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Young: mon Ulk proudly of «feat 

they plan to do; old men talk of the- 
thing» they have done; lazy men 
Ulk of the things they could do.

■ blowing TEJRlast version: 
old lady who

A young lady advised a clerk she 
wanted a aloe night dress and as 
she was to be married, she wanted 
his advise on the appropriate color 
for such an occasion. He advised 
If it were her first marriage that 
he would suggest white, bat In the 
event she had been married before 
that la that cue lavender was being 
worn.

The young lady beeitated a mo-> 
ment and replied "In that case I 
wonld like a nice creamy white, one 
with Just a touch of lavender ln H.”

• ••••••

The filling-station man had fin. 
inked wiping the windshield, when 
the woman driver asked:

"Wonld yon mind going over 
Johnny's face Just once?"

• • • *

•Sunburnt There was

JournalA lived in a shoe.
She didn't hgve any children, 

'cause she knew 1 what to do.
4on • « •

Two men named Wood and Stone 
were standing on a corner, 
pretty girl walked t»y. Wood turn
ed . to Stone.
Wood. Then they both turned to 
rubber and the girl turned into a 
drug store.

AThe class In French history were 
studying the Napoleonic wars and 
in the hock of the book waa a 
glossary of the French words and 
phrases occasionally found In the 
text and with which the students 
were supposed to become familiar.
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Madeline, the office siren, ees 
she went out riding In her boy 
friend's new car the other alte and 
wee very mnch impressed by bis 
new type of dutch.

**

During recital one day the phrase 
"femme de guerre" wane up for 
discussion. The teacher asked If 
anyone had looked up the meaning 
of this phrase tout no one answered 
until finally the little fellow in the 
front row with the thick glasses 
said, "That means, the women who 
follow the war.” Immediately after
ward the tough guy of the class 
was heard to mutter,

Coming home at two a.m. the 
sympathetic husband explained as 
usual that he had been sitting np 
with a sick friend. It’s no wonder 
his friend was sick, either, the 
poor fellow never won a hand all 
night.

SHELBY ABSTRACT 
AND TITLE CO.

Bess:
around telling lies about the time 
he was engaged to yon."

Betty: "I don't mind that, but If 
he tells the truth I'll wring his 
neck."

John has been going

ADVERTISING RATES ON APPLICATION I thought 
they called them ‘hors de combat'.*'

• • * * •
Who touches a hair of yon bald 

head, Dies Hke a dog. march on, 
she said.

SOME DEFINITIONS OF LUCK
SHELBY, MONTANA

Says the Oil & Gas Journal:

LUCK:
By the way, have yon made the 

acquaintance of the Berger boys 
yet—Ham and Llm?

A little oil field cafe displays 
this appealing ad: “If you don't 
eat, we’ll both starve.

• • • •
Mose: "Come here quick, Miandy, 

the baby’s got eometblng in his 
diaphram.

Mandy (on the run); "Laws 
sakes! eff dat don't beat all—and 
I Jess done pat It on him".

The owner who held on to a stripper lease through 
the depression and now finds it suitable for water-flooding 
knows for the first time why he did it.

The Kevin-Sunburst version is:

LUCK:

0»

USE LAURELEAF >-

«

A very devout young catholic 
boy was riding his bicycle to early 
Mass when he met with an accident, 
which threw him to the pavement 
and rendered him unconscious. Be
fore he recovered his senses several 
persons had gathered about him and 
when he bad recovered sufficiently 
to realise where he was going, but 
somewhat still dazed from the fall, 
he inquired: "Is M-a-s-s-out” where
upon one of the bystanders said: 
"No but your pants are pretty badly 
torn.”

The owner who held onto a stripper lease through the 
depression and now finds it suitable for acidization knows 
for the first time why he did it.

The New Regular Grade

JOSEPH S. IRWIN GASOLINE
PETROLEUM GEOLOGISTSO HE COMES BACK TO GET MORE.

Recently a former Montana operator visited this office en 
route to Shelby where he was going to look for new opportuni
ties for profit. He had a sixth interest in a lease that was held by 
the Carter company. It had small stripper wells and they dwindled 
down to nothing until Ohio took over Carter properties. Ohio 
cleaned out the wells, acidized them and this man’s sixth interest 
is now paying him $150 per month.

YOUR $4,000,000,000 PAYROLL

Everyone is an employer. You and your neighbor contribute to 
the payroll of the largest group of workers in this country.

