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INTRODUCTION.

From a firm conviction of duty this
supplement is being.sent out; believ-
ing it to be God’s will that the bene-
fits and blessings which I have been
permitted to enjoy, and which have
been enjoyed by many with whom I
have talked to personally, should be
so extended that others with less op-
portunity, can be the recipicnts of like
benefits and blessings.

The thirty-five years during which
I have traveled over many states, com-
ing in contact with many of our most
prominent educators, Professors of
Colleges, Governors of States, Judges
of our Supreme Courts, United States
Senators and Congressnien, ministers
of all denominations, lawyers, doctors,
bankers, merchants, manufacturers,
railroad officials, farmers and lumber-
men has given me an opportunity
possessed by but few.

Naturally studious by nature; pos-
scssed of a memory rarely enjoyed;
not only having access at times to
some of our largest libraries, but, ow-
ing to my meeting with men of the
above character, through their kind-
ness I have been permitted to read
many rare books, many of whicl with
all these years of travel, 1 have only
found the single copy, but which have
furnished connecting links and en-
abled me to harmonize Science and
the Bible, Profane and Sacred History
and Prophecy.

The incentive was that which the
candid mind of man is ever secking—
to know our duty to our God and our
fellowmen; to gain that happiness all
men may enjoy when conscious we are
doing right.

The inspiration—a realization of the
Father’s love for his children and that
love taking possession of the hearts
of men, or, as Paul said, “Let the
mind which was in Christ dwell, in
you” The one greatest theme of
Christ’s ministry was, Love God with
all thy heart, mind and strength, and
thy ncighbor as thyself.

Ao in secking knowledge, which
Solomon said was the priniciple thing,
this inspiration has been ever near
to act as the guiding star, to accept
that which was good and reject that
which was not.

The result—as stated before “har-
mony,” “happiness, pcacc and rcst.”
Such blessings cannot be enjoyed so
well unless shared by others; realiz-
ing this, many, many days have been
spent talking with those I have met,
Some have been a great help to me,
while others have acknowledged en-
couragement from my hands. The
greatest joy I have ever enjoyed or
experienced was to be the means of
lifting those deep in the depths of dis-
pair to a new hope, and get their feet
on the right road to not only temporal
peace but cternal happiness.

I have in mind the meeting of the
oldest Judge of the Supreme Court of
onc of our large States a few years
ago, a man cighty-two ycars_ old. The
Judge had been a very prominent man,
had been a member in our Congres-
sional Hall soon after the Civil War;
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and had been an avowed infidel. I
had a seven-hour talk with him in
private and before I left he said, “I
am so glad I have met you. You are
the only man I have ever met who has
given me a faith in a hereafter.”

For years I have had in mind,
sometime placing in readable form
the results of my thirty-five years re-
search. Many have advised me to do
so, and all have told me that when-
ever I did they wanted one or more
copies, and they believed that as soon
as the people began to know about it
the demand would be great.  Four
years ago I thought of doing so, but
circumstances over which I had no
control, prevented it at the time.

[ am taking up in this supplement
threc lines of thought. Forestry,
Life Insurance and an opportunity that
is in reach of a higher business edu-
cation. Showing the great needs of
rcforesting.  This is a subject that
volumes can be written about; one
that new ideas needs to be placed
before the reader repeatedly. The
same is true of Life Insurance, the
carrying out of which is too great for
onc man to accomplish. Success in
cither means co-operation The Cap-
tains should be chosen from the ranks
of those who have learned the divine
lesson of humanity, “That it is more
blessed to give than receive,” that the
moments of sacrifice for others prove
the happiest. And yet in our secret
chamber we all have to experience
deepest grief. These trials, however,
arc blessings in disguise for they help
to mould a stronger character.

In presenting this outline of in-
surance some may think that I am
opposed to Fraternal Socicties, but
such is not the case. Years spent
within the council chamber of some
of our largest orders, visiting in many
states has given me, perhaps, a clearer
idca than some others. The President
of onc of our leading colleges in the
South approached me one day and
asked what would be the benefit for
him to join a certain order as he said
he understdod that I was a member.
I presented the benefits that would
come to him, a common idea at the
time. He replied, “That is not what [
want to know. What I want to know
is how can I better help my fellow
man,”  Therein lies the key to the
success of every brotherhood organ-
ization.

But few realize the antiquity and
sacredness of this movement. On thi;
a volume might be written and many
in the councils of these large~t so-
cicties have, knowing the infori~tion
I had along that line have told me
that they belicved that if T would get
out such a volume every member of a
truc brotherhood in the tand would
gladly get it.

Another work represents a full his-
tory of our great cconimic questions.
To gain my ecvidence for all these I
have had to draw on the hictories of
all nations, both sacred and profane,
ancient as well as modern, from the
carliest writings to the present time.
Not only this but the result of a vast
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army of scientific investigators, whose
investigations  have  taken them
through all of their archeological re-
searches of the past century; and with
them we learn from rocky strata and
excavated valley, from dripping cave
and mountain masses, from Pyramid,
Sphynx and Architectural Hall; the
manners and customs of the people of
by-gone ages.

The journey has been along one, and
but for God’s help, I would have
fainted by the wayside many times;
but He has said, “My strength shall be
sufficient for you,” and that has been
my reliance,

We all know there is a condition of
unrest. People are hungering for the
truth and a solution of these problems
as never before. Many would-be re-
formers arc eager to tear down old
customs, but few offer something
better in their place Some, like Ma-
homet, would spread the truth as they
see it with the aid of the sword, while
others prefer to follow the meek and
lowly Nazarine. To one who rises
above present environment and sur-
veys the broad field of the past, sces
that rules laid down by the great Ar-
chitect God are being carried forward
to a higher development. Nations like
individuals have their periods of ad-
vancement and retrogression. So in
the great battle of life, each individual
has his periods of advancement and
retreat;  victory and defeat; tlhe
Struggle between right and wrong,
love and hate, sel-secrafice and scl-
fishness are continually striving for
the mastery. Today we are filled with
good resolves while tomorrow our
carnal nature may overcome them! it
largely depends on our environment.

We are taught that all good comes
from God, and all is good for God is
all. If this be true there can be no
evil, evil can then be likened to the
darkness, which is but the absence of
light; so evil is but the absence of
good, and as the darkness is destroyed
when approached by light, so evil is
as easily destroyed when confronted
with goodness. To seek to destroy
evil with evil is impossible, it simply
adds fuel to the flame.

I feel that my field of uscfulness
has so expanded that | ought to reach
out to those I cannot personally sece
and give such as desire, the oppor-
tunity of getting what I have received,
and many through me have been par-
ticipants. To send out monthly at
least a visitor, in the form of a pub-
lication jand T can think of no better
name to give it than to call it “The
Educational Visitor” pointing monthly
to the development of Forestry, Eco-
nomics, History and sound Religious
Doctrine of love to God and our fel-
lowman,

To do this is going to take some
money which I have not at this time.
It rcsolves itself into two courses,
cither to wait for the uncertainty of
accumulation, thus postponing the
time of putting before the reader this

Eknowledge or asking those who would
like the information along these lines
sto forward a

to commence at once

year's subscription of one dollar. In
talking recently with a Judge of this
State he told me that “The laborer is
worthy of his hire,” so I believe when
these monthly visits once start they
are bound to spread, because I have
faith that it is God’s will and He will
show the way.

To many one dollar seems a small
thing; it depends on the use that is
made of it and the time that it is em-
ployed. During the coming twelve
months I intend to prove to each
reader that one dollar is greater than
our American Nation, used in the
manner the most of us are using it.
Others think it the hardest thing to
get and when they get hold of one can
hardly be made to let go of it. I in-
tend to prove that such dollars block
the progress of nations and bring want
to the individual keeping it.

I wish to state at the commence-
ment that what I have to give the
reader the coming twelve months has
cost me thousands of dollars, and
years of hard work to acquire. That
it will be non-sectarian and non-
political, and any one sending in a
dollar for a year's subscription that
feels at the end of the year that they
have not got their money’s worth and
will so state, we will cheerfully refund
the dollar and they can have these
monthly visits free.

Furthermore, 1 am going to give as

a  premium ten genuine Catalpa
Speciosa trees postage paid as a pre-
mium for every subscriber who

sends in his subscription before Feb-
ruary 1, 1913, With the first issue,
which will be sent in February, I will
give full instructions as how to set
out and take care of this remarkable
tree.

Furthermore, 1 am going to offer
two prizes, one for the best growth on
bottom lands and the other of best
growth on hill lands, of $50.00 each.
I do this to prove the many varieties
of soil that this tree is adapted to
and to ecnable the reader to become
interested in this development, meas-
urements to be taken at the end of the
growing season, or when the leaves
fall in the fall.

It will be found that these visitors
are for men and women in their prac-
tical life as well as in their higher life.
Men are finding in the business world,
that to achicve success  they must
labor as never before. The day of
“hit and miss” has been passed and
the day of “efficiency’ 'is at hand. The
army of failures are appalling. Brad-
street’s and Dun’s reports have re-
corded over one hundred and twenty
thousand in the last ten years: with
losses aggregating, S1,464,893,375, an
average of $12,187 cach. From a
carcful analysis of these failures they
have found that over 80 per cent have
resulted from a lack of knowledge on
the part of the individual himself.
Today this incmcicncy is inexcusuble,
with the facilities on hand to enable
the business man to acquire in his
ovn home at a small cost such knowl-
cdge.

Ask ecach one who has failed if he
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would have been willing to have ex-
pended $80.00 and six hundred hours
time, this time to be extended over a
period of two years or five to six
hours a week?

How many wish they had had such
an opportunity before failure came.
This will save eighty per cent of all
failures in the future if the business
men will bear this small expense.
Every successful business man today
has gained his success in the school
of “hard knocks” which has cost him
many times the present cost. This has
been learning by experience. The way
to success today can be reached by
studying the experience of such men.
Not those who have had partial suc-
cess, but those who stand at the head.

It shall be a part of our work to
show where and how it can be best
obtained. It may be necessary to
create confidence before our recom-
mendations will be accepted. The
reader may have to learn that our
motives are for the advancement of
mankind. That we are doing our
feeble mite towards ushering in that
golden age when all nations, tribes
and tongues shall reverence one God
and Father over all; and a universal
brotherhood in the heart of man

A RARE OPPORTUNITY!

Are you a lover of Arkansas?

If you are, you should read
carcfully, then read it again.

If you are, you want to see it de-
velop in every way that will make her

this

people comfortable, contented and
happy. Not only do you want to see
it now; but you want to see these

blessings enjoyed by your children
and grandchildren after them.

