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Made in 40, 65, 100 and 200 light sizes

The "F^^ Power and Light Plant Opens Exceptional

Sales Possibilities in Every Rural District

To sell the thousands of rural dwellers, in communities not supplied with

electric power, and the tens of thousands of farmers who need power and

light on their farms, we have created an intensive marketing plan. This

selling campaign will enable agents for Fairbanks-Morse "F" Power and
Light Plant to make thousands of dollars each year.

Representation is wanted in every part of Canada, and men who are

capable of handling a business running well into five figures have an
opportunity—now—to secure this exclusive agency.

Agencies are being placed daily, so that it will be advantageous to you

to get the particulars of this proposition without delay.

Fill in the
coupon on
opposite cor-

ner and send to

our nearest branch,
if you want a business
which is interesting as

well as profitable.

The Canadian Fairbanks-Morse Co., Limited
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THE
WEDGE

CROSS SECTION OF KING

1. Section pressing outward and
upward.

2. Spring section of ring.

3. Lower outward and downward
section.

ILLUSTRATING THE WEDGE
PRINCIPLE

The Wedge principle employed in
the making of WedgeRite Piston
Rings is shown in the accompany-
ing drawing. Its superiority, mea-
sured by its ability to expand in

WIDTH as well as in diameter,
means utmost satisfaction for
motorists.

The Wedge Does It

Back of WedgeRite Piston Rings is a principle
used for ages by woodmen in splitting giant trees.

The advance agents of civilization know the value of the wedge
and increase their efficiency by using it. In adapting the wedge
principle to the construction of piston rings we have solved one of
the most troublesome problems facing the motorist. The WedgeRite
Piston Ring is made up in three sections—two outer or bearing rings
and a wedge-shaped ring of untempered spring steel. This spring
steel ring is slightly larger than the two outer rings and when
placed between them it exerts a constant outward pressure, wedging
the outer rings apart and pressing them firmly against the groove
walls. WedgeRite Piston Rings excel because of this exclusive
feature.

MorePower—Smoother Operation
WedgeRite Piston Rings are power boosters for the farm tractor.

Running along the level, over rough ground, or up an incline,

WedgeRite Piston Rings hold tight giving the engine every ounce
of power generated. You cannot do a better stroke of business
than sell a farmer friend a set of WedgeRite. They will save him
money and give him more and smoother power. He will want a
set on his motor car, too.

Explain to your customers the principle of WedgeRite. It is so
obviously correct any user of gasoline power will see it. If you are
not wised up }^ourself, write us for full information.

LIMITED
92 Notre Dame St. E., MONTREAL

Sold by all Jobbers
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Sure

Satisfaction
_ /'~^ I^jp

Good

Profit

The Quality Line of Farm and Dairy Machinery

Users speak well of Lister] lines everywhere.
They are your friends and^-^ business], boosters.

The "Lister"
Engine

The modern farmer wants the
"Lister" Engine—because in ef-
ficiency, workmanship and equip-
ment it is away ahead of all
others.

Compare the "Lister" with any of
its competitors and its superiority
will at once be obvious to you.

The "Lister"
Grinder

Guaranteed to do more work
(whilst grinding as fine) than any
other grinder made or offered for

sale in Canada, the same power
being used and all other conditions

being equal.

THE "LISTER" MILKER
Has proved its wonderful efficiency and exceptional qualities in actual
operation by thousands of farmers during the past ten years. Can be
used on all grades and breeds with entire safety.

The "Melotte" The "Premier"
Cream Separator Cream Separator
The Original Melotte—a marvel in British made—and its service
skimming efficiency, ease of opera- shows it. Easy to operate. Easy
tion and long life. to clean.

"AVERY" TRACTORS
"Avery" Tractors are built in seven sizes—a size for every size farm—and sold at popular prices.

Write us for the "Lister" Agency proposition and full information.

R. A. LISTER & CO. (CANADA) LIMITED
58-60 Stewart Street, TORONTO Also at Wall Street, WINNIPEG
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YOU'VE HEARD OF THE NISCO?
SURE!

It's the BIGGEST SELLING SPREADER in the WORLD

!

WHY?
Because it is in a class by itself in performance and exceptional service.

It's the biggest money-maker for the farmer,—the agent,—and the im-

plement dealer who sells it.

Isn't this a cracking good line for you to get next to ?

THERE IS BIG MONEY IN IT FOR YOU

Gilson Nisco Spreaders are making thousands of dollars

for other dealers. Why not you?

They are easy sellers because they dominate in service,

quality and satisfaction.

The Gilson Nisco is the accepted standard of Spreader

value.

Indications show that this year will be a record-breaker

for Spreader sales.

Spreader profits are generous—Here's the chance for

you.

You want the Spreader that will bring the most money
into your pocket. Isn't that so?

Here are a few outstanding points:

—

The original wide spread No complicated parts

Improved feed No gears

Low draught Thoroughly standardized

BIG DEMAND NO EXPENSIVE REPAIRS

They advertise themselves—one in your locality will bring many sales. You will make the profit on them all.

The Gilson Nisco is in the public eye. You will pocket the cash. It's no trick to sell a Gilson Nisco.

Our entire organization is behind you. At the present time we are spending thousands of dollars on the biggest

advertising campaign ever carried out for Spreaders in Canada

Let's get together. It's a chance you can't afford to Better still, send in for sample Spreader. We are mak-

pass up. Do not fail to write us regarding our agent's ing a specially low price on all machines for demon-

proposition, strating purposes.

^ANSWER THIS ADVERTISEMENT IMMEDIATELY

rU CriKI MCr' m I Tn Factory_and;[iiead^fice, Dept^,_ Guelph, Ont.

UlLljl/il IVirij. VU., LlU.y Brai^chandWarehouse,354ElginAve.,Wiiinipeg,Man.
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Sell Cletracs Now
You can sell Cletracs all Winter long.

The farmer is through with his horses for the
Winter. They're not working—but the farmer
is still feeding them costly feed every day and
doing his horse chores morning and night.

Careful estimates prove that it takes the crops
of at least five whole acres, the average value
of which is $297.00, to keep one horse one
year.

The Cletrac easily replaces six horses with
their yearly feed bill of $1,782.00.

Get the farmer to sell his horses and buy a
Cletrac with the proceeds.

He'll keep the Cletrac busy in Winter clearing
the wood-lot and the roads, sawing wood,
grinding feed and doing other Winter chores.
In Spring, he lets go with the Cletrac—does
80 days' work in a week and gets a bigger
yield per acre.

The Cletrac is sturdy, powerful, economical,
easy to operate. Runs on its own tracks

—

turns short—goes everywhere. Burns coal oil

(kerosene), perfectly.

For the farmer, the Cletrac is a big-paying, all-

year investment. For you, it is a ready, profitr

able, all-season seller.

Don't wait for Spring,
now—in Winter.

You can sell Cletracs

Head Office :

WINDSOR, ONTARIO

If you are not a Cletrac dealer, you're losing a chance
for all-year profitable sales. Write for our proposition
to-day.

The Cleveland Tractor Company
OF CANADa7Limited

Western Sales Branch .

regina, sask.
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GET IN ON THE

1920
Series

1920
Series

QUALITY - QUANTITY
PRODUCTION OF

ACMi: ENGINES
Canadian Made for Canadian

Full range of sizes between 1^ hp. and 15 hp.

r a

A FEW REASONS WHY
YOUR CHOICE SHOULD BE THE

Extra Heavy Weight and Rugged Design ensures

Stability and Power of Endurance.

Will Develop ratings far in excess of specifications.

Have Fewer moving parts and greater accessibility.

All Parts are interchangeable.

Start Easier regardless of climate.

Wide Range of speed control.

ACME
Perfect Balance enforced by heavy fly-wheels.

Economy ensured by special carburetor

Equipped with Webster Tri-Polar Oscillating Mag-
neto, and all modern improvements.

Ideal in lines and finish.

Fourteen Years' Record for durability and satis-

factory service behind them.

Backed by a jealously guarded reputation.

THERE ARE OTHERS
Write us for "POWER," our 1920 Catalog

Acme Engine Plant has obtained 20,000 extra feet of floor space for 1920 output.

Acme Foundry Division is doubling its capacity for 1920 demand on Engine Castings.

Some Good Territories Are Still open

Yours May Be One

FISHER-WILKIE, LIMITED
SANDWICH, ONTARIO

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^
iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiffl^
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NOW Is The Time To Tell Farmers About The

Famous John Deere Low Down Manure Spreader

and "Waterloo Boy" Kerosene Engine

The John Deere Low Down Manure Spreader is

the only gear driven spreader on the market. The
gears are covered—they are watertight and cannot
freeze or become clogged. There are no clutches or
chains to create trouble. It is easy to assemble—easy
to load, and easy to operate.

The John Deere is the only srjreader with the

beater on the axle—a feature that is covered by basic

The Governor is of high speed, centrifugal type,

positive gear driven, with machine cut gear. The
Waterloo Boy is a powerful, sturdy and economical
engine—a size and horse-power to meet every

John Deere Low Down Manure
Spreader

Just compare the John Deere Low Down Manure
Spreader with spreaders of other makes. Note the
many exclusive features of the John Deere—its many
points or superiority—the ease with which it is pos-
sible to interest farmers and to sell the John Deere.

The John Deere has revolutionized the art of
spreader building.

patents. It has high drive wheels, insuring proper
traction and light draft. It is simple in construction,
having nearly 150 less working parts than other
s^reade s. No adjustments, nothmg to get out of
order. It has a revolving rake—the manure does not
bunch and coke the beater. It makes for uniform
spread. These and other features make it a wonder-
ful sales proposition.

"Waterloo Boy" Kerosene Engines
Stationary or Portable

The Waterloo Boy gives the greatest power from
the cheapest fuel. It is an original kerosene engine

—

it is p-ta gasoline engine adapted to kerosene. That
means a lot to you, the salesman.

The Waterloo Boy is easy to operate. It is long-
lived and absolutely dependable. It is simply and
carefully proportioned; it is equipped with Oscillat-
ing Magneto and requires no battery; the magneto is

built in—it is not an attachment. Simple carburetor
gives perfect fuel mixture at all loads. There are few
working parts and all accessible.

requirement. Built in sizes from 2 to 25 H.P., sta-

tionary or portable. It is guaranteed to give satis-

faction under extreme conditions.

A GREATER INCOME FOR YOU
Put your sales energy back of the John Deere line—it goes farthest in creating substantial business for dealers

everywhere. Remember this : John Deere Equipment is sold through John Deere dealers only. The John Deere
sales proposition is decidedly liberal, free from red-tape and highly profitable. We want live dealers to work

us; such men will become a real part of a large and thoroughly modern organization.

Get the utmost out of your sales ability—sell John Deere equipment. Write us now regarding our sales
proposition.

JOHN DEERE MANUFACTURING COMPANY LIMITEDWELLAND . , ONTARIO
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Thiihanks"OUorse
"Z"Tingme with
'Bosch Magneto

Now-Theie is Only OneFartnEngine
TUST think of the famous "Z" Engine with a Bosch high-tension, oscillat-

I
ing magneto—^which delivers a steady succession of hot, intensive sparks.

/ Ql Every farmer in Canada should at once call on the nearest "Z"

Engine dealer and see the result of this recent epoch-making combination

—

FAIRBANKS-MORSE "Z" ENGINE WITH BOSCH MAGNETO.
Q Mechanical perfection, plus power—and right price—to date sold the "Z"

Engine to over 250,000 farmers. QThis quality and quantity production

enabled us to contract for a large proportion of the extensive Bosch faciHties

for making this one possible ''Z" betterment, which establishes a new farm

engine standard. Q And all Bosch Service Stations throughout Canada will

assist our dealers in delivering maximum engine service.

MADE IN TORONTO, CANADA, BY

y/ie Canadian

Fairbanks-Morse
43

Co.Ximited.
iJALIFAX ST. JOHN QUEBEC MONTREAL OTTAWA TORONTO HAMILTON

WINNIPEG SASKATOON CALGARY VANCOUVER VICTORIA

WINDSOR
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Implement Dealer DROPPED $700 His First Season
But He Got It All Back In Two Weeks Next Season

T HERE are primarily three reasons for what-
ever success I have had in selling imple-
ments. These are:

Quality in the goods I handle:
Intelligent Service; and last—but most important

—

Hard Work!"

So said J. E. Nesbitt, implement dealer of Nev/-
market, when interviewed by M. T. I. We found Mr.
Nesbitt a very keen and vdde-awake business man,
who has thought out a policy for himself and has
followed it consistently. He started selling imple-
ments in Newmarket nine years ago and has, with
hard work, business ability and audacity, built up a
very extensive and prosperous business.

"When I started in at Newmarket nine years ago, I

recognized at once that I had no cinch of a job," said
Mr. Nesbitt. "I was breaking in on territory that had
been—to all appearances—pretty well canvassed and
sold by a dealer further up the street. This man
was doing all the business. However, I had to begin
somewhere, so I hired a rig by the day and com-
menced operations. I sold a few machines but not
enough to cover expenses; in fact, that first season I

went in the hole $700.

«* ALTHOUGH I lost money that season, I didn't

throw up my hands and howl to the skies like

Jeremiah: instead, I got my brain working and very
soon evolved a plan vdth which I hoped to break
through on the right side.

"My plan was to arrange with the Deering Co., to
ship a carload of spreaders when the spring season
opened, and have them send an expert—at mv pv-

pense—to assemble them. This was done, and when
the farmers came to town one day
that spring, they were amazed to see
twelve gaily-painted spreaders, as-

sembled and arranged in a certain
way at the Newmarket depot. I had
them placed in such a manner that
the farmers were obliged to thread
their way through them.

"I hired a man and posted him on
the ground with orders to jot down
in a book the names of the farmers
who took any interest at all in the
display.

"Believe me, that little exhibit
caused a stir, and was some 'ad.' I

remained at home, leaving the man
I had hired to gather all the inform-
ation he could. As he was working
on the quiet he was able to mix with
the farmers and hear their talk.

"Farmers on all sides were asking
questions about the line-up, and 'who
this new man Nesbitt was.' Of
course my man was right on the
spot to give all the details concern-
ing the 'new man.'

«'T^HE spreaders were left assem-
bled for about a week, then I

got busy canvassing the names we
secured. For some days I sold at
the rate of three spreaders a day,
and, with the help of one of the
manufacturer's salesmen, was able

at the end of two weeks to sell three carloads—36
spreaders—cleaning up $900. That overcame my first

season's deficit, put me on my feet and sent me on
the road to success.

"Since that time, I have been gradually adding to
my line, till, to-day, there isn't an implement for
farm use that I don't handle.

"I have a certain cast-iron plan which I follow and
only deviate from it under exceptional circumstances.
When I take on a new line, I first of all examine the
stability of the manufacturers behind the goods, thus
protecting myself and my customers.

"I buy everything from the manufacturers for cash
and take advantage of the discount, which, in a year's
time, amounts to a considerable sum.

<<T ALWAYS impress on my prospects the advant-
ages of buying for cash—even though it may

mean getting a loan from their bankers. If the man
is worth his salt, I have always found that such loans
are easy to procure. On the other hand, if for any
reason a man doesn't care to purchase a loan, and
decides to buy on terms, I say to him:

" 'Well, Bill, if you want some time, I can take care
of you from here, and I am the worst man you will
have to deal with.' By buying everything for cash
myself I am in a position to do this.

"I keep samples on hand of most of the lines I
handle, first to show the customer what he is buying,
and if necessary to give a demonstration. It is no
use trying to sell something if you can't demonstrate
what that something can do!
"There is nothing like keeping xip the interest,

and bringing your goods constantly before the public,
if you want to succeed in selling.

"I do this by advertising in the local papers, by
letters, and posters scattered through my territory.
"My system of advertising in the locai press Is this:
"For two weeks I will run one 'ad.' describing one

article; for instance, if it is a tractor I wish to adver-
tise, I have that in and that only, with a cut to illus-

trate it. When this has run two weeks I change it

for something else until I have gone through all my
lines. Of course this plan is modified slightly to
meet seasonal requirements.

«TN going after sales I study my prospect, the con-
ditions he is up against and endeavor always to

find out what machinery will help him best. It is bad
business to force on a man an article for which he
has little or no use.

"I always show a prospect in facts and figures why
he should buy my article; and try to make him see
that he can't aff^ord to be without it.

"After I have sold a man I make a point of a
prompt delivery. This leads me to a very important
phase of selling implements and this is: SERVICE!
"There is much talk these days of service; how it

should be given and who should pay for it, but it is

up to each dealer to settle these points for himself.
Personally, I keep two service men to look after my
work.

"Whether a prospect should pay for service, or
whether he should get it free, depends on circum-
stances. I don't weigh the paying point too seriously;
my business is to please my customers and make them
all my friends.

"Talking about service and pleasing customers re-
minds me of an incident that happened to me some

time ago. One of my customers
came to me one day and said:

" 'Jack, I want to buy a separator
and I want such and such a make,
can you get it for me?'

"I didn't handle the separator he
wanted, and told him so, but I said I

had one which I thought was just as
good. After I demonstrated the ma-
chine to him he was satisfied and
bought it, and I had it delivered. In
a week or so he had the opportunity
of comparing his machine with the
machine he wanted to buy originally,
with the result that the other ma-
chine, in his estimation, was much
superior to his own. He came right
down to me with his story. He was
certainly dissatisfied with his separ-
ator. So after discussing the merits
of the two machines with him, I
said:

'"Look here. Bill! You go back
home, put that separator on your rig,
throw something over it and bring
it back to me!'

« A WAY
good

J. E. Ncsbitfa premises. Newmarket. Note the riope at rigrht of photo. Under the level ofmain entrance is the grarage end of business. There are few implement dealers more alive than
"Ja**" Nmbitt.

he went, and like the
sport he was, drove

a round-about course when coming in
so that the man 'up street' wouldn't
see him bring back that separator.
I gave him back his money and told
him to go to the other man and buy
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the separator he wanted. By that act I made one of
my best friends. In fact he has acted on his own in-

itiative as a sub-agent for me. I may say I lost no
time in getting the agency of that other separator.

"I have a host of self-constituted sub-agents among
my prospects who, because I tried to please them in

every way, are eager to return the compliment by
helping me all they can.

«T70R years it was the custom with me in the spring

to have the customers I had sold during the
winter come in on a certain day for their goods. In

they would come from every direction with great noise
and clatter. After loading up the rigs—about 70 in

number—I entertained them all to refreshments. And

if they weren't the pleased bunch! It was a great
sight to see that lon^ procession moving out of the
town.

"I think out the best policy to pursue in my business
and rigidly adhere to it. I am opposed to begging
for business. The man who is sincere and has con-
fidence in the lines he handles will have no need to

beg, business. Persuasive power—a thing you hear
much about these days—matters little if you can't
show facts and figures.

"I never load a man down with a great amount of

detail about his machine; I tell him enough so that he
can run it intelligently. No farmer wants a machine
if he thinks it is so complicated that only an expert
can handle it. Go easy on the details, but emphasize

fully the ability of the machine to do the work it was
designed to do!"

MR. NESBITT, besides handling farm implements,
runs a garage, and handles repairs, automobiles

and accessories. He has the agency for the Nash,
Overland and Dodge cars. He also handles water sys-

tems, power- and hand-washers, and pianos and
grafanolas.

In all his lines he is successful. He believes that
work, service, sincerity, and then more work will

bring success in any line of endeavor. When the

M. T. I. representative was leaving, Mr. Nesbitt said:

"Yes, sir, it is a great game! A splendid game, and
I love it!"

There is the secret—ENTHUSIASM

!

SELLING WINTER ACCESSORIES
Sell Your Customer TVhat He Really Needs; If He Doesn^t Know, Tell Him

THE succe'sfuJ selling of seasonable accessories

depends upon two things, according to Alex.
Renaud, of the Renaud Motor Supply Co.,

Montreal

:

1. Stock up with what you really want.
2. Sell the customer what he really needs.
If the customer doesn't know what winter acces-

sories he needs, it is up to the dealer to advise him.
Often an auto owner is too inexperienced, and should
be given useful tips by the accessory dealer.

Mr. Renaud has been selling accessories on his own
account for the past six years. Each year has record-

ed an increase of turnover. And this year's records,

already, in those lines that may be styled as "Winter
Accessories," prove that the business is increasing.

And this, let it be emphasized, when there are more
dealers handling the lines than ever there have been,
since automobiles became so numerous as to demand
that many dealers handle repairs and supplies for the
upkeep of these cars. "We are all getting good busi-

ness," continued Mr. Renaud, "and there is a big future
ahead.

"For $2,000 or $2,500," said Mr. Renaud, "a good
stock of accessories can be bought. And the best way,
if the dealer has confidence in the salesman, is to let

him select a stock that will suit his needs. Of course
this depends upon the salesman being fair with his

customer."
There is much soundness in this suggestion. For

the auto dealer who has not handled accessories will

not know just what he requires, while the travelling
man, having sold others along the line for several sea-

sons, and being conversant with their sales, is in the
best position to help the dealer in his selections. Such
a plan, if adopted, would quite probably overcome a
stocking of unsaleable lines which would only keep
good money tied up. Therefore, even a somewhat
more modest beginning could be made than that sug-
gested, and the extent of stock will be determined,
quite naturally, by the district in which one is located.

nrHE use, and quite naturally the sale, of automo-
biles is increasing every year. "Oversold." What

a distasteful word that has come to be for the man
who wants stock; for the man who has the orders
either in band or to be had for the

going after; for the live-wire mer-
chant, who has, indeed, had few quiet

m'onths during the past two or three
years! And, from the best-authenti-

cated sources, the demand will 'noit

only continue; it w/ill increase, that
is, if the capaoiity of the motor car
makers can toe so increasied as to meet
the seeming unceasing demiand.

Uip to the end of December, 1918,

the numlber of cars throughout Canada
was over a quarter of a million; in

exact numlb'ers, 269,727. It is esti-

mated that not less than 100,000 oars
were added during the present year,

1919. With even a fair increase added
to this in 1920, it will toe no length of

time before Canadians are the owners
of half a million ears. Think of it!

What does this miean to accessory
dealers? It means, in a sentence, that
there will ibe an enormous and in-

creasing demand for accessories, and
it is the man vvho goes after this busi-

nesis who will acquire the profits.

Mr. Renaud, in developing his business for auto-
mobile accessories, has issued what he calls a "Winter
Jaialogue." This contains illustrations of such lines

as are required by the auto owner. Mr. Renaud states

that, with three or four exceptions, the lines shown
were real necessities.

Aside from tires, which are always seasonable, there
will be a big sale for warm robes, as in our Canadian
climate these are indispensable. Non-skid chains will

be a big seller, also lifting jacks. An extensive de-

mand is bound to develop for trouble lamps and bulbs
for these, and for headlights, tail-lights, etc.

A line of radiator covers, the fxtent '^f wh'ch will

depend upon the probable trade to which one may
cater, will prove to be good profit-yielders. Then fol-

low windshield wipers, side, rear, and front curtains,

celluloid for windows, electric radiators and foot
warmers, charcoal heaters, driving gauntlets, pack-
ings, oilers, etc.

One of the best sources of turnover is that afforded
by oils. The dealer can easily secure a reliable line of
oil which will prove good advertising, that is, if he
can offer his customers a brand of oil which will be of
uniform good quality. Graphites, non-freeze radiator
compounds, etc., all come under this head. And there
are, in addition, the many kinds and grades of tools,

including pliers and wrenches. Added to these, pack-
ings and various nuts, washers, copper p-askets, and
many other staple, as well as some special, lines will

be in regular and steady demand.

IN getting after winter accessory business, two things

are very important. Mr. Renaud, himself, realizes

the importance and value of good window display, and
he spends a considerable amount of money in this way.
If you have the prospects passing your window, that's

the time to seek their interest; the window is an ex-

cellent medium, and as you must pay rent for the

store, make its "face" so attractive that the buyer
will have the very best excuse in the world for en-

tering your store and making the purchase.

Then there is advertising. This must be made as

effective as is possible, and the plan of hitching up to

this "Winter Accessories" caption will appeal to many.
To use the words of Mr. Renaud again:

"Some think that we ought to create a demand on
the part of the consumer, and then they—the dealers

—

will buy, instead of the dealer getting out and show-
ing the car owner what he needs. There are many
things that can be sold and which will readily meet
the wishes of the car owner if he be shown them.
Through pointed, effective advertising, great improve-
ment of sales can be effected, and it is now the
eleventh hour, so to speak, if the dealer has not
already mapped out his campaign."

Mr. Renaud is one of those who is convinced that,

in the immediate future, lies an opportunity for the
aggressive dealer to exert his initiative, and to secure
business for the going after which will yield excellent

profits. There has been great growth in Quebec and
Eastern Ontario, Mr. Renaud says; and there should
be a growth in every part of Canada. The accessory
dealer has a mine-field before him which only needs
consistent, relentless mining, to reveal the hidden
profit nuggets.

M.A.T.A. SHOW, JANUARY 17-24

A IjL is merry and bright in Montreal Automobile

trade circles now; peace prevails, but not quiet-

ness, for there's an immense bustle going on just at

present as the Montreal Automobile Trade Associa-

tion prepares for the big show which is scheduled for

January 17 to 24, inclusive, in the Grand Palais, Sher-
brooke Street East, near St. Denis Street.

The Canadian manufacturers, distributors and deal-

ers in pleasure and commercial cars, tractors, acces-

sories—and even aeroplanes—will be present en
masse. This will be the big event of the auto year in

Quebec, and as all the space has long been booked up
there is no doubt as to the success of the affair.

A list of exhibitors has been received at the M. T. I.

office, with enough names to fill about two columns. It

is expected that manufacturers or distributors of cars
new to the Canadian trade will be represented, and
in addition several lines of accessories new to this

country will be shown. Every automotive dealer who
can get there should visit the M. A. T. A. exposition.

A window display of auto accessories carries a real interest for every car owner
every day and that the auto factories are still

Do you know that there are 9,000 cars being turned out
away behind with orders?



Stories of Implement Dealers' Successes

Doing Ninety per cent. Cash
Business

"N
INETY per cent, of our 1919 business has been for cash."

This Etatemerjt, wihich, until very recently, w.ould have been
alncit irxircdilble in the inrir'lerccnt tusine&s, and even now is all

too Tar*, is vr.&de ty Eartiran and Card, of Naipanee, Ontario, who handle
farm mEch.ineiy and supplies According to their letter-head, this includes
al.<;o: Buggies, cutters, wagons, pianos, farm tractors and Gray-Dort cars.

Knowing what a large proportion of their business is closed for cash,
it is not surprising to learn that this agency is amongst the mo.st sueces'sful
of tie I.ir.C. Egercies in Canyda. Mr. Hartman was asked (by the M.T.I,
to put into a nut-shell fome of the reasons for the success attained hy
Mr. Card end hin-self. His five rules for doing Ibusiness are as follows:

"1-—We try to do a stiuare businers with the customer, as well as
with IJhie convpany, by treating him juist the .^ame after we sell ihim as
before.

"2.—We endeavor to handle only the best lines of goods on tihe market,
and we make a point to put them into first-class condition before they are
ihardcd over to the pwrchasier, as well as to keep them in A-1 shape after
they are sold.

"3.—We try to fihow every profipective customer where he can save
money and labor by buying—and by buying from us.

"4.—We have .iuis-t one price to all>—and that is the list'price. 'This
prevents any hard feelings, or friction, or talk that we have a 'preferred'
list of customers.

"5.—We a'-ways do just what we agree to do, and never promisie any-
thing that we do not ex;pect to make good on. It is a fatal mistake to
promife mere thrn you are isble to perform, or to ex,>ggerate the abilities
of any piece of machinery, just for the sake of making a sale.

"I feel that I am well within the truth in stating
that our business during 1919 has been nine-
tenths cash," continued Mr. Hartm.an. "Just think
of all the bookkeeping this alo^ne saves! I
always try to show the customer where it will
pay him to go to the bank and borrow the money,
rather than sign even a short-term note for ihalf
or two-thirds of the purchase price."
There is no "live" bank manager who will not

lend a competent farmer money to purchase an
impiUment which will help ihim increase his pro-
duction. This has been found particularly true
where farmers are contemplating buying tractors.
A. bank manager wiU at once recognize how much
this v'ill mea^n in increased production. He usually
is only too willing to finance the transaction.—
or at least a portion of it.

Put Yourself in Your
Prospect's Place

NTEREST yourself in your customer's business
and get him interested In yours.

This is the secret of successful business,
says W. J. Clark, implement dealer, of Aikona,
Ontario, in discussing with the M.T.I. some of
the points which lead to profit, as well as to the maintaining of a high standardof busane.« integrity. Mr Clark was asked to itemize the fundamental wS
\^!r tZ,l%lT t° P^^^^"t proportions, and

affollows-1
™ overcome ,he listed some "pointers"

nffpr'Jir^^
i«iplement dealer must have confidence in the goods that he is

/ sale otherwise prospective buyers will, in some way or another,

ZT^rTZ I fi^^'ly 'believe the lines I handle are the bes^on the n-arl et to-day- away afead of any other competing goods. I believe inseUng the class of ,gccds that I wcuJd buy and use myself I suppose this slealiy an £(Ff location of the Golden Rule: Put yourself in your prospect's place

Z
/'^d'e^^vor *o gave service—promptly and efficiently—to any personwho buys from me; accordingly, customers learn by experience that they willnot be left tied up, or in the lurch, at any time.

^.^^3'^^l^'^''^\^^
-^'"^^ machines every minute, and also study t^he otherirllow s. I am thus m a position to point out to all prospects where my lineshave It over the lines handled by my competitors.

^ ^""^ ^^'P'^^"" C'l"=eerful a.nd bright, even though I have my own

prospeils
''""^ ^^"^ ^ endeavor to put good humor into my

I

"5.—I try, if possible, to arrange my calls so that I can visit a
prospect under the most favoraible conditions. I don't talk to him if he is
too busy, and .if he is perturbed by some difficulty I try to give him a
hand to help him out. Then I leave ihim without taking up his time to
discuss the implement I am trying to sell him, and make a point to drop'
around some day soon afterwards, when he is likely to be in a happy mood.

"6.—I do net like pessimlists—nor do I like to be a pessimist myself.
This wiorld would be a better world if there were more optimists in it,

and there would ibe more successful implement dealers if they were more'
optimistic as a class. If a prospective customer is feeling hhie and
gloomy, I tell him things are bound to change for the better; and try to
convince him that implement prices and agricultural prospects are sure
to improve.

"7-—I try to be generous in small things; this helps to turn small
deals into larger deals.

"8.—I endeavor to be kindly disposed to all men. I laugh with thosfel

who are merry, and weep with those who are sad. I tell a story to
those who like stories, and try to cheer up the sad ones. I study each
customer so that I will be familiar with his every mood and quirk.

"9.—I get my prospects interested in my business, just as inten-
sively as I am interested in theirs. I ask each man the names of persons
in his community who wants a binder, or a mower, or a tractor, and he
feels that he is helping me to sell a machine. I find it is a greater
incentive for him to buy when he feels that he is co-operating with me
and helping me sell.

"10.—I try to be lenient where the occasion demands it, and I en-<

deavor always to keep my word to the letter. An implement dealer may
find he occasionally suffers a temporary loss by sticking to this policy,
but it will be a gain in the long run."

Service, Clean Business and
Frankness

ERVICE and clean business"—this is the
motto which has enabled Charles I. Edwards,

^^of Rocky Mountain House, Alberta, to put
across a record business for 1919, and start 1920
with the brightest prospects of any implement
dealer in his section of the province.
A policy of absolute frankness has also com-

bined to build up Mr. Edwards' business. Dis-
cussing this phase of implement dealing with
the M.T.I, he says:

"When a prospect comes into my place and
wants a piece of machinery, I always endeavor
to find out exactly what he wants it for. If,

after discussing the question with him, I come
to the conclusion that he does not need this piece
of machinery—or, at any rate, does not need it

now—I tell him so, frankly.

"If I have a line which is more suitable, I

show him this, and let him decide between the
two. It is poor business to sell a man an article

which is useless to him—or even one where he
won't get as much value from it as he should.
It is far better to let that sale pass; in this way
you will keep him as your friend, and you will

do business with him later.

"Cash sales are better for the implement dealer
as well as decidedly better for the customer.

"Last month a farmer wanted to buy an Oliver gang plow, a third cash,

the balance in a little more than two months. I pointed out the difference

between the cash price and time price, and then drew his attention to the fact
that interest at 8 per cent, started from the date on the note. I figured it

out for him and showed him that the short convenience was not worth what
ho would have to pay for it. He took the plow for spot cash. He is now
Satisfied, and has no worry over a note coming due. I also am satisfied.

"Service is one thing that I always make a strong feature of in my business.

"The mail service here is tri-weekly, so in the rush seasons if a man
comes along for a part which I don't have in stock, I wire for it.

"I am firmly of the opinion that the man in the garage or implement
business, who makes a specialty of giving the very best service is the man
who is going to get ahead. I know of a case where a farmer called his neighbo!;:'

on the 'phone, and said: 'Say, George, I've broken a ring on my engine; who's
the best man to call up to get it?'

"'I would call up Edwards; he keeps a good stock of parts and repairs on
hand, and if he doesn't happen to have a ring in stock he will sure do his best

to get it for you in a hurry.'

"My experience has firmly convinced me that farmers' talk and rapid, up-
to-date service will keep your place of business humming."
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MILKING MECHANICALLY
THE man who first got the idea of milking old

"co-bossy" by machinery was a daring inventor,

says an exchange. No doubt he encountered the

gratuitous advice right and left that this was a
function which could not be performed mechan.ically;

that it took the living flesh and blood of a man's hand
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INCREASED DISCOUNTS
IMPLEMENT dealers, both in Canada and in the

United States, have been agitating for larger

discounts, and the agitation has attracted a great

deal of attention, from manufacturers and distribu-

tors both. M. T. I. is strong for increases, and siz-

able ones, and for months has been campaigning to-

ward this end. Several letters have reached this

office, indicating that this series of articles on "Imple-

ment Dealers' Problems" has been followed with

great interest.

One of the most successful dealers in the Canadian
West writes M. T. I. as follows:

"There is no doubt but that the manufacturers are
following you closely, and I should like to see you
cover the ground so thoroughly, and place the whole
case before them so clearly, that they would be forced

to act."

An Ontario dealer, who is struggling to build a

small business into a big one, writes:

"Keep up t,he good fight; I am having a

tough time of it making both ends meet, but

I won't have to quit here if discounts are

raised. More power to your elbow!"
There will be no let-up in our attitude on

this subject. At times throughout the year
there will be further articles, giving facts

and figures which will prove irrevocably the

implement dealers' right to larger margins

—

and a living profit.

Apropos of this, it is interesting to note

that one of the largest pldw and tillage imple-

ment concerns is now billing repairs to dealers

at a 35 per cent, below list price. This dis-

count applies to most of the items on the
implement list—the exceptions are plough-

shares, mouldboards and landsides, on which a
discount of 25 per cent, is allowed.

PEN FOR PAN MAN
AWARNING to all automotive Wallingr-

fords who pass the border line of legi-

timate stock promotion, and thus get

within the law's clutches, may be seen in the

stiff sentence handed out just recently to

Samuel C. Pandolfo—and none too stiff, either,

under the circumstances. Pandolfo, who sold

several million dollars' worth of stock in the

Pan Motors Co., St. Cloud, Minn., got ten years
and a fine of $4,000, on the charge of using the

mails to defraud.

Charter members of the M. T. I. subscribers

may remember that last spring we ran a couple
of photographs showing the Pan car. At that
time it was mentioned that Pandolfo was under in-

dictment, and our readers were allowed to draw
their own conclusions. Twelve directors, also under
indictment, were acquitted.

The verdict finds Pandolfo alone is guilty morally
of making misrepresentations to some 60,000 stock-

holders who up to the present time have paid for some
$7,000,000 worth of Pan Motors Co.'s stock. The stock
is $5 par and was sold for $10. Pandolfo explained
that the additional $5 was to be used for developing
the company. He took as his share that part of the

extra $5 left after paying promotion and development
expenses.

CECIL DIXON JOINS M.T.I.

CECIL DIXON, until the end of
1919 manager of the auto
accessories and bicycle depart-

ment of Hyslop Bros., and one of the
best-known men in Canada in his

field, has joined the staff of M.T.I.
This is in line with strengthening

the publication which, although not
yet a year old, has made record pro-
gress and already has 3,000 sub-
scribers.

Mr. Dixon will contribute occa-
sional articles and his services will be
available to any M.T.I, subscribers
who wish to consult him on automo-
tive accessory topics. If there's any-
thing you want to know, write the
Editor of M.T.I, and the query will be
turned over to Mr. Dixon. He's at
your service.

.remember every item, the stock should be system-
atically arranged and carefully indexed so that any
salesman in the store can locate any article a cus-

tomer asks for.

Illustrated catalogues are useful, and well-arranged
show cases or sample boards are even better, iin en-

abling customers to pick out articles that they may
want. Moreover, a customer looking through a cata-

logue or on a sample board for some article he has
in mind will frequently run across something else that

he did not know you had in stock.

The point to remember is that every salesman must
know the stock thoroughly, otherwise he cannot hope
to realize all the sales possibilities that come his way.—Auto Trade Journal.

MUST HANDLE TRACTORS

AN encouraging sign of the times is the mental
attitude of the implement dealer toward the
proposition of power farming equipment mer-

chandising. There was a time, not more than a year
or two ago, when implement dealers really considered
whether they should handle tractors or not. Last
year the National Federation at its annual meeting
adopted resolutions expressing a belief that the sale

of tractors belongs by right to the implement trade.

This year at implement dealer conventions discus-

sions are not as to whether they should handle trac-

tors or not, but how best to readjust their business
along power farming lines. The thought is being
generally expressed that unless the implement dealer

does handle tractors, he won't be an implement deal-

er very long

—

Exchange.
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or a calf's mouth. Yet to-day we have a number of

mechanical milkers on the market that milk cows.

There is a great and undeniable demand for the

milking machine. Properly operated, it solves the

acute problem of dairy labor. No dealer can afford

to give it any but his most earnest consideration.

The future of the milker business is going to be
much greater than its past.

T
DEALER'S SOUND ADVICE
HAT every member of the automotive indus-

tries should be a booster for improved highways
is the contention of an automobile dealer who

is a leader in Ottawa trade circles. He offers the

suggestion that every newspaper advertisement and
printed circular used by an automobile house should

carry a slogan which refers to the subject of
good roads. This man is Fred L. Murphy.
Murphy practises v/hat he preaches because
his recent newispaper advertising has h,id the

following line:
—"Build now the county and

provincial roads we need and prosperi y will

ride to every Canadian's gate."

He has suggested th^t the Automotive
Trade Association of Ottawa adopt such a
slogan for general use.

A'

—"Farm Implement News."
Some ways that profit may escape.

SALESMEN—KNOW THY STOCK
How often has it happened that you have told

an inquiring customer you haven't a certain

device in stock, only to find out sometime
afterward that you had it after all in some unsus-

pected place? It is safe to say that this happens
occasionally in the best of stores. The loss of the
immediate sale is something to ponder over, but the

effects are much worse if the customer finds later

on that perhaps a friend of his went into your store

the very next day and bought the same article the

first man inquired for.

Every salesman should be kept posted all the time
as to just what material is in stock. If the store is

too large or the stock too varied for a salesman to

PREVENTING "LOST SALIl'S"
SUCCESSFUL accessory deah i has
adopted a plan whereby he c; .-. de-

termine what line of accessories he
should stock. He has a printed "Lost Sale"
slip, and whenever he has a call for any
article he does not carry in stock he requires

that the salesmen fill out one of these slips,

entering the name of the article, the possible

amount of the sale, the reason the sale was
lost, name and address of party calling for

the article and also whether the party wishes
to be notified when the store has that particu-

lar item in stock. These slips furnish him
with a complete history of lost sales and
through them he is able to know the number
of sales lost on any one item. They not only-

post him upon articles for which there is a

demand that he does not carry in stock, but
they also show him the number of sales he

closes because of insufficient stock.

For instance, he had never carried a stock of wheel
lugs. He merely had a sample of the various designs,

and when a customer called for wheel lugs he would
show him the samples and order them for the cus-

tomer. This caused several days' delay, often for
weeks. After installing this "Lost Sale" slip, he found
that he was losing a large number of sales on these

articles simply because he did not carry them in stock.

During one week he lost sales amounting to more than
$14 on this one item. It did not take long to place an
order for wheel lugs, and thereafter he had them in

stock.

Trouble lamps proved another item upon which he
found he was losing a large number of sales because

he did not have these in stock.



ROSENHEIM BUYS A FARM
Pinched (With Permission) From "Timken Magazine." Sketches by CLYDE E. DARR

"I contrackt with a
/

feller to take the
extry ai^s"

ar 1"^ HE hen
I what lays

them gol-

den aigs aint a

fairy any longer,"

said Max Rosen-

heim, proprietor

of the Scotch
Woollen Mills

Emporium, high-grade men's and boys' clothing, as

he placed a paper bag on the table, the knotty projec-

tions proclaiming its contents.

"Sixty cents a dozen did the robbers charge me,

without the customary two-per cent, off for cash and

if I claim a rebate for spoilage a liar I am and nothing

I get. A farm I'll buy and be innerpendent."

"Don't get foolish in the head, Max," said Rachel,

his wife; "a shoe-maker should stick to his last, remem-
ber. You are a business man and can fail any time at

a profit, but if as a farmer you fail they take it your

farm away and then they laugh in your face."

"Yes a shoemaker should stick to

his last and a tailor he should stick by
his bench, but the farmer feller he
sticks everybody. Sixty cents I pay
me now fur a dozen aigs laid by
a hen what aint worth more as a

dollar on the hoof. It don't take any
brains to be a farmer. If a farmer
was a business man like me he could

from a forty acre place be richer than
Andy Rockeyfeller. See what he
misses by not being a finanseer. A hundred dollars

what is invested in them Liberty Buns, works nearly

a week to make a nickel, and here one of them dollar

hens lays a five cent every day in the week. Each hen
represents an earning capacity of seven hundred dol-

lars, and with a hundred hens he could form a com-
pany capitalized at fifty thousand dollars and sell

stock. Oil wells they go dry and gold wells they play

out, but a hen has gotta lay them aigs—they can't

help it.

"A great head you got for business. Max, I know,
but runnin' a farm aint like a clothing store, and—

"

*<OUT, nu, I should say it aint, sixty cents they
^ charge me for aigs what I don't see the inside

of, which is, perhaps, like a glue factory. When a man
buy from me one of them all-wool fifteen-dollar suits

he bargains me down to eleven-ninety-€ight, which
leaves me only seven dollars profit, and I have to

throw in a pair of suspenders and keep the suit in re-,

pair for a year.

Does the farmer
feller agree to keep
them aigs fresh

for even a week?"
"I like it the idee

of a farm because
of Abie and Rebec-
ca, but, Max, you
don't know it even
how to milk a

cow."

"R a c h e 1 , how
often is it I tell you I got brains? Milkin' a cow is so
easy as sellin' a Palm Beach suit to a 'fat man in July.
You just get one of them separators and you just take
milk from the cow like water from a faucet."

"Say, Pop," said Abie, who had been an interested
listener, "if you go buy a farm you will be called a
Rube and a Hayseeder."

"Abie, you get your eidees from them vawdville
theatres, where a farmer looks like something left over
from a fire sale. Believe me, the Rube is the feller

who pays sixty cents a dozen for aigs what is laid by
a dollar hen."

"All I can say is. Max, don't let them real estaters
cheat you. About a farm nothing you know, remem-
ber."

"Rachel, is it you think a man can be cheated buyin'
a farm when me they charge five dollars a bushel for
pertaters and sixty cents a dozen for sight-unseeri

aigs? Land is land, aint it? Never you have to allow
for shrinkage, styles don't change on you in the middle
of the season, and steal it from you nobody can. I go
me right now and see about it. If Misses Ck)hen comes
over to borry an aig, remember none you have in the

Quick, I buy it a farm"

house. Sixty cents a dozen with no insurance is too

big a risk with Misses Cohen's poor memory."

II/^ITH Rosenheim the birth of an idea was a signal
' * for immediate action and soon he was in the office

of a real estate dealer who welcomed him effusively.

"So, you want to buy a farm? Great idea, Mr. Rosen-

heim, grand idea. The farmer is certiiinly a lucky

man these days, with wheat at two dollars, butter at

fifty cents and—

"

"And them aigT at sixty cents for mebbe a short

(lozsn when you count 'em. Nothin' you can tell me
about that already. What I want me now is a small

farm where I can stick someone else like I get it."

"I have just the place for you. Beautiful little farm
cf forty acres, well watered—

"

"I dunno about that. My dockitor he tells me that

them well water is dangerous for them typhoid fever

bugs, for me I like the hydrant."

"Oh, well in the country, of course, you will have to

put up with minor inconveniences. But think of the

f re.sh air" and the pure milk, fried chicken, and fresh

fruit to offset that purely artificial

regime that you have lived under so

long that you consider it neces-

sary, but which is not. You have
a car and can motor to the city

every morning in half an hour, and
back again in the evening. You
can raise everything you eat and
have a surplus to sell. All the

petty cares and annoyances of city

life are forgotten as under your
own vine and fig tree you contemplate life in its wider
range, your leisure moments devoted to the study of

Nature at first hand, your children joyous and happy,
your wife contented and cheerful, greeting you upon
your return from business cares with a smile of

perfect peace. Such is the home life of the modern
gentleman farmer."

"Oi, oi, man, what a clothing salesman you would
make! If ever you are out of a job come by the Scotch

Woollen Mills and I take you on at your own price.

Such langwidge you can use, I like it the way you tell

it about that vine and fig tree. Figs they charge me
forty cents a pound for, so I guess

I raise them myselluf." The deal

was quickly consummated after a

hurried motor trip to the farm, and
Rosenheim lost no time in moving
to his country home.
"What you want to do first, Mr.

Rosenheim," said the agent after

the deed was recorded, "is to get
you a good light tractor."

"What it is a tracker?"

"Say Pop, /

didn't know a
hen could crow

a dozen for them aigs. I was going to raise pertaters
like what we payed five dollars a bushel last winter,
but I read in this farm paper, that pertaters is raised
in hills, and this farm is as level as a floor."

Rosenheim purchased twelve chickens from a neigh-
bor who guaranteed them to be of a laying stock. Tak-
ing them from the car he untied their legs and turned
them loose. "A dollar apiece I pay for you and now
you lay me them sixty center aigs."

"M a X," said
Rachel, "is it sure

you are now that

you will be able to

sell all them aigs?
Twelve you say we
will get every day,
which makes seven
dozen by the week,
with no neighbors
to borry, and eat
them all we can-
not?"

"Ah, Rachel that
shows what a busi- ©

~

ness man I am al-
"~

ready. An egg peddler I do not wish to be, and the
grocery man probably would be a cheater, so when I

buy me the chickens I contrack with the feller to take
the extry eggs. An' honest man he is too"; he says,
"Mr. Rosenheim, you aint got the time to sell all them
aigs what you are going to get, so I will take them to
the market with mine and not charge you a cent
c'mishun. He said he would take over ewer aig them
chickens laid and pay me full price whatever he gets.
I like it in the country where the neighbors is so honest
and ackomerdatin'."

ipARLY in the morning Rosenheim called, "Come on
Abie, we go out and pick up the aigs for break-

fast—a dozen we should get."

The most painstaking search failed to reveal an egg.
"Well maybe they aint got used to the place yet,"
mused Rosenheim.

"Say, Pop, I didn't know a hen could crow."
"And they can't, Abie, a hen

kickles and a roositer crows."
"Listen Pop, your twelve hens are

all crowin'."

Rosenheim's bitterest pill was
when Cohen thrust his head into
the door of the store and said, "Max,
Jakey Steinfelz was tellin' me that
you have gone into the 'male order'
business."

"Sixty cents a
dozen did the robbers

charge me"

"So easy as selling a zoot yes"

<*\XfITH a tractor you can do all your farm work,
plowing, cultivating, discing, etc., without em-

p'oying a horse at all. I would recommend one driven
by a worm. A small one, not the large caterpillar."
"And is it an animal trainer you think I am? Me, I

got no time trainin' a worm and I don't think it could

be done anyway. Caterpillars there are a lot about
the place I know, because Abie put a dozen in Mom-
mer's bed, and a good lickin' he gets, but I think I

farm without them."
"You're quite a joker, Rosenheim; but seriously, if

you get a small tractor equipped with Timken-Detroit
worm gearing and Timken Bearings you'll get good
results. Plow deep, cultivate thoroughly, keep out the

weeds, be liberal with the fertilizer and you'll win
out."

"Rachel," said Rosenheim a few days after they

were settled. "This farmin' I think I like. Already
I have bargained for a cow. The feller tells me she is

dry and he will sell

her cheap, so I pay
him right away.
Water we have a

plenty so she will

not be dry here. I

guess we better

speshulize in chick-

ens. I get me one
of them inkerba-

ters and teach you
how to wind it up
and soon we be
getting sixty cents

"Great
idea, Mr. Rosenheim"

Auto Production Sets New
Record

npOTAL motor vehicle production in 1919, including

passenger and commercial, reached 1,891,929,
representing a wholesale valuation of $1,807,594,580,
establishing a record in the automobile industry, the
National Automobile Chamber of Commerce an-
nounces. Passenger car production was slightly less

than in 1917, totalling 1,586,787, as against 1,740,792.
Truck production, however, advanced from the prev-
ious high record of 227,500 in 1918 to 305,142 in 1919.
Motor vehicles exported during 1919 aggregated
$110,000,000 in value.

Combined with the wholesale value of bodies and
accessories, last year's wholesale valuation places the
automobile industry on approximately a two billion
dollar basis, with prospects, it was said, that the
business during the current year will rank second to
steel among the manufacturing industries of the
United States.

The largest percentage of increase in registration
of cars during the past two years has been in the
agricultural districts, Tennessee, Alabama, Louisiana
and Georgia leading. New York leads in the actual
number of registrations with 570,000 or one for every
eighteen persons in the state. Ohio is second with
511,000. Nebraska and Iowa divide honors in leading
with the greatest number of cars per capita, statistics
indicating one for about six persons.—New York



Almost Any Garage Can Be Improved—and

WITHOUT SPENDING REAL MONEY!
WE have often been told how to improve ouv

places of business, and as a rule the sug-
g'estions are good, with this exception,

that they call for real money to put them
into effect; and who ever heard of a garage
man who had any money that he could possibly spare?
The "big bugs" in the city might have lots to spend on
"trimmings" but we little fellows out in the country
are nearly always "shy." So it's no use telling us
how nice we could make our place if it means spending
some of that money we are always trying to corral,

and which keeps us just one jump ahead of the
sheriff. However, here are a few ideas that won't cost

you anything to speak of, and are absolutely sure

"result getters." I know, for I've tried them.
Don't buy anything that you have to educate the

public to understand; there are enough lines that they
know well to make you a living!

Most places have a showcase of some kmd; it should
be kept clean inside and out. Don't let the help plant

an oil can on it to leave a greasy circle, to which the

dust will stick. It is a mistake to pile any old junk
inside the case; one of a kind is enough if the case

is small, and when you sell that, replace it with a
bright new one out of the package. A few attractive

showcards will also help to sell different lines. I

make it a rule to stock nothing until the public begins
to a?k for it. When a traveler tries to sell me some-
thing and tells me what a wonderful thing it is I put
the issue squarely up to him and say, "When you have
created a demand for the article and have the public

asking for it, then I will stock it." I stand a chance
to lose one or two sales at the start by not hav-
ing it on hand, but / do not stand the risk of

having a lot of money tied up in dead stock.

PVERYBODY has heard that "first impressions

are the most lasting." This being so why not
m.ake the first impression anyone gets of your
place a pleasant one? By keeping the entrance
spick and span, you will go a long way to ac-

compl'sh this. Of course the back should be just
as clean, but. Keep the Front Clean. Give the
gasoline pump a coat of nice red paint each
spring, and wipe down the lubricating oil tank.
Have a rod handy to test gasoline in tanks and
to turn on the oil level cocks of Fords without
crawling underneath.

If you do st~raga business, or have occasion to

drive other people's cars, either to test them or
move them around the place, have a chan dust
coat and cotton mitts to put on. This will prevent
your overalls, or the overalls of your men from
soiling the trimmings of any car, or leaving
grease spots that are likely to come off on the
good clothes of your customer. What is more
annoying to a lady entering her car than to have
a n^ce dress soiled, or a pair of white gloves
marked by taking hold of a steering wheel re-
certlv held by a pair of grimy hands.

I know you can't keep your hands clean in the
garage business, but you can have a pair of cot-
ton washable mitts to avoid handing on this
grease to people who want to be your customers.
You will probably find an old dust coat and mitts
that only require the attention of the "Chink" to put
them into your service—are a pair of business-
getters.

When a man rents space in your garage keep it for
him. Don't plank other cars in his stand, even if he
is out. He rents it for 24 hours a day and is entitled
to it. Of course if he is away on a vacation or you
know definitely that he will not be in for a certain
length of time it would be all right to use his space if

you are pushed for room, but not otherwise.

V/OU will probably have a certain number of cars
laid up for the winter. Make a point of having

the customer take out all his tools and loose equipment
and leave them at home; if he doesn't do this, take
the.m out yoursolf, tag them and put them away in a
safe place. Nothing is so annoying or does more harm
to a place than to have stuff lost off cars while in your
care, and it is practically impossible to be watching
them all the timie. Should you even replace a lost
article it is never the same as not losing it at all,

and the customer is apt to think that there is the
chance of losing tools if the car is left with you. Get

the reputation of not having stuff lost on your
premises.

