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JOHN STAR, SATURDAY, JULY 22,

The five bankers reproached their five

Y.’ me. I'm neyer opsimistic.

A Day

With Several Kinds of His
: Remarkable Profession.

: “Enthusiastic Promoters Who Make
~ Themseives Believe "Most Anything.

 Plain Tales From the Wall Strect
- Jungles of Five Robbersand Others

Postulatory Promoter,

NO. 1 The
" By Julius Muller,

‘Phere,” said my friend, the promo-
ter, “Try
that, without doubt, we've struck the

st thing of the century.”

e watched with shining eyes while
we puffed at it. “Good, isn’t it?” asked
he. “You wouldn’'t suppose that the
tobageo that it's made “from was

wn, in a flower-pot on my window
a0, weuld you?”

I knew my friend the promoter 80
_wery well, indeed, that I sald, coldly:
"*No, I wouldn't.”
~ “Tell, it was,” said he, “Grown in
“common, everyday city earth, .from
common, everyday tobacco seed. The
#@ecret is that the earth has been vac-
‘ginated with the vital principle that
‘makes the Vuelta ' Abajo district of
~Cuba the finest tobacco country in the
world. I've got hold of a genius in the

_ chemistry line who has succeeded in
finding the bacterium that does it.”

“Yes?’ said I, still more coldly.

“yas.” answered he, serenely. ‘“Our
fortune is as good as made. And now,
listen to my scheme for utilizing the
discovery. I think that 1it's the best
financial plan that I've struck yet. It
ceme to me in a flash last night, after
I went to bed.”

¢“Who's going to put up the money?”
‘asked I, rudely.

‘““That’s the beauty of the plan,” sald
He. “You see, this thing is too big to
Blve away to capitalists. They’'d want
“the llon’s share, and I'm through with
Jetting my good things go to the mon-
eyed men. Unfortunately, I'm tied up
Just now in some other things that are
taking all my capital for the present.
Otherwise, of course, the matter would
be simple enough. I'd just take up a

\ thousand acres of cheap land some-
.where that would cost, say, $50,000.
Aboutu $10,000 would see us clear for
impregnating and planting the land.
Now, down there in the Vuelta Abajo
district they have raised crops
amoynting to $3,000 an acre. You know
me. I'm never optimistic. All I figure
on is $1,000 an acre. With that, see
how we’d come out the first year. The
investment would be $60,000. Five per
cent. for interest and 10 per cent, al-
fowed for unforseen expenses would
make the total $89,000—let's say $70,000,
to be sure. At $1,000 an acre (and,
mind you, that's a small estimate; I
can show you the Government figures;
they'll surprise you), the income the
first year from our 1,000 acres will be
one million dollars. How's that for a
Pprofit?”’

“Where are you going to get the
$69,000?"" asked I, putting sn unkind
account on the ‘“you.”

‘‘Not going te waste my time trying,
my boy,” said the promoter. ‘Ilere's
where my corking little scheme cames
in.' You know, and I know, that there's
& matter of twenty-five or thirty
thousand back yards In the suburbs of
this city. I've got the exact figurcs
‘here, somewhere, They're Iealth
Board statistics I never miss any re-
ports like that. There’s money In
knowing all these things. That's the
way I keep half my schemes going.

“Now, my plan i® simply this: to go
to every owner or lessee of a house
4vith 2 back yard and offer him a §25
share of gtock in our company free,
‘writh 10 per cent, Intercst guaranteed,

one of these cigars. I think|

providing he will plant his patch of
ground according to our directions.
Then we'll send him a package of to-
bacco seed and the inoculating stuff
mixed together, and when his plants
are up we’ll simply send around and
collect them.

‘“Now, see what we gain by that. In
the first place, we don’t need a cent
for land. In the second place, the to-
bacco will grow ever 80 much better
in small patches like that, both be-
cause the plants will have individual
care and because the fences will pro-
tect them from cold winds. That'll
give us a high temperature that we
could never get in an open field.