We largely form our opinions
from what -we see, and a thing that
seems plentiful we are apt to think
has but little value; simply because
we do not extend our vision to other
States where a similar condition ex-
isted; but the bountiful supply soon
became ecxhausted with the result,
their mills became idle, their business
men moved to other localities and
buildings formerly occupied have be-
come the home of the owl and bat and
all for lack of foresight.

One of the greatest sources of nat-
ural wealth in Arkansas, as in other
statcs, has been her forests. Our
carly settlers whose vocation had been
the tilling of the soil could not appre-
ciate this wealth and looked upon this
as an obstacle to the devclopment of
the country and set out to girdle and
destroy nature’s greatest legacy.

Others realizing this value, came in
and put up their mills, and owing to
the small value placed on timber by
the scttlers, purchased at a low price;
and while some have grown rich from
the manufacture of the lumber, others
who were far seeing are still holding
the timber, and with little capital and
no cffort have become rich from the
natural increase in value due to the
approaching scarcity.

Those far-sighted men were aften
the subject of ridicule.

When William Henry Harrison was
made Governor of the Northwest Ter-
ritory in 1801, after long journcys
through the forests of Ohio and In-
diana, he came and established his
headquarters at what is now known as
Vincennes, Indiana, on the banks of
thc Wabash River. At that time, the
whole Northwest was covered with
fine forests of white pine, tamerac, fir
and white cacdar and other valuable
trees. General Harrison found a new
variety of trce growing on the banks
of the Wabash: rapid of growth, and

exceedingly valuable for its timber.
From his experience in other localities
he could see ahead and see conditions
as they exist today. In a speech be-
fore the Ohio State Agricultural So-
ciety in 1814 he advocated the plant-
ing of this remarkable tree.

The people of that day must have
looked upon the idea with derision, or
“a pipe dream,” because no effort was
made to put his recommendations into
practice.

About twenty-five years ago when
the timber supply of Ohio was largely
exhausted the people began to realize
that General Harrison’s recommenda-
tion was no “pipe dream.” He had at
an early date, planted some of these
trees at his home at North Bend,
Ohio. He had also sent posts made
from this timber to be used at this
home, some of which were still in use,
one of which, ninety years in use, was
procured by John P. Brown and shown:
at the New Orleans Exposition in
1885 General Harrison had been ele-
vated to the highest office in the gift
of a free people, viz.,, a President of
the United States, and had been dead
for forty years. His son, Benjamin
Harrison, had become President.
Around the old home at North Bend
the trees planted by the elder Har-
rison had grown to mammoth propor-
tions, the posts set by him were still
in use. The younger Harrison, like
his father, was a warm advocate of
planting this tree. Experience had
taught that while this was one of the
most rapid growing trees, it was un-
like other rapid growing trees, it made
the most valuable of lumber.

A few others commenced exepri-
menting by planting this tree on land
too poor to grow corn or wheat suc-
cessfully. They planted them so close
together that in a few years it was a
struggle for existence among the

trees, and having no knowledge of
how to grow, did not give them proper
care; and yet in twenty years under
these adverse conditions they found
the timber on a single acre was worth
five hundred dollars; and this poor
land had paid the best of any in the
State.

Today the Agricultural Department
of that State is urging her farmers to
put out these trees and they are being
planted in different parts of that State.

The writer has been investigating
this industry for the past twclve years,
over twenty states, both North and
South, and has found that the longer
growing scasons and copious rain fall
(fifty-six inches per annum) of Ar-
kansas hastens the growth of timber,
and from nearly three scasons growth
in this State, the proof has been ob-
tained that this tree will grow twice as
fast here as in Ohio.

The central location of this State
and its accessibility to water trans-
portation, combine to give it advan-
tages which altogether makes the op-
portunities better than any other
State.

Our highest authorities tell us that
at the present rate of consumption our
timber supply in the South will be-
come cxhausted before 1925. That
being the case, we have no time to
lose to reforest if our mills are to be
kept in operation.

What will be penalty if we refuse?

Our Government census shows that
there are five hundred and fifty thou-
sand men engaged in the lumber in-
udstry of the United States. Over
thirty-six thousand arec already in
Arkansas and increasing ycarly. In
my twelve years investigations among
them, I have learne dthat this State is

virtually the last stand of these work-
ers east of the Rocky Mountains, when
the timbber is cut in Arkansas a large
part of this vast army of workers will
be here, and if work is not furnished
at their own avocation they will be
forced to take up other occupations
and become cempctitors with our sons
in occupations which are alrecady over-
stocked.

One-half of the traffic of our rail
roads result, directly and indirectly,
from the lumber business. With the
timber supply gone a large number of
our rail raod employces must go also.

Our wood working factories will be
idle. The capital invested in them will
find no remuneration, and thosc now
working who depend on the merchant
for the goods they now consume, will
have to gb to other fields; and the
houses they now occupy will become
vacant, and many of our business
blocks will follow suit.

During my visit to the white pine
regions around Lake Supcrior five
years ago, I counted forty-six vacant
business places on onc street in Wash-
burn, the county scat of Bayficld
County, Wis. The timber had been cut
and where there were formerly five big
mills, only onc small one was still in
operation, and that was largely sup-
plied with logs fished from the bottom
of the bay, which had sunk when the
lumber was plentiful.

There is not an industry in this
State which will not fecel a loss when
our present supply is gone unless we
produce more by systematic planting.
The Pennsylvania Rail Road Company
whose raod runs through Ohio, In-
diana and Illinois, appointed a com-
mission in 1902 to thoroughly investi-
gate the growing of this timberfi and
after two ycars rescarch they reported
that each acre planted to the Wabash
Valley tree would furnish an average
income in twenty years equal to eight
per cent per annum on a valuation of
one thousand dollars. In the strength
of that report the Company has
planted trees cxtensively along their
right of way.

As they grow twice as fast here, an
investment should be worth two thou-
sand dollars per acre in twenty years,
or pay a rate of interest of eight per
cent on the same for railroad ties;
telegraph poles and fence posts.

Mr. H. C. Rogers, who planted
twenty-five acres in 1906, onc hundred
acres in 1907 and twenty-five acres in
1908 in Central Ohio, says, Dec. 24,
1909, “The first picture shows a ficld
of my two year old catalpa trees. This
picture shaws that Catalpa trees of
the right kind grow very fast and per-
fectly straight, if given proper care.

“These qualities—rapid growth and
straight trunk—combined with val-
uable wood are the three factors that
make possible timber growing as a
profitable farm industry.

“The trees shown in this picturc
will, with six or eight years more
growth need thinning, and they will be
large cnough at that time to make two
fence posts to cach tree.

“This is no mere assertion on my
part, but actual facts as learned by my
own observation and is corroborated
by the reports of the United States
Burcau of Forestry.

“At cight to ten years of age at least
onc half of these trees will need to be
cut out to prevent undue crowding of
the trecs. o

“The trees cut at this time will
make two fence posts cach, and thesc
are worth at wholesale prices at least
twenty cents per post. Timber sold at
these prices will show a big profit; but

.average four and onc-half inches at

the first cut of thesc trees will make
the best of buggy bow stuff, insulato
pis, fork handles, neck yokes, single.
trees and a hundred other wuses to
which this wood is cminently suited
Wood put to thesc uses is worth from
two to ten times as much as it is for
fence posts.”

In August, 1910, he says, “The pic
ture above shows the trees 1 firs:
planted, and the picture on the last
page of this leaflet shows a pile of
base ball bats made from the same
trees.

“These bats I am selling for S].25fv
each.”

As the cutting off must be made in
winter thesc trees made into ball bats

must only represent four  years
growth.
Mr. Rogers, in a lctter to me in

November, 1912, says, “l belicve you
will get ncarly double the growth we
can, but at the same time I do not
think you will average for the whole
plantation better than onc and one
half inches diameter per year.”

On page 231, Practical Arboricul-
turc by John P. Brown, who is gen-
erally recognized as the highest
authority says, “l saw a threc horse
evener in Kansas made from a four
inch Catalpa pole which was being
used the third scason, serving the
purpose admirably.”

On page 365 he gives a test at the
World’s Fair at St. Louis in 1904, of
a threc and onec-half inch pole in these
words, “Onc of these threc and one-
half inches in thickness was broken
to test its strength. This was a most
remarkable trial, for it was bent in
four dircctions successively under a
pressure of 20,000 pounds, before
breaking.”

I have talked with several hickory
manufacturers and all agrec that this
test is one that hickory will not stand.

From these deductions we learn that
at four inches it is worth from two to
ten times forty cents per tree. In all
our deductions we will use only the
minimum value, cighty cents per tree.

That if it rcaches that size in Ohio
in four years it ought.to bc as great
here in two years, but to make our-
selves safe we will add another year,
making threc years before cutting off.

While according to Mr. Rogers
statement the entire plantation should

this time, we will figure to cut off only
one-half in three years, the balance in
four years.

They sprout from the stump when
cut, and owing to the large root
growth we would get as much wood in
two years or more as the first cutting,

Trees are set 7 x 7 feet both ways or
888 trees per acre, so it is casy for
you to figure it for yuorsclf.

In thinning out at five ycars, three-
fourths of the trees are removed, leav-
ing 222 trees, set 14 x 14 cach way for
permanent forest. Many of these
trees will show a growth of two inches
per year from time of sctting, so that
in ten years from sectting there will be
a growth of from nincteen to twenty
inches diameter.

On page 200 and 201 of Practical
Arboriculture it says, “The rapidity
of growth of the Catalpa Speciosa has
been abundautly proven. We instance
one tree that was planted in a door-
yard at Cambridge City, Indiana, in
1887, having grown in cightcen ycars.
The tree was purchased to make a part
of the Catalpa cxhibit which was so
much admired (at St. Louis World’s
Fair in 1004). At the Theighth of
thirty fect it mecasured fourteen
inches, at the stump nincteen inches
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diameter.

“The tree would have made seven
cross ties, four from the butt cut,
two from the second cut and one from
the third.”

On page 228 of the same book, it
says, “Notwithstanding it makes a
durable cross tie, the wood is entirely
too valuable for that purpose, as the
timber 40 feet b. m. in a tie is worth
$2.00 to $3.00. In fact there is no
lumber grown in the United States
that is more valuable. It takes a
polish equal to Sanll)omingo ma-
hogany.”

Owing to the fact that there is only
about three-fourth of an inch of sap
on this wood a tree of that size will
make 400 feet board meausure. 222
trees would then produce 88,000 feet
per acre.

This lumber is worth at the present
time for furinture use $G60.00 per
thousand feet, or $5,328 per acre. To
be sure and not get our figures too
high let us cut this to say, $2,500.

The quotations I have given
from highest authorities.