Lime wash the place inside every two years or

m; you will have to spend a little cash but you can
surely "spring" enough to do it when you consider
the difference in the appearance of the place. As a
iiiatter of fact the saving you will make on electric

light bill will soon pay for any outlay in decorating.

Put water in every customer's radiator without wait-
ing for him to ask for it, he is pretty nearly certain

to need it. While you are doing this, ask him if he
has put lubricant in his axle or transmission lately.

You will sell quite a bit more grease and heavy oil if

you do this and there is good money in these sales.

Such parts are out of sight and consequently often out
of mind; the customer will appreciate your mention-
ing it. Don't forget to shoot a little oil over the spring
shackles and leaves, it will help out on the squeaks and
cost you nothing. You can keep an old paint brush
for this purpose, and the oil you drain out of engines
can be used economically. The action of the spring
leaves while running will draw it in and eliminate a

lot of "rough riding."

IITHEN a man is paying you for something he has
' ' dene, don't forget to ask if there is "anything
else." This will bring to his mind in many cases some
little thing he needs and you will be surprised how
often j'ou can "keep the change."
The small sales help out the year's total and most

of them give you a nice margin of profit and after all

that is what we want.

These are a few tried and tested plans, and if you
can show me where any of them are going to cost you
much real money I would like to hear of it. They will

nut money in your pocket and raise your place out of
the common rut. When you once get to this stage it

will be no trick at all to pay for the extra paint and
" ttings you have been wanting to put on the place, and
in will work just like compound interest. The more
ycu do, the more you will be able to do. Get busy and
try out some of these schemes; they cost you nothing-

and are surely worth trying.

A'

Unsympathietic—But—

How NOTio Adjust a

Carburetor

By f: h. sweet
N OLD warrior writes to ask how to adjust a
carburetor. (He's a warrior, because he says
he's repaired every Ford in his county, by heck,,

and any fellow who can battle that many Ford owners
is a warrior.)

Adjusting a carburetor is perhaps the most delicate

operation that a Ford can be put through. For
seventeen long years we adjusted from one to eight
carburetors a day—and truly the first hundred are the
worst.

This is the way to do it: First, ask the owner a
lot of fool questions—this: "Do you have to put much

air in your tires?" If he says, "Quite a good
deal,"' look wise and say, "I thought so—too much
gas." Then tell him a long story about how
much power it takes to run a Ford when you
have to put air in the tires quite often. Of
course that has nothing to do with the carburetor,

but what's the diff. anyway? He's paying money
for your advice—so give him a lot.

—From "Motor World."

Then on the question of stock, don't get loaded up
with a whole lot of any one article. Travelers will

spin that old, old yarn of the desperate shortage there

is going to be; but never mind, spread your money
over more than one size of tire or spring; keep, say,

two of each of the smaller sizes, exceot the 30 x 3%,
which is the fast seller. You can put a few more into

stock without any risk—but only one of a size when
you get amongst the big fellows—and replace them as

they are sold. It will cost you a little more express;

but the extra discount you can get by paying cash

when due will easily cover this; and besides, your
standing with the manufacturers will be much higher
than if you are unable to meet drafts when due. The
manufacturers would sooner see you do a sound busi-

ness and "clean up" every fall than have a lot of

dead stock that you want to hand back to them instead

of paying that overdue account.

Get a good slogan for your business and include it

in all your advertising and on all your stationery;

print it on your road signs if you have any out, and if

you haven't for goodness sake get some out, they are
real business-getters.

IF you have on very greasy overalls, get up on
the seat. While you are racing the motor,,

rub as much grease off onto the seat as you can.

Rub your greasy hands all over the steering-

wheel, too. This helps the owner to remember
your garage.
Be sure to open the cutout. Race the motor

likell. This racing is good for any motor, and
bes'des you never can tell how the mixture is

—

unless you race it for about ten minutes.

Then after you have decided that the motor
will really go—in spite of you—look under the

hrod. This is to see if the carburetor is still

there. Some mechanics go so far as to touch it.

We don't i-ecommend this. If the owmer insists

on looking over your shoulder, turn your head
quickly several times and spit tobacco juice in his

general direction. About two spits will keep him
out of range. Monkey around a little with timer

wires and the radiator and fan. Then put on the

hood. Tell the owner he's "sittin' pretty now.""

Charge him two bucks.

The driver will believe you, and away he'll go

—

hell-bent for election. Don't laugh until you are sure

he's around the corner.

NO U.S. TRACTOR MEET
ONCE again it has been decided by tractor manu-

facturers in the U. S. that there will be no sanc^

tioned national or regional tractor demonstrations dur-

ing 1920. This was decided early in December, at the

annual meeting in Chicago, of the Tractor and Thresh-

er Department of the National Implement and Vehicle

Association. It is not anticipated that this decision

will have any effect on demonstrations planned in

Canada, although the feeling of the tractor dealers,

distributors and manufacturers in every province of

the Dominion is setting more and more against

"shows" which are really no test at all. There will

be dozens of district, or. regional, demonstrations in.

all parts of Canada during 1920, it is confidently an-

ticipated.



By D. R. A. DRUMMOND
—some of the wisdom given to the G.F.M.
Co. dealers at their recent convention in
Toronto.

IT is misleading- to say I am to talk of the American
dealer; I will talk of the American and Canadian
dealer; I know them both.

I was in the office of the president of one of the
large tractor manufacturers, a short time ago, when
the representative of a "Farm Paper" came in. You
know these men have a bad habit of hunting up the
president of a firm first and then asking him embar-
rassing questions. The first question this man asked
was: "What do you know about service?" The pres-
ident just threw up his hands and cried, "HELP."

I do not think you have had it quite as bad here as
in the States. We have misconstrued the word until
we hardly know what service is. Service has come to
mean a great many people going out and taking care
of a man, not charging him anything for it. That is
not service.

To give you an illustration of that: I am not alto-
jrether an example of what a young man should be.
When I was younger I was a lot worse than I am now

;

my mother died when I was a baby, and I was the only
son my father had, and he would give me everything
he could; he gave me about half what he was making,
and I was living in hopes that I would get three-
quarters. They will do it every time and you can ruin
a boy at that rate just as fast as you want to, and you
can ruin a customer in the same way. Giving a man
his repairs free is doing him harm; he comes to the
place where he is helpless; he has forgotten how to
think. If a man is going to give himself any service,
he has to use his brains, and if you don't use your
brains, they will go out of business. I don't mean
every time y^u t-ve a man a bolt or a nut you should
charge him $5.00 for ic.

T Was one of the original men in Western Canada;
» I was bom in the Province of Quebec and went
west when sixteen years old. I gained the title of "The
Tramp Engineer," because I was always on the move.
I had just one policy when I was doing repair work,
and that was, "When you see a man with $5.00, if you
can get $4.95, take it; if you come to another man
who has only a nickel, let him keep it; he needs it

worse than you do." Let the rich man pay for the
poor man's re-

pairs. That is

one system that

fell down; it was
all right with us.

but you cannot
handle it.

The system
originally put up
by the Canadian
F airbank s -

Morse Company
and the J. I. Case
Company was to

put a machine in

the field and take
care of it for

nothing. The
only thing they
charged a man for was when he broke something;
you could make him pay for the parts, but not
for putting them on.

That was a fine policy for the farmer. When I

started to work for the Case Company, they were
doing that. I was called out from Winnipeg to Mackle-
rob, on the Saskatchewan line; I had to get off the
train at three o'clock in the morning; it was nice and
cold, and there was no one to meet me. At last a
Ford car came along and took me out nineteen miles.

The man said: "I do not know what is the niatter with
this machine; it never will go." I walked over to the
engine, cranked it up and it went, and it is going yet as
far as I know.
We changed our system. When a machine goes out

of our factory we are confident that it is in good shape.
That is the first service we give. The biggest part of

our service is making the machine right. We say it

will work, if it does not we will stand behind it. When
that machine goes out, we send a man out with it, if

possible; if it is sold from a dealer to a customer,
the dealer takes care of it, but we see that the dealer

can handle the machine. Once we get the dealer edu-

cated that is done. When he understands that machine
then it is up to him to pass his information along. If

he sends that engine 25 miles or 2,500 miles, it is up
to him to see that the man who gets it, knows what he

Dealer Service Methods
has got, and the more he tells that man what he has
got, the less trouble he will have in service.

T^HE instruction book is a small thing, but instruc-
tion books to-day are almost a text-book. We have

two men in our office doing nothing else but writing
instruction books. They spend their time hunting up
every little detail, and making sure they put into the
instruction book what a man needs. One of the deal-
er's biggest services to his customer is to make him
read his instruction book, even if he has to stand over
him with a club. There is something in them that the
average dealer does not know, because he does not
read them up. The time spent with a customer on his
instruction book is worth a lot of money.
After you have him started, when you are driving

through the country, it won't take you very long to
stop off and ask how he is getting on, and see if you
can tell him anj-thing that he does not know. If you
have made a study of your engine, there is something
you can tell them that they would be glad to know.
That little piece of service to some dealers means
thousands of dollars—just dropping in on your cus-
tomer a month or six weeks after you sold the ma-
chine.

Of course, you have to understand it yourself first.

That is rapidly bringing the service line to a matter
of education, and this educating of the customer has
become so important that the big tractor manufac-
turers are spending thousands and thousands of dol-
lars in nothing else but straight education.

Last week I sent two men on the service work. I

gave them $350 expense money apiece. One went to

San Francisco and the other to St. Louis. Each man
carried a trunk that cost $55; in that trunk he had 360
slides that cost 20 cents apiece; he had a protector and
it cost us $4.80 wholesale; he had two extra lamps and
they cost $7.50 wholesale, and he had a good deal more
equipment. Last summer we had three men working
on school equipment, and they were getting pretty
good pay; we have 15 of these outfits this year. Next
year we will have to have 50.

YI^^E are going to hold about 200 service schools in

the United States and Canada. That gives you

want to put their hands up, so I asked those who did
not know the difference in the principle of the two, and
nearly every hand in the room went up.

T^HERE is information dug up by the Agricultural
Colleges, by the Experimental Farms, at an

enormous cost which does not get to the men it should
reach. I believe in Canada it gets to the farmer bet-
ter than any place else in the world. I know that is
the case in Western Canada. The Western Canada
farmer is a great reader and he gathers up a lot of
this information. Where he does not do it, it is a
good idea for the dealer to see he gets the books, and
persuade him into reading them.

I walked into a dealer's place in the West; he had
done a big business this year. I said, "Where did you
get it?" He said, "You see that bulletin board; there
is not a bulletin published at the Agricultural College
that is not put up there." He said, "I take every farm
paper and dealers' paper I can get, and any useful
information I get goes on that board. I never used
to have a farmer come in here unless he wanted to
keep the stove warm, but now they stand up and read
everything on that board. I do not believe there are
4 per cent, of the farmers in this district who do not
read that board every Saturday. When they find out
how to use my tractors, they will buy my tractor."
Every dealer has a little proposition of his own.

T ASKED one dealer what he did about service; he
said : "I found that the first man I had to give ser-

vice to was myself. I could not have these men abuse
me and have mc tearing all over the country doing
their work for nothing." If you don't give free ser-
vice, the farmers will kick for a while, but they will
soon wake up to the fact that you cannot give them
that. If you give that service free of charge, you have
to figure what your service has been on a certain num-
ber of tractors, and add to every tractor just about
that much to allow for service. That means that every
man who does not call on you for service is paying for
the man who does, and out of deference to your good
customers you cannot do that.

Here is an interestingr stunt, in which a dealer got lots of advertising for Fisk tubes.. A vaud-^v^Ilian with strong teeth pulled the Studebaker
through the streets of a large city. Some taw-line t

an idea of what value the manufacturer places on
education. It is merely a matter of getting a man
acquainted with his machinery so that he knows what
he has got. For a man to give that, you have to have
the confidence of the man you are talking to, and the
way to get confidence is to know the thing yourself
before you try to teach it to someone else. To learn
this thing yourself is a simple matter; you can get all

the help you want from the J. I. Case Company and
from Fairbanks-Morse.

Put yourself in the position where you can handle
this stuff, and don't stop there; th^t is where a great
many men make their mistake. They think as soon
as they know the mechanical part of a tractor they
have gone as far as they need to go, but that is just
the beginning. You would be surprised how few
people know what they can do with a tractor. You
would be surprised how few people know the differ-

ence between tractor power and horse power, and
there are still people who don't know the difference

between tractor and horse implements.

A man to be a successful dealer has got to study.
In one school last winter, just for fun, I asked every
man who knew the difference between a tractor plough
and horse plough to hold up his hand, and there were
two hands up. I thought it was because they did not

One
Way to

Check
Thefts

WJl L L Y S-
V> O V E R -

LAND, Limited,
of Canada, has
followed the
plan, also in use
in the American
company, of

making a $5 sur-
charge on each car, followed by a refund when the
dealer reports the sale of the car, together with the
name and occupation of the purchaser. This plan
has proved of value not only to the company, but
also to the purchasers in tracing stolen cars.

Up to the present, this second benefit has been more
clearly demonstrated in the States than in Canada,
although it has also proved its usefulness in a number
of cases recently in Western Canada.

Under the system a certificate is attached to each
car sent out from the factory, calling for a refund of

$5, which the distributor is compelled to pay to the
factory. The distributor collects from the dealer and
the dealer in turn, in order to get his $5, returns the
certificate to the factory, with the name, address and
occupation of the purchaser thereon and the factory
refunds his money.

The certificate bears on its face the serial number
of the car, the engine number of course being on
record at the factory. Shifting an engine thus is of
little benefit to the thief for a wire to the factory, in
ease of suspicion that a car may have been stolen,
brings the name of the purchaser, the number of the
car and the number of the engine which should be in
that particular car. Inquiry of the purchaser enables
officers to determine whether it has been stolen.



Buys Car and Pays For It JVith Nuggets

23,700 CITY to $50,000GARAGE
o NE of the finest and most

modern of garages," is the

claim made by Angrove

Bros., concerning their garage on the

corner of Bagot and Queen Streets,

Kingston, Ontario. After making a

tour through the garage, the M. T. I.

representative avers that in no Cana-

dian city of 20,000 is there a larger or

more up-to-date one.

H. and T. Angrove have been con-

nected with the automobile business

in Kingston for about twelve years.

They were the pioneers in Kingston

in the then new industry, having

bought and sold the first car in their

district. In 1907, they were engaged

in selling sporting goods, bicycles,

sewing machines, etc.

When a representative of the Ford

Motor Car Co., in 1907, came to King-

ston to establish an agency, he was
directed to the Angrove brothers, by
prominent citizens, as being the most
likely men. The result of the inter-

view was, that Angrove Bros, started

in on a new and comparatively un-

knovm field, and Kingston had its in-

troduction to the latest means of loco-

motion.

For the first season, Harry An-
grove, the younger of the two broth-

ers, went around the district soliciting

orders. Then they bought one car

and commenced a series of demonstra-
tions which amounted to numerous joy

rides—but business was rather slow. However, after

some strenuous work, they managed to sell their

first car, but at a loss of $300. After this first sale

was made they started slowly to sell a few.

The next season there was a marked
improvement, as they succeeded in selling

about thirty cars; very good business in-

deed, when one considers that the public

was still skeptical, and that bankers re-

garded the car as a dangerous business

and purely a luxury.

npHE Angrove brothers now considered,

if they wanted to succeed in their new
line, that they had to break away from
their sporting line and open up a garage,

where they would be in a position to

handle their now rapidly-growing trade,

and be able to give the proper service to

their customers. They therefore fitted up
a small garage and directed all their ener-

gies to expanding their business.

From early morning until late at night

they made a personal canvass, not only of

Kingston, but also the whole county of

Frontenac. They circularized by letter

and post card. On the post cards were

printed statements and short striking

notes regarding the utulity of the car. They found

this system very productive and kept it up for several

years.

Four years ago, they again found it necessary to

seek larger quarters, and as the Salvation Army
building was for sale, they purchased that, and

had it transformed into an up-to-date garage

and show-room. It is situated at the corner of

Bagot and Queen streets, and has a frontage on

Bagot street of 130 feet. The location is an

excellent one, being right in the heart of the

city and very convenient for motorists.

The garage consists of a ground floor and two

upper stories. A two-car capacity elevator con-

nects the ground floor vnth the upper stories.

The entire building is constructed of brick and
reinforced concrete, and is absolutely fireproof.

The lighting system is worthy of special men-
tion: large windows, extending from the ground

to the top storey, give so much light that com-

paratively little artificial light is required in

the day time.

'T^HE show room and garage proper are on

the ground floor. They are equipped with

Kingston Garage Has Windows
Two Storeys High

In the early years of the century, Angrove Bros, ran a bicycle and sporting goods store. They
graduated into the auto business in 1907. Harry Angrove can be seen at the left, John in the center.

ticularly fine; a multigrapher is one of the features.

The workroom on the first floor is 90 x 53 feet and

has a capacity of 25 cars, on a working basis, with

lots of room.

Exterior of Angrove Bros.' "Salvation Army" Garage, Kingston.

One of the most important features of the work-

room is the oxy-acetylene welding department. This

department is claimed by the proprietors to be the

equal to any garage welding department. They can

every modern improvement. The appointments

of the office, adjoining the show room, are par-
Harry Angrove, at the helm of the first Ford in Kingston, more than a

dozen years ago.

do any kind of welding, cast-iron and
aluminum included.

"We attend to all wiring troubles,"

said J. Angrove. "In fact we do all

repairs required on a car from start

to finish."

In their storage battery depart-

ment, Angrove Bros, have a Stahl

Rectifier, capable of charging 30 bat-

teries at one time; and a storing rack
with a 200-battery capacity. They
make a specialty of battery work and
find it is a growing branch of their

business. Motorists are more and
more taking advantage of the spa-

cious racks, for storing their bat-

teries, where they can be properly at-

tended to.

The garage boasts a fine paint shop,

and an expert is kept who is capable

of doing the finest work. When tlie

M. T. I. representative was being
shown through the garage there were
two cars in the paint shop receiving

their final coat of varnish, after

having been built up from the founda-

tion.

In the stock room they carry about
$25,000 worth of accessories and tires.

The machinery, in the machine shop,

and the vulcanizing department, is

operated by a 4 -horse-power motor.

This motor also provides the power
for driving the air compressor. Mo-
torists don't require to wait for air at

Angrove's, as their compressor can
raise 140 pounds pressure in about five minutes. In

mid-summer, when the season is in full swng, about
twenty-five men are employed n the repar depart-

ment. The servces of about fourteen are retained

during the winter months.

A S can readily be imagined, this garage
'^ came into being through hard work,
and the exercise of fine business acumen.
All departments are systematized and put
on their own feet. Books are kept in each
department, and when an operation is com-
pleted, it is recorded in detail in the de-

partment book, and an itemized charge-

slip is then made out and sent to the

office, to be entered up in the ledger.

"Only in this way," says J. Angrove,
"can we keep proper track of our various

departments; and at a glance can tell

whether or not the different departments
are paying."

"It is a wonderful business," said Mr.
Angrove, speaking of his experience in

selling cars. "Though we have had to

work hard, and—in the early days espe-

cially—progress seemed to be slow, we
have enjoyed it immensely, and have had
many interesting and varied experiences."

"In this business one has a good opportunity to ob-

serve and study human nature. By studying the

people we come in contact with from day to day in

the pursuit of our business, and trying to sense their

needs, in a large measure, is the reason of

whatever success we have achieved.

"It is our motto to deal honestly; give good
service; and favor none.

«\irE make it a rule never to sell a car to a

prospect unless we know he can afford

to buy. During the war we. refused to sell on

many occasions, because we considered the

parties concerned were not in a position, finan-

cially, to purchase and keep up a car. Some
may think this bad business, but we have found

it necessary, in the interests of our customers,

and in our own interests, to adopt such a strict

measure. By selling to parties who can ill af-

ford the purchase of a car, it only leads us into

trouble.

"During the war, a woman bought a car from

us; at the time of purchasing, she paid half the

price, agreeing to pay the other half by short

note payments. When she had finished paying

for the car we learned that she had two sons

overseas and had been using their assigned pay
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to meet the payments. If we had
known that at the time, we should
have refused to sell to her, consider-
ing that the money was required for
other purposes.

« A S I said before, we have had
many curious experiences in

selling cars. A man blew in one day,
curiously attired. He was dressed
partly in a miner's outfit, and partly

in ordinary civilian garb. He wanted
to buy a car, and asked for a demon-
stration. After fully demonstrating
the car, and quoting him the prices,

he decided there and then to purchase.
The bill was made out and handed to

him. He glanced at it a moment,
then stooping dovsm and fumbling in-

side his leather leggings, pulled out
a packet of gold nuggets and tender-

ed them in payment. Needless to say
we were very much surprised; but
the gold was good, we liked the look
of our miner, and the bank valued the
nuggets for us. Thus we registered
our most unique sale.

"In accordance with our motto—to give good ser-
vice at all times—when taking on a new man in any
of our departments, we always impress on him the
importance of real service. We say to him, something
like this:

" *Y'OU are employed here at so much per week;
now, don't foi-get that your first duty is to look

.-•.fter our customers' interests; in everything you do,
see that it is done as well as it is in your power to

This picture shows Angrove Bros.' workroom and repair shop t»-day. The workmen can repair
twenty-five cars at once here, and many more can be packed in if necessary.

do it; and don't overcharge: if you do this, you will

be looking, not only after the customer's interests,
but after your own and ours as well.

"Some of our best customers—who use our garage
all the time—like us to look over their cars from time
to time, and do whatever repairs are necessary, with-
out their having to tell us.

"A short time ago, I filled a customer's radiator
with anti-freeze—sufficient to protect him in any
weather all season—without his knowing it. A few

days afterwards he came in and had
some little thing done to his oar;
and as the weather was rather cold,

he thought it a good time to put
in some anti-freeze. So this
man—not knowing I had already
filled the radiator, and as I was
away at the time—ran off the anti-

freeze, thinking he was running off

water, and filled up the radiator

again. Of course, that was a dead
loss to us as we had to make it good.

We considered it better to pay eight

dollars for anti-freeze than to offend

a good customer.

<*A\[E believe in advertising, and do-
' ' ing it extensively. In the local

daily papers we run ads. from one to

three times a week; seldom inserting

the same one twice. We also distri-

bute circular letters profusely among
our prospects. A prospect file, giving

all details, is kept and is practically

indispensable.

"To take care of our busi-

ness in the outlying parts of our district, we
have found .it necessary to employ sub-agents at

four different points. In this way we can thor-

oughly dragnet the country, and keep track of its

pulse, so to speak."

For years, after Angrove Bros, entered the auto-

mobile business, they handled Ford cars exclusively;

then they took on the agency for the Chevrolet and
McLaughlin cars. They now specialize in the sale

of McLaughlins.

Westlock's " Service Garage 55

WESTLOCK, ALTA.—So rapid has been the ex-
tension of automobile traffic in this section of
the Province that the Service Garage, Ltd.,

which now has accommodation for forty cars, is being
enlarged so that it will hold twice the number.

"See us for correct lubrication of your motor and
tractor," is the huge sign that makes a very effective
greeting as you approach the Service Garage. This
was formerly knovra as the Wheatley Garage, but
has recently been taken over by Alfred D. Jorgensen,
who came to Canada a short time ago from Minnesota.
It is a red brick structure, electrically-lighted through-
out. Repairing on both tractors and autos is being
made a specialty. When the addition is completed
there will be nothing superior anywhere in this section
of the Province.

One of the leading implement and tractor dealers in
the vicinity is Albert Montpelier, who was originally
in the blacksmith business. He specializes in welding.

W. R. Tennant and Sons—Leslie and Alex.—have
seen their Ford agency business grow so rapidly that
it has been found necessary to put up a new building.
At present they are in temporary quarters in First
Street, but in the spring they will move into a fine

new brick structure, a garage and show-room, 45 by
60, and modern in all respects.

O. B. Prosser, whose garage burned down in Sep-
tember, causing a very considerab'C loss, is already

IT'S ALDERMAN CLOW, NOW
Fred. M. Clow, Kingston's live imple-

ment dealer, jumped into the municipal
contest January 1, and emerged as alder-

man. If he makes good in- the civic arena
as fast as he has done in the implement
business he'll be Mayor soon. M.T.I, has
sent a staff writer to see Mr.—beg par-
don, Alderman—Cloiu, and this article

will be one of the features of next
month's issue.

in business again, handling his work as if nothing un-
toward had happened. Prosser's was the first im-
plement agency in Westlock, and he claims other

"first" records: The first Ford agency in the dis-

trict; the first Bowser service pump; the first elec-

tric-lighted garage. He is located in First Street,

and owns the first theatre erected in this town.

It is just five years and a little more since Prosser

left Muskoka to come West, and yet his turn-over

last year was $50,000, including eleven tractors

placed with enterprising power farming converts in

the adjacent territory.

DEMONSTRATION IN QUEBEC
npHE next big plowing match and tractor demonstra-

tion for Eastern Ontario and Western Quebec will

be held in the fall of 1920, at Ste. Anne de Bellevue,

Quebec, according to the decision announced after a
meeting held December 16, at Montreal, of the Inter-

provincial Plowmen's Association of Eastern Ontario
and Western Quebec. John Hay, M. L. A., of Lachute,
Quebec, was elected president for the ensuing year,
and the secretary will be selected at a later meeting.

COMING AUTO SHOWS
OTTAWA.—February 21-28. Automobile and Truck

Show.

MONTREAL.—January 17-24, auto, truck, tractor,
and accessory show, under auspices M.A.T.A.

ThU i( a splendid sarace, in Northern Alberta; formerly Wheatley's Garage, but recently taken
over by A. D. Jorgensen.

The General Ordnance Company of Cedar Rapids, Iowa, Derby, Conn., and New York City has
just closed a contract with the Ontario Wind Engine and Pump Co. of Toronto Canadawhereby the latter Company will become active distributors for the G-O Tractor in Ontario'Quebec and Eastern Canada. The first shipment on the initial contract is now in Canada tosupply the demand which this Canadian concern is arousing by an aggressive advertisinircampaign. It reaches the farmer through its many agents, who will sell the G-O direct.



The LIVE DEALER is ALWAYS
ADVERTISING DEALER

Experience of M.T.I. Representative, After Talking to Scores of Auto, Implement

and Tractor Dealers Throughout Canadian West

DURING the past few months the writer has

visited scores of implement houses and garages

thrcuehout Western Canada, from Winnipeg
to the foothills of the Rockies, as a representative of

Motor, Tractor and Implement Trade Journal.
Early in May he embarked on a voyage of discovery

the sole object of which was to find and tip off to other

dealers methods of business that would make more
money for them. With no other object in view he

visited the scores of implement men, told them point

blank the object of his visit, and tried in the most
earnest way possible to draw these men and locate

original and live methods of doing business. It may
awake some interest, and arouse some dealers to their

position to state the bald truth. In fully seventy-five

per cent, of these cases the visit was as- barren of re-

sults as William Hohenzollern's attempts to reach

Paris.

Since these Western wanderings were completed a

short time since there has been time for reflection and
analysis, and an attempt will be made in this article

to tell why it is that some implement men are conduct-

ing a thriving, successful business while great numbers
of others are standing still. There must be clear-cut

reasons for this, for barring those districts where crop

failure has played havoc with business all of these deal-

ers are m.ore or less on an even footing.

To strike right at the root of the thing the great

bulk of implement men seem possessed of the hallucina-

tion that to succeed all that is necessary is to establish

a warehouse with a dinky little office in one corner of

it, put in a nice, comfortable swivel chair and wait

for business to come to them. In countless numbers
of warehouses visited these men were to be found

—

waiting. They invariably believed too that business

could only be done in certain seasons of the year.

\

ITT'ALK in on one of these dealers and ask him if he
^' employed any special methods of drawing busi-

ness, and you had him floored at the outset. Many
would argue that it did not pay to urge the farmer to

buy; that he knew his own business, and that when he

wanted any implements he would come in his own good

time and buy them. They argued that their game was
to wait until they came. They stated that they could

not go after business because in their absence a cus-

tomer might come to the warehouse and they would

lose a sale. They could" not afford to keep an assistant

who would stay ir. the office, they said. They depended

for a living largely on the business done in the spring

months of the year.

To one of these dealers the argument was advanced

that a wholesale house would soon go broke if it simply

waited for business to come to it, but he was right

there with the alibi that that was altogether a differ-

ent case.

Meantime, while these dealers were waiting, what
happened? The farmers, flushed with money obtained

during a long period of high prices for agricultural

products, were looking for places to spend it, for spend

it they do in large quantities. Not being constantly

invited and urged to replace their old equipment of

worn-out implements, or go in for modern methods

of farming with tractors, individual threshing ma-
chines, gasoline stationary engines, power pumping
outfits, lighting systems, or any of the lines that the

implement dealer has for sale, he buys more land,

takes a trip to California or Ontario, buys his equip-

ment from the mail order houses, lays out money for

phonographs, etc., etc. Somebody gets the money,

and you can lay a dollar to a doughnut that it is the

man who goes after it.

And this suggests that portion of the story which

deals with that section of the trade who are out after

business and who invariably are getting it.

By E. H. SCOTT
ties. He is a good mixer, he cultivates optimism even

when business looks blue, he takes a prominent part in

church and lodge life, he takes part in the affairs of

the town—in brief, he seeks by every means in his

power to make friends, but in a country district,

friendship is nine-tenths of the battle.

The successful dealer is always an all-season man.
*He tries to forget that there are any seasons, for he

aims to put in so many side lines that there will al-

ways be a big demand for some article he carries.

He goes by the principle that if you can get people com-

ing to your shop on any pretext, you are establishing

custom and building up trade. And so he takes several

trade magazines, and is constantly "taking his pen in

hand" to enquire about new lines that are being placed

on the market, and to seek the agency for them in his

town and district. He is not fussy about whether the

new line is closely allied with the implement business.

The main thing with him is to get the coin, and when
he has stocked up on all the lines of implements, trac-

tors and automobiles he can carry consistent with the

trade offered and crop conditions, he goes in for gas

engines, pumps, lighting systems, auto accessories.

IT PAYS TO ADVERTISE

NOT long ago the Avery Tractor
Company, Peoria, 111. (whose
product is handled in Cemada

by the R. A. Lister Co.), began to won-
der just how many of their dealers be-

lieved in advertising zmd lived up to this

belief to the extent of investing their

money in paid space. So they sent out

a form letter to 100 retailers, request-

ing information.
To these hundred letters they re-

ceived ninety-one replies and the re-

sultant statistics disclosed by an exam-
ination of the manufacturers' books
were illuminating in the extreme.

Eighty-one of the ninety-one dealers
stated that they advertised, more or less

regularly, ajid the total amount of their

expenditures for the year was given as

$11,746.76, or approximately $140
each. As the retailers who believed in

advertising sold goods valued at $848,-
508.71 during the year, the percentage
of advertising expenses to sales was
only 1.38 per cent.

The average yearly sales of these
e'ghty-one merchants was a little over
$10,475 each.

The ten dealers who did not adver-
tise—one of them stated in his letter

that he "never could see any sense in

spending good money to help support a
newspaper"—sold only $8,000 worth of

goods during the year, an average of

only $800 each.
In other words the entire ten non-

advertisers failed to reach the figure at-

tained by the average business of any
one of the e'ghty-one who believed in

'T^HE first thing that puts you wise to the live wire

dealer is that he is an advertiser. Not only does

he advertise his goods in the newspaper, using all

those helps provided by the manufacturer such as

cuts, and prepared literature of a high class, but he

advertises himself. He is usually a man of some per-

sonality, self-developed though his pushing proclivi-

the power of the printed word.
And the difference between $800 and

$10,475 is considerably more than the
$140 which the advertising retailers

spent to increase their business every
year.—"Retail Public Ledger."

power washing machines, lightning rods, hail insur-

ance, phonographs, ranges, safes, cream separators,

bob sleighs, cutters, grain crushers, fanning mills,

small threshing machines, windmills, etc., etc. He
is a busy man. He looks it, he acts it, and his very
activity brings trade.

/^NE of the primary reasons for the success of this

man is that he studies the need of the community.

He makes a study of what implements the farmers

want to deal with the nature of the soil in that dis-

trict. He never allows himself to become loaded up
with dead stock through negligence in this regard. If

he finds that too, that the haying season is coming

to a close and he has a stock of mowers and rakes on
hand, he sacrifices them to get rid of them rather than
carry them over to another year. He believes in

making friends by giving an occasional bargain, and
that there is money in a quick turnover.

Incidentally, the live wire is- careful with his credits.

He uses diplomacy. He does not rush to offer goods on
fall terms without first attempting to have the farmer
secure the money from the bank. He does not hesitate

to gauge his man and refuse credit to one who is al-

ready overburdened with debt.

The successful implement dealer is usually to be

fourd letted in a prominent position where he can

display his goods to advantage, for this business is

the same as any other in that respect, and goods well

displayed bring buyers. Even a side street location

can be made more attractive by erecting an elevated

platform for the placing of the various lines offered,

by the use of a little paint, and by some good painted

signs. Coupled with the display of goods a live dealer

will have a card file giving the names and addresses

of all the farmers within 30 or 40 miles of his tovm.

This he will compile from the tax lists, from the tele-

phone directory, and by gradually building it up. He
will not only send farmers his own printed literature,

but will co-operate with the various manufacturers

in supplying them with lists of names for the mailing

of cleverly worded circulars from the head office. He
will insist upon this co-operation if it is not voluntarily

proffered by the manufacturer, and they will appre-

ciate his enterprise.

pEST of all he will find a way of getting out after

'-^business personally. In these days of motor cars,

it is not a difficult thing for a man to run ten or fifteen

miles out into the country now and again in search

of business. If it is im.possible to leave his wife or

son in charge of the shop in his absence, he can run

out early in the morning or in the evening to offer his

goods to the farmer at his own door. There will be

no fear of the farmer taking offence at that. Fact is,

on the word of several dealers, he likes it. It flatters

him to think he is getting a little attention, and he

invariably opens up his heart and talks business, tell-

ing of his requirements, his likes and dislikes, and be-

comes a friend and a prospect.

And at those periods of the year that are generally

described by his slacker friends in the trade as "off

seasons," it will pay him to get right out after business,

and spend one-half of his time on the road.

Apart from everything else, the hustling implement

dealer will give generous and unstinting service in

the matter of repairs. Through no other agency will

he make quicker friends of the farmers. He will be

willing to go out at any time of the day or night, for

that matter, to render service when it is urgently re-

quired in a busy season.

To sum up: the difference between the dead and the

live agent is: the latter follows in the lines of all

modern business by using every method and every

agent in his power to invite and land trade. The very

fact that he is a live wire and busy takes him out of

himself and makes him more sociable and approach-

able. His spirit of win is contagious. The fact of the

matter is that if a man is going to Jo business, whether

he is an implement agent or a peanut merchant, he

must get out and START SOMETHING. Nothing

nowadays comes to the man who waits.
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A Story of Progressive Industrial Service—and
its close relation to the Farmers of Canada

uf the Harvester Company's large open pit mine/i,

Tne Harvester Company has its own coal mines and coking oven;

uous-e^e vievir of the Harvester Company's ore docKs, biasc
furnaces, and steel mills.

Large saw mill, which has a capacity of fifteen million feet of
lumber a year used in International machines.

Hamilton, Ont., works of the International Harve.sler Company

—

largest and most modem farm machine factory in the Dominion
Machines go from here to every province in Canada.

ln>,ernationaI Plow Works at Hamilton, Ont. This immense
plant devoted to building high grade plows. Largest output by

far of any plow factory in the Dominion.

International Service Begins with the Raw Material

THE great iron ore mines, coke-coal mines and timber lands,
owned and operated by the International Harvester Com-
pany, which supply the raw material used in the construction

of I.H.C. farm machines and implements, form the solid founda-
tion upon which International service is built.

Without an assured supply of raw material, "service" is nothing
more than a meaningless word—empty talk. For service, like a
chain, is "no stronger than its weakest link." Raw material
purchased from outside sources is a weak link because the supply
to the manufacturer is not absolutely assured as the producing
company has many clients to look after. In case of curtailed
production of raw material the manufacturer who does not control
his source of supply is going to suffer: The International Harvester
Company controls the majority of its raw material supply used in
building machinery for the farmers of Canada. Its service begins
here

—

And Harvester Service Never Ends

!

INTERNATIONAL service and quality continue all the way
through the process of original ore and timber production and
reduction to workable raw material—continues through trans-

portation to the Company's steel mills and factories, being shipped
by the boats owned or leased by the Harvester Company. It con-
tinues through the process of manufacture from the time the raw
material is dumped into the factory warehouse until the finished
products are loaded into cars for shipment to the farmers of
Canada.

The raw material is inspected and tested before it is accepted for
manufacture and is inspected and re-inspected all through the
process of manufacture. The finished machines also are inspected,
tested and re-inspected so that the farmer will be assured of good
service from the I.H.C. machines he buys and be protected against
defective material or workmanship.

Later, when the finished machines are loaded into the cars. Inter-
national service and quality are loaded into the cars with them.
The agent, when he sells a farmer any of the Full Line of Interna-
tional Harvester machines, sells service along with that machine.
The farmer knows when he buys a machine bearing the I.H.C.
trade-mark that he can get repairs and expert service for that
machine whenever needed. The International Harvester Com-
pany of Canada, Limited, has sixteen large branch houses con-
veniently located in the best agricultural sections of Canada, which
supply over 3,500 local agents with repair parts, twine and
emergency shipments of machines and implements when the
farmer wants something in a hurry.

These facts are full of meaning and opportunity for any Interna-
tional agent and for any man who will sell International machines
in the future. Write the nearest branch for any desired
information.

International Harvester Company
OF Canada ltd

WESTERN BRANCHES — Brandon. WINNIPEG, MAN.. CALGARY. Edmonton. Lethbridge. Alta..
ESTEVAN, N. BATTLEFORD. REGINA. SASKATOON. YORKTON, SASK.

EASTERN BRANCHES — HAMILTON. LONDON. OTTAWA. ONT.. MONTREAL. Quebec, Que.. St John. N. B.



Quebec Has a Novel Tractor Plow
AT this time, when mechanical power has been

so much in the public eye owing to the enquiries

made for war, it is but logical, as was the

case following the great American Civil War, to find

numerous inventions for agriculture following rapidly

in succession. Recently a Quebec man, L. A. Desy, a

civil and mechanical engineer of Montreal, has de-

signed and even constructed a tractor gang plow of

unusual form.

Preliminary trials have been successfully earned

out by the machine on a farm close to Montreal, and

some conception of the work may be gathered from

the illustrations here shown.

One of the outstanding advantages that is incor-

porated in this power plow is the fact that a plurality

of plows can be carried by the tractor, the entire

mechanism of the machine being operated by the trac-

tor motor located on the front end of the framework.

Another feature of economic interest is the light con-

struction of the various parts, thus assuring high effi-

ciency and low operating costs. Still another factor

of interest is the saving of time and labor required to

run the plow.

Viewed from the near distance it has the appearance

of a queer sort of biplane about to take the air,

or a mammoth bird with its wings outspread. On

closer observation, however, the idea of a flying ma-

chine is readily dispelled, as one can immediately see

by the construction that the machine is intended for

plowing the ground, and not flying above it. The

exact method of operation, at first glance, would be

somewhat a puzzle to the uninitiated, but the mechani-

cal mind would at once see and understand the prin-

ciple upon which it worked. .

A One-man Plant

The arrangement of the plow frame and the operat-

ing lever is such that the control of the entire machine

can be easily manipulated by one experienced man,

although it is intended that the engineer in charge

will have the aid of an assistant.

That a better idea of the construction and operation

may be had, the following brief description is given.

The frame of the machine proper is made of light

steel channels and angle irons, and steel castings, the

latter being largely made on the box pattern, to give

strength with lightness. The line drawings shown

herewith are to scale, but accuracy of detail in gen-

eral assemblies has been dispensed with, the various

views being sufficiently clear for descriptive purposes.

In the different views the same parts are indicated

by the same reference letters and figures. It will be

seen that the power from the engine is transmitted

through the drive shaft, and the different gears and

clutches, to the various shafts for operating purposes.

The main shaft carries the friction discs, and the

sliding gears that provide two different speeds for

the caterpillar tractors. These gears may also be

located in a neutral position so that elevation of the

plow frames, or the lateral movement of the plow

shears, may be obtained independent of the advance

movement of the tractor.

The forward motion of the machine is obtained by

engaging the gears keyed to the small countershaft.

Raising or lowering of the plow frames (both of

which act in unison), is obtained by the movement of

another lever in front of the driver's seat. The outer

end of the cable is fastened to the upper end of a

triangular frame, one of these being located at either

side of the machine. From the outer end of each

triangle the plough frame is suspended when raising

or lowering it into position, and at such a point that

the weight of the frame, plows and supporting links,

is practically balanced.

The unique feature of the machine is arrangement

of the plow shears. The plough "chain" is driven

by means of lugs on the outer periphery of the

, driving sprockets, these lugs being of the forged

variety to guide the chain in its passage round the

sprockets. The sprockets on either side are stag-

gered so that interference of the plow shears will

not take place.

The entire machine and equipment weighs approxi-

mately eight tons, and it is estimated that upwards

of ten acres can be plowed in less than ten hours.

The test, however, was made on land that had not

been plowed in three years, and as this machine is

primarily intended for Western farming, where ex-

tensive cultivation is continually carried on, the

amount of work that may be performed may be

materially increased.

THE PLOW PICTURES

'TpHE top picture shows

a rear view of the

plow with the plow frames

elevated to allow the ma-

chine to twm for the next

trip. The second is a side

view. The one opposite is

a close up view of the

plow showing the details

of the frames and fur-

rows. The bottom one

shows a rear view of the

plow in operation.



CqCKSHUTT
"Victory" Plow

This splendid Cockshutt Plow won the International
Plowing Match at Chatham, Ont.

At the International Plowing Match held recently at Chatham, Ont., Mr. J. B. Cooperthwaite of

ff-™^^^^ Tl^ ^^^^^^^ Plowing Competition with hTs Sshut^
:H? . ^^

Plow. In that contest were 27 Tractor outfits-with 19 of them pulling
cockshutt Plows. Experienced plowmen and tractor operators everywhere realize that for best
results with any make of Tractor and under all kinds of plowing conditions, the COCKSHUTT
IS tne Flow to use.

Cockshutt "VICTORY" PLOW
The Cockshutt "Victory" Plow is built in
2-Furrow and 3-Furrow sizes and with 10-in.,
12-in. or 14-in. bottoms.

Automatic Power Lift raises and lowers the
bottoms. Operator sits on his Tractor and
simply pulls a cord. Extra clearance provided
between beams for working dirty land. Every
part has surplus strength. Design of mold-
boards and shares is the result of long experi-
ence. They will give YOU the same splendid
service they are giving others.

The Cockshutt Agency is a "power lift" that
with the proper co-operation from you will
make you the busiest and most looked-up to
Implement man in your section. Let us send
you full particulars.

COCKSHUTT PLOW CO, Limited
BRANTFORD, ONTARIO

Winnipeg Regina Calgary Saskatoon Edmonton
Sold in Eastern Ontario, Quebec and Maritime Provinces by

FROST & WOOD CO., Limited
SMITH'S FALLS, ONTARIO Montreal St. John, N.B.

Here is. a Business Winner for You Too
A Plow with the proven record of the Cockshutt is bound
to be a sales-maker for the dealer who is known to sell it.

And we're not content with our victories in the field, but we
publish them far and wide and our advertising plans for
1920 are on a bigger scale than ever. There are probably
dozens of your customers right now who are thinking about
buying a Cockshutt Plow this Spring, so now is the time to
get busy.

Hon. E. C. Drury, Ontario's Victorious Premier, operates a Cockshutt
Victory Plow on his farm at Barrie



SHOP NOTES FOR THE GARAGE MAN
Rapid Tire Tool—How to Use a Hack Saw—T esting Rod Play

Conducted by SCOTT T. DUTHIE

HOW TO USE A HACK SAW

A DEAL of skill is required in the

use of a back saw, that is if saw

breakage is to be avoided. In the first

place the saw requires to be set quite

firmly in its frame, given a fair

amount of tension, and so held that

twisting is prevented. In its use it

must be remembered that the teetn

are given a certain amount of rake or

inclination in order to cut one way
only, that is in a forward direction.

Therefore, cutting pressure should be

applied only on the forward stroke, the

saw being eased slightly out of the cut

on each return stroke. As a rule, a

hack saw frame is so arranged that the

saw can be fixed in four positions, this

being often a great convenience. Al-

ways use the full length of the blade

if it is at all possible, the general in-

clination among workers being to de-

vote all their energies to the middle

three or four inches, hence a saw is

often scrapped as worn out when only

about half its leneth is unfit for fur-

ther service, the other half being prac-

tically as good as ever. When putting

a new saw to work on hard metal, tool

steel, or the like, use very little down-

ward pressure, otherwise the danger

of ripping off three or four consecu-

tive teeth, and so utterly snoiling the

saw, is always present. Use a dry

saw for cast iron, brass or gunmetal.

but slightly grease it when sawing mild

or tool steel. When a saw chokes

withdraw it from the cut and rub it

downwards with the finger and thumb
pressed tightly against the teeth. Pres-

ent-dav hack saws are invariably too

hard to be rp-=harpened when becom-
ing dull; and it is questionable if it

would be a naying policy to do so,

were it possible.

BUTTER WILL REMOVE T VR

OIL or tar can be easily removed
from varnish by laying butter over

the spots and allowing it to stand for

half an hour or so, when it will soften

the material and permit it to be rubbed

off easily with*a piece of cheesecloth.

vulcanizer's business will grow in the

same ratio that cars come into the ter-

r-tory. In 1919 the output of cars is

' estimated at $1,500,000

BETTER LUBRICATION FOR
VALVE STEMS

TF. GRAYDON, of Kingston, has
• revised a simple, but effective,

means for lubricating the valve stems

on a McLaughlin car, or any car with

overhead valves. His idea is to count-

ersink the valve stem guide at the top

—as shown in accompanying sketch—
so that a pocket will be left to retain

the oil, in sufficient quantity to lubri-

cate the valve stem, and in cases where
the stem has become sticky from car-

bon, etc., a little kerosene can be ap-

plied to cut the carbon, and allow the

valve to move freely.

TESTING ROD PLAY
HE connecting rod bearing of an

engine can be tested for play by
tapping the bearing caps lightly with

a hammer. The crank shaft should

run snugly, but not too tightly, so that

it can be moved backwards and for-

wards by hand when the compression

is relieved by opening the priming

cocks.

OPPORTUNITIES FOR VULCAN-
IZERS IN THE CONSERVATION

FIELD

FROM time to time attention has been

called to the enormous wastage on

automobile tires. In 1918 it was esti-

mated that the loss on tires, that had

gone out of service prematurely, was
$75,000,000. It was to stop this waste

that The Goodyear Tire & Rubber Com-
pany evolved the idea of tire conserva-

tion.

Examination of the facts underlying

this tire wastage revealed the fact that

there were two principal causes—ignor-

ance and neglect. To correct this loss,

every possible medium was used to

reach the dealer and consumer, to em-

phasize the necessity for tire conserva-

tion.

But there is another factor in conser-

vation—the vulcanizer. Conservation

work can be most efficient only when the

vulcanizer provides ways and means to

get the ultimate mileage out of the tire.

In the small towns where there is no

vulcanizer the tire user, who has a

damaged tire, has either to scrap it or

express it to the nearest town where
there is a vulcanizer. The first course

involves total loss, while the second

wastes time and incurs express charges

which are often 50 per cent, 'of the co,st

of the repair.

To the young men, particularly the

boys coming back from France, the vul-

canizer's business offers a particularly

attractive field—an opportunity to get

into the fast growing rubber business

with its unlimited possibilities, for the

RAPID TIRE TOOL

ANEW tool of much interest to

garage men, known as the Rapid

tire tool, has been invented by a To-

ronto man, M. P. Wood. It is for put-

ting on and taking off clincher tires.

It is made of cast steel and is in two

sections. At one end of the longer

FUSE TESTER

A SIMPLE, rapid and sure fuse

tester is a necessity in any shop.

When a heavy current flows through
the line it is often one and not two or

three . fuses which blow. Even in a

three-phase circuit it frequently hap-
pens that the fuse on only one phase
will blow. Hence the necessity of a

fuse tester. As a tester nothing could

be simpler than a single dry cell with
a short length of fine iron wire run-

ning from one terminal. The wire
should be extremely fine and should be

ii'on because the resistance of this

m.etal is high. Place one end of the

fuse on one binding post and touch the

free end of the wire to the other end
of the fuse. If the fuse is 0. K., the

wire will become appreciably hot- in an
instant. At the same time the circuit

m_ay be broken before it becomes hot
enough to burn.

—

Motor Age.

Removing Tire. Rapid Tire Tool.

section there is a ring for fitting over

the hub, and midway on the same sec-

tion there is a hook for inserting under

the tire.

To remove the tire, the hook is in-

serted between the tire and the rim,

the ring placed over the hub—allow-

ing the free end lo rest on the ground

and by one complete turn of the

wheel, the tire is off. In putting the

Queries of Interest

REBORING OR REGRINDING
FROM E. L. K.—Will you kindly

give me your opinion as to the

morits of reboring as contrasted with
regrinding of cylinders? Which type
of repair is considered the best?

Rieply.—We Teoommend either

method for doing the work, depending
entirely upon the shape of the cylind-

ers. For oval cylinders or for cylinders

that have toeien scoired only slightly,

regrinding is sufficient. Whetre the

cylinders are badly worn, or ibadly

scored, reboring is believed to be the

cheapest.
In many cases the old pistons can

be used if the cylinders are reground,

for in the regrinding process, only a
sp^»"'l amount of metal is removed.

If the work is done correctly, either

method will prove satisfactory.

Without countersink
TO LUBRICATE VALVE STEMS.

Showing countersink.

Putting on Tire. Rapid Tire Tool.

tire on, the ring is again placed over

the hub, allowing the two small con-

tact wheels, provided for the purpose,

to ride on the tires then, by placing

the shank on the ground and giving

the wheel one turn, the tire goes

smoothly into place. There is an ad-

justing screw on the shank for bring-

ing the two wheels into proper contact

on each side of the tire, thus—the in-

ventor says—putting both sides on at

once and making it impossible to pinch

or otherwise damage the tube. The

tool is being manufactured by M. P.

Wood, 141 Simcoe street, Toronto.

THE head of the firm, when walking

round the works, spies a young

apprentice holding his hammer close

up to the head. "Look here, my boy,

that is not the way to hold a hammer.

When I see a man holding a hammer
properly by the end of the shaft I pay

him $15 a week; when he holds it half-

way along I pay him $10 a week, and

when he holds it higher up still I only

pay him $5 a week; do you under-

stand?" "Yes, sir," says the boy,

"will you please say where I am to

hold it? I get $1.25 a week."

RINGS DO NOT FIT CYLINDERS

FROM M. C. C.—I recently over-

hauled a Ford engine which had

been in service about 16 months. Own-
er had been troubled with excessive

cylinder carboniziation. Acting upon
the advice of the local supply com-

pany's manager, I installed Inland pis-

ton rings in the two lower piston ring

grooves and McQuay Norris' rings in

top grooves of eaich piston. I ground

valves, removed cartoon, adjusted bear-

ings, etc.

The car has been run, since the over-

haul, about six weeks, averaging lOO

miles per week, but the oompresision is

poor and carbon deposits excessive.

Plugs foul easily and engine skips un-

less cleaned regnilarly. The oar s given

the best care and it would seem that

the rings should work saitisfactorily

by this time. Can you advise me what

is wrong and what can be done ?

Rqp]y._This is one of the troitbles

with which the manufacturers of leak-

proof rings have to contend. The

rings in all probaJbility are correctly

in^'talled, but it is the cylinders that

are at fault. If you will measure the

cvlinders very carefully you will fmd
that they are worn out of round. The
manufacturers are specific in their di-

rections. Thev say that the nnsrs will

not give satisfaction unless installed m
perfectly round cylindeirs.

We do not hestitate in siaymg that

the two types of rings you mention

have been giving satisfaiction. If cor-

rectly installed so that they fit the

c^rooves mthout binding' and without

undue side-play they will prevent oil

leakage.
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Northsrtt

Etectric
POWER
The complete line of Electric Farm

Plants and Accessories

PLANTS—WATER SYSTEMS
MOTORS—HOUSEHOLD DEVICES

WIRES AND SUPPLIES

and LIGHT

Northern Electric Power and Light plants are
backed by one of the largest electrical manu-
facturers and distributors in Canada. For
more than twenty years we have specialized
in electrical supplies FOR THE FARM.

Tank, Pump and Motor

Hundreds of farmers are now buying
water systems. Are you selling them? At
your service, the most complete line—any
size. Automatic — Air-pressure— open
tank or hand controlled.

% KW—Utility Plant—32 Volt

The greatest value ever offered the Canadian Farm

DEALERS:
The Electric Farm Plant field is practically untouched. Your prospects are numbered by the

thousands. You can get into this profitable business by writing our nearest house to-day.

