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THE CO-OPERATOR
Its Aim « Its Object « lts Policy

By Benjomin Briscoe

better, may work to-
with the utmost enthusiasm, and strive
greater energy toward the object of
cing the Maxwell aulomobile on the
top round of the ladder of succes,
intent of this paper is, further, 1o
e in every one of us a wholesome ambi-
dy to fortify us in the strong belief—which
,must have in order to succeed—that the
Maxwell is The Best and that its makens

gether
with

+

are striving to be worthy of being comidered:’
the Greatest in the business.

Finally, the policy of this paper s to prove
to all interested that The Welfare of .One
is the Welfare of All;. 1o stimulate ‘the
highest degree of enthusiasm among all those
who are connected in any way with the
Maxwell-Briscoe Motor Company.

We believe that ‘through a medium of this
kind we can communicate with one another,
o concrele our ideas, and 1o build up an or-
ganized force which unites makers with sellers
and users of Maxwell automobiles, and which
will be 10 powerful as to become a predom-
inating influence in the automobile industry.

We desire that every one in any way con-
nected with the Maxwell - Briscoe Motor
Company and its product shall feel that he
has an interest in this paper, We want ideas;
we wanl suggestions; we wanl co-operation,
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Tue Co.OreraTonr will be divided into
departments, each devoted 10 the interests of
one branch of the business. The Mechanical
Department; the Sales Department; the Ac-
u-_m'uﬂqmnul:

of which will be helpful to the fraternty, and
shall aim 10 make the publication 1o mterent-
ing that every one will Jook ferward o »
from issue to mwe. [n order to do thes wee-
cessfully we must have the aid particularly
of our dealers and of their employees as well
as the co-eperation of our employees. We
want 1o keep track of all the boys; we want
them 10 feel that we all have an interest in
their wellare.

Every member of the Mavwell Briscoe
Brotherhood should feel that he i, indeed, the
editor-in-chiel, and with this greeting we wnd
Thue Co-OPErATOR en its way, cerlain that
its massion will be fulblled.

Unnecessary Abuse of the Motor

By J. D. MaxwrLL

Z
i
F
5

DF

PEEILEL
;?ggil}
K

Fivie

thas way than would result from o hard day’s
use in actual wervice. [t i therefore mmpont-
and that the operater familiarize himsell with
gvery detsil of hs engine and be able to dis-
tinguish between wse and abuse.  The slighteat
knock or unusual sound should be located and
correcied. but 1o do this do nel tinker with
everything. Locale the cause Rt be sure
you are right and then go ahead. but m order
to locale the cause do not run the motor at
excessive speeds [or unreasonable pemods
Reason in all things is most important, Much
can be wrilten on this subject, but space for-
bids, but again | wish le caution the operator
whe persistestly abuses his molor by need-
lemaly racing it at every opportunity that he i
destroyng s hife and it vitaby.

If the owners of Maxwell cam will -
press the above in thesr minds, and carciully
study and intelligently carry out the mstruc-
tions printed and furnished gratis by thes
company, 1 feel sure that their efforts will be
more than repaid in satislactory service, and
the Maxwell will prove true to the amiom
“Perfectly Simple and Ssmply Pesfect.™
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Making an Automobile Sale

By Envast Coren

Tt was right here where the finst of a series
of mental suggestions made it appearance
wpon Mg, Semith, for isvariably, after our
Imﬂhdhl-d-l---dm-

office, and before it Jones avtomobile, from
the radistor of which the word "Maxwell”
umdbmuh-hmm&u&

away in the back of his head he had & pessi-
mistic notion thal motor cars were nol aho-
gether what they were eracked up lo be, that
they cosl an awful ot of money for repains

" and upkeep, of ceters, of cetera.  He did not

lnow exact figuren, but these was & hazy idea
that the owning of sa sslomobile meant the
sinful waste of much good money, and, m
stated before, Simith was not given to extra-
vagance, sinful or otherwise.