We have the control of several large
tracts of land that are now being cul-
tivated in corn and cotton. One of
these a plantation of about 2,700
acres is rich bottom land said to be
one of the finest in Conway County.
These lands are producing an average
income of ten dollars per acre on
about twelve hundred acres, the bal-
ance can be put in cultivation at small

arc

expense. The income this year would
pay 8 per cent on a valuation of
$175,000. I have at my disposal and

can get trees to sct from four to five

" hundred acres per annum, 400 this

present time.

We are forming a company with a
capital of $225000 to buy this land
above described, unless we can find a
better bargain; or are required to
purchase a smaller tract of which we
have several cqually as good bargains;
and sct out four hundred acres at once
in trees.

The capital stock will be sufficient
to pay for the land; furnish the com-
missary or store with a stock of goods
worth $3,500 and pay all expense of
putting the entire tract in trces.

The stock of the Company will be
divided into shares of $25,00 cach,
payable forty per cent down, forty per
cent in one year and thc balance or
twenty per cent in two years.

All lands not cleared will be cleared
as soon as possible and cultivated in
corn and cotton until necded to put
out in trees.

With usual success the income will
be cqual to ten per cent on the entire
investment (including cost of insur-
ance described later) the first and
second years.

The third year our first cutting of
trees will come which at the above low
estimate will be 200,000 trces at
eighty cents per tree would be $160,-
000. This will be sufficient to pay
$17.11 per share in addition to the
regular farm income.

The fourth ycar would be the cut-
ting off of the balance of the first
year’s planting and one-half of the
second year’s planting; 400,000 trees
which at ecighty cents each would be
$320,000 divided among 9,000 shares
cquals over $35.00 per share.

The fifth ycar would be the cutting
off of the last half of the second year’s
planting and the first half of the third;
also the thinning out of the first plant-
ing, or an income of $480,000 divided
between 9,000 shares equal
$50.00 per share.

The sixth year the cutting off of the
last half of the third planting, the

over

first half of the fourth; the thinning
of the last half of the frst and first
half of the second, giving an income
of $640,000, divided among 9,000
shares equals over $70.00 per share,
The income would be the same the

seventh, eighth and ninth years as the
sixth.

The tenth year would occur the cut-
ting off of the last half of the seventh
year’s planting, the thinning out of th=
last half of the fifth, and first half of
the sixth; also the cutting of the first
four hundred acres of permanent
forest, $2,500 per acre, equals an in-
come of $1,440,000 divided among
9,000 shares equals over $160 per
share.

The eleventh year the thinning of
the last half of the sixth planting and
the first half of the seventh, also the
cutting of the second planting of per-
manent forest equals $1,280,000, di-
vided among 9,000 shares equals over
$140 per share.

The twelfth year the thinning out of
the last half of the seventh planting
and cutting of the third; equals $I,-
120,000 divided among 9,000 shares
equals over $125.00 per share.

The thirteenth year the cutting of
the fourth planting of permanent for-
est or 51,000,000 among 9,000 shares
equals over $112.00 per share.

As fast as cut the trees renew them-
sclves from the stump, and with the
large root, will have as great growth,
and cnable us to realize a like income
annually thereafter indefinitely.

To sccure these results $§5,000 in-
surance in the oldest and best com-
pany and twelve shares of stock would
cost no more than a twenty payment
life insurance policy in the same com-
pany would cost for threc years which
at age of thirty-five would be $191.70
per annum. In other words by paying
for three years only you would get
greater benefits in cvery way than any
insurance company would give you if
you paid for twenty years.

These figures and plan will stand
the inspection of the highest legal
authority in this State who wil] tell
you it is all right.

The one great drawback is a lack of
capital to carry on this work; and yet
the sccurity is the best cver offered.
Admitting that the report of the Penn-
sylvania Railroad Cimmission to be
true 2,800 acres in forests would be
worth in twenty years over six million
dollars and the outlay to produce it
will not exceed two hundred and
twenty-five thousand dollars; or less
than four per cent of the capital value
at that time.

Every one knows that opportunities
for investment in this State are S0
great that it is hard to find idle money.

The writer being posted as to above
conditions, is also posted as to all
forms of life insurance, having studied
it and worked in the ficld for fourteen
years, as solicitor, State Agent and
Adjuster of claims. By combining a
knowledge of the two we see how the
citizens of Arkansas can aid in this
work, and at the same time increase
their individual protection and profit,
without in any way injuring their own
interests or protection.

From the annual report  of Insur-
ance Commissioner John R. Jobe of
Arkansas on Life Insurance Business
in this State, it is shown that we sent
out in 1911, 33,652,270.56; there was
returned by these foreign companies
as losses to the policy holders of this
State, $1,499,972.35. This shows that

this State without sufficient capital to

develop her own natural resources,
contributes annually over two million

dollars to help develop other older
states and furnish capital to aid big
corporations which load their com-
panies with watered stock which ac-
cording to United States Senator La-
Follett in a speech in the Senate the
past term is done to the tune of sev-
enty per cent.

A porton of this money going out
represents pure protection but the
larger part ' represents investment.
Each company issues many different
forms of policies, and the highest
price usually means a higher commis-
sion to the agent, so it is but natural
that his arguments should seek to
show the would-be insurer that the
higher priced policy is the best one
for him to take. This is natural and
I don’t blame him for it. While I am
familiar with his arguments, my inter-
ests as well as your interests are to
secure capital to develop our own
State, instead of a commission, and for
that reason [ intend to show the in-
surre the other side, and let him judge
which is his interest.

I believe he will become convinced
that our interests are mutual, and we
can help each other.

There are certain fundamental
truths underlying the science of life
insurance. The main one s that
whatever the form of policy or certifi-
cate, whether it be issued by an old
line company, a fraternal society or an
assessment company; the insured are
the insurers, and every dollar expend-
ed by a mutual organization must be
first paid in by its members.

I call life insurance a science, be-
cause for morc than a century experts
and staticians have studied the expe-
rience of the past and have found that
from a given number of say onc hun-
dred thousand persons they have been
able to learn how many would dic
cach year until the last one is dead.
From this we may know to a small
fraction how much it will be necessary
to collect and have on hand so that
with interest added will furnish a fund
sufficient to meet all losses. A table
giving such experience is called a mor-
tality table. The one used as a stan-
dard by the Insurance Department of
most of the States is called the Amer-
ican Experience Table of Mortality,
and a Company before being admitted
to do business in a State must show
that their rates are based on this table.
This does not apply to Fraternal So-
cicties or Assessment Companies.

Other tables have been in use in
the past, one called the Actuaries
Healthy Male Table was formed from
the expericnce of fourteen companies
in the Old Country, but which was
found not to conform to American cx-
pericnce. This was superceded by the
American Experience Table—formed
by Shepard Homan Actuary of the
Mutual Life Insurance Company of
New York in 1868. This table gave
the experience of the Mutual Life from
1848 to 1868. I noticed in a recent
article called “Facts—The True Cost
of Life Insurance,” printed in the
official organ of one of our large fra-
ternal socicties the claim that this ta-
ble was compiled from the first fifteen
years expericnce of the oldest New
York Company. This shows that many
who pose as Life Insurance experts are
wholly ignorant of their subject or are
willingly trying to deceive their mem-
bers. Were it not for the fact that
many have been the losers, I would not
allude to such statements, but [ de-
sire to make this article so plain that
all can understand. In this same arti-
cle the writer says that from the expe-
rience of several companies the act-
ual death losses is only 72.16 per cent

of this table, intending to show that
this table is 27.84 per cent too high.

What are the facts? You will no-
tice that the Mutual Life Insurance
Company of New York was started in
1843, five years before the starting of
this table. The cause of this was that
during the first five years the death
rate is much lower on account of med-
ical selection which has weeded out
the sickly ones, but that after five
years this result nearly disappears.
This is recognized by the New York
State Insurance Laws which claim
that owing to medical selection the
mortality the first year is only about
fifty per cent of the American Experi-
ence Table. The second year but sixty-
five per cent of the expected; the third
year but seventy-five per cent of the
expected; the fourth year but eighty-
five per cent of the expected; the fifth
year ninety-five per cent of the ex-
pected, when there is but slight varia-
tion after.

This shows how easy a man who is
not thoroughly posted can be misled.

From this standard table it is shown
that at the age of ten, starting with
100,000 persons the deaths are as fol-
lows.

AMERICAN EXPERIENCE TABLE.
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To understand this table, the first
column represents the different ages
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from ten to ninety-five. The second
column represents the number of liv-
ing members each year starting with
the hundred thousand until the last
three die at age ninety-five, The third
column repreéems the number dying
each year till the last one is dead. The
fourth column represents the number
of deaths per thousand and conse-
quently the cost to be paid by each,
each and every year to pay for one
thousand dollars insurance. The fifth
column represents the total amount
paid out, by a person dying in any
year, as for instance at age sixty-six
a person on the step-rate plan will
have paid in $700.25 while if he
should be so fortunate as to live till
he is ninety-five, and keeps up his in-
surance he will have paid in $8,426.20.
The sixth column represents what a
policy-holder should have paid in
should death occur in any year on the
old line or level rate plan. You will
notice that the fifth and sixth starts at
age twenty-one, and while the policy-
holder would get cheaper insurance
under the step-rate plan the first few
years, by the time he reaches sixty-six
he has paid more than he would on
the old line or level rate plan. Start-
ing at twenty-one there are as you
see from column two 91,914 members
while at sixty-six there are 47,361 or
for every one thousand starting at age
twenty-one there are 515 remaining at
sixty-six. So that a man has an even
chance that he will pay more for his
insurance on the step-rate plan, and
if he lives to be ninety-five, nearly
eight times more. The extra burden

the first few years is not heavy on the "

level rate plan and it comes at a time
when he is better able to carn money
than to pay for so heavy a burden in
old age, when his earning capacity is
lessened.

Another thing that should be noted
is that at age twenty the step-rate calls
for a payment of $7.81 each, to pay
the losses of one thousand members
the first year; it would cost the same
member ten years later or at age
thirty, $8.45; age forty, $9.79; age
fifty, $13.70; age sixty, $26.69; age
seventy, $61.99; age eighty, $144.46;
age ninety, $454.54; and the last one
has not only had to help every onc
else but has to pay his own insurance
in the end.

