TELEPHONE RATES IN OMAHA

Interesting Letter of Manager Lane to the
Oity Cpuneil.

PROPOSED REDUCTION IN CHARGES

Detafled Information Abhout the Make-
np of the Tarll® Schedules and
the Reasons Promp-
ting Them,

e —

Miteh light on the Inside workings of the+
local telephone company and the manner
in which telephone rates are made o
Omaha may be gleaned from the communi
cation sent to the last meeting of the elity
councll, in which General Manager Lane
goes Into detall on existing conditlons in
the telephone. The lagter in full follows:

OMAHA, Bept. 9, 1004 -—-Mewnrs, E. D
Evans, Chairman; <. 8 Huntington and
P. C. Behtpeder, Committes: Gentlemen—
Complylng with your request to reduce to
writing the views of the Nebraska Tele-
phone compeny, togather with the informa-
tion glven o you at our ofMce upon tha sub-
ject of telgphone rates, 1 beg to say!

1 fes]l warranted In belleving from the
fair and earnest manner in which you have
carried on your Investigatlon, that It I
your purpose to give due consideration to
the business necessitien of the compuny,
and that no personal considepation will be
permitted to influence you or any member
of the councll te do ths company an injus
tice, We do not concede tha power of the
eity to fix rates, and walva no rights, but
we wish to avald controversy and to sat-
{sfy you and the publie. We are willing,
thetefors, to give any information desired
concerning our rates and the reasons for
them, and we believe that our service and
our ritos in Omaha are satisfactory to the
public. This doos not, of course, monn that
every Individual of the publie I= always
satisfled. That cannot, in deallng with ro
large a number of persons, be reasonably
expacted

Number of *'hones In Omaha,

The company has, approximately, 6,00
subscribers in the city of Omaha, to which
must be added a stlll greater number who
use the telephones of the company, but who
are not subscribers—for [ must be remeéms-
bered that practically every telephons In
tha city 18 made free by our patrens 1o
thelr oustomers and friends, and to othatrs
who wish, casually, to use them. We serve
this great number of persons every day of
the year, and many times each day, so that
we maks an average of 70,0600 eonnectlons
each ordinary day, nnd on some occasions
a much greater number. These people are
often busy, and timo Is often of great im-
portance to them. They are Impatient of
delay, And sometimes careless of the man-
per In which they use the Instruments. Few |
persons are always reasonable. Most per-
sons are geperally reasonable. but some
peraons are never reascnable. We bave to
perform this service, too, when It s de-
manded, and cannot distribute it over the
day—and there are occasions when the
business becomes congented o an extent
that cannot bhe forescen

An I have already stated. the company
makes 700000 connections in Omaha per’ doy
—some days more than this. To handle this
great bupiness requirea three shifts, forty
operators in each shift, at the switchboard.
Let any person who makes frequent use of
his telephona remember that there are 6,000
peraons who may, at some hours of the
day, be doing the saame thing at the same
1 time, and he will then begin to realize the
diMiculty of serving the publle without some
complaint—sometimes, perhaps, reasonable,
but generally not =o. It Is, thercfore, really
amasing that thls vast number of dally
transactions can be carried on day after
day, with all classes of persons, with as
Uttle friction or dissatisfaction ns there (s,

-

and 1 assert confidently that there Is no
other business in the clty, of any churacter
whatever, publie o private, that, all things
conaldered, s conducted with less fricilon
or with greater satisfaction to the persons
whous patronage supporta It. than the bus-
ine=a of this company. Our experlence has
glko proven beyond the least controversy
that much the greater portion of the coms-
plaints that are Weard proceed from per-
sons who do not pay for telghhone service
at all, and who would not, fio matter how
Jow the rates might be—and generally from
persons who have never conduected a buai-
ness of large charmcter, and who, there-
fore, do not conslder the grounds for thelr
complainte,

Motive of Rate-Mnking.