“The inoculating material breeds as
fast as other microbes. Starting with
a bottleful, we can raise enough to
vaccinate every bit of soil in the
United States, and it won't cost us
anything. The seed we can get on cred-
it. So, you see, we can have our crop
ig;rowlng' without spending a dollar on

AT LEAST $1,000,000.

‘“Now, what do we get in return? At
least a million dollars’ worth of tobac-
co, and more likely two millions. Out
of that we have to pay back only
$62,600 for the 10 per cent. dividends
on the 25,000 shares of stock, $5,000 or
so for seed, and say §15,000 for col-
lecting and curing tobacco.
$82,000. Let’'s say $100,000, to make al-
lowances for unforeseen expenses. You
know me. I always believe in giving
my schemes the worst aspect in figur-
ing on them, so that there will be'a
big margin of safety. That leaves us a
cool $900,000 at the very lowest cal-
culation. Now, what do you think of
that?”

The third man in our party unrolled
his cigar. He happened to be a cigar
importer, but I hadn’t told my. friend
the promoter that, for I knew from
past experience that 'he had a scheme
to fit every man he met. The cigar im-
porter said:

“I see the wrapper is Sumatra. Did
you grow both in one pot?”

“Oh,” said the promoter, ‘‘of course

we had to buy the Sumatra. You
know we only tried this for an ex-
periment.”

“Some of the filler locks like {im-

ported leaf,”
porter,
‘“Yes, we didn’t have enough te go
around, so we had to use a little ‘Vu-
elta Arviba,” said the promoter, cheer-
fally. ‘“But that's only a detail. Do
you know something about cigars?”
“I''m an importer,” was the reply.
“By Jove!” exclalmed my friend the
promoter. “I've got just the thing for
you!” He opened a safe and brought
out & gold ring, set with a colored
stone. “See this tiny hole?” said he.
“Just shove the point of your cigar
into it. twist your finger a little, and
of? goes the cigar tip. Now, you offer
to give one of these awsy with every
box of cigars and you’ll increase your

sales .80 that it'll paralyze you. Every
smoker will eimply be determined to
have one after he sees it. And, as

continued the cigar im-

That’s |

~
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you'll be the only man who has them,
it simply means that every one of the
200,000 odd smokers in this city will
buy a box of cigars from you.”

“So that’'s a promoter. Well, welll”
said the cigar man afterward. I'd
never have taken that little, bald-
headed, shabby man for a promoter.

everything he told us.
thought that promoters were breezy,
big men, dressed to kill and throwing
wads of money and language around
promiscuously.”

ERS.

That’s the general idea of promoters.
In reality, there are as many kinds of
promoters as there are of any other
species of mammals. Some are plain
and some are gorgeous of plumage.
Some are painfully minute and care-
ful, and some are magnificently vague
and general. Some believe every word
they say, and other really hate to tell
the truth even for a cash premium,

The latter kind prefer for their op-
erations mines, which, being holes in
the ground, are so near to Nothing
with a Rim Around It that they al-
ways tempt promoters who make high
art of their calling,

Another fleld which they love, and
in which they are in great demand, is
the floating of million or ten million
dollar industrial companies with about
$10,000 in real assets behind them.

Some promoters don’'t require even
that much in the form of assets, They
are telling a very good little story just
now in Wall street about five promot-
ers who achieved that ideal of the pro-
moter—the ‘flotation” of a company
that didn’t exist at all.

The five met one day and compared
notes. The promoting business was
dull. One of them had a scheme,

Within a month a company was in-
corporated. “The Loyalty Gold Bond
Investment Company” is pretty close
to the real name of it. It was a wmod-
est little affair—only a one-million-dol
lar concern, shares $100 par. The tota!
investment In cash was the cost of tbe
handsomely engraved stock certificates
and the Incorporation fee. 'he mouney

required by law to be ‘“pald In” was
paid by one of the five, who was
promptly elected president, avd as

promptly “took the money down’ again
as his salary, in advance,

None of the names of the other four
promoters appeared in the papers of
the company. With the exception of
the president, all the officers were
clerks or humble acquaintances of the
financiers. One was a porter. Another

was the shoeblack who had been pol-
ishing the president’s shoes on credit
for some. weeks,

Between them the five promoters had
twenty thousand dollars in real cash.
Each took four thousand, and within
a week the five had opened ' accounts
with as many Dbig banks, each in his
own. name.

