Snake Oil Workshop Activity: Evaluating Medical Trade Cards

Instructions: Closely observe the front and back of the following three selected medical trade cards. Use the
questions provided to help you evaluate both the visual and the textual messages featured in each
advertisement.

Example 1:

LE THE DEACON

is explaining to ’Liza

the merits of AYER’S SARSA-

= PARILLA, bear inmind that it

is not a mixture of cheap or dangerous drugs, but

a highly concentrated extract of the genuine

Honduras Sarsaparilla and other choice medi~

cinal roots, alterative, diuretic, and tonic; the

same being united with the Iodides of Potas-

sium and Iron, forming by far the most economi-

cal, safe, and reliable blood-purifyi mg medicine
over offered to the public.

If there is a lurking taint of Scrot‘ula. about
you, AYER’S SARSAPARILLA will expel it from
your system.

For the cure of lassitude, debility, and all disor-
ders peculiar to the Spring, it has proved to be the
best remedy ever devised.

If your blood is impure, cleanse it without delay
by the use of AYER’S SARSAPARILLA.

PREPARED BY
Dr. J. C. AYER & CO., Lowell, Mass.
FOR SALE BY

“THE DEACON.” — A fine Chromo-Lithograph S‘l x 13 inches, in

S 2  Statuette ” style) of thll cn nnl and ?
2 post-paid, to any addres h a set of our elegant Album Cards,
AYER'S SARSAPARILLA IS A COMPOUND CONCENTRATED EXTRACT- on receipt of 10 cents in cash or postage stamps. Address
THE STRONGEST, BEST, CHEAPEST BLOOD MEDICINE. Dr. J. 0. AYER & (0., Lowell, Mass,

opular subject, will be lent,

Ayer’s Sarsaparilla Medical Trade Card
Source: Medical Archives of NYP/WCM; https://library.artstor.org/public/28280832

Look at the Image (Front of the Card):

Where is your eye drawn first?

What parts of these images capture your attention?

How do you feel looking at this image?

What do you feel about the medication when looking at the image?

What components of the image are working to convince you to buy this product?

Look at the Text (Back of the Card):

What is the product advertised to treat?

What words or slogans catch your attention?

How does the information supplied make you feel about the advertised product?

Look for any patient or health care provider endorsements - are there any included?

When looking at the back of the trade card, what else is working to convince you to buy this product?

https://library.weill.cornell.edu/snakeoil




Snake Oil Workshop Activity: Evaluating Medical Trade Cards

Example 2:

THE.CHOLERA | .

~ Or any other disease hardly ever attacks a kealthy person. In order to .
keep the body in a healthy condition, it is
ABSOLUTELY NECESSARY )
- to have the blood perform its proper work. If you do not feel thoroughly{/
WELL and STRONG, you should take

WILLIAMS’ BLOOD PURIFIER

1ml,‘e&ately One bottle of this medicine wxll convince any one that it
is worth its weight in gold. R
TRY IT. FOR SALE EVERYWHE’RE
WILLIAMS & CARLETON,
(Formerly Geo. W. WiLLiaMs & Co.),
oA /"- PROPRIETORS,
O ffid HARTFORD, CONN.

Williams’ Blood Purifier Medical Trade Card
Source: Medical Archives of NYP/WCM; https://library.artstor.org/public/28315044

Look at the Image (Front of the Card):

Where is your eye drawn first?

What parts of these images capture your attention?

How do you feel looking at this image?

What do you feel about the medication when looking at the image?

What components of the image are working to convince you to buy this product?

Look at the Text (Back of the Card):

What is the product advertised to treat?

What words or slogans catch your attention?

How does the information supplied make you feel about the advertised product?

Look for any patient or health care provider endorsements - are there any included?

When looking at the back of the trade card, what else is working to convince you to buy this product?

https://library.weill.cornell.edu/snakeoil




Snake Oil Workshop Activity: Evaluating Medical Trade Cards

Example 3:

his young man sets a good example

to all mankind by HAVING PERRY
DAVIS' PAIN-KILLER RIGHT AT HAND
Much suffering might be prevented if peo-
ple would be prepared for such accidents
PAIN-KILLER is WITHOUT AN EQUAL
as a household remedy. Itis a RECOG-
NIZED CURE for all SUMMER COM-
PLAINTS, DIARRHOEA, DYSENTERY,
COLIC, &c,; removes all pain and sore-
ness from BURNS, BRUISES, CUTS,
&c. and, mixed with molasses orsyrup,
makes the BEST MEDICINE IN THE
WORLD for COUGHS,COLDS &c.

Its steadily increasing sale for 50
years, now in EVERY COUNTRY IN
THE WORLD, is conclusive evidence of

merit. £

It is a'medicine chest in itself.

Perry Davis’ Pain-Killer Medical Trade Card
Source: Medical Archives of NYP/WCM; https://library.artstor.org/public/28305444

Look at the Image (Front of the Card):

Where is your eye drawn first?

What parts of these images capture your attention?

How do you feel looking at this image?

What do you feel about the medication when looking at the image?

What components of the image are working to convince you to buy this product?

Look at the Text (Back of the Card):

What is the product advertised to treat?

What words or slogans catch your attention?

How does the information supplied make you feel about the advertised product?

Look for any patient or health care provider endorsements - are there any included?

When looking at the back of the trade card, what else is working to convince you to buy this product?

https://library.weill.cornell.edu/snakeoil