It i n fatal mistake to aEsume, as some
persong do, thiat the company fixes its rates
with a view to exsaoting the highest sum
it can get from Its patrons. That has never
bean the policy of tho company. Its rates
are fixed with a view (o promoting s
business, s are the charges In any other
line of business—wIith a view to satiafying
the public by giving to Its patrons o serv-
fee worth all that s charged for It

The officera of the company nre as anx-
fous tn have ita relations with the publie
pleasant, satisfactory and mutually ad-
vantageous as are the manisgers or pro-
prietors of any other business, and their
efforta are aAs constantly and earnestly di-
rected to thie end. Thin 18 the only safe
foundation for apy business. and a polioy
that reasonable persone serlously hellove
to he unfalr would ba mulcidal. Aeccord.

Ingly, It has been the settled policy of

) i# company to give the public the hewt
| ble service at the lowest rates that
would enable [t 1o pay 6 per cent to its
mockholders and preserve the copdition
and earning power of Its plant #¢, I also
aspert confdently, that we have In fact |
given to.the city of Omaha as perfect
parvice s money could obtaln, kerping pace
with the most approved Inventions, and at

rates as low as conservative business
methods would permit.
- Wa have no fietitious eapital and ean

show $1 worth of property for avery dollap
of stock lssued. Nor bave we any mori-
gage dAebt. There I8 not one speculntive

or unsound featurs In our husiness. It s
an oconservatively organized and cone
f ducted as Any bunk In the city, and this
s the secret of the fact that, notwith-
standing that It s often (njurlously and
uqnnmnnblr attncked, It has bheen con-
ducted with falr success,
Heturas on investment,
T™e company does not alm to earn

| more than 6 per cent for Ita shareholders,
and during a period of more than ten yéars
it hae not pald more, and its rates through-
out the whole tertitory have been grad-
gated to ascoomplish this purpose. You
undorstand, we do nol Jhave the same
mates at all places. That would not be
possible. We have to graduate them ac-
cording to olreumstances and conditlons,
sndeavoring merely to make them ressons
able and just In all places, in view of the
sircumstances and conditions, to the pub-
Ho and to the company—to earn upon the
wholo system f par cent for ahareholfers
and kesp the system In condition and up
to date. To do this requires & compre-
henaive knowledge of the whole bunsiness,
of the condittons which affeet Its volume,
ite cont, and the value of the servics to
our patrons—all of which has besn ac-
quired only by lomg experience, If thosas
ratos are to be fAxed by persons who are
fgnorant of the business, who have nothing
to lose If It be disastrous, and who give
Nttls or no conaideration (o the sulject,
what will become of the business?

I have seen It siated thai the nrdliqco
pow o your commitive will effect a re-
duotion of seveass (o the company ia this

e

.

[
¢ty aqual te §144.000 per annum, which s

approximateiy correct, and I have heard
this apoken of an If 9t wers a good thing
for tha publie, But this sum I approxi-
mately equal to the whole sum reéquired
to pay dividends of 8§ par cent per annum
to sharsholders and, thereafore, such a re-
Auction of earnings would completely de-
atroy the dividend paying power of the
whotls system, and If an equivalent reduc-
tion were applled throughout the system
the company could not contlhus businsss
ten daya, Is It & good thing for Omaha,
or for any Individunl In Omaha, to de-
stroy legitimate business? Does it benefit
Omaha, or any of its people; to attack
legitimnte businesa involving large caple
tal, offering employment to larges numbers
of persond, 2nd rendering an Indiapensable
service to the publie? Who s the gainer
by agitation and threats of legislative
interference which disturba the mutuslly
satisfoctory reintlons belween a company
pureuing a leglitimate business and those
who want and require ita servicesT Do we
promota the Intérests of this clty, or any
partion of its pesople, by keeping the clty
In an attitude of histiiity to Ita largest
and most Indlspensable enterprises? May
not the city of Omahn have had, already,
ite full share of the spirit that tears down
Inktead of that which bullds up? [ may be
guilty of digressing somewhat, but thess
questions seem Lo be worth your con-
sideration,
Rednction in Rates,