The accounts became highly active
immediately. Every day each promot-
er would draw checks in favor of the
rest. There were busy days when
each genius would do a business run-
ning up to $40,000 of $50,000, and yet at
the end of the day the original deposit
of $4,000 would still be in each bank,

Why, I'm almost sure that he believed
I always |

DIFFERENT KINDS OF PROMOT-.

In the meantime curb brokers were
getting modest orders at intervals of
two or three days for Loyalty Gold
Bond Investment Company stock. But
there was none on the market—for the
very good reason that it was all locked
up in a safe. Being unattainable, it as-
sumed a certain value, like all other
unattainable things.

When that happy state arrived, a
curb broker who receieved an order for
' 200 shares was delighted by learning
that a man was willing to sell that
, quantity, But he was coy on being ap-
| proached, and demanded a higher price
i than the broker’s customer had author-
Iized. After a brisk negotiation the
‘customer agreed to pay -the asked fig-
| ure.
| Then small blocks of the jealously
guarded stock began to appear. They
{ were snapped up eagerly. The stock
‘pegan to get a recognized position.
| For a year the sales and purchases
continued. Of course, Wall Street did-
n’t know that all the dealing was con-
fined to the five promoters and their
| figureheads, and that all the stock sold
! and purchased found its way back to
the same safe.

|
“TAPPING”

THE BANKS,

It cost the syndicate a woeful amount
in brokers’ commissions, but that was
money well invested, for when the stock
had reached a respectable guotation,
the flve promoters, honored and appre-
ciated clients of five large banks by
this time, began to send large checlas
in to be certified, and each man in turn
covered the certification by placing in
Lis bank all the money that the other
four had.
| Now, over-certification is a very, very
wrongful and unjustifiable thing, mor-
ally and also legally. Yet it must be
confessed that it is not an uncommon
weakness, as the world learned by the
sworn though reluctant testimony of
certain great national hank officials re-
cently.

So there came n few days of feverish
business, and the five banks in turn
over-certified the five accounts in
amounts ranging from $1,000 to $10,000.
"The over-certifications were ‘‘made
good” promptly. Then came another
still more busy rush, and the over-cer-
tifications amounted to as much as $15,-
000 by each bank in turn. And again
they were made good, by the very sim-
ple method of putting into each bank
in turn the total assets of the secret
syndicate.

But the third time the over-certifica-
tion was on the banks—and unhappily
each had over-certificated to the tune of
$20,000. Each bank promptly ‘squeal-
ed,’ 'and each promoter promptly in-
formed his bank that ‘‘a big financia.
operation” was on, “but” said each, *l
can cover you thoroughly. I have
$200,000 worth of stock of the blg Loy-
alty Gold Bond Investment Company,
and I will put it in as collateral to cov-
er the certification.”

The banks looked up the quotations,
found that the stock had heen in great
demand by “investors,” sighed, accept-
ed it, and certified the checks.

Next day each of the flve accounts
became suddenly, depressingly, mono-
tonously and completely inactive. Aft-
er a few more days the five bankers

S

reproached their five clients for ha¥ing
become so cold and distant. The five
clients replied that they were up
against it; that they couldn't meet the
over-certification, ‘“but,” said they, ‘“you
know you have lots of collateral, so
you're all right.”

Alas! The banks found that they
were all wrong. The buyers of Loyalty
Gold Bond Investment stock, formerly
tearfully eager for it, had vanished
from the face of the earth. The five
promoters vanished, too, temporarily,
though they did this only from an ex-
cess of prudence, for the banks really
couldn’t dare to do anything except to
bear their pain in silence.

LEGITIMATE PROMOTERS,

Between the first kind of promoter,
who fools himself more than he ever
does others, because his schemes re-
quire too much imagination for the av-
erage investor, and the second kind,
who are common swindlers, there are
all kinds and degrees.