It was the fear of being one of the
last half that devised the system of
old line life insurance. The table in
the fifth column is the plan on which
all Fraternal Orders and Assessment
Companies started, which has since
been somewhat modified as they saw
their mistake,

Knowing each year the number of
deaths likely to occur, it is casy to find
how much we would have to have on
hand to pay the loss when it becomes
due. Taking the table we sce that
from one thousand members at age
forty we would have to have $765,000
to pay the losses one ycar from now;
discounting it at three per cent (765,-
000 divided by 1.03 cquals 742,718.44)
so if we had $742,718.44 and put it
out at interest at three per cent, we
would have enough to pay our losscs.
Take the rate of ten years later, $962,-
discount it for ten

000 to pay; we
years, (962,000 divided by 1.344
equals 689,732.14) so if we had

$689,732.14 on hand and put it out at
interest and compounded it for ten
years at three per cent we would have
just enough to pay our losses of $962,-
000 when it becomes due. In like
manner by discounting the amount
which will become due each year from
the start, will show just the amount

we should have on hand when added
together at the start which if put out
at interest and compounded will ena-
ble us to pay every loss of $1,000 each
as it becomes due and leave nothing
over. Dividing this amount by the
number of members at age forty, and
we find that if each paid in $458.76 and
this is kept at interest at three per
cent and compounded annually, with-
out any further payment for mortality,
there will be just enough to pay every
claim as it becomes due until the last
one dies and no more, when all will
be paid out. This is called a single
premium net-rate.

As it is seldom convenient for the
member to pay all at one time, by a
similar calculation it is found just
each one’s proportionate cost when
divided into yearly payments.  This
is found to be at age forty,
$24.76. In other words if each one
pays in $24.76 each and every year
during each onc’s life time; out of this
fund all losses are paid, and the sur-
plus is kept out at interest at three per
cent and compounded, it will pay every
claim as it becomes due, and no more;
assuming that the death rate is the
same as the American Experience Ta-
ble of Mortality.

Taking this table as a guide does
not mean that it will increase the cost
one penny. All saving in any year
that can be made from this standard
is returned the following year in the
form of a dividend and may be deduct-
ed from the next year’s payment. [t
is true that if a person dies during the
first year he has pcrhaps paid a small
amount more than the exact cost, but
this amount goes to the surviving
members whose contributions has kept
the deceased member’s family from
want. Any less amount charged,
means furnishing insurance at less
than cost and sooner or later, IT HAS
GOT TO BE MADE UP OR SOME
ONE’S FAMILY HAS GOT TO GO
WITHOUT INSURANCE.

This would mean that if an organi-
zation started, and only collected at
age forty, $9.79, the natural rate, he
is paying for a one year term, and has
lacked $14.97 of paying for life insur-
ance, and this has got to be made up
later. The man who died or the man
who lapsed has lacked that much of
paying his share, and that debt stands
against the surviving members until it
is paid.

We have seen that a saving could be
made the first year of fifty per cent, or
$7.21, age twenty-one, the sccond year
of $5.04, the third year of $3.81, the
fourth of $2.12 an the fifth of $.70.
What shall we think of those orders
who have gone along for years and
charged a rate but little above this,
have paid out millions of dollars in
death losses. What must their short-
age be that must be made up in old
age.

The President of one of these or-
ders candidly admits in an article pub-
lished in their official organ as fol-
lows, “During those ycars the busi-
ness of the order has been somewhat
experimental. The rates having been
found inadequate, were corrected in
more than onc instance. It was not
until September, 1801, that any change
however was made in the rate of the
older members. Those who claim to
have cndured the storms of formation
days were then asked to step up to
the captain’s office, and they would be
forgiven for not having paid that
which should have been the cost of
their protection heretofore, but if they
would be good, and now contribute
the same as thosc who came into the

order later on, all would be forgiven,
and they would have no further fault
found with them for their shortcom-
ings of the years that are past.”

This order started in 1890. This
shows that past shortage was not
made up or any provision made to do
S0.

I made an allusion before to a
statement made by a writer who
claimed that “A leading insurance
publication recently stated that sta-
tistics prove that fifty leading insur-
ance companies in 1909 showed thc
actual mortality to be only 72.16 per
cent of the expected, predicted by the
American Experience Table. A sav-
ing of 27.84 per cent on the amount
assessed to meet death losses.”

He does not state his authority but
it is doubtless the same I have scen
gotten out by the assessment compa-
nies to mislead the people. If that is
not so, why did they select all old line
companies doing a large endowment
business, and exclude those doing only
a life business or nearly so, using
companies like the Aectna Lifc of
Hartford, Conn., or the Union Central
of Cincinnati, Ohio, and excluding
companies like the Connecticut Mutual
who do but little endowment busincss.
Had they used as comparison this
latter company and others like it, they
would have proved the equitability of
the American Expecrience Table of
Mortality.

A company when they issue an en-
dowment policy agree to pay the facc
of the policy at maturity whether in
ten, fifteen or twenty years. At ma-
turity it is paid and the policyholder
ceascs to be a claim against the com-
pany in any way. If he is unable to
stand the required examination at
that time he cannot get further insur-
ance and never becomes a claim
against the company by death, If he
had been insured on the life plan he
might have become a claim a few
days later. This proves the fallacy of
the gentleman’s argument.

In the Mutual Life of New York at
age forty, which the American Expe-
rience Table claims should have a
death rate of $9.78 per thousand, they
experienced a rate in 1910, $1.21 un-
der it; but it must be remembered that
this company has written over five
hundred millions of insurance during
the last five years, which is over one-
third of their insurance in force, and
in a computation such as my friend
quotes, this is not taken into account
cither.

The fact that this old company,
nearly seventy years old, furnishing
insurance on the same standard which
they did forty years ago, or since the
adoption of the American Experience
Table; is found to have a death rate
slightly under the normal, shows
Their ability to procure new memnibers
!ust as well now as when they started;
is a marked contrast to those basking
under the sacred name of fraternity,
and when their members get old and
infirm, increase their rates unmi they
become prohibitive, and those who
have in the past been the strongest
champions of the order arc frozen out
at a time when they arc past the in-
surable age and can get nothing to
replace that which is lost.

Because an organization, rcalizing
that when just started, ecach being
pronounced free from discase, know-
ing that all death the first few years
must come from local causes; and who
take advantage of this low ratc of
mortality on account of that fact, and
ch.argc just cnough to pay the losscs
this month which occurred last; havc

been furnishing a rate too cheap,
cheaper than a similar risk can be
taken later in that same organization,
thereby destroying thc equality among-
their members.

Every dollar must bec made up
sooner or later (as previously stated)
which an organization has failed to
collect to comply with the standard
not only that, but the surviving mem-
bers must pay as much morc as those
who have died or lapsed, failed to pay;
and who had gotten their insurance
for less than cost.

A failure to sce these weaknesses,
or a failure to re-adjust their rates for
a term of years, and have allowed
such shortage accumulate, are
bringing on and have brought on
themselves, serious trouble, because
to re-adjust their rates and make
them sufficiently high, would be to
place them above the standard, and
werc this done the rate would be
higher than that charged by the old
line companies. This could not be
done, because those secking insurance
would go to the old lincr furnishing a
chcaper rate and who had necver mis-
led their policyholders. In re-organiz-
ing these orders have had to fix a rate
cqually low as the standard in order
to get new members. Some have re-
duced the age of admission, taking in
only to forty-five or fifty, thercby put-
ting all such members as had passed
that age in a class by thcmselves, and
who must make up the entire short-
age, not only their own, but of all
those who had ceased to be mecmbers
for any cause. It is true the lodge has
been saved, but it leaves in its path a
vast army of disappointed ones who
look on the name of brotherhood as a
misnomer.

to

Those in the class above rcferred to
who have not passed the insurable
age, and who can still stand the medi-
cal examination, can get out and thus
escape the shortage left by others,
simply paying the cost in another or-
ganization at attained age. This will
be found to be much cheaper in the
long run than to stay where they are.

A great cry has been made that the
extra charge made by the old linc
companies was for cxpenses, but that
is as false as their other statements.
Companies have had to protect their
policyholders against taxation, which
in many instances has been excessive,
by the aid of votes in thc diffcrent
State Legislatures by these champions
of cheap expense. Making a definite
contract with policyholdcrs a  strict
censorship  has  been kept on their
business. In this State the law gives
the Auditor the right to make an ¢x-
amination and charge the companies
with the same. This requires a pro-
vision to be made to mect that expense
at any time. These different condi-
tions has caused the companics to
make an expense loading twenty-five
per cent of the gross premium; but
while this loading is made, all that
can be saved from expense is returncd
to the policyholder the coming year in
the form of a dividend.

Another addition to this fund is the
rate of intcrest in cxcess of three per
cent. This also increases the divi-
dend so at the cnd of cach year the
policyholder has just paid the cost of
his insurance and no more.

Such rate must be cheaper than the
ratc of any organization which startcd
with a less rate. No fraternal order
in existence can furnish as cheap nct
cost.

In all companics charging a level
rate therc must be an accumulation;
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being the rate set aside to meet the
increasing cost due to increasing age.
This can be returned at any time after
three years; either in a paid-up policy,
extended insurance, or in cash, should
the policyholder desire to discontinue
his policy. This surplus money is put
out at interest, and in a mutual com-
pany every policyholder gets an equal
share according to what he has paid.

As stated in the start our object is
to use this surplus to develop the re-
sources of Arkansas. We do not think
it right to send it away to be put into
a fund, some to be invested in Gov-
ernment bonds of Foreign Countries,
which bring only from one and a half
to two and a half per cent interest;
some to be invested in industrial
‘stocks and bonds becaring from three
to five per cent, and which are loaded
with scventy per cent water; some
loaned to older States on farm mort-
gages at six per cent, while to get any
of it on like security here in Arkansas
we must pay eight per cent, and in
case we do not want to borrow we will
get only four to five per cent. The
average being but four and thirty-
three hundredths per cent. From many
years’ experience I have found that
those who were best posted have
nearly always taken the life policy
with annual dividends.

This is largely duc to a lack of op-
portunity for successful investment of
small sums. The cheapest form pol-
icy, all things considered, I believe to
be the ten-ycar-term, where an oppor-
tunity is offered like the present for
the accumulation of the surplus fund.
This policy cnables you to carry the
cheapest rate for a period of ten years
with the privilege that should you de-
sire to change to a life rate five years
from now you can do so without re-
examination.

Many have sclected a ten-payment
or twenty-payment policy, to be paid
in installments, for the reason they
desire to protect their loved ones
should anything happen to cause their
death before they have accumulated a
competency; and furthermore, they
fecl they can pay a larger amount
while young and their family is small
than a smaller amount or any amount
at all years Ilater. Sceing so many
lose the insurance money by unwise
investment, they arrange with the
company to pay in installments annu-
ally during the lifc time of the bene-
ficiary.

I am going to give you a compari-
son between a twenty-payment-Life
on one side, and a ten-ycar-term pol-
icy, with the difference in cost in-
vested with us and used to grow for-
ests as previously described.

In both cases assuming the person
to be 35 ycars old at nearest birthday,
and the policy to be for $5,000.

The ratc of a twenty-payment

life is.eeeeveeianna.. .
The rate of a ten-year-term is

$19170
72.50

$119.20

Difference in cost......