The tendency has been to lower tale-
phons rates in this ity during the last ten
years, while the service has been constantly
Improved al greal expenss (0 the company
and at great loss by the necessary discard-
ing of out-of-dats Instrumantallties But
these reductions and Improvementis are soon
forgotten by those who have no reason to
remember them The higheat class of
service that Is rendered, or that can he
given, ia thes metallic clreuit, individual
line, with long Adistance transmitter, for
which the rate, In places of business, was
formerly $120 per annum, but which has
been reduced from time to time until It Is
now 84 per annum, which = a reduction of
30 per cent, The sume class of service for
regldences was formerly $%0 per-annum, but
thie has been reduced until It Is now $48
per annum, A reduction of nearly @ per
cent The extenslon s=et, with the same
closy of seryice, was formerly #2 per an-
num, and this has been reduced until it
Iz now %16 per annum, & reduction of mors
than 0 per eent This has all been ac-
eomplished within ten years—and It Is an
extraordinary reduction, 1 doubt If any
other business can make such a showing.
It has been made possibie by the great ex-
tenzlon of and consequent Incrensod earn-
Inga fiom toll lines, and by the Introduc-
tion of cheaper methods not before under-
stood.

In addition to these reductions the com-
pany has made very large reductions, Indi-
rectly, through !ts party line service, of
which there are (all rclasses) Ln this city
2,333 patrons. The service Is metallle olr-
cult with long distance equipment, and the
ratea run from $.060 per month for two-
part¥ line busineas service down to $1.00
per month for ten-party line residence serv-
lee, This cheap serviee accommodntes a
conslderable number of people whose need
of tho telephone Is not of the most urgent
cpharacter The mervice Is ns good as the
best, excopting that the person ealling is
lable to find the “line busy*'—that I8, belng
uged by some of the other persons on the
line,

For [ts resldence servica of all classes
the company makes no lilmit as to distance
witiin the city, go that s person living any
place within the corporate limits—perhups
five mlles from the central afllce—can hnve
this ten-party Une service for $L60 per
month. These low rates, when considered
by themselves, do not equnl the ocost of
giving the service, and when so ¢onsid-
ered produce a loss to the company, but
they increnss the value of and create an in-
creased demand for the business service.

‘Hea--rtd Service Not Fopular,

In additlon, the company offers a choap
measured service—thut s, a limited number
of oulward calls per annum (Inward calls
not counted) ut rates for either business or
residence, depending upon the number of
calle, and either individual or party line
service, For example, for an individun!
Hoe, 800 calls per annum, the rate is $42
per annum, and incleases to $54 per unnum
for 1,000 calls, For party line service the
rates decreased materially, as will be shown

below, 'This class of service, while it is
used exclusively, or nearly so, In some
citien, I» not much used in Omoba. The

people do pnot want It, although It (s the
falrest method of basing rates, as each per-
son then pays for what he gets. But the
people of Omaha, and through the west
gonarally, do not want it They do not
want any limit on the use of thelr tele-
phones or to feel that they must economige
the use of them,

For a great majority of familles, for ex-
ample, 600 cualls per annum (or approxi-
mutely two calls per day on the average)
would be amply sufficlent for all neceseary
use of the tolephone, but I bellevs there are
few telephones In this eity at which there
Are not more than 160 outward calls per
annim, or praotically five calls per day,
and from this the use runs up te as much
Ay In some Instances, 300 outward ealls per
duy upon a single Instrumant in some places
of business More than % per cent of
the patrons of the company wani the privi-
lege of using thelr telephones without Itmit,
for saoh member of the family, Including
the children, for thelr friends and nelgh-
bors, and for their callers and customers In
plices of business, Indeed, in many busle
ness places the “froe” telephone is & method
of galning trade for the store,