Promoting legitimate business enter-
prises has become a recognized pro-
fession, and there are many hundred
prosperous, highly reputable and in-
fluential men in any large city, who
pose frankly and undisguisedly as pro-
moters. L

The day’s visitors to a promoter of
this class are a revelation of the weird,
fantastic, Arabian Nights schemes that
breed under the shabby hats of a city’s
impecunious strivers, The plans of
nine out of ten would-be financiers are
built on the principle of gaining im-
mense sums without investing a penny.

““Now, here,” says a seedy stout man
with a double-breasted front of grease,
as he fishes dubious papers out of the
still more dubious lining of his ancient
silk hat—‘now here is the map of a
little parcel of land down on Long Isl-
and that I can pick up for $5,000 cash,
gir. Here's my scheme. We can cut
this up into bunlding lots—all on pa-
per, of course—and plant a few survey-
or's stakes to mark the streets: I've
got a surveyor who'll do the job for
$150, No, no; I don’t want you to fur-
nish the $5,000 to buy the land. My
plan is to make a deal to buy it, and
then, after we get the owner tied up,
but before we close the deal, to adver-
tise a sale of Jots in our new home site,
liviera-on-the-Island (what do:' you
think of that for a name, eh?) at $50 a
lot, on terms of $1 down for each lot,
and 50 cents a month till the balance
is paid off. ;

“Now, all we need for that is, say,
$500 for advertising., If you'll put that
up for your share, I'll throw in my idea
and my services for mine. We are cer-
tain to sell all the 5,000 Jots in a month.
People will jump at the chance. Think
f the headline of the ad., ‘A Home for
51’ That means that we will haye the

%5,000 paid in before we have to pay for

the land. After that we haven’t got to
do a thing, not a single, solitary thing,
evcept to sit with our feet on our desks
and take down $2,500 a month for about
ten years.”

A SOARING LITTLE GENIUS.

A nervous, bustling little man with
the most precise of clothes followed the
greasy gentleman. He sat on the edge
of the chair, brushed his hat primly
with his coatsleeve as he spoke, and
tried in vain to hide his pride in the
idea that he was about to explaizn.

“Jt came to me in a flash,” said he.
(The schemes of promoters of this class

f

Abvr.glar -alarm, (3
personally condvcted,
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Thave a marked predilection for toming
in a flash.) “I've figured and figured
on it since then, and I can't see a flaw
in it. Possibly you, with your greater
experience, will see one at once.

“Briefly, it struck me all of a sud-
den yesterday morning that there is an
appalling waste of power in the sky-
scrapers, The point is this: In those
huge towers, inhabited by thousands of
people, there is never a moment of the
day when the water faucets are idle.
Waste water from the washbasins and
the drinking fountains is perpetually
falling through the pipes, and, of
course, attaining an enormous velocity
in its drop through two and three hun-
dred fet of space.

“No, what I've come to you for it
this: ‘My idea is to lease the right to
install motors in each skyscraper to
concert this force into power, and to
collect the energy in a central station.
If you will interest a first-class engineer
in the project and raise enough money
to build the plant, I am willing to give
you a two-thirds interest in the matter.
I have figured that we should clear at
least a million a year.”

SIMPLE CHRISTIAN SCHEME.

“I have a spring of water on my
place,” said the red-whiskered man
who was “next,” producing a bottle.
“It's the finest, purest water I've ever
tasted. Just plain water, you know,

the thing that is needed in the big
cities, with their bad water supplies.
I've got the name for it, and my eldest
boy, who is quite an artist, has drawn
the designs. ‘Hercules Spring Water’
I'm going to name it. I've got adver-
tising and all other matter all written
out. We are ready to begin the cam-
paign, sir, on a moment's notice after
we buy the bottles.

“My family and 1 will furnish every-
thing—the water, the labor, the brains,
everything except the bottles and what
little money is needed for advertising.
If you will furnish that, we will let
you in on an equal basls, share gnd
share alike, with me and my five sons
and two nephews. I've measured the
flow of that spring, and it flows ten
million of dollars’ worth of water a
year, figuring the value on the basis
of a two-gallon bottle for 10 cents, bot-
tle to be returned. How is that for a
good thing?”