Number three began its work when M.
Senith, upon resching his desk, spied the

= vehamence
being given to his reflectiom upon this road—
he found Jones, his rival i busines, @ his

dividual and private tramsportation thrown in
for good measure.
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a good idea to take a look at cars of
another make? The salesman thought it
would be. In fact, it had been his intention
1o make this suggestion to Mr. Smith; "for,”
said he, “'the more you see of other sutomo-
biles, the better will 1 Bk it. because it will
bring you back all the sooner to the Max-
well”  And Senith left. in quest of informa-
tion about other car.

Now, our friend, the salesman, was a live
one, whe thoroughly believed in the theory
of putting his best toe forward and the best
heel backward, where both could be seen to

advantage, and had made it a habit at Jeast
o try to make two blades of gram grow
where only one grew before.  He alio knew

done, but, rather, by the things they have
left undone. And s wise young man he was|
S0 a few days later he appeared in front of

who had recognized in Smith the hard-headed
business man he was, did ot waste much
breath in showing his customer the senti-
mental side of his arguments; bui, instead,
he presented to him the bare and unsdorned
matter-of-fact points about Maxwell can,
after,

It did not seem ns though Smith had left
many stones unturned in his endeavor to leam
more about automobiles. He fairly bristled
with variegated information — some twisted
and some obviously wrong — which he had
gathered in his meanderings from dealer o
dealer, some-of whom even fortified their
arguments with demonstrations.  Bul—Smith
did not want a car of enormous horsepower.
nor one 10 cosly as to tear an avalanche out
of lis bank roll. He did not hanker after
a car so complicated with brand-new and
untried engineerings ideas that a yearly salary
for an “expert” chauffeur would have to be
tacked on to the purchase price. Not he.
‘What he wanted—and by this time he really
did want it—was an automobile that would
take him and his family whercver they wanted
10 go, at little cost 1o his pocket, and without
vexatious drawbacks.

Smith got what he wanted, or this story
would not have been written.  And, what is
more, when, long after Smith had become a
motorist, he met our salesman, be was actually
grateful 1o bim, for he had solved for him a
problem, as satisfactorily as it can be solved

that procrastination was the thiel of time and  only by

of automobile sales. In fact, the salesman

. was one of the few men who arrive at their
own valuation mot by the things they have

haxwEdd”
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The Evolution of the Automobile Buyer

By A. B. BARkMAN

No Less rapid than
the development of
the industry itsclf has
been the pace at
which the gencral

public has scquired

struction, and opera-
Only two years ago, the

tion,

mentary features of the motor car a1 was the
average salesman, who made up for the
evident lack of information by the indiscrim-
inale ute of a maze of lechnical terms akke
bewildering to the prospective customer and
to himself.

The changs it autourding. Here is & cus-
tomer not oaly possessed of a tolerable smat-
fasini oF automobile wisdom: 4a. far. ms' oo
structional details are eoncemed—which in
mont cases bas been acquired by intercounse
with his friends—bat he alia has
bearned a good deal about the processes of
manufacture, and, perhaps, even of materials.
1In short, this new customer is & new figure,
much more cxacting than his prodecessor.
Mero smooth talk will not do for him: he
is from Missouri and wants to be shown.
Now, a customer Like
mobile

money for a machine of which he yet knows
Title, surely is entitled 1o an opportumty for
investigation. The custorser who wanls 1o
ko, the erank, usually is the one who be-
comes the most satisfactory and satislied
_customer in the end.

The salesman, 1o be successful with this
new type of buyer, should be well fortified
with  a' thorough krowledge of his; awn:car
aiid also be well posted on the important fea-
tures of ather cars, in order o be able 1o give
satisfaclory explanations. A elose study of
the technical terature issued by the Maxwell-

and its many advantages.
serious gaps in your Maxwell education, be-
come friendly with THE Co-OPERATOR—
whose business it is to help you.

There Il be people who want 1o
buy racing automobiles,
freaks, or whatever you may call them; n.a
a few manufacturers will continue lo cater
to such demand a3 Jong us it can possibly
be made to exist. But where in the past
s man Wied 15 purchase a'so-called Thcer
there are to-day & hundred who rcfuse to
imvest in anything but a utlity car, It in
this class of purchasers in whom the real
automobile industry finds its main support,

the

s superseded by its sturdy and
more useful successor—the all-around reliable
sutomobile, which has its most successiul
representative in the Maxwell cars.