The company 'hay also had under consid-
eération since about the Arst of this vear,
And had bLefore the Introduction of the or-
dinance which you have under consldera-
tion, determined upon what s equivalent
to a further reduction In residence raios—
though mot an absoluts reduction—to be
put into effect January 1, 186, The pur-
pose s to allow a rebate, or discount, of
51 per‘month provided psyment |y made at
the offfee of the company on or befors the
IMh day of the month., thus BeCuring
prompt payment and saving the very ocuns
siderable expense of colleotion, This will
apply to all individunl lines, two-party line
and four-party Une resldence service, and
for sach of these classes of service the
patron can secure the discounty by such
prompt payment at the company's offee,
Thin will make the rute for these clusses
of service as follows:

RESIDENCE BERVICE,

+ Rate Fer ¥ i
Iaatvidunl linev o Digoountp,
Two-party line.. :.ho R
Four-party ine......... 80 ;ﬂ

This is gfulvalent to a reduction-of from
% per cent on the iIndividual line to M
per cent on the [our-party line and will
affent substantially all of the residence
morvice in the city, all excepting the ten-
paryy lines, now served at §1.% per month,
and the measured service, nelther of whioh
Is very popular or much in use. This ar-
rangemeni may or may not be Permariend.
That must, necessarily, depend ugon the
result. But It I8 the expoctation of the
company that It will be permanent, as all
prior reducilons havé been

1t la the polley of the compagy, and per-
feotly fair to the telephone users, to make
the reductien on these residence rates for
several reasons. These three kinds of scrv-
loe wive the best satisfaction to the pubd-
le, theré belng now L4801 such Instruments
in the oity, and it is the desire of the com-
pany to promote this use. The ten-party
line service at K80 per month ls not as
already stated, popular, although 1t s ef-
fective for and used by those who bave no
grent use for the instrument. The rate e
1e low o be falr tg the company and

THE OMAHA TLLUSTRATED
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obviounly cannot be reduced, and whils
the company will continue to offer 1t, ‘we
anticipate that most of those now using It
T wlll prefer the four-party line (with
the dlscount) at 8 per month
Heasones Malntaining Dasiness
Ratew.

There ars abundant reasons for making
no reductions In the businesa rates

. A reduction on this part. of the busi-
ness would preclude any reductlon and
would require a large increase In residence
rates

5. Every Inereass In the number of resl-
dences served (s & distinet benefit to and
Incroases the sctual value of the searvice
furnished to the place of business

for

4 The resldénce service Il not nearly sn
expensive, on the average. to the com-
pany as thé business service, becaule the

on the |
that of

Use of the business Instruments s,
AVerage enormously greater than
the residance Instruments.

4. The realdence service fa largely a mat.
ter af mere convenlence and piensure, while
the business service {68 an imporiant ad-
Junot of the business which contributes o
plainly discernable profit much greater on |

the avorage than the cost—cheaper and '
mors satisfactory than and as indlspensa
ble to the business man as the United

Blates mall service. |

§. These rates are now actually satis-
factory to the patrons of the company and
are as jow as they can be made with saleLy
o the business,

The company's business rotes for metallle
circult, long-distance transmiiter, nol &xX-
oceeding two miles from the central ofMoe,
are:

UNLIMITED BERVICE IN OMAHA,
Individual line, per month.l. .o $1.00
Two-party line, per month.

Four-party lne, per month,..oesegsdses 8.7

MEABURED BERVILE IN OMAHA,

(Inward Calls Not Counted.)

Calls Per

Per Year. Month.

