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SILVER JUBILEE EDITION 
FOR LEVANG'S WEEKLY 

Lcvang's Weekly will celebrate its 
twenty-Ii fth anniversary with the is;ue 
of a jubilee number on September 20. 

Ola M. Levang, the publisher, has for 
months been preparing for the event, for 
he set out to make his jubilee number a 
real event in the history of Lanesboro. 
The issue is to be 24 page;-unlcss he 
has decided to increase the size-and is 
to wear an elaborately printed cover. 

The reason it is suggested that he may 
have decided to increase the number of 
pages lies in the fact that with the in
tensive preparation he has been making, 
he ought to have more reading matter 
and more advertising than he c<•n carry 
in 24 pages. The guaranteed circulation 
for the number is 5,000. 

In announcing his plans back in April, 
Mr. Levang sent out to former residents 
of Lanesboro a printed letter calling Oil 

them for letters about old times in Lanes
boro. In this letter he said: "You will 
enjoy reading the letters from your old 
friends,-and they will enjoy yours." 
An appeal like .that should bring some 
interesting replies. 

As a postt.cript, he added: "We ex
pect to print a great number of extra 
copies. . . . Your order for extra 
copies will be entered and filled prompt
ly on the day this silver jubilee edition 
is published." That, too, should bring 
re.turns. 

Again, Mr. Levang seeks to make his 
jubilee issue a means of bringing his 
subscription list . to a paid-in-advance 
basis. To this end he ;ent a letter to 
subscribers, containing, in addition to 
the announcement of the jubilee edition, 
this paragraph : 

I would like to celebrate my news
paper's silver jubilee with a subscrip
tion fat fully paid up in advance. I 
need YOUR assistance to bring this 
about. The enclosed statement shows 
what you may be in arrears on your 
subscription, and one year's advance 
subscription is also added. May I 
not hear from you by return mail 
with a remittance? 
That again ought to get results. 
At the same time the Lanesboro pub

lisher set out to line up a liberal amount 
of advertising. With this in view he 
sent to every advertising agency in the 
country a kttC'r setting forth thc re
sources of Fillmore county, the ability 
of its pcopk to buy, and the opportunity 
to reach the people of the county 
through Levan g's \i\f eekly. Enclosed, of 
course, was a rate card of approved 
type-such as would convince advertis
ers that Levang's Weekly did business 
in a business way. Along with the ·let
ter went a copy of the pa11cr. Further
more. the publisher brought his plan to 
the attention of local advertisers, em
phasizing the opportunity to carry a 

(Continued to Page 2) 

. EDITORIAL "HUB" AT 
MINNESOTA STATE FAIR 

The center of interest for the news
paper· publishers of Minnesota at the 
coming Minnesota State Fair will be 
the "print shop" in the rotunda of the 
Agricultural building. Here Larry Ho 
will he in charge as editor of a daily 
nC'w,pap~r of speci<:I interest to Minne
sota's editors. 

The exhibit, which is designed to at
tract attention to Minnesota's newspa
pers, as this ·is being written is being 
arranged for hy Larry, who is tne exec
utive manager of a committee of which 
Frank A. Day is ch<>irman. It will con
sist in part of a display of representative 
newspapers obtained from the files of 
Among Ourselves. Other committeemen 
are Herman Roe, T. E. Steward and 
W. P. Kirkwood. 

The daily paper will be the work of 
the state's editors, on whom the chief 
ha~ been calling for "copy." 

Such an exhibit should receive the at
tC'ntion of every editor in the state. This 
year's attempt is but a beginning. It is 
understood that those in charge are 
looking forward to the day when the 
publishers of the state will have a 
"headquarters" at the fair such as will 
attract editors 01i the one h2ncl and 
readers and advertisers on the other, 
and such as will contribute to business 
building for the publishing and printing 
business. 

Let's go! 