Northerft Etectr/c Company
LIMITED

Montreal
Halifax
Ottawa

Toronto
London
Winnipeg
Vancouver

Regina
Calgary
Edmonton



Automotive Accessories and
Implement Equipment

PORTABLE AUTOMATIC ELECTRIC
COMPRESSOR

A NEW automatic electric compres-
sor outfit is being manufactured by

the Black and Decker Manufacturing
Co., Towson Heights, Baltimore, Md. It

is designed primarily for the inflation

of pneumatic truck tires, and the heav-
iest sort of tire inflation service. The
motor, gear train and compressor, are
enclosed in one housing, the top cover-
ing of which is easily removable in

three sections.

The makers say the machine is air-

cooled; and in a test has run for twenty-
four hours, continually pumping against
one hundred and fifty pounds pressure.
The entire outfit is lubricated by grease,
which only requires renewing three
times a year.

The cooling chamber at the top of
the compressor is provided with fins

to dissipate the compression heat. The
automatic switch starts the compres-
sor when the pressure in the tank drops
to one hundred and fifty pounds, and
automatically stops it when the tank
pressure has reached two hundred
pounds. The possibility of overloading
the electric circuit, when the motor is

started, is prevented by an automatic
unloader.

The outfit is complete with a special
air reservoir, tested to four hundred
pounds; large pressure gauge; safety
valve; twenty-five feet of special woven
hose with all fittings, piping and wiring,
ready to run. There is a special whistle
at the top of the tank providing a means
of signalling the garage man in case
he is not on hand when a customer
wants air.

The carriage and frame are enam-
elled in B. and D. green; the compressor
and tank are grey enamelled and the
trimmings are nickelled. As the carriage
of this outfit is provided with lugs, it

can be easily converted into a station-
ary tank outfit by merely removing the
wheels and handle.

NATIONAL SHOCK LOADER
npHIS is a machine constructed for the
-* purpose of loading wagons in the
harvest field, with sheaves and bundles
in shocks, or loose grain lying in win-
drows or swaths. The makers, the
National Shock Loader Company, Min-
neapolis, Minn., say that the machine
is built of the best materials, including
a 41/2 X 5 Model B Red Wing Thorobred
Tractor Motor, 32-horse-power, and
adapted to either gasoline or kerosene.

The principal feature of the loader is

the pick-up device, which ditfers from
the old cylinder type, in that it consists
of four sets of forks, or tines, which
have a movement similar to hand labor.
It has an attachment of arms, or rakes,
extending beneath each tine, which
doubly rakes the ground and picks up
cleanly all the loose grain the machine
passes over. A full load of grain can
be handled by "The National" in four
to five minutes.

It is controlled from the driver's seat.
The side carrier runs independently of
the front carrier and pick-up. The ma-
chine can be moved by its traction with-
out running machinery, or can be put
in operation and remain stationary.
No extra tractor is necessary to pull
the loader, for it travels under its own
power.

Motor Support

Automatic Electric Compressor

I

Ha-Maa Automatic Manifold Air
Adjuster

Siphon Air Washer

MOTOR SUPPORT
npHE Liberty Motor Support, manu-

factured by the Motor Support Co.,

434 S. Dearborn St., Chicago, for use
on Ford cars and trucks, can be instal-

led in twenty minutes. It is claimed
that it stops vibration by reinforcing
the regular Ford arms with "U" shaped
hangers by following the lines of the
Ford arms, locking over them on top of
the frame and connecting to the saddle
on each side of the crank case. It also
stops oil leaks if installed before this
trouble originates by forming a complete
saddle support for the motor and tak-
ing the strain off the regular arms.
There are no bolts to loosen, no nuts to
take off and the support gives a three-
point suspension.

SIPHON AIR WASHER
TpHE Siphon Air Washer is designed

for removing dust particles from
the air before admission to the car-
buretor and cylinder of a tractor. The
makers say the entire device is rigidly
constructed, the container being of cast
iron and sheet metal parts of ARMCO
IRON. Large clean-outs, and filler fit-

tings are provided, covers for which are
held in place by simple clamping devices.
It has no float or other loosely mounted
parts, and works upon the principle of
injecting a liquid into the air stream.

As the air is drawn through the curv-
ed tube, a partial vacuum is created at
its lowest point. Water at this point
enters and commingles with the air.

The tube being comparatively thin and
wide, all of the air current is subjected
to the spray of water.

After the mixture of water and air
leaves the tube, it is impinged against
the plate, which forms the partition
between the upper and lower chamber
of the device, and the velocity of air at
this point being relatively low, a part of
the water drops from this plate through
the air stream ; thus again bringing the
air and water into contact.

The air then passes upward to the
upper, or separating chamber, where,
by means of a great reduction of velo-

city, and properly placed baffle plates,

all surplus moisture is deposited and
the air is allowed to pass to the motor
in a dry but highly saturated state.

When properly connected to the mo-
tor, no appreciable amount of vacuum
is caused. With the motor at rest, the
tube will fill up with water; and when
the motor is started, a considerable
amount of vacuum will be created in

the carburetor until the tube is freed
from surplus water. The Siphon Air
Washer is made by the Tractor Appli-

ance Co., New Holstein, Wis.

National Shock Loader

AUTOMATIC MANIFOLD WR AD-
JUSTER

THE Ha-Maa Hudson Automatic
Manifold Air Adjuster, is manufac-

tured by the Hudson Motor Specialties

Co., Philadelphia, Pa. It is designed
to automatically adjust the air feed
through the manifold, at all speeds. The
makers say it is a motor saver and also

a gasoline saver. It will keep the motor
cool in the hottest days. The Ha-Maa
is of simple construction, is very dur-

able and comparatively inexpensive.
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To avoid confusion, the J. 1. CASE
THRESH/m MACHINE COM-
PANY dcy.ircs to luivc il known that
it is not now atui i>cvcr has been in-
terested in. or in a:iy way connutcd
or affiliated with the J. I. Case Plow
Works, or tlie WaV.i-. Tractor Com-
pany, or the J. I Case Plow rks
Co.

Look for the

EAGLE
Our Trade Mark

Make Allies of Your Local Bankers!
The wide-awake banker is a power for

progress in his—in your—community.
He is quick to translate into terms of

dollars and cents the value of Case
Power Farming Machinery in conserv-

ing labor— increasing production-
creating wealth.

But the banker "must be shown"!
And the more he knows about you, and
the reliability, power, and simphcity of

operation of the products of the J. I.

CASE THRESHING MACHINE COM-
PANY, which you sell, the more readily

will he help to finance purchases by
your customers.

For your benefit, Mr. Dealer, we are

running full page advertisements in

every issue of the leading magazines
devoted to banking and read by bankers.

One of these advertisements is here

reproduced in miniature.

Make allies of your local bankers.

Tell them of the superiority of Case
Power Farming Machinery as you know
it; that the famous old trade mark of

the Eagle on the Globe stands for relia-

bility—for 77 years of building of suc-

cessful farming machinery.

Along this line exists a real opportu-

nity for you as dealer in, and the company
as builders of a great line of farm ma-
chinery that is right agriculturally as

well as mechanically. Do your part lo-

cally as we are doing our part nationally.

J. I. CASE THRESHING MACHINE COMPANY, Inc., Dept. O-l, Racine, Wis., U. S. A.

Making Superior Farm Machinery Since 1842
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Have you got your te

for this tried and proven
RENFREW Truck Scales are selling quickly everywhere our

agents show them. Jonas Hagerman's record of $3405 in

commissions for five months, due to handling them in car-lots,

is going to be eclipsed by many of our agents who are likewise busy in this "gold

mine", as Mr. Hagerman calls it. The ground has hardly been scratched. If you

are open for a tried-and-proven-rich WINNER right from the word go, it's time you

were selhng the

Don't
picture

Renfrew Truck Scale
get the idea that the government inspector in the

is testing this scale for accuracy alone. The government
inspector tests the Renfrew for all

weights, from a pound to a ton, on

corners, ends, sides and centre of the

platform. Every scale carries a

certificate of correct weights—and our guarantee.

Here is the big idea: The ordinary stationary scale

with solid contact points must stand level always. Not

so the Renfrew. Its self-adjusting contact points per-

mit it to weigh with precise accuracy with the four cor-

ners resting either on level or slanting ground. Con-

Big Money in

Car-Lots
"You save money when
you handle these scales in

car-lots," writes Jonas
Hagerman. And think of

the big cheques you can
have from the larger turn-

over. Mr. Hagerman's
average monthly commis-
sion during 5 months was
$681 per month, or a total

of $3,405.00. This is at

the rate of over $8,000 a

year! Write us for terms
on car-lots.

A Government Certificate with Every Scale

The Renfrew Machinery Company,
AGENCIES ALMOST EVERYWHERE IN CANADA EASTER

Other Lines: Renfrew Cream
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ritory yet
WINNER ?

BIG
MONEY

IN

CAR
LOTS

sequently, it must weigh correctly on every square
inch of the platform.

You see that the Renfrew gives all the accuracy and service that
a clumsy platform scale can give—and then a lot more service be-
sides. And the Renfrew costs less than the old-fashioned scale.
The farmer is quick to see its value, too. Hence your easy sales.

Lugging heavy bags to the platform scale is a back-breaking,
time-wasting job. Just stick the nose of the Renfrew truck under

the bag and tip it up. Easy

!

Think of the money farmers lose through
wrong guesses of weights when selling live

stock on the hoof ! Imagine weighing a cow
on a platform scale! With the Renfrew and
a little platform arrangement, it is no trick at

all to weigh everything from a hen to a horse.

Where's the thinking farmer who is proof
against the accurate scale that is also a
truck and a stock weigher ? He can weigh
anything anywhere on uneven ground. And

he can back up the accuracy of his weights against those of any
other scale on earth.

Remember. If Jonas Hagerman, and other Renfrew agents,
can make big money handling Renfrew Scales in car-lots—50 can
you. It is the prince of easy sellers !

sc

The End Test

2000 LBsi

Govt Test
I

The Heavy-weight Test

Secure Your
Corm

Territory NOW
EveryDay Counts

You know how men rush to the gold
tields. That is what they're doing on
this proposition which Jonas Hagerman
rightly calls a regular
"gold mine." Our litera-

ture is free for the asking.
Write for it and terms to-

day.

"A Gold-
mine
Jonas Hagerman

nited. Head Office and Works : RcnfFCW, OlltariO
^NCH, SUSSEX, N.B. QUEBEC BRANCH, MONTREAL, QUE.
itor Happy Farmer Tractor



23 Canadian Motor, Tractor and Implement Trade Journal
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Coil Box Protector

The Only Protector for FORD CARS
Against Rain and Wet Weather

Ford cars frequently stall in wet weather.
The water works in between the hood

—

into the coil box, causing short circuit.

This inconvenience is prevented if you use
the "Casco" Box Protector. It covers the
Ignition and Coil Box.

Dryness is guaranteed.

Without Rubber $1.00
Rubber Insulated 1.50

44

Fan Belt Guide
Put on in
a Minute

Clamps bere
to Cranb Case

Flange

Oil Drain Cock

"CASCO"
Automnic Oil T»i I>En' CXK^H

^or FonJ C«ri
PoJl tbf OuMidc Hook, its the Gi*uKr.

TKOMlSVItU. CA.

Pat. Oct. 7. 1919

The "Casco" Oil Drain Cock is Automatic
in action. No cock wrench is required.

No Ford owner should be without one, as it

enables him to easily keep close tab on the
oil level and prevent unnecessary wear of
bearings.

Complete, per pair, $1.50

Hold 'Em in the Road

$5.00

"Hold 'Em in the Road" for Ford Cars

Here it is, the Radius Rod Brace, Anti-

Rattler Axle Support and Safety Device
all in one.

There is no Ford car accessory made
that possesses such a strong combina-
tion of strength and safety.

Fits all model Fords to 1919 inclusive.

Sell These Ford

Necessities
Every Ford Owner in Your
Vicinity is a Good Prospect

Put this claim to the test by showing a

Ford owner some of ''Casco" products.

He will go away with one or more of

them

—

you make a sale and a good
profit.

CASCO MANUFACTURING CO.
THOMASVILLE, GA., U.S.A.

Canadian Registration Applied for

A. H. Frazier, 1150 Homer St., Vancouver, B.C.
Manufacturers' Agent

CANADIAN JOBBERS

Merrick-Anderson Co., Limited, Winnipeg
John Millen & Son, Limited, Montreal, Toronto
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News of the Trade

ONTARIO
CLINTON.—A. Seeley has branched

out and, in addition to his machine
shop, now has erected a garage, 80 x
100.

TORONTO.—The C. and C. Motors,
Ltd., capital $100,000, head office Tor-
onto, will manufacture and deal in autos
and auto acces5;ories.

WALKERVILLE.—The Hills Jansen
Company, Ltd., capital |40,000, head
office here, has been incorporated to
manufacture and deal in auto acces-
sories.

GRAND VALLEY.—T. H. Hamilton,
dealer in Canadian Ford cars, acces-
sories and repairs, is building a new
garage which will be ready in the
spring.

HAMILTON.—The Universal Bat-
tary Company, Ltd., head office here,
capital $40,000, plans to carry on a gen-
eral automobile repair business and
deal in batteries and accessories.

SEAFORTH.—E. Mitchell and Sons
have taken over the Adams garage.
They have the Overland agency and
will specialize on battery work. B. T.
Reid will handle the repair end.

SARNIA.—Seagrave, Loughead Co.,
Ltd., will manufacture automobile fire
department apparatus, heavy commer-
cial trucks, trailers and semi-trailers,
btock in the company is now being sold.

WALKERA/ILLE.-A company en-
gaged in the manufacture of brakes
and clutches has purchased a plant on
Argyie road for ."SiO.OOO. Operations
are expected to commence this month.
HAMILTON.—The Firestone Tire

^."'^.^^ybber Company of Canada, Ltd.,
capital $5,000,000, with head office here
mil manufacture and deal in rubber
products, automobile accessories and
metal rims.

LONDON.—A new automobile show
rooni will be opened shortly, opposite
tne Grand Theatre, by Mes'^Vs. O'Brien
Sheraton and Pennoek. The new con-
cern has secured exclusive "agency of
the Dodge car for Middlesex County.

BELLEVILLE.—A Canadian com-
pany, known as tihe- H. A, Wood Com-
pany, Limited, has been formed, and
is being incorporated, with a capital-
izarfon of $1,000,000. The company
has obtained the Dominion rights of an
American concern for the manufacture
of automobile valves.

* ^BLENHEIM.-Bruce V. Cameron,
Oj Woodstock, and T. Dymond, of God-
erich, have bought the automobile plant
and equipment of E. W. Knigtht. They
will also take over the Ford and Mc-
Laughlin agencies. The change -will
take effect in a few weeks, but Mr
Knight is to remain with the new pro-
prietors for some time. Both the men
are returned soldiers.

TORONTO.—A school of instruc-
tion in tire repairing and vulcanizing
is being conducted by the Goodyear
Tire and Rubber Co. in their factory
at New Toronto. The instruction is
free, and is given by experts, to any-
one desiirous of learning this part of
the automobile business. The course
is continuous, and the student may re-
main as long as he chooses.

HAMILTON.—The employees of the
International Plow Works recently
presented George X. Beaudway, who is

severing his connection with the plant,
v;itlh a handsome watch and Masonic
ring. A. C. Dann, superintendent,
made the presentation. Mr. Beaud-
way was the works' auditor, and has
been identified with the works since
ground was first broken for the plant.

MANITOBA
WINNIPEG.—A permit has been se-

cured by the Western Canada Motor
Company for the erection of an addi-
tional storey to their premises on Ed-
monton Street, at a cost of $17,000.

WINNIPEG.—The distributor for the
G. M. C. trucks, for the whole of Sas-
katchewan and Manitoba, is the Cadil-
lac Motor Sales Co. of Winnipeg. A
first shipment has reached the company.
WINNIPEG.—The Winnipeg Auto-

mobile Club held its annual banquet at
the Fort Garry Hotel recently. In the
absence of Premier Norris, the Hon. G.
A. Grierson presided. There was an
attendance of about 500.

GLADSTONE. — The, M c A s k i 1

1

Adamson Co., Ltd., who purchased the
hardware business of Williams Hard-
ware Co., Ltd., and the implement busi-
ness of Nichol Hornsby, will operate
both businesses in the Williams Block.
The implement side of the business is

under the care of "Rod" McAskill.

SASKATCHEWAN
'

REGINA.—General Motors, Limited,
organized with a capital of $200,000, is

locating here.

REGINA.—The Goodyear Tire and
Rubber Co. has decided to build offices

and warehouses in Regina, in an effort
to increase its trade in the Province of
Saskatchewan. A site has been secured,
and the company proposes to spend
$75,000 in opening up the new Saskat-
chewan headquarters.

SASKATOON.—The Saskatoon
branch of the McLaughlin Motor Car
Company, Ltd., held its first annual ban-
quet recently in the King George Hotel.
About thirty of the employees and
guests were present. The program was
under the direction of J. D. Leach. It
was decided to make the banquet an
annual affair.

REGINA.—The Legislative Commit-
tee of the Saskatchewan Grain Grow-
ers' Association, at a recent meeting,
decided to lend its support to the move-
ment to secure legislation compelling
auto dealers to carry repairs for autos
sold by them for a period of five years
after they have ceased to sell such au-
tomobiles.

WOLSELEY.—The J. L Case Thresh-
ing Machine Co. held a tractor school
here on January 6, 7, 8 and 9, in the
Wolseley Garage building. The course,
which was free, was the same as that
given in Regina and other large cen-
tres and was conducted by experts pro-
vided by the company.

SASKATOON.—The John East Ma-
chine Company recently built a new
type of threshing machine for deseed-
ing flax, for the Dominion Experimental
Farm at Ottawa. The machine was de-
signed by F. W. and F. L. Van Allen.
It is intended to do away with the hand
pulling system used in threshing up till

now.

ALBERTA
RED DEER.—All local garages have

increased their storage rates from
January 1: live, $8 per month; dead, $6.

MORINVILLE.—John Graf, who has
branches at Bon Accord as well as here,
has built up an annual business of
$122,000 in the eight years he has been
here, he states. Pretty good for a town
this size, and with keen competition.

MORINVILLE—The automotive busi-
ness has grown apace in this, one of the
most progressive French settlements in
Northern Alberta. The Central Garage,
E. C. Cournoyer, proprietor, reports a
monthly turn-over in excess of $3,000.

BRITISH COLUMBIA
ABBOTSFORD.—C. Spring has pur-

chased the K. and K. Garage from Mr.
Krevouski.

CLOVERDALE.—The Highway Gar-
age, under the management of Mr. Car-
michael, is now open for business.

UNION.—Ground has been obtained
by Mr. Neil, formerly of the B. C. Tele-
phone Company, for the erection of an
up-to-date garage.

VANCOUVER—The McCandless Mo-
tor Company has erected an up-to-date
garage in Howe Street. They special-
ize on Diamond "T" trucks.

CHILLIWACK.— S. Patterson has
been appointed manager of the Cana-
dian Garage, which handles Studebaker
cars and Ever-Ready Storage Batteries.

CHILLIWACK.—Frank Edwards and
S. Parlow have opened a new garage
under the name of the Chilliwack Gar-
age. They have the Gray-Dort agency.

VANCOUVER.—Mr. Knight of Cal-
gary has bought the interests of Mr.
Ferguson, of the Ferguson-Higman
Motor Company. The business will still

be carried on under the old name.

MISSION CITY.—Stuart and Miller
now handle the agency for Chevrolet
and Dodge cars. They complain of not
getting enough of them to meet the de-

mand of their rapidly growing business.

VANCOUVER.—Albert Wilson, for- I

merly master mechanic of the Vancou-
ver Fire Department, along with other
two mechanics, has opened an up-to-
date garage, to be known as the Rotary
Auto Machine Shop.

VICTORIA.—Capt. Carl All, of the
firm of Pattison and All, Vancouver,
distributors in British Columbia for the
"Roamer" Motor Cars, was in the city

recently with the idea of establishing
an agency for the Roamer car.

VANCOUVER.—Edward B. Welch
has received a pei-mit to erect a large
two-storey garage and service station

on Howe Street. The new garage
will be of reinforced concrete and tile

construction, and will cost $24,400.
Work on it will be started at once.

MARITIMES
CHARLOTTETOWN, P. E. I.—At a

meeting of the Retail Merchants' Asso-
ciation, Hon. George E. Hughes, mem-
ber of the Government, announced re-

cently that the Government is planning
to take advantage of the Federal road
grant and expect to expend $400,000 on
roads next year.

FREDERICTON, N. B.—Phillips and
Prjngle, Limited, have been incorporat-

ed with a cariital stock of $49,000. The
company will deal in motor vehicles,

gasoline tractors and motor accessories.

ST. JOHN, N. B—The body of Wil-
liam McDonald was found in the Citv

Gai'age one night recently, his death
being done, apparently to patrol

fumes.

E. S. WEST APPOINTED EMPIRE
SALES DIRECTOR

'T^HE Empire Cream Separator Com-

nany advises us of the appointment

of Mr. E. S. West as their Canadian
Managing Director in full charge of

their Montreal office and also govern- i

ing the business activities of the Tor-
[

Dnto office.

Mr. West comes well qualified for

this important position. He has had
years of good successful experience

and knows the Canadian sales condi-

tions thoroughly. He became first asso-

ciated with the Empire Company as

stenographer and order clerk, at the

Portland office, and by reason of his

ability became chief accountant, and
later credit manager of the Portla'nd

office. Mr. West succeeded so well that

he was appointed manager of the

Denver office, in which capacity he
served for some time. 'He is in|ow

assistant at the Canadian office taking
full part in directing and managing
Canadian activities.

®

Steel Stalls

are

Galvanized

Steel Stalls

Beatty Bros.,

Winnipeg, Man. St. John, N.B.

Fergus, Ont. Vancouver, B.C.

Montreal, Que. London, Eng.

Edmonton, Alta. 16 Hoiborn Via-

London, Ont. duct, E.C.I
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ANNOUNCING

The VE
Designed by
Financed by

Built by
in a Canadian

Engineers
Capital
Workmen
Factory

Note the

Wheelbase

Loading Space

Engine

Governor

Carburettor

Muffler

Clutch

Transmission

Shaft

Axles

Steering Gear

Wheels

Our

Guarantee

Our Guarantee is

not a scrap of

paper, but REAL
MONEY and
apart from this

Cash Guarantee

the makers stand

behind their pro-

duct at all times.

2-Ton Model complete with Cab and Stake Body

There is room in our organization for capable

dealers who want to handle a line of quality

and profit—Write about territory.

EASTERN CANADA MOTOll
HULL
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OUR CREED

BRAN
Dependent, Economical in operation and adapted
to efficient service in every line of business.

We believe in building the

best truck possible regardless

of price.

We believe in dealing fairly

and squarely with dealers and
purchasers.

We believe in maintaining at

all times the good will of all

with whom we do business.

Specifications 2 Ton Model
WHEELBASE
LOADING SPACE
TREAD FRONT
MOTOR

GOVERNOR
CARBURETTOR
MUFFLER
IGNITION

COOLING SYSTEM

CLUTCH

TRANSMISSION

PROPELLER SHAFT

156 inches.

Back of seat to end of frame—141 inches.

58 inches.

Buda, Model HTU, 4 cylinder three point suspension.

Bore 414 in., Stroke 5V2 in. Detachable cylinder head.

Developing 83.1 h.p. at 1100 revolutions.

Simplex. Model M
Zenith.

Vacuum type

Eisemann Model GU4, high tension Magneto, with

impulse starter.

Tubular Radiator "built up" type, cast top and
bottom tanks. Pump circulation,

Borg & Beck Dry Disc type, completely enclosed in

bell housing.

Cotta constant mesh type, four speeds forward and
one reverse.

Spicer 3-joint shaft with S.K.F. self-aligning centre

bearing.

REAR AXLE
FRONT AXLE
BRAKES
FRAME
SPRINGS

STEERING GEAR

GAS TANK

WHEELS
TIRES

CONTROL

CAB

Sheldon Worm.

Sheldon dropped forged "I"- Beam.

Two sets, internal expanding.

6-in. Rolled Channel. Width 34; in. overall 19ft. 7 in.

Crome Vanadium Steel—Front; Semi-elliptic 42 in.

long. Rear; Semi-elliptic 52 in. long.

Ross Irreversible, worm and nut type. 18 in. hand
wheel. Left hand drive

Capacity, 17.5 Imperial gallons. Mounted underneath
seat, with fillei; opening at right side of cab.

Smith Steel Wheels

36 X 4 in. front. 36 x 4 in. dual, rear. Pneumatics
furnished at extra cost.

Gear shift and brake lever-mounted in centre of

chassis. Equipped with accelerator pedal and hand
spark and throttle controls on steering column.

Solid steel cab with demountable doors furnished as
standard equipment. Locker for tools and retainers
for spare oil, gas and water, on left side. Trap door
on right side to accommodate gasoline filler.

TRUCK COMPANY, LIMITED
P.Q.
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Hold Tite Nut Lock

The Hold Tite Nut Lock is very simple to adjust—place a Nut Lock over the same size bolt;

screw down another nut onto the Nut Lock, or
pound it down with a larger size nut; remove the
second nut and the operation is complete.

The Hold Tite Nut Lock is a simple, inexpensive but
positive appliance. A safeguard wherever a nut needs
locking.

Applied to automobiles, trucks, tractors, stationary

engines and all kinds of agricultural machinery, this

invention makes each bolt as tight as a rivet.

The cost is little because the constmction is economical.
There is no waste material. Every particle of the lock

does its work.

Manufactured

Only By

Nothing could be more efficient. The nut lock holds on
like grim death. No vibration can shake it off ; the nut
is there to stay when this little collar of steel is pressing
it into position.

Start your patrons ofF right by equipping the machines

you sell them with Hold Tite Nut Locks. Sell the Nut
Lock to those who have already purchased machines.

Write to us to-day for full particulars.

Some of the

Satisfied users

of the Hold

Tite Nut Lock

Canadian Pacific

Railway Co-,
Montreal.

Canadian Vickers

Co., Montreal

Renfrew Electric

Co., Renfrew,
Ont.

Canada Cement
Co., Montreal.

Packard Electric

Company.

Gray and Davis,

Inc.

Electric Auto-
Lite Corp.,
Toledo.

Grandall Packing
Co., Boston,
Mass.

EDWARD A.
228 CRAIG St. W.

ROBINSON CO., LIMITED
AMERICAN FACTORY: WALTHAM, MASS. MONTREAL
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THE (OMMERCIAL (rEDIT (oMPANY OF ^NADA umiteo

IS

A CANADIAN COMPANY offering service

of interest to and in the interest of Canadians.

Time payments made possible and profitable for

Manufacturer, Dealer and Customer. Of parti-

cular interest to Automobile and Musical Instru-

ment Trades.

LET US KNOW YOUR REQUIREMENTS

THE QmMERCIAL (^EDIT (oMPANY of (aNADA umited

Bank of Hamilton Building, Toronto, Ontario
McArthur Building, Winnipeg, Man.

WE GIVE

"Quality and Service"
IN

TRACTOR and TRUCK
STEEL CASTINGS

JOLIETTE STEEL CO., LIMITED
903 Read Building, Montreal

JOLIETTE, P.Q.

The Sign of Quality

VESSOT
FEED

GRINDERS

Elevator and Bagger

Wherever you find a "Vessot" Grinder you will find a contented user.
The "Vessot" always satisfies.

Vessot Grinders have obtained medals and highest awards wherever
exhibited—Chicago, Paris, etc.

.

We make nine different sizes of grinders 6V2", 8", 9", 9M", IQV2", 11"

B Farm Type and 11", 13" and 15" Mill Type, or in other words, we
build a machine to meet any requirements.

The agency for Vessot Grinders will net you a good commission.
May we mail you our proposition?

INVENTORS AND MANUFACTURERS

S. VESSOT & COMPANY, Joliette, Que.
Sold exclusively in Canada by

International Harvester Co. of Canada, Limited.

Branches: Calgary. Edmonton, Lethbridge, North Battleford, Regina, Saskatoon,
Yorkton, Brandon, Winnipeg, London, Hamilton, Ottawa, Montreal, Quebec, St. John.

f PIR
The Tractor You Sell

is only as attractive as the tractor is tried and proven, practicable,

and economical in operation. Continued sales, easy service de-
mands, and contract renewals throughout the country prove that

Turner success is hinged upon built-in principles of proven merit,
of economy and service.

Turner Simplicity has met the demand for a tractor that can be relied
upon for fconstant performance on a wide range of work. On drawbar and

pulley jobs the efficient delivery of power to

wheels and belt has won Turner lasting reputa-
tion. Its reserve power to meet overload condi-
tions, its low fuel costs, easy handling and thorough
dust protection, contribute to the increasing sales

records that have grown apace with production
facilities.

It is significant that the Turner is handled by leading distributors the
country over. For immediate action on territory proposition—address

The Turner Manufacturing Co.
441 Lake Street, PORT WASHINGTON, WIS.
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HYDRATE ELECTRIC BATTERY
OVEN

SERVICE station and garage men who
handle battery repairs will find this

device useful in removing the jars and
covers.

It consists of a metal box open at the

bottom, and containing three electric

heating units in upper portion. The
back of the box is attached by means of

a bracket, to an upright pipe standard,

and held in position by a thumb screw,

making it easily adjustable.

The oven is 21% inches long, and 9

inches wide inside. It will hold any
standard starting, lighting, and igni-

tion battery. The heating units are de-

signed for any 110 to 115 volt lighting

circuit, either direct or alternating cur-

rent.

The makers say the power required is

one and one-half kilowatts. The front

side of the oven is hinged and may be
opened to examine the condition of the

battery being heated. It is shipped
completely assembled and ready for in-

stallation. The manufacturers are the

Service Station Supply Co., Detroit,

Michigan, U. S. A.

ELECTRIC GAS PRIMER

THIS is a starting device and battery

saver, electrically operated. It con-

sists of a copper tubing, wound in spiral

form, surrounded by an electrical heat-

ing unit, composed of iron wire, insulat-

ed with asbestos; the entire unit is

covered with asbestos and placed in the

centre of a brass container known as

the bowl.
The primer is operated from a dash

pump. The process is to turn on a dash

switch, giving one or two injections of

gasoline by the dash pump, which forces

the gas through the heating coil and
comes out in the form of a hot vapor,

which is sucked into the engine, forming

a highly explosive mixture which ignites

instantly in the coldest weather. The
primer is placed as near the intake

manifold as possible.

The makers, the Auto Distributing

Co., Plainfield, New Jersey, say the out-

fit is self-regulating inasmuch as the

iron wire, upon heating, automatically

shuts off the current due to the rapid

rise in its resistance.

It starts with twenty amperes and in

a few seconds registers the minimum
consumption of seven amperes. It can
only be used on cars equipped with stor-

age batteries. The primer is distributed

in Canada by the Canadian Fairbanks-
Morse Co. .

NEW AUTO RECORDER
tylLLARD CHIPMAN, of 219 Concord
VV Avenue, Toronto, has invented a

new device known as the Chipman Auto
Recorder. The invention keeps a record

of the speed made at every hour and
minute during the day. The instrument

is nine inches long and four wide, and
is set in the dash of the car. On the

right is a speedometer and on the left

a clock. A pencil in the centre operates

on a chart and indicates the exact speed

made by the car. The clock controls a
tape and the speedometer controls the

pencil, which writes on the tape.

The tape is on a spool similar to a

kodak film spool. The spools are made
to last a day or a week, and are divided

horizontally into mileage spaces, and
vertically into five-minute spaces.

The recorder will show exactly at

what minute you were running, or when

'

you stopped, and at what speed you were
running at any particular time. When
the car stops, the clock continues to run,

and a blank space is shown on the chart.

MOTOR HEATER
THE Myall Motor Heater, which is

manufactured by Motor Sundries,

Limited, 420 Foy Building, Toronto,

may be installed in ten minutes, with-

out any trouble. The manufacturers
claim that it is adaptable for use in

any of the standard makes of cars, and
that it wil! keep the engine warm and

Hyrate Battery Oven

Tyler Safety S'.ep Plate
Speed Nut Wrench

Bulldog Towingr Chain

Hollineshead Electric Tool, Removing Nuts

Hollingshead Electric Tool, Showing Boring Operation

ready for instantaneous service, in any
garage, in any weather. It is quickly
attadied to any electric light socket.

SAFETY STEP PLATE
THE Tyler Manufacturing Co., Bos-

ton, Mass., have put on the market
a new safety step plate for the running
board of automobiles. The makers say
it provides an absolutely sure footing
and keeps the inside of the car clean.

The step plate has an upper surface
made in a solid compact form, which will

retain its appearance and shape. The
ribs will not break away in use, and
there is ample space between them to

take care of whatever dirt is removed
from the boots. The type D plate,

shown in illustration, is made of black
rubber, with red rubber centre. The
makers can supply the type D step, bear-
ing the name of the car, at short notice.

THE COCHRAN SPEEDNUT
WRENCH

THIS is a handy wrench with a rapid

automatic adjustment to fit any size

of nut. It is manufactured by the
Cochran Manufacturing and Forging
Co., Chicago, 111., who say it is simple in

construction, having only three parts,
is very powerful and durable. It is

made in two sizes: a 6-inch, weighing
oz., and an 8-inch, weighing 17 oz.

HOLLINGSHEAD ELECTRIC
WRENCH

npHE Hollingshead electric Avrench,

drill and screw driver, is a new
power driven combination wrench by
screwed in place and removed without
danger of breaking the bolts or strip-

ping the threads. It is a light hand
tool that makes available in a safe and
efficient way large amounts of power
for a considerable number of uses. The
machine weighs about 14 lbs., the
body is 10 inches long and four inches
in diameter. The power is obtained
from a small high speed electric motor
encased in a metal cylinder with spe-

cially arranged gears and worms. The
m.otor operates in either direction, hav-
ing three speeds forward and three
speeds in reverse.
The makers say the electric wrench

can be used for power drills for any
size portable drill or revolving tool

used by miners or stone cutters. Under
proper conditions it will do the work
much faster and cheaper than can be
done by any other portable power
tool. It can also be used for grinding
auto cylinders and valves. This tool is

made by Hollingshead and Co., 55
Liberty Street, New York.

Myall Motor JSteater

BULLDOG TOWING CHAIN

THE Chain Products Co., Cleveland,

Ohio, have placed on the market a
towing chain known as the Bulldog
Towing Chain. The makers say the

links are unusually heavy and strong
and the hook at each end is drop forged.

Both ends of the chain are covered so

that the enamel of the car towing or

being towed can in no wise be scratched

by the links. The chain is made of

5^16 in. material with a tensile strength
of 4,400 lbs., and is 18 ft. long.

BENCH .JOINTER

AN interesting machine has been

developed by J. D. Wallace and
Company, Chicago, known as the six-

inch Wallace Bench Jointer. The ma-
chine is portable and can be carried by
one man. It is equipped with its own
motor and can be*operated from an or-

dinary lighting circuit by lamp cord
and plug, which it carries. A fence is

mounted on the motor, and slides back-

ward and forward on rods. The cutter

head is easily removed, say the makers,
and other heads inserted.

The device is designed for doing
small work right at the bench.



Canadian Motor, Tractor and Implement Trade Journal 33

TN spite of a far higher selling price,

Bethlehem Tractor Plugs are the
largest selling tractor plugs on the

market.
The International Harvester Company

and other prominent tractor manufacturers
use them as standard equipment. Price is

no argument, because performance

—

real

performance—is built into every plug.

Stock the Bethlehem line of tractor plugs,

and build a growing, profitable business
among tractor owners in your territory,

THE SILVEX COMPANY
BETHLEHEM PRODUCTS

E. H, SCHWAB, President

BETHLEHEM, PA., U. S. A

% inch long mica trac-

tor plu4 Used as

standard equ:pmenton
Iniernaticnal Harves-
ter Tractor and others.

BiRDSELL Clover Hullers
Best for Threshing, (

Hulling and <

Cleaning
(

r Little Red «r Commen CIoTer Seed

^
Big Enclith or Mammoth Clover Seed

I Ahike CIoTer Seed

(. Sweet CloTer Seed

ALLIS-
CHALMERS

The 18-30 Tractor embodies the most
modern engineering and construction.
Officially proven a leader in the Tractor
Field. Price complete, $1,785.00 f.o.b.

Factory.

With 1920 has dawned a new era
in Canada.

Prosperity will reig^n again.

Have you investigated the money-
making- possibilities of the AlHs-
Chalmers Tractor Line?

DO IT NOW!

The 6-12 Tractor is readily attached
to any implement the farmer may^ already
have requiring four horses or less,* and
forms a real one-man outfit. 12 belt h.p.
Price complete $795.00, f.o.b. Factory.

Canadian Allis-Chalmers, Limited
Head Office: 212 King W., :^ ' :

' Toronto

THREE SIZES FOR CANADA
No. 2 Cylinders 27" X 32". Capacity 3 to 5 bu.hel. per hour. 'eto'eTH!"?!
No. I CyliViders 30" x 36", Capacity 5 to 7 bushels per hour. 8 to 10 H. P.
No. 8 Cylinders 40" x 52", Capacity 7 to 10 bushels per hour, 10 to 12 H. P

WE HAVE A SIZE TO SUIT EVERY NEED

ANN ARBOR HAY PRESSES
If in the marlcet for a Hay Baler we can
furiiish in any size to meet your requirements.
Write us or call and see us while in the city.

Birdsell Manufacturing Co.
Foot of George Street

Toronto, Canada
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RADIATOR COVER

THE Atlas Radiator and Combination

Radiator and Hood Cover, manufac-
tured by the Atlas Specialty Mfg. Co.,

18 East Twenty-fourth Street, Chicago,

are constructed with one-piece detach-

able curtain which may be used to cov-

er either upper or lower half, right or

left side of radiator front. The manu-
facturers claim the cover is especially

desirable on cars where there is a lack

of space between headlight brace and
radiator as the curtain is detachable.

While driving during extremely cold

weather the lower half may be covered.

Carburetor and manifold may be pro-

tected by adjusting the curtain to cover

side on which they are located. The
cover is attached to the car by means of

metal clips. The hood cover is well re-

inforced at all places subject to exces-

sive wear, and is fastened to the radiator

by means of glove buttons, and is tailor

finished. It is weatherproof and will

not crack.

THE NORVELL INSIDE HOOD
COVER

THE Norvell Inside Hood Cover is

being marketed by the Missouri In-

sulating Co., St. Louis, Mo. It is a hood
cover designed to fit underneath the

hood of an automobile—out of sight

and out of the way. The Norvell Inside

Hood Cover is composed of a specially

prepared fibre composition coated with

a waterproof liquid making it resistant

to weather conditions. It is applied to

the louvre sections underneath the hood
and does not interfere with the raising

or lowering of the hood nor does it mar
the beauty or appearance of the car.

The hood cover comes in two sections,

which are made to adhere to the louvre

sections by means of flexible metal clips

that slip through the openings in the

joints of the hood and which are bent

into place with the fingers. It is built

on the princijjje of retaining the heat

f from the engine in the hood chamber

^ enabling the engine to respond quick-

ie
ly in cold weather.

\ .

FEDERAL CYLINDER—TEST
GAUGE

THE Federal Products Corporation,

Providence. R.I., has placed on the

market an instrument for testing the

cylinder vibrations of automobiles and
trucks.
The gauge feelers of the Federal

Cylinder Test Gauge are inserted in the

cylinder. These bear at their inner
ends, by means of spiral springs,

against a cone cam, which is directly

connected by a steel rod, running
through an outer casing to a rack and
spur movement operating the gauge
dial. A lever is also attached to the
steel rod by means of which the cone
cam is lowered, thus permitting the
feelers to recede sufficiently to be insert-

ed in the cylinder. Once the feelers

are inside the bore, pressure on the
lever is withdrawn and the feelers are
automatically released against the
inner sides of the cylinder.

A centralizing support holds the ap-
paratus in position. This support is

placed at the mouth of the cylinder and
has three fingers which bind firmly
against the walls of the cylinder by a
scroll and rack movement operated by a
hand wheel.
The gauge body turns freely and

slides in and out through the centraliz-

ing support, permitting the feelers to

bear wherever desired on the inner
cylinder walls.
The makers say the Gauge Dial,

which is graduated in thousandths of
an inch, can also be turned to any posi-
tion on the same axis as the hand
wheel, so that readings can be taken
with the hest possible light and the least

effort.

In practice the feelers before inser-
tion in the cylinder are set to a master
gauge, while, at the same time, the
face of the dial is turned until the hand
points to zero. Then when the feelers
are moved about In the cylinder all

variations from the correct dimensions
are indicated by a movement of the dial

hand to either side of zero. Caps are
furnished for the gauge feelers so that
they can be set to fit any size of bore.

Radiator Corer. Niehoff Test-Kut.

NORVeU INSIDE
HOOD COVCB

Norvell Inside Hood Cover.

Rose Puncture Plugr

GAUGE
DIAL

Safetee Glass—weight test.

RELEASING
LEVER

RemUtor.

CENTRALIZING
FINGER

BODY

Safetee Glass—^the

weisht test.

HAND WHEEL

CENTRALIZING
SUPPORT

NIEHOFF TEST-KART
THE Paul G. Niehoff Company of

Chicago has placed on the market a
new machine for locating all electrical

trouble in connection with the electrical

mechanism of an automobile, such as
the ignition, starter, generator, battery,
wiring relays, meters, etc. The makers
claim their machine is a money-saver
and a positive convenience to the pub-
lic as it enables the repairman to de-
termine the trouble and estimate the
approximate cost while the motorist
waits. The wagon is equipped with
leads, ready for attaching to any part
of the electrical system for locating
shorts and grounds. Storage battery
fits right in the wagon. All meters are
special and of Western make. It is

recommended for general automotive
garage service stations.

Faderal Tist Gaiur*. Niehoff Spark Tester

ROSE PUNCTURE PLUG

THIS is a device for repairing inner

tube punctures. It consists of a
pneumatic plug operated by a special

tool. The makers say a perfect repair

can be made in twenty seconds. It has
been subjected to severe tests, and has
proved satisfactory. The manufactur-
ers are the Rose Pneumatic Plug Co.,

2133 Michigan Avenue, Chicago.

SAFETEE GLASS

THIS is a new glass for automobile

windshields, windows, lamps, etc.,

manufactured by the Super-Glass Com-
pany, Philadelphia. The makers say it

absolutely eliminates the possibility of

accident from shattered flying glass.

You can hit it with a hammer, and it

will crack, but it will not shatter, nor
will any pieces fly. It is fifty per cent,

stronger, and will stand more abuse,

than ordinary glass. When cracked it

remains windproof and waterproof.

A machine gun bullet shot through

this glass makes only a hole, as it would
through steel the same thickness.

It consists of a sheet of Du Font's

best grade "Paralin," welded between
two sheets of glass, at very high heat

and tremendous pressure, by a patented

process.

pressure! REGULATOR

THE Automatic Safety Pressure

Regulator manufactured by the

Automatic Safety Tire Valve Corpora-

tion, 1765 Broadway, New York, insures

tires against prematurely going to the

junk man. The manufacturers claim

that it is designed to do away with all

guesswork in the matter of inflation.

The regulator consists of an adjust-

able spring mounted valve. This is

screwed onto the existing valve without

changing the latter in any way. The
air supply is connected to the top of the

device and when the pressure inside

the tire readies the point set on the ad-

jTisting collar the regulator whistles

and all surplus air is emitted through
a hole in the side. The regulating collar

is notched so that it cannot accidentally

slip out of adjustment.

COMPRESSION SPARK TESTER

THE Niehoff Compression Spark Test-

er is an apparatus that enables one

to make a test, and determine accurate-

ly, the status on any coil or magneto
under conditions corresponding to the

compression of the motor. It is an air-

tight metal chamber, provided with a
standard spark plug, an air gauge and
air valve, which fits any tire or bicycle

pump. The spark can be readily seen

through a lens constructed for that pur-

pose. The makers, Paul Niehoff and
Co., Chicago, state that its construction

is very durable, and method of opera-

tion simple. There are three styles for

single, four, and six-cylinder.



Cletrac Closes Huge Quebec Contract
TREMENDOUS sales of Cletrac

tractors in the Province of Que-
bec are expected within the next

few years, according to an announce-
ment made hy Hon. J. E. Caron, Min-
ister of Agriculture, who is also Cletrac

distributor for the province. An Asso-

ciation Press despatch under date of

December 19 says:

"The Provincial Government has en-

tered the field as a competitor in the

development of the motor industry,

and has entered into a contract with a

company across the border to supply
tractors for the farmers at cut rates.

"The decision was arrived at on
November 5 last, when a contract was
entered into with the Cleveland Trac-
tor Company to supply Cletrac tractors

to farmers in the province at a special

price of $1,100 f.o.b. Cleveland, in-

stead of the regular price of $1,585, on

•condition that the orders for these ma-
chines are transmitted by the Min-
ister of Agriculture, without any obli-

gation on the part of the latter to buy
any number whatsoever of the ma-
chines. The Cleveland Tractor Com-
pany undertakes to organize a service

to put into operation the machines in

question and for the sale and exchange
of all parts, the cost of the delivery

and demonsitration of the tractors be-

ing paid by the company.

"The information given above was
secured from the Minister of Agricul-
ture, the Hon. J. E. Caron, in reply to

a question put by C. E. Gault, on be-
half of Mr. Sauve, yesterday after-

noon.

"In reply to a question the Minister
of Agriculture said it was true that
he was the distributor of the Cletrac
tractors for the Province of Quebec.
He further stated that no tenders for
the sale of tractors were requested
from other companies, and he had no
statistics on the number of companies
that manufactured or sold tractors in

the province. He added, in reply to

a query as to why the Government
had preferred the Cleveland company
that it was because the tractor of the
Cleveland company is one that is best
adapted for the farms of the province."

Note.—The despatch is incorrect in
stating that the contract is made with
a "company across the border." It is

wiiith the Cleveland 'Tractor Co. of
Canada.—Editor.

IT WAS stated in a report to the
M. T. I. that the Cletrac company

expected to sell 6,000 tractors in
Quebec alone during the next three
years, and in order to verify the terms
of the contract W. G. Bell, managing
director of the Cleveland Tractor Co.
of Canada was requested to add
any further information. Mr. Bell
believes the future for tractors in
Quebec province is very rosy, but does
not commit himself to any statement
as to numbers.

Windsor

"There is very little information to
give out in reference to the Quebec deal
outside of that already announced by
the Hon. J. E. Caron, Ministar of
Agriculture to the Associated Press.

"We have entered into a contract
with the Department of Agriculture of

This is the man who "put across'

the contract.

THE tractor and implement
dealer during the winter should
map out his campaign for the

coming year. The tendency in the past
has been to slacken off during the
winter months, to take things easy
and wait for spring, in the belief that
winter sales were impossible, or, at
least, hard to get. The progressive
dealer has gotten away from that idea
now and takes advantage of the winter
to do his mapping out, and most aggres-
sive work. He recognizes that, in the
spring, when the farmer is getting
ready for his season's work, there are
only a few, a very few, precious days
in which he can sell the farmer.
Time is money, whether in selling

farm implements or doing any other
thing that counts; the time to sell the
farmer, especially in the big farm im-
plements, is in the winter.

I always made it a practice to start
my canvass for the next year's goods
in October, and met with wonderful
results. As an inducement for the
farmer to take his machines early, I

offered to deliver them free of charge.
As my prospects were located from
seven to twenty miles away from my
place of business, I devised a scheme
for securing cheap delivery of goods
sold.

In that district, most of the farm
produce in the winter was hauled into
market on sleighs, so I got in touch
with farmers from the various sec-
tions, and bargained with them to de-
liver machinery on their homeward
journey at so much a load. I had it

arranged so that no man would (re-
quire to go out of his way to make a
delivery. The result of this plan was:
I got a cheap delivery—expenses
amounting to less than 1 per cent.

—

and had all my machinery delivered
during the winter. The men whom I

had out on the road selling—usually
two—did all the assembling as well.

the Province of Quebec, whereby they

will distribute Cletrac tractors to the

farmers through their large organiza-

tion. We maintain control and handling
of the service. The Department of

Agriculture have some 1,200 agrono-

mists in the Province of Quebec, which
is an average of approximately one to

each parish. It is through these agron-
omists that we expect to reach the

home of every farmer, which gives us
a Cletrac selling force of 1,200 sales-

men in the Province of Quebec. These

men will be directed aiid instructed by
the Department along the same lines

as we instructed our own salesmen.

A service station will be appointed in

each parish to take care of the service

and sale of parts. The exact number
of tractors that will be sold under this

plan is more or less guesswork at the

present time, but we anticipate tre-

mendous sales in the next three years."

and had machinery ready in ample
time for the commencement of the
spring work.
The first season I adopted this plan

I sold more than twice as much as my
competitor; and while he had consider-
able trouble in getting his machines
set up in time for the work, I experi-
enced none whatever.

p\URING the winter months, the
-^-^ farmer has less to do than at any
other time of the year, and is always
willing to talk. He is eager for in-

formation, and likes to discuss new
things. In discussing the tractor, I

show him the advantage of buying in

the winter and having his machine at
hand when the spring season opens,
and how it can be used for plowing,
when the condition of the soil is such
that horses cannot be used.

If you can't close at first with the
farmer, it is a good plan to make a
definite date with him. In my experi-
ence I have found that 90 per cent, of
the farmers I made a date with were
eagerly waiting on my visit, and after
further discussion almost invariably
made a sale.

The dealer should see to it that he
has on view in his showroom a more
or less complete tractor outfit, illus-

trating to the visitor its uses in the
field, and in connection with the vari-

ous implements.

A vigorous advertising campaign in

the local papers at this time, coupled
with personal letters showered among
the farmers, will go a long way to pre-
vent a dull season, and prepare the
ground for next year's sales.

GRAY-DORT DEALERS IN
CONVENTION

SEVENTY Gray-Dort automobile deal-

ers, from Toronto and Hamilton, on
Dec. 5, were the guests at a conference
and banquet given by the Gray-Dort
Motors, Limited, at the works in Chat-
ham. W. E. Finnegan, general sales

manager, was in charge of the pro-
gram. The principal business was dis-

cussing the campaign for 1920. Ad-
dresses were given by R. A. Baker, of

Toronto, and K. P. Albridge, chief en-

pineer for the Gray-Dort Company,
Chatham. At the banquet, Wm. Gray,
vice-president of the company, gave an
address of welcome and encourage-
ment to the dealers. As a result of

the conference, the company received

an order, through the dealers, for 48
carloads of cars for immediate shipping.

The Gray-Dort Motors has adopted the
Industrial Council system for amicably
settling disputes between employer
and employees. A system has also
been adopted whereby every employee
will have his life insured at the ex-
pense of the company. The corpora-
tion has decided to grant a bonus of
5 per cent, for punctuality and regular
attendance, and plans are well on the
way for the erection of a club house
for members of the staff and em-
ployees—the expense of which will be
borne by the management.

"M" HAPPY FARMER
ANEW Happy Farmer tractor.

Model -"M," will be placed on the
Canadian market early in 1920, and
distributed by the Renfrew Machinery
Co. It will be a light tractor, and for

1920 the allotment for Canada will not
amount to more than 25, in all likeli-

hood, as the production for th^ first

year will not be very large.

A Model "M" is scheduled for exhi-

bition at Renfrew during the Renfrew
Machinery Co.'s convention there

January 6-8. Regarding this new
model, the distributors write:

"It is handy, light, has a draw-bar
pull of 1,000 lbs.—the working load of

four or five horses. On the belt it de-

velops 12 h.p., sufficient to operate ^
small ensilage cutter, com cutter, wood
saws and similar machinery. It also

does all light field work done by
horses; has a 30 in. clearance and will

draw either horse-drawn or tractor im-
plements. It can be used for cultivat-

ing, pulling plows, discs and harrows,
hauling the manure spreader, drill and
seeder, mower and hay rake. In fact,

it will haul any farm implement on
which horses are used at the present
time.

"This tractor has the line drive at-

tachment and the farmer is perfectly
comfortable on his corn cutter, for in-

stance, using his tractor as he woiald

a team of horses. What is particularly

attractive about this little tractor is

that it will reach the small farmer

—

che man with the hundred acres—on
account of its price, which will be rea-

sonable; and secondly, it is not the
type of machine that has any particu-

lar parts to go vncong, and \it will

therefore need very little looking
after."

B T VANCOUVER OFFICE

AK. FREEBORN, who has been
• handling Beatty Bros'., Fergus,

Ontario, business in British Columbia
for some years, has been appointed
manager of the new branch which this

organization has just opened in Van-
couver. The office is located at Block
900, Granville street. Mr. Freeborn is

particularly well known to the B. C.
trade.

A. E. Freeborn.

is a line-np of Cletracs oatside the Btore of the aggressive Omega Machinery Co., St.
Hyacinthe, Quebec.

Selling Tractors and Implements
in the Winter

[By A. H. ALFSEN
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Pressure Proof—Competition Proof"

Pressure Proof Piston Rings
LINE THEM UP TO-DAY!

See that your customer's piston ring needs are met with

the one mechanically correct piston ring.

Sell Pressure Proof rings. Their exclusive features will

find ready buyers and Pressure Proof performance will

create a steady, increasing demand.

A nice profit to you results from the first sale. Order

your shipment now!

A booklet telling the Pressure Proof story

will be sent you free on request. Ask us

to quote you trade discounts.

PRESSURE PROOF RINGS, LTD.
SHERBROOKE, QUE.

AUTO MIRRORS
C Bracket

for Closed Bodies

Style D—for Motor Tmcka Style A—Lone

Style P
for Front Fenders

The "Hindview" Auto Mirror prevents acciflents

by enabling the driver to keep an eye on the rear
traffic vv^ithout losing sight of the road ahead. Our
Ball Joint allows' immediate adjustment to any de-

sired angle without the use of any tool.