Tt goes without saying thal the customer’s
better undenstanding of automobiles becomes
of benefit mot ealy to the buyer, but abe 1o
the scller, since the purchascr pow is sbler
than before 1o distinguish betweea mere claim
and genuine merit, in & comparizon of which
the Mazwell cors fnvariably fare well in the
judgment of the automobile-buying publie.
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again approaches the proportions of the speci-
fied orders on hand.

It is, therefore, in the dealer’s interest 1o
send in his orders early, specifying date of
shipment and gring such other information as
will shop

whether top caly o 1z rd sorm front.

Full information should also be given con-
ceming the routing of cars, since the dealer,
very naturally, has more information about
unloading facilities, etc., at his place than we
could possibly possess.

All of this does, of course, not mean that
we expect to be unable lo make deliveries
promptly, but the intention of the writer is,
rather, to point the way in which our dealers
may lighten for us a task which is not an easy
one and which calls for the exercise of much
judgment and discretion.

Personal and Pertinent

ane of our friends. We do not desire to
make comments, but give the letter itself:

*Dear Co-Operalor:

*1 wish to write 1o you in regard to ——,
who intends 1o come to New York, to sec
the Palace Show, and you, and | want you
to give him a good going over on account of
his continuous tinkering with his car. He
will insist on opening his pet cocks every

envugh oil in the crankcase. In other words,
he keeps the car always out of adjustment.
Our machinist and I bave all we can do to
him out of this idea. but he has prac-
so that it will not
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“Of coune if you let him know that 1
have written to you, it will not do any good,
40 keep this letter strictly confidential,”

The lecture will be given.

* & =

Posrmion of Seanx PLuc

What truth is there in the claim that the
most advastageous position for the spark plug
is in the center of the combustion chamber?
—James Quincy Bell, Tarmytown.

Answer,—Nane. 1F you consider that the
speed of the piston rarely exceeds 1,200 fect
a minute, while the rate of fame propagation
is considerably over 3,000 feet a second, you
will see that po matter at which point the
spark is applied the ignition will occur suf-
ficiently rapid for all purposes.

L

haughty man is generally the first 1o
he is out of gasoline.



The Horseman’s Soliloquy
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By Ernest CoLER
(Wikh npologtes to Willinm Shakcspesre)

To buy, or not to buy, that is the question;

Whether 'tis mobler for a man to suffer

The impositions of a balking horse,

Or to take arms against a sea of troubles

And with a Maxwell end them? To
swear,—1o cusy,—

Mo more, and with a car 1o say I end

The meanness and the thousand fretfut wicks

That horses practice,—'tis a consummation

Devoutly to be with'd. To chug,—to fly;—

To flyl Perchance 1o racel  Age, there's
e vy

For to acquire this state what fate miy come

Ere 1 can shuffle off my habits old

Must give me pause; there's the respect

That renders prejudice of so long ife: .

For wha would bear the ills and the delays,

The barbarous fits, the haughty independence,

The man-tormenting petulancies and

The want of power, possessed by horses,

Together with the toil that patient friends

OF such a transportation have,

When he himeelf could his releasement make

Owning a Maxwell? Who yet would use

This four-legged relic of our bygone days.

To grunt and sweat under a weary life,

But that the dread of new-discovered means—

(That frail and narrow fear from whose
embrace

No bungling man can get) —puzzles the will

And makes ws rather bear thase ills we have

Than use inventions we know little of?

Thus indolence does stultify-us all,

And thus the progress of tremendous strides

Is sicklied over with procrastination.

Yet enterprises of such pitch and moment

May have their currents turned aside,

But cannot be defeated.
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QOur Line for 1908
The Cornerstone of Maxwell Success
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cations for our various maodcls, but constitutes
a popular and easily-undenstood exposition of
the principles involved in motor-vehicle design,
comstruction and operation. Every ome in-
terested in the purchase of an astomebile
should read the Maxwell catalogue, which—
in text and illustrations alike—marshalls its
facts in a simple and clear manner that
alne is adapled 1o convey to the layman
thorough and practically-useful knowledge
of a sbject with which he had previowly
posscssed fittle or no [familiarity,

The season of 1908 will see mo radical
deviations from previows Maxwell designs,
and the few changes that have been made
consist only in the refinement of details,
as, for instance, in the lengthening of the
wheel base of the two-cylinder $1450 touring

car, and the addition of a runsing board to
the $825 12-hotsepower runabout.