A burglar alarm personally conduct-
ed by a gentleman who looked unfortu-
nately like a burglar himself; an epoch-
making improvement. in suspenders,
presented by a society man, who was
almost overcome with astonishment at
his sudden inventiveness; an idea for a
cannon, to be made economically of
sheet tin on a new design that would
enable it to throw 100 pounds of dyna-
mite and infallibly destroy the navies
of the rest of the world; and an elab-
orate scheme to give all the household-
ers of the city shares of stock in an
Old Paper and Rag Company, wita the
understanding -that in return they
would deliver ail their refuse of that

/
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no minerals or anything else—but just-

nature at collecting station to be es-

tablished by a company—these and a

score of others followed each other im ;
rapid succession.

GEMS IN THHE RUBBISH.

#Nine-tenths of my day goes that
way,” sald the promoter. “But it pays
me, just the same. I'm a god deal like
& junkman, you know—picking over
the rubbish till I light on something
worth while. Now, last month I found
nothing but rubbish. Last week was
the same—every day clear waste. But
last Monday the first man who came
through this door brought me a good
thing, It was simple enough—nothing
except a patented tinner’s shears that
will cut tin and sheet iron straight
without allowing either side to curl
up. That doesn’t seem like much, but
you just ask any tinsmith what he'd
give for such a tool, and you'll ses, I
have reason to believe that I'll clear
$50,000 for the inventor and $10,000 for
myself on that.”

That is the real business promoter
and how he gets rich, Ilegitimately,
with only his brains for capital,

TWO GIRL EDITORS.
—

(Kansag City Star.)

Down in the wild and undeveloped
but picturesque part of Arkansas is sit-
uated the little town of Leslie. Its
principal industry is the lumber busi-
ness, consequently saw mill and stave
mill employes constitute the principal
part of the population. Despite: the
undeveloped character of the country
and the rough mannerisms’of its in
habitants, two former Kansas City girle
have seen fit to locate in it and enter a
fleld that in a country town has gen-,
erally been regarded as belonging to
man—the field of journalism. :

The young ladies are the Misses Mar-
garet and Lillian Walton, daughters of
R. C. Walton, a mining engineer, who,
until a year ago resided in XKXansas
City, at No. 1510 Brooklyn avenue.
They are the editors and publishers of
the Leslie News, a five-column folio
and a very newsy country paper. They
employ no solicitors or employes of any
sort,- doing their own typesetting and
on press days one would not recognize
in the perspiring and ink-besmeared
young ladies two former habitues of
the ball room. Both misses are young,
Margaret being 20 and Lillian 18, the
former being a member of the 1902
graduating class of the Kansas City
high school. They were entirely with-
out experience in the newspaper field,
yet they have established the News
upon a paying basis in a little over a
year, having over 600 circulation at the
rate of $1 per year. In addition to
this they have a large Jjob - printing
patronage, while the editorial columns
of the paper are frequently quoted by
the press of the state.

“We like the business fine,” one of
them said. ‘“You see, it is so different
from what we have been used to that
we like the novelty of it, and it seems
more like play. Of course, it is rather
dull here socially. It was especially
so until last year when we got the rail-
road, for we could never see any one
but the local residents, but since its
arrival Leslie is beginning to grow so-
cially as well as otherwise. There I8
fine boating, fishing and swimming
here, and my sister and I are enthus-
iastic lovers of these sports. We also
have two fine saddle horses and go
horseback riding, so it's not so dull
here as one would think. Then there
is a fascination about the newspaper
business, and besides we are making
good money.” L

Leslie is a town of about 3% popula-
tion, and is the present terminus of the
St. L. & N. A, railway. 7

JUST BEFORE THE CEREMONY. ¢

Clarence—I told the
mustn’t kiss you.

Cordelia—And what 4id he say?

Clarence—He thanked me and sald
under those circumstances he would
only. charge me half the usual fee.

minister he