Individual line . $.50
Individual lina 0 3.7
Individual [ina 800 4.00
Individual line 900 4,25
Individual line ' 4.50 |
Two-party line 8.00 |
Two-party line 35
Two-party line 3.?}
Two-party lins 900 2.7
Two-party Une ....coovvrnees 1,000 4.00
Three-party N0 ....coooe.e. 800 ;5’7
Three-party line ! P ] 0
Three-party HUne .........eev B0 3.00
Three«party line ..... . B0 8.2
Threo-party line ............1,000 3.50
Thers Is an unavoldable inequality among

patrons, producsd by any system of “flat"

or unlimited sarvice rates. It W obvious
that the patron who makes an average of |
300 calls, or even fifty calls, per day, gels
more for his mohey and is in reality get-
ting cheaper mervice than the matron who
makes no more than ten or twenty calls
per day, using the same class of service
and paying the same price therefor. To
produce exnct equality (If that is really
desirable) the larger user would be. re-
quired to pny a much higher rate than he
does, while the rate to the small user
would be lesgs, This would be fully accom-
plished by the measured serviee which the |
company offers, but which the publie, as |
alrendy shown, does not generally want. |

And to further equalize ts patrons the
company offers ite party line service, but
of this only approximately 0 (mostly
four-party lines) are In use in placés of
business. Thia preference of the publle
for unlimited service, of course, cannot bhe
changed or controlled by the eompany—at
least, not without producing great dissat-
Isfaction,

HBasls of Clasnificntion,

But the inequality between patrons using
the same Kind of service, due to the dlffer-
ence of conditions between them, which
mnkes the use by one much less than the
use by another, and the inequality be-
tween realdence and buslness service, in.
volves no method peoculiar to the telephone
business. It is simply the application of
the same economic principle which may he
found In every line of business, which is
particularly noticable In any large bual-
ness which Is  necessarily syfatematized
The United States PostoMce department
will take a letter at New York Clity and
carry It to Ban Franeclsco, nnd thero dellver
It in any part of the city, for 2 cents. But
it it takes a letter In this city to ba de-
livered within this city, no more than one
kock from the postoffics, It charges ex-
actly the same, Obviously, the person wha
malls his letter In New York to be deliv.
ered In Ban Francisco gets much more for
his money than the one who malls his
letter here to be delivered In this clty
But if the rate of postage wass gradunted
to the quantum of service, It would be,
neceggarlly, =0 high for long distance that
It would depress business,

Rallrond and express carricrs taks vast
quantities of low-priced commodities und
perishable stuff at ratles so low that, If
thelr whole business was done at the same
rates, it would produce immediate bunk-
ruptey. Yet, If the rates were made equnl
ns to all clnsses, n vast and lmportant
business would be prohibited, and a com-
preliensive and Intellligént view of the In-
teresits of the carviers and the publie proves
that It Is to the Interest of both to pro-
mate the business,

In this clty w passenger mayv take the
Etreet oar at Benaon and ride continuously
to South Omaha, 'a distance of more than
ten milea, for B cenls, less than % ecent
per mile. Yet, If & passenger takes a car
At any point to ride two or three blocks, he
pays the same price. And {f the whole
busiriess of the company was done at the
same rate per mile as the rute from Ben-
son to South Omaha, 1t would immediately
bankrupt the company.

Examplex In Business,

« A merchant will sell a quanfity ¢f sugar
to a customer In this city and deliver It
three miles from hia ploce of business ag
exactly the same price at which he salls
the same quantity to another customer and
dellvers it but three blocks away. Bo, Loo,
he will nell one class of goods at a margin
of no more than 10 per cent profit, or ut
no profit at ail, while on others he charges,
and must get, If he suceerds In his busi-
ness, & margin of 60 per cant or 100 per cent,
ar éven more,

The packer pays the same prica per pound
for cach pound of the animal he buys. But
he does noo sell the product at the samoe
price per pound. Bome Is wasto] some &
sold at less than the priee patd per pound,
and some ot muech more. He merely aims
o mnke the whole return him a profit—to
do which he dorsiders his whole bhusiness,
ita capital, cost of operation, |18 hagards
and volume during a year or series of
years, and all other elements, which only
An experienced person can enumernte,