It is our proud boast that the design of
our cars has proved so perfect that no changes
were mecessary.  But though Maxwell cans
remain true to their own standard, they
are still distinctive, different from other cars
both in principle and in accomplishment.

Our line for 1908 includes the time-tried
and famous two-cylinder cam, models that
have made the mame Maxwell a house-
bold word with every motorist. In addition
we offer the new Model D four-cylinder car
of twenty-four horsepower, and the Model
M. forty horsepower ear. The twenty-four

horsepower car is a newcomer, and will al-
tract attention on account of ity quality—
Maxwell quality — and
$1750.

maderate  price,

Model LC.--12 HP., Two Passenger Runabout

All the good qualities of the 20-HP. touring car are combised in this runabout, in
even grester measare, because of the light weight of this vehicle. A handy Lttle car, tire
and fuel saving, with plenty of speed and endurance.

Two-cylinder, horitontal-opposed engine; bore, 414

‘Wheel base, 72 inches. Price,
Top and Storm Front extra.

inches;

stroke, 4 inches,
$825
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Model HC..-20-HP., Five Passenger Touring Car
The ideal, all-around touring car, capable of negotisting any road. Hills have
no ferrors for it and its light welght makes it easy on tires
Two-cylinder horizontal-opposed engine; bore, 5 inches: stroke, 5 inches; wheel
base, 90 inches. Price, with top, siorm fropt, two acetylenc-gas lamps and generator,
three oil lamps, hora, full set of tools, and tire repair kit, ... ... coooiniiisn $1450

Model NC.--20-HP., Two Passenger Touring Runabout

The same chassin a3 Model HC, but with touring box in rear, reducing weight and
making it o touring car for two. This ear hus been named The “Doctor Maxwell,”
because of it extemsive use by physiciam.

|y RS o o pine i i e bh A R T $1350



12 THE Co-OPERATOR

Model D--24 HP., Five Passenger Touring Car.

A positive tevelation. Room:

raceful, controllable. Powerful, yet extremely
economical. Has no equal for fle:

ty and luxurious riding.

Four-cylinder, vertical eagine: individual :ylmdnl Bore, 434 inches; stroke,
434 inches,. Wheel base, 96 inches. Price, . $1750

Gas lamps, top and storm fromt extra.

Model M--40 HP., Touring Car.

The perfection of a stylish and comfortable touring ear. No amount of money
can purchase grealer aulombile comfort combined with safety, speed, smooth runming.
Bexibility and power.

Four-cylinder, vertical engine; individual cylmden Bore, 5 inches; strake, 5
inches. Whoel base, 104 inches. Price, .............. siva - $3000

Price includes complete lamp equipment. Top and Storm Front extra.
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Efficient Horsepower

By A. B.

The question of hew much of the power
developed by the engine is actually delivered
at the drive shaft of a motor car and the
co-efficient ratios nlpmn and speeds when

d through the i diate drives,
prescnts a rather complex moh!un and one
which a satisfactory solution in simple form
to be understood by the average layman
would require considerable explanation.

There is no type of reciprocating engine
built, either steam, gas, caloric or hydraulic,
that can deliver for work the total amount
of encrgy or Indicated Horse Power
(LH.P.), developed within the cylinders, as
o certain mmount of power is required to
operate the reciprocating parts of the engine
itself before any power can be transmitted for
the work 1o be performed.

The initial losses above referred to, inci-
dental to the operation of the engine itselt,
may be termed initial friction, and represent
the friction coming from tightness of pistons,
shafts, bearings, valves, etc., and is genesally
believed to be constant, and consequently the
power absorbed: in overcoming this [riction
vanes directly with the pumber of revolu-
tions.

Owing to the difficulties in the way of
experimental determination of the amount of
initial friction, very little data is available,
but from such experiments as have been made
the value secma to be between 3.0 and 7.2
pounds per square inch of piston arca. With
a mean cffective pressure (MLE-P.) of, say
60 pounds, which is a fair average, this
would represent from five lo twelve per cent,
lppmmld:r. of ths maximum LH.P..
varying directly as the revolutions and de-
pending upon the design and mechanical
efficiency of the engine.