Substantially made — nicely finished — has five inch
plain, or le.is, plate glass mirror. The lens mirror in-
creases the field of vision about 50 per cent, without dis-
torting the view. Note large, firm clamp for attaching
to windshield.

Write for our folder showing complete line

Agents, Jobbers, Write for our Proposition

Superio^Quality Prompt Deliveries

PRESSED METAL PARTS, LIGHT AND MEDIUM WEIGHT STAMPINGS
Our complete plant, superior equipment and efficient organization are at

your service. You will insure satisfactory results by letting us make your
stampings. Motor, axle, transmission and clutch stampings. Write to-day

enclosing blue prints or samples for estimates and our catalog.

KALES STAMPING COMPANY
446 West Lafayette Blvd. Detroit, Michigan
C'atiadian Representative: Donald F. Johnston, 146 Bleury St., Montreal, Que.; Yonge and

Dundonald Sts., Toronto, Ont.; 612 Portage Ave., Winnipeg, Man.

NEWS— ?

ONTARIO
DESERONTO.—The new Quinte Gar-

age, proprietor W. N. Myles, is open for

business.

TORONTO. — The Puncture Proof
Tire Company, Limited, has been volun-

tarily wound up.

BADEN. — N. M. Steinman, fur-

niture dealer, has taken on the agency
for Maxwell cars.

TORONTO. — The Ontario Motor
League will hold its annual meeting in

Toronto, Wednesday, Jan. 21.

ALLISTON.—H. Gibson, of Barrie,

has bought A. E. Stephens' Garage and
will handle the Chevrolet car.

COOKSTOWN.—H. T. Rankin, owner
of Rankin's Garage, is installing a

steam heating system in his garage.

CHATHAM.—A new La France com-
bination truck has been purchased by
the Fire Department at a cost of

$14,500.

WOODSTOCK.—The Central Garaee
opened at 526-532 Dundas Street, has
many new features, including a rest

room for ladies. It is 100 x 67 feet.

LONDON.—Wilfrid Hodgins has
been elected president, and F. D. Mc-
Laughlin, secretary, of the London Auto
and Accessory Dealers' Section of the

R. M. A.

PARKHILL.—A new garage. 50 x
150 feet, has been opened by A. D. Cul-

vert and C. Rawson. They have the
agency for Ford cars. Both men have
returned from overseas.

LONDON.—The F. E. Partridge Tire

and Rubber Co., Guelph, entertained a
number of members of the trade at a
business d'nner, December 5, at the
Tecumseh Hotel.

TORONTO.—The Chief of Police has
intimated that time for parking auto-
mobiles at curbs in the downtown sec-

tion of the city will have to be limited
to five or ten minutes.

NEWMARKET.—Hamilton Bros, are
fittine up a new garage on the corner
of Main and Water streets. They have
the Chevrolet agency and will carry a
line of accessories. The garage will be
readv in the spring.

WOODSTOCK.—F. Craig has been
elected president, and W. Berlaneette
secretary of the Woodstock and Oxford
County branch of the auto dealers sec-

tion of the R. M. A. of Ontario.

CHATHAM.—The Gray-Dort Motor
Co. entertained about 70 of their dealers
from Montreal and Ottawa at a ban-
quet recently. Addresses were given
the keynote of which was "co-operation
and 'pep'."

GODERICH.—The citizens of Goder-
ich will be asked to vote on a bv-law in

January, to grant exemption of taxes,
except school taxes, to the Dominion
Machine Company, for a further period
of ten years.

TORONTO.—G. E. Gooderham and
Co. are constructing a large nortion to

their motor car show-rooms and garage
on the property recently purchased by
them from Fred H. Ross and Co., in

Shenpard Street.

STRATFORD. — A new business,

Keil's Tire Vulcanizing and Welding
Plant, has been opened up in Ontario
Street. It has all latest equipment and
will handle vulcanizing:, wflding, re-
pairino;, tires and accessories.

TORONTO.—The office staff of the
Willys-Overland Co., presented E. A.
Olson, secretary-treasurer, w'th a
(rold watch on the occasion of his leav-

ing the company to take up a position
with the Continental Guarantee Co-, of

New York.

TORONTO.—The Commerce Mtotor

Car Company of Detroit is expected to

F THE TRADE
FOR THE TRADE

locate in Toronto, and is looking for a
factory site for the manufacture of
Commerce trucks. Receipt of a large
British order is said to be the incentive
for this move.

TAVISTOCK.—A new garage has
been opened by M. McDermott and Son.
It is 40 x 80 feet and has modern im-
provements. The new concern has the
agency for Chevrolet cars, and handle
blacksmithing and repairing, tires,

tubes and accessories.

TORONTO.—Thieves made a fine
haul of aluminum castings and auto
fittings recently, at the Toronto Auto-
mobile Wrecking Company, 179 Queen
Street West. The loss amounted to up-
wards of $500; more than 1,500 pounds
of aluminum castings alone were taken.

LONDON.—J. Gavnor. motor truck
inspector for the International Harvest-
er Company of Canada, London branch,
had the misfortune recently to accident-
ally scald his face neir his ri^-ht eve.

Although it was quite painful, Mr.
Gaynor was able to remain "on the
.iob."

WINDSOR.—The Ford Motor Co. of
'''anada has purchased the properties of
the Dominion Stamping Co., at a cost
of approximately $450 000. The manu-
facture of fenders, sheet metal work
and other auto accessor-es made by the
stamping company will now be manu-
factured by the Ford Company.
ST. CATHARINES.—T>ie Board of

Health has decided to purchase a motor
ambulance. The order has been placed
with the Wells Garage Co. The ambu-
lance will be a 144-inch wheel base, six

cylinder McLaughlin-Buick ch-^ss'S. The
body will be built in the city by R.

Hamil. The total cost is expected to be
$3,150.00.

WOODSTOCK.—The Rudd Sales and
Feed Stables, on Graham Street, are
being remodelled into a modern auto-
mobile garage and service station. The
new garage will be ready shortly, and
is being equipped to handle repairs, ac-

cessories, tires, oils, gasoline, etc. There
will also be ample space for storage
during the winter.

WOODSTOCK.—A fire, started by a
spark, which resulted when a mechanic
touched two electrically charged wires
on a car he was repairing, caused con-
siderable damage to the Oxford Gar-
age, Dundas Street. A number of au-
tomobiles were dpstroyed qnd a coisid-

erable amount of c;fr,(.k. The damage is

estimated at $20,000.

HAMILTON.—Me- srs. Walker-Val-
lance. Limited, 131 King Street West,
have been made direct factory vy^tq-

sentative=! of the Dodge Bros. Thev
also handle the Hudson Super-S'x and
tHf Repufbiic trucks. M,°ssrs. Walker-
Vallance, Limited, have found it neces-

sary to enlarge their show-room owing
to increasing business

BRANTFORD. — MotorTrucks,
Limited, is askincr the civic authorities

for a refund of $3,861 business tax, paid

for 1918, during which vear the plant

was closed up. The civic authorities

contend that the tax was paid by the

United States Government, bnt the com-

pany declare that that sum was deduct-

ed from their payment when the final

settlement was made.

HAMILTON —G. H. Long, and D. L.

Mclntyre, of Hamilton, have invented a
small motor tractor wV>'ch thev believe

will have a powerful effect on the trac-

tor industry. Th'?y hav^ til^en a Ford
truck as the foundation for their inven-

tion, using the Ford engine and the

front end of the Ford truck, a chassis

and traction connection, pnd hnve con-

structed a tractor of wonderful pulling

powers. In a test it proved highly sat-

isfactory.
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get a big-ger yield on every
acre when you prepare the

seed bed with

12 H. P. on
Draw-Bar

25 H. P. on
Belt Pulley

THE

fht

Draws three
bottoms

Turns an acre
an hour

"The Tractor Dependable"

Plows more deeply. Discs and harrows
more thoroughly. And it gets the work done
quickly when the soil is just right. The in-

creased yield pays back the cost of the tractor

in a little while.

Because of its simple power-saving design,

and the nice balance between power and
weight, the Huber Light Four gives you more
work to the gallon of fuel used.

All spur-gear-drive to the draw-bar con-

verts the highest possible portion of the power
aeveloped by the motor into useful work.
High test alloy steel makes the tractor light

—

it will not pack plowed ground; center draft,

conserves power; high wheels roll easier and
provide greater traction grip.

Huber simplicity is the mark of experience

in tractor building. It explains the Huber
reputation: "It always keeps running"—and
tarmers above everything else must have re-

liability. PFrite now for "The Foundation of
Tractor Reliability."

The Barkley Tractor & Separator Co.
Edmonton, Alta.

The
Weight 5 ,000 pounds;"

pull3 three \i" bot>

torn plows; Wauke-
sha, four- cylinder

motor; Perfex Radi"

ator; Hyatt Roller

Bearings; burns gaso-

line, kerosene or dis-

Ltillatc; center draft;

two speeds, 2^ and
4 miles per hour.

Huber Manufacturing Co.
Brandon, Man.

The Huber Jr. Yhresher and the
Huber Light Four are made by
the Huber Manufacturing Co.,

Marion, Ohio, U. S. A.

Begin The New Year Right!

Much of a dealer's success lies in his ability to gain
and to retain his customers' confidence. You have
an excellent opportunity to foster this confidence by
selling the dependable

FLEURY
Farm Implements

FLEURY
PLOWS

The farmer naturally relies upon the dealer to a large
extent for advice. Be careful, therefore, to advocate the
use of only such goods as you can be sure will prove
satisfactory.

SELL FLEURY IMPLEMENTS
THE BEST THAT SKILL AND EXPERIENCE

CAN PRODUCE
OUR RECORD OF SIXTY YEARS IS YOUR

BEST PROTECTION
Send your application now for Fleury Contract for 1920.

J. FLEURY'S SONS, Aurora, Ont.

Lubricants of Quality

A LITTLE
GOES A

LONG WAY

HARRIS
REG us «T OFF

OILS
GREASES

AND
EVERY DROP

COUNTS

HARRIS TRACTOR CYLINDER
OILS

MADE IN FOUR GRADES

HEAVY, EXTRA HEAVY, SPECIAL
AND EXCELLO

from Premium Pennsylvania Crude by a careful process to
meet the exactmg conditions of the Tractor Motor—HARRIS
OILS have a high fire test and are very viscous. One of the

UADDic '..n^cT
^'^^^^ P''°P^'"'y lubricate any Tractor-

HAKKlb OILS have been on the market for over 35 years
and have won the distinction of being

AMERICA'S LEADING
LUBRICANTS

Write for Prices and Booklet

A. W. Harris Oil Co.
326-328 South Water St.

PROVIDENCE, R.I.
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i20sa©[iB mm\i amam
INIAGARA- FALLS, CANADA
)LE MANUFACTURERS. UNDER
LYON CANADIAN PATENTS. M

Mr. Dealer!

IF
Price

Quality of Material

Workmanship

Close Skimming
and

Easy Turning

are considered by your

customers in buying a

Cream Separator, then

we claim that the

Sanitary Kin^
is the best buy in Can-

ada to-day. Write for

prices and terms.

King Separator
Works of Canada

Limited

Bridgeburg or Whitby, Ont.

SAYS THiE MASTER MECH-
ANIC: The Grab Automatac Grip
Puller is a One-Man PuU«T —
Quick-aotlns, strcmc and simple
in the extreme. May be locked in
any desired position. A oomhiiia-
tion of two or three arms. Heavy
Duty Size capacity 1" to IB"—
Junior Size capacity 1' to 7". Two
sets o{ i&wa furnished vMh eadh
size.

TEN DAYS' TRIAi. — If your
dealer or jobber does not have
them we will send you one. Try
it ten days. If not aatisfaotory.

return to us and we will refund your m-wey. We also
maKe the GREB RIM TOOL.
THE GREB COMPANY, 319 State St., BOSTON

NEW SIIARPLES MANAGER
THE Sharpies Separator Company

announces the appointment of W.
H. Jensen as manager of the Sharpies
branch office at San Francisco, Cal.

Mr. Jensen first joined the Sharpies
organization, in 1910, as a traveling
salesman on the Portland territory,

and in 1914 was made manager of the
branch office at Portland Ore.

WESTERN CANADA DAIRY SHOW
The Western Canada Dairy Cattle

Show will be held in Winnipeg from
February 16 to 22. The auditorium of

the Industrial Bureau has been secured;
and as several alterations have been
made, giving increased space, the pro-
motors are looking forward to a record
show. There will be many exhibitors
of household and dairy equipment.

ROLLER-SMITH CHANGE
NEW YORK. — The Roller-Smith

Company, 233 Broadway, New York
City, makers of electrical instruments,
meters and circuit breakers, announces
the appointment of G. Linnstrom as
works manager of its plant at Bethle-
hem, Pa.

SOME CHRISTMAS GIFT
TORONTO.—A motorist walked into

the Automobile and Supply Co., Ltd.,

around Christmas time and purchased
three Hupmobiles for Christmas gifts.

Dairy and Household
Supplies

GET WIFE'S GOOD WILL

FRED. M. CLOW, implement deal-

er of Kingston, has a few points

to make in regard to selling

household and dairy labor-saving de-

vices, which are of interest to dealers.

He says the best way to get a farmer
interested is to first of all get the good-
will of his wife.

"Women, for some reason or other,"

says Mr. Clow, "look on most imple-

ment dealers with suspicion. Therefore,

it is up to the dealer to win her over to

his side. When he accomplishes this

his task of selling the farmer becomes a
comparatively easy matter."

Mr. Clow proceeds to do this by put-

ting a washing machine on his car, and
taking it out to the farm for a demon-
stration. He shows the machine in oper-

ation, and even does a little washing
himself. He enlarges on the folly of

the old method of washing, both from
an economic and hygienic standpoint;

and, as a rule, he seldom fails to inter-

est the "gude wife." When she sees a

machine that can—without much effort

on anybody's part—do a large washing
in an hour or so, which usually takes

five hours of her time, she is not hard

to convince.
After selling a washing machine—you

see Mr. Clow takes it as a foregone

conclusion that a machine will be sold

—

pn order for a separator or a milking

machine often follows.

SELLING LIGHT PLANTS

THE dealer who hasn't yet taken on

the farm lighting plant should

seriously consider doing so now. The
farmers all over the country are becom-
ing alive to the advantages of an elec-

tric generating system. Their sons and
daughters go to the cities to get an
education, and when they come home
for the holidays, the farmers feel the

necessity of providing for them as

many of the modem conveniences they

are accustomed to in the cities as pos-

sible.

Once a lighting system is installed,

the labor-saving devices that can be

used with it on the farm, and in the

household are without number. It is

one of the most useful systems on the

farm to-day. It eliminates the danger
of fire from overturned lamps and
lanterns, and reduces considerably the

fire insurance rate. The light is al-

ways ready; and the time, formerly
used for cleaning and trimming the oil

lamps—to say nothing of the constant

watching and anxiety lest they fall, or

through the neglect of someone, creep

up and explode—can be used to better

purpose around the ever busy farm and
household.
Besides providing a better light, the

generator can be used in conjunction

with a pump for providing a full water
supply, always ready for instant use.

The dealer has some of his best argu-

ments right there.

The advantages of a gooa water sup-

ply in the house are manifold. The
sewage problem, always a serious trou-

ble on the farm, is done away with; and
the luxury of a real batnr^om is made
possible. The separator, milking ma-
chine, washing machine, etc., can all be
operated by the electric motor.
The arguments in favor of the light-

ing plant are numerous, and the live

dealer should have little difficulty In

convin'^insr his prospects and making
farm lighting a profitable part of his

business. It can be sold in any season
and installed anywhere. It is light

enough so that it can be put in a car
and taken to the farm—the proper
place—for a demonstration. In the
winter time, when business is not so

pressing, the dealer can use his time to

advantage and profit by handling this
live line.

EMPIRE OFFICES MOVED
The Emipire Cream^ Separator Com-

pany has found at necessary, owing
to increasing business, to secure more
space and additionall facilities for

both the factory and a•d^^ertlsin'g or-

gamization. It has been decided to re-

move all executive, sales, advertising,

etc., to 150 Nassau street, New York
Oity. The manufacturing plant wi!i

remain at Bliooimfi'eld, N.J., and will

absorb all the space formerly (Occupied

by the general offices.

H. A. McArthur, who was for sev-

eral years Canadian director of the

Emipire Co., amd is now assiistant gen-

eiral manager of the parent company,
paid a brief visit to the Canadian of-

fice a few days ago. He reports 1919

as a very good year for his organiza-

tion, and looks forward to 1920 as cnc

with unprecedented opportunities.

When Mr. McArthur first took charge
of the Canadian Empire office, milk-

ing machines were not the recognized

success and nwessity they are to-day.

Prior to this he spent a great many
years in the implement game, runining

his own fine business at Sussex, New
Brunswick, so that he is in a good

position to know the dairy business

and the implement mam's prolblems

thorougTily.

ESSEX CO OFFICERS
ESSEX.—The following officers have

been elected by stockholders of the Es-

sex Tractor Company: President, L. F.

Bedal; Vice-President, K. D. Potter;

Secretary-Treasurer, J. F. Taylor; As-
sistant Secretary, R. T. Drope; Direc-

tors, L. P. Wigle, R. F. Taylor, James
Jenkins, P. G. Ludwig. The company
has decided to put on a stock issue of

$50,000, in order to go more extensively

into the manufacture of tractors and
trucks. An order for 500 tractors and
an equal number of trucks for shipfhent

to British West Indies has been re-

ceived.

THOS. FINDLEY'S GIFT
TORONTO.—Thomas Findley, man-

ager of the Massey-Harris Company,
was the recipient on Christmas morning
of an illuminated Christmas address to

which were attached the signatures of

more than 4,000 employees in the Tor-
onto, Weston, Brantford and Woodstock
factories of the company. Mr. Findley,
who is recovering after a period of ill-

health, highly appreciated the employ-
ees' expression of feeling.

NEW B. & D. CATALOGUE
The Black and Decker Mfg. Co.,

Baltimore, Md., has published a new
catalogue describing their various elec-

tric tools. The catalogue is printed on
coated book-paper and beautifully illus-

trated with photographs. The tools are
described in detail and their functions
explained. There are also photographs
of the B. and D. plant at Towson, Md.,
and the Baltimore plant and general
offices.

FORD.—The Ford Motor Co. has
purchased the properties of the Domin-
ion Forge and Stamping Co., at a figure

stated to be about $750,000. The newly
acquired plant will be used for the manu-
facture of finished parts such as fend-
ers and frames. The services of the
forging company employees will be re-

tained by the Ford company at the
same rating.



DE LAVAL
Dependability

The DE LAVAL Cream Separator is a dependable skimmer. With ordinary
care it will keep its remarkably close-skimming qualities for a lifetime.

The DE LAVAL capacity rating is dependable. Each size exceeds its adver-
tised capacity under ordinary, and even under unfavorable, farm conditions.

The De Laval Company is dependable—the

oldest and largest cream separator manufacturers in

the world.

The DE LAVAL Agency Contract can be

^j^^^ depended on to return more and easier separator

profits than any other contract.

There is no better time than right now
to send in an application for a De Laval
contract. There is more profitable cream
separator business with the De Laval
than with any other separator.

The De Laval Company, Ltd.
Largest Manufacturers of
Dairy Supplies in Canada

Montreal Peterboro Winnipeg Vancouver
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The Ford Steering Control

Sells Easily and Quickly:

Wiffi fliis steering

appliance you can

absolutely derive

the same pleasure

an.d safety in driving

a Ford , as you

experience in the

highest priced cars

A Real Money Maker

Every Ford owner needs this device. A short

demonstration clinches the sale. Sold on a
''Drive it for TEN DAYS and if dissatisfied

get your money back" guarantee. You can
easily sell 9 out of 10 owners in your locality.

The price $3.75 (retail) is right.

Relieves all the strain of gripping the wheel.

Saves tires by eliminating the quiver of front

wheels. Minimizes the danger of swerving
on rough roads. Guides the car in a straight

line. Practically does away with cold hands
in winter caused by gripping the wheel
tightly.

Drop us a line for agency proposition and full

particulars of terms and prices.

McKenzie, Crews & Company, Richmond Bldg., Toronto, Ont.

More Business for YOU
Every farmer in your territory who feeds stock is

a prospect for the dealer handling the

Peter Hamilton
Hand and Power

Feed Cutters
These cutters are appreciated on sight—they practi-

cally sell themselves. They will produce profitable

business for you right now when other lines have slack-

ened off. A little pushing of Hamilton Feed Cutters

will start you off and build up sales for gas engines and

other lines. We'll furnish you circulars for distribu-

tion on request if you will show Hamilton cutters and

talk them up.

Made in all sizes, from hand machines to the power-

run machines for the big stock raisers.

You can rely on Peter Hamilton goods—^they make

you friends. Write us to-day. Territories open for

live dealers.

The Peter Hamilton Co., Limited

No. 6 STRAW CUTTER
Hand or Power

The Dandiest, Handiest Cutter Built.

No. 3 PULPER
The Cleanest Cutting and Easiest

Driven Pulper Manufactured

No. 7 STRAW CUTTER
Twelve-inch Opening

A Large Machine With Great Capacity

Makers of Agricultural Implements

PETERBORO ONTARIO

No. 7 BLOWER CUTTER
Extraordinarily Good for Straw

Cutting.

We Also Build Mounted Blowers
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A special lubricating oil that makes
separators run more smoothly

and last longer

The Sharpies Separator Company, the pioneer and
largest manufacturer of separators, has made and put on
the market a special oil for separators.

This oil has been perfected after many tests in the

Sharpies factory—first to make a separator run faster

and better, and second, to keep the separator in a uni-

formly good condition. Fifty per cent of the break-

downs in all separators is due to the use of the wrong
oil. The high speed which a separator attains requires

SHARPIES SEPARATOR OIL
As a dealer, you should feature and sell

Sharpies Separator Oil because of the large

profit it pays and because every owner of a
separator, emulsifier or clarifier is a logical pro-

spect. The field is wide open.

The strong, handsomely lithographed container

is an advertisement in itself. Display it on
shelf or showcase. It will attract attention

and bring sales. Arrange now for an adver-

tising display of Sharpies Separator Oil.

Write today for full particulars, prices and selling plan.

Sharpies Separator Oil comes in quart and gallon cans.

The Sharpies Separator Company, '^l-^^lTi'^t
THE LOUNSBURY CO.

Newcastle, N. B.

Distribulors through all their branches L. CLARK & SON
'Over 2,425,000 Sharpies Separators in Daily Use" Fredericton, N. B,
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PETITION FOR SERVICE SCHOOL
THE tractor enthusiasts of Plains,

Kansas, didn't know whether they
were on the Avery Company's schedule
of Service Schools or not. In order to

be sure that they were going to have
one they made up a petition to the
Avery Company, Wichita, Kansas, as
follows:
"We, the undersigned tractor own-

ers, operators of tractors, or tractor
prospects, do hereby ask that the
Avery Company hold a tractor scnooi
in Plains some time this winter.
"We do hereby promise that it is

our intention to attend the school, if

possible, to do so and to do all in our
power to make it a success and to
learn all that is possible for us to in

the time that the school is here, in the
operation, care and repair of tractors
and their appliances."
Then follows the list of forty-three

tractor enthusiasts, among whom are
thirty owners; the operators number
ten, while there are three prospects.
Since a good attendance is assured, the
Avery Company have granted the re-

quest.

ADVANCE-RUMELY CONVENTION
A DV^NCE-RUMELY'S branch man-
-^"^agers from the United States and
Canada gathered in LaPorte, Indiana,
recently for their annual convention
at the big plant. More than a week
was spent in renewing friendships, and
discussing the company's business and
future plans. A trip through the plant
was made. The convention closed with
a banquet and entertainment at La-
Porte, and a trip to Battle Creek,
Michigan, to visit the Advance-Rumely
factory there, where a farewell din-

ner was served. The Canadian deal-

ers who attended were: C. W. Mc-
Donald, Saskatoon; P. Arnot, Regina;
and M. J. Carrothers, Winnipeg.

NEW GARAGE
SECORD AND HOWIE, Ford

dealers, Dundas Street, Toronto,
have completed the erection of their
new building. The building is fire-

proof and has a frontage of 66 feet
by 110 feet deep. It has all the latest
and up-to-date improvements. The
showroom and offices, fitted up with
a complete accessory department, oc-
cupy a space of 32 x 66 feet. There
will be a service department with a
floor space of 45 x 66 feet. The firm
intend to build another storey, where
all repair work and storage will be
taken care of.

AVERY CREATES OWN POWER
DUE to the existing shortage of fuel,

the executives of the Avery Com-
pany, Peoria, 111., faced with the
alternative of closing down the plant
or furnishing their owm power, got out
of the dilemma in a novel way. At the
suggestion of Mr. Brandon, the mechan-
ical engineer, they decided to further
develop the motor tests at Plant No. 2
and tractor tests at Plant No. 1, in

order to furnish sufficient power to run
the plant. The result was the company
ran practically at full capacity during
the coal shortage.

S4NAGAN PROMOTED
r^LAUDE SANAGAN, a well-known

Canadian newspaperman, for many
years with the Toronto Globe, and who
recently joined the staff of Willys-Over-

partments of the Russell Motor Car
Co., Ltd. Major Birchard is a gradu-
ate of Toronto University.

QUEER AUTO SMASH
r>Y one of the most curious of the
LJ many accidents that have happened
on the Toronto-Hamilton highway a
brand new car en route from the On-
tario factory to a local dealer had its

LAOCOON

Like the priest Laocoon and his sons, portrayed in a famous sculptural group,
in the coils of serpents sent by a goddess whose enmity they had incurred, tire

manufacturers, dealers and users are in the grrip of the mileage guarantee evil.

Why not break the coils?
—"Motor World."

land. West Toronto, has been promoted
to the position of advertising manager.

MAJOR BIRCHARD WITH RE-
PUBLIC CO.

jV/TAJOR E. R. BIRCHARD, B. A.

Sc., has joined the forces of the

Republic Motor Car Co., Toronto, Olds-

mobile and Cole distributors, as service

maiiager. Major Birchard has had wide
experience in the care and repair of

motor vehicles. Previous to enlisting in

1914, in the Eaton Machine Gun Bat-
tery, he was in charge of the experi-
mental department, and the trouble de-

"innards" ripped right out Saturday
night. The time was about 5 o'clock,

the place near Aldershot.
At a spot very close to the village the

driver apparently lost control, for the
auto apparently left the concrete,
crossed the ditch without mishap, went
out into a frozen field (there being no
fence at that point) , turned right
around, returned to the ditch along
which it ran with two wheels in the
ditch and the other pair of wheels up on
the highway, until the machinery was
torn out by being dragged over the
frozen ground. The top and body of
the car are still in fine shape.

This shows the world's largest gang plow,
with fifty shares.

(Courtesy the Guaranty Trust Co.,

Toronto and New York.)
F. £. Raymond

AUTOMOBILES IN CITIES

A COMMISSION has been appointed
in Paris to study automobile traffic

and suggest some better system of
handling the cars and safeguarding
pedestrians. Paris is not alone in

facing this problem. London, New
York, Chicago and other large cities

are almost in despair at the volume of
motor traffic and the apparent impos-
sibility of coping with it. Every city,

large or small, is involved in the same
trouble.
What is to be done when all the au-

tomobiles in a community insist on
crowding into the down-town section

at the same time?
The situation has developed so sud-

denly that even the newest boom-city,
laid out to order to suit the demands
of modern civflization, is hardly pre-

pared to handle it. The older the city,

the worse the traffic congestion. The

streets were never intended to accom-
modate a line of parked cars along
each curb, with two other lines in con-
tinuous and opposite motion, with per-
haps trolley cars running along the
middle, and vehicular traffic crossing
at every intersection, and pedestrians
complicating the mix-up by streaming
through at every cross-walk.

It gets worse all the time. What is

to be done with the parked cars, and
how are the moving cars to be kept
in motion with the least friction and
peril? Must there be great public
garages built down town, in every city,

under the streets or in the basements of
office buildings or elsewhere, to take the
standing cars off the streets? Must
there be a transformation of the street

and sidewalk system, with some streets
for cars only and others for walkers
»nly, or different street levels for cars
nnd pedestrians and trolleys?
Here is a transportation problem just

as serious as any connected with the
railroads, and of more immediate inter-

est to great numbers of people. Where
is the genius that can solve it—^and

persuade the public to spend the money
that the solution will Drobably require?

ITALY NEEDS IMPLEMENTS
There is a good market in Italy for

agricultural implements and machinery.
The needs of Italy in this particular
were set forth by the Department of
Agriculture of that country, as fol-

lows : 30,000 plows, 20,000 sowers, 3,000
scrapers and weeders, 9,000 reapers,
2,n00 binders. 2,000 harrows, 800 rakes,

1,500 threshing machines, 500 hay pres-
ses and 1,000 tractors, "rhis equipment
is required in Italy at the earliest pos-

sible moment, and while the depart-
ment expressed the hope that it might
be manufactured within that country,
they admitted that this was impossible
under current conditions of industry
there.

MOTORISTS' RIGHTS
OTTAWA. — The Ottawa Electric

Railway Company has issued a state-
ment, concerning street traffic, which
is likely to cause trouble between auto-
mobile owners and the company. The
statement in effect means, that the
company, claiming right of way at all

times on streets traversed by its lines,

and over all traffic, intends to institute
suit in the courts where autos collide

with its street cars doing damage to
them, when reckless driving on the part
of the drivers of said autos has been in

evidence.

FINE TRACTOR SLOGAN
LONDON.—J. W. Kilbride, fStrath-

roy, I.H.C. salesman in Sarnia district,

is noted as a magic tractor business
writer, and has a fine motto (or slo-

gan): "Count that day bst whose
descending sun sees not at least one
tractor order won."

HOUSE ORGAN GROWING
"Canadian Tractor Farming," Can-

adian I.H.C. bouse organ, is growing
rapidly, since its inception a year ago,
and plans in the near future to printt

talks dealing more particularly with
the different parts of the I.H.C.

tractors.

His Reason.—Redhead—"Why did you
quit your job? Did you have a disagree-

ment with your boss?"
John Blank—"Oh, no, not at all. I

told him I had to have more money or
I would quit, and he said that was
mutually satisfactory."

TORONTO.—Fred W. Schuch has
severed his connection with Willys-
Overland and joined the staff of the

G. B. M. Motor (G. E. Gooderham &
Co.), Studebaker and Chevrolet dis-

tributors.
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AT T«ESE

The Cheerful Flivver.—"He says
that he never lets anything pass him."
"You ought to see him when the plate

comes along in church."— Goodyear
News.

* * *

No Speed, No Speed—Host—"What
delayed you? Did you have to change a
tire?"
Guest—"No, my wife had to change

attire."
* * *

Supplying the Fire.—The man of
law—"But, my dear madam, there is no
insurance money for you to draw.
Your late husband never insured his
life; he only had a policy against fire."
The Wonderful Widow—"Precisely.

That is the very reason I had him cre-
mated!"—London Passing Show.

* * *

Studying the Case.—"You're under
arrest," exclaimed the officer, as he
stopped the automobile.
"What for?" inquired Mr. Chuggins.
"I haven't made up my mind yet.

I'll just look over your lights, an' your
.icense, an' your numbers, an' so forth.
I know I can get you for somethin'."

Removal Notice.—George (affection-
ately)—"Helen, dear I've had some-
thing hesitating on my lips for some
time now and—

"

Helen (interrupting)—"Oh, George,
how I do hate those little mustaches."

—

Lehigh Burr.
* * *

Auto Epigramotaphs.—At 60 miles
Across he flew
The fast mail came
At 62.

The.se bones of Bill's
Do not disturb;
At 60 miles
He hit the curb.—Detroit News.

* « *

Engine Casualties.—"He says that
his engine reminds him of a casualty
list."
* "How so?"
"Because it is always either dead or

missing."

—

Goodyear News.
* * *

Her Turn Next.—Jones had recently
been married. The evening of his first
pay day he gave his bride fourteen dol-
lars of the fifteen dollar salary, and
kept only a dollar for himself. But the
second pay day, Jones gave his wife
one dollar and kept fourteen for him-
self.

"Why, Jones," she protested in injur-
ed tones, "how on earth do you think
I can manage for a whole week on a
paltry dollar?"
"Darned if I know," was the cheer-

ful answer. "I had a rotten time my-
self last week. It's your turn now."

Humor and Garage Signs.—Some of
the signs to be found on garages are
surely right to the point. In one gar-
age is a very conspicuous sign im-
mediately over the work bench, which
reads: "Don't take the tools unless you
want to die." Another garage sign is
displayed which evidently had been
written by someone who was "bothered
to death and then some" by people who
took things which did not belong to
them. The sign was as follows:
"Notice To Whom It May Concern: If
you want to take something, please take
something worth while, like a piano, or
pool table, or a clock. Please leave tools
alone as they are worth something to
us and we want to use them once in a
while." Another man, this time a little
more emphatic: "Notice: The Lord
helps the man who helps himself; but
Lord help the man caught helping him-
self here."

—

Goodyear News.

Three-in-One
Terminal
adapted to any
style ignition
wiring, Slip-on,
Screw Con-
nection or
Buick style.

High grade
non-absorbent
porcelain,
petticoat style.
High heat test.

Interchangeable.

Bushing which
holds porcelain
within outer
shell.

Copper
asbestos gasket
between
bushing and
porcelain.

Copper
asbestos gasket
between porce-
lain and outer
shell.

One-Piece
centre electrode
(not welded)
97% nickel
steel.

Ball Point
concentrates
the current and
intensifies the
heat, giving
larger and
hotter spark.

Made in Canada

1heWii4with theHofter

Hotter Spark
Means

More Power
in Your Car
The way your car responds with an

M. & S. Spark Plug is an eye-opener.

The hotter the spark the quicker
response from your engine.

M. & S. Spark Plugs produce a hot-
ter spark.

The heavy ball-point concentrates
the current and intensifies the heat.

—Quicker ignition—more complete
combustion and better results in gen-
eral.

And the one-piece center electrode
is 97% nickel-steel—which reduces
the danger of carbon fouling.

The high grade porcelain has per-
fect chemical glaze unaffected by
heat. High heat test ensures against
spark troubles. And mark this

—

M. & S. porcelain is interchangeable.
One porcelain fits all plugs.

The Three-in-one Terminal is adapted to
any style ignition wiring. Special Chevrolet
model ball terminal. (M. & S. Spark Plug
No. 500 IS standard equipment on Model 4
Overland).

M. & S. plugs are Made-in-Canada by Can-
adian workmen.

Tip-top quality of both material and work-
manship and the most exacting tests warrant
our guarantee of complete satisfaction—or
free repair or replacement.

No. 500
%" Standard with

Three-in-One Tenninal

M. & S. Spark
Plug No. 50O
i« Standard
Equipment

on Model No. 4
Overltmd

Dealers! Order from your nearest Jobber
or write direct for descriptive circular.

Machine& Stamping Co., Limited
Commercial Dept.—Russell Motor Car Co., Limited

1209 King Street West, Toronto, Ontario
fr!L^^^uAl\l^^^^^^ No.. 502. % inch long with "3 in V
?;m;?nllLTirask^ets.-'""

^^^^ ^ ^" ^ reLllTl^fO^^Al ^ "^Z^S
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Costs Little—But
THOUGH you protect your

home—your barn—your stock
with insurance against fire

does not free you from the loss fol-
lowing damage to many valuable
documents and papers that maybe
you now keep in an ordinary locked
drawer.

The extra protection against fiie, loss or theft
outweighs the slight cost of installing a "Tay-

lor" 199— It just fits the
Farm Home.

Dealers and supply houses
write for terms.

J. & J. Taylor
LIMITED

Toronto Safe Worlds

TORONTO

Be Sure to See the

Exhibit of the J. I.

Case Threshing
Machine Company at

the Minneapolis Trac-

tor Show, January 31

to February 7. Trac-

tors and Other Power
Farming Equipment
in space H—2, Over-

land Building.
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Don^t Fail to See the

National Motor Show
of Eastern Canada

Held in the

"MOTORDROME"
228 Sherbrooke St. East, near St. Denis St., Montreal

as the

1920 - MONTREAL MOTOR SHOW - 1920

January 17th to 24th, inclusive

under the auspices of

The

Montreal Automobile Trade Association
Limited

Room 64 Dandurand Building - Tel. East 2566

294 St. Catherine East

MONTREAL
The Biggest and Best Automobile Show Ever Held in Canada
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CHAMPION
Priming Plug
Price $1.50

hampion
Dependable
Priming Plugs
Put Quick Life Into a Cold Motor and

Eliminate Most Cold Weather
Motor Troubles.

They insure a quick, sure start, evenfin
coldest weather. They do away with un-
necessary worry, cranking, wear and tear
on starter, the exhaustion of batteries and
wastage of gasoHne.

Champion Priming Plugs m all cylinders
put the gasoline at the vital spot—the spark-
mg point where it gets a big hot spark on
the first revolution of the engine.

Champion Priming Plugs enable the
driver to stop the engine when car or truck
IS standing idle, thereby conserving gasoline.

Every Motor Car owner needs Champion
Priming Plugs from now until next April.
Get a set now and motor in comfort.

If you are an accessory dealer or garage man, a
stock of Champion Plugs will guarantee a service that
your customers will appreciate, and help to increase
sales in a dull period.

Your jobber has them

Champion Spark Plug Company
of Canada, Limited

WINDSOR . ONTARIO
A Prime Saves Time, Worry, Equipment

and Gasoline



This directory wiU help you with your buying and your planning. The advertisers listed het« are thoroughly reUable l^a^ere in
This •*i^*^*°fy J^^^ lookine for Uve, wide-awake representatives. Study their advertisements carefully because they contain

XabTeTnfo^^atfii wJch^^^^ VTth y^uT plans. We 'are glad to go to the trouble of arranging this l«t-to make ,t easy

lor ?ou ti seS new Unes. If it so happens that what you want is not here, write us. and we w.U tell you where to get it.

John Deere Mfg. Co., Welland, Ont. POLICE AND FIRE ALARM EQUIPMENT
AUTO ACCESSORIES

Can. Fairbanks-Morse Co., Ltd., Montreal.

Kales Stamping Co., Detroit, Mich.

Kinzinger Bruce Co., Niagara Falls, Ont.

Machine and Stamping Co., Ltd., Toronto

Northern Electric Co., Ltd., Montreal.

Champion Spark Plug Co., Windsor, Ont.

The Greb Co., Boston.

Casco Mfg. Co., Thomasville, Ga., U.S.A.

McKenzie, Crew & Co., Toronto.

Robinson, Edward A., Co.. Ltd., Montreal,

AUTOMOBILE CHAINS
Can. Fairbanks-Morse Co., Ltd., Montreal.

Can. General Electric Co., Ltd., Toronto.

AXLE GREASE
A. W. Harris Oil Co., Providence, R. I.

BARN EQUIPMENT
Beatty Bros., Ltd., Fergus, Ont.

BEAN MACHINERY
John Deere Mfg. Co., Welland, Ont.

BEET MACHINERY
John Deere Mfg. Co., Welland, Ont.

BINDERS
The Frost & Wood Co., Ltd., Smiths Falls, Ont.

International Harvester Co., Ltd., Hamilton, Ont
BELTING
The Renfrew Machinery Co., Ltd., Renfrew, Ont.

BATTERIES
Can. Fairbanks-Morse Co., Ltd., Montreal.

The Renfrew Machinery Co., Ltd., Renfrew, Ont.

CARRIAGES
Cockshutt Plow Co., Brantford, Ont.

CREAM SEPARATORS
De Laval Co., Ltd., Peterboro, Ont.
King Separator Co., Bridgeburg, Ont.
R. A. Lister Co., (Canada) Ltd., Toronto.
The Renfrew Machinery Co., Ltd., Renfrew, Ont.
Sharpies Separator Co., Toronto.

CEMENT MIXERS
Can. Fairbanks-Morse, Ltd., Montreal.

CASTINGS
Joliette Steel Co., Joliette, P.Q.

CORN HARVESTERS
Cockshutt Plow Co., Brantford, Ont.

CORN MACHINERY
John Deere Mfg. Co., Welland, Ont.

CULTIVATORS
Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths Falls, Ont.
Peter Hamilton Co., Ltd., Peterborough, Ont.
International Harvester Co., Ltd., Hamilton, Ont.

CUTTERS
Butterfield & Co., Inc., Rock Island, Que.

DAIRY SUPPLIES
International Harvester Co., Ltd., Hamilton, Ont.
R. A. Lister Co., (Canada) Ltd., Toronto.

DITCHING MACHINES
Can. Fairbanks-Morse Co., Ltd., Montreal.

DRILLS, TWIST
Butterfield & Co., Ltd., Rock Island, Que.

DIES
Butterfield & Co., Inc., Rock Island, Que.

DRILLS, GRAIN
Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths Falls, Ont.
Peter Hamilton Co., Ltd., Peterborough, Ont.

ENGINES
Can. Fairbanks-Morse Co., Ltd., Montreal.
Gilson Mfg. Co., Ltd., Guelph, Ont.
International Harvester Co., Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
R. A. Lister Co., (Canada) Ltd., Toronto.
The Renfrew Machinery Co., Ltd., Renfrew, Ont.
Fisher, Wilkie, Ltd., Sandwich, Ont.
Sharpies Separator Co., Toronto.

ENSILAGE CUTTERS
Can. Fairbanks-Morse Co., Ltd., Montreal.
Peter Hamilton Co., Ltd., Peterborough, Ont.
Matthew Moody & Sons Co., Terrebonne, P.Q.
The Renfrew Machinery Co., Ltd., Renfrew, Ont.

FEEDERS
John Deere Mfg. Co., Welland, Ont.

FARM MACHINERY
Can. Fairbanks-Morse Co., Ltd., Montreal.
Cockshutt Plow Co., Brantford.
Fisher, Wilkie, Ltd., Sandwich, Ont.

Peter Hamilton Co., Ltd., Peterborough, Ont.

International Harvester Co., Ltd., Hamilton, Ont.

The Frost & Wood, Co., Ltd., Smith Falls, Ont
R. A. Lister Co., (Canada) Ltd., Toronto.

Matthew Moody & Sons Co., Terrebonne, P.Q.

The Renfrew Machinery Co., Ltd., Renfrew, Ont.

FEED CUTTERS
Can. Fairbanks-Morse Co., Ltd., Montreal.

Peter Hamilton Co., Ltd., Peterborough, Ont.

Renfrew Machinenr Co., Ltd., Renfrew, Ont
FINANCIAL

^ ^ ^
The Commercial Credit Co. of Canada, Ltd.,

Toronto.
GRINDSTONES

S. Vessot & Co., Joliette, P.Q.

GRINDERS
Can. Fairbanks-Morse Co., Ltd., Montreal.

Fleury's Sons, J., Aurora, Ont.

International Harvester Co., Ltd., Hamilton, Ont
R. A. Lister Co., (Canada) Ltd., Toronto.

The Renfrew Machinery Co., Ltd., Renfrew, Ont
S. Vessot & Co., Joliette, P.Q.

GREASES
A. W. Harris Oil Co., Providence, R.I.

HARROWS
Cockshutt Plow Co., Brantford, Ont.

John Deere Mfg. Co., Welland, Ont.

The Frost & Wood Co., Ltd., Smiths Falls, Ont.

Peter Hamilton Co., Ltd., Peterborough, Ont.

The Matthew Moody & Sons Co., Terrebonne, Que.

HARDWARE
Can. Fairbanks-Morse Co., Ltd., Montreal.

HAY LOADERS
John Deere Mfg. Co., Welland, Ont
The Frost & Wood Co., Ltd., Smiths Falls, Ont.

HAY RAKES
John Deere Mfg. Co., Welland, Ont.

The Frost & Wood Co., Ltd., Smiths Falls, Ont.

Peter Hamilton & Co., Ltd., Peterborough, Ont.

HAY CARRIERS
Beatty Bros.. Ltd., Fergus, Ont.

HAY PRESSES
Bir'dsell Mfg. Co., Toronto

HULLERS (Clover)
Birdsell Mfg. Co., Toronto

LIGHTNING SYSTEMS
Can. Fairbanks-Morse Co., Ltd., Montreal.

Can. General Electric Co., Ltd., Toronto.

R. A. Lister Co., (Canada) Ltd., Toronto.

Northern Electric Co., Ltd., Montreal.
LIME AND FERTILIZER SOWERS
John Deere Mfg. Co., Welland, Ont.

MANURE CARRIERS
Beatty Bros., Ltd., Fergus, Ont.

MANURE SPREADERS
Cockshutt Plow Co., Brantford, Ont.

John Deere Mfg. Co., Welland, Ont
The Frost & Wood Co., Ltd., Smiths Falls, Ont.

International Harvester Co., Ltd., Hamilton, Ont.

The Matthew Moody & Sons Co., Terrebonne, Que.
MARINE FITTINGS
The Northern Electric Co., Ltd., Montreal.

MOWERS
Cockshutt Plow Co., Brantford, Ont.

The Frost & Wood Co., Ltd., Smiths Falls, Ont
Peter Hamilton Co., Ltd., Peterborough, Ont.

MILKING MACHINES
R. A. Lister Co., (Canada) Ltd., Toronto.
Sharoles Separator Co., Toronto.

MILLING CUTTERS
Butterfield & Co., Inc.. Rock Island, Que.

NATIONAL MOTOR SHOW
The Montreal Automobile Trade Association, Ltd.,

Montreal.
NUT LOCKS

Robinson, Ed. A., Co., Ltd., Montreal.
ORCHARD TOOLS

Peter Hamilton Co., Ltd., Peterborough, Ont.

OILS
A. W. Harris Oil Co., Providence, R.I.

The Renfrew Machinery Co., Ltd., Renfrew, Ont.
PISTON RINGS

Pressure Proof Rings, Ltd., Sherbrooke, Que.
WedgeRite Piston Ring Co., Ltd., Montreal.

PLOWS
Cockshutt Plow Co., Brantford, Ont.
Fleury's Sons, J., Aurora, Ont.
John Deere Mfg. Co., Welland, Ont.

The Frost & Wood Co., Ltd., Smiths Falls, Ont
Peter Hamilton Co., Ltd., Peterborough, Ont.
International Harvester Co., Ltd., Hamilton, Ont
The Renfrew Machinery Co., Ltd., Renfrew, Ont.

The Northern Electric Co., Ltd., Montreal.

POWER MACHINERY
Can. Fairbanks-Morse Co., Ltd., Montreal.

John Deere Mfg. Co., Welland, Ont
Peter Hamilton Co., Ltd., Peterborough, Ont.

International Harvester Co., Ltd., Hamilton, Ont.

POWER AND LIGHT EQUIPMENT
The Northern Electric Co., Ltd., Montreal.

POWER SWITCHBOARDS
The Northern Electric Co., Ltd., Montreal.

POTaTO MACHINERY
John Deere Mfg. Co., Welland, Ont.

Matthew Moody & Sons Co., Terrebonne, Que

Cockshutt Plow Co., Brantford, Ont.

PULVERI^ifiRS
Cockshutt Plow Co., Brantford, Ont.

PULPERS
CockshuLt Plow Co., Brantford, Ont

RAKES
The Frost .vc Wood Co., Ltd., Smiths Falls, Ont

REAPERS
The Frost & Wood Co., Ltd., Smiths Falls, Ont.

REAMERS
Butterfield & G^., Inc., Rock Island, Que.

ROLLERS
Cockshutt Plow Co., Brantford, Ont

SAW MILL OUTFITS
Matthew Moody & Sons Co ,

Terrebonne, Que.

SCUFFLERS
Cockshutt Plow Co., Brantford, Ont
John Deere Mfg. Co., Welland, Ont.

SCREW PLATES
Butterfield & Co., Inc.. Rock Island, Que.

SPARK PLUG CLEANERS
Champiion Spark Plug Co.. Windsor, Ont.

STABLE EQUIPMENT
Beatty Bros., Ltd., Fergus, Ont.

SILOS
Gilson Mfg. Co., Guelph, Ont.

SLEIGHS
Cockshutt Plow Co., Brantford, Ont.

SILO FILLERS
Gilson Mfg. Co., Guelph, Ont

SPREADERS, MANURE
Cockshutt Plow Co., Brantford, Ont.

John Deere Mfg. Co., Welland, Ont.

International Harvester Co., Ltd., Hamilton, Ont.

SAFES
J. & J. Taylor, Ltd., Toronto.

SPARK PLUGS
Champion Spark Plug Co., Windsor, Ont.

Machine and Stamping Co., Ltd., Toronto.

The Silvex Co., Bethlehem, Penn.
TRACTORS
Advance-Rumely Thresher Co., La Porte, Ind.

R. A. Lister & Co. (Canada), Ltd., Toronto.
Canadian Allis-Chalmers, Ltd., Toronto.

Cleveland Tractor Co., Windsor, Ont.

Gilson Mfg. Co., Guelph, Ont
Huber Mfg. Co., Marion, Ind.

International Harvester Co., Ltd., Hamilton, Ont
J. I. Case Co. Thresh'g Mach. Co., Inc., Racine. Wis.
The Turner Mfg. Co., Port Washington, Wis.

TRACTOR PLOWS
Cockshutt Plow Co., Brantford, Ont.

International Harvester Co., Ltd., Hamilton, Ont.

TELEPHONE APPARATUS
The Northern Electric Co., Ltd., Montreal.

THRESHERS
Can. Fairbanks-Morse Co., Ltd., Montreal.

J. I. Case Threshing Mach. Co., Inc., Racine, Wis.

R. A. Lister Co., Ltd., Toronto.
Matthew Moody & Sons Co., Terrebonne, Que.

The Renfrew Machinery Co., Ltd., Renfrew, Ont
THREAD CUITING TAPS

Butterfield & Co., Inc., Rock Island, Que.

TWIST DRILLS
Butterfield & Co., Inc., Rock Island, Que.

TRUCKS
Beaver Truck Builders, Limited, Hamilton, Ont.

Eastern Canada Motor Truck Co., Ltd., Hull, P.Q.

WHEELBARROWS
Cockshutt Plow Co., Brantford, Ont.

WAGONS
Cockshutt Plow Co., Brantford, Ont.

International Harvester Co., Ltd., Hamilton, Ont
WATER BOWLS

Beatty Bros., Ltd., Fergus, Ont.

WIRES AND CABLES
The Northern Electric Co., Ltd., Montreal.

WEEDERS
Cockshutt Plow Co., Brantford, Ont. t
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Btttiierficld

DrillsXapsJ)ies,

earners
and MILLING CUTTERS

I

The quality of Butterfield Tools
not only ensures accuracy but long

service and economy.

Try them and you soon will be
convinced that they play an im-

portant part in keeping dovs^n the

overhead in repairs.

TOOLS THAT
KEEP THEIR EDGE

The use of High Quality Tools

on repair work is one of the essen-

tials to the highest class job, and

Butterfield Quality is the BEST.

BUHERFIELD & CO., INC., ROCK ISLAND, P.Q.
TORONTO OFFICE : 220 King St. W.
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The Moody
Drag Saw
Machine

Improved
Design

The Moody Improved Drag Saw Machine

Recent and ingenious improvements made on this drag saw have
made it superior in service to any machine of its kind on the

market. By means of a new special device the saw is put to rest

and the self-feed continues running. No stopping is necessaiy

now in moving the log. There's no inconvenience or delay of any
kind. Our pressure lever is another new improvement which can
be used with convenience when required. Still another new and
important feature is the log holder. It permits the convenient

cutting of short cord-wood without the slightest danger. The
whole outfit is made stable and rigid by a still, hardwood con-

necting plank. No other machine compares with it for service.

MATTHEW
MOODY
SAWS

Handy,

Strong

and
Durable

Mocdy Saws are handy, strong and durable. They are first-class machines at low prices.

Farmers everywhere are now appreciating the advantage and profit in owning and oper-

ating a sawing machine of their own. They can cut their own wood and make money
cutting their neighbor's wood, too.

Cutting qualities are not the only essentials to

be considered in selecting a good circular saw.
Consideration should be given to its safety in

operation. This Moody Long Swing Table
Saw is designed to be absolutely safe as well
as to possess superior cutting qualities. Care-
fully seasoned hardwood, of ample size and
weight, strongly braced and bolted together,

give it exceptional strength-—no gears, no
complicated pieces. Log tables are plated with
heavy steel plates and every saw that leaves
our factory is equipped with a safety strap
around the shaft close up to the circular saw,
a precaution against accident in case box of
saw shaft or bolt should break.

The machine could not be made safer.

The Moody Long
Swing Table Saw

MATTHEW MOODY & SONS COMPANY
Head Office: TERREBONNE, QUE.
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What kind ofa tractor areyou
going to sell this year ?

UPON your answer to this question
dependslargely the tractor profits
you will enjoy during the coming

season. And the right decision isnot diffi-

cult to make if you give some study to the matter.

First, you want a tractor combining these qual-
ities that insure a maximum of dependable opera-
tion in the field with a minimum of occasion for
service. You want a tractor that is not only easy
to sell but that stays sold and delivers a brand of
performance that sells others.

You want the tractor that has been proved most
dependable—fAa^ one is the Rumely OilPull. Ten
years ago the first OilPull tractors were sold for
breaking sod in the Northwest—a tough, heart-
breaking job. And those same OilPulls have been
working steadily ever since. The first OilPull is

still on the job—over 15,000 are now in service.