BEN FRANKLIN CLUB 
TAKES ONE DAY OFF 

The Southeastern Minnesota Ben 
Franklin Club declared business taboo 
for the day of August 4 and reveled in 
pirnic joys at Beaver Lake, three miles 
from Ellendale. The club is an organiza
tion of master printers, including both 
commercial printers 2nd newspaper pub
lishers. 

More than fifty attended the picnic, 
and the day was spent playing kitten ball, 
pitching quoits, disporting in "the old 
swimmin' hok," and raiding the com
missary. Lunch was sC'rvcd in a public 
pirnic grove and the evening meal was 
spre;·d on the ground in front of the 
smnmer cottage of the president of the 
clnb, C. C. Campbcll of Ellendale, on 
the opposite side of the lakC'. 

The only business mentioned was the 
announcement of the receipt of an invi
tation to hold the nC'xt mC'eti ng of the 
club at \i\faseca. forwarded by the Wa
seca Chamber of Commerce. The invi
tation will doubtkss he 2ccrpted, and the 
meeting will prohahly be held late in 
October, when offirers will be elected and 
the other business of an annual meeting 
will he put thrnu~·h. The call for the 
meeting will he issued later by R. P. 
Willis of Grand Meadow, secretary. 

LOCAL ADVERTISING 
FOR COUNTRY WEEKLIES 

How to develop local advertising for 
the country weekly, is a question which 
will receive chief attention at the next 
annual editors' short course at Univer
sity Ferm, St. Paul, May 8-IO, 1924. 

Another question, to which an answer 
will be sought by means of a conte>t, is: 
What is the prime service which a coun
try weekly can perform for its com
munity? 

The advertising report submitted at 
the recent annual meeting of the Na
tional Editorial associ2tion, by a com
mittee of which Herman Roe of the 
Northfield News was chairman, con
tained this significant paragraph: 

Publishers of country n(lwspapcrs 
should concentrate their efforts on 
equipping themselvC's and their plants 
for the rendering of the most effi
cient service to prospective adver
tisers in their immediate territory, 
and they should cultivate that to the 
limit, for right at home is to be 
found the source of 85 per cent of 
their advertising revenue. 
With Mr. ·Roe on the committee ar

riving at the foregoing conclusion were 
Paul Harber of Georgia and I. H. Mar
shall of Illinois. The conclusion was 
based on an investigation of the sources 
of advertising revenue of a representa
tive country weekly. Taking the average 
for ten years for this paper it was found 
that national advertising gave only about 
17Y, per cent of the advertising reve
nues. The rest came from home 
sources. 

It is on the strength of this finding 
that the men in charge of the editors' 
short course have decided to concentrate 
a large share of attention at the next 
session to the best methods for develop
ing local advertising. Every effort will 
be made to bring to those in attendance 
concrete in formation, definite statements 
of tried and effective methods, by those 
who have made use of them. 

ThC' terms as to the contest which will 
attempt to bring out answers to the oth
er question-What is the prime service 
which a country weekly can perform for 
its community ?-will he announced lat
er, but this preliminary announcement is 
made in order that publishers may begin 
to mull over the subject and get their 
ideas in order. 

Attention at the short course, again, is 
going to he centered for a time on the 
problems of the "back shop." The suc
l'l'SS of this feature of the program last 
May was so gi·eat, when the studcnt
publ ishers at the course visited the print
ing department at Dunwoody Industrial 
Institute, that it is felt the feature should 
have a permanent place in the making of 
programs for the course. At least, 
"demonstrations" of printing problems 

(Continued to Page 3) 
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Just as the editor must have a great
er sense of his · responsibility to his 
community, a greater ideal of service, 
so must i:he community be taught to 

·have a greater sense of its own respon-
sibility toward, and appreciation of, its 
newspaper.-M. V. Atwood, publisher 
of Groton (N. Y.) Journal and Courier, 
and assistant professor of extension 
teaching, New York State College of 
Agriculture. 