The same rule prevalls in every line of
business, not because the managers adopt
it arblirarily for their own advantag., but
because an sconomic law as universal as
commerce (and which, If frustrated, pro-
Auces Inevitable disuster) creates it In spite
of the muanagers, Every manager must bow
to this law or #ee his business go to other.’
who dao. The rule Is a>natural and indis-
pensable growth In every sucoessfiul busl-
negs,

I know thers nre men who say that tele-
phons service can be given in Omahs at
much lower rates. Dut thess men do not
know what they say (o be trus, They have
not gone through the hard school of ex-
perience and they do not Intend to, by any
hagard of capital of thelr own. They are
men who have learned o good many things
that are not so, and thay do not proposs to
wpply thelr speedily acguired knowledge to
thelr own busingss or to (themselves) take
the hazard of Its spundness. We know from
exparience that their statements are
true.

not

Value of Telephone Nervive,
The lntrinsie value of the service to the
syubigoribars Is an important element which
must be conpidered In adjusting rates, 1

do not say thet the company abould demund

Puzzle Picture

Pick out BLACK, the $2.50 HATTER—then g0 down
to his store, 107 South 16th Street, and pick out a new

2.50 FALL HAT

With a $4.00 Value

Furnishings for “Men Only”

Sixteenth, Just South of Dodge, Omaha.

MAIL ORDERS—I wish I had more of 'em.
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a price equal to the value of the service to
A partleulur user, nny more than a physl-
eclan should demand from his patient com-
pensation equal to the value of having his
life saved. What I do say ia that the in-
trinsle value of the service 1Is an Important
consideration In adjusting rates to different
classes of servicea.

Let us now pasa those business telephones,
the dully use of which s very large, and
tnk® one whose nverage use does not ex-
ceed twenty colls per day, which 1 belleve
to be below the average of all of the busi-
ness telephones in the coity. If the sub-
soriber s taking the highest priced service—
5 per month—the average cost per call to
him s 1liy conts—less than the price for
meiling n single letter. Yet the parties are
practically placed face to face, with an op-
portunity to converse both ways as freely
wnd Instuntaneously us [f they were s0 In
fact, saving both time and oxpense and
contributing to swell the profits of thelr
business, Compared with any other method

of Inter-urban communication the supert-
ority, the greates wvilue and less average
cost of this sorviee 15 st more marked

There 18 nothing known that [ at all com-
parable with It where time is the equlva-
lent of money In bueiness transactions,
Has the busniness man who ls provided with
such a service at such » price, a8 A meénns
of successfwily prosecuting or alding in
the prosecution of his business, any reason
to compliin of the cost? 1 belleve every
reasonable person will say thit he has not,
But It must be remembered that I have
taken for my llustmation & teleplione that
is but moderately usod and the highest-
priced service. If these sames Inquiries be
applied to two-party or four-party Hne
rites, or to the instruments at which the
number of anlls avernges thirty or forty or
fifty or more per day, the service wlll be
shown to be ko cheap thiut even a capuous
person cannot complain. It s impossible to
caloulate the money value of such n serve
lee, but it {8 obyvious to nny reflecting per-
son that the oost Is Inslgnifennt !ﬂllul}lrl‘ﬂ
to the actual money vulue of the service in
business

The residence telephane, however, is not
employed in Lthe malking of monpey. It con-
tribhutes to the prosperity of Lusiness only
as it enables the business man to onll It and
recelve tnlis from It
ever, it inareases the volue of the businesa
serviee ad the number Increases, and It s
the polley of the company to Inoreas=e the
number of Its résidenct
maoke the business service more valuahle,
For these rensons the plan now proposed by
the company to allow o disoount as ghove
stated, j» perfectly just to the publie, and
It aetually results o Incerpasing the num-
ber of telephones In resldences (n thing
which remains to be provem It will, indl-
rectly, benefit the af business, It
ulso offects o reduction (If the subseribers
#eo fit o take advantage of it) of 512 per
annum to 2,48 subscribers