You want the tractor that will operate at the
lowest cost

—

that one is the Rumely OilPull. The
OilPull is especially made to burn kerosene—not
"made over". From the ground up the OilPull is

designed and built to burn oil fuel. The Rumely
OilPull will plow an acre of ground at less cost
than any other tractor built.

You want the tractor that is backed by a writ-
ten guarantee

—

that one is the Rtimel^; OilPull.
Every OilPull tractor is guaranteed in writing to

burn successfully all grades of kerosene
under all conditions at all loads to its

full rated brake horsepower.

You want the tractor that delivers
more power for its size and rating than any other
made— that one is the Rumely OilPull. All
OilPull tractors will deliver 25% more power than
their rating.

You want a tractor in which simplicity and ease
of operation are "inbuilt". You find them in the
Rumely OilPull. No complicated mechanism—all

operating levers within easy reach—all working
parts carefully protected, yet easily accessible for
inspection. High, properly spaced front wheels per-
mit easy steering and operating on rough ground.

You want to represent a tractor manufacturer
who backs you with genuine service. Where can
you find the equal of Rumely service? At each
of the 28 branch offices and warehouses, located at
central shipping points in the United States and
Canada, is carried a complete stock of machines and
parts, also an organization of trained tractor experts.

You want a tractor that will fit the power
needs of each of your customers. Such is the
Rumely) OilPull, for there are four sizes, standard
in design—12-20, 16-30, 20-40 and 30-60 H. P.

Our dealer proposition may help you decide
about this year's contract—write for it.

ADVANCE-RUMELY THRESHER COMPANY, Inc.

La Porte, Indiana
Calgary, Alta. Regina, Sask.
Saskatoon, Sask. Winnipeg, Man

48 Abell Street, Toronto, Ont.

J

^p\^ce^rumely]
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Mr. Dealer,
The Beaver Agency is a big

Money Maker

The Beaver Truck, which is the result of actual truck

knowledge, based on approved engineering, is

Canada's Lowest Hauling Cost

We can prove these statements by comparative demon-

strations—by comparative values.

Write for full details and Agency Proposition

Beaver

•It is built on sound engineering practice and

built to endure.

-It is built by Canada's largest exclusive truck

factory.

-It is built by men long experienced in the manu-

facture of motor-trucks and who know^ Canada's

transportation problems.

-Part of the large saving in duty on American

trucks is put into extra built-in value and the

balance is deducted from the usual list price of

the trucks.

rucks
Manufactured in Canada by

Beaver Truck Builders, Limited, Hamilton, Ont.
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Tairbanks -Morse
"Z"'Engine with
"Bosch JUagtteto

Farm Engine Supremaqy
The famous "Z" Engine and the Bosch hig-h-tension, oscil-
lating magneto combine to make the one SUPREME farm
engme. The dependability of the Bosch in delivering a

^^^/^Z
s^^^^ssion of hot, intensive sparks is well known,

and adds the one possible betterment to the "Z"—always recognized as
the toremost of farm engmes. Ask your customers to see the results of
^^^s newest combmation—FAIRBANKS-MORSE **Z" WITH BOSCHMAGNETO. It will multiply farm engine sales—sales of the "Z"
the choice of over 250,000 farmers.

Made in Toronto and Guaranteed by

y/ie Canadian

Fairbanks-Morse
Co., Limited,

Halifax St. John Quebec Montreal Ottawa Toronto
Hamilton Windsor Winnipeg Saskatoon

Calgary Vancouver Victoria
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The

Wedge
Does

It

CROSS SECTION OF RING
SHOWN IN CIRCLE

1—Section pressing outward and upward.
2—Spring section of ring.
3—Lower outward and downward section.

ILLUSTRATING THE WEDGL
PRINCIPLE

The wedge principle employed in the
making of WedgeRite Piston Rings is

shown in the accompanying drawing. Its

superiority, measured by its ability to

expand in WIDTH as well as in diameter,
means utmost satisfaction for motorists.

The repairman who uses WedgeRite
Rings is one who can be trusted. By
using the Best Piston Ring he shows
a real desire to give you better repair

service.

The Mighty Force that

Holds the Reins
of Power

The finest motor in the world can-

not deliver the power which it is

otherwise capable of furnishing if

there is loss of compression.

To fully protect themselves
against loss of compression by
their engines, thousands of motor-
ists are utilizing the mighty force

of the "Wedge"—by installing

WEDGERITE "PISTON RINGS.

As the WEDGERITE equipped
piston comes up on the compres-
sion stroke the impenetrable
"wedge" pressure of these re-

markable Rings prevents the

slightest escape of gas or oil.

Result: Perfect compression;

100% generation of power.

Ask your repair man to show you

these fuel and tire-saving rings.

Dealers and Garagemen The Only profitable

trade is that built up of satisfied customers.

Sell WEDGERITE PISTON RINGS and
quickly add to your list of satisfied customers.

Write for further information.

LIMITED

92 Notre Dame St. E., Montreal

AT ALL DEALERS AND GARAGES
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A Good Name Everywh
Users are always boosters

The high grade, dependable line of

FARM AND DAIRY MACHINERY

The "Melotte"
Cream Separator
The Original Melotte a marvel in
skimming efficiency, ease of oper-
ation and long life.

The "Premier"
Cream Separator
British made — and its service
shows it. Easy to operate. Easy
to clean.

The "Lister" Milker
"A wonderful milker"—say users everywhere. Thousands in daily use.
be used on all grades and breeds with entire safety.

l" Lister" Silos

Can

The "Lister"
Engine

A leader in efficiency, workman-
ship and equipment. Compare the
"Lister" with any of its competi-
tors and its superiority will at
once he obvious to you.

The care used in the construction of the "Lister" Silo is equal to that em-
ployed in the other top-quality Lister lines. Every Lister Silo you sell ensures
a satisfied customer.

"AVERY" TRACTORS
"Avery" Tractors are built in seven sizes—a size for every size farm—and
sold at popular prices.

Lister products are business-builders and they pay a good
commission. Write for agency proposition.

The "Lister"
Silo

Seo"^ LISTER & CO. (CANADA) LIMITED58-60 Stewart Street, TORONTO Also at Wall Street, WINNIPEG
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AND WE'LL SEND YOU A CHECK FOR $1,000

GILSON dealers are making thousands of dollars selling HYLO SYLOS

WHY NOT YOU?
There's big money in the game !

—
^\^^e want you to get in on it

!

You've heard of the HYLO-SYLO ! You know that it represents the highest

achievement in silo construction.

The HYLO-SYLO puts

the Gilson Dealer in the

strongest position of any silo

agent.

The HYLO-SYLO price

is as low as the lowest—and

its value is as high as the

highest.

It is made of either the well-

known Long Leaf Yellow

Pine or of Hardy Northern

Grown Canadian lumber.

The latter is treated in special

preservatives. Both are ex-

actly the same in construction.

With this combination you

can lock the door on your

competitors.

Do It Now

!

You can double your pro-

fits—we will show you

how!

Write to-day.

You'll hear from

us by return mail.

'o9

GILSON MFG. CO.,
LIMITED

Factory and Head Office, Dept. D
GUELPH, ONT.

Branch and Warehouse

355 Elgin Ave.

WINNIPEG, MAN.

Our 1920 contract provides

for bigger commissions than

any other line you are hand-

ling. We have the goods

—

you have the connection—
we will make it worth your

while to push our silos harder

than any other goods you sell.

Frankly now, doesn't it look

good? You can't afford to

let this money-making propo-

sition go!

Don't put it off! Write us

now for the agents' proposi-

tion.

Tear off, fill in and return the

corner of this page. If you

don't someone else will ! !

It Means Dollars to You

!

No silo is complete without

the wonderful Gilson Silo

Filler!

It has the largest sale of

any under the British flag.

BIG PROFITS - EASY
SELLER.

Something worth adding to

your'lines.

The Wonderful Gilson
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The foot that carries the
man's weight has a small
area—NOT THE CLETRAC
WAY so the man sinks
through.

With the snow shoes the
weight is distributed evenly
over a larger area— THE
CLETRAC WAY— and the
man glides over the surface.

Share Cletrac Profits
THE Cletrac will pay dividends to thousands of

Canadian farmers this season. There will be a
lot of Cletrac dividends to divide among dealers,

too. You are overlooking the ''one best bet" if you
are not arranging to get your share of these divi-
dends.

Wherever a tractor of any sort can be sold, the
Cletrac can be sold. Big farms or little farms, rough
land or level, wet land, sandy land—they all look
alike to the Cletrac. With the Cletrac Agency, no
tractor prospect need be passed up.

The Cletrac does more kinds of work and works
more days each year—you will find sale for the

Cletrac more days in the year, too. Start selling now.
Get right in the lead with the Cletrac.

If there was ever a tractor that could get by with-
out advertising, it is a Cletrac—it has so many exclu-
sive good features. But the Cletrac is backed by one
of the most effective advertising campaigns that has
ever helped dealers to easier tractor sales.

Many farmers already know about Cletrac
handmess; that it burns cheap coal oil, (kerosene)

:

that it is the Tank-Type that carries, lays down and
travels on its own tracks. All farmers will know
about these before the season ends.

Get a Cletrac contract. Get Cletrac literature. Study up
on the Cletrac and get your full share of Cletrac profits.

^« Cleveland Tractor Company
of Canada Limited

*^

Head Office
Windsor Ontario Western Sales Branch

Regina, Sask.

>
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Sell These John Deere

Implements NOW. In-

crease Your Income.

Everywhere farmers are showing a preference for
John Deere implements. Dealers, too, are enthusiastic.
The John Deere sales policy enables dealers to get the
utmost out of their investment and their sales ability. This is a decidedly profitable combination—John Deere quality
and the liberal sales policy. Make your arrangements now.

John Deere No. 5 Tractor Plow—3 Bottom

John Deere No. 5 Tractor Plow
This year farmers want extra good seed beds. They

want to speed up production. They want big yields and
big profits. The John Deere No. 5 Tractor Plow—2 or 3
bottoms—will enable them to get best results.

It has Quick, Detachable Shares. Bottoms enter
ground quickly and wear, scour and pulverize to best

advantage. It holds to its work at uniform depth. Extra
heavy beams of special John Deere steel—guaranteed
not to bend or break. It lasts longer and does better
work. Hitch is adjustable for any size tractor. Farm
paper advertising is interesting farmers in this tractor
plow—the farmers in your vicinity will hear about it.

Co-operate!

John Deere Stiff Tooth

Cultivator
Consider these fea-

tures of the John Deere
J.B. Level Lift Culti-

vator for instance.

Easily adjusted to cul-

tivate rows from 28
inches to 48 inches

apart — has a handy
spacing lever that far-

mers like. The wheels are easily set for close or wide
tread. Farmers can guide the rigs by slight pressure on
convenient pedals.

The shovels always face squarely to their work—no
tracking or trailing. Uniform cultivation is the result.

The lift of the rigs is nearly automatic. The farmer
simply unlatches the master lever—gives a slight pull

and up go the rigs high and level—front and rear shovels
having a high clearance.

All levers are within convenient reach. All adjust-
ments are made from the seat. Close hitch and direct

pull—it's a light draft cultivator. We can furnish a two-
row attachment that can be put on in about 10 minutes.
Doubles the cultivating capacity. Easy to operate. It

is easy to sell John Deere Cultivators.

John Deere Syracuse Spring

Tooth Harrow
It can be used on all

kinds of land. It pul-

verizes better — the
spring teeth penetrate to

a greater depth, dig up
the under soil and mix
it with the top soil.

Note the frame between the sections—it has a small
opening in front which widens toward the rear. There
can be no loading or choking at this point.

The teeth are spaced so that all trash works toward
the center and out through the opening. Teeth are in-
stantly adjusted. Just demonstrate this harrow to far-
mers on sandy, gravelly or stony ground. It will sell on
demonstration.

Sell These Quality Implement 1
John Deere Low Down Manure

Spreader
John Deere-Van Brunt Grain

Drill

John Deere-Van Brunt
Fertilizer Drill

John Deere-Van Brunt Lime and
Fertilizer Sower

Hoover Potato Diggers
Hoover Potato Planters
Hoover Potato Cutters
John Deere Scufflers

John Deere-Dain System Left
Hand Side-delivery Rake

John Deere-Dain Hay Loader
John Deere One-horse Steel

Cultivators
John Deere Syracuse Spring

Tooth Harrows
John Deere Corn Planter

John Deere Cultivator

John Deere Beet Tools

John Deere Syracuse Plows

—

(Riding, Tractor, Walking)

John Deere Manufacturing Company, Limited
Welland - Ontario
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U/ye Sales Possibilities for
Power and Light Plants, and

Necessary Elquipment
THE hour is ripe for the farmer market. The tremendous buying power of the farmer and rural

dweller is waiting for aggressive men to develop.

As far as farm lighting and power plant sales are concerned, the market has hardly been touched.
The automobile demonstrates what can be done, and what kind of a buyer the farmer is.

In two decades, automobile sales in Canada have
exceeded $450,000,000. How much has the farmer contrib-

uted to these enormous figures ? In Ontario 65,000 cars

are owned outside of cities; in Quebec and the Maritime
Provinces 60% are owned outside of cities, and in the Prairie

Provinces nearly 80% are owned by the rural population.

The market for power and light plants in rural

districts is potentially as great as the number of automobiles
now owned in those districts. Like the automobile, the
power and light plant is a necessity to the farmer and
rural dweller, because it means greater comfort, convenience
and economy, and labor saving. The shortage of farm
labor has forced the farmer to depend more and more upon
labor saving equipment.

That the farmer needs power and electric light

plants is evident by the growth of hydro service in those
parts of the country which are served by the great trans-

mission lines. Thousands of inquiries for hydro service

have been made in Ontario, the greater portion of which
cannot be supplied.

In the Prairie Provinces over 11,000 self-contained

electric light plants have been sold. In Ontario 2, 1 30 plants
have been installed, of which number 25% have been sold
during the last twelve months alone.

These rural dwellers have learn ed that better equip-
ment produces better returns.

Great as is the profit to be made from the sale of
"F" Power and Light Plants, still more money will be
made from their installation and the sale of equipment, such
as electric washing machines, churns, vacuum cleaners,
irons, cream separators, water pumps and water systems,
which will more than double the sales possibilities of the
plants themselves.

The sale of Fairbanks-Morse " F " Power and Light
Plants will run into millions of dollars for those men who
are awake to the possibilities of this business.

8:
AGENTS WANTED

Exclusive territories for this agency are now being allotted. If you want to make money,
and make it faster than you have ever made it before, send the Dealer's coupon inside

this insert, with your letter-head, to our nearest branch, asking that your territory

be reserved for you.

^f)e Canadian Fairbanhs-Morse Co., Limited
HALIFAX ST. JOHN QUEBEC MONTREAL OTTAWA TORONTO HAMILTONWINDSOR WINNIPEG SASKATOON REGINA CALGARY

VANCOUVER VICTORIA
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IN
a short time you will find that this plant is the biggest thingcm

your farm. Big in value, in comparison with the purchase price—

i

big in the amount of drudgery it saves you—big in its labor-saving

for your wife—big in its convenience—big in its comfort—big in itsi

economy,
|

It is a separate unit plant, driven by the famous "Z" Engine,

which more than 250,000 farmers are using. It permits of the greatest

possible saving in power, because you can utilize the full power of the

engine to drive other machinery by simply unbelting the generator)

and driving direct from the engine, thereby saving the 50% power
loss caused by driving machinery with motors.

And you can, if you wish, drive another macliine v/hile you are

charging your batteries.

It is so simple that any boy can run it. There are no costly,

A^entsl
We need gccd live agents in even

coupon on the left corner and send it,

for full particulars of the biggest and

Uj6e Canadian Fa;
Montreal Quebec
St. John Ottawa
Toronto Hamilton
Windsor Winnipeg

Regina
SasKatoon
Calgary-
Vancouver
Victoria

This is the first ad of the "F" Power and Light Plan
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rse
Li^ht Plant

licate parts to get out of order, and it requires little attention and
Idom needs adjustment or repairs.

It is strong, sturdy and the most efficient Power and Light Plant

ade. It has ample power to drive a churn, separator, pump, washing

achine, etc., direct from the engine or from a line shaft, and it will

rnish a flood of clean, brilliant light in your house and other build-

?s, whenever you push the button. It also furnishes current for

cuum cleaner, electric iron, toaster, coffee percolator, etc., and
ere are no smelly lamps to fill and clean, and no danger of fire.

Thousands of farmers and rural residents will soon be equipped
th a "F" Power and Light Plant, because it saves labor, time, worry
d enough money to pay for itself. Clip the coupon on the right

mer and send it to our nearest branch for full information. It

ices you under no obligation.

anted
/ and district in Canada. Clip the
)ur letterhead, to our nearest office

selling proposition on the market.

banks-Morse Co.
Limited

^ 40-LIGHT PLANT
$495.00 F.O.B.

Toronto
Also made in
65. 100 and
200.1igKt sizes

P \^ <y

5>'

JS, which is being' published throug'hout Canada
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OPPORTUNITY
S>6c Greatest Money-maKing'

Agency in Canada

WE want at once, aggressive representatives in every section

of Canada to handle the " F" Power & Light Plant Agency.
The market for farm lighting and power plants is second

only to the automobile field—we know that to be true because we
have made a thorough investigation of the rural market in every
province.

To supply the number of plants which can be sold now, were
every district in the country in the hands of aggressive agents, would
take the Fairbanks-Morse factories several years, running day and night.

The Fairbanks-Morse " F" Power and Light Plant fills the requirements
of this immense market. We know it to be the lowest-priced plant made—we
know it is the most flexible and economical in operation, and we know it is the
most efficient plant ever constructed.

Behind this superior equipment stands The Canadian Fairbanks-Morse Co.,
Limited, with an intensive plan of co-operation, through which you cannot help
selling the " F " Power and Light Plant.

THE DOMINATING ADVERTISING
CAMPAIGN FOR 1920

will blanket practically every prospective buyer of a farm lighting system in

Canada, and every inquiry which it produces will be turned over at once to our
agencies to follow up for sales.

The representatives selected to fit into this organization, to cash-in on such
a tremendous money-making proposition as the selling and installation of our " F"
Power and Light Plant, must have known responsibility and be willing to work the
territory as it has never been worked before.

Each agent must make it his business to see that every plant is properly
installed, and he must be able to render service to those to whom he sells. He need
not be a practical electrician himself, but he should be able to hire one, or form a
working connection with one already established.

He must invest in a plant for demonstration purposes, for we know this is

the one successful way to sell lighting plants. People insist on being shown before

they buy.

He must realize the great possibilities each installation offers for selling

other electrical equipment; he must be capable of handling a business which will

make his bank account grow by thousands of dollars each year.

If you mean business, fill in the Dealer's coupon inside this insert now, with
your letter-head, and send it to our Branch nearest you.

Wherever there is an oil lamp on a farm there

is an opportunity for a lighting plant sale.

S6e Canadian FairbanKs - Morse Co., Limited
HALIFAX ST. JOHN QUEBEC MONTREAL OTTAWA TORONTO HAMILTON

WINDSOR WINNIPEG SASKATOON REGINA CALGARY
VANCOUVER VICTORIA
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Pull Together—Not Separately

Dealers' Organizations Should Be:
CORRECTIVE—CONSTRUCTIVE—PROTECTIVE

THE purpose of this article on "Trade
Associations" and "Get-Tog«ther
Meetings" is to try and show their
usefulness. Many dealers are already
convinced of the value of the idea,
and it is hoped that the suggestions
described herein will prove helpful to
others.

A Trade Association is the applica-
tion to your business of the principle
"In union there is strength," "Two
heads are better than one." Two or
more horses pulling together will get
romewhere; 20 horses pulling in dif-
ferent directions will not. The prin-
ciple of organization was convincingly
evidenced in the various war activi-
ties, and we have all been astonished
at the wonderful results obtained—
for example, the Red Cross and Vic-
tory Loan drives. In co-operation
with others in your own line of busi-

ness you get access to those business methods which
somebody else has found contributed to his success
and growth, and you can with greater certainty ap-
ply these new methods to your own particular busi-
ness.

Organization should be corrective, constructive and
protective. Your association should seek to correct
unfavorable conditions; then strive to set in motion
constructive policies; then study to protect what it has
done.

An association can accomplish that which an indi-
vidual might not be able to do—such as correcting
unfavorable sales and financial policies of the motor
car, truck, tractor and tire factories; taking up with
the factories the matter of national advertising of
the lines of goods you handle; also any unsatisfactory
methods of your wholesale jobber in automotive equip-
ment. A good opportunity is given to you as a mem-
ber to remedy by suggestion and example any incor-
rect practices of your local competitors. Your asso-
ciation may set out to get favorable publicity in gen-
eral for the members and prevent "fake" advertising
By poohng advertising funds and carrying on a good
constructive advertising campaign you may obtain
that -vhich no one member could afford to carry on
alone. Such advertising can carry the name of all
dealers who contribute and this will often help to get
small dealers to join the association when other meth-
ods of persuasion fail. If the members get down and
keep down to the real business of doing something
constructive for the general good of the industry in
their community most of the price-cutting squabbles
and petty jealousies will fade away.

By CECIL DIXON
(Now on M.T.I. Staff; until Jan. 1. 1920, with Hyslop Bro».)

J!^T THESE "Get-Together" meetings a programme
should be prepared by the chairman that will pro-

duce discussions on how to eliminate wasteful meth-
ods; comparison of office methods or system of rec-
ords; promotion of road and highway improvements-
better trade methods; and assist by education and coni
ference the status of any dealer who may have recent-

prices, which injures his business as well as the in-
dustry as a whole. Through the medium of youi
association you will often find that some other mem-
bers in a different locality can use your overstock.
Another point, and that is, if you are now a mem-

ber of a local or Provincial trade association, do not
expect that it is going to show 100 per cent, results
immediately. None of us is perfect. There is a lot
of work for an organization to do, and until every
dealer gets behind the industry as a whole the result
will be under 100 per cent. Attendance at every
meeting is absolutely necessary and all must take
part in the proceedings.
You can be absolutely certain of this: That you

will be successful only insofar as the industry in which
you are engaged is successful. You and every dealer
ought to and must do his part—to put the industry as
a whole on the soundest possible basis, and this you
can accomplish to a high degree by co-operation,
through a trade association.

THAT MOTOR TRUCK DEAL!
Hon. E. C. Drnry: "There poes in this one spill five
yeans gannKs of that $3,000 cut in my salary."

—From Toronto "Telegram."

ly Started in the business and who from inexperience
may fall into some of the pitfalls and ruin his busi-
ness as well as destroy a portion of your own. A dis-
cussion along the lines of the cost of doing business
will always be helpful and usually cure any price-cut-
ting habits. Cut prices are resorted to in most cases
through ignorance of the cost of doing business. If
overstocked on any line it is far better for the dealer
to try and dispose of the surplus stock to his com-
petitors at cost rather than indulge in ruinous cut

" Owl " Truck Service
VICTORIA, B.C.—The motor truck has become-

so vital to the daily carrying of Victoria's
business that operators are put to a serious in-

convenience when even one machine is laid up for a
day or a part of a day.

This situation has called into existence a service
station that takes a sick truck after the day's work is
over, and before daylight next morning turns it out
whole and sound as long as the ailment is something
that can be remedied by an expert mechanical staff
\^^thln sixteen hours. Of course if the work takes
longer than sixteen hours it can be carried on during
the following day, and in the end the owner of the
truck will be sixteen hours ahead in getting his truck
on the road again.
The men responsible for this innovation in the

motor service business of Victoria are Harry Cook
and Bill Mason, who are operating the Acme Auto
Repair Service Station at 741 Fisgard StreeL

This "owl" repair service, business firms who are-
using it say, is saving them much money, especially
when all their trucks are working to capacity during
the day and the laying off of one truck means a
serious dislocation of their whole delivery service.

Because of the "owl" service these two men have
handed over to them the entire mechanical supervision
and regular inspection of several of the largest fleets
of delivery trucks in Victoria. By the service the
trucks are always kept on the road, and in their maxi-mum state of efficiency.



BUG-BEAR of Implement Business
FOR some reason

or other a uni-

versity educa-

tion and the selling of

agricultural ample-
ments are not usually

linked up with each

other — though why
this should continue

to be so in these days

of modern merchan-

dising we do not

know.

Last month it was
announced that Fred

M. Clow, implement

dealer, of Kingston,

Ontario-, had ibaen

elected an alderman

of the city, and we
promised to tell the

story of his success—
that is to say, his im-

plement success, not

his aldermanic. In

his first few sentences

Alderman Clow re-

vealed the reason for

his success in both
"games." He enjoys

sell ing implements,

and he enjoys poli-

tics, and being as good

a mixer as he is busi-

ness man, he puts

both across effec-

tively.

Don't Trade New Implements for Old, Says M. Clow

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii.iiiiiiiiiiiiiiiiiiiiiiiiiiiiii

a bit. I give all ser-

vice necessary and
find, in almost every

case, by doing the

best I can for my
prospects, that more
business comes m y
way.

— This picture shows F. M. Clow's prrmires at Kingston. The man on the left wearing a straw hat is Mr. Clow; his father Ls ^= in ihe centre. Mr. Clow plans to extend his premises shortly. ^

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiHiiiiiiiiiiii^iiiii'iiiii'iiiiiiiiiiiiiii^iiiii^

"If I had to start life

over again, I would take advantage of a university

education, and then sell implements," said Mr. Clow.

"I had a public school and high school education, but

win always regret I didn't have the advantages a

university course offers."

Mr. Clow loves the implement business and thinks

it is the greatest in the world. As the foregoing

will show, he thinks a man can't be too well educated

to sell farm machinery. Continuing, he says:

"I always intended to become an implement dealer.

I think it must have been bred in me. I was born on

a farm, and when old enough worked on one; then

for years my father has been selling horse trucks,

cutters, buggies, stable fittings, etc. So you see I

come by my love for the business honestly.

"I am convinced that in order to succeed in this

business a man must be enthusiastic, sincere, honest,

and a hard worker. He should love work for its own

sake. He should not be hide-bound to any method,

but be able to step easily from an old principle to a

new one.

<tT BROKE in on the implement field four years

A ago, full of hope, enthusiasm and schemes. For

the first two years it was very much of an up-hill

grind. I went dowTi considerably, but I am pleased

to say in the past two years I have been able to pull

ahead.

"On my trips around the country I have learned

many things. It wasn't long before I learned the

value of honest dealing. It happened this way:

"I heard of a man one day who wanted to buy an

engine, so decided to call on him. When I got out

to his farm I found I was too late, as he had already

bought one from another dealer. However, in course

of conversation he said that he didn't like the engine

he had bought and was going to try and get the

dealer to take it back.

"Some weeks later I met him again and enquired

how he made out. He informed me that the dealer

refused to take the engine back unless he would con-

sent to buy some other article. The farmer was
furious; but, as he didn't want the engine at any

price he decided to take the articles.

"Thinking the moment opportune I immediately

tried to sell him one of my engines. The farmer, still

smarting under his last deal, refused to consider the

matter, and said:

"'You agents are all alike; you will say anything

to get an order, and don't know the first principles of.

honest dealing.'

"HpHAT WAS a pretty stiff blow, straight from the

shoulder. However, I stuck to my guns and told

him I would send him an engine and put it in on a

sixty-day trial; and if at the end of that time it

didn't prove to his satisfaction, I would take it out

and it wouldn't cost him a cent.

"I got him to sign an order to that effect, and the

engine was delivered and set up for him. He had the

engine only a few days when he 'phoned me, saying

he could not start it. I at once drove out to his place

— six miles— and found his only trouble was flood-

ing. I took pains to show him how to avoid a repe-

tition of his trouble and he remarked:
" 'I believe you are honest and want to do what is

right.'

"He then asked me if I would arrange a time to

came out and start the engine on his saw, as he wanted

to cut up his Summer supply of wood. A time was
set, and I went out and stayed with him about two

hours, until his engine and saw were working in good

shape. In less than sixty days he came to me and

said he wanted to pay for his engine. After I had

given him. a receipt and thanked him he put his hand

out, saying:
" 'I have found one dealer who is trying to do busi-

ness with the farmer as it should be done; and, be-

lieve me, there never will be anything bought on my
farm that doesn't come from you; and just so long

as you do business in that manner you will have my
hearty support.'

"That principle is the keynote of my success. I put

great stress on service and fair dealing. It has

always been my policy to handle nothing but the best

kinds of implements, manufactured by reliable firms.

I don't try so much to make a sale as to sell my goods

to a contented customer.

"I never sell a man an article for which he has little

or no use. If I did it would surely come back on me,

and one day would drive me into that 'limbo' where

all dishonest merchants go.

"Service, it seems to me, plays a dominant part in

selling farm machinery.

"One of my customers, to whom I had sold a milk-

ing machine, 'phoned in one night in a great rage, say-

ing that his milking machine wouldn't work. I got

up at 3 o'clock next morning and rode out to his farm.

When I got there I found that his machine was dirty

and only required to be properly cleaned. I stayed

all day until I had it in working shape again. The
farmer was so pleased that before I left he gave me
an order for some more goods.

"The question as to what service should be given

free, and what should be charged, doesn't worry me

IS a

hard man to

sell; the hardest in

the world. Often-

times he wants to

trade £.n old tool for

a new one. To my
mind this kind of

trading is the bug-

bear of the imple-

ment business.
"/ attribute my loss

in the first two sea-

sons to this cause

alone. It pulls down
your profits, and
loads you up wth a
lot of useless junk.

Why should a farmer
expect an ir.-iplement

dealer to take cm old

drill, say, as part

payment on a separa-

tor, any more than a
tailor should take an
old suit as part pay-
ment on a new one?

"I am against such
trading. It is a

Gipsy business which
should be opposed by all implement men.

. ."I believe if we had dealer's association in each
Province, it would be possible to grapple with this

unfair trading. Such an association could help con-

siderably, by excluding from, its membership all

dealers vjho practised trading; and, again, by im-
pressing on the manufacturers, the advantage of
looking to the members of the said association, for
dealers in the various territories. This, to my mind,
would go a long way to solve the problem."

Mr. Clow, as the foregoing will show, is a wide-

awake young man. He has ideas, and watchles

the trend of things. He makes friends with every-

body and goes everywhere. Even the school children

all know his little Ford car, with the small lorry

attachment for carrying goods out to his prospects.

If he should be passing the country school-house

when the children are coming out, he invites as many
as can get on to his "bus" to "come on," and drives

them towards their homes.
His store has an excellent location on the Kingston

Road. He sh.'tres it with his father—who is still

selling buggies and cutters. Most of the farmers,

when coming in to the market, have to pass his way,

and many additional sales are thus made.
Mr. Clow showed rare business ability when he

got the tax collector for the township of Kingston

to receive the farmers' taxes in his store. This brings

a lot of business during the Christmas season, as all

the farmers on their way to town stop off on certain

Saturdays to pay their taxes.

When the M.T.I, representative saw Mr. Clow, it

was on such a Saturday morning, and as the collector

was an hour or .so late in coming, the store was filled

with farmers.

When we left Mr. Clow had sold some separator

supplies, and had contracted to do some repairs; and

was negotiating with a farmer for the sale of a cutter.

That is one way to bring prospects through your

door.

Mr. Clow believes in a cash business. If there are

any discounts going, he also advises his prospects to

buy for cash and points out where they gain by

doing so.

He is arranging witn one of his manufacturers to

get out large signs, four feet long, by two feet wide,

for advertising purposes. These will be placed on

the main roads of the city, and at important cross-

ings. The manufacturers are paying half of the cost

of making and installing the signs. He is also vjrork-

ing on small posters of his own and will distribute

them around his territory.



Palms, Shrubs, Feature Truck Show-Room
British Columbia Displays Garfords In

Exotic Surroundings

IS

in

the automo-
motivis world to-day
which is being over-

worked it is — Service.

Yet, properly applied,
there is no word which should be worked harder, and
no word, or act, more productive of results. The
manufacturer, whether it be of motors, trucks, vacuum
cleaners, or fountain pens, who can give adequate
service is the man whose product will win out every
time.

What product will you find at the top of the indu.s-

trial heap? Why, the product which is built right in

the first place, and kept right ever afterward.
The service given by the manufacturers, distribu-

tors and dealers to purchasers of the Garford truck is

so extensive, so efficient, and so unusual in its com-
pleteness that we believe readers of M. T. I. will be
interested in the details.

The Garford truck is manufactured in and is dis-

tributed in British Columbia by the Motor Service,
Limited, 1105 Granville Street, Vancouver. New
show rooms and service station have been opened
within the past few weeks, and they embody all the
most up-to-date ideas. It is only in the largest deal-
ers' show rooms in the United States and Canada that
palm trees, flowers and shrubs are used to create
pleasant surroundings for prospective customers.
But in the Garford Vancouver show rooms masses of
flowers and shrubs are used in profusion to beautify
the truck show rooms. Some class!

'T^HE OFFICES at the rear are commodious and pro-
vide for greater expansion of the organization.

The service department, still further in the rear, is

thoroughly equipped and is manned by Garford ex-
perts. Above this department is located the "spare"
room, which is one of the most important items in the
building. Here is kept a complete stock of all Gar-
ford parts, thus ensuring quick service.

George A. Sabourin, the head of Motor Service,
Limited, is a truck man of many years' practical ex-
perience in the United States and British Columbia.
He is suppoi-ted by a trained staff, always ready to
give not only mechanical service, but also ready and
able to advise business men frankly regarding their
haulage problems.
The M. T. I. asked Mr. Sabourin to go into his serv-

ice problem in detail, and he states:
"Motor Service, Limited, works in co-operation with

the Garford factory with the purpose of giving the
best service on Garford trucks. Through its exten-
sive organization the Garford Company retains a
direct service-interest in eVery Garford truck in oper-
ation. This organization embraces its branches, its
distributors, its dealers, a corps of travelling inspec-
tors and the facilities of the factory.
"A corps of travelling inspectors is maintained to

assure a high degree of service. It is the duty of
these trained experts to inspect three or four times
each year every Garford truck. They stand ready at
all times to co-operate with distributors and dealers

and their staffs, and to aid them in rendering maxi-
mum service to users.

"Motor Service, Limited, makes a monthly inspec-
tion of all trucks. Each truck is therefore inspected
about twelve times per year by us and four times per
annum by travelling inspectors. An inspection sheet
is made out each time, a copy going to the factory,
one to the distributor and one to the customer. These
inspections are of great benefit to the user, and last,
but not least, to the factory. The factory is able, by
reference to these service sheets, immediately to detect
any weak points, and immediately correct thim. The
result is that the Garford Company will continue to
make better and better trucks.

"'jpHE PRINCIPLE behind all this service is to

keep Garfords continuously in operation. As
a part of this service, we carry a complete stock of
spare parts. The inspection, however, seems to elim-
inate to a large extent all call for spare parts."
Motor Service, Limited, also distributes the Colum-

bia Six in British Columbia, and carries out its truck
service ideas in regard to this line also, insisting that
all Columbia Six owners bring their cars in for in-
spection at least once a month.

Movie Publicity for

Accessory Dealer
By F. H. SWEET

THERE are many ways in which the enterprising
accessories dealer can keep his name before a
given community, but probably none of them

offers the possibilities that intelligent movie slides do.
Advertising depends on several things in order to be
successful. In the first place, your advertisement must
be seen and it must be so worded or arranged that it

attracts attention. This the movie slide will do in a
way that cannot be approached in any other fashion.

Slides are used in the moving picture theatre for a
definite purpose, namely, as fillers to divert the at-
tention of th eaudience while reels are being changed
or the orchestra given a rest. People do not object to
them, provided there are not too many, as they prefer
watching the screen to sitting in dreary idleness. Not
only that, but people sitting in a darkened theatre will
be forced to see your advertisement whether they are
willing 01* not. Such is not always the case with other
mediums. By a careful selection of the localities in
which you are particularly anxious to build up busi-
ness, you can cultivate that field in no better than by
having attractive movie slides made and used in the
progressive movies of that section. But much care is

needed in selecting the proper shows in which to ad-
vertise.

There are undesirable shows just as there are un-
desirable newspapers and magazines. Then, again,
some operators are very lax in taking care of slides!

They allow them
to become dirty,

cracked and soil-

ed or fail to run them foi

days at a time. Such
practices will not bring
the desired results any
more than a newspaper that runs your advertisement
every once in a while would. Men who follow such
courses should, of course, be avoided.

T^HERE are theatres also to be avoided. Because of
the very class of patrons and films to which they

cater, they are undesirable mediums for the acces-
sories dealer to use. It is only the modern theatre in
"^e best districts that should be cultivated to any ex-

tent.

The designing and wording of the slide must be as
carefully worked out as the best magazine or news-
paper advertisement. It should convey a message that
will get across quickly. There should be little wording
on it. The appeal should be through a picture rather
than through wordy reasoning.

Remember that people in a movie theatre are there
to be amused before they are to be instructed or in-
duced to do anything else. Do not antagonize them
by wordy advertisements in small type. If you have
any new or attractive accessory or article you wish
to bring before the public, show a picture of it. If
you are making a specialty of something, show it up,
with appropriate surroundings or things that go with
it—whether a car, tractor, various accessories, or
standard hardware. The most prominent thing in a
movie slide, outside of the lesson you are trying to
get across in your picture, is your firm's name. It
should be in large type, easy to read—above all, your
street number or 'phone number.

Slides may be had to cost almost any price. They
run as low as thirty-five to fifty cents each for stock
slides, on up to almost any price you care to pay.
While this is usually a small initial cost, the real mat-
ter of expense comes in the rate charged by the
theatre manager to run your slide.

Theatre rates are almost wholly made up on the
basis of monthly showing. This means that your slide
will be shown upon the screen an average of three to
five times a day, between every change of program.
Managers generally have their own ideas as to the
value of such service, basing it sometimes upon guess-
work, but more often upon some definite basis of cal-
culation, such as an estimate of the daily attendance
throughout an average month.

»

D ATES will vary according to the character of the
advertisement, usually running from $5 up to as

high as $50 per month in some of the more exclusive
theatres.

The possibilities of movie advertising have, as yet,
only been slightly touched. They will become more
and more a factor of accessories, repair parts, and of
general hardware, in the future. One of the best
appeals that a dealer can use in this class of adverti-
sing is the appeal to the beautiful.
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ALL-CANADA ISSUE
THIS is the twelfth number of M. T. I. We

started with 50 paid-in-advance subscribers and
with a 32-page issue. With this issue we have

more than 3,000 subscribers, and as you will notice
there are 60 pages in this issue. You may also be
interested to note that this is a truly national medium,
as there are articles and news items from every sec-
tion of Canada; there are one or more from the
Maritimes, Quebec, Ontario, Manitoba, Saskatchewan,
Alberta and B.C. Truly Canadian and representative
of All Canada.

WHAT WOULD YOU DO ?
T F YOU were an implement dealer, and closed a sale

for a power-lift sulky plow;
And you made the delivery, giving the farmer the

two extra shares that go with the machine;
And the farmer came into your office a few days

later, asking for two shares, claiming that he had
never received the two shares sent out to him;
What would you do?
This is the problem that was put up to an Eastern

Ontario implement dealer a short time ago. He tried
to explain, but no use; the farmer raged, and threat-
ened never to do any more business with that dealer
unless he immediately was handed over two shares.
The dealer knew the shares had been delivered; ho

was as morally certain as we humans can be that the
farmer had received the shares, and was merely try-
ing to be what he thought "smooth" and gouge the
dealer for two more.
What would you do? Would you give him the

shares?
This dealer did. But it looks to us like this:
Ever afterwards the farmer—and perhaps other

farmers—will play this dealer for an "easy mark."
If he can "get away with it" once, why not again?

Besides, it's encouraging dishonesty.
Now, honestly, what would you do?

'I SHOULD WORRY"-
SLOGAN

-A FAILURE

jV/lENTAL attitude has everything to do with pro-
gress—success—retrogression—failure! The "I

should worry" point of view of thousands of tractor
-dealers, and potential tractor dealers, has lurking in
it a composite danger beyond computation, and, to
say the least, is a commercial death-knell if not quick-
ly overcome by a change of mind upon the part of
those guilty of possessing this alarming guide-
thought.

"I should worry" is the slogan of the dealer who
fervently demands everything and shirks every re-
sponsibility possible.

The "I should worry" thought is father to slow
sales methods, lack of adequate service, proper repre-
sentation of lines carried, and short-measure perform-
ance. The tractor industry can not progress speedily
with her dealers assuming the "I should worry" atti-
tude.

Every dealer has his important place in the plan of
the tractor industry's great future, and his office is

not that of a stumbling block.

Laggards, time-stealers, and followers of easy
ways, have no place in the economics of the great
tractor industry.

—

Exchange.

$15,000 TRUCK BOUQUET
\I^HEN a New York truck dealer sells $100,000

worth of trucks, he feels pleased with life, and
ready to blow some of his 12 per cent., 15 per cent.,
or 18 per cent., as the case may be, in a Gotham
lobster palace. When a Montreal or Toronto
dealer closes a deal like this, he can justly pat him-
self on the back, and feel that he has come pretty
close to a record, and maybe can afford even to buy
tickets for himself and wife and a friend or two at
the King Edward Hotel, New Year's Eve blow-out—
at $7.50 per each.

But, vdiat do you think w:hen an auto dealer in a
tovra of 5,000—Dundas, Ontario, to wit—puts across a
$100,000 truck deal? Pipe-dream? Not on your life;

Hunter, in Toronto "World."
"Who said 'Trespaaaiag' ?"

that's what was done one day last month by Len
Parkin, auto dealer, who sold $100,000 worth of
Sterling trucks to Hon. F. C. Biggs, Minister of
Public Works for Ontario, with commission said to

be 15 per cent. On this deal, the Toronto Mail and
Empire says:

"Hon. F. C. Biggs, Minister of Public Works for
Ontario, is receiving more publicity than he hoped
for by reason of the order for nearly $100,000 worth
of motor trucks of United States manufacture placed
with Len Parkin, a Dundas dealer, who lives in Mr.
Biggs' riding. The usual procedure of the depart-
ment had been followed, he said, and he simply o.k.'d

the order on the recommendation of the two chief
engineers for the Works Department. Other tenders
for trucks had been received by the department, he
said, following invitations to dealers to submit figures.

This was the only one to tender on the particular
make of trucks desired by the department. The
Dundas order for ten trucks, he said, was only the
first of a number of orders for trucks for highway
construction and the dealers would have a chance to

tender. It had not been the custom of the Public
Works Department to advertise for tenders for
equipment, but to order in this way. In connection
with the matter, D. G. Bawi;inseimer, National truck

n
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dealer of Dundas, to-day denies the report that he
stated that the $100,000 truck order was handed to a
Dundas garage man on a silver platter by the Minister
of Public Works."

BEWARE WORKING IN CLOSED
GARAGES

1"\ID you ever stop to realize that working in a small,
* closed garage with the engine of your car run-
ning is like gambling with death? The newspapers
have reported several cases of persons collapsing and
perishing under such circumstances before aid could
reach them. This should serve as a warning to all

car owners. Unfortunately it is easy to forget the
warning- on a cold winter day when you are pottering
around the car and have closed the door and win-
dows of the garage, and have started the engine
running, perhaps to secure a little heat from the
muffler and radiator.

There is no mystery about the cause of disaster

lurking in the closed garage. It is the deadly gas
carbon monoxide which is mixed with the exhaust
gases from the engine. Even small quantities are
disastrous; in fact, this gas formed the principal

constituent of one of the worst of the poison gases
used in the war.

The U.S. Bureau of Mines recently issued a techni-

cal paper dealing with the vitiation of garage air, in

which it was stated that air containing as little as

one-fifth of one per cent, of carbon monoxide will

cause a man at rest to collapse within an hour. Ex-
periments made to determine to what degree air in a

closed garage is vitiated by running a four-cylinder

engine of 30 horsepower, proved the presence of

dangerous proportions of carbon monoxide in the

most distant parts of the garage after running the

engine less than a half hour, while near the exhaust
muffler .the air was extremely unsafe after the engine

had run 15 minutes. These results were secured with
various settings of the throttle and spark.

The worst feature of carbon monoxide poisoning is

that there are likely to be nc symptoms to serve as a

warning. Collapse comes suddenly, while the run-

ning engine is constantly making the air still more
poisonous; hence everything is in favor of the victim

perishing before help could arrive.

Always open the doors and windows of your garage
before starting your engine, or better still, take the

car out into the open and you will thereby avoid ex-

posing yourself to a very real danger.

GOOD AND BAD ADS
IF YOU write a good ad. for your local paper

—

one that has style, snap, vigor and an unusual
twist to it—one that you're really quite pleased

with—send a copy to the Editor of M. T. I. We
must confess we notice very few really good ads.

in looking over Canadian dailies and weeklies occa-

sionally. Maybe the good ones slip past our notice.

So, whether you sell autos, tractors, implements,

accessories, or household and dairy supplies, let us

see what it looks like in print. Also, if you want
our advice re your advertising writing any time,

don't feel basJiful about it. Drop the M. T. I. a line,

outlining your desires and problems, and the re-

sources of our entire organization will be at your

disposal.

A GOOD AD
'T^HE other day a dashing new, maroon-coiored,

sporting body roadster sped past, about 25 miles

an hour. It was a classy-looking Tjus, and naturally

we turned to look at it after it passed, mentally won-
dering :

"What 'bus is that, anj-way?"

But there was no need to worry. In letters six

inches high, on the cover of the spare tire carried

behind, stood out the name of the car, like:

BING BOY.
If you sell a model that's a little out of the ordin-

ary, put the name conspicuously on the car, par-

ticularly in tbe rear. You know that impulse to turn

and look after a snappy model when it passes? Well,

capitalize that impulse!

PRICES GOING UP, UP

'Tarm Implement
Arc YOU jMasinr np any chances?

New8.'

T^O YOU notice how auto prices, and also the prices

on some implements, are jumping? We don't like

to say: "We told you so," but this is what we were
arguing editorially last spring and summer. And
the limit is not yet.



ROSENHEIM BUYS PROTECTION
Pinched (With Permission) From "Timken Magazine." Sketches by CLYDE E. DARR.

"M
AX," said Meyer
heim, proprietor

Feldman to Max Rosen-
of the Scotch Woolen

Mills, High-Grade Men's and Boy's Cloth-
ing, as they sat talking in the latter's office, "such a
carelessness you do, and it's goin' to cost you money
some time. Why don't you buy it one of them otter-

mobeel lockers? You leave your car standin' around
in the street like it was a wheelbarrer already, and
the first thing you know along comes a thiever."

"Meyer, you gotter admit I'm a good bizness man,
and why should I get me one of them expensive lockers

which if a thiever
steals the car * he
steals the locker, too.

No, sir; I got me a
better way. Herman
Epstein he writes
me out one of them
a 1 1-around policies

what covers stealin',

fire and damages by
collusions or skid-

ders. I let Herman
do the worryin',
yes—

"

"M a X," shouted
Meyer excitedly,

"what am I tellin'

you? There goes a
Holler for the police,

AlriAht, maybe it's a mistake I
make, but I take it anyway"

feller now, drivin' off your car.
get it to the telephone."

Rosenheim's automobile, which a moment before
stood at the curb, was now rapidly disappearing up
the street, a bold robbery in broad daylight, but Rosen-
heim smoked on contentedly and made no move to
have the thief taken.

"Alrta'ly I pay Herman three premiums, and now I
guess I get me a new car. There's Herman now I
think I tell him." Opening the window, he called-
Hey, Herman, I got news for you; come up here

right away now."
When the insurance man entered, Rosenheim hand-

ed him a cigar from a drawer marked "High-Grade
A, Number One Customers," and said: "Well Herman
you're stuck. Just now while I was talkin' to Meyer
here, one of them ottermobeel thievers jumps in my
-•ar and drives it away. Make me a check right off
because I want to drive the new car home."
"Not so fast. Max," said Her-

man, calmly. ""Was you car
provided with a lock?"

"It was not. For why should
I get me one of them expensive
lockers when it was insured?"
"Did you notify the police im-

mediately?"

"Of course not. They might
have caught him, then my insur-
ance premiums would have been
a dead loss. No, I think I like
better a new car. I get one with them wire wheels
this time, I guess."

"Not at my company's expense. Listen to section
four of your policy. 'It is understood and agreed that
the party of the first part shall, within twenty-four
hours after the issuance of this policy, provide said
automobile with a lock of approved design if the
machine is not already so equipped, otherwise this
contract shall be held null and void.'

"Also section eight," continued Mr. Epstein- "In
case the said automobile is stolen, it is understood and
agreed that the party of the first part shall immedi-
ately notify the police authorities, and at once en-
deavor to accomplish a recovery prior to notifying the
party of the second part. Any failure or negligence
of this provision automatically cancels the contract
and, by agreement, prevents the institution of an
action in court to recover any claim for loss ' So
Max, I would advise you to call up the police depart^
ment. Your policy is null and void on two counts."

"So, you low-lifer," said the angry Max, "I pay youmy money and now you and this feller Nulknd Void
who I don't know at all, cheat me. And I thought vouwas honest."

Rushing to the telephone, he called the police de-
partment. "Hey, you bum policers, this is Max Rosen-
heim. My car was stole just now. What's thaf
You have the car? My, my, that's fine. Such a
grand policer department what we have. What'
All smashed up? Run into a telumgraph pole? All
right. I come down in a hurry."

Hanging up the receiver, he turned to Epstein and
said, "So smart you are, you and your friend Nulland
Void. How you like this? That feller runs into a
pole and makes it a wreck. Now you pay the dam-
ages. Ah, ha! He who laughs last tickles himself
most, yes."

But Herman refused to be disturbed. "Section
twelve of your policy reads: 'It is understood and
agreed that the party of the second part shall not be
held liable for damages should said automobile be im-
paired or injured when being driven by an unauthor-
ized party. This policy covers only damages sustained
while the machine is being operated by the party of
the first part, or his authorized and accredited agent.'
Max, in legal matters it is always well to read every
line, and abide by your signed agreement." And Her-
man walked out exuding clouds of expensive smoke.
The car was not completely wrecked — a broken

radiator, one wheel demolished and the front axle
bent. Rosenheim had it towed to a garage for repair.

"It's pretty bad, Mr. Rosenheim," said the repair
man, "but it might have been worse. It's a lucky
thing you have a good front axle to take the shock,
otherwise the whole car would have been junk. The
axle beam can be straightened and it will be as good
as new."

Rosenheim gloomily took the interurban trolley to
his country home, where he told the sad news.
"Max," said Rachel, his wife, "so foolish you was

not to get one of them lockers. I saw an advertise-
ment of one, and now I'm going to write the firm."

When the Invincible Automobile Lock Company re-
ceived Mrs. Rosenheim's letter it was given to the
salesman covering that territory, and a few days later
he was passing through. Although the letter was
from his wife, he concluded to see Mr. Rosenhelrr. at
the store and make the sale there.

Rosenheim, still angry over a fifty-dollar garage
bill, was in a bad humor, but he knew he needed the
lock. The price, however, made him hesitate.
"Tventy dollars you ask me for such a little thing?

Man, I can buy a lock for my house for a dollar and a
halluf. Never will I pay me such a price. Fifteen
dollars and a halluf at the outside; take it or leave it."

In vain the salesman talked, argued and pleaded.
It was no use. It was the reduced price or no sale,
and at last the man capitulated, angry at the deep

cut in his commission. After
handing over the lock the sales-

man angrily stalked out, leav-
ing Rosenheim in a much better
humor.

The lock salesman suddenly
remembered that the inquiry
had come from Mrs. Rosenheim,
and feeling rather bitter toward
the haggling clothing dealer he
decided to make a hurry call at
Rosenheim's home — perhaps he

might make a sale at full price. Catching a car, he
rapidly made the trip and found the lady at home.
"Now, Mrs. Rosenheim, I have made this trip in

direct response to your letter, and I think my house
is entitled to the sale, since you admit that our adver-
tising impressed you and that the lock is assuredly a
perfect mechanism."

"All right; maybe it is a mistake I make in not con-
sulting with Max, but if I telephone him, right away
he thinks up them objeckshuns, so I take it."

"Thank you very much, Mrs. Rosenheim," said the
salesman as he pocketed the twenty, "and now I must
be going. I want to take the four-ten train, and I

can just about make it by catching this car that is

coming."

Soon after the departure of the salesman Max ar-
rived in his repaired car, having decided to come home

early. When Rachel

"Say, Ikey, look out by the depot platform, and if you
see a feller in a gray suit, with a brown hat and a
speckled tie, carryin' a grip, hold him for me till I
come," then he hurried to his car.
On the platform awaiting the arrival of his train

stood the enterprising salesman. Mr. Meyerbaum ap-
proached and said, "Max Rosenheim, he just tele-
phoned me to say he wanted to see you. He's coming
from his home now in his ottermobeel. He seemed
excited."

"Rosenheim, Rosenheim. Let me see. Oh, yes,
you mean the proprietor of the Scotch Woolen Mills!

Well, weU, that's
f o r t u n ate. The
matter slipped my
mind entirely. You
see, here is a letter

from Mrs. Rosen-
heim, wanting to

buy one of our In-
vincible locks. Now
isn't it too bad that
I can't wait? I

, . ^. , .
must catch this

train that is coming now. Say, Mr.— ah Meyer-
baum, isn't it? Mr. Meyerbaum, you can 'do your
friend an immense favor. Here is one of the locks
twenty dollars. You take it and Mr. Rosenheim will'
be eternally gi-ateful."