That group consists of government employes. Three million 
of them are on the payrolls of Federal, state and local governments 
—payrolls that can he met only by taxes taken from your 
ings. Their salaries total more than $4,000,000,000 a year. And their 
number is constantly increasing.

Some of those employes of yours are necessary. They carry 
governmental functions that perform legitimate services for you 

and all other citizens.
Many of the(m are unnecessary. They are not only a financial 

burden, but they circumscribe your liberties. They perform services 
for some small, special group at the expense of everyone else. They 
work in bureaus that have nothing whatever to do with the busi
ness of governing—bureaus that compete with and damage pro
ductive private business, and, while devouring tax money, stifle 
the sources of taxation.

It is a sad but true fact that once a new bureau is started, it 
is almost never abolished. The need that created it may pass 
but the bureau remains. Usually it grows in size and cost and po
litical power. Öur political masters want as many officeholders as 
possible—that is the way they maintain their power.

It’s about time we insisted that the worker in productive en
terprise be given some consideration, as well as the worker for 
government. The public payroll is fast reaching the point where 
private payrolls cannot pay for it and have enough left over for 
those of us who aren’t bureaucrats.

Mad« in Montana 

From MontanaBox 1810
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A MESSAGE TO BROKERS
IN CE the Securities and Exchange 
commission 
down

this organization has received many In
quiries from dealers wanting to purchase 
Montana royalties through ns as whole
salers. So numerous are the inquiries 
that we have prepared a form letter 
which we sent out to each one, stating 
that we are not In position to supply 
them.

after he will have to pay abstractors 
and pay attorneys to search the title, 
and he will find that his Investment will 
be much greater than the amount he

earn- The wisest Investor of all is the one 
who “hedges" on his Investment—-no 
matter what line be enters. Some of the

1 bearinglia^

i eastern royalty brokers,on

most successful royalty investors we know 
frequently bay more royalty than they ex- 
pect to keep. They plan to sell a part 
to a friend or associate—at a moderate 
profit. This reduces the investment in

pays the landowner.
After fifteen years of contacting own

ers of oil lands, we in this organization 
know the situation so well that we do 
not have to spend «much time in search
ing ont sellers. We know pretty well 
which landowners owe money; and fre
quently how much they owe and when 
their obligations are coming dne. We 
do not try to bay royalties from those 
who do not need money. We know 
the average person usually will delay 
until he is “np against it.” At that 
time he is willing to make some induce
ment to get the money to pay his taxes 

We # or to pay off a mortgage or remove some 
other clond on his title. That is one 
simple factor of the science of profitable 
baying. We have been here long enough 
so that people know that they can come 
to ns mid sell their royalties when they 
really need money. They know that It 
is useless to demand an unreasonably 
high price. We can get along nicely 
without any one particular royalty. We 
do not HAVE to buy. We can wait a 
while and another bargain wjjl come 
along.

on

:ê
the remaining portion of the royalty and 
Increases the yield. That Is possible only 
when royalties are purchased at a price 
that is “right." 
royalty on oil land at fl per cent per 
acre and sells half of It for flUO or 
$2 per cent per acre to a friend has done 
that friend a favor for with development 
it may pay him from 1,000 to 8,000 per 
cent.
ary functions of a “dealer, 
can sell his own property without being 
a broker or a deal»*. He will not “rob" 
a friend or associate, so he will not 
boost the price beyond a margin of 
reasonable profit. He can buy royalties 
through us at a price low enough to 
make such deals posfble. We vrjould 
rather handle our royalties through this 
sort of agency than through dealers 
whose llvllhood depends upon sales made.

Recently a royalty dealer from Denver 
came to our office. He had learned of 
the prices our Denver members were 
paying for royalties in Kevln-Sonburst. 
He figured that he could make himself a 
fortune if he coaid buy royalties so 
cheaply, to re-sell them to his clients in 
Denver. After spending a few days at 
Shelby be returned to Great Falls.

“I don’t know how yon do it,” he said. 
“I couldn’t get a royalty in the field for 
the price at which yon sold the Swears 
royalty. I can sell your royalties for 
a lot more money than you are getting, 
if yon will give me the exclusive right 
to handle good ones like the Swears.”