PROFESSION AL CO-OPERATION 

Every professional m'.ln is under ~b
ligations to his profession_. Upon ~1111 
rests the duty of contnbutmg somethmg 
to the common cause ot those engaged 
in the same work. 

When one attends a meeting of the 
'.\1innesota Editorial association, or of 
some of the state's sectional press as
sociations he is impressed with the fact 
that many editors recognize this profes
sional call to co-operation. At the same 
time, he fs impressed with the fact thc-t 
;uch recognition is not wide enough and 
not deep enough. It is not wide enough, 
because not enough editors share in the 
deliberations of the kind of meetings 
referred to. It is not deep enough, be
cause many of those who do share in 
the deliberations do not give enough of 
their time and effort to promote the 
work of the organization or the welfare 
of their profcs,ion. 

It is better to give than to get. That 
is the key to successful co-operation of 
a professional kind. 

This bit of frank moralizing is in
dulged in as the 1iasis of a call for larg
er co-operation with Among Ourselves. 
It was the aim in establishing this paper 
to make it a medium for the exchange of 
ideas by the editors of the st2te, a means 
of mutual co-operation. Its columns 
are always open to contributions such 
as mav be of benefit to fellow editors. 

Will YOU USC it? 
Use it to rdvc others the bei:efit of 

"hunches" or "dollar pullers" which you 
have found useful or effective. If you 
can't use it that way, use it to ask 
questions. 

Editors ancl publishers are full of 
questions. There is always a barrage 
of questions and of am.wers at editoi-ial 
meetings or editors' short courses. Well, 
let Amoug Ourselves be a monthly meet
ing. Shoot it full of suggestions or 
questions. By so doing, you will help 
to make it more useful, and do a real 
service in professional co-operation: 

Herc is a suggestion. When you 
write anything for your . paper. which 
you think is of general as well as local 
application, make a carbon copy, and 
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send the carbon to Among Ourselves. 
Do this especially when you are writing 
something which may be of use in build
ing circulation, engaging the interest of 
local advertisers, or developing business 
for your j.ob department. In other words, 
help to make Among Ourselves a busi
ness builder for your fellow publishers 
ancl printers. If YOU do this for oth
ers, others will he doing it for you. 

The editors of Among Ourselves are 
on the lookout for such material in 
your papers, blit they miss a good many 
good things. Don't let them miss such 
things. See that they get them in car
bon copy form. 

BETTER YET 

In the August issue of Among Our
selves was printed a schedule of adver
tising rates for country weeklies, t2ken 
on the erroneous assumption that it was 
the schedule approved at the last meet
ing of the National Editorial association. 
The schedule was that adopted in 1920. 
The new schedule is S cents a column
inch higher, and is as follows: 

Circulation Rate in cents 
500 or less.................... 25 

1000 

I $00 

..:ooo 
2500 

3000 

3500 

4000 

4500 

5000 

30 

35 
40 

. . . . . . . . . . . . . . . . . . . . 45 
48 
s r 
54 
56 
60 

That is better yet. The publisher of 
a paper with a circulation of 500 or 
slightly less may feel that his advertis
ers will not stand for 25 cents a column
inch, and may hesitate to est2 blish such 
a rate. But he has at least two argu
ments which ought to be effective with 
his advertisers. The first is that of 
costs. He can say to any advertiser 
who objects that he is h<·sing his rate 
on what it costs to produce the space, 
just as the advertiser ba>es his prices on 
what it costs to buy and handle the 
goods he sells; that he has to have a 
margin of profit in order to do busi
ness, just as the merchant h2s to have 
such a margin. His second argument is 
that the space is worth the 1>rice asked. 
J\n inch of advertising space in a live 
paper reaching about 500 subscribers, and 
from four to five times that number of 
readers in a community, is worth 25 
cents if it is worth a cent. 

