. But there are some 
months in which he will nc want to 
stend the entire $18. Durii\. ' ! e holi­
day season he will probabl / want to 
spend much more than . 'i. His 

schedule should run about as followa: 
January 
February 20 
March It 
April 15 
May 15 
June '0 
July - 15 
August 18 
September U 
October U 
November 90 
December 40 

The Upham Star came oat last 
week and stated that the first build­
ing erected in Upham was now being 
used as a village hartile. If we 
remember rightly the TJpfham Star 
building, was the first frame Strno* 
ture to be erected in that thrlrlnf 
little city and ye editor was its first 
occupant. We have fond recollect-
ions of that little old bnildlng, where 
the rain spattered in and hate to 
think that It Is now being used as 
a village jail.—Toroner Tribune. 
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