"Oh, well, I don't mind doing Max a favor. Here
the twenty is, and here comes Max, waving one hand
like he was crazy."
The salesman boarded the train and was whirled

away just as Rosenheim's car halted at the platform.
"Ikey, Ikey, for why didn't you holdt him?"
"'S all right. Max; I got it for you."
"You got it, you got it! You idioter, what you

"It's pretty bad but
it mi^ht be worse"

What! Anodder von? Oi 01

!

'No sir, I iot me
a better way"

mean, you got it?

Oi, oi!"

"Max," said Meyerbaum, after explanations had
been made, "telegraf to the policers and they will hold
him for you."
"Nu," said Rosenheim, wearily, "he would sell them

mebbe a gross of the dam things for me. Never do
I want to see him again, unless it is to hire him as
head salesman. I know when enough it is I get."

SASK. IMPLEMENT DEALERS
ORGANIZING FOR EFFICIENCYANUMBER of implement dealers of the Province
of Saskatchewan, members of the Retail Mer-
chants' Association, met as a Trade Section of

the Association, in Regina, Jan. 6, for the purpose of
discussing various matters of interest affecting the
retail implement trade as it stands at the present
time. In May last a joint meeting of retail and
wholesale implement dealers of the province was held
in Regina, when

I
You iot it; you tdioter,

what you mean you gof it

'

"Max," shouted

^
Meyer,"there
does a feller
now driving
offyour car"

informed him that she
had bought an Invinci-
ble lock he exploded in

wrath.

"And now I got me
two of them. Oi, oi!
had I my hands on that
scoundrel, kill him I

would. I get that fel-

ler. He takes that
four-ten train, hey?"
Going to the tele-

phone, he called up
Isaac Meyerbaum.

various resolutions
were adopted w'ith

regard to the retail

implement trade,
which the whole-
salers promised
should be submitted
to the various offices

as recommendations
with a view to some
action being taken.
The present meeting
considered it some-
w h a t unfortunate
that no steps had
apparently been
taken in this direc-
tion, which consequently meant that the matter stood
as at the time of the previous meeting.

In order to overcome this condition of things and
to ensure a greater measure of success and in view
of the increased amount of clerical work to be done at
the provincial ofiice since the amalgamation of the
implement dealers with the Retail Merchants' Associ-
ation, it has been found necessary to employ a man
who thoroughly understands the implement business
to devote his entire time to the implement section. It
is also necessary to compile the necessary details in
order to show the position in which the retailer in the
implement business is placed to-day, and to bring
about greater co-operation, not only in the Province
of Saskatchewan but throughout the West.

•



Three Storiettes of Implement Dealers' Successes

A Satisfied Customer
Will Send You

Prospects

B

"S

UY EVERYTHING for cash and take whatever

discount is going.

This is the practice which has helped Leon-

ard Farr, implement dealer, of Woodbridge, Ont.,

along the road to success. Mr. Farr has been selling

implements in Woodbridge for five years, and during

that time, by intelligent handling of the financial end

of his business, has managed to work up a sound con-

nection. Discussing with the M.-T.-I. some of the

chief points which helped to build up his business he

says

:

"The first thing an implement dealer should do is to

educate himself; he should study carefully everything

he handles and earn a reputation for knowing his

goods. Such a reputation will give the dealer a pres-

tige that will do great service for him among his

customers. He should never forget that the farmers

talk, and if he can get them talking about him his

battle is half-wcn.

"I buy everything for cash.

"It didn't take me long to see that it

would be to my advantage to drop the

consignment policy and operate on a cash

basis. On the present margins offered

by the manufacturers— which, by the

way, I think are too small when one con-

siders the service a dealer is expected to

give— the discount allowed for cash

helps out considerably. I also advise

my customers to buy for cash, and about

80 per cent, of them do so.

"I believe in service, and in giving the

best quality of service of which I am
capable, I try to make my customers feel

when they deal with me that they will

be well looked after. It is a good thing

to have customers say:
" 'If you buy from So-and-So you are

quite safe; he can fix it.'

"I endeavor at all times to give prompt
service and handle all the repairs my-
self.

"Most of my prospects are obtained

through satisfied customers. I don't

suppose I have gone out one day in a

year vrithout having had a prospect or a

definite objective.

"I find many of the farmers who come
in to my place are interested in machin-
ery and love to talk about it— even
when they have no intention of buying.

When I find a man like that I discuss my
goods with him and supply him with lots

of literature, and it is surprising how in-

terested he becomes. He talks about my
machinery among his neighbors and is

delighted when he can help me make a

sale.

"There is just one thing more I would
like to mention, and that is trading in

second-hand goods. It is a bad business,

and one for which I have no sympathy.
As I said before, the margins are small

enough without reducing them any fur-

ther by handling whatever 'junk' a farm-
er pleases to trade on a new article.

"There is one case, however, where I

make an exception, and that is when a

farmer has an engine— in good repair
— which has become inadequate for his

purposes. When I sell him a larger en-

gine I allow a discount on the original

one, because someone is sure to want just

such an engine,"

A

LEONARD PARK.
Woodbridge. Ont.

He 'Cops' Five Century Notes

TEVE" Mc
as the live

community,
surrounding Egan
means the best
tario, yet Mr. Mc
ed a dealer trade

that in the best
The business was
father 40 years
"My trade," said

limited by the na
land surrounding
ample, the rocky
the sale of trac

"It has been our
customers a service

them permanent
matter what diffi

has with machin
purchased it

we try to solve it

tance is too far for

J. S. McCann, Egranville, Ontario, winner of
the $500 prize awarded by the Renfrew
Machinery Company to the dealer sending
in the greatest volume of business daring

1919.

cases. It is this service that gains the confidence of farmers. They don't for-

get when buying new equipment. I can recall numerous cases where farmers

have come to our warerooms for equipment when I was out on my territory.

They knew from experience they would get the best price and all the service

that went vdth it.

"The success of the dealer to-day depends on the honest service he is render-

ing his community as a citizen and a merchant. If he connects up with the

manufacturers who are leaders in their respective lines and then keeps goods

on hand commensurate with the needs of the community, he has laid the founda-

tion for a profitable trade

"I try to take full advantage of the co-operation given by the maniifacturers.

When their travellers come into my territory I take them right out among my
prospects 3 J as I can get from their selling new ideas and arguments which

will help me later. I have driven 35 or 40 miles a day with them, called on

customers even as late as eight or nine o'clock at night—and signed up orders,

too, at that hour.

<t T N selling farm equipment I try to be more than a mere connecting link

1 between the factory and the farmer. I aim to impress on the farmer what
the installation of our equipment will do to lighten farm work and make life

more pleasant.

"I have noted with a great deal of satisfaction the tendency on the part of

farmers to pay cash. I would say about 50% of my sales are cash sales."

Mr. McCann won the |500 prize awarded by the Renfrew Machinery Co. to

the dealer signing up most business during 1919.

Case Winner Gives
Some Rules For

Success
(( y\. N IMPLEM^:NT dealer nowadays has to be a

/A truthful man if he would succeed in his busi-

ness," said Delos Ressor, implement dealer of

Agincourt, Ont., -when discussing with M.-T.-I. some of

the points which led to his becoming the banner sales-

man in 1919 for the Case tractor people in the Toronto

district.

"Whatever success I have had," says Mr. Ressor,

"has been achieved by hard work, honest dealing, a

belief in the goods I handle, and last, but most im-

portant, service.

"I don't make a promise unless I know for a cer-

tainty I can keep it. Every promise I make I fufill

to the letter. An agent who treats his promises

lightly will one day find himself without a job. No
farmer will do business with such a man.
"Next to honest dealing I place service; in fact,

they arc often one and the same thing. In order to

give proper service, a dealer should be

more or less of a mechanic.

"Before entering the implement field I

was a railway mechanic. I so-ved an

apprenticeship of five years and worked
as a full-fledged mechanic for many
years. I attribute a great deal of what-

ever success I have ac;. jved in selling

implements— tractors especially—to my
kn'iwledg.-? of mechanics.

"There is nothin^^ about the machines

I sell I cannot repair. I make a point

of completing a repair in one day— even

where there is a serious breakage. In

the event of a serious breakage, if I have
no spare part on hand to replace the

broken member, I jump on my car, go to

Toronto, secure the required piece, re-

turn to the job and make a satisfactory

repair, all in one day. So far I have
always succeeded in doing this.

"A customer to whom I had sold a

tractor one day went out to do some
plowing for a neighbor near whose farm
a sale was going on. He wanted to do a

neighborly turn and also show off his

machine to advantage.
"He arrived on thta scene bravely

enough, but when he commenced to plow
the tractor balked and positively refused

to work.
"He immediately 'phoned me, but I was

away at the time. He was very much
upset about his little exhibition falling

through. He got a neighbor to drive

him to Toronto, but on reaching the

Fairbanks-Morse factory he was told all

the service men were out. He was very
angry and said some nasty things to the

people at the factory. They advised him
to go back and try again to get in touch

with me, which he did, this time succeed-

ing.

"When I went out and looked the trac-

tor over I found the whole trouble was
simply a dirty spark plug, which I fixed

in ten minutes. The farmer was de-

lighted, offered to pay me and asked me
to send his apologies to the Fairbanks
people for things he had said. I find a
satisfied customer is the best advertise-

ment.
"Last year 1 succeeded in selling four-

teen tractors, 90 per cent, of which were
sold for cash. I didn't start in until

June, and I believe if I had had adequate

help I could have sold twice as many."

CANN is known
wire dealer in his

While the territory

viVle is not by any
farm land in On-

Cann has develop-

which will rival
sections of Canada,
established by his

ago.

Mr. McCann, "is

ture of the farm
Eganville. For ex-

land limits greatly

tors.

aim to give our
which will make
customers. No
culty the farmer
ery, whether he

through us or not,

for him. No dis-

us to drive in such



I

Are YOU, Mr. Dealer, Really Dozing?
WLT.l. Correspondent Suggests That Caravan of Motor Trucks Should Turn West

Y
'^"^ T OU OAN count me in on it with a couple of

trucks if the rest come in."

The speaker was H. E. Walker, Western man-
ager of the Grace Motor Company, the largest dealers
in motor trucks in the Prairie Provinces, and his
statement was made at the close of a long and inter-
esting conversation in which we discussed the sugges-
tion that a caravan of motor trucks of all makes
should make a tour of the Prairie Provinces this
Spring in order, by this spectacular advertising
method to arouse enthusiasm and awaken interest in
the motor truck as a factor in solving transportation
problems.

Mr. Walker made an astounding statement:
"Western Canada," he said, "is one of the greatest

potential fields in the world for motor trucks. I have
learned at a cost of many hundreds of dollars during
recent months that the consumers are right now ready
and willing to buy, but it is simply impossible to
awaken the interest of the dealers."
"The farmers cannot buy until the trucks are of-

fered to them for sale, and the fact of the matter is

that the dealers will not apparently be forced into
introducing the truck until the demand becomes so
overwhelmingly great that they cannot avoid taking
action. As near as I can figure, it will be two or
three years before this can happen if something is not
done to awaken the West and set it talking motor
trucks."

"I am intensely interested in M. T. I.'s suggestion,"
said Mr. Walker, "and I will go so far as to say that
I will come in on it if you can induce the other motor
truck dealers to do the same. While I am naturally
of an optimistic nature, I must say that I have little
hope of arousing the Western dealers by any method.
Just this morning I talked for an hour and a half to
one of my travellers who has been to many points in
the West, and I may tell you that what he said was
very discouraging. Like everyone else who has trav-
elled the West, he found the buying public was greatly

By E. H. SCOTT
IS THIS TRUE?

"Whole West is ready to buy trucks, but
dealers are lifeless. It is impossible to
wake them up," says H. E. Walker, of
Grace Motors.

interested in motor trucks; in fact, the whole West
seems ready to buy trucks, but the dealers are life-
less on the subject. It is impossible to wake them up.
"Now, the expenses of this traveller ran into a very

considerable figui-e, and it looks as if it will be a very
long time before we get back the money expended in
an effort to educate the dealers. The only bright spot
in this dark outlook was the sale of a five-ton truck
in Moose Jaw.
"Take a look at that map on the wall with points

in the Prairie Provinces marked with colored stick
pins. It cost us many hundreds of dollars to learn
where to place those pins, and every one of them rep-
recents a possible sale. We not only hear from our
own travellers, but from many others returning from
the West, that the field is ripe and more than ripe for
trucks. The problem is to connect up the demand
with a source of supply."

"OUT," I INTERJECTED, "surely it would be bet-
ter for the motor truck manufacturers to com-

bine in one great effort to arouse the dealers rather
than sit calmly back and wait for events to take their
course!"

I dscoursed at length on the advertising possibili-
ties of a truck parade around the West.

"Listen," said Mr. Walker; "I have been through
every phase of the truck-selling game, and while I am
optimistic, and while I am willing to try this stunt
and lend all my endeavors to make it a success, I

think it will take something more in the nature of
dynamite to move the dealers. Suppose, for instance,
that a representative of this firm were to go right out
onto the farm and sell a truck to the farmer through
the local dealer. What would the dealer do? He
would demand 20 per cent, commission. He would
order that one truck, and the matter w-ould end there.
The thing has been tried again and again."
Mr. Walker went on to state that there were other

phases of the problem. For instance, he had found
from his investigations that in Southern Alberta the
larger trucks were in demand, while in Central Sas-
katchwan much smaller trucks were wanted. He con-
cluded with the statement that it might cost as much
as $3,500 to send out a couple of trucks on the pro-
posed trip, to say nothing of the depreciation in value,
but he was willing to charge this up to advertising and
take a chance if all the truck dealers would come in.

Personally I can vouch from my own experience
for the statement by Mr. Walker that the Western de-
mand is there. If there was one thing more than
another that impressed me in the course of my per-
ambulations around the West in recent months, it was
the fact that the prairie country is ripe for the intro-
duction of the motor truck. In various issues of
M. T. I. I have given the views of dozens of Western
implement men on the subject. Most all of them with
whom I talked were agreed that the enquiries of the
farmers had reached a point where it was time to get
action. The sale of automobiles by tens of thousands
has thoroughly converted them to the use of gas-
driven vehicles over those drawTi by horses. They
have figured it out that, in especially the case of long
hauls of wheat to the elevators, the superior carrying
capacity of the motor truck, coupled with the speed
at which round trips can be made, would result in a
marked economy over the tdious methods now in vogue
of taking a day or a day and a half for a round trip

of say fifty miles with horses.
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Quite unexpectedly I was apprised of the interest

of the farmers themselves on this subject during a
visit at harvest time to a settlement 25 miles from
Empress, Alberta. As usual at this season of the
year, the farmers were co-operating vdth each other
in the work of threshing the grain on each other's
land, and I happened to catch a goodly number of them
at the home of the friend I was visiting. In a Idtchen
so blue with tobacco smoke as almost to obscure the
big nickeled range, the talk swung from one thing to

another until the question of hauling grain to town
became the subject of conversation.

TT WAS then that I realized the deep interest that
these Westerners are taking in the development of

the motor truck. That they had been thinking pretty
deeply on the matter was apparent from the spon-
taneity with wliich they voiced their opinions on the
cost of operation. Figures were quoted freely on the.
cost of motor trucks laid down in their home town, and
such questions as the consumption of gas, the use of
trailers, the cost of upkeep, the number of trips that
could be made in a day followed in rapid succession.
There was never a word said about road conditions that
would mar the working of the scheme. Some of the
farmers favored the smaller types of one-ton trucks,
but the majority had it figured out that the larger
types, capable of hauling trailers, would be the most
economical. The figures they quoted with regard to

the cost of hauling wheat with four-horse teams made
the motor truck a very attractive and alluring propo-
sition indeed.

The question of purchasing a big motor truck on
sh ares seemed to meet with approval, and it was made
very clear in the course of the debate that such a
truck could be kept pretty busy throughout the Spring,
Summer and Fall hauling in food supplies, lumber,
coal, etc., when not in use hauling grain to market.

With these farmers located twenty-five miles from
a town the question of transportation was a vital
thing, and the problem that confronts them confronts
many thousands of farmers in all parts of the West
similarly located. Accustomed as they are to run-
ning into town in an hour with their motor cars, they
do not take readily to getting up before dawn in a
chill October morn, to feeding four horses, hitching
them up, and starting off on a five-hour trip to town
perched on a load of sixty bushels of wheat.

It is really a surprising thing, as I told Mr. Walker,
that in view of all the talk on the subject the great
and wealthy West is comparatively barren of motor
trucks. The only reason I could ascribe to this con-
dition, I told him, was that the manufacturers have
not taken the proper means to introduce and develop
this business in the West. I urged upon him th-at the
manufacturers and the trade in general must get to-
gether and do something spectacular in order to get
the movement of trucks under way.

I told him that I had thought over the problem a
great deal in recent months, and that the answer came
to me the other day when I purchased a copy of the
Los Angeles Times. Coming to the automobile sec-
tion of the big Sunday i^sue the first thing that hit my
eye was an illustration the full depth of the page
showing a long line of motor trucks, each of them dec-
orated with cotton signs and flags, and extending in
an unbroken line almost to the horizon it seemed. I

read the stoi-y with the keenest interest. It went on
to tell how the manufacturers of many of the best
knoviTi trucks in America had combined to put on this
most striking demonstration of the practical utility
of the motor truck for hauling freight between the
various towns of Southern California.

A/TAKING THE city of Los Angeles a starting point,

the long line of trucks, loaded to capacity, started
out on an itinerary that was to take them on 'Schedule
time to most of the important towns In a wide area
north and west of the City of the Angels. Later, so
the story ran, they were to make a trip through the
south even more ambitious in scope.

The whole thing was an advertising stunt pure and
simple and conducted along colossal Lines, and while
it was not exactly free advertising, I doubt if these
manufacturers could have achieved the same results
by spending hundreds of thousands of dollars through
the legitimate advertising channels. As a matter of
fact they did use the advertising colun'ns of the news-
papers freely, but the manner in which the various
papers competed with one another give space in
their news columns to the exploit overshadowed every-
thing that was done in the form of display adver-
tising.

The most exhaustive detailed figures were given of
the power and capacity of each truck, together with
the load it carried, and as the demonstration pro-
ceeded details were given of the amount of gas con-
sumed, and the actual cost of delivering freight by
this method. The plans must have been made weeks
in advance for there was not a thing overlooked that
would tend to attract the interest of business men
along the route. Receptions were planned at every
centre. The newspapers in each town heralded the
arrival of the advancing train and kept their readers
advised of its progress. As the journey proceeded it

was arranged that the trucks would pick up freight
for the return trip to Los Angeles. The whole thing
went swimmingly. It was a tremendous success in

every way.

But perhaps the most remarkable feature of this

brilliant idea was that the manufacturers saw the
need of an educative campaign of this kind in a dis-

trict where everybody is supposed to be as familiar
with the motor vehicle as a baby is with its toes. One
would think that in a district so densely populated as
Southern California, where motor cars are legion,

that there would be no need of such a campaign. In
the same issue of the Times that this story appeared
there was more than a page of condensed advertise-
ments of motor cars for sale.

\/fR. WALKER told me I had made my point clear:

That if California needed such a demonstration,
how much more urgent was it that spectacular means

From Oxen
FROM oxen— to hor.ses- -to tractors, have been the

usual steps in the farming evolution of most
countries, but Turkish farmers are going this

one better and changing from the plodding, swaying
oxen direct to the modern tractor.

They have been quick to see the great advantage
in using a tractor, over their old custom approximat-
ing six oxen to one plow. By this modern method,
they say, they can accomplish their own salvation
through the cultivation of their large areas of fertile

soil that have lain idle for many years.

Every demonstration draws a crowd of keenly in-

terested farmers who watch closely and comment
freely. At one demonstration near Constantinople,
where the G-0 Tractor plowed 8-inch furrows in a
large tract of land that had not been plowed for over

should be taken to waken Western Canada to what it

if, missing.

What I proposed to him was a parade next May
through Saskatchewan and Alberta of all the motor
trucks that can be gathered into line. I would have
them swing around the loop up through Saskatoon to

Edmonton; down to Calgary and Lethbridge, and back
through the south country to Regina. If it were
feasible Manitoba points might be included in the

journey, but there is not the same need for trucks in

the older Province, with its network of railways, that

there is farther west. I think that the trip would
prove a revelation to the West, and that it would ac-

complish in a few weeks what might otherwise take

>;ears to bring about by the slow method of waiting

for the idea to take root.

Every detail of the California plans could be car-

ried out in Western Canada, and not only would it

prove to the farmers that trucks can be used on the

western roads, but it would bring the merchants of

the various towns to see the value of the motor truck

in their various lines of business.

A stunt of this kind could only be pulled off by
manufacturers broad-minded enough, and unselfish

enough, to forget competition in order to pave the

way for a great volume of business for all concerned.

Results should be achieved immediately, for agents

could be appointed in every town, and the ball set roll-

ing toward a truck output that would bring handsome
returns. The West is wide open and ready for a

campaign of this kind. Will the manufacturers
come in?

To Tractors
a hundred years, one wearer of the Fez said that it

would take 20 oxen to pull the same load.

TO-DAY'S BOUQUET
Editor, M. T. I.—Allow us to express once more

our great appreciation of the Motor, Tractor and
Implement Journal; it has filled the want in the

most satisfactory way. It has certainly made a hit

with the dealers and we are frank to admit that it

is the most up-to-date journal in Canada to-day.

Yours very truly.

Western Motors, Ltd.

G. W. Nearing:.

Above—Groups of interested Turkish farmers follow the tractor up and down the furrows at every demonstration. Note
the attention the tractor gets even from horses.

Below—Closer view of a Turkish one-plow equipment. Three such as this are being replaced by one good tractor.



The PERSONAL ANGLE of SERVICE
fTho Said ' 'Free

'

' Service ? There 's No Suck Animal!
By H. E. BRASIER

H. E. BRASIER.

NEW thoughts
on any subject
are generally

found to be old

thoughts in new dress,
so that I canu: at-

tempt to be original
for in reality I am
dealing with a very,
very old subject.

Service fis an im-
portant proposition

dlr?tr'r°" -engagedlS;^a=^:t:
bacT t; 'he Hm ^"l

'"'^ d° lookback to the time when service was the bugbear that

hardlts" '° ^""^"'^d m!st of our

Service means the performance of any good, andwhen we apply u to the automobile business a cleardefinition may be set forth in this way: To dowhat IS necessary promptly, courteouslv and efficiently at a proper remuneration
'

It IS the duty of the automobile service man tostand between the owner of the car and the p^oducS

So. M f
*° P''^^^'-^" that integrity wS c"should always exist between buyer and seller andwhereas ,t is the function of the Sales Depa iment

£;lf n"''
^''""^^^ f""^tion of theService Department to keep those cars soldWhen a man buys an automobile we must thinkof him as making a greater cash investment thanhe does on perhaps any other occasion, except

of course when he may buy property or somewonderful art treasure, but he buys the car for a

11,1'"
P"?"^^^'^^ e^Pe<=ts to get both pleasureand profit from its use, and further, he expects

to get pleasure and profit from its continual use
Tt IS therefore, the duty of any Service Depart-ment to protect the owner against tie-ups which
necessarily mean a great deal to him in a wayboth directly and indirectly expensive
The factors that count for the most in Serviceare available in unlimited quantity and without

cost, and I refer to three essential things:

COURTESY, CARE and CLEANLINESS
The average automobile owner when in trouble

.s generally in a rather irritable frame of mind-
all of his plans upset and for the moment at
sea. ihe first impression that courtesy makesupon him IS to minimize his difficulty, to makehim feel that he is in a friendly court and that
everything possible will be done for him

though busy all day, may not be getting the results
that you require. Every tap of work done must have
a definite purpose.

It is a good thing to go over your wage scale once
in a while. more an hour voluntarily extended
by you at the right time will bring you greater re-
turns than the extension of five or ten cents follow-
ing agitation and discussion, and will command the
personal interest of your worker.

Supposing you put a new car at the disposal of
your garage foreman and tell him tnat you want him
to go on a test run; that he would likely be gone a
couple of months and that he was to see that his car
was in good ^ape for starting at a certain time. It
would be human interest for that man to take a
greater interest in the preparation of that car for
its journey than he would take if you gave him the
same instructions and told him you were going to
drive the car. It is our natural inclination to be
-scrupulously careful where our own comfort and con-
venience is concerned, and if we can step into the
other fellow's shoes once in a while and get things
from his angle, we are going to get results.

yiTE have heard a great deal about the duty of
Service to Sales, and, on the other hand. Sales

owes a considerable duty to Service, and I may say
with all respect that weak selling methods have been
responsible for a great deal of the vagueness that has

s

Who is BRASIER?
The man beliind Overland Service is H. E. Brasier
the author of this article. Born in Peterboro, and
educated in Toronto public schools, he joined
the Massey^Harris Co. in the early bicycle days.
In 1900 he established his first connection with
the Russelll forces. In 1904 he went to the Ameri-
can Abell Engine and Thresher Co. Eight years
later he found himself again with the Russell
forces. His liking for service work resulted in his
transfer in 1914 to the management of Head Office
service. When the business control passed to the

Willys - Overland
Limited, Mr. Bras-
ier retained this
position.

^^ARE comes on the scene when we listen to his re-
port when we make our diagnosis and when wecarry out the necessary operations towards gettinghis car back on the road. Everyone touching his carmust be careful, and it is astonishing the results that

will follow a crusade for greater care in handling
repairs for owners and in safeguarding their cars
while in your possession.

For an owner to come into a clean garage will
immediately register in his mind an impression of
reliability, and will send him out of your establish-ment with a feehng of confidence in you and in your
methods. By cleanliness I can hardly mean that dirt
will be entirely eradicated, but especially in this day
of closed jobs there should be a clean smock vervhandy so that when the necessity of handling a closed
job arises, you are able to protect expensive uphol-
stery by merely insisting that your mechanic put on
a clean smock before going at the car. Dirty steering
wheels and soiled cushions have caused more cussing
and lost as much business as any other mean element
in our work.

Develop these three factors of Courtesy, Care and
Cleanliness and in order to do this it is necessary tomore coLsely study the members of one's staff—getunder their belts and bind them to your institution
so that their loyalty is yours. I can hardly give you
a formula for doing this because men are different
but you get my thought when I tell you that the manwho merely comes to your establishment in the morn
ing, stays there all day and goes home at night even

become associated with Service in the owner's mind
when he buys his car.

I think a more straightforward setting forth of
what IS to be expected will win the owner's respect
and he will feel a great deal happier if he knows how
far he can go and where he stands in the case of
attention being necessary. The Warranty should be
very carefully explained and, most important of all
the owner of a car should not be turned loose with
his new vehicle until more than ordinary care has
been taken to educate him in its care and operation
Evening classes to which owners have been invited
have been very popular.
Sometime ago the Sales organization throughout

the country got the idea that they would be better
off if they got their Service on a back street, away
from the Sales room, but I want to tell you that if
the Service is handled right the very best place for
It is in the same building The trouble has been that
the owner has been put into a new car and away he
goes without becoming acquainted with the Service
Department and without any idea whatever as to
how to get results when necessary. I believe the
average man will appreciate it very much if told
when buying his car just how your Service Organ-
ization operates. Introduce him to your Service Man-
ager, and let them chat things over. Good results
will follow.

Just a word or two on another angle : How can
the dealer help the factory? Primarily, by full
accumulation of facts on any incident requiring dis-
cussion. When writing to your headquarters give

them full information as to the model and serial

tt::Z P-chased, number of m e

;L;p-if-n;::---^^--^^^

This feature of care is also especially necessarvm placing parts orders. Make sure that your stockman has proper publications at his disposal torn^vh,ch he can secure the exact identity of any part"that are required. ^ ^ "

yOUR repair department should be very closely in
touch with your parts stockroom, and it shouldbe an unheard of thing for a repair to be commencedwithou ascertaining whether the parts required areavailable or not Fancy what happens if you tear acar down and then find yourself stuck for some httlepart. You not only lead the owner of the caT in o acondition of worry, but you also disorganize your.epair shop, and when you finally secure the partrequired, you find somebody has misplaced this orthat part prematurely removed from the car

JfZ' '°''i'^<°^^^
first associat-

ed the word "Free" with Service, or, in fact, if wehad caught him young enough, we would have savedourselves a lot of unpleasantness. I do not thinkthere should be any such thing as "free" service-in
fact there is not—somebody has to pay for it

Another bugbear in the Service end is the use of
coupons. Why give a man $40.00 worth of
coupons entitling him to free service when there
IS reasonable indication that his car may run
along smoothly and he will not require that ser-
vice? You cannot control the amount of service
you extend in this way for upon the forty hours-
service being exhausted something might happen
in which you should take a hand and it would be
your duty to ignore the coupon idea entirely and
consider the situation on its merits. I think we
should extend service where service is due Be
very careful about accumulating all facts and
then it will not be hard for you to decide 'upon
vour happiest .solution by simply doing the fair
thing.

We have all noticed that good service can come
from the small establishment with mediocre
equipment as well as from the splendid establish-
ment equipped with every up-to-date facility, so

^ that there must be some element involved in
iil service that is more than a matenal one, and

after watching this work for a good many years
I am convinced that the amount of personal in-
terest that is injected into your Service organiz-

ation by yourself and by those under you will
measure very accurately the degree of success that is
attending your operations.

The laws of business are at work whether we real-
ize it or not, and you can take a very valuable lesson
from the present exchange situation, i.e., export
more per.sonal energy into your business than you
take from it and in that way protect your personal
business valuation.

PRODUCTION IN 1930

!

A WRITER, with a rather facetious turn of mind,
has a story in a recent number of Engineering,

in which he describes a motor car being turned ou+
in batches of 10,000 at £50 each. The story is dated
1930, and released for publication now, no doubt,
in order that people may hold their automobile orders'
for the new car.

The manner in which automobile production has
been brought to a science, and turning out of parts
speeded up to a tremendous rate, also has the tend-
ency to open the door to the writer who sees in this
age of specialization the opportunity to lead in the
absurd and the ridiculous.

So when the mechanical specialists of the automo-
bile world find writers having their little fling at them
and at their work, they will simply have to grin and
bear it. Such is fame.



npHIS probably vnll be

the last article for
some months in M. T. I.

by Mr. Glover, whose
contributions since last

August — bristling vjith

ideas for the small-town
garage man—have been
such a popular feature of
this publication.

Mr. Glover, who went
to Goderich, Ontario, nine
years ago with nothing
but a kit of tools, several
years' practical experience
in repairing autos, and a
few dollars—plus ideas—

-

has disposed of his East
Street Garage for 'ump-
teen thoiisand dollars. We
Itate to say exactly hoiv
many—it makes a mere
editor envious!

The purchaser is T. F.
Holland, who takes charge
March 1, vnth a wonder-
ful asset of good will in

the community, left with
the business by Mr. Glover.

The latter, we are pleased
to say, is taking his first

holiday in nine years, and
going to motor to Cali-
fornia.

IN THE course of conversations with travellers

from various houses and in answer to the ques-

tion, "Tell me frankly what the credit manager
really thinks of the average garage man as a credit

risk?" I have received this answer, or one amounting

to the same thing:

"Look out for the garage man, he is pretty sure

to be either bad pay or at least slow in making set-

tlements."

This attitude naturally re-acts to the detriment of

our business, and is a state of affairs that ought not

to exist. We are in the best paying business to be

found in the world to-day, if only a portion of the

business sense, used in the conduct of other lines of

business, be displayed in the operation of the garage

business.

This is our own paper, so we can stand plain talk-

ing, for it is not going into the hands of the consumer
— besides it is better to be perfectly honest with our-

selves and try to find out the reason why some of us

are not making the money we should while engaged in

a business so potent with opportunities.

In how many businesses will you find so many ship-

ments sent C. 0. D.? Not many, I warrant; and the

only reason for C. 0. D. charges is that our credit

will not stand the pressure of a charge account.

Some firms will say that they send shipments C. 0.

D. to cut down bookkeeping; of course, we all know
that they bock C. 0. D. shipments, and keep track of

them until returns come in, and this is little less trou-

ble than entering them up in the usual way. Does

the grocer, sending for an odd case of cereals, or the

shoe merchant for a special pair of shoes, get them

C. 0. D.? Not very often; and these items will often

amount to less than what the garage man is told "is

too small to keep accounts for."

It is not that our items are too small to keep ac-

count of, but that the maker sees in his mind's eye a

whole string of small accounts that he may have to

send three or four "dunners" to, and maybe threaten

legal proceedings to collect. I can prove that it isn't

the bookkeeping they object to by the very fact that

they are all willing to open a "charge account" if you

will place a deposit with them. If they didn't want

the trouble of bookkeeping they certainly would object

just as much to charging shipments against a deposit

as against a regular account.

It would surprise the average small garage man to

know what he pays out each year in C. 0. D. charges.

He would find that— if this amount could be elimi-

nated — he would have enough extra profit to buy the

clothes he needs for himself. Surely that is an item

worth considering. The custom has become so firmly

established with the different houses as to be impos-

sible of removal in a short time; but it can be re-

moved by putting our house in order as far as the

What Does the Credit Man
Think of You ?

By ARTHUR M. GLOVER

financial end is concerned. If the business is operated
at 75 per cent, of its efficiency it can be maae a paying
proposition, and if at 100 per cent, why it will make
money in "chunks" for the owner.

TN THE first place we have to get the fact that the

terms on which goods are bought are serious obli-

gations, and if goods are bought on terms calling for

payment in thirty days, they have to be paid, by hook
or by crook, in thirty days; not thirty-five or forty,

but thirty days. If you have any doubt at the time of

buying of your ability to meet the account at the

stated time, and this fact is mentioned to the traveller

with the request for six-days, in nine cases out of ten

the extra accommodation will be granted. It is the

carelessness in regard to accepted obligations that

makes the bad impression cn the "credit man," not a

little extra time for payment.
Then again it is the usual practice for wholesale

houses to allow a discount if an account is paid "on
or before" a certain date. This date is marked on
the order and invoice, and is also plainly shown on
the statement rendered. It is a common practice to

allow the account to become overdue, and when a "dun-
ner" is sent the garage man will send a check with
the discount deducted.

Is this honest? I don't think it is. It amounts to

this: You are using money which by all moral and
legal rights belongs to another man or firm. They
were good enough to allow you the use of their goods
— which is only money in another form — for a period

of say thirty or sixty days— whichever the case may
be-—free of all cost, but you now return this favor by
taking it for a further term and not paying a cent

for the obligation. In fact, you pay them less than

you owe them, for you have deducted discount that

vou were only entitled to "if you had paid on the date

due."

Would you go to any bank or private person and
ask for a loan to operate your business for a period of

thirty days or more and expect to get it free of cost?

You would stand a pretty poor chance of getting it if

you did. Because you happen to have your hands on

money— or goods — of a firm, you take the extreme

liberty of operating your business on their capital.

'TpHIS question of credits is a vexed one, and at times

a serious one, especially with the small man start-

ing in on limited capital. I know from my own ex-

perience what it is to operate with insufficient money;
but that is no excuse why one should use the other

fellow's m.oney in direct contradiction to the contract

entered into to pay on a certain date. I have bought

hundreds of dollars' worth of goods with no cash on

hand at all. Before ever giving the order, I would

put the matter plainly before the firm from whom I

was purchasing and tell them I would require credit

until it was possible to move at least a portion of the

goods, undertaking to remit as fast as goods were

sold. If firms are approached in this way, and if it

is possible for them to modify their rules to meet the

case, they will do it, for they are just as anxious to

get all the business they can as you are.

It is a well-known fact that a man's own person-

ality counts for more in most credit men's opinion

than actual capital. A man whose integrity is un-

questioned can go to any firm of standing and get a

line of credit that will enable him to open up a busi-

ness on very small capital. The known "crook," or

one who makes every effort to avoid fulfilling his obli-

gations, sometimes cannot buy goods even if he has

the cash in his hand to pay for them. High-class bus-

iness houses prefer to do without their business.

After all it comes down to the old proverb, "Honesty

is the best policy."

If we were in a business that was operating on a

basis of 10 or 15 per cent, profit, there might be mor?
to the argument for not meeting our obligations when
due; but you know as well as I do that the average

profit on our total turnover in a season is much higher

than this, and it simply means that you have got to

collect the amounts that are due you from your cus-

tomers, so that you in turn can "pay up" at the right

time. You can use the argument I have outlined

above on your customer, for its logic is unshakable, no

matter from what angle it is attacked.

It is no use writing to your supply houses and tell-

ing them you find it difficult to make collections; that's

no affair of theirs, and they have troubles of their own
in that respect. Get out and do what is necessary to

put you in such a position that you can hold up your

end of the game, for this credit is an endless chain

affair.

A/OUR customer has to pay you before you can settle;

^ you have to settle before the jobber can settle; the

jobber has to settle before the manufacturer can set-

tle for material and wages; if your manufacturer

doesn't get his wages he cannot pay you, and after all

it is your fault that he didn't get his wages. Very

few large firms are careless as regards their pay-

ments, and it is certainly up to the retailer to see that

his link in the chain will carry its load along with the

others. He can do it by a little careful study of con-

ditions surrounding his business.

In the first place, get out your accounts and make

a serious effort to collect them. Drop those that are

notoriously bad pay—you will find yourself "dropped"

by the jobber one of these days if you continue to be

"bad pay." Then when you have done your very best

— and please see that It is your very best— clean up

your stock and get rid of some lines that are proving

stickers, even if you have to sell them for half what

you gave for them. The only way they will ever help

you to get abreast of those accounts owing is by turn-

ing them into currency, and you had better get half

what they cost than lose the whole thing; for that is

just what you are going to do if they lie in stock much

longer.

Then look around the workshop and cut out a lot

of the waste that is continually going on there by stuff

not being accounted for and tools lost. Watch the

floor sweepings for a few days and see how many

nuts, bolts, washers and cotter pins are to be found in

the pile of dirt.

One might go on to almost unlimited lengths ex-

pounding this subject, but it shouldn't be necessary to

go any further. Simply live up to the Golden Rule

"Do unto others as you would they should do unto

you"— even if the "others" are the wholesale houses-

you are always fighting—and you will soon be sail-

ing along in much smoother waters.

AUTOMOTIVE IMPORTATIONS,
1919

MORE than 10,000 tractors were imported into

Canada during 1919, according to figures fur-

nished M.-T. I. by the Department of Trade

and Commerce. The passenger cars imported to-

talled 9,367, and trucks 2,113. The pleasure cars

were stated to cost $9,304,235, and the trucks $3,437,-

464.

The exact number of tractors admitted through the

customs is 10,092, valued at $10,647,557. It is inter-

esting to note that only 317 were valued at more than

$1,400.



SELLING THE FARMER ON BELT POWER

Many thousands of tractors in Canada are usefully and profitably employed filling silos.

SUPPOSE "madam" were in need of a new kitchen
range. She calls on one of the local household
furnishings or hardware dealers and asks to see

some stoves— a kitchen range, specifically.

Now, just suppose the dealer leads her to a hand-
some six-hole, blue-steel affair, shining and attractive
to the eye, and says:

"Here, madam, we have the greatest cookstove in

the world. It will bring ice-cold water to a boil in five
minutes and at the same time it has such a sensitive,
variable-temperature heat adjustment that you can
place a kitten on top of the stove with a hot fire going
without danger of scorching pussy's footpads or singe-
ing his whiskers. Wonderful stove! Instantaneously
adjusted to any temperature — warm, hot, red-hot or
white-hot. Why, you can drop a piece of asbestos,
which you know is fireproof, any place on top of this
marvel when it's going at its best and cause the heat-
defying stuff to curl up its toes in agony like a fresh
slice of bacon dropped into an extra hot frying pan.
"i'es, ma'am, this is, without doubt, the most unique
.and efficient cookstove to be found anyhere between
Hudson Bay and Cape Horn!"

"But," madam will question, "how does it bake?
That's what I'm interested in mostly. Of course I

want a stove that is a good cooker, but at the same
time it must bake well. I want to know about the
oven— how well it will hold the heat and maintain a
uniform temperature; how long it requires for it to
warm up; whether it throws the heat from all sides
•or from just the top— and all about it. You see, I
have a family to look after and have bread to bake,
jiot to mention cookies, pies, cakes, roasts and no end
of things to be prepared in the oven. To me the oven
is the most important feature."
Do we hear someone ask: "WTiat's that got to do

with selling the farmer on belt power?" Thanks;
glad you mentioned it.

AS AN illustration it has a lot to do with selling
" the farmer on belt power. The stove dealer whom
"we created for the purpose of the example is just like
the tractor dealer who sells tractors merely as draw-
bar machines for pulling plows, harrows, drills, bind-
ers, etc. These dealers overlook the fact that the belt
pulley of a tractor is just as important a part of the
machine as the drawbar, if not more so. It bears the
same relation to the tractor as the oven does to the
kitchen range.

Madam was interested in the baking capabilities of
the rang« just as much as in its surface cooking effi-

ciency. If the dealer should fail to convince her that
the culinary implement he had for sale would bake to

By B. J. PAULSON
just as good advantage as it would cook, she'd march
right across the street to the store where she could
get a range that would cook and bake equally well.

Same way with a tractor. To-day when a farmer
comes in to buy a tractor he is learning to be just as
canny about the belt pulley as the madam is about the
oven of the kitchen range. The farmer has grain to
thresh, silage to cut, com to husk or shell, wood to
saw, hay to bale— tasks that a tractor will handle to
excellent advantage — but not with the draivbar. The
tractor dealer, therefore, should be well-versed in
belt-pulley mechanics and able to explain to his pros-
pective tractor customers the good points of the par-
ticular pulley with which his tractor is equipped.
But the big advantage of a belt pulley as a tractor

selling proposition is to use it as an argument to sell

the farmer who is not particularly interested in trac-
tors— sell him on belt power. In every community
there are many farmers who figure that they have
been getting along very nicely with horses ever since
they can remember — and their fathers and grand-
fathers, too— so why buy a tractor to perform work
that can be done just as well with horses? (They re-
fuse to recognize the economy of tractor operation
and the greater efficiency and tirelessness of the trac-
tor.) How are you going to sell a tractor to this type
of farmer? How are you going to arouse in him a
keen desire for the possession of a machine that he is

"dead sot agin?" The answer is, sell him belt power!

pERHAPS this seemingly hopeless "prospect" has a

large acreage of grain and depends upon custom
threshermen for his threshing. He has had possibly
the expei-ience of long delays waiting for the thresh-
ing outfit when he was ready— perhaps held up by
an extended run for some neighboring farmer or an
unavoidable breakdown. He may also have had the
experience of pajing what he considered prohibitive
threshing rates to the custom threshermen, making a
big hole in his profits. Perhaps he has had bitter
quarrels with the neighborhood threshermen and dis-
likes engaging them to thresh his crop just as much as
he'd dislike having good teeth pulled. It may be that
he has suffered grain losses because of poor thresh-
ing— any number of such possibilities.

The tractor dealer, by exercising a little tact, can
learn all these facts and convert them into tractor
selling capital. With a tractor at his disposal— awd
a small thresher— the farmer could thresh his crop
whenever he might be ready— no exasperating de-

lays. And he'd save for himself the profits that the
custom thresherman has been earning through thresh-
ing his crops. At the same time he'd have the satis-
faction of knowing that the job was being done right— that all of the grain was being put into the sacks
or granary and not into the straw pile.

A little tactful argument along these lines, and be-
fore he knows it the dealer sells his prospect not only
a tractor but also an individual thresher. He is most
assuredly killing two birds with one stone. And he
does it by capitalizing belt power.
Or the prospect may have a large hay acreage—

hay that would bring high prices in outside markets
All the farmer requires is a hay baler— which he can
operate with his tractor— \vith which to bale the hay
for shipment. Of if he believes in keeping his hay
under cover and thus conserve the elements of nutri-
ment a baler will enable him to put five times as much
hay into the same space that loose bulk hay would
occupy. A little diplomatic suggestion now and then
by the dealer bringing out the advantages of a hay
baler that could be operated during "off seasons" when
other work is slack, and it will be only a matter of
time before the prospect will begin to weaken, then
ask the price of a baler— and buy both a baler and a
tractor.

Every farmer has need for belt power in some form,
whether it be for threshing, hay baling, grinding feed'
cutting silage, husking and shelling com, sawing
wood, etc. And each need represents possible sales
of tractors— sales that can be effected by featuring
the tractor's belt power efficiency. And, as has been
shown already, a tractor sale in s-jch cases also means
the sale of a belt power machine to go with the tractor.

A ND quite aside from selling tractors, belt power
enables the live dealer to work up a good trade

selling power machines to farmers who already own
tractors. The average tractor stands idle six months
or more during the year. While idle it represents
dead capital— an investment upon which the farmer
is losing interest and depreciation without producing
revenue to oflfset this expense. But— with belt power
equipment, operating by the tractor, the idle days can
be transformed into busy, profitable days whether
working for the farmer individually or rendering serv-
ice to other famiers in the community in some form of
custom work.
The next time you try to sell a customer a tractor,

think about the kitchen range without an oven— and
what a tractor would be without a belt pulley. Af
Shakespeare would say, if he were w^ith us to-day.
"The pulley's the thing!"



The Story of Motor Sales Go's. Success in HalifaK

BUILDING N.S's. BIGGEST AUTOMOTIVE
BUSINESSTHE MERCHANDISING of motor cars, trucks

and tractors is very similar to that of any other

commodity— strictly a matter of building up
an efficient business organization, and conducting it

along the usual, common-sense business principles.

This is the practical statement enunciated by Frank
A. Gillis, president of Motor Sales Company, Limited,

Halifax, N. S., who for ten years has been engaged in

the merchandising of builders' supplies in the Mari-
time Provinces, and calls his automotive business a

"side-line."

"Personally," says Mr. Gillis to the M. I. T., "I

am absolutely new at the motor vehicle business,

and although we have the largest motor business in

the city of Halifax, and possibly in the Province, it

is a side-line with me. I have sold builders' supplies

for ten years, and I make this explanation to show
that motor vehicles can be merchandised success-

fully the same as any other commodity.
"The successful marketing of the Cleveland

Tractor, for example, was through no personal

effort of my own," but owing to an efficient staff of

salesmen and sub-dealers' organization, obtained
by process of patience rather than elimination.

"WHEN I SAY it was obtained by 'patience

rather than elimination,' I mean that I pre-

ferred waiting for the right man to handle my
goods rather than place the marketing of them
with anyone that applied, and who had a prospect
or two. It has been my endeavor to get as repre-
sentatives men who have standing in their commu-
nities for fair dealing; men who would not make
rash statements, knowing that neither they nor the

machine could back them up; men who could swing
the deal and give the necessary service, both by
carrying parts and looking after customers; and
men financially responsible in every way.
"My one particular instruction to a sub-dealer

OT salesman has been that under no consideration

would he try to give a demonstration where condi-

tions were not right, as I saw salesmen of some
other concerns were trying to do the impossible

with their machines, and in consequence were giv-

ing a black eye not only to their own tractors, but
ilso to tractors in general.

"In Nova Scotia there are about six counties
that arc really farming districts, and in these dif-

ferent counties we have placed sub-dealers. These
sub-dealers pay us cash for the machines as wo
ship them out; in several cases these men are also
doing a general store business, and they in turn get
a fair proportion of cash, and the balance by note,

payable when the farmer harvests his crop.

"HpHESE LOCAL dealers arrange credit for this

with their bankers, who are only too glad to
have this sort of paper, realizing that a farmer who
buys a machine of this character and cost has given
the question considerable thought, and undoubtedly
will increase his production sufficiently to pay for the
machine in one season. This is particularly true in

this Province, where the season between frost out and
crop in is probably the shortest of any Province in

Canada; without a properly prepared seed-bed the
crop at many times has been an absolute failure.

"We also find that in many cases the boy who has

returned from the front has gone on the farm, and
insists that he must have motive power in order to

face the prospect of breaking soil that has gone un-

broken for the past four years. Where the Cletrac

has in three different cases plowed ten acres in seven

hours, operated by the farmer himself, it is rather a
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FRANK A. GILLIS.

Government statistics showed Nova Scotia as the

proud possessor of •i.'5 tractors at the end of 1918.

Mr. Gillis' oreanization sold 47 tractors in N.S.
in 1919.

good selling proposition, because back of it is what

I consider the one essential — first-class service. Thus

I consider the future of the tractor in this Province

most roseate.

"All credit should be given manufacturers who
stand behind their machines. This has been done by

us, even to the extent of adding new improvements to

old machines, without charge to the owner. A serv-

ice man, as well as a salesman, is kept continuously

on the territory."

Nineteen nineteen was the first year that Mr. Gillis

had the agency for the Cletrac, and they are particu-

larly pleased that they disposed of forty-seven trac-

tors before the end of the year. In Nova Scotia alone

Motor Sales Company confidently expect to sell 100

tractors during 1920.

Legal Cases of Interest
INSURANCE PROBLEM.

TN. PHELAN, solicitor of the Ontario Motor
• League, writes in the Toronto Sunday World
as follows:

"I note my opinion is quoted with reference to the
liability of an insurance company to indemnify a policy-
owner in case damage is done by a car which was
stolen from the policy-holder.

"In nearly all these policies the obligation of the
company is to indemnify the owner "against loss from
the liability imposed by law upon him" for damages
for bodily injuries or for the destruction of property.

"It follows that if the car causing the damage is in
the possession of a person who has stolen it, that there
is no liability imposed by law upon the owner, and,
therefore, no liability for the insurance company to
assume, but in all these cases the question of liability

or no liability is usually fought out and determined in
the courts and the insurance company must, without
a doubt, defend such action according to the terms of

the policy, and if the facts show that the car was not

in the possession of a thief, then must pay such dam-
ages as may be assessed against the owner.
"By keeping clearly in mind what the policy of in-

surance is there will be no doubt about the extent to

which the company must cover the owner."

THE LAW ON LIENS

A QUESTION that has frequently arisen is:^ "What is the right of a garage to retain posses-

sion of a motor vehicle for the costs of repairs, acces-

sories, etc.?"

The solicitor for the Ontario Motor League, re-

plies as follows:

1. By common law a garage owner is entitled

to a lien upon a car for labor supplied upon it, or

parts furnished for it, and this lien he has the

right to enforce by retaining possession '^^^ car

until paid.

2. The lien and the right to possession ceases

once the owner is permitted to remove the car

from the garage.

3. Even if the car is returned to the garage
subsequently, the lien does not re-attach, unless it

was previously agreed that the lien should con-

tinue, notwithstanding the removal of the car.

4. No lien and consequently no right to retain

possession arises at law in respect of charges for

storage or accessories supplied.

Katzman & Mannie, 16 0. W. N. 362.

Automobile Supply & Hards, 28 0. L. 1? .W.^.

A
AUTO PROPHECIES

WRITER in Motor World's mammoth winter

number has some interesting forecasts regard-

ing the future of the automobile—the growth, im-

provements, etc. He prognosticates that.

We shall soon see the "after the war" cars that

it was impossible to make in 1919.

There will be no immediate fall in prices.

Twelve new companies are entering the field.

Most new cars are forced to list at more than

$1,500.

Enclosed cars will replace present open models.

There will be at least 15,000,000 cars in use by
1925.

Motor vibration is becoming ancient history.

Oiling methods permit higher speed.

Small motors will be more numerous—and gfive

more power.

As motors grow smaller bodies will become roomier.

Bodies may change materially.

Primers may become stock equipment.

We shall see aluminum wheels.

New materials will be used in manufacture.

New methods will be found for handling present

materials.

Steel may be made twice as strong as now, effect-

ing lightness.

Higher grades of workmanship have resulted from

the demands of war.

Cars will be studied from a sales and up-keep point

of view by the engineer.

Good roads will be the greatest development of the

next few years.

The business is passing into the hands of a few

—

and will probably stay there.

* 1

1

Left to right- Tratey Walker, implement agent (this man died since); Hudson Grant, representative farmer

and a very successful one; E. L. Fenton, farmer, of Wetaskiwin, who has taken a great interest in race horses

for power farming; Mons Dyberg, one of the largest fanners in the Wetaskiwin District: G. A. Ferguson, a

District who has also gone in for power farming on a large scale.

of the Malm* District

and who has gone in

farmer of the MalmO'



He DOFFED His DIRTY DUNGAREES
> T>m\T „ « 1 71 _ . . . , _FROM a "one-horse"

blacksmith shop in

1912 to one of the
most modern plants in

Saskatchewan, in 1919,
is the speedy romance
achieved by the big
carriage and motor
works in Saskatoon, own-
ed and operated by G. G.
Riddel. But Mr. Riddel's
story is not one of
romance. It is rather one
of hard work, whole-
hearted enthusiasm, 'and
a constant reaching out
for bigger and better
things, which, coupled
with ingenuity and not a
little imagination, has brought
him to his present place.
As will be seen in the illus-

tration, the new building is
built on the corner, adjoining
the old one. The plant is on
one of Saskatoon's best busi-
nes.s streets, and has been the
centre of activity ever since

^oto V*
^"i'ding went up. In

lyi^ he started; in 1913 he
had a good business in black-
smithing and a coming indus-

Therein is the first point m Mr. Riddel's discoveries

n^tTtL^r^'th:
^^'"-^'/"^ businesst^nrS

^=aresmen ht. I ^"'^ ""^^ customers, his

^iof •

"""^'^ acquaintances, in a coat of^ease and gnme. He must look the ^art he Tplay

-J^HE new building is 75 by 52 by 35 feet,' with three
floors; and the old building measures 75 bv onfeet, givmg him a total of 18 490 saulre fLX

space, of which 10,690 square feet a?e on .1
level Whilo +1,^ \!- 1

J^eex are on the streetlevel. While the big plant is equipped for all sorts

Solf^r^' TS' woodwork and u2
undertake"' " -nno't

On the ground floor of the old plant are all themachines used in carriage repair work, all ^un by anelectric motor. They are arranged ^omplctly'^e^are so placed that the longest plank will not be fnthe road of any machine.
To the rear of the repair room is

house and store room, in which he has a stock ofvarious woods, wheels, rims, spokes, everjJhfng th2
an the r^r' ^^"^^^ ^-P«-«; more 7tock%h
all the rest in the city added together.

gESIDE the store room, extending
to the same depth, is the uphol-

stery room, fitted with two stout sew-
ing machines, and a long table, on
which all the work is done. On either
side, extending the full height of the
walls, are shelves, in which are
packed every variety of upholstery,
even to the coarsest material used in
rain-proof tops. A door from this
room leads directly into the repair
room, so that a car can run straight
in from the street entrance, be re-
paired, go straight ahead into the
upholstery room, back into the garage
in the main building, and thence
through the exit door; or vice versa.
To go back to the repair room:

Here we find the machinery in order-
ly array— lathe, drilling machine,
sand-drum and sand-belt, screwing
machine, heavy upsetter, shaper, ten-
oning machine, two buzz planers, rip
saw, band saw, jointer and planer,
vertical and horizontal wood boring
machines, and motor shaftings.
The body department is next all the

woodworking machines, and near that
is the joining department, where
bodies of any kind are made— com-
mercial, delivery, truck, auto bus,
cabs, ambulances, Ford racing bodies

Riddel Made More Money Wearing a White Collar

By G. H. S ALLANS
142'

UPHOLSTERY
ROOM STORE.