Hautea In Other Cltles,

For your further luformation [ here give

places

you the boslness ruter charged in some
other citles for like service
Indl-
vidual Two-party Four-party
Flace. Line JAne ne.
FProvidencs ...... 120 LT ;
Minnespolis 90 80 1]
Bl‘ Pﬂll] 2 w ]
Rochenter | w0
8t Louls ........, 180 o o
Milwaukes ...... o n L]
Kansas Cliy 1] il B |
Balt Lake ) n L
Denver - <. 180 3 ,
Minneapolls and St. Paul gllow. & rebuate

from the sbove rates of & conts per month

for prompt. payment a4t the ofice of the
company. Bt Louls mukes a twa-yoar con
tract ki BI3. per year Lrnver, since tha
et of lagt Decembier, makos no ‘‘fAat” rate
contracts, It s sdopiing the moasuresd
service system. 'The rotes are thoss of the
old companles

We do pot profess to compete with the
so-oalled Independent companies tn all of
our rates. Home of our Tutes wre jower
than any rate given by uny indespendent
company In any clty of this ¢loss, while
Rome are highor. Our riates are the result

of long expertences with
oconducted by legltimaete and sound meth-
ode. Thelr's are not. Some of them have
wlrendy become bankrupt, others have dis
covered and confesed (holy mistekes, while

i busness thut s

In this respect, how- |

patrans In order to |

| character will not stand the witnbss box

others are on the road to fnllure.(ln clties l'
of considerable siza the Indepenfient com- |
panies have generally been speculative ven-
tures—bond and stock propositions—startad
for tha profit thers |8 In manipulating the
bonds and stock, They commence opera- |
tlong with & bonded debt much greater than
the cost of thelr plant, and an egual
amount of stock, and by means of an ul-
luring prospectus and represcntations that
are without reasonable foundation they
scll the!r bonds at 80, 85 or  cents on the
dollar, giving the stock to purchasers aa a
bonus, mainly to people of small means
who know nothing of the value of what
they purchase. The outcofe of such ven-
tures g easlly foreseen,

The ones Indispulable fact, If it stood en-
tirely aione, that thie, company pays but
6 per cent to Its stockholders on honest
capltaligation, s conclusive proof that I
rates are falr and reasonable. 1 admit the
measured service rate 1s more equitible to
patrons, but they ocan have this If they
want It, With that smyst«:m the great
volume of service that s rendered to pers

i

1

sons who do not pay wouid have to be cut
off, and the people wh pay  would
economizge the use of thelr telephones, The
fact that the peopls do not chooge this
| service is proof that our present “‘flat™ sys-
temt of rates Is deemed by them to be to
[ thelr advantage and this la obviously true,
| beeause the measured service, while reduc-
‘ing the cost to small users, would operate
| to restrict the use and Incrense the cost to
|darge usere

I glve you here the measured service
| achedule now being put Into effect at Den.
ver,

do

RATHES IN DENVER.
Individual line, business, mansured serv-
(R

400 calls, excess calls 4o.....cc0iiiienises $00
60 calls, axceas calls i |
B0 calls, excess calls |
1O enlls, excess culls
190 calls, excean calls
1400 palls, excesa calls |
1AM calls, excess ~nlls i3
1,800 calls, excess calls 3., {
2060 galls, excess culla }
| %0 calls, excess cnlls | |
2400 calls, excess calls . 1
3,000 aalls, excess calls Jo....