A third argument, and a most effective 
argument, is found in 1he form of ser
vice-in aiding the merchant to prepare 
his copy, to prepare copy with a strong 
pulling power. The grocer, for exam
ple. must advertise specific things, not 
just that he has groceries to sell. If he 
gets in a consignment of specially good 
cheese, let him 2dvcrtisc it and give the 
price per pound. Let him tell where it 
comes from and why it is exceptionally 
fine, and, perhaps. suggest that it is spe
cially good for baked macaroni and 
cheese. The clothing merchant may do 
the same kind of thing if he gets in an 
exceptionally good lot of suits for boys 
who are starting in on another school 
year, and need new outfits. That is the 
kind of advertising which has been found 
effective in cities : it will work as well in 
smaller communities. 

SILVER JUBILEE EDITION 

FOR LEVANG'S WEKLY 
(Continued from Page I) 

mes&age into every home in the county. 
In short, Mr. Levang is seeking to 

make his jubilee number a highly in
teresting issue, is seeking to make it 
build his subt.cription list and put it on 
a paid-in-advance basis. 

Mr. Levang believes in advertising and 
in good printing, and he is usi\1g both 
to promote the business of Levang's 
Weekly and of his print shop. Among 
other things, he uses a postc2rd to call 
<'ttention to various features, or refer
ences to individuals. The postcard is as 
follows: 

LEV ANG'S WEEKLY 

The Fillmore County Newspaper 
Published Every Thursday 

at 
La1resbo1·0, l\!Iinnesota 

hy Ola M. Levallg 
Your attention. is called to: 

A. reference to you ... ~ ............ . 
your business ..... . 
your family ....... . 
your friends ..... . 

An article of interest to you ap
peared in the issue of Levang's Week-
ly for ............................ . 

Very truly you.rs, 
Ola M. Levang, 

Editor 

Subscription Ratcs:-U. S. $2.50 per 
year; Canada and other foreign c01.u1-
trics $3.00 per year. Single copies 
5 cents .. 

Again, Mr. Lcvang has devised a 
very interesting form of receipt for sub
scription payments. It is in the form of 
a check or draft on the "Bank of Sincere 
Appreciation," instructing s2icl bank to 
pay to the order of the recipient "One 
Thousand Thanks." 

Other items in Mr. Levang's list of 
direct-by-mail advertising include sev
eral vestpocket-sized folders and book
lets, some on advertising, one on com
munity building and the home newspa
per, and some on better printing and 
fair jlrices for snch printing. The book
let on Community Building and the 
Home Newspaper contains an address 
delivered at Lanesboro by I-I. C. I-Iotal
ing. executive secretary of the National 
Editorial association. and jlublisher of 
The Enterprise, Mapleton. 

Minnesota publishers will watch with 
interest for Mr. Lcvang's silver jubilee 
number. 

Vice Presidents of N.E.A. 

Herman R.oc, Northfield News, has 
been made Minnesota vice president of 
the National Editorial association; G. L. 
Caswell, Cherokee Chief, Ames, Iowa 
vice presiclent; George P. Collins, Inde
pendent, Carrington, North Dakota ¥ice 
president; \V. C:. Lusk, Daily Press, 
Yankton, South Dakota vice president, 
and I-I.· E. Howe, Courier, PraiFie du 
Chien, Wisconsin vice president. 

The' Fergus Falls Daily Journal on 
.Tnly 24 celebrated its fiftieth anniversary. 
It was started by A. J. U nclerwoocl as a 
weekly in 1873, became a semi-weekly in 
r 880, and three years later a daily. 



SOLD, 
Clark Burton, editor of the Prairie 

Record, walked into the men's clothing 
and furnishings store of Bill Ludlow, 
turned to the left, and laid his straw hat 

. on the showcase in front of Ludlow's 
hat crses. 

"Bill," he said, "the open season for 
straw hats is gone; I want something 
nifty for ·the fall-something sort of 
friendly, you know; something I can 
wear at the· county fair and out among 
the farmers without giving the impres
sion that I'm trying to play the prince." 