DOOR

POOR

WOODWORK
CARRIAGE
REPAIR

MACHINE
SHOP

DOORi
ThU shows the Ridd.1 place a. it is laid out to expedite work, and facilitate i1» thnmeh the plant.

a large ware-
as a stock of

— anything that can be put on a chassis. Going on
from there to the upholstery, is found everything in
that line— tops, windshields, cushions, curtains,
plate-glass lights, auxiliary side windshields, seat
covers, radiator covers, and tire covers.

In the new building, ground floor, is th'- garage,
with showrooms and office in front, facing- on the
street, and lighted through two immense show win-
dows. Floors here are of concrete, and automatically
drained. The building being on a corner, wide door-
ways face on each street, one the entrance and the
other exit. In the rear corner is the lift, capacity
fivp ^ns, driven by a five-horse-power motor. The
lift is Mr. Riddel's own designing, and presents a fin-
ished appearance equal to a $3,600 installation, al-
though its total cost was little more than $600 Be-
side the lift are the stairs.

Stepping from the lift on to the second floor, an im-
mense work bench stands to the right, in the corner,
and the entire floor space is available for repair work
on cars. Next the bench is the stock-room, where all
parts are collected in shelves, and classified, thus
eliminating all confusion and waste of time. The
only obstructions are the giant 24-by-lO beams, which
run the full depth of the building, supporting each
ceiling with absolute security.

beaver board inside lining,
ceiling plastered and the whole
hermetically sealed and

thoroughly d u s t-proof

.

The third and second
floors are hardwood

,

throughout.

The roof is tar and
gravel, and o n e-way
slant.

Business romance is

not generally connected
very closely with black-
smith shops, but with this
one it is. The history of
that portion of the estab-
"ishment is remarkable. In
1912 Mr. Riddel started
with two forges. In 1914
he had four forges, em-

ployed six men in the shop and
carriage repair room, and
worked the first forge himself.
Between 1914 and 1916 his
average monthly business was
approximately $3,000. But he
had not a moment to himself.
As he himself says, he worked
so hard it took the he.art out
of him for anything else.

In those days the shop was
full of horses from morning

A row of tweftty rings was constantly
To-day every ring in the shop is rusty

till night,

occupied.

with disuse, while on the opposite side is a startling
array of horseshoes, all getting rusty. The motor
has supplanted the horse; but the business of the
blacksmith shop is, nevertheless, as heavy as ever, if
not heavier.

It is up to date in every respect. Electric blowers
keep the forges going. A cold tire setter, an emery
wheel, a threading machine, a tire shrinker, a cut-
ter and punch, are the principal features in the black-
smithing machinery worked out to a system.

In business Mr. Riddel has insisted upon system in
all departments. He learned the value of this when
he left the forge, doffed his greasy overalls, put on
a white collar and started in to save through manage-
ment about nine times as much as he was saving by
working himself, instead of hiring help to take his
place. This at any time would have taken two men at
least.

"I used to supply my employees with all the dust-
rags and waste they wanted. It was always there,
and they could get it whenever they wished. I found
they always wished. Now I don't supply them with
a single rag; and they get along just as well. Rags,
when multiplied by several thousand, cost money.

T^a^nd'' vafn°shes" \tT '""l'
^"^"^ ^" ^""^^ ^'^"^^ ^^^^ Supply them free, and

room niiXTv fiftv 7J I^'"^"^
"^^^y^ ^^^^ ^"PP^y th^"^- Hundreds of dol-room, .hirty by fifty feet, made of two-ply boards, lars in oil are wasted in this country every day

through this lavish system. But not
here. It costs too much." Thus Mr.
Riddel sums up the situation.

TF ANY employee wants anything
whatever, he has to sign a requi-

sition. In this way an accurate rec-
ord of everything given out is kept in
the office.

The big plant is steam-heated
throughout by a large plant in the
basement, with jacket tested to fifty
pounds, and carrying thirty. On each
floor of the new building are twelve
radiators, so that cold is not to be
thought of.

Light is abundant, both during the
day and night. Skylights in the old
building, and large show windows in
the new, make ample provision for
sunlight in the daytime, and at night
each floor is lighted by eighteen elec-
tric lights, each of 100-candle-power.
Throughout the interior is kalsomined
a bright color, which makes a hun-
dred per cent, difference to the light-
ing facilities.

In the busy season the plant keeps
twenty-five men busy, and never less
than eighteen are employed, even in
the slackest months. At present Mr.
Riddel has openings in the painting
line, though for finished experts only.



Plan Your Business Intelligently
WARREN McBRIDE, who has been doing a

huge repair business in bis garage, Pears

Avenue, Toronto, is an auto man who has

ideas—worth while ones. Recently when asked for

his 1920 plans, he said:

"Since you have asked me to tell you of the pre-

parations I am making for the 1920 season, it is really

best to tell vou first just why I am making any pre-

parations at" all. Well, in the first year of my career

as a tire dealer, I just drifted along like many other

fellows, trusting to luck that I would be able to con-

duct the business, and meet conditions as they oc-

curred. Frankly, if competition had been as keen

that year as it is now, I should have lost every cent

I had. But the field wasn't crowded, and I managed
to get through the year with a fair balance on the

friendly side of my profit and loss sheet. But at the

end of the season I felt that I should have had a

better profit, so I sat down and gave a couple of

hours to reflection on the way the business had been

run.
"One of the first things that occurred to me was

that a good deal of my time was unnecessarily taken

up with untangling mix-ups which resulted from the

loose manner in which my stock and accounts and

other divisions of my business were running. For in-

stance, I was not keeping daily stock records, and

very often I lost customers because I unknowingly

let my stock run completely out of some urgently

needed article; and when salesmen called I had to

go ovef my entire stock to see what I needed, and

usually I would forget to order if there were not

one or two articles left to remind me; and when a

customer asked for a statement of his account, I

could not give it to him €or a week or more.

"See why I wasn't making enough profit? It is

quite clear. The time I should have used for aggres-

sive efforts to increass my sales was being taken up

by these tangles; and the profit I was making was
being eaten up l)y the inevitable leakage of a loosely-

conducted business. I will not bore you with details

of my reflections, but the result was that I resolved

to always lay out my plans for the coming year's

business.

'<COME of my plans for 1920 are new; others are

renewed. A summary of what I must do next

year to make a good showing against the higher

class competition we now have is as follows:

"1. I must have good tire?, tubes and accessories

to sell.

"2. I must plan a Service programme which will

assure my customers satisfaction from their tires,

so that I may retain these customers.
"3. I must let prospective customers know that I

have for sale their tire necessities, and I must sell

them the goods that I have.
"4. I must have a proper bookkeeping system.

"5. I must have up-to-date stock inventories.

"These features are named in oi-der of appearance,

rather than in order of importance. Each is equally

important, and each depends on the others for its

success.

"In choosing a line of tire products to sell, I de-

cided that I would handle one good line exclusively,

because this should simplify my stock problems, and
make my selling more consistent. I turned over in my
mind the different good lines on the market and final-

ly decided on a line,—not entirely because I believed

it to be highest in quality. If the features that ac-

company this line were taken from it, and attached

to a slightly inferior line, I would choose the latter.

Fortunately, the line I considered highest in quality

had also the merchandising policy attached to it,

which I knew to be necessary to enable me to carry

out the remaining four features of my plan. The pro-

position which was presented with the product I

chose gave me the all-important assurance that my
fair profit would be protected against price-cutting,

hidden competition by special brands, and by manu-
facturer-to-consumer selling. In short, the proposi-

tion was essential to the remainder of my program,

and by coincidence,—due to a common purpose,

—

my programme was in accord with the undertaking
required on my part in handling the line.

"By the way, you may wonder why I list Service

ahead of selling. The answer is that my Service pro-

gramme is just as much my stock-in-trade as tires,

—

I SELL SERVICE. And, of course, I must provide

Service before I can sell it.

<<CERVICE has been called everything in t^he criminal

^ code from petty larceny to high treason. But it

isn't any of those things. I have learned to have a

high regard for that feature of business,—-the name
of which has been so profaned. That's human of me.

—Service has brought me much good business, so I

should hold it in high esteem.. I have a pet definition

for Service,
—'The lubricant of the selling machine.'

"Without Service your selling will burn itself out
'with genuine Service your selling will run smoothly

For 1920
and will generate greater power as it goes. I plan

to give the following Service to my 1920 tire cus-

tomers:
"The prime motive of Advisory Service is to act

as a trouble preventive. First of all, I will tell eacii

cutomer of the tire's capacity to deliver mileage, and

of its limitation. The customer will be told that the

tire he buys is warranted by the manufacturer to be

perfect. The capacity of the tire to deliver mileage

will be in measure with the customer's willingness to

get from it all the mileage that is built into it. The
"tire's only limitation will be the owner's neglect to

give it a fair chance to do its work. To give his

tires a fair chance, each customer will be advised to

watch the wheel alignment, the inflation, the load,

the brakes; to avoid sudden starting and stopping,

reckless turning, severe road shocks, and misuse of

chains; and to promptly attend to tread cuts and

necessary repairs.

"Of course, the best way to get a man to practice

what I preach to him is to make my doctrine prac-

ticable. So, I'll have the 'Free-Air' signs out,—test

each customer's wheels and brakes occasionally,—and

(here is where I fool the something-for-nothing idea)

I'll sell tire saver kits and pressure gauges and tak^

in the repair jobs, even if I have to send them out

to be dene.

"My next problem is to sell the tires I have chosen

and the Service I have provided to prospective cus-

tomers. First, to put it simply, I must let all my
prospects know that I have the tires and the Service

which will give them the low cost-per-mile and the

uninterrupted Service which they desire.

*<r>ESIDES my general newspaper advertising, I

D am going to have more direct, more personal

messages go to the car owners in this district. These

will be mailed al regular intervals. They are the

most effective substitutes for personal calls on cus-

tomers that a dealer could use. I say that confidently,

because I have used the direct mail messages in

previous years and know that they produce sales.

"At some time during the season I may want to

make a special sales 'drive' on some particular article

or line. My experience in this regard has shown me
that direct mail advertising has an important part to

play in such a sales 'drive.'

"This big show window in front of my store Is

another feature of my sales effort. It is admitted

by all successful merchants that good window displays

bring passing customers in; and as someone has said,

'Goods well displayed are half sold.' I am gomg to

use all the suggestions and helps for makmg good

window displays that the manufacturers offer me.

"When my advertising and window displays have

brought customers into my place, I am going to make
sure that they are well received and that they buy

their tires, tubes and accessories from me. I believe

many tire dealers get people coming to their stores

and then neglect to take advantage of these oppor-

tunities to increase sales. Of course, we will not

bother the life out of every one who comes in to make
him buy something. I have a man who will serve

gasoline, oil and air, and do other service work. This

man becomes acquainted with my customers and their

needs, and when he notices that they need spare

tubes, patches, tire putty, or other accessories, he can

suggest to the customers that these tire-savers will

add to the mileage of their tires and he will sell the

customers these articles. I am confident that this

service salesman will sell enough accessories to make
this division of my sales quite large and profitable.

tf'JpHIS service salesman will also sell tires. I have

trained him to know the qualities of the tires

we sell and to know also the necessary conservation

advice which should accompany each tire sale. In

selling tires this man will also sell our customers on

the Service we have provided to ensure entire satis-

faction and low-cost-per-mile from the tires. With
this combmation of selling-—quality and service—we
have not much to fear from cut-price or low-quality

competition.
.

(N. B. The bulk of this article by Mr. McBride
appeared in Goodyear Tire News, to the editor of

which M. T. I. is thereby indebted.)

Made Record Separator Sales
HAVE been covering the same territory for the

last four years," said Mr. MacQuarrie, "and I

find that cream separators can be sold as read-

ily in August as they can in June. Right there is

where manv dealers mak? a big mistake. They count

"I

C. H. MacQuarrie, Fredericton, N.B., win-
ner of the firT't prize, a 4 h.p. engine valued

at $315 given by the Renfrew Machinery
Company to the dealer Eelling the most

Renfrew Separators during 1919.

on March, April, May and June as being the months

when cream separators are in greatest demand. I

have found from experience that the dealer who works

his territory all the year round gets the best results.

I sold two machines on the 31st day of December last.

February and August were, I think, my best months.

Many will tell you the farmer is too busy in August'

to talk to you. It is during his busy time he feels the

need of labor-saving machinery. If your machine

meets his requirements he is quicker to close a deal,

as time is then an important factor.

"Many of my sales are the result of tips given me

by my old customers.- I aim to have every customer

a booster and it is wonderful how it helps sales. My
interest in a customer does not cease when I sell a sep-

arator. I make it a point to call when possible, make

any little adjustments necessary, and to see that they

are thoroughly pleased with their buy. This extra

service is highly appreciated and I am often rewarded

by being told of neighbors who are in the market for

separators.

"I'm a firm believer in tying up with a progressive

house—who put their very best into their products

and who back you up with live publicity. The farm

paper advertising done by our company reduces

the resistance in selling to a minimum. When farm-

ers tell you they saw the separator advertised in their

farm paper and are familiar through that advertising

with the strong points of the machine, much of the

missionary work is done. Advertising in local papers

also helps.

<<'TpOO MUCH time cannot be taken to impress on

the customer the importance of proper oiling and

cleaning the separator. The dealer who does this is

doing much to insure a repeat sale later. Machines

are sometimes scrapped at the end of two or three

years and other makes purchased through no fault

of the machine, but through the ignorance or care-

lessness of the customer. This reacts to the dealer's

disadvantage, whereas a sei'.arator giving satisfactorj-

Fervice for eight or ten years is selling itself to neigh-

bors in that community.

"And don't overlook the importance of the farmer's

wife when selling a cream separator. She is his bus-

iness partner, very often the head of the dairy depart-

ment, and in many cases Ihe banker. When she is

sold the deal is more than half-closed. I have sold

several separators to farm women without having ,to

spend time in going to the field to interview the

farmer." ... • ... .-•!--



SCORES OF WINDOWS AND NO PILLARS

Feature Webber's Garage In Calgary, Alta,
WINDOWS everjrwhere and pillars nowhere —

such are two of the main features in Webber's
Garage, which was opened in Calg-ary lasr

June, and has since been doing a capacity business.
Several of those chiefly responsible for the success of
the business are returned soldiers with splendid war
records.

George Webber, the proprietor, knows the garage
business from A to Z, and has more than a Provincial
reputation among the auto fraternity. He knows
how to pick men, too. At the end of the year the
foremen and employees of various departments re-
ceived substantial bonuses, according to the profits of
their departments. This system has been found to
ensure super-efficiency.

Situated on the south side of Fifth Avenue, be-
tween First Street West and Centre Street, the build-
ing is away from heavy through traffic and still with-
in three blocks of the exact centre of the city. It is

of the most modern fireproof brick construction, two
storeys, measuring 50 by 140. The front of the build-
ing, housing the offices and accessory department, is

65 feet wide.

TpHERE is not a pillar or post in the building. Their
absence greatly increases the amount of available

space and facilitates the movements of cars. The
ground floor of concrete is the finest in the city, being-
very carefully laid so as to avoid puddles. There is

a slight slope toward the sides of the building, drain
troughs being along the walls. Over $350 was spent
in giving this floor a '.horough acid treatment, which
has made it extremely hard and impervious to all
liquids. It is so hard that blows with a hammer fail
to make any mark on it.

A modern hydraulic elevator is set at an angle in
one corner at the back. This elevator, which is of
large capacity, is so conveniently placed that it re-
quires no maneuvering to get a car or truck on it, as
is the case with so many garage elevators. Webber
.«ays it is guaranteed not to get "out of order."
Webber's experience as a garageman again mani-

fests itself in the unusually adequate lighting of the
building, both upstairs and down. Windows are
everywhere. Walls are kalsomined white, and will
be kept fresh and clean. Light is essential to good
mechanical work of any kind, especially in getting at
awkward spots in a motor car, and light is surely pro-
vided. In addition to a modern overhead night light-
ing system, extension cords are everywhere in evi-
dence for night work or inspection. There must be
over thirty-five of them in Webber's.

partments shows the results of very careful study.
Things are so well arranged and so well lighted that
it should be easy to turn out good work.
The battery plant, in charge of Albert Dyson, em-

ploys one of the new Tungar rectifiers for charging
purposes. This is the last word in battery charging.
Perfect equipment is there for the complete repair
and rebuilding of batteries.

The radiator shop is just as modern and just as
complete. Testing tanks, gas and compressed air are
placed with an eye to convenience and efficiency. Ed
Desutter is in charge of this department.
The tire shop is ready for all kinds of tire work,

tube repairs, sections or reti-eads.

In the stockroom Frank Donnelly has a complete
line of Ford and Chevrolet parts, as well as other
standard fittings for automobiles.

In the machine shop, which extends across the north
end of the second floor, brand-new equipment of the
finest pattern and quality has been placed. There are
lathes, drills, emery wheels and other standard shop
equipment. But equally important, Webber has se-
cured the latest devices for putting through Ford and
other repair jobs quickly and well. For instance, he

has one of the new outfits for burning in Ford bear-
ings. These machines are great labor-savers, besides
doing better work, and since they were marketed a
few months ago most of the big shops in the States
have installed them. Webber read of them in a trade
journal and ordered direct from the factory. He
doesn't seem afraid to spend money to get results.

In the machine shop is installed the air compressor
(incidentally the largest in the Province) and a great
steel air tank built specially for Webber here in Cal-
gary. This tank is tested for 250 pounds' pressure,
and a pressure of some 200 pounds will be maintained
day and night the year round.
The floor is entirely clear of obstructions in the re-

pair department. Each workman has his own bench
with lock drawei-s, obviating confusion and consequent
loss of time. Each car stands over a pit, if pit work
is necessary. In the pit is an extension cord for
light. At the wall beside every repair stall is a long
air line with nozzle, used for blowing dirt out of parts.
Overhead is a travelling crane the entire length of the
shop, carrying three chain tackles. With this unique
equipment only a moment is required to raise either
end of a car undergoing repairs.

Renfrew Holds Annual Banquet

Dealers and members of the

Renfrew Machinery Company
who attended the three-day

convention at Renfrew, On-
tario. The convention was
the most successful one in

the history of the Company.

TN FRONT of the building there is a paved space
where motorists will take on fuel and oil Snd be

furnished with free air and water. The facilities pro-
vided are sure to be appreciated by all car owners.
Everything is in duplicate so that there will be no
waiting. One big curb pump delivers five gallons of
White Rose gasoline at a shot. A few feet away is
another pump which serves the same quantity of Red
Crown gas. There are two pumps which serve the
best brands of motor oils in exactly measured quanti-
ties; two sets of air and water lines for curb service
This curb service will be kept brightly lighted at all
hours, according to Webber. Gasoline and oil pumps
are also installed within the building, air and water
as well.

A feature of the ground floor is the convenient toi-
let facilities for men as well as women. The ladies'
rest room is especially attractive, being fitted with
comfortable chairs. Late magazines are provided
The washrooms are tiled and are of ample size. Such
conveniences are much appreciated by tourists as well
as motorists in the city.

Webber has evidently tried to live up to the motto
which he set forth in this city over three years ago-
Everything for the Motorist." First mentioned is

the accessory department. This is an attractive room
facing the street, stocked with all that is approved in
the way of supplies for the motor car. Jimmie Bell
is in charge of this department. Tires, tools, touring
and camping equipment are some of the things whichmay be purchased in the accessory shop.

^TPSTAIRS is the vulcanizing room, the battery
plant, radiator repair plant, the machine shop with

Its tool room, and the repair shop. Each of these de-

THE annual convention of the Renfrew Machin-
ery Company was held at Renfrew on January
6, 7 and 8, and was attended by travellers and

dealers from Ontario, Quehec and the Maritime Prov-
inces. C. G. Rose, general sales manager, presided.
In his opening address he welcomed the visitors to the
head oflSce and referred to the satisfactory business
done in 1919. He dealt with the programme outlined
by the company for 1920 — the biggest and most com-
prehensive ever planned by the company. He urged
dealers to improve their sales organization so as to
get their share of the increased trade which will go to
the live, progressive dealers in 1920.
A notable feature of 1919 sales, he said, was the

large number of dealers who ordered separators and
scales by the carload. The company were anxious to
see more dealers doing business on this large scale,
and were spending thousands of dollars in farm and
dealer paper advertising and dealer helps, to develop
business on a large scale.

After the general meeting the convention was sub-
divided in to three sections—Ontario, Quebec and the
Maritime Provinces— to discuss their individual prob-
lems. The three sections v/ere presided over by the
sales managers for the respective fields, C. J. Mc-
Mahon for Ontario, H. M. Vigneux for Quebec, and
E. H. Vickers for the Maritime field.

A TOUR was made of the manufacturing plant and
dealers had an opportunity to see for themselves

the Renfrew plant.

On the evening of the sixth a smoker was held at
Hotel Renfrew. A special attraction was staged at
O'Brien's Theatre the second evening for the enter-
tainment of the visitors. The convention was closed
by an excellent banquet given by the company at
Hotel Renfrew. N. L. Murray, vice-president of the
company, was the toastmaster, and addresses were
delivered by leading speakers. During the evening

the prize winners in the 1919 sales contest were an-
nounced by General Sales Manager Rose. The win-
ners were as follows: J. S. McCann, winner of the
$500 supreme prize; J. Hagerman, winner of a 3 h. p.
engine valued at $210 for the sale of the greatest
number of scales during the year; A Bureau, winner
of a 3 h. p. gas engine, valued at $210, for the sale of
the greatest number of engines; W. H. Sutherland,
winner of a 3 h. p. engine, valued at $210, for the
largest volume of sales in the Maritime Provinces; C.
H. MacQuarrie, winner of a 3 h. p. engine, valued at
$210, for the largest number of separators sold dur-
ing 1919.

USES FORD YARNS IN ADS
MEDICINE HAT, ALTA.—M. A. Corey, of the

Central Garage, is using a Ford story in each
of his display ads. which he runs in the Medi-

cine Hat dailies. Here is one—just a sample, not
the best by any means

—

A NEW ONE EVERY DAY
Beat it, beat it, little car.
How I wonder what you are,
Climbing up the hills on high.
Passing all the others by.
As it passed the first man fussed,
While the second mildly cussed,'
But the last man yelled and roared,
"You can't stop it—it's a Ford."

The ad. is headed "Daily Ford Story," and under
neath is a little hint, as: "Do you grind feed? Power
attachments for Ford cars. Saves the price of an
engine."

In discussing this novel ad. with the M. T. I., Mr.
Corey says the idea is his own and "as a salesman
the benefit is questionable, but the public certainly
read the ads. I"



Do You Use Your Smile In Your Business?
C. O. BAPTIST DOES

IF
you were selling automobiles or agricultural

implements, and you had in your territory ten

farmers or more, along one stretch of road,

where each farmer was worth from $100,000 to $125,-

000, wouldn't you consider that a potential dealers'

paradise?
This is a part of the territory that C. O. Baptist,

of Three Rivers, Quebec, who handles McLaughlin
and Studebaker cars, Cleveland tractors and Stewart
trucks, has to exploit, and when you learn that last

year he disposed of 140 cars you can see that he is

more than moderately
successful.

"It's nothing at all,"

replied Mr. Baptist,

turning full on to the

M.T.I, man the engag-
ing smile that ripples

over his countenance at

every possible excusis.

"I simply get acquaint-

ed with everyone who
is a prospect, tell my
man what a fine car

—

or truck—or tractor

—

I am selling, and then
he signs the order
sometimes.
"There are still hun-

dreds and thousands
of prospects in my ter-

ritory, whom I am
planning to sell this c. o. baptist
year, or nsext year— Three Rivers

or some year after
that. I could take you out to the country that lies

around Three Rivers—some of the most fertile and
productive farming land in the world—and give you
name after name of farmers, along one single stretch

of road, every one of whom is worth $100,000 or

more."
"It must be pretty easy to sell men like these," we

suggested.

"On the contrary, it's not any 'cinch.' They have
not been used to spending their money freely, and
they have been accustomed to hoarding it, rather than
investing in time- and labor-saving devices. But
gradually they are changing their attitude, and before
very many years Quebec will have almost as large a

number of automobiles in proportion to population
as any of the other provinces."

ly.TR. BAPTIST started to sell Cletracs last year,

and disposed of sixteen, practically all for in-

dustrial purposes. The work they are doing is to some
extent still in the experimental stage yet, but shows
infinite possibilities. Almost all the sixteen were sold

to lumber companies, who are using these tractor.?

to haul out the logs during the winter. Six were
sold to the Wayagamack Co., three to Laurentide
Paper Mills, one to the Rat River Co., and so on.

Logs are being pulled out from Flamond Creek,
along a special road on which $10,000 in improve-
ments has recently been spent, over a twelve-mile

stretch. At present each tractor is pulling two
sleighs, with a load of from 120 logs or more. It is

hoped that within a short time improvements will be
made which will enable each tractor to pull as many
as 200 logs, each machine thus displacing several
horses, and doing the work at a time and in places
where horses could not be satisfactorily employed.

"I am always glad to place a tractor at the dis-

posal of any industrial concern, for I believe that
after experimenting with it they will be convinced as

to its efficiency, and this will lead to more orders.

Let 'em try out the tractor; they'll learn to appre-
ciate it," says Mr. Baptist.

IT'S very satisfactory to go down the main street

of a city and see mostly McLaughlins or Stude-
bakers—that is, if you happen to be the dealer hand-
ling these two makes of cars.

"I sold nearly all of the 140 cars myself," says Mr.

Baptist. "I believe that I made 125 of the sales

personally, as I do not make use of sub-dealers and
have no assistance in this part of the work. Nearly
if]] the sales made were of new cars, too. As far as

I can learn, the dealer who handles a certain make of

low-priced car sold only eight during the season."

A smile and a laugh—in season—and a jolly or

joshing word in the right place—these all help sales.

Af you can see by this sketch of Mr. Bapist, he has
a fine, wide, all-pervasive smile—and he uses it in his

business.

"You have to have the goods to sell," emphasized

Mr. Baptist, "but a smile's always useful, or a good

story, or an appreciative phrase to some one who
may be feeling just a little disheartened or out of
sorts.

"And, after you've sold a man a car, tractor or
truck, don't forget all about him. Give him the same

kind of treatment and service as you would your best
friend among your customers. That's the way to
make for repeat business, and make all j?our cus-
tomers your friends."
A good receipt, n'est-ce-pas?

Montreal Show "Big" Success;
Dealers and Public Profit

THE Motor Show held in Montreal January 17
to 24 was a huge success, whether you look at
it from the stand-point of the dealer or of the

public. There were about sixty cars shown, includ-
ing between thirty and forty different makes; more
than a dozen trucks; and large displays of acces-

sories.

Dealers reported large numbers of likely prospects
obtained, and even chronicled quite a fair number of
actual sales. One quietly-dressed man walked into the
corner where a certain high-priced car was display-
ed, listened to the salesman descant on its merits for
half an hour or so. and then casually remarked:

"All right; I'll take two—one closed, one open
type."
The Cole Aero-Eight had a list of "Sold to "

names hung on the front of the radiator which on
a final day of the show was twelve names in length.
R'val salesmen claimed these represented all the Cole
prospects for the whole winter, but the Cole man
claimed all to be bona-fide sales closed during show
week. The Essex displayed on a Sedan very prom-
inently the sign:

"Sold to Mayor Mederic Martin."

Many other cars boasted "Sold to " signs, also.

There were no English cars shown—for the very
good reason that it will be years before Great Bri-
tain will be ready to export cars. There was one
British truck displayed—The Albion—which was used
so largely during the war that the manufacturers
have been able to get on a production basis earlier
than rivals.

Similarly, there were no French cars on dis-

play, and only one Italian—the Fiat. One of the chief
centres of interest was this new Fiat post-

war, touring sport model, shown by the Italo-

Canadian Trading Co., of Montreal, Quebec dis-

tributors. (Canadian Importers Limited, temporarily
located at 1 Wellington Street West, Toronto, are
Ontario distributors.) The car is a beautiful model
in contour, body work and details, equipment, and in

chassis. Its V-type radiator and wind-shield, straight
line, stream lino, hood body and mudguards, and dis-

appearing top, with many mechanical refinements and
departures, gives the car an atmosphere that is at

once luxurious, racy, distinctive and distinguished.
It is an aristocrate six—ninety miles per hour.

Two new trucks were expected—both Canadian
ones. The one announced by the Eastern Canada
Motor TrucK Co.—the "Veteran"—had reserved space
but had no truck at Montreal, though they announce
that everything will be ready without fail for the
Ottawa show the end of this month. The Maple
Leaf truck, manufactured by the Maple Leaf Manu-
facturing Co., Montreal, attracted a good deal of
attention. They announce a wholly-built Canadian
truck, financed b> Canadian money, and are putting-

four sizes on the market—running from IVz tons to

5 tons. The truck on exhibition was a serviceable-

looking machine, with neat lines, and sturdy parts.

The first Wil!ys-Knight 20 to be exhibited in Can-
ada was shown at Montreal. This new model has
been expected for some time.

The accompaning illustration will give an idea of

the general body-lines of the new cars. Hood design
has been changed to one of pentagonal character.

The New Willys-Knipht "20," Shown for the First Time at the
Montreal Show

while the various units, the lamps, radiator, and low-
swung body, are all in harmony. The chassis is one
of remarkable balance. Long, flexible, semi-elliptic
springs give the car an increased degree of comfort.
The engine is the Knight sleeve-valve motor.

Everything possible was done by the officers of the
Montreal Automobile Trade Association, under whose
auspices the show was held, to further the comfort
and convenience of the public. It is estimated that
more than 60,000 persons attended the show, and in

the evenings if arrangements for seeing the various
exhibits had not been very carefully worked out it

would have resulted in a jam or blockade, the crowds
were so dense. Those responsible for the success of
the venture are: President, J. 0. Linteau, Legare
Automobile and Supply Co.; vice-president, J. E.
Millen, John Millen and Son, Ltd.; treasurer, N. J.

E. Catudal, McLaughlin Motor Car Co.

•"p HE Motordrome is a huge building, with 75,000
square feet of floor space contained in the three

stories. The management wisely decided that the
exhibits should not be classified according to floors,

but exhibitors of trucks, passenger cars and auto-

motive accessories were found on each floor, so ar-
ranged that the effect which met the eye of the ob-
sever was one of perfect harmony.
The visitor entering the show building was at once

impressed with the effect. The scheme was beautiful
and impressive. The entrance wood lattice work was
covered with natural foliage and over the inside
doorway the flags of the Allied nations were har-
moniously arranged, the many colors of the dec-
orations being sympathetically blended by the elec-

trical decorations. As one passed into the main ex-
hibition section of the building the effect presented
is that of the Spring season blending, as one passed
through the hall into Summer months. The central
well, extending from the ground floor to the roof,

was turned from day into night and the roof devel-

oped into a night scene with a canopy of stars.

Around the galleries and side pillars the wood work
was hidden completely by an abundance of natural
plants in bloom and the openings into the balconies
curtained. The central main pillars were covered
with rich crimson and green draperies.
Regarding the cars: The greatest attention has

been given to body design, to engines and to chassis
detail, while clutches, transmissions, steerings and
axles already highly refined, reveal but slight changes.
Certain improvements, however, will be noted with
respect to universal joints and to wheels, but aside

from these the underneath parts of the car are virtu-

ally unaltered. This is not to say they will not undergo
changes in a year or so, but there has not yet been
time to permit engineers to get to every part of the

car.

In looking over the new productions one was im-
pressed with the great attention to the smaller items
of equipment, to such things as door and door handles,

cowl boards, instruments and fendering'. For the
most part designers have adhered to the basic body
lines shown last year, having a high hood, usually
with an angle at each side, the line of the angle
meeting the top edge of the body. Hoods have more
louvres, windshield supports are more substantial,

and shields are much in evidence, while a few con-

cerns have taken up small built-in side pieces at-

tached to the windshield. This form will undoubted-
ly be standard equipment in a few years.

MORE overhead valve engines were seen, and
those that are not new have been improved

especially in lubrication. Power output is greater

on the average engines, though displacement has not

varied much. The fuel problem has brought about a

number of changes in manifolding, and practically

every engine has some means of heating the mix-

ture. The detachable cylinder head, vacuum fuel feed,

battery ignition, six-volt separate unit starting and

lighting are features that have not changed.

There were some fine examples of advanced en-

gineering, evidenced in such new practices as bearings

without shims and new designs of high pressure oil-

ing systems, improvements in valve gear, and the

freer use of aluminum and other metals.



Canadian Motor, Tractor and Implement Trade Journal 25

OPERATES ON KEBQMIi£

INTERNATIONAL ENGINES
Little Brothers of the Tractors

NEVER was there so glowing an opportunity for you to put small
engines on farms as now ! Labor is rare and restless—infected by
the high-wage short-day agitation of the cities

; money is plentiful
in the farm pockets

; and the drudge jobs of house and barnyard go on
nagging at the patience of farmer-and-his-wife.

INTERNATIONAL KEROSENE ENGINES — good, sensible, long-lasting,
economical in first cost and in operation—are waiting to go out to workm two dozen homes of your community. Present them as the popular
power to shoulder the never-ending burdens pumping, washing, saw-
mg, separator turning, churning, grinding, shelling, etc. They will deliver
steady, uniform power, doing better work, much faster, and more cheaply.
They are made right in mechanical details and your farmers need them
There are four sizes—11/2, 3, 6, and 10 h.p.

Ask the International blockman about the complete and thorough
selling assistance we have ready to apply.

International Harvester Company
OF CANADA ^td

HAMILTON CANADA
WESTERN BRANCHES -BRANDON Winnipeg. Man., Calgary Edmonton. Lethbridge AltaESTEVAN, N Battleford. Regina. Saskatoon. YORKTON. Sask.

'

EASTERN BRANCHES - Hamilton London Ottawa. Ont
. Montreal Quebec. Que.. St John. N. B.



SHOP NOTES FOR THE GARAGE MAN
Where to Get Thrust Bearings—Repair Broken Mica Windows—Wheel Hub's Service

Conducted by SCOTT T. DUTHIE

Ideas for the Automobile Man
By DONALD A. H A M P S O N

SATISFACTION with an auto truck

or a passenger car can only be

obtained by attention to little de-

tails in the matter of handling, of

maintenance, and of repairs. The man
whose chief claim to recognition lies

in the statement of facts that he has

"run a car (or worked in a garage)

for five years" is twin brother to the

man who "has run a boiler for years"

and some of the latter fail to come back
after the inevitable disaster. The
garage man who "uses his head" is in

the best possible position to locate

mechanical troubles and apply reme-
dies, to advise in the matter of repairs,

and to drop veiled hints that will cor-

rect bad operating habits without of-

fending.
Advice on proper methods of gear-

shifting may be tactfully, and usefully

FiQ.I - PLUGGING
INACCesSIBLE HOLE
IN TRANSMISSION
CASE

given by the diplomatic garage owner
or mechanic. Gear shifting has been

the bane of many a would-be careful

man; also it has been one of the chief

causes of transmission expense. Prac-

tically all cars have clutch brakes

v^hich are intended to prevent clutch

spinning and, in that way, aid in

noiseless gear shifting. Noiseless

shifting comes pretty near to being
wearless shifting. An adjustment of

this brake will correct all the faults

that may rightly be laid to the car it-

self.

Some drivers resort to "double
Clutching." This consists of dropping
in the clutch momentarily while the

transmission is in neutral, and after

the clutch has been disengaged previous

to sliding out the gear. This evens up
the clutch and engine speed so there is

no pronounced clashing when the new-
ly selected gear is engaged. This
trick is valuable in changing gears on
an ascent, where the change is (say)

from high to second.

But in changing from a lower to a
higher speed, thousands of drivers are
uselessly destructive; their gear chang-
ing when starting a car may often be

heard for several blocks. The trouble

is invariably that of engaging gears
that carry a load. "There must be a

load in starting the car." I hear some
one say, "unless it's going down hill."

And the reason there is no clash in

starting on a descent is because the

transmission parts driven by the road

wheels, are trj.veling at about the same
sneed as the clutch and the shift is

merely a movement of two parts travel-

ing of the same speed relation and do-

ing no relative work—just as a man
may walk from one passenger coach to

another of a moving train without jar

to his person.
This down hill condition may be

created for an instant by giving the

car an extra spurt just before shifting

—this supplies a momentary drifting

period during which the gears may be
changed withfiut a struggle. It is so

simple and so easy that any driver

who has tried it wonders that he did

not think of it before—it consists mere-
ly of bringing the meshing parts to

about the same speeds and of then
moving them while they are traveling
"light."

Some drivers are .slow thinkers—con-

sequently they arc poor gear shifters

because they must precede each step
v.ith a mental process of the same, and
meanwhile their car is losing speed. If

they can be taught to push out the
gear shift lever at the same time that
they push out the clutch, instead of
doing this in one-two fashion, they will

materially improve their work. In
fire apparatus work, where time is at

a premium, all drivers are taught this

important detail of clean, quick gear
changing.

Where to Get Thrust Bearings

EVERY so often, the repair man finds

a thrust bearing that must be re-

newed but it happens to be one of those
that cannot be had for a month. To
tie up any machine that long for a

simple part is the height of exaspera-
tion. The man with general shop ex-

perience takes a leaf out of his past,

turns to a list of stock ball thrust bear-
ings that a dozen makers and dealers
carry, and phones his wants for ship-

ment the same day. In a majority of
cases, one of these catalogued bearings
can be made to answer nicely; the 0. D.
must be ground down a little or a liner

niust be set behind it but otherwise
this part from the machine trades is as
good as the far more expensive apart
from the auto maker. The auto part,

however, has greater life than the
other because there is a round instead
of a flat raceway for the balls.

Repair Broken Mica Window
GLASS windows are now being put

in automobile tops of pantasote
and sometimes in the mohair tops,
though the latter are really too light

in the rather unsatisfactory glass light.

Scores of owners run their cars in this

slipshod condition because they cannot
get a proper renewal, and the part is

not a vital one so it is let pass.

The harnes.^ and carriage shop is the

place where a man can get service in

this respect. Mica sheets are carried

in stock and there are workmen who
know how to unfasten the old light and
sew in a new one in the most work-
manlike manner. In every community
there is one such place at least—they

have been doing this work on carriage

tops for generations—it is a real boon
to the motorist to know where new

popular priced make in use, giving al-

most perfect satisfaction except for
i-ear wheel trouble. The construction
was the usual non-floating one having
a taper axle end over which the wheel
hub fitted and the drive through a

% in. square key. Like all parts of

this type, the keyseats were cut with
in. cutters and standard key stock

was used for the keys—this of course
meant that the keys were slightly

loose.

A few months running gives the
parts a chance to work and in this case
it was the wheel hub that suffered—the
keyseat would "slop over," or cut out.

FIG. 3 - HOW A VALVE 5EAT
WAS RENEWED

lights can be obtained and it is sur-

prising that such shops do not advertise

in order to get the automobile trade.

Filling Inaccessible Hole

'T^HE car of a rather important per-

sonage had been changed from a

wet to a dry plate clutch. The clutch

compartment was a part of the trans-

mission case, separated by a partition

wall having a good sized hole near the

bottom which permitted circulation of

oil which was kept high enough for

both gears and clutch to reach. The
change to a dry clutch meant fiUin

;

rhis hole, but just hew to fill it was a

nuzzle for a time.

Finally it was decided to fill it with
lead. This was done as shown in

Fig. L About the only tool that could

be worked in the bottom of the case

was a long chisel; this was employed
to cut a groove around the hole on each
side of the wall and back from the hole

about one-quai'ter inch. Rings of putty
were laid to the outer edge of the
grooves, as shown, forcing dams for the

lead as poured. On one side a piece

of board, suitably blocked in place,

served as a form for the incoming lead
while on the other side pouring was
stopped when a corresponding height

PlQ.e- AXLE ^HAI
DOUBLE KEYED

to support as rigid and weighty a ma-
terial as glass. Most older cars and
many of the modern ones of medium
price have the rear light an oval of

mica. When this gets cracked, or when
the crack has extended and a piece

chips out, the car presents a most
disreputable appearance.
Makers usually refer inquirers for

this part to -the local garage and the

garage in turn refers the customer to

some glazier, who (naturally) must put

was reached. To reach the mould, the

lead was run through a tube. The
chisel grooves formed anchors for the

soft metal and the contraction drew
the metal into a tight joint. At last

accounts, the job was still oil tight after

a year's running.

Wheel Hub's Service

kURS was a rugged country na-

turally somewhat hard on cars.

There were a good many sedans of a

O'

and a new hub would be required.

Some of these hubs we re-cut on the

opposite side, making new keys that
were a driving fit in both hub and axle,

this helped materially, but was not

wholly satiofactory because the hub
castings of steel were still the softest

member and cut out in spite of careful

fitting.

Finally the Whole trouble was elim-

inated as shown in the drawing by the

use of double keys. The axle shaft was
amply strong for this. The double
key-'eat in the hub gave additional sur-

face for be?.ring a;id when keys were
carefully fitred none of them ever cut

out. Our procedure wai- first to cut the

second hub keyseat, then mark the
axle from this and cut to the lines.

Cylinder Case

ONE of the valve seats of the cylin-

der of a big Mack truck had cut
away as shown by the dotted lines in

Fig. 3. When you took off the bonnet,

you could see what was left of the

seat, three inches down inside in the

inner wall. The valve too was badly
cut up, but this was not serious like

the cylinder which looked like a case

for an entire new block.

However, examination and some
measurements disclosed that the larg-

est diameter of the original seat was
1'16 in. less than the inside diameter
of the bonnet threads and it was decid-

e.l that a further reduction of a good
sixteenth would do no great harm if

we could get sufficient body of cast iron

to make a tight bushing. This was
successfully done as shown.
The block was put on the faceplate

of the large lathe and centered by the

bonnet hole. The seat wall was bored
out to the same I. D. as the threads.

Then the thread was "picked up" and
made continuous through both walls

and of the same size except a little

tapering by hand of the inside thread,

making it slightly smaller at the ex-

treme end. A bushing of cast iron

was made up and threaded on the
outside, finally running it down
through the bonnet threads, through
the gas space, and screwing home in

the new threads until the taper in the
latter prevented further movement.
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Mr. Implement Dealer:
Your Prospects are Good if You Sell the

Cockshutt
Manure Spreader

The quality and reputation of Cockshutt and Frost & Wood Implements are
known everywhere. Choosing this line means you get a combination of co-op-
eration, service and value that will certainly build up a big business for you.
Cockshutt and Frost & Wood Implements are widely advertised—-they're
favourably known—-they make their own "prospects" in every section.

The successful farmer knows the value of proper fertilizing and wants a real
spreader. Be prepared to supply him with a

Cockshutt Manure Spreader
The Cockshutt ideals—rugged simplicity,
light draft, and super-efficiency—are fully

worked out in this spreader. It really spreads
the manure—does not merely "dump" it. It

thoroughly carpets the field. Two revolving
spike-studded cylinders break up the lumps,
and special distributing paddles behind pul-
verize the manure still more, and spread it

over much more than the machine's width.

There are no gears to freeze or break— a
strong, direct, chain drive does the work.
Specially low box for easy loading. When
not spreading, machinery is not running. A
handy lever does the trick. The flow of
manure can be altered in a second. Feed is

simple and positive no matter how big the
load.

Two sizes, 50 and 65 bushels.

Let us send you particulars of the quick-selling,
business-building Cockshutt-Frost & Wood lines.

Cockshutt Plow Co.
Limited

Brantford Ontario

Sold in Eastern Ontario,

Quebec, and the Maritime

Provinces by

TheFrost&WoodCo.
Limited

Montreal Smith's Falls St. John
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By making this bushing a half inch

longer than required a projecting end
was left which we slotted for a half

inch bar that extended up and outside

the cylinder where a wrench could be

used to tighten. Lastly, the excess of

bushing was turned off, the seat bevel-

led, and the casting removed from tne

lathe. Turning the valve finished this

satisfactory job.

Tire Troubles

AMONG the minor annoyances of the

automobile, tire troubles rank first.

Leaky valves are the cause of many
flat tires. Turning the wheel so the

valve stem is up and placing a glass of

water over the stem will show up any
leaks here; a bubble of air escaping a

minute will produce a flat tire on a car

that is standing unused a week.
It is an excellent plan to make this

test on the valve after the cap is screw-
<id on. Many a puzzling slow leak has
come from the gasket inside the cap
getting bunched up in such a manner
that it presses on the valve stem, open-
ing it enough to let out a small but

steady stream of air. Screwing on the

cap tighter only aggravates the trouble.

Thus it is that when a person feels that

they have everything completely seal-

ed when they screw the cap on tightly,

they may actually be doing the very
thing that is causing a leak.

Square Scraper For Brass

AUTOMOBILE mechanics generally

buy such tools as scrapers rather
than make them as do their brothers in

the machine shop. The scrapers bought
are invariably of half round cross sec-

tion, a shape that is not ideal for bronze
and brass since the included angle of

the cutting edge is so small that the

scraper digs in. A better tool may be
made from old square or flat files by
grinding all of the teeth off and work-
ing down until sharp corners are ob-

tained. The included angle will then

be 90 degrees, much more than the half

round scraper, and the tendency to dig

in is greatly reduced—also this angle
gives the cutting edge "negative rake,"

the proper condition for a yellow metal
cutting tool.

donald College Farm. The following
dates have been chosen: Oct. 12, 13
and 14. L. C. McQuat, of Macdonald
College, has been appointed secretary
in place of F. C. Nunnick, who has re-

signed on account of pressure of other
work.

MANITOBA
ROLAND.— W. Remicks has pur-

chased the implement business of C. S.

Jones.

WINNIPEG.— Announcement has
been made of the incorporation of Win-
nipeg Accessories, Limited.

BRANDON.—An Exide Battery sta-
tion, a branch of F. C. Young & Co.,

Winnipeg, has been opened at 236 Ros-
ser Avenue.

BRANDON.—According to a com-
mercial report, the capital stock of
Manitoba Engines, Limited, has been
reduced to $100,000.

MORDEN.— The Overland garage,
formerly operated by R. Frank, has
been taken over by Frank Pegg, who
will conduct a general repair business.

ST. BONIFACE.—A Dominion char-
ter has been granted to the Western
Wheel and Foundries Company. The
company is incorporated with a capi-
talization of $2,000,000.

WINNIPEG.—W. H. Sutton, 244
Chamber of Commerce Building, has
been appointed representative in West-
ern Canada for the Standley Skid
Chain Cx)., Boone, Iowa, U. S. A.

WINNIPEG.—The Winnipeg Auto-
mobile Club will urge upon the Provin-
cial Government the policy of jail with-
out the option of a fine for motor car
drivers found operating their cars
while in an intoxicated condition.

WINNIPEG.—The Sterling Motor
Sales, a new concern, received recently
their first shipment of Beaver trucks,
the latest Canadian-made truck, for
which they are the agents. They also
handle Sterling trucks and Highway
trailers.

WINNIPEG.—P. A. C. Mclntyre, of
P. A. C. Mclntyre & Co., and his assist-
ant, K. B. Wathen, distributors of gar-
age equipment, attended a convention
recently held by the Weaver Manufac-
turing Company, Springfield, 111., for
their North American representatives.

WINNIPEG.—George E. Utke, man-
ager of a motor school, was held up
recently by auto bandits and ordered
out of his car and robbed, at the point
of a gun. This was the fourth holdup
in one week. The affair took place on
Water Street, and the thugs beat up
their victim so that he had to be taken
to the hospital.

WINNIPEG.—A course for prospec-
tive owners and drivers of automobiles
has been opened in the Imperial Garage
under the auspices of the Y. M. C. A.
W. B. Burchall, who has had consider-
able experience as an instructor and
mechanic, is giving the lectures. The
course will cover care of cars, how to
detect faults and make minor repairs.

WINNIPEG.— The figures of the
municipal commissioner for 1919 show
that only about one-third of the motors
in Manitoba are owned by city resi-
dents. Of the total cars in the Prov-
ince— 29,313 — only 9,006 were the
property of Winnipeggers; Brandon
claims 884, and Portage la Prairie 484.
This indicates that 18,936 motor cars
are operated by farmers and residents
of the small towns in Manitoba.

SASKATCHEWAN
RE'GINA.—Ryan Motors was incor-

porated at Regina recently.

ATWATER.—D. R. Williams, hard-
ware and implement dealer, has sold
out.

SASKATOON.—The capital stock of
Canadian Motors, Saskatoon, has been
increased to $50,000.

REGINA.—The price of gasoline has
been advanced 10 cents, and that of ker-
osene 3 cents in this city.

MOOSE JAW.—Messrs. Grant and
Styles have purchased the automobile
business of M. A. Hutchin.

REGINA.—A new concern, Halifax
Motors, has been formed here.

REGINA.—Announcement has been
made that the Imperial Oil Company
will spend $300,000 in Southern Sas-
katchewan this year, exclusive of ex-

tensions in Regina.

WATSON.—T. J. Gormican and E.
E. Philley have purchased the Joseph
Vossen property on Main Street, where
they will conduct an implement busi-

ness. They expect shortly to have an
up-to-date service garage in operation,
where they will give first-class service

on automobile and tractor work.

ALBERTA
LEDUC—G. G. Crossa, implement

dealer, has sold to Adolph Kuhn.

LEDUC—S. G. Tobin has purchased
the implement and harness business of
Banska & Gerogeran.

CALGARY.—E. J. Gifford, Western
manager of the Tudhope-Anderson Co.,

recently paid a visit to the company's
branch here.

CALGARY.—The Maytag Co., Win-
nipeg, has opened a branch here to

handle Alberta and British Columbia
trade. C. W. Gilson is manager.

CALGARY.—A new company, the
Auto Top and Trimming Company, has
been formed for the manufacture of

auto tops, auto trimmings, seat covers,
curtains, radiator covers, et., with
headquarters at 103 Twelfth Avenue
East. The principals are F. W. Hoare
and J. Poach.

BRITISH COLUMBIA
VANCOUVER.—The Bowell - Mac-

Donald Motor Company, Limited, have
received the Provincial agency for

Oldsmobile cars.

VANCOUVER.—The exclusive Brit-

ish Columbia agency for Foley tractor
rims has been secured by the Giant
Truck Company.

VANCOUVER.—The A. S. Franch
Auto Company, which at present han-
dles the new Overland "H," are now
the distributors in British Columbia for
the Cole car.

VICTORIA.—W. B. Milliken, of the
Milliken-Downes Motor House, has re-

turned from Harrison Hot Springs,
where he was recuperating after a busy
season last summer. The Milliken-
Downes 'house handle the Commerce
truck.

VANCOUVER.—Bourne & Rogers,
Limited, proprietors of the Central Gar-
age on Seymore Street, have applied to

the registrar of joint stock companies
for permission to change their name to

that of the Corfield & Langley Motor
Company, Limited.

VANCOUVER.—A. E. Bell, proprie-
tor of the Ford livery at the corner
of Seymore and Dunsmore Streets, has
secured the Vancouver agency for the
Stanley "steamer." The patrons of the
Ford livery have at their disposal Hup-
mobiles and Fords.

VANCOUVER.—The officers elected

for the Vancouver Motor Dealers' As-
sociation during the coming year are:
President, Fred Rolston; first vice-pres-

ident, J. R. Sigmore; second vice-presi-

dent, M. Bowell; treasurer, R. J. Pat-
rick; executive, Messrs. A. A. Ross, E.
J. Parker and L. W. Pearson.

VICTORIA. — The southeast corner
of Gordon and Courtney Streets has
been purchased by Jameson, Rolfe &
Willis, automobile dealers, for $25,000.
The firm has been operating its auto-
mobile garage headquarters on the site

for several years. The property is 70
X 80 feet and occupies a space of 5,600
square feet.