The dividend on a term policy of
this kind the past three years by the

oldest and best company has been
$19.70, $19.75, and $19.80, respec-
tively. To purchasc twelve shares of

stock as previously described would
cost $120.00. This cost is $.80 more
than the saving between the policies;
so I am going to loan the difference
until the first dividend at the end of
the year is padi by the insurance com-
pany of $19.70. Aftcr paying me, this

will leave you $18.90 to apply on your
second year’s premium.

Balance of dividend the

first year ............ $ 18.90
Sccond year’s premium you
would be required to pa,

on 20-pay-life policy... 191.70
Total on hand ........ $210.60
Cort of 10-year term policy.$ 72.50
Pavment on 12 shares of
1 24T 120.00
——  $192.50
Balance on hand |..... $ 18.10
Dividend on 12 shares of
stock ..o, 21.60
Cash on hand beginning
of second year ...... $ 39.70

Should death occur during this sec-
ond year you would get as much from
your term policy as on a twenty-pay-
ment life, and you would leave if in-
vested with us, twelve shares of stock
and $39.70 in money at no greater

cost. At the end of the second year

you have as follows:

Saving . $ 39.70

Interest on saving at 8 per cent.... 3.17

Dividend on term policy........... 19.75

Dividend on stoek ............. ... 21.60
Totatl ottt i i e, $ §2.22

This would leave you only $49.23 to
pay the third year, instead of $191.70
or $142.47 less than would be required
to pay on your twenty-payment policy.
Supposing that after you had made.
the two payments on your twenty-pay-
ment life policy you were unable to
pay this third payment, you would be
out insurance and could get nothing
back. How is it with us? Instead of
paying out $191.70 you have had to
pay only $49.23. You are insured for
another year and have in addition
twelve shares of stock, all paid. But
supposc you could pay the $142.47.
Can’ you loan it here in Arkansas at
cight per cent? The argument in case
of death is the same as in the previous
year. At the end of the third year
you then have as follows, if invested
according to our plan.

Saving e e $142.47
Interest, 8 percent ..o .v ..., 12.39
Dividend on insurance poliey ...... 19.80
Dividend on stock................ 218.64
Total cash value ............... $393.30
Deduet eash or loan  value on 20-
payment policy ................ 275.00

Amount saved in three years on
our plan . ....... . oo, $118.30

But, says the insurance company,
ain’t you going to give any credit for
dividend on the twenty-payment pol-
icy? Yes.

The dividends paid by the best div-
idend paying company on a policy of
this kind has been during the past
three years: $33.95, $35.45, and
$37.05 respectively. Now if this is
teft with them to accumulate as they
suggest at three per cent, it will
amount at the end of threec yecars to
$109.57. As an offset to this we would
suggest the above $118.30, which
is just as surc as is their dividend,
and you now have your stock fully
paid for.

Had you decided to have your
twenty-payment policy paid to your
beneficiary in installments, you would
only Icave after your death for this
outlay of $191.70 for twenty years, a
bounty or income of $300.00 per an-
num. Your dividend on your stock ex-
ceeds that from the fourth year and
comies just as much to you as to your
beneficiary. And  you pay nothing
after the third year.

Instead of having to pay $191.70 to
kcep your insurance in force, you
need only pay $72.50 and your savings
will more than pay that. The dividends
in the future will more than keep up
your insurance and go a long way to-
wards your own support, cvery vear
thercafter, indecfinitely. A larger
amount than if you had paid the
$191.00 cvery year for twenty years
and then died and left it to be paid
in installments to your bencficiary.

Which of these two plans do you
think is for the best interest of your-
self and family ?

Many who read this will have the
twenty-payment life policy already. If
it has been carried three years or
more, the cash or loan value will ena-
ble you to take advantage of this the
greatest offer ever made.

Many policies of this kind were
issued under what was known as the
twenty-year distribution deposit plan,
which means that you agreed to wait
till the end of a certain period, usually
twenty years, for a distribution of
your dividend or surplus, you profiting
by the other fellow’s misfortunes if
you lived and kept up your policy to
the end of the twenty years; but if
you died or lapsed before, you lost all
of your dividend. A kind of rob Peter
to pay Paul plan.

The Armstrong Investigation Com-
mittee in New York, six or seven years
ago, condemned this practice to such
an extent, that the Legislature of that
State passed a law forbidding the
companies from issuing such a policy,
and requiring all companies to declare
dividends annually. This did not affect
the policies alrcady issued on this
plan. In settlement of such, the com-
panies can only give the reserve value
before the end of the period. All such
policies, however, that have been car-
ried for fifteen or more years, I can
get cashed by my broker in the East;
figured on the basis of what the policy
will cost to the end of the period, dis-
counted at six per cent. If money is
worth more to you than this rate, you
will reccive more value than you
would to carry it to maturity.

I will illustrate this by a case I had
a few years ago. A man had a policy
lie had carried for eightecen years; he
also had a mortgage on his home for
fifteen hundred dollars. He asked his
company what they would give him
for his policy. They offered him a
little over twelve hundred dollars., 1
got my broker to buy it, who gave him
cighteen hundred dollars. Nearly six
hundred dollars more than cash or
loan value.

We will state that there are only
seven thousand shares of stock to be
sold under this plan, $1,000.00 insur-
ance and two and onc-half shares of
stock arc declivered, which pays the
first installment on the stock of forty
per cent and the insurance. The sec-
ond payment, onc year later, pays for
the insurance and the sccond install-
ment of forty per cent on the stock.
The third payment will pay for the in-
surance and the balance on the stock,
and is twelve dollars and fifty cents
less than the first two payments.

The cost of this will vary, as to age,
as follows, the differcnce being for the
insurance, the stock being the same
price:

For one thousand dollars of insur-
ance and two and one-half shares of
stock at age 21, $36.62; age 22, $36.75;
age 23, $36.89; age 24, §37.05; age 25,
$37.18; age 26, 37.35; age 217, $37.53;
age 28, $37.71; age 29, 837.91; age
30, $38.12; age 31, $38.26; age 32,
$38.61; age 33, $38.88; age 34, $39.16G;
age 35, §39.50; age 36, $39.85; age 37,
$40.24; age 38, $40.66; agc 39, $41.13;
age 40, $41.85; age 41, $42.22; age 42,
S42.87; age 43, $43.59; age 44, $44.39;
age 45, $45.28; age 406, $46.27; age 47,
$47.38; age 48, $48.61; age 49, $49.97;
age 50, $51.47; age 51, $53.18; age 52,
$54.85; age 53, $56.97; age 54, $59.17;
age 85, 61.60; age 56, $64.29; age 57,
$67.18; age 58, $70.38; age 50, $73.89;
age 60, $77.72.

Sixty being the oldest age the com-
pany will accept on this plan.

The dividends of the company are
also correspondingly greater as age in-
creases, being $12.00 and upwards at
age sixty.

To receive the benefits of this offer,
$5.00 to insure medical examination
must accompany the application, then
the benefits can be secured at any time
during the coming sixty days.

To be sure of insurance being paid
in case death occurs during the sixty
days, it will be necessary to send the
entire amount of insurance, which
would be the amount less $25.00.?

This supplement is being sent to
30,000 families throughout the State,
so to be sure of one or more shares
it will be necessary to act quickly, as
we shall hold strictly to the rule,
“First come, first served.”

As stated in another part of this
supplement, we are going to issue a
monthly magazine or paper. In this
will appear monthly a statement of the
progress of the investment. Each
stockholder will be considered a reg-
ular subscriber without extra charge
to him.

In conclusion I will say that I have
tricd to make plain to you the great
necessity of reforesting in Arkansas;
that from a financial standpoint there
is nothing that can be grown in this
State that will pay one-fourth as well;
that the onec thing needed is capital
to develop this industry, and one con-
tributing cause that makes money
scarce is the millions sent out of the
State for investment in life insurance;
that the cause is the desire for protec-
tion to loved ones while we arc ac-
cumulating a competency; that in se-
lecting temporary insurance it should
be with companies which are perfectly
sound and when they scll term insur-
ance, sell it as such and with the pro-
viso that should it be desired to make
the insurance permanent after a few
vears, when the policyholder is better
able to pay, it can be done without a
risk of being unable to stand an exam-
ination.

I think I have proven my ability to
make such a ‘sclection for the insur-
ance part of the contract. The final
question i{s to prove my ability in
growing these trees.

On page 259 of Practical Arbori-
culture and included in the report of
the Committec of Roadway and Bal-
last, appointed by the Pennsylvania
Railroad to thoroughly investigate the
growing of this timber, which Com-
mittce spent two years in the investi-
gation. They say: “About twenty-five
years ago, Mr. John P. Brown, then a
civil enginecer on the N. 0. & N. E.
Railroad, became deeply interested in
the subject of the renewal of our for-
ests by the planting and cultivation
of trees. Since then, purely from mo-
tives of philanthropy, much of his
time has been devoted to the study
and pursuit of practical methods of
forestry.  While by no means a man
of onc idea, his belief in the superi-
ority of the Catalpa tree for cconomic
use and his thorough study of that
species has resulted in his becoming
generally recognized as the foremost
authority upon that particular tree.”
Mr. Brown is now the Sccretary of the
International Socicty of Arboriculture.
more capable of judging my ability
than he, so gave his name as refer-
cence. I hereby submit his statcment
sent to a man in Little Rock, Ark.

Carncy, Alabama, Mar. 15, 1011.

’

7 Little Rock, Arkansas.
Dear Sir: Replying to your inquiry
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as to what I think of Mr. A. H. Lang-
worthy’s ability concerning the grow-
ing of the Catalpa Speciosa as a
forest tree, would say:

I have a very high opinion of Mr.
Langworthy’s ability. The many
years study he has made through sev-
eral States, and the pleasant relations
we have experienced together in the
growing of this particular tree, justi-
fles me in recommending him as a
man thoroughly competent to give ad-
vice and information. In fact would
prefer his advice to that given by the
Bureau of Forestry at Washington,
D. C.. I'am also impressed with his
honesty, and feel sure he would han-
dle trees or seed, true to name.

He is in a position to procure pure
seed when there is any to be obtained,
and the trees he now has I know to be
true Catalpa Speciosa. [ feel sure he
has the interests of future generations
at heart and knowing the great need
of reforesting, he should receive every
encouragement which his State can
bestow.

Very truly yours,
John P. Brown, Secretary.

I wish to state that I have a limited
number of large Catalpa Speciosa
trees suitable for shade trees which
I offer at the following prices:

Four to five feet—S$.25 each; five for
$1.00; one dozen for $2.00.

Five to six feet—S$.35 each; five for
$1.50; one dozen for $3.00.

Six to seven feet—3.50 each; five
for $2.00; one dozen for $4.00.

Seven to nine feet—S$.75 each; five
for $3.00; one dozen for $5.00.

These are sold with a guarantee to
be true to name or will refund ten
times the price paid for same.