"A cross between town and country," 
answered Bill ; "what you might call a 
community lid, eh? How's this?" And 
Bill took down from the case the right 
hat. . 

"That's that," said Burton. "Now I've 
got something else I'd like to talk to you 
about." 

"Going to explode an idea, huh? All 
right, fire the fuse," responded Ludlow, 
as he gave Burton's new hat a final 
touch and handed it over. 

"Well, it's this, Bill," said Burton. 
"Y9u"ve been a regular advertiser in the 
Record ever oince you've been here. 
You've got results. for you've told me 
so ; but you ha vcn't got the results you 
might get." 

"Knockin' your own name, Clark? 
That's the first time I've heard you-" 

"Not a bit of it," broke in Burton. 
"The Record reaches most of the people 
in this county ~nd it is read by 'cm, too. 
But you and I can improve on 01w game, 
if you want to kno·w." 

"That bomb's going off, lookout!" de
clared Bill with a grin. 

"Li>ten," retorted Burton. "You've been 
advertising in a sort of hand-to-mouth 
sort of way; what you need to do is to 
lay· out a campaign pkn for a year in 
advance." 

"That's a cracker, sure enough. Why, 
hoy, l'd haw to give up my duck-huntin' 
trip to do that," was Bill's rejoinder. 

"Never a hit," replied Burton. "lf you 
did the thing right and did it right now. 
you could go duck-shooting with a free 
heart, kno\'.ring that you were coming 
hack lo begin shooting ducats into the 
hank for the rest of the vear." 

"Y nu mean into the j>rairic Record's 
hank account, ch?" kidded Bill. 

"Sure," admitted the editor. "hut you 
wouldn't mind that if vou wt·rc increas
ing your tum-over ancl adding to your 
own hank pile." 

"Now let's get down where the tubers 
arc," continut'd Burton. "I me~n busi
ness. Here's· the proposition. You've 
hccn in this business long enough to know 
j m.t what's coming practic<illy every 
month, and C'very week in every month, 
in the year; clon't you? Well, whv not 
look ahead, and make nut a scheciule
fall suits, hats, gloves. underwear for 
Sl'ptembC'r; winter things for November; 
Christmas things for December. Yon 
know how things comt' hetter than I do, 
but th;•fs the idea. Then when I come 
around on Mondays for yonr copy, yon 
won't be >aying: 'Let's sec, what'll I give 
'cm this week? What was it I cave 'em 
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A CAMPAIGN 
last week? Oh, yes, hats. Well, I'll 
make it underwear this week' Then you 
sit down and scratch off some copy has
tily, copy that doesn't mean as much as it 
might though it's timely enough, and 
that's the end of the matter till I call 
again. Now if you've got results from 
the kind of thing you've been doing, you 
ought to get twice the results from more 
deliheratc care and thought. 

"Herc's another thing. If you lay out 
your plan in advance you c2n get some 
up-to-the-minute mat.s or cuts from the 
wholesale houses, who are keen on 'deal
er helps" these days, and with these can 
brighten up your ads in a way to attract 
more attention. Moreover, you can re
inforce your newspaper advertising with 
direct-by-mail material such as you can 
get from your wholesalers or such as 
you and I can get up together here at 
home." 

"There's something in that, Burt," an
swered Bill, who had been listening with 
closer rnd closer attention. I put a whole 
lot of thought on what I'm going to get 
from month to month, and how I'm going 
to show it off here in the shop, but not 
very much on what I am going to let 
the people know what I've got or how I'm 
going to make them want to buy it." 

That night the editor and the merchant 
sat at Burton's desk framing up a ten
tative schedule. During the day, Bill h2d 
gone over his sales records for the year 
past, making note of the things demand
ed week by week, studying his buying 
and his hang-over of remnants. and his 
success in stimulating demand here and 
there by his snap-shot ads. He h2d thus 
obtained a sort of hirdseye view of the 
year's business. With this as a basis, a 
schedule of advertising for a year was 
made up, and Bill prepared his copy for 
the first ;-cl of the schedule. When he 
had completed it, he sat looking at it, hts 
face a question mark. 