T 2800 calls, excess onlls 2 f
1000 calls, exoess calls |
| Two party line |
I 400 calls, excens calls fo....... 42 |
| &M ealls, excess calls de..... B0 |
800 onlle, excess onlls do 54
1,000 calls, exona: oalle 40........, 62
1.000 cally, excens onlls 40..,.00000000.- 8
Extonsion teleplione, with  mensured
service ... F . Yo ‘
| Extension telephone, with fint serviep.., M

I regret that 1 have made Lhis statement
so lengthy, but L seemed Lo be necessary,
Respactfully yours,

H. VANCE LANE, Genersl Manuger.

Polnted Paragrvaphs,

Mnany a corporatdon has been sunk by lia
flaating debt,

Nature leaves & lot of work for the dress-
miker to finlsh

Some brands of fertilizer are guarantecd
to raise the mortgage.

Even a milkman draws the line at put-
ting water |n his whisky.

No man ever has cocanlon to take antl-fat
for an obese pocket book

Most town folks sdmire thelr oountry
relitives for visiting purposes only.
A After the honeymoon marriage begins to
resolve Itself Into A guessing contaest.

No man should run for offlce whose

teat,

A good name may be better than great
riches, but few men are in A position to
choose & name,

Any man who Is allowed to plek the wall
paper for his home will also be allowed
te rule thée rooat.

You save your mohey becauss you areé
sconomionl; other people mave theirs bes
cause Moy are siingy

The girl with a new sagsgement ring lo-
varinbly extends the glad hand whan she |
moeta her gir] frisnde

It's barder for & man to slip upstairs
at 3 o m than It in for him to slip down
nfter ho gets hall way up.

Those who don't belleve anything they
ever hear met It In the neck almost as !
often as those who belleve everything they |
hear.~Cblcagn Nems . {

Bee Want Ads P

If you are just starting in business it
will pay you to invest in the best
stationery to be had. It will create a

favorable impression from the start.
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DOCTORS for MERN

and weaknesses po prevalant

We bave mads & life study of the disesses
among men, spending thousands of dollars in ressarches and sclentific investi-
gntions, and have evoived n;luﬁclnl system of treatment which s a safe,
sure and certaln cure for ..ll'-k n, nervhus, blood and private Adlscases. @
have confined ourselves entirely to a single class of disenwes and thelr allled
complications and mastered thom. We o not scatter our faculties, but con-

contrate them upon our particular specinlty This accounts for the differ-
enice helween BUCCUES nn(‘l fallure In ihe treatment and cure of distases of men.
Thée physician who tries L0 explore and "llllt$unr the whole fleld of mediclne and
surgery bocomes proficlent in po particular branch

Jur object ik nat o much to do (he Work mtl;"l' dﬂ;‘:o}rn =~:m r1ul. h:.u ::Lt:er
to cure obstinate coses which bafMe them, troubles which have been e
vatgd and made worse by expsrimental and unrellable treatment 1f you are
alling do not be satistied untfl you have been examined by the best specialists
in the oountry We will make a thorough and sclentific examination of your
ailment, an examination that will disclose your true physlcal condition, with-
out a knowledge of which vou are groping In the dark, and without s thorough
understanding of which no physiolan or speciailst should be nllowed to treat
o, You may be sent away happy withotut any treatment, but with sdvice
hat will save you time and wuney, &8 well as mental disgroce. If you
require tréntment, you will ba treeted honestly and skillfully and restorsd to
health within the shortest posuible period and at the least posnible expense to
you. We cure

stricture, Varicocele, Emissions, Nervo-Sexual Debliity,
Impotency, Blood Polson (Syphliis), Rectal,
Kidney and Urinary Diseases,

and all discasss and weaknesses of man due (o Inheritance,
cesssd, self-abuse or the result of apecific or private disenses,

CONSULTATION FREE iis”nSt7a’h a5

Offlcs hours; 8 a. m

STATE MEDICAL INSTITUTE

1308 Farnam St.. Bat. 13th and Ldth Stessts. O nalia, Neby.

evil hablis, ox-

write for symptom blank,
to & p. m., Bundays, 10 to 1 only,

rodue Resul