We told him that the only reason 
this organization has continued to func
tion for fifteen years is the fact, that 
we make sure that the “good ones” are 
divided as widely as possible among onr 
members, so that they can ail make 
money. If we had adopted a policy of 
selling the “good ones’* to a favored 
few and turning the doubtful ones to

Onr experience with dealers has been 
so unsatisfactory that we have adopted 
a definite policy. In the first place, we 
have an unique organization which has 
proven the most successful of Its kind 
in the United States» The principles on 
which it was founded am rpyonsible for. 
its success—otherwise it could not have l_ 
continued in business for 15 years, 
see no reason' for devlat ilng from that, 
principle—that of- COOPERATIVE BUY
ING. By Its Very nature, A does no^ 
allow for sub-agents or broken.

hooMd^r could sffo 
buy his potatoes in lOO-lack

The man who buys

That does not Involve the ordin- 
A man

m
mbrd to 

j, lots,
be could get bis potatoes very 
cheaply. But the average house
holder can’t use 100 sacks of pota
toes, and furthermore couldn’t af
ford to pat that much into one item 
of food at one time. But if lOO 
householders will go in together and 
buy lOO sacks, each one will have 
the buying power of an individual 
who buys lOO sacks. Each one will 
take his sack of potatoes at the low 
price afforded by lump-sum buying.

If a

I

We have built np this situation by the 
process of years of fair dealing and we 
have a membership that will absorb all 
the really good royalties, 
bought most of our royalties at a price 
at which onr members are certain to 
make money if the land is AVERAGE 
oil land.
royalty vaines appreciates this fact. Be
fore we admit a new member, we ex
plain royalty values and teach him to 
figure royalty values. He sees his way 
clear to make money in royalties and 
he soon recognizes that he can boy 
royalties through this organization for 
leas money by far than if he were living 
right in the oil field. That is a fact.

Out of all this it is apparent that 
dealers do not fit into the picture 
If it is a desirable royalty, good enough 
so that we will handle It, our 
want it. We have no reason for passing 
It on to someone else. Furthermore, we 
have seen dealers boost the price to a 
place where their clients cannot possibly 
make a profit. The dealer fades oway 
but we continue on in business and for 
10 or 15 years thence we most meet 
the criticism of those who bought through 
the dealer. Rather than see a man fail 
to make q commensurate profit 
would rather that be did not buy royal
ties. We know that there are enough 
opportunities so that, none should possibly 
fall with ordJnatilly intelligent invest-

1OU Well Acid Service We have

KEVIN, MONTANA The same thing applies to the purchase 
of royalties. Let an investor drop off 
the troln at Out Bank or Shelby with 
8250 in his pockets and try to buy 
royalties direct from landowners. In 
the first place he will not easily find 
landowners who want to sell their roy
alties for relatively few of them live on 
the land. When the buyer DOES find 
a landowner who is willing to sell, be 
will soon learn that the seller needs 
MORE than 8250. He wants 81,000 or 
some other substantial sum with which 
to pay off indebtebness, to buy a car, 
to make a payment on a city home— 
or some other substantial thing. Any 
lesser sum will do him no good, so why 
should he offer any inducement to a man 
with 8250.

If, on the other band, the investor re
presents himself and three others who 
will pat op 8200 each, then he has the 
baying power of 81,000.

Royalty baying is not that easy, how
ever. The man who conies here from the 
outside will have to spend a lot of money 
in hotel bills aad In travel to get ac
quainted with the local situation before 
he can make his first purchase. There-

The man who understands
1
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3■ iAlways Specify mour other membership, we would not
*-have retained onr membership.

Since many brokers read this column, 
this will serve to explain why wie do 
not wish to “wholesale” royalties, even 
of we did not have to prepare offering 
sheets under the rules of the SEC.
Even before the SBC we furnished with 
every royalty a complete report on title, 
History of development, operator and 
geology. We know and desire no short- ^ 
cut.
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ver A well of critical importance is drilling in Cut Bank field. Few people realize its % 
possibilities or its significance. We believe that it is going to reveal startling information. ^ 
The time to buy royalties to capitalize this Well is NOW—before the well drills in. It isn’t 
possible, because there isn’t enough royalty available, but we would like to see every 
member with some “protection” royalty in this district A plat wiD be ready this com
ing week.
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i In cold weather
Landowners 
Royalties Co.

Box 1225

It starts faster in a cold engine 
It pulls powerfully on bad roads 
It performs smoothly and economically 

and costs no more than ordinary gas.

Great Fall», Montana 
LANDOWNER'S ROYALTIES COMPANYU,

Without obligation, please send me your forthcoming pub
lication on Out Bank oil fieeld.

i

MONTANA PRODUCT OF THE
(Your Name In Full)

I HOME OIL g REFINING CO :

BRAD OFFICE: 

GREAT FALLE. MONTANA
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GREAT FALLS, MONTANA ----- j