"What's the problem?" ashd Bnrton. 
"Burt, this thing won't go in a three

column, ten-inch space, and look right." 
"Make it a 3-12 then," was Burton's 

answer. 
"All right, we'll try it," said Bill. as he 

got u11 to go. "This thing looks good to 
l11l'," he went on. At any rate, I'm going 
to sec whl'ther therC''s anything in it. I'll 
ha vc those cnts here from St. Paul hv 
l'vionday. Let me sec a proof of the ad 
as soon as it's set." 

Burton agn'ed, hut his mind was on a 
thomrht as new to him as his of the 
morning h;·d been new to Ludlow and 
it was this: One way to increase' vonr 
sales of advertising space is to inct:case 
thl' interest of already good advertisers. 
All of one's campaigning should not he 
done to get new advertisers. The man 
who is getting results from his advertis
ing in your paper is e;isier to persuade 
to take more advertising, often. than the 
man who is an anti-advertiser is to per
suade to begin advertising. 

* * * * * 
"Say, Burt." Ludlow exclaimed one 

mon1ing several months later when Bur
ton went in to get copy for Ludlow's 

weekly ad, "I've been taking r-tock of 
results of the rdvertising of this year 
as compared with last, and-well, you 
win. 0 

"That's right, Luci;" responded Burton, 
"I do win. Do you know you've paid me 
25 per cent more for advertising thus 
far this year than you did last, and, be
sides, you had a lot of job work done 
which added to the revenues of my 
plant?" 

"Good, I'm gird of it. The year bas 
been the best for me since I've been here. 
When the year's up, we'll frame up an
other schedule. I've some ideas of my 
own I'd like to try." 

And Burton went out, saying over 
again to himself: One way to sell more 
advertising space is to increase the in
terest of already good advertisers. 

ADVERTISING HINTS 
FOR SEPTEMBER ISSUES 

Herc arc a few suggestions as to lines 
of advertising which may be worked with 
profit in September, based on a list pub
lished in Among Ourselves and revised 
and improved by Paul Kieser of South 
Dakota State College, Brookings: 

Corn busking equipment. 
Lunch boxes and school equipment for school 

ho:vs an<l girls. 
Rams for salt!. 
Supplies for cleanit1g pqtato bins for the fall 

cron. Bins. experts say, before being filled 
with nc\v potatoes should Uc thoroughly sprayed 
or swabbC'd--tops, \1\mlls, and bottoms- -with a 
solul'ion of one pound of C'opper sulphate to 1 o 
gallons of water, or of formahlehyde, one pint 
to 10 gallons of water. They should then be 
dried otit. Bins so treated will keep potatoes 
from disease germs left over from the preceding 
year. , 

Vl.1hitcwash supplics---limc, brushes. etc. 
C'ommercial dairy feeds---Bran, oilmeal, cot

ton seed meal, glut'cn, beet pulp, etc. 
Lumber .for building hog nnd poultry houses. 
\:Vintlows for harus. Stock should have 

plenty of light during the winter mouths. 
Materials for hui1dit1g Sl'ptic tanks-cement, 

sewer pipe and drain tile for farm sewage dis
posal. 

Sewing n?.achincs. 
Runnii1g water t'quipment for till• farm home. 
Fall plowing equipme11r. 

LOCAL ADVERTISING 

FOR COUNTRY WEEKLIES 
(Continued from Page r) 

and methods will he tried again next 
Mny. 

ln making these annotmcements, the 
editor of Among Ourselves realizes that 
he can g-ct much valuable help from 
printer-puhlislwrs, and he, therefore, 
asks any who have suggestions to make 
as to the next \lrogram to come forw~rd 
with their ideas without hesitation. The 
editors' short course has alwavs been a 
co-operative rnterprisc, and its greater 
success will depend nn the extent of the 
co-operation received. 