The I.H.P. less the amount of initial fric-
tion, as staled above, would represent the

BARKMAN

Delivered Horse Power (D.H.P.). wl’u:h
is the actual amount of power that
engine delivers for work.

To determine the Brake Horse Power
(B.H.P.) the mechanical efficiency of the
engine has to be considered and no general
rule can be given for this, as it may vary
from a little less than 80% of the LH.P.
lnnmd:nﬁﬂ% Fotlhowmb‘el
engines of good design and in good condition
run at speeds not unsuited to their design and
for powers of not less than 20 B.H.P., the
efficiency may be considered to be B5%
within reasonable and close limits of accuracy.
“This figure is merely suggestive, as it is neces-
sary to be familiar with the engine design and
performances to correctly estimate the D.H.P.
from the calculated I.H.P.

Ia addition to the initial friction, there are
certain losses from power absorbed by pumps,
dynamos, or other attachments, which may be
driven direct from the engine, which repre-
sent approximately from .5 to .75 of 19%6.
In addition to the above there is the loss
incidental to the load friction, which consists
of the power lost in operating the bearings
and gears in the transmission and differential,
In a well-designed car with shaft drive, the
sum total of all these would approximate
from 25 to 30% of the D.H.P., leaving
approximately 70% to 75% of the D.H.P.
transmitted direct to the drive shaft.

A well-designed gas engine of 5.inch bore
and 5-inch stroke, operated at 1,000
RP.M., should develop in each cylinder
11.16 LH.P., which with the initial friction,
as mentioned above, taken as .075 %, would
leave an actual D.H.P. of 10.23 for each
cylinder, or 20,46 for two cylinders, the
rating we give our 20-H.P. cars of the two-
eylinder type.

In using the intermediate speeds the H.P..
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per se, of the engine is not increased, as there
is mo mechanical device that will enable one

transmitted to the rear wheels, although no
more power per revolution is obtained from
the engine. The principle is one of leverage
apd is the same as altempting to Kift a weight
with a block and fall, by means of which
the average man can kft a weight of several
tons, provided be has the proper system of
leverage through the pulleys employed, al-
though the strength of the man is not incressed
in performing the necessary amount of work.

Location of the Engine

¢

dv of a shaft drive had mot yet

£3_frif
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&}%‘ f'gg
Ei;gi% i
it
i i

tains its superior efficiency, combining with
it at the same time
accesnbility, horizontal pos-

become clear. Besides, the automebile a-
gineer's mind was then burdened with other
problems, of greater importance than the
comfort of the passenger and the convenience
of the operator.

When the engine is placed under the body.
the foot boards at the front of the car have
o be removed 1o make even a part of the
front cylinder accemible, while it is necessary
1o remove the flooring of the tonneau in order
1o expose the rear eylinder to inspection. In
cither case it is necessary for the passengers
1o alight to give the operalor opportunity 1o
reach the particular part that requires ad-

Justment.

In the Maxwell, the removal of only one
side of the hood exposes the entire engine
and tranamission case. The occupants of the
car need not be disturbed in the least—an
item that should count heavily in a car that
is designed to meet the requirements of a
pleasure vehicle.
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Questions and Answers

Steel for Engine Cylinders
A friend of mine & trying to convince me
that steel cylinders are better for use in gaso-
line engines than cylinders made of castiron.
He abio says that Walter Christie’s car ia
What do you say?—M. Gowan, Philadel-
phia, Pa.
.ﬁ_!m.-—T& i by no means a mew
,qu-uon. in fact, it is 50 old that most auto-
mobile designers have given their fnal answer
b]’m oy castiron excluively. Cray

hn‘wcpu&ulnlyldlplldhh'ﬂiof
the internal-combustion engine, If a steel
piston is used in a steel cylinder, weizing will
be the incvitable result, with consequent over-
heating and ruin.  Steel cylinders could not
be made close fitting, so there will be poor
compression and little power. In the Cristie
car both cylinders and pistons are of steel, but
the pistons have grooves inlo which bands of
soft bronze have been cast, 4o that the con-
tact is between bronze and steel,  Call again,