ANOTHER BARE OPPORTUNITY:

In putting out this supplement I
wanted to do as much good to my fel-
low citizens as possible. When I first
came to Arkansas three years ago I
was, and had been, engaged in educa-
tional work for a year, and gave it up
to engage in the forest tree business.
I feel I ought to bring to the attention
of our readers the opportunities that
are offered for advancement.

The opportunity for self-education
at home offered by the International
Correspondence School of Scranton,
Pa., while it was found had made bet-
ter producers in several lines, yet it
was found that, that specializing had
unfitted many for all around business
men, those capable of taking charge
and running any large business enter-
prise or acting as managers and su-
perintendents of the same. Owing to
these conditions the large concerns
through the country found it very dif-
cult to procure capable men to rep-
resent them and fill these responsi-
ble positions.

They appealed to the Universities of
the country to furnish men to relieve
this shortage, but up to that time the
Universitics had only been teaching
academic and professional courses
and letting business alone, so they
could not furnish the men.

A combination was entered into be-
tween the owners of large, enterprise
on the one hand, and the leading Uni-
versities of the country; to furnish a
course cspecially adapted to fit men to
fill these responsible positions. The
most successful business men were to
give those principles whereby they
had made a success in business; and
the Universities were to do the teach-
ing.

Harvard University took the lead,
starting their course in Business Ad-
ministration in Marh, 1908. A month

later Yale started a similar course,
and other Universities rapidly fol-
lowed suit, giving a two year’s course
and graduating their pupils with the
degree of A.B.B., Bachelor of Busi-
ness Administration.

It was but a short time before they
found that where there was one man
who could leave his home and go
away to school for two years at an ex-
pense of about two thousand dollars;
there were a thousand others who
needed the course just as bad, but
who were engaged in business at
home and who were otherwise cm-
ployed and could not lcave their work.
This embraced many who had been
denied educational advantages in their
early life as well as those who were
just preparing to enter business.

To meet the necessity of such men
leading philanthropic men organized
The LaSalle Extension University at
Chicago to give to the men at home a
chance to gain such an education, so
that without taking him from his work
for a single day, by putting in about
one hour per day or its equivalent he
could in two years get the same curse
as given at the resident university.

They reasoned at the time that if
Prof. Stuart Daggett gave before the
class at Harvard University a lecture
on transportation and then asked the
students the next day questions that
would tend to bring out all the vital
points in the lecture, then this lcc-
ture and questions were put in book
or monogram form and sent out to the
other Universities, that the LaSalle
was simply extending this, to include
the entire course.

The LaSalle soon conceived the
idea that with the success they had
met with their first years that thev
ought to get a course of instruction
that should be the best that brains and
money could produce. Engaging the
services of Walter D. Moody, Secre-
tary of the Chicago Association of
Commerce, who had built up that in-
stitution to be known as the most
successful Commercial organization
in the world, to act as Editor-in-Chief.
Mr. Moody was personally acquainted
with more than five thousand of the
most successful business men of the
United States, many of them multi-
millionairs. He went to them and got
them to tell how they had done it.
They were willing to do that because
many of them have to continue to do
their own business because they can
not find any one capable to take and
run it for them. These men would
gladly quit business and hire others to
do it for them if they could. So they
are anxious for the young men es-
pecially should have such an educa-
tien.

Mr. Moody realized that as the in-
formation as it came from these men
was not in such shape as to be casily
assimilated by a student, so the next
thing to do was to procure the ser-
vices of the best College Professors,
those who were acquainted with the
needs of the student; to take the facts
as given by the successful business
man and put them in proper form for
text book use. The best College Pro-
fessors were engaged not only to do
this work but to teach it to the stu-
dent.

Before stating the results of Mr.
Moody’s accomplishments, a word 1s
necessary as to the neceds it was ex-
pected to fill or who would be greatest
benefitted.

Business today is a science. It has
passed the hit and miss pcriod and the
successful man today is the one who
is acquainted with all fundamental

principles which go to show how it is
organized, carried on and maintained.

Dun’s Mercantile Review discloses
the following number of business fail-
ures during the past ten years,
120,200; amount of liabilities invol-
ved, $1,464,893,375.

Bradstreet’s Business  Mortality
Table shows 11,845 failures during the
“year of recovery,” 1909, (Dun 12,924)
an increase of 20 per cent over 1906,
hitherto the best year as regards fail-
ures for a generation past. These fig-
ures arc staggering. With the ex-
ception of the panic years of 1893-4
the business death rate during the
past two years has been greater than
during any other two years in all his-
tory.

What is the cause?

Cause of Failure.

To those who are willing to learn
from and profit by the experience of
others:

Bradstreets’s Journal (January 22,
1910) says: “It has been sought to
draw meaning from these statistics,
to the end that lessons valuable to
those surviving may be learned and
that the exeprience gained may be of
value to those embarking in new busi-
ness enterprise.

What meaning may be drawn?
What lessons valuable may be learn-
ed? That everyone wants to succced
is, of course, self evident, Every man
must realize that some day he will
become old. Will he enjoy the sunset
of life in comfort and ease or shall 1t
be stamped with the blot of failure, if
not actual penury and want? Reflect
on this.

Here is the cause of failure—we
quote from Bradstreet’s Journal, “In-
vestigations over a period of years
have demonstrated that tendencies
present within the individual himself
are largely responsible for four-fifths
of all business failures. For example:
In 1910 82 per cent of the failures
were attributed to the faults of those
failing.

What is the remedy ?

Remedy.
Walter D. Moody, General Manager
of the Chicago Association of Com-
merce, in his introduction to Business

Administration, asks the question,
Why do so many men become bank-
rupt?

Moody voices the conclusion of
Bradsctreet and points a way which
leads to success, power, prestige, and
all the emoluments that are found on
the pathway to success. Here is the
remedy: ‘“Ask any credit man,” he
says, “and he will tell you that it is
not because of a lack of capital or
other material resource, but failure is
due primarily to a lack of intellectual
training.”

Business has passed the “hit and
miss” period. It has become not only
a definite science to be learned, but
an art to be applied. It can only be
learned by systematic thought rightly
directed. We quote an extract from
an cditorial of the “Saturday Evening
Post” under the caption, “The Pro-
fessional Business Man.” “Nowadays
his position will depend upon his ad-
ministrative ability rather than his
power to buy stock,” and, continuing,
we quote, “If the young man develops
a firstclass busincss ability, he necd
not bother about a fortunc.” The
above extracts voice the opinjon of
men who realize the importance of a
general business knowledge.”

As the University can tell you better
what thc nature of their work and
how to accomplish it, I am going to
quotc their own description. “The

LaSalle Extension University was
organized by able and successful busi-
ness nien in co-operation with emi-
nent university professors and teach-
ers of modern business practice, con-
nected with some of the leading uni-
versitics.

“By virtue of its charter, the State
of Illinois grants the University
authority to cnter the field of higher
business training and efficiency and
to issue graduation certificates and
diplomas to its members and students.

“In Business Administration ,there
is no age limit. To the practical busi-
ness man in the prime of his business
carecr we offer the most compact,
authoritative and scientifically organ-
ized body of knowledge that has ever
been compiled, the foudation princi-
ples upon which every successful busi-
ness is organized, conducted and
maintained, the tried and true method
of men and machines.

In addition, we furnish you once
each month, for two yecars, a Lecture
or Talk on some phase of your own
business, prepared by some of the
ablest business men and cfficiency

experts in the country, without cx-
ception. :
“Further, and of greatest impor-

tance, we agree to supply you, upon
rcquest, information, data, council and
advice upon matters pertaining to
your own knotty business problems
and legal tangles. This service is
confidential and is limited to onc re-
port per month for a period of two
yecars.

“To the ambitious and worthy young
business man contemplating a suc-
cessful business carcer, we offer the

equivalent to a resident course of
instruction in Business Administra-
tion, which would cost you in the

neighborhood of $1,000 a year at any
resident university, to say nothing
about the loss of your earnings dur-
ing the two years. If you are carncst
and sincere in your desires ,to in-
crease your earning power, and will
do your ‘sharc to the best of your
ability, you can secure exactly the
same form of instruction in Busincss
Administration from us at less than
one-twenty-fifth of the cost and can
retain your position at the same time.
In fact, our Coursc has many strong
and distinct advantages over resident
instruction. This statement is not
made, however, to detract, in any way,
from the great and noble work of our
leading resident University Schools
of Commerce. Men who can afford
the time and cxpense to attend a resi-
dent university will get the best sort
of preparation for the bigger and
better things in a business way. Many
of these resident universities are
using our Business Administration
Text for class room instruction. This
shows that the LaSalle is held in high
estem by the most™ proficient univer-
sity professors and tcachcrs.

“In the fascinating pcrusal of Busi-
ness Administration in your own home
you are practically rubbing clbows
with our great men, exchanging idcas
with them, consulting with them, and
following step by step and day by day
the trend of modern business methods
and prinicples—thc real sccrct of
business efficiency and success.

“Business Administration is so
planned and worked out that it docs
not rob you of all of your spare time.
You do not nced to sacrifice your
social or other dutics, or the pleasures
you are now accustomed. The Course
was duly planned and devcloped with
due allowance for all of thesc things.
It does not call for decp and arduous
study. You arc not obliged to master
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a mass of non-essential details. You
become immediately interested in the
very questions with which you come
in contact daily in your particular line
of work and in such simple and con-
cise form that you can readily under-
stand how those same questions and
problems can be more easily and ef-
fectively handled, and can be directly
applied to your own daily business
practice.

“Results never come to any of us,
you know, until we make sound, prac-
tical and successful methods, our own
methods, first by the devotion of care-
ful thought, and then by the practical
application to our own affairs. Not
tomorrow, next week, or next year,
but today, right now, is the time for
all of us to grasp the money-making
opportunities that are at our elbow.

“The tendency of the times has
changed, but so rapidly has that
change advanced upon us, so rapidly
have new systems, ne wideas, been de-
veloped, that it is not now possible for
any man to kcep place with the game
of business by his own individual and
practical experience alone. Such an
attempt would be considered unwise
and foolhardy on the part of any man
who knows—and “knows” means an
individual realization of these re-
markable changes. To advance now,
a man must take advantage of the ex-
perience of those who have “made
good” and still are “making good.”

“Twenty years ago there were less
than 1,000 industrial corporations in
America—today there are about 500,-
000. Think of it! Men today are
forced to reveal their ability as never
before in the history of finance, com-
merce and industry. The inefficient
are being forced down and down,
further and further. The prepared
man is the one who is reaping the rich
rewards. The great contest is on be-
tween the ones who “do it now” and
thosec who think they will do it to-
morrow in the business game of today.
Opportunity is ecverywhere for the
prepared man.