Thr editor, therefore, urges you to 
send in suggestions. Do it now! 
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A BARBER, A BANKER, 
AND A CIRCUS SPIEL 

"Go to the circus?" asked the cash
i<?r of the Bank of Fentonville as he 
dropped back in the barber's chair for 
his Saturday afternoon shave. 

"Yeah· I went a little while last 
night after I closed up. Some cir-
cus!" 

"Some circus is right," said the hanker, 
"and it was some advertising stunt we 
pulled. You saw our big sign and h~ar~l 
the ringmaster tell about our bank, chdn t 
you?" . 

"Yeah· I saw the sign and I heard 
the. spiel'. W ?uldn't hav,e thou~ht of .. i.~ 
agam though tf you hadn t me11t10ned 1t. 

"Pretty clever stunt we call it," was 
the banker's reply. 

"Yeah; clever for the announcer and 
sign painter. What did it cost you?" the 
barber asked sharply. 

The question popped out so unexpect
edly that for once the. banker told the 
bank's business and admitted proudly that 
the expense had been $u2. 

"Say you! Listen to me!" bawled the 
barber, as he swung his lather brush 
<·cross his patron's face and shut off 
anvthing he might have said further. 
"That guy paid $12 for the sign and got 
a hundred for shouting three minutes 
twice a day. He does that six days a 
week becau"e he finds one in every town. 
In the season he makes more than your 
bank does. You call that advertisiqg, 
You got an idea folks at the circus bring 
anv money to your bank because of a 
spiel at a three-ring circus? N othin' to 
it! They were laughing at clowns or 
getting nervous about the lions. 1 f you 
want to do some advertising, you take 
your $112 and p<'y the editor of the 
Bugle $2 a week as long as the money 
lasts. Your ads in the paper will tell all 
of those people about your. bank every 
time they look it over, something differ
ent every week. It won't go in one ear 
and out of the other." 

The barber was quiet for almost a 
minute. The banker was quiet, too. He 
was thinking. The barber had told him 
,omething. 

Then from the barber. rather gently, 
"Diel that fellow deposit the $112 in your 
bank? No? \Veil, whenever you pay 
the editor's bills he puts the money right 
hack in circulation here." 

"Razor hurt? No. I thought you kincla 
scringed a littlc."-Ncws Bureau, New 
York State College of Agriculture. 

The assets of Ohio building and loan 
associations for the year ending J llnc 30 
had increased $86.2ro,86').f)2. The in
crease is attributed largely to newspaper 
advei-tising. Tdl this to your bankers. 

The I vanhnc Times recently issued a 
28-page edition, called a "Biographical 
Booster 2.nd Farm Bureau Edition." 

The Mankato Free Press, an evening 
napcr, gave its readers and the 1ieople of 
its territory the news of President War
ren G. Harding's death in a special morn
ing edition distributed by motor cars and 
mc;torcycles in territory not covered by 
carriers or mail trains. 

AMONG OURSELVES 

The man who needs most to consider 
the vacation question seriously is he 
whose vitality is so gr en that he does not 
recognize the need for periods of re
freshment and contemplation that, annu
ally, pay huge dividends. The only vac<~
tion that counts for a newspaper man ts 
oue that is spent entirely away from 
towns. There is no suhstitute.-Howad 
Bratton, publioher of the Faribault News, 
in the National Printer-] ournalist for 
August. 

The Kentuckv State Editorial associa
tion in sekctin-g the best newspaper in 
the state-that is, the best country news
paper-selected a paper pub! ished in a 
town of less than 900, and this paper 
every week carries from 35 to .+5 
country letters scattered throughout its 
eight 11ages.-N ational Printer-Journalist. 