L

Canwerting Metric Measurements into Inches
Please give an easy formula for converting
millimeters into inches.—William Fitzgerald,

Na York.
The process d

Onme inch is equal 1o 25.4 millimeters. By
dividing a given metric measurement by 25.4,
you have the equivalent in inches. Suppose
the dimensions of a tire given as 760 x50
millimeters.
760+25.4=29%
90+25.4 = 3%
which that a 760 x 90 millimeter tire
is equal 1o the tire wed on the Maxwell two-

cylinder touring car; namely, approximately

30 x 3% inches.
x » =
Figuring Horve Power

Can you give an easy way of figuring
horsepower Senith, Spokane, Wash.

Amwer.—Many methods are in use, each
having its adherents. Oue method assumes in
all cases an average effective pressure during
the explosion stroke of 70 pounds per square
inch. For easier figuring we will assume that
lhml”n-&b\hmu—:l

ing a S-inch stroke, at 1,000 revolutions per
minute the piston will travel 5,000 inches or
approximately 417 feet a minute in its work-
ing direction. The bore alio is 5 inches,
which gives a piston arca of 19.63 square
inches. Multiplying the area by the pressure
wives us 19.63x35 = 687 pounds. This.
traveling 417 feet a minute results in 687 x
417 = 386,479 foot pounds. Since 33,000
foot pounds are the equivalent of one hore-

power, 386,479 - 33,000 = 11.7 horse-

powes for & eylinder 5 x 5 working under the
jons given above.

Another method takes inlo comideration

the cublc capacity of the cylinder,

< 7 sl
tion will fllllhlleflhm“nnm
developed,



Briscoe Radiators
THE REASON:

It ts because we were Lhe first In America
12 this business, becauss we now make noth-
ing cise but auto parts; because we have
studied radiators sclentifically and experi-
mentally as well as practically f6r soven
years; because wa hive (wo plants, ono east,
ono west, with duplicate equipment; beonuse
on every order of any slse we make duplicats
working patterns and keep one set In each
plant ms Insurance mgainst fire, sirike, or
breakdown; because we have sur own brass
foundry, cur own machine shop, make our
own tools, dics, tubes, eic; because we have
‘had our educational experience—are not just
getting 1t; in short, becauss wo maks good.

Briscoe Mfg. Co.

DETROIT, MICIL. " NEWARK, M. J.
Write nearest plant; our man will call

Genuine Automobile

INSTRUCTION

of the Ikind,(hat confers real practisal
knowledge, free from cumbersome detalls, u
methed of teaching the principles of auto-

mobile’ design, comstruction, and operation
that s not intended to exhibit the author's
knowledge. but to teach what he knows to
sthers—this Is the sort of Instruction of our
Correspondonce Course,

The, informatlon I prasented Is plaln
languago, both by text and Hiustration,

Obuolets conatructions are left uncopaidered
because they are of 1o value (o the present-
day motoriat.

The cost of ocur Instruction ls not greater

struction, Involving all the clemests of the

personal relations betweon teacher and pupll

Write for our clroular, and do IL to-day.

Correspondence School of Motor
Car Practice

17 Odell Street Tarrytown, N. Y.

The Solution of the
Automobile Problem

WE WILL STORE AND CARE FOR EVERY
MAXWELL CAR

trusted io e for o Num not ex-

ST R S

regular New

Free Repairs and Replacements

‘m-mmhn—
‘-

Automobile?
w
tomoblia “Mﬂ!i‘lmn for the purpose or
pnl‘wlln: almilar arrangoments with them.
n_ addiilon, 4 h

The Motor Car Maintenance

Company
247 West 47th Street, New York

Telephone 5424 Bryant.

GUARANTEED
FOR

5,000 MILES
RIDING

Material, workmanship—"all-round" quality
juatify this most ibesal of all guarantees
Doem't it justify you in trying the only lire
you con't I_. -

Wreite for oopy
slating size of tirs yw =

ADDRESS DEPT. W

Ajax-Grieb Rubber Co.

Genaral Office: N. E, Cor, 57th 84 and Bdwy.
w Yark City.