“The wise man is today buying or-
ganized business knowledge the same
as he buys a typewriter and adding
machine or any other means of in-
creasing cfficiency. Our Course in
Business Administration represents
commercially the highest, most promi-
nent and most important form of ef-
ficiency.  Then there is the personal
satisfaction of bcing able to intelli-
gently discuss any matter pertaining
to general business practice with other
business men. It is always man’s sur-
plus that constitutes his most impor-
tant assct, cithcr in health, money or
knowledge. To know you know, gives
you that courage, initiative, that “go
to it” spirit so essential to achieve-
ments of any kind. When you know,
you don’t have to stand back for any
man, you arc in the class with the
best of them .

Any rcliable commereial agency will
tell you that this University is the
largest and most successful institu-
tion of its kind in the country, and
that we not only attain the highest and
best rcsults for our members, but that
we arce thoroughly rcliable and finan-

cially sound. Through our vast ex-
perience we know why men fail and
the rcason why men succeed, and we
know how to heclp men help them-
selves. Wc do not promise anything
wec cannot do—that is the policy that
has helped make us what we are.

“In our ycars of successful cxper-
icncc in helping men in a business
way, we have found thousands of in-
stances where men had not as yet dis-

covered the business for which they
were best suited, and we have put
many of them on the right road to
success. No man can do his best in a
business or in a certain position
unless he is suited to it and it is
suited to him. When a man is in his
right place he is more or less bound
to love his work, and that is one of
the important things that makes for
success. Unfortunately many meiu go
through life without discovering their
real ability. But no man can take this
training without finding out what he
is best qualified to do.

“Our training in Business Admin-
istration will bring you new hope,
new courage, new confidence, new en-
thusiasm, new ambitions. It will sur-
round you with instruction. New
ideas, new and better plans, salary in-
creases. It will lift you out of the rut
and put you in an entirely new atmos-
phere, the atmosphere of success,
where prospects of failure and poverty
cannot blight or ruin your business’
future.

Business Administration covers the
big, broad field of business and it has
been the means of hundreds of men
“finding” themselves. A man might
struggle along for years with indif-
ferent success in any position, and
never find out that with the proper
training and direction of effort he
might have become a perfect wizzard
in banking or a successful business
organizer in some other line.

“The University is always ready and
willing to lend its aid in every possible
way to each and ecvery one of its
members by way of council and ad-
vice upon matters pertaining to their
own personal affairs, and through our
consulting service to assit them in
unraveling knotty business problems
or give advice on legal matters. We
treat such service in a strictly con-
fidential way, and you may feel as-
sured of this, whatever you write to
us concerning your own private busi-
ness affairs.

“During the entire two years you
will have unlimited privilege of calling
upon the faculty and staff of the Uni-
versity for any co-operation or advice
pertaining to Business Admnistration.
Our members find us always ready
and willing to assist them in any of
their plans during the entire two years
period, and there isn’t a day that we
do not send out to hundreds of men,
helpful letters containing suggestions,
advice, council, friendly criticism and
answer to specific questions concern-
ing knotty business problems. Our
members find it pays to consult us.

“This proposition has made many a
good salary better and many a high
salary higher. It will accomplish the
same for you quicker than any other
method you can follow.

“Certainly you can sec the great
value of this proposition to you, even
it it would cost you several hundred
dollars.  The ten large volumes on
Business  Administration are alone
worth more than the price at which
you may now sccurc the complete two
years Course,

“To know what you have to do is
half of what is required of you. The
other half is to do it. This Coursc
will show you the way. The rcason
more men do not accomplish more is
because they do not attcmpt more, and
the right start is fifty per cent of the
success of any attempt,

“Start right now. Do not wait until
this special offer is withdrawn. Then
it will be too late to profit by this
opportunity.

“Perhaps the main reason why mea

strive for success in business is be-
cause of that little family, that de-
voted mother, that good wife or that
little sweetheart! It is the woman’s
nature to be ambitious for the success
of the man she loves and admires.
She wants him to rise above the com-
mon level—to be a man that is looked
up to, whose opinion and advice is
sought by other men. In nine cases
out of ten, that is man’s one greatest
incentive to win, to succeed, in this
great and fascinating game of busi-
ness. Is this not true?
Our Consulting Service.

“Service is one of the most impor-
tant functions in business today. There
is not a day that this University does
not send out consulting service reports
to its members, containing sugges-
tions, advice, council, friendly criti-
cisms and answers to specific ques-
tions concerning their own knotty
business problems or legal questions.

“Many of our clients often consult
the University concerning their own
personal problems, because they find
it pays to do so. This service is con-
fidential, and limited to one report per
month for two years. The service is
limited to questions in the various de-
partments of business organization,
management and law.

“The University does not agree to
plan advertising or selling campaigns,
but we will go over the plans or the
literature pertaining to such cam-
paigns and render advice, council,
suggestions, etc., or should one of our
clients be contemplating an invest-
ment of money the privilege of our
consulting service is open to him.

“Should he rcceive literature per-
taining to some investment and will
send such literature to the University
we will investigate the proposition for
him and advise him as to whether the
investment appears to be a wise one

or not. Our advice has, no doubt,
saved thousands of dollars for our
clients. If an employec of any insti-

tution has an idea he thinks will be
beneficial to his employer, if prorerly
worked out, and will outline just what
he has in mind, the University will
assist him in perfeeting his plans, so
that when he takes it to his superior
it will be in full developed form.

“There is an age of ideas, but many
employecs hesitate to suggest things
to the officers of a corporation, be-
causce they cannot develop their ideas
without the proper assistance. In this
way the University has been of aid
to many of its members. The Univer-
sity through its several hundred busi-
nesse conncctions, is in a position to
render this service promptly and cf-
ficiently.

“The following  constitutes our
board of consulting specialists:

“Fred A. Kerry and staff (15 cx-
perts), Business Councilors and Ef-
ficiency Experts, First National Bank
Building, Chicago.

“Wadter D. Moody, former General
Manager of the Chicago Association
of Commerce, now Managing Director
of the Chicago Plan Commission.

“Louis  Guenther, Investment Ex-
pert and Editor of the Financial
World.

“William  Arthur Chase, C. P. A,,
President of the National Association
of C. P. A. Examiners.

“James DcWitt Andrews, Associate
Editor of American Law and Pro-
cedure.

“Forken-Stryker Co., Experts and
Mail Order Specialists.

“E. T. Bentley, Traffic Manager 1i-
linois Steel Company.

“T. W. Hicks, Traffic

Manager
Secars, Rocbuck & Company,

“J. B. Daish, Author Procedure in
Interstate Commerce Cases.

J. C. Lincoln, President Industrial
Traffic League.

Robert J. Usher, Assistant Crearcr
Library.

Arthur L. Rise, Managing Editor
Practical Engincer.

“E. S. Ketchum, Director Shippers
Freight Service, LaSalle Extension
University.

“While the above men compose our
Board of Consulting Specialists, yet
we have many other sources from
which to draw, because of our several
hundred business and University con-
nections.

“Fred A. Kerry and Staff are busi-
ness counsellors for some of the
largest institutions in the country.
Among the many institutions that
have employed Kerry and Staff as
business counsellors and efficiency
experts we mention a few. In Chi-
cago, The Hub Clothing Store, one of
the largest of its kind in the United
States; The Chicago Record-Herald,
Rothschild & Co., Mandel Bros., Re-
liance Manufacturing Co., Alfred,
Becker & Cohen, Clothing Manufac-
turers; Reid-Murdock & Co., one of
the largest wholesale houses in the
West.

“In St. Louis, The Rice-Stix Dry
Goods Co., onc of the largest whole-
sale dry goods houses in the South-
west; Mallinckrodt Chemical Works,
the largest of its kind in the world;
Wertheimer, Swartz, Shoe Company,
Manufacurers of Shoes; McCluney &
Co., Brokers and Commission Paper
Dealers; the National Candy Com-
pany, and many others.

“Kerry and Staff operate only in
the larger cities, therefore, it is only
through this connection that business
men in the smaller towns may profit
by the business council of Fred E.
Kerry and Staff of fiftcen experts.”

Being acquainted with the officers
of this University and knowing the
great good they are accomplishing and
the great benefit they have bcen to
their more than thirty thousand stu-
dents; knowing how many in our
small rural towns who would not even
hear of them, through the ordinary
channels, 1 have prevailed on them to
allow me to extend to the readers of
this supplement, which will be largely
scattered through the rural districts
of this State, to offer the opportunity
to one hundred, of my readers, at their
advertising price.

The regular tuition of this Course is
$120, but to the first one hundred who
apply for scholarship through us they
will furnish the entire course con-
sisting of:

First.  Enrollment Certificate, en-

titling you to the full two years
Course.

Sccond. To send you at once their
ten text books, cach containing over
five hundred pages, cntitled Business
Administration. These represent  the
best that money and brains can pro-
duce.

Third.  To send ecach month a
special Lecture by Experts on subjeccts
of greatest importance to you in your
business for a period of two vears.

Fourth. To give you the privilege
of their consulting service as ex-
plained.

Fifth. To furnish you with cexami-
nation questions on the ground cov-
cred, as nceded; to carcfully examinc
the samc and offer such suggestions
as they find you nced in your partic-
ular case.

Sixth. Upon the completion of the
Course, based upon the approval of




in business attainment, showing you
have successfully mastered the prin-
ciples upon which every business is
successfully organized, conducted and
maintained.

This entire course is
through us at the sum of $78.00.

While this is considered as a cash
price, yet I succeeded in getting them
to modify these terms to meet in a
large measure the necessity of our
patrons.

While I could give you hundreds of
testimonials of those who have taken,
and are taking the Course, I will only
use space for one given us by the
Secretary of the Treavelers Building
Building and Loan Association of Lit-
tle Rock. Mr. Bracey was for seven-
teen years the confidential bookkeeper
of the Gus Blass Dry Goods Company
o f Little Rock.

“Little Rock, Ark., June 15, 1911.
“LaSalle Extension University, Chi-

cago, Il

Gentlemen—I am studying your
course, and am amazed to find so
much up-to-date, expert information
could be condensed within the com-
pass you have it. It would seem to
me unpardonable for a business man
not to avail himself of the great privi-
lege of studying this course and ob-
taining the education there that it
would take him many years to get
clsewhere.

“l have found it almost invaluable
in' the Building and Loan business, as
that was the particular theme I wanted
to study, and office analysis of com-
mercial statcments.

“To enumerate the many heads
under which I have studied this course
for special information would be too
long for a letter. I most cordially
recommend it to cvery business man
as being the very best obtainable, at
any price.

“Yours very truly,
“JOHN M. BRACEY.”