The Rush Citv Post has added a new 
1\-Todel 3 linog1·ai1h and a rox15 Chandler 
& Price Gordon jobber to its equipment. 

Mrs. Kate c\nnie Barnard Darby, 73. 
wife of Benjamin Darby, publisher of 
the Owatonna Daily People's Pre5s, is 
dead. She is survived hv her husband 
;·nd three sons. -

The Steele county fair has been using 
newspaper advertising both in, the twin 
cities and in tributarv communities to 
draw attention to the fair. 

The Northwest company, publishing the 
Queen City Sun at Virginia, has sued a 
Minneapolis shoe company for alleged 
failure to comply with an advertising 
contract. According to the complaint, 
the shoe company contracted for 2,oor 
inches but discontinued advertising after 
176 inches had been used, and rcfmed to 
pay 20 cents an inch, the price agreed on. 

The LeS11e11r Center Leader-Democrat 
rccrntly issued a 32-page "Better Sires 
Edition." It was crowded with adver
tising and articks relating to livestock 
and breeding. 

\l\!. N. Johnson, who has always been 
kept reasonably busy in getting out that 
excellent paper, The I van hoc Times, has 
taken on another big job. He has been 
appointed postmaster. 

Congratulations arc due Lmlwig I. Roe 
of Montevideo, soldier, editor, and com
munity booster, who was elected com
mander of the Minnesota department of 
the American Legion at its annual con
vent ion recently hekl in Faribault. His 
policy was made clear when he said that 
he hoped to sec the Minnesota Legion in 
every town working for good govern
ment, good citizcnsliip and civic ·better
ment. 

Victor E. Lawson of the Willmar 
Tribune is being mentioned as a candidate 
for governor next year on the proposed 
farmer-labor ticket. 

The William A. Donohue memorial 
newspaper bnilcling has just bee1; dedi
cated at Cokato. It w2s built by his wife 
who is editor and manager of The Cokato 
Enterprise. The dedicatory address was 
given by Ltidwig Roe, the newly elected 
state commander of the American Legion. 
William /\.. Donohue. a good editor a11cl 
<' hravc ;olclier, was killed in battle in 
France in 1')18. 

Put some loc<1l news on every page. 
Then call the attention of advertisers to 
the plan. You will find it pleases them, 
for they know that their possible custom
ers scan your paper for local news. 

As a means of interesting the public in 
his paper, George Schlosser. publisher 
of the W es.sington Springs Republican 
of South Dakota, invites the residents of 
his town and of the surrounding territory 
once a year to a "movie." He tries to tie 
up the picttire with the country news
paper business. Of rnurse, he advertises 
the show in the Republican. The cost is 
usually from $25 to $JS, and Mr. Schlos
ser says it pays. 

Advertise your advertising. The Way
land Register (New York) not long 
since ran a single-column, front-page box, 
containing this: "John Wicks ran an 
2dvertisement in last week's paper of a 
number of good cows for ·sale. The one 
insertion sold five for him, and he says 
he could ha vc sold five more." Look up 
s,t1ch cases among your own advertisers, 
and tell the world about them. 

A regular and accurate market report 
makes a paying feature in the country 
weekly. Such a feature is worth spend
ing time un. 

\i\fhy not. in connection with the open
ing of the schools. get up a feature about 
schools as they were twenty years ago 
and as they arc today. 

\i\f. H. Needham in the National P'rint
cr-Journalist for August says: "Six years 
ago in a small citv in Wc:-t Vtrginia the 
writer took ihe rnanagcmcnt of a small 
weekly paper that had done something 
over $4,000 gniss business the year be
fore. In the six years the annual busi
ness has grown to over $18.000. Adver
tising was hard to sernrc in the begin
ning, lint the question was solved by pur
chasing a stereotyping outfit and a mat 
service." 

A small piece of hark removed from 
a white birch tree disfigures it and may 
eventually kill it. If bark is wanted, 
look for inj urcd trees or those that must 
be cut out. 
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