One word in closing. You will find
that each volume which comprises
Business Administration is thoroughly
classified under numerous headings.
Were you to pay $78.00 for thesc vol-
umes alone you would be making a
splendid investment. You cannot
open one of the volumes at any one
of the various classifications and not
find at least on ¢ idea that would be
worth more, a great deal more than
$7.80 to you.

Every successful enterprise was but
once a mere idea of some onc man.
The watch you have in your pocket,
for instance. It rcprescnts, does it
not, some one man’s idea? Your own
institution was but once an idea, the
same as the great store of Marshall
Ficld and Company was but once an
idea. You sce, thcrefore, it is very
difficult to put a monecy value on any
single idea, and thcre are many hun-
dred of ideas to be gained from Busi-
ness Administration,

Write

A. H. LANGWORTHY,

731 Southern Trust Building, Little

Rock, Ark.

FIELD NOTES.

EARLSBORO, OKLA.

The M. E. Church, South, with
many who belonged to other denomi-
nations and others who belong to no
church at all, voted unanimously to
memoralize the United States Senate
to pass the Shepard-Kenyon Bill,
which, as you, no doubt, know is a
bill to prohibit the shipping into the

furnished.

that our own legislature voted unani-
mously for its passage.

Will not all the churches in our
State, of every name and order, take
like action? Let us make it unani-
mous. Surely this would have great
weight in favor of its passage.

T. J. Harris, Pastor.

CAMDEN DISTRICT BULLETIN.
The three Quarterly Conferences of
the District the, past week were very
good—Atlanta circuit, Wesson, and
Junction City.
The Atlanta

quarterly conference

‘was at Pleasant Grove on Saturday,

the 11th, a very rainy and disagree-
able day. In spite of the weather,
officials rode from ten to fiftecen miles
to get there, and there were eleven
present. They were full of enthu-
siasm and good new year resolutions.
They voluntarily incrcased the assess-
ment for the pastor $100, and laid on
the table in answer to question 8,
$119. The pastor, C. F. Messer, is in
high favor; and he has a bunch of
stewards and Sunday school super-
intendents who have detrmined that
something shall be done this year. 1
would like to call the roll and let you
know these men—C. W. Jean, R. H.
McLendon, J. A. Sewell, G. D. Yokum,
W. T. Yarbrough, J. D. McWilliams—
but, Mr. Printer, you haven’t enough
capital letters to put all their names
in.

Our church at Wesson is alive. Rev.
C. N. Baker and his wife are thor-
oughly organizing thec membership
and putting everybody to work. An
Epworth Lcague is one of the recent
organizations., The Sunday school is
growing. There have been five addi-
tions to the church since conference.
Every steward was at the quarterly
conferecnce on Monday night. The
pastor is furnished one of the ncatest
homes in the conference. The mill
company at this place 1is especially
kind to our church. The manager, Mr.
Charles Wesley Neihus, links the
church and mill into a splendid part-
nership; and we are helping cach
other. That ought to be truc in all
our mill towns.

Our pastor at Junction City, Rev. B.
F. Scott, is patiently and persistently
working away down there. We have
no truer nor safer men than he. He
has a good hold on the pcople. A
dozen men met in the Quarterly Con-
ference Tucsday night. We have a
beautiful brick church there, but our
pcople are very much embarrassed by
a debt of about $2,700. The Quarterly
Conference took hold of the matter,
and appointed Rev. B. F. Scott, J. M.
McDonald and A. H. Proctor a com-
mittee to handle this debt. There is
good prospect that more than half will
be paid this year and provision made
for the other. There have been three
additions to the church since Con-
ference.

Brother D. L. McDonald and his
wife live at Junction City. They arc
getting too old and fecble to be very
regular attendants at the church now,
but the pastor says he visits them
frequently for the strengthening and
rejoicing of his own heart. The light
of the other world is in their faces,
and theirs is the spcech of the New
Jerusalem.  They have a peace now
the world knows nothing of, and are
comforted in their splendid children.

The preachers are pushing the
canvass for subscribers to the Mecth-
odist. Have not heard from all; but
Parker of Fordyce reports for last
week, 8; Simmons of Thornton, 16;

Williams of ElDorado Circuit, 3;
Scott of Junction City, 5. Every

prcacher is expected to gect into this
game, and all official members to play
ball with them.

The preacher should lead the sing-
ing, but not the kicking.

When I was a barcfoot boy, I met
my first bull ncttle, T had gone down

i [
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your examinations, to give you a di- State of Oklahoma intoxicating into a field of sandy land with Frank ceived 38 into the church, one fine |
ploma, being a certified qualification liquors. You have noticed, of course, Johnson, the hired man. I was at- young man gave himself to the min-

tracted by the luxuriant, strange plant.
I asked, “Frank, what is that?” and
swept my bare foot through the
spreading plant. My, nobody knows,
except those who have run barefooted
into a sandy land bull nettle, the ex-
cruciating pain I suffered. That was
my introduction. After that, I learned
to get along alright with the bull
nettle. I could jump over it, walk
around it, dig it up, or pick and eat
its luscious seed kernels, without get-
ting stung. Moral, “If it be possible,
as much as lieth in you, live peaceably
with all men.”
District Editor.

GREAT REVIVAL AT MARVIN
MEMORIAL.

Brother E. N. Parrish, of Cleburne,
Texas, came to us on last Sunday in
response to an urgent call from the
stewards and pastor of the church.
We had two conversions at the first
service, Sunday, 11 a. m., and have
had glorious services every service to
date.

Brother Parrish is preaching the
whole gospel to this town. Cold, dis-
couraged Christians are getting a
new grip on God, family altars are
being established, and sinners arc
crying for mercy at the mourner’s
bench, men and women who haven’t
spoken for years are forgiving each
other with tears and shouts of joy.
Men  who never testified before in
their lives are rising to their feet and
in the free accents of a renewed con-
secration bearing witness to a pouring
out of the holy spirit on their hearts
and lives.

Brother Parrish preaches the old
time gospel in the heart-searching
manner all his own. He has no par-
ticular method of work, no adver-
tising, no clap-trap, marquetry and
buhl. He is a man’s preacher with a
heart-throb that is felt by the gentlest
woman or the simplest child.

Pray for us, brethren.  This town
has reccently had a baptism of “muddy
water,” “holy jumpers,” ‘“holy roll-
ers,” and Russcllism, and the Mor-
mon hath passed through the land.
No more loyal Mecthodists can be
found than the pcople of Broken
Arrow. They have received us well,
pounded us heavily and shown us the
best at their command, but the hosts
of sin arc pressing hard, the spiritual
dynamic has bcen nceded to show the

church’s privilege and power. Thank
God, the church has alrcady becen
blessed and are beginning to bear

fruit in their interest in the salvation
of souls. )

This is one of the best churches in
the Tulsa District, boasts the best
parsonage in northern Oklahoma and
is the scat of the Tulsa District Con-
fcrence. Dr. Anderson, you are in-
vited to put your name in the pot at
this early date.

Fraternally,
Thomas A. Harkins,
Broken Arrow, Jan. 15, 1913.

DUNCAN METHODISM.

I filled my first appointment at
Duncan the fourth Sunday in Novem-
ber. My family and houschold goods
arrived November 27.

The people have received us in the
most cordial manner possible, and
have done many things to prove their
appreciation of the man sent to min-
ister to them in spiritual things this
year.

On the second Sunday in December
I began a revival meeting with Rev.
D. L. Coale and Prof. R. E. Huston,
Evangelist and singer, to lcad the
services. We closed the meeting the
fourth Sunday in December. Notwith-
standing the very busy scason wce had
large attendance upon the scrvicqs.
The church was greatly revived in
spiritnal life, many who were back?
slidden in life were reclaimed, and
about 50 were converted. I have re-

istry, and two young womcn serren-
dered their lives to missionary work.

Brother Coale’s preaching and work Y

was characterized by a dcep spirit-
uality which was a benediction to my
church. ’

Our first quarterly mceting was
held last night, with the new Presiding
Elder, Rev. M. Weaver, in the chair,
Brother Weaver is taking hold of the
work of his district, with a marked
degree of sanity and zcal which in-
sures advancement along cvery linc of
the church’s work this year.

Our pocple fixed the salary for the »

pastor $400.00 in advance of last year,
and are paid in full up to date and
propose to keep up.

We have raised an old dcbt of 3957
of six years’ standing, against our
parsonage property. This out of the
way, now we are ready to get our Con-
ference Claims in hand by end of fist
quarter.

Fratcrnally,
J. S. Lamar.

GRAND VALLEY-FORGAN,

It has been a long timc since I have
reported my work. Four and five
years ago I served points that arc now
in this charge.

For two years I have becn pastor of
Grand Valley Circuit. At Grand Val-
ley we have a good Sunday school, an
cnthusiastic Senior Leaguc and the
banner Woman’s Missionary Society
of the Guymon District. The church
has been finished, lighted, and scated
with opera chairs.

I have been succeeded by F. M.
Miller of Clarendon Collcge. He has
a wife and three children. Hc is liked
by the pcople, is a hustler, and is
bringing things to pass.

W. J. Stewart, the new presiding
elder has bcen among us. He is a
good preacher and I think an honest,
fair man, and withal an adaptablc man
for this new country. He lives in the
district parsonage in Guymon.

[ came to this district in its very
beginning and have ™ been identified
with its organization and building
enterprises the whole ten years except
the one year in W. F. Dunkle’s Dis-
trict where I was engaged in the same
line of work.

The foot prints of J. E. Lovett have
not all washed out, nor blown out yet.
W. P. Mcador, my son and mysclf arc
all of the “Old Guard” that is left.

Recently I was appointed to Forgan
charge by W. J. Stewart. Forgan is
about scventy miles northwest of
Woodward and is the present terminus
of the Wichita Falls and Northwest-
ern.

It is improving fast and is about the
busiest new place I cver saw. Our
church is on the ground with two
lots. By the help of the Lord, a par-

sonage and church will go up this
year.
I am 064 ycars old, but am really

well, and since my little Grace that
had helped me so much in these Mis-
sion Felds has gone to dwell in “the
house not made with hands,” it seems
like it is doubly urgent upon me to
build more houses for her Lord and
my Lord. T have the help of my only
other daughter, Ruth, yet. We are not
wise enough nor good enough to com-
prechend the mind, nor ecstimate the
heart of the infiinitely wise and good
God in his providential manifestations
to us. “Some sweet day,” it will not
be a “darkly” look, but a “face to face”
look. Then we shall bchold our be-
loved ones in the radiant garb of the
morning.

J. D. Z. Munscy.

MARRIED.—Mr. Edgar M. Lucas,

of Walnut Tree, Ark., was marricd to
Miss Maude E. Burch at the home of
her parcnts, four miles cast of Wal-
nut Tree, on Thursday, Jan. 9, 1913
Rev. J. D. C. Claud, officiating, ’
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