NELSON.—The Nelson Auto Com-
pany will build a modern fireproof two-
storey garage on Baker Street this
spring. It will be equipped for re-

pair work and for gasoline and oil

service. A full line of accessories will

be carried. At present the company is

in temporary premises in the old Sun-
nyside Hotel building. Baker Street.

Trade 'Notes

ONTARIO
TORONTO.—Stephen Noxon, of the

Noxon Manufacturing Company, mak-
ers of agricultural machinery, died sud-

denly in his rooms at the King Edward
Hotel on Jan. 26 of heart failure. Mr.
Noxon, whose home is in Ingersoll, was
in his seventy-sixth year. He is sur-

vived by his wife and one daughter.

T O R N T O.—^Arrangements have
been completed by W. J. Walker of the

Lexington Motor Sales, Limited, 589-

591 Yonge Street, for appointment of

the Lexington Motor Sales, Limited, as

contractors and distributors for air-

planes and commercial and pleasure

flying, for the Bishop-Barker Airplane
Company, Limited.

K I N C A R D INE.—Messrs. Kenny
Matheson and George Conley have pur-

chased the implement business conduct-

ed by D. R. McPhail, which includes

the Massey-Harris agency. The new
firm has also purchased the vacant lot

north of Baron & Co.'s store on Queen
Street, upon which they will erect new
warerooms this coming summer.

HAMILTON.—A. C. Dann, for the

past nine years superintendent of the

International Plow Works of Canada,
has resigned to accept a position with
the Oliver Chilled Plow Works, South
Bend, Ind. The employees presented
him with a gold watch on the eve of

his departure from the city, and Mrs.
Dann with a cut-glass vase filled with
flowers.

ELMIRA.— A. Hemme, of Dublin,

Ont., has bought from the town council

the building formerly occupied by the

Ideal Shoe Company. Mr. Hemme paid

$4,500 for the building, which includes

the furnace, shafting, pulleys, pipes and
belts. Mr. Hemme will use the build-

ing for the manufacture of an im-
proved seeder, weeder and animal trap
of which he i.s the inventor.

OTTAWA.—F. Frank Hayden has
been appointed outside sales manager
of the Dixon Motors, Limited. Mr.
Hayden has had eleven years' experi-
ence in the automobile business, divid-

ed between Canada and the United
States. It will be his duty as outside
sales manager to appoint district

agents for the different cars and trucks
sold by the Dixon Motors, Limited, and
to see that service is given with every
sale throughout the district.

BRANTFORD.—It is announced that
a plant will be established here for the
manufacture of Bluebird electrical ap-
pliances. Local capital to the extent
of $200,000 already has been subscribed
and the new company promises to em-
ploy 1,500 hands within two years. J.

B. Detweiler, general manager of the

Steel Company of Canada in Brantford,
will be president of the new company.
The new concern will take over the

local plant of Motor Trucks, Limited.

HAMILTON. — Frank A. Padgett,
who is one of several retail auto truck
dealers of Hamilton, who associated
themselves together last year in an at-

tempt to supply the demand for a
wholly Canadian-built one-ton truck, re-

ports that there is a constant demand
for them. At present the company is

limited to an output of six trucks a day,
but with some extensions to their fac-

tory they expect to raise their output
to fifteen a day by February.

TORONTO.—The Prest-O-Lite Com-
Tjany of Canada, Limited, and the Can-
adian National Carbon Company, Lim-
ited, have jointly purchased property
at the southwest comer of Bathurst
Street and Davenport Road as a site

for a large new manufacturing plant.
Work on the new factory will start at
once. It will consist of two buildings,
one of which will be 80 x 400 feet, two
storeys high, with one section 80 x80
three storeys high, to be occupied by
the Canadian National Carbon Com-
pany, Limited. The second building,
for the Prest-O-Lite Company, will be
80 X 400 feet and two storeys high.

QUEBEC
MONTREAL.—C. M. Woodburn, of

the Hamilton branch of the Dunlop Tire
and Rubber Goods Company, Limited,
visited Montreal recently.

MONTREAL.—A joint dinner of the
Canada Cycle and Motor Company and
the Dunlop Tire and Rubber Goods
Company, Limited, salesmen and ex-
ecutives, was held here recently.

MONTREAL.—The National Motor
Show of Eastern Canada was held in

Montreal from January 17 to January
24, under the auspices of the Montreal
Automobile Trade Association, Limited.

M N T R E A L.—President M. J.

Slack of the Montreal Automobile As-
sociation announces that the annual
members' meeting of the association
will be held on April 5. The business
will be the election of officers and com-
mittees. Committees for the following
objects will be appointed: Membership,
Safety First, Sign Placing, Streets and
Roads, Legislation, Publicity, etc.

STE. ANNE DE BELLEVUE.—
Under the auspices of the Eastern On-
tario and Western Quebec Plowrmen's
Association, the interprovincial plow-
ing- match, tractor and farm machinery
demonstration will be held at the Mac-
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Look for the

EAGLE
Our Trade Mark

Below

:

Aeroplane View-
Case 22-40 Kerosene Tractor

Case 15-27 Kerosene Tractor

Case 10-18 Kerosene Tractor

Case 22-40 Kerosene Tractor

Here's the New Big Brother of

all CASE Tractors

Conservatively rated at 22-40 h. p., with a substantial
margin of excess power in reserve; a characteristic of all

CASE tractors. Standardized in design along the same
lines as the familiar Case 15-27 and 10-18 Kerosene
Tractors, with such modifications as are necessitated by
its greater dimensions and power.

The new 22-40, with all the simplicity of operation and adjustment
of the smaller sizes, is offered as the ideal tractor for heavy duty,
where the utmost dependability is equally essential with power.

Will drive a Case 32x54 Thresher, with windstacker, feeder and
grain handler; will handle a No. 20 Case Ensilage Cutter with 40
feet of blower pipe attached; will pull four 14 in. plows in hard
ground, or five plows under favorable conditions; will pull a bat-
tery of grain drills, or a pair of 8 ft road graders, or other loads
requiring similar power.

See the CASE Line of Tractors at the

National Tractor Show
Kansas City, Mo., February 16 to 21, 1920

We invite all dealers to look over the big line at the big show. We
want you to see the other lines too, and compare them with the Case.

To avoid confusion, the J. I. CASE THRESH-
ING MACHINE COMPANY desires to have it

known that it is not now and never has been in-
terested in, or in any way connected or affiliated
withtheJ. I. Case Plow Works, ortheWallisTrac-
tor Company, or the J. 7. Case Plow Works Co.

TRADE MARKS REG. U. S, PAT. OFF

J. 1. CASE THRESHING MACHINE COMPANY, Inc.
Dept. 0-2, Racine, Wis., U. S. A.

Making Superior Farm Machinery Since 1842

NOTE:
We want the public to understand that
our plows and harrows are NOT the
Case plows and harrows made by the

J. I. Case Plow Works Co.



The DairyFarmer
rtheManoftheHour

TIS a producer, he is all important. His dairy pro-

ducts are vital to the health and welfare of

America. The demand is large—and ever-growing.

As a purchaser, the dairy farmer

is level-headed and progressive. He
wants to increase his profits by

using the most efficient means. He
can afford the best because it is

cheapest in the end.

The Sharpies Suction-feed is the

cream separator that appeals to the

modern dairy farmer

The Sharpies is the only sepa-

rator that

—skims clean at any speed and

gives cream of even destiny.

—has a knee-low supply tank and

automatic " once-a-month " oiling

system.

—has a single one-piece bowl. No
discs to wash.

The successful dairy farmer of

today can easily see the superiority

ofthe Sharpies Suction-feed. When
he buys a cream separator, it is in-

evitably the SHARPLES dealer

who secures the order.

Certain territories are open to

dealers who measure up to the

Sharpies requirements.
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It^s Your Aim
To Increase Sales^ at an Attractive Margin

of Profit, on Known, Quick- Moving
Lines. That is Why You Should Carry

iiHEXALL
Trade Mark Reg. U.S. Patent Office

SOCKET WRENCHES

"HEXALL" Ralchel Socket Wrench No. 1--16 Pc

IN "HEXALL"
Socket Wrench-
es—a set for

every nee d

—

you have a high-
ly-p rofita ble
"repeat" line,

for, once you
sell your
trade, ex

perience shows that **HEXALL" is

one of the few things that they
come back for and ask for by name.
That's because there are no bet-

ter wrenches made.

Handles are drop-forged; sock-
ets are made from the bar on
automatic machines, broached
and case-hardened—every
"HEXALL" is as perfect me-
chanically, as human skill

can make it. Expert eyes

watch unceasingly for

flaws in material and
workmanship, so that

"HEXALL" Socket Wrench No. 5-8 Pes.

wnen a "HEXALL" leaves

the factory, the well-known
Sedgley guarantee is placed
upon it.

''Break Any Sedgley Wrench
and We Repair It-No Charge'

—our bond
of faith
with you
and a chal-

lenge to the
„^

master -work- /A
ers who make
"HEXALL."

"HEXALL" Ratchet Socket Wrench No. 2--11 Pes.

R. F. SEDGLEY, Inc., E^'ab. issr

2311-13-15 N. 16th Street - Philadelphia, Pa.

Also Manufacturers of'BABY'' Hammerless Revolvers

Canadian Representatives : Lamontagne, Limited, 338 Notre Dame St., Montreal, Canada
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The Renfrew Truck Seal
DEALERS everywhere are reaping a harvest of sales. One

man sold 800 scales in seven months. We will be glad to
give you his name and that of many others who order from
us in carload lots and sell them easily.

This Renfrew Truck Scale is so obviously a good thing for the farmer that, often as

not, he buys it on sight. i

This handy Renfrew Truck Scale enables the

farmer to check up on both what he buys and what
he sells. It enables him to see that he gets full weight
and that he loses no profits.

It weighs anything and everything from i pound
to 2,000 pounds. Its self-adjusting platform enables

it to weigh accurately on uneven ground. It weighs
equally as accurately on corners as in centre of plat-

form.

2000-lb t

The Renfrew Machinery Compan;
Agencies Almost Everywhere in Canada

Other Lines: Renfrew Household Scales—Renfrew Cream J
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Sells "Uke Hot Cakes"
The farmer can place his full confidence in the

accuracy of Renfrew weights. Every Renfrew
Truck Scale is Government inspected and each scale
carries a Government certificate of correct weight.

It is built strongly enough to carry a 2,000-lb.
load yet it is not too heavy or cumbersome to wheel
about like an ordinary truck.

It is simple in construction and there is nothing
to get out of order.

On jnany farms it pays for itself in less than three

months. One farmer writes, "Just this morning I

saved $20 on the sale of a few cattle and sheep."

Every dealer in Canada should handle this live seller. [Our [well- equipped
factory can keep you well supplied with stock for quick turnovers. We have a
handsome proposition Wor new dealers in open territory. Write for it right
away. These agencies are being snapped up quickly everywhere in Canada.

Limited, ANo^woRi^i^: Renfrew, Ontario
Eastern Branch - - Sussex, N. B.

arator—Renfrew Kerosene Engine—Happy Farmer Tractor
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We have manufactured

GRINDERS
and nothing but grinders

for over 35 years

"VESSOT"
FEED GRINDERS

set the pace for grinding, effic-

iency and economy
Vessot Grinders have obtained
medals and highest awards wher-
ever exhibited, Chicago, Paris,

etc.

They have become world-famous
for the efficiency and durability

of their grinding plates.

Write for our Agency Proposition. W c pay good commissions.

Inventors and Manufacturers

S. Vessot & Co.

JOLIETTE, QUE.

Sold Exclusively in Canada By

\ International Harvester

Co. of Canada, Limited

^ Branches : Caleaiy.
Lethbridife. North

Edmonton.
Battleford.

Retina, Saskatoon. Yorkton,
Hrandon, Winnipeft. London,
Hamilton. Ottawa. Montreal,
Quebec, St. John.

Grinder with Elevator and Bagger

Mr. Dealer!

IF
Price

Quality of Material

Workmanship

Close Skimming
and

Easy Turning

are considered by your

customers in buying a

Cream Separator, then

we claim that the

Sanitary Kin^
is the best buy in Can-

ada to-day. Write for

prices and terms.

King Separator
Works of Canada

Limited

Bridgeburg or Whitby, Ont.

SAYS THE .MASTER .M£CH-
ANIC: The Gieb Automatic Grip
Hull<T is a One-Man Puller —
Quick-acting, strong and simple
in the extreme. -May be lockcti in

any desired position. A combina-
tion of two or three arras. Heay>'
Duty Size capacity 1" to 16"—
Junior Size capacity 1" to 7". Two
sets of jaws fumiabed wWi each
size.

TKN DAYS' TRIAL. — If youi
dealer or jobber does not have
them we will send you one. Trj-

it ten days. If not aatisfaotorj'.
re^im to tis and we will refimd your m'^er. We also
raaKe the GREH RI.M TOOL.
THE GREB COMPANY, 319 State St., BOSTON

MILKING MACHINE A GENUINPJ
I .\BOR-SA\ ER

pROFESSOR F. W. Well of the Cali-
•' fornia Experiment Station, after an
investigation of the efficiency of milk-
ing machines, gave a lengthy report
which we quote in part. He says:

"The modern milking machine is a
practical and safe labor-saving device.

This has been proved by the results of
carefully conducted experiments, and
is also borns cut by the experience of
practical dairy farmers in all parts of
the country during the past dozen years
or more.

"The inve.'tigations of this and other
experiment stations have shown that
milking machines, properly operated,
do not injure the address of cows, or
cause garget or other udder diseases.
The actual saving in the cost of milk-
ing by machine over hand milking is,

however, greater in the case of large
herds than with small ones and will, in

general, be in proportion to the size of
the herd.

."With the present scarcity of re-

liable, efficient milkers, and the high
cost of labor, feed, and dairy supplies,

the necessity of reducing the cost of
milk production becomes greater than
ever before. The milking machine is

an important aid in reducing these ex--

penses. We have now entered on an
era of machine milking; it is the next
step in the economical, efficient man-
agement of fair-sized or large dairies."

Dairy and Household
Supplies

WHAT THE DEALER SHOUU)
TEACH

ONE of the most difficult prob-

lems the dealer in dairy ma-
chinery has to contend with is

the education of the dairyman in the

operation and proper care of milking-

machines and separators.

In making a sale, it is, perhaps, not

a wise policy to elaborate too much on
details, but once a milker or separator

bas been sold, the dealer should not

rest until he is satisfied his machine is

getting every chance, and is being pro-

perly cared for.

The production of clean, sweet milk
is of as much importance to the dealer

as the dairyman.
In the first place—in the case of the

milking machine—the barn where the

cows are being milked should be kept
clean, well lighted, well ventilated and
free from strong odors. After each

milking the rubber tubes and teat cups
of the milker should be thoroughly
rinsed, and washed once daily in hot
water containing a little washing-

powder. Special brushes should be
used instead of a cloth—as it is im-
possible to keep a cloth in a sanitary
state. A tank containing a disinfect-

ant solution, or lime water, should be

kent handy for submerging the rubber
tubes and teat cups, etc., when not in

use; this will keep them sweet and en-

sure clean mUk free from putrefactive
gorms.
The dealer should start a campaign

now among his customers to educate
them in right principles. Carelessness
.'eems to be the real trouble; careless-

ness in reading the instruction book:-,

and total disregard of the elements oi'

cleanliness. Slipshod and unclean
people we wiil always have with us, but
the dealer should see to it that such
people are not included among his dairy
customers.

should teach his customers to

r'rad their instruction books and follow
the directions as closely as possible. If

the dealer can reach this point with
the dairymen he will have less trouble
with milking machines going out of

order, and there will be fewer com-
plaints of bad milk, and such instances
as the following 'would rarely occur:
A farmer came into Agincourt, Ont.,

one day complaining to his dealer, Delos
ReTsor, that liis milking machine would
not work. Mr Ressor went out to the
farm and when he took the machine
apart found it in a fearful condition.

The rubber tubes were full of filth,

swollen to twice their normal size,

cracked and sucking air. The teat cups
were stretched so that it was necessary
to tie them on the cow with a piece of
rope. When Mr. Ressor asked for an
explanation he was told the machine
had not been washed for eight months.
This same man also had a separator
which ran all summer without a drop
of oil, and, like the milker, was in a
filthy condition.

Of course that is an extreme case
but it only goes to show the need for
a persistent educational campaign. The
dealer will find that a careful customer
is his best advertisement.

WATER SYSTEMS

THE live dealer, looking for a new
and profitable line, should consider

the water system. That there is a de-

mand for such system goes without
saying. The real need for a satisfac-

tory water supply on the farm, and
rural districts generally, becomes ap-
parent when one considers that typhoid
fever is more prevalent in the country
than in cities.

By installing a water system, the

farmer immediately overcomes his most
troublesome problem—sewage disposal

—and, simultaneously, takes an import-
ant step towards better health for his

community. The value of the farm is

also considerably increased, and better

insurance ratet obtainable.

The prospect of having water piped

to barns, dairy house, hog houses, etc.,

and the immense saving in labor

derived thereby will make a strong ap-

peal to the farmer.

NEW ELECTRIC MILKER
A SMALL electric milking machine

mounted on wheels so it can be

moved from cow to cow has just been

announced. The new Moto-Milker re-

quires no pipe-line or installation, is

ready to use when unboxed, and is so

sim pie and handy that it is suitable for

the vast number of dairies having from
8 to 20 cows.
Cups which have rubber linings

fit over the cows' teats, &nd a

gentle suction sucks the milk out.

Then, intermittently, compressed air

squeezes and massages the teats to keep

them in perfect condition. The gentle

massage by compressed air is comfort-

able to the cow and makes her let her

milk down faster. The same milking

principle in exactly similar teat cups

vvith the compressed air squeeze is now
in use on over one million cows, many
of them pure-breds that have been

milked in this way for six and seven

years running.
The new electric milker is simple in

the extreme. An electric motor drives

a slow moving piston which makes suc-

tion on the back stroke and compressed
air on the forward stroke. This piston

New Portable Milker.

gives the slow pulsation of suction and
pressure which milks the cow so com-
fortably. Rubber tubes connect the

pump to the milk pail and teat cups.

No gas engine is necessary and most
of the parts needed on pipe-line milkers

are eliminated. There are no pulsators,

no gauges, no tanks, no belts, no pipe

lines, no stall cocks, no springs, and the

high speed pump and gas engine are

eliminated. Any % K. W. farm light-

ing plant will run the milker, the power
cost being about 2c per day.

Two cows (eight teats) are milked
at a time, and one man can milk about
18 to 20 per hour. Thus, one man does

the work of about three.

This machine is a product of the

Sharpies Milker Co., West Chester, Pa.,

Canadian office, West Toronto, Ontario,

tario.

Mixing Her Animals.—The 17-year-

old daughter of a city man was visiting

a farm for the first time.

She immediately became interested

in the prize cattle and asked many
questions.

One evening, just at dusk, as the girl

Vv-as standing at the open door of the

farm-house talking to the farmer,

there came the low, mournful note of

a cow.

"Just listen to that poor cow," said

the girl, "mewing for her colt."
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DE LAVAL
Simplicity
The DE LAVAL Cream Separator is remarkably simple. Thou-

sands of DE LAVALS are run and cleaned by children every day.

This simplicity means long life and freedom from repairs, and is the outcome of over

forty years of unquestioned leadership in the manufacturing of cream separators.

Every part has been developed to its highest de-

gree of simplicity, coupled with efficiency, and the

DE LAVAL has earned for itself the reputation of

"the world's standard separator."

The DE LAVAL Agency Contract is the sim-

plest means of controlling the bulk of the separator

busmess m any territory.

There is no better time than right
now to send in an appHcation for a
De Laval contract. There is more
profitable cream separator business
with the De Laval than with any
other separator.

The De Laval Company, Limited
Largest Manufacturers of Dairy

Supplies in Canada

Montreal, Peterboro, Winnipeg, Vancouver
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BiRDSELL Clover Hullers
65 YEARS IN THE FIELD

In these days of high costs you must get RELIABLE GOODS
for money spent or your WASTE will consume all of your profit.

There was never a time when "QUALITY" has been in such

demand. In Quality and Honestly constructed goods lies the

hope of industry today. Buy wisely and you will have economy.

BIRDSELL HULLERS have years of experience behind

them. They are not an experiment. They are built well and will

last a life-time.

They hull and clean Red Clover. Mammoth Clover, Alsike

and Sweet Clover seed.

BUILT IN THREE SIZES FOR CANADA

Birdsell Manufacturing Co. GeS^e^L.
Toronto, Canada

Extract Wild Oats From
Your Seed Grain
BRING UP THE TEST WITH A MERRY-

FIELD GRAIN GRADER.
Every farmer who grows arain for market

ebould have a Merryfield (?rain Grader. With
this machine you can actually raise the price
of the grain you market by raising its grade.
With a

MERRYFIELD
Grain Grader

You can actually separate No. 1 from No.
2 wheat. You can separate \n\d oats
from tame oats. You can separate mus-
tard from wheat, barley, rye or oats. You
can eliminate the dockage that you get at
the elevator. You can make as good, if not
a better separation of foul seed from good
seed than is usually made in the best equipped
elevators in the country.

A WILD OAT EXTRACTOR.
The Merrj-fleld (Jrader was built primarily

for the purpose of extracting mid oats from
tame oats. When this machine wa» perfected
to a point where it would accomplish this
purpose it would make every other separation
desired.

Increase Grain Growers'
Profits 1 5 to 20%

your grain-
lour grain

With thiis maoliine you can increase
growing profits from 15% to 20%
if cleaned and separated by tliis machine "

will
cornmand a better market, a better price, a more
ready sale than is possible by not owning one

'

tliese machines.

SOWING PURE SEED
With land values where they are today no

farmer can afford to sow inipur- seed. If you
sow muartard, wild oats or other foul seed,

you will reap just what you sow. Clean up
your soil by sowing pure seed. Make farming
a business. It will pay and pay big.

Let us help you get more money for your
grain.

Our circular "A" wiU tell you how. Write
for it.

Cedar Rapids Foundry & Machine Co.
C. J. No. 1 Cedar Rapids, luiva

TO SUBSCRIBE FOR THIS PAPER ^i^oYw^V^H^,.n"N^.°,^^?L^;.T^VS
CANADIAN MOTOR, TRACTOR AND IMPLEMENT TRADE JOURNAL,

Toronto, Ontario.
I have pinned $1.00 to this coupon. Please send me CANADIAN MOTOR, TRACTOR

AND IMPLEMENT TRADE JOURNAL.

Name .

.

Address

NEWS OF THE TRADE
FOR THE TRADE

ONTARIO
LANARK.—The Dixon Motors, of

Ottawa, have opened a showroom in the
Arcade Building. T. Lett Simpson is

the manager and salesman.

WALKERVILLE.—Kales Stamping
Company, Detroit, Mich., are preparing
to open a Canadian factory here for the
manufacture of automobile mirrors.

KEMPTVILLE.— Samuel Hope, of
Hope Bros.' Garage, Arnprior, will
open a battery-charging station- and
vulcanizing plant here in the spring.

DUNDAS.—M. and H. Jerome have
started work on the erection of an up-
to-date two-storey garage. The build-
ing will be 58 feet frontage with a
depth of 141 feet.

PAISLEY.—J. B. McArthur, inven-
tor and maker of the McArthur plow,
died at his residence here on Jan. 8,

after an illness of about a week, in hi;,

eighty-eighth year.

TORONTO.—Under direction of the
Department of Highways, the annual
convention of the County Road Super-
visors of Ontario will be held here on
March 1, 2 and 3.

GUELPH.—As a result of a recent
trip to Britain, the vice-president of
the F. E. Partridge Rubber Company,
Limited, secured for the company very
large export business.

SHELBURNE. — Robert Harrison,
who has been Massey-Harris district
agent in Walkerton for seven years,
has moved here and will go into busi-
ne.ss on his own account.

TORONTO. — The Campbell Agen-
cies, McKinnon Building, Jordan and
Melinda Streets, have been appointed
distributors for the Standley Skid
Chain Company, Boone, Iowa.

TORONTO.—The new road policy of
the Ontario Government, as outlined
by H. F. C. Biggs, Minister of High-
ways, has been approved by the Domin-
ion Good Roads Commissioner.
NAPANEE—J. M. Graham has

opened a new garage opposite Gibbard
furniture factory. He will do repair-
ing and painting on all makes of cars
and handle tires, gasoline, oils, etc.

BELLEVILLE.—A. O. Roblin, of
Adolphustown, has purchased the im-
plement business of R. B. Wiseman.
Mr. Roblin for a number of years was
a traveling salesman of the I. H. C.
• TORONTO. — Willys-Overland Com-
pany has purchased a lot on Don Mills
road, bordering on East Queen Street,
to be used as an entrance to a station
which they propose to erect.

GALT.—Waterloo County will build
a concrete road from Gait to Hespeler,
and to the borders of Waterloo Coun-
ty, between Guelph and Hespeler, as
part of the Provincial county highway
system.

SAULT STE. MARIE. — The fire
losses for 1919 totalled $65,000, a re-
duction in the 1918 losses of |150,000.
Credit for this tremendous reduction in
loss is given the new motor fire-fighting
equipment.

BRANTFORD.—Messrs. Elmo Near
and Stewart Wilson have purchased the
automobile business known as Hould-
ing & Walker, and will operate it in fu-
ture under the name of Houlding &
Walker, Limited.

KINCARDINE. — William Watson
has purchased the store on Queen
Street occupied by T. R. Reed & Son,
feed merchants, and will erect thereon
warerooms where he will conduct an
implement business.

GLENCOE.—The garage and auto-
mobile business of Duncanson & McAl-
pine has been purchased by Messrs.
Snelgrove and Faulds. They will han-
dle all repairs, and will do special bat-
tery work and winter storing.

TORONTO. — A permit has been
granted T. and J. Creighton for the
repairing of their garage at 1244-1252
Dundas Street, which was recently
damaged by fire. The cost of the re-

pairs is placed at $1,500.

BROCKVILLE.—M. B. Stack, of
Lyn, has purchased from R. B. Heather
the property at the corner of King and
Garden streets, together with the
vacant lot adjoining, and will shortly
erect a two-storey fireproof garage.

GUELPH.—At a recent meeting of
the civic fire, light and water commit-
tee. Chief John Smith of the fire depart-
ment recommended the purchase of a

triple combination hose and chemical
car for use in the congested part of

the city.

KITCHENER.—J. A. Martin, of
Montreal, has been appointed manager
of the Dominion Tire Factory. Mr.
Martin, who has had seventeen years'

experience in the automobile trade, is

a brother of the Hon. Wm. A. Martin,
Premier of the Province of Saskatche-
wan.

TORONTO.—R. B. Morley, general
manager of the Ontario Safety League,
advocates stricter enforcement of the

present laws in regard to regulation of

traffic on streets and highways, and
urges the reduction of the speed limit

to the old figure of fifteen miles per
hour.

TORONTO.—The partnership be-

tween Thomas B. Haley and Joseph
Bruder in the "Canada Garage," situ-

ated at 466 Bathurst Street, has been
dissolved by mutual consent. The bus-
iness hereafter will be carried on by
Thomas B. Haley, who will receive and
pay all claims.

WELLAND.—The incorporation is

announced of the Marvel Company,
Limited, of Welland. The new concern
will manufacture automobiles and ac-

cessories, including the steering device

for Ford cars known as the "Marvel,"
and also deal in electricity, motor
power, heat and light.

TORONTO.— At the annual Ford
Company banquet, held recently in the

King Edward Hotel, about 300 Ford
dealers from the Toronto, London and
Windsor branch districts were present
and had an enjoyable time. G. M. Mc-
Gregor, general manager of the Ford
Company of Canada, presided.

ST. THOMAS.—W. H. Thibeaudau
and W. H. Kettle have purchased the

garage and auto business of James D.

Black and will continue the business
under the name of the St. Thomas
Motor Sales Company. The garage
will be thoroughly renovated, and the
firm has contracted to handle McLaugh-
lin cars exclusive.'y.

MERRITTON.— General Fiorgings
and Stampings, Limited, is the new
name of the Canada Pole and Shaft
Company, Limited. It has been deemed
advisable to change the name owing to

the fact that the business has changed
from that of a pole and shaft business
to that of an automobile forging and
stamping business.

LINDSAY.—The plant of the Do-
minion Wheel Company, which has
been closed down for three years, has
been re-equipped with machinery for

the manufacture of truck wheels, pas-
senger car wheels, and some special

repair work on passenger car and truck
wheels, and will be operated by the
Hayes Wheel Company of Canada.

WINDSOR.—The first annual show
of the border automobile manufactur-
ers will be held in the Windsor Arm-
ories March 2 to 6. The show was
originally planned as an exclusive exhi-

bition for Canadian manufacturers, but
it is now thrown open to the United
States. Robert Jaffray, manager of

the exhibition, says floor space is at a
premium.
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"We Handle the OilPull because

—It burns kerosene successfully,
—it delivers its rated horsepower,
—it stands up for years at hard work."

— Throndsen & Lindahl.

WHEN we were consid-
ering a few years ago

what tractor we should sell,"

said Throndsen & Lindahl of
Canby, Minn., "we wanted one
that would burn kerosene suc-
cessfully, that would deliver
the power claimed for it and
would stand up for years at
hard work. While looking up
the record ofvarious machines
we found three 30-60's and one
15-30 OilPull that had been
doing hard work for about nine
years. They are all on the job
yet and will be for years to
come. They all burn kerosene
now as well as they did when
new, and have plenty ofpower.

"Second, the OilPull is well
known and well advertised.
The Rumely organization is

well founded and will not
blow up over night.

'They have large branch
houses that give good service
and the factory guarantee is a
winner. The advertising and
sales help given the dealer is

something unusual and the
territory reserved for each
dealer is large enough to jus-
tify an investment.

"But, after all, the main
reason forwanting the Rumely
OilPull agency is our honest
desire to sell a machine that
we know is good."

The Advance-Rumely line
for 1920 includes four sizes of
OilPull Tractors-12-20, 16-30,
20-40 and 30-60 H. P., and five
sizes of Ideal Separators—
22x36, 28x44, 28x48, 32x52
and 36x60, all standard in
design and construction.

We have a dealer proposi-
tion that offers unlimited pos-
sibilities. Ask for it.

ADVANCE-RUMELY THRESHER COMPANY Inc
s^a&.^s'a\^.La Porte Indiana s .

48 Abell Street, Toronto, Ont.

.^\^CE-RUMELY



Automotive Accessories and
Implement Equipment

TACO TRACTOR GOVERNOR
A TRACTOR governor with many
ill new features is being manufactured

the Tractor Appliance Co., New Hol-

stein, Wis. The makers say that fric-

tion in the throttle valve of the Taco
Governor is eliminated by mounting
same on ball bearings. The valve is

properly balanced, so that there is no
tendency to close when released. By
means of the unique arrangement, the

speed of the engine can be changed dur-

ing the load range by means of a regu-

ar speed control.

The entire mechanism is enclosed in

a dust-proof housing of neat appear-

ance, the governor shaft, upon which

the balls are mounted, runs in ball

bearings, and the end thrust due to

the control spring, is taken up by the

end thrust ball bearings. The gover-

nor weights are heavy enough, insuring

a good pull or torque on the throttle

valve.

The installation of the governor is

simple, and can be done by one man in

less than an hour's time. No tools

other than those furnished with the

tractor are required, as there are no

holes to drill and no other mechanical
operations to perform. It fits right

in and forms a part of the machine.
The makers guarantee the governor to

maintain a speed within 10%.

TREX RIM COMPRESSOR

THE Trex Rim Compressor is design-

ed for removing and replacing auto-

mobile rims of the split type. It is

ajustable to any size rim, and holds it

in collapsed position, while the tire is

taken off. When the tire is replaced, it

forces the rim back into place. The
makers say it does not injure rim, or

spring it out of shape; and there is no
danger of pinching the inner tube.

In replacing the tire, the flat end of

the compressor is placed against the in-

side of the rim. The other end of the

tool is hooked over the opposite side of

the rim and when the ratchets are re-

versed the handle is worked back and
forth' until the rim goes back into place.

The device also locks the rim. It is

made of malleable iron and works like

an ordinary jack. It is distributed in

Canada by the Trexler Company, 397

Guy Street, Montreal.

STARTING AND LIGHTING SYSTEM

THE Atwater Kent ignition system is

the six-volt, single-wire type, de-

signed for the new style 1919 Ford. It

is furnished complete, say the makers
from the tail lamp and bulb, to the

smallest washer required for -installa-

tion. It is manufactured by the At-
' water Kent Mfg. Co., 4937 Stentpn
Avenue, Germantown, Philadelphia,

who say it is easy to install? and re-

quires little attention. The generator
is the compound wound type, which
automatically adjusts itself to the load,

and delivers to the battery its proper
charge under all conditions.

The starting motor is equipped with
a standard Bendix Drive, and is of the

series wound type with large brushes
and commutator. The system is fitted

with an exide, 80 amp. storage battery,

and the instrument board is complete
with swntch, ammeter, and a specially

Gemco Overland "4" Rear Bumper,

Rustsolvo.

Atwater Kent Starting and Lighting System.

designed carburetor choke lever. A
carefully prepared instruction book
accompanies the outfit giving complete
details for installation.

GILMER FAN BELT

WOVEN from tough long-fibre cotton

yarn specially spun, the Gilmer
endless fan belts, manufactured by the
L. H. Gilmer Co., Philadelphia, are
made to cover practically the entire
range of flat type fan belt demand.
The makers say they are neither spliced
nor laced, like most ordinary belts and
they do not slip or jerk but run evenly
and smoothh^, driving the fan quietly
and with minimum wear. Each belt

is treated with a special non-evaporat-
ing compound developed by chemists;
by thi.s process every thread is thor-
oughly impregnated, making the belt
unaffected by heat, moisture, dust or
mineral oils. These belts are distri-

buted in Canada by the Canadian
Fairbanks-Morse, Canadian General
Electric and several other prominent
distributors.

GEMCO OVERLAND "4" BUMPER
'pHE Gemco Manufacturing Co., Mil-
J- waukee. Wis., has brought out a
new bumper to fit the rear of Over-
land "4" cars. One of the most import-
ant features, the makers say, is the
fact that the bumper fits on the frame
of the car without loosening any bolts,
or damaging the machine in any way.
Each bracket is attached by means of
a forged hook; the lugs on the brackets
being staggered to fit on each side of
the channel of the frame. These lugs
hold the bumper from sagging when
attached. The bumper is finished in
the highest grade of black enamel or
nickel plated.

RUSTSOLVO

THE Rust Products Company, 1026
Rand McNally Building, Chicago,

111., have put on the market a product
for removing rust or carbon, known as
Rustsolvo. It is a free flowing fluid,

non-inflammable, a few drops of which—the makers say—will cut any deposit
of rust, carbon, graphite, or green
corrosion, enabling bolts, nuts, pins,
etc., which have become rusted in, to
bo easily loosened and removed.

STEEL SPIUNG AND TIRE

A TIRE has been invented, which, it

is said, will revolutionize the tire

industry. The inventor is an Akron
rubber worker, Guy Stever, who has
received his patent papers. In place
of an air cushion. Stever has substi-

tuted flexible steel springs. The cas-

ing is also of flexible steel in lieu of
rubber. Stever was working on his in-

vention for five years, during which
time he guarded his secret very closely.

No working model has been made yet.

The only rubber used in Stever's tire is

in the cord tread. For 30 x 3 inch

tires. Ford size, a 3-16 inch steel spring
forms the cushion. The tread is sup-

ported by a flexible steel band with
the spring beneath. The tire is built

onto steel rims and ready for adjust-

ment.
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SATISFACTION
Dealers, Garagemen,

Customer
"CHAPMAN"
bearmgs are husky-

strong bearmgs filled

with long hardened

steel rollers that will

stand the load, better

than balls, actually

too small for the iob.

They will outlive the machine in which they are

fixed and are only a small investment.

They pay for themselves over and over again during

the first season.

Th ese bearings are

Made m Canada and

they are carried by

jobbers everywhere.

ADD TO YOUR PROFITS
AND GOODWILL

Dealers need them because they are what the cus-

tomer wants. They make good profits for the Garage
man, and since they give the best service to everybody
concerned, they spell satisfaction all round and satisfac-

tion means increased profits.

Write to Us for Full Particulars

The Chapman Double Ball Bearing
Co., of Canada, Limited

347 Sorauren Ave. Toronto

ALLIS-
CHALMERS
TRACTORS

The 6-12 Tractor is readily attached
to any implement the farmer may
already have, requiring four horses

or less and forms a real one-man
outfit. 12 Belt Horse Power.

DEALERS:
Territory being rapidly taken.
The Sales Proposition is right.

APPLY NOW

The 18-30 Tractor embodies the
most modern engineering- and con-
struction. Officially proven a leader
in the Tractor Field.

CANADIAN
ALLIS-CHALMERS, Limited

Head Office, 212 King West

TORONTO
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The Ford Steering Control

Sells Easily and Quickly:

Witt) tfiis steering

appliance you can

absolutely derive

the same pleasure

an.d safety in driving

a Ford , as you

experience in the

highest priced car5

Rothwells Auto Specialties

A Real Money Maker

Every Ford owner needs this device. A short
demonstration clinches the sale. Sold on a
"Drive it for TEN DAYS and if dissatisfied
get your money back" guarantee. You can
easily sell 9 out of 10 owners in your locality.

, The price $3.75 (retail) is right.

Relieves all the strain of gripping the wheel.
Saves tires by eliminating the quiver of front
wheels. Minimizes the danger of swerving
on rough roads. Guides the car in a straight
line. Practically does away with cold hands
in winter caused by gripping the wheel
tightly.

Drop us a line for agency proposition and full

particulars of terms and prices.

Successors McKenzie, Crews & Company
to Richmond Bldg. Toronto, Ontario

AMICmYmmCHAND.
Guaranteed? You Bet

!

Any part found defective during the life of the engine is replaced by
us, free, but we don't have to make good on that guarantee very often.

Dealers! You want to handle an engine you can tack your
personal guarantee onto.

Go as far as you like in recom-
mending the

London
Engine

She's a smooth-running, regular performer—lots of power and no fuss
or trouble. Vertical type, same as high-grade auto engines. No trouble
from dirt in cylinder—no tank—no fan—no leaky joints—no freezing in

zero cold. Gasoline is contained in the base—means safety and lower
insurance rates.

This engine will win you FRIENDS. It's "The Right Arm of Power"—

a

grand piece of work you'll admit when you see it.

We are advertising the "LONDON" Engine from Coast to Coast.

Write for terms and territory

LONDON GAS POWER CO., Ltd.,
29 York Street, LONDON, Canada.
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Power Plants Make
Farms More Livable

By FRANK SCOTT

EXPERTS who have analyzed the
rapidly increasing demand for
electric light plants on the farms

estimate that within the next five years
more than 60 per cent, of the farms
of the country will be so equipped. It

is simply another illustration of the
increasing ability of th.e farmer to

take advantage of all labor-saving and
comfort-giving devices.

A few years ago such an innovation
as electricity on a farm was the great-
est rarity except in those districts

where the power could be obtained with
short transmission. But the high
prices paid in recent years for farm
produce have so increased the farmers'
buying powers that the purchase of
an electric lighting plant becomes en-
tirely possible.

It is a big field for the dealer in imple-
ments and automotives and one that
has rarely been touched. Unlike the
(ractor, which has to be demonstrated
widely before its advantages become
manifest to the average farmer, elec-

tric lighting is a thing with which the
farmer is thoroughly familiar: He
knows its advantages; he sees them
when he attends a motion picture thea-
tre, when he .switches on the lights of
his car, when he rides in a trolley car.
It is something with which he has been
familiar all his life.

And its advantages to him are ob-
vious. The farmer is coming to realize
more and more that mechanical power
will give him better results than the
old fashioned, back-breaking methods.
He has witnessed it time and again in

the tractor, in the automobile — in

dozens of other devices he had adopted.
The installation of electricity pro-

vides advantages quite as great. With
electricity, the wife's tasks of wash-
ing, ironing, churning, running sewing
machines, will be lightened in some
cases as to become almost negligible.
And the comfort and appearance of a
house lighted by electricity compared
with the old-fashioned, smelly, often
dangerous oil lamp are patent. Elec-
tricity, too, will bring what the farmer
usually regards as luxuries in his home.
At his disposal will be electric toasters,
chafing dishes, heating pads and other
domestic conveniences.

npHAT is in the house. Outside, the
advantages of an electrical plant

are quite as great. One of the chief
of these lies in the elimination of the
danger connected with the use of an
0^1 lantern. Many a fine barn has been
reduced to ashes through a lantern be-
ing kicked over.
The rays of a lantern are feeble, too.

In a large barn or stable they pene-
trate only a very few feet. Electricity,
however, will illuminate the largest
farm building by means of a very few
bulbs. And good lighting is both econ-
omical and labor-saving. On the aver-
age farm in winter time a great deal
of the work is done during the hours
of darkness, in the early morning and
in the evening. Horses are harnessed,
unharnessed, fed and their stalls
cleaned; milking is done. It is easy
to see how much the farmer would gain
through being able to do this work in a
well-lighted structure.
The simplicity of the modern electric

light plant is another strong argument
in its favor. The unit system, by which
generator, storage battery and switch
are mounted on the same base, is es-
pecially easy to handle.
The best way to form an accurate

idea of the demand for electric lighting
plants is to make a trip through the
country and remark the number of
houses without them. It will convince
the dealer of the splendid prospects
for such a line.

The logical dealer or distributor for
farm lighting plants is the car or im-
plement dealer, for the reason that, if

operating in a town of any considerable
size, he has a sales force and advanc-
ed selling methods-—a considerable ad-
vantage; but whether a dealer on a
large or small scale he usually has a
financial and business standing in the
community that should give him an
advantage over competitors.

In the case of the auto dealer, it is

further apparent that he would be
particularly suitable for such work,
because he usually has a car; and it

would be easy for him to attach a
cabinet in which could be carried the
lighting plant and take it out to the
house of the man who wants a demon-
.-;tration.

T70R the dealer operating on a big
•I scale, there is no doubt that the
=ale of such devices should be estab-
lished on a system independent of the
other activities of the agency. But in
the case of the small dealer such sales
could be undertaken in conjunction
with other work quite profitably.
Regarding methods, the best the

average dealer could adopt would be to

go right out and work the territory,
while at the same time distributing the
advertising literature—if of a convinc-
ing nature—of the company whose
product the dealer is placing.
The great trouble with the trade in

this commodity in the past has been
the inclination of the dealer to treat
it as a side line of secondary import-
ance, to be worked at only when there
was an off season in autos, tractors or
farm implements. This is a mistaken
idea. It is not a matter to which casual
reference should be made only spas-
modically, but one which, if success is

to be attained, should be given as much
attention as any of the above-mention-
ed articles.

The one great objection in the way of
-selling plants lies in the fact that the
average farmer is firmly convinced that
electric lighting is a luxury to be en-
joyed by town folk; that the lighting
of farm houses by electricity is a far
'•ry. But it should be easy to disabuse
his mind of that idea, .because the
farmer is thoroughly conversant with
eipctricity. He realizes its advantages— it requires little demonstration. And
that is a point to keep well in mind:
the farmer knows the values of such
tquipment just as well as he knows the
advantages of farming with motive
power. The only thing required is to
convince him that he is in a position
to enjoy those advantages, that he can
afford them just as well as the inhabi-
tants of the towns.

NO MOTOR SHOW FOR TORONTO
IHHE annual meeting of the Auto-

motive Industries Association of
C anada was held at the National Club
cn Jan. 26. The two most important
matters under discussion were motor
exhibitions and the. purchase of trucks
and cars by the Government without
tenders. It was decided at the meet-
ing that no motor show would be held
:n Toronto this winter, owing to the
lact that no suitable building was
available. It was further decided that
a deputation from the assoc ation waiv

Government asking that all
pub.ic automobile equ'pi.iei.L be pur-
chased hereafter by tender.
Among those present were: R. Grav

w n^'^T^'','"*
Motors, T. Russell of

Willys-Overland Ltd., S. McLaughlin,
McLaughlin, Oshawa, and T McGre
gor of Ford Car Co. G. M. McGregor
was elected President and R. S Mc-
Laughlin of Oshawa, Vice-President.

NIAGARA-FALLS. CANADA ^
OLE MANUFACTURERS. UNDErIS

AUTO MIRRORS
C Bracket

for Closed Bodies

Style D—for Motor Truck* Style A—Lontr

Style F
for Front Fenders

The "Hindview" Auto Mirror prevents accidents
by enabling the driver to keep an eye on the rear
traffic without losing sight of the road ahead. Our
Ball Joint allows immediate adjustment to any de-
sired angle without the use of any tool.

Substantially made — nicely finished — has five inch
plain, or lens, plate glass mirror. The lens mirror in-
creases the field of vision about 50 per cent, without dis-
torting the view. Note large, firm clamp for. attaching
to windshield.

Write for our folder showing complete line

Agents, Jobbers, Write for our Proposition

Superior Quality Prompt Deliveries

PRESSED METAL PARTS, LIGHT AND MEDIUM WEIGHT STAMPINGS
Our complete plant, superior equipment and efficient organization are at
your service. You will insure satisfactory results by letting us make your
stampings. Motor, axle, transmission and clutch stampings. Write to-day
enclosing blue prints or samples for estimates and our catalog

KALES STAMPING COMPANY
446 West Lafayette Blvd. Detroit, Michigan
Cariadian Representatiye: Donald F. Johnston, 146 Bleury St., Montreal, Que.; Yonge andUundonald Sts., Toronto, Ont.; 612 Portage Ave., Winnipeg, Man.
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RADIATOR GUARD

THIS new motor truck accessory con-

sists of a section of Irving Sub-

way grating, mounted in a strong steel

frame shaped to conform with the

radiator. Irving Subway, is a form of

grating; its exclusive and distinctive

feature is its truss-like arrangement of

alternate straight and reticuline steel

bars, solidly riveted up and taking a

blow or pressure edge-on.

The makers say that in tests Irving

Subway has proved to be one of the

lightest and strongest forms of grating

made. The full advantage of this

great shock-resisting material is em-

bodied in the Safety Radiator Guard.

The opening tiirough the grating is

80 per cent, of the panel area, so that

ample aii circuliiticn is assured. The
device is madd in a variety of styles

and sizes adapted for all standard
makes of trucks. It is manufactured
by the Irvi:i,^ Iron Works Co., Long
Island City, N.Y.

RIE NIE FABRIC FAN BELT

THE Durkee-Atwood Co., Minneapo-

lis, Minn., have placed on the mar-
ket a new type of fan belt for auto-

mobiles and trucks, known as the Rie

Nie fabric fan belt. The makers say a

special feature of the belt is a wrapper,

or jacket, which encloses the filler plies,

preventing fraying, and leaving no raw
edges to absorb oil or the possible clog-

ging of the fan belt bearing. This belt

has been tested on all makes of cars

and proved satisfactory.

BURD PISTON RING

THE new Burd piston ring is of the

step-joint type; the outer surface,

which comes in contact with the cylinder

wall, having raised edges which, the

makers say, wear down quickly, seating

perfectly with a glass-like surface in

harmony with the cylinder wall, in

about 45 minutes. A channel, .002 of

an inch in depth, is in the centre of

the face, and carries an oil film, that
prevents cylinder wear during the seat-

ing process.

The 'Burd quick seating piston ring

is made in all sizes, for practically every
make of motor. The makers say the ma-
terial used is of the highest quality,"

dense, tough gray iron, filtered so that
all impurities are removed. The rings
are ground to micrometric accuracy of

.00025 of an inch, are exceptionally
resilient, and will not break down
under cylinder heat conditions. They
are made by the Burd High Compres-
sion Ring Co., Rockford, 111., Auto
Sales, Ltd., 545 Yonge St. Toronto.

STOW TWO-SPINDLE DRILL

'T^HIS m.achine is a two-speed, two-
spindle portable electric drill, de-

signed for doing exacting work. The
makers say, by means of the two spin-

dle drills, from 1-16 to %-inch can eas-
ily be used, and drilling efficiency and
accuracy assured. It is fitted with a
heavy-duty type of motor, extra heavy
bearings and grease-encased gears
made of specially treated steel.

No. 1, or centre, spindle is fitted with
Jacobs chucks, taking S.S. drills to

V^-inch, speed 450 revolutions per min-
ute. No. 2, or the offset, spindle, Is

fitted with a Morse taper socket and
takes Morse taper drills up to inch,
speed 225 r.p.m. This tool is specially
adapted for use in a small shop or
garage where not more than one tool

of this kind is desired. It can be sup-
plied fQr either alternating or direct
current, and is manufactured by Stow
Manufacturing Company, Binghamp-
ton, N. Y., U. S. A.

JEFFERY'S MARINE GLUE
'TpHIS is a powerful glue for water-
- proofing boat decks, hulls, covering
canvas, ammonia pipes, etc. The mak-
ers say its peculiar properties are those
of flexibility and durability, and al-

though it becomes soft and pliant under
heat, it still retains its strong adhesive
properties, and is clean and insoluble

Irving Safety Radiator Gnard.

Rie Nie Fan Belt.

BURD Ouick-Seating

Piston Ring

Aato Spark Lite

Stow Two-Spindle Drill.

n:. i:> VULCAN /

Vulcan Tool Holder

Lox-on Air Chuck Accelerator

in water. It is manufactured by L. W.
Ferdinand & Co.. 152 Kneeland Street,
Boston, Mass.

AUTO SPARK CIGAR LIGHTER

A DEVICE of special convenience to

motorists who smoke, known as the
Auto Spark Lite, is being marketed by
the J. C. McAdams Sales Company, 51
East 42nd Street, New York. The
makers say it will operate on any make
of car or motor boat using gasoline as
fuel. In operation it is simplicity it-

self, insuring a reliable light, as it oper-
ates by simply igniting a gasoline-
soaked vdck from a spark taken from
any one of the spark plug circuits of
the motor.
The Auto Spark Lite is attached to

cowl board and connected to a spark
plug. It is made of metal, black enam-
elled, with nickel-plated centrepiece;
contact points are enclosed in porcelain
body. The Canadian distributors in-

clude John Millen & Son, Ltd., Mont>
real; Hyslop Bros., Toronto; and Bow-
man Bros., Ltd., Saskatoon.

FORGED-CUTTER TOOL HOLDERS
TpHE Vulcan forged cutter tool hold-

ers are manufactured by J. H. Wil-
liams & Co., Brooklyn, N.Y. The mak-
ers say the holders are all drop-forged
from a fine grade of special steel, so

heat-treated as to develop its maximum
toughness and stiffness. They are sim-
ple in construction, being composed of
but three parts — the holder proper, a
square-head cam, and a locking pin.

The cutters are also drop-forged
from "Agrippa" high-speed steel, and
are finished and hardened ready for use.
They are furnished in a wide range
of sizes and types — diamond-point,
roughing, hog-nose, flat-nose, thread-
ing, etc. The angular seat on the rear
of the shoulder permits the locking pin
to force the heel, or step, of the shoul-
der directly against the holder proper.
The Canadian distributors are the A.
G. Low Co., Saskatchewan, Sask.

FOOT ACCELERATOR
A DAMSON foot accelerator, which is

manufactured by Adamson Manu-
facturing Company, Hamilton, Ont., is

specially designed for use on Ford cars.
The manufacturers claim that this new
device can easily be attached in a few
minutes by Ford owners, and that it is

only necessary to remove one of the
cylinder head screws to clamp the ac-
celerator in position, a wrench being
the only tool required.
Another feature claimed for this ac-

celerator is that, owing to the simple
construction, no fitting or altering is
necessary, thus making it an easy mat-
ter for almost anyone to install.

The attachment cannot rattle, and
consists of only one moving part sup-
ported by a spring tension bearing as
shown, and is a practical device, giving
the operator complete control of the
throttle with the foot. It is operated
entirely independent of the hand throt-
tle, similar to that regularly used on
all other cars, and is of equal conveni-
ence.

LOX-ON AIR CHUCK
'T^HIS is a device of special use in
-* the garage and air station. It is

made by the Automatic Safety Tire
Valve Corporation, 1765 Broadway,
New York, who say the Lox-On Air
Chuck cuts down electric bills, length-
ens the life of the compressor and stops
the expense of replacing rubber wash-
ers every day. It slips over the valve
and then grips it, or releases it by turn-
ing the lever.

The air chuck is guaranteed not to
leak. It is provided with a metal baf-
fle-plate which prevents the chuck from
being pushed down over the valve shoul-
der. All parts are accessible and inter-
changeable.
The device is made with a universal

stem to fit either ^A-inch or %-inch
hose. When the lever is turned on, the
rubber is pressed in, gripping the valve
tiehtly and preventing any escape of
air.
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Sales are Quick
44 9>

Coil Box Protector

The Only Protector for FORD CARS
Against Rain and Wet Weather

Ford cars frequently stall in wet weather.

The water works in between the hood

—

into the coil box, causing short circuit.

This inconvenience is prevented if you use

the "Casco" Box Protector. It covers the

Ignition and Coil Box.

Dryness is guaranteed.

Without Rubber $1.00
Rubber Insulated 1.50

44 95

Oil Drain Cock

Pw
Compfet*

The "Casco" Oil Drain Cock is Automatic
in action. No cock wrench is required.

No Ford owner should be without one, as it

enables him to easily keep close tab on the
oil level and prevent unnecessary wear of
bearings.

Complete, per pair, $1.50

—the Profit GOOD
44 55

Fan Belt Guide
Put on in

a Minute

Clamp9 here
to Crank Case

Flange

Clamps here to
Crank Case

Flange

There are many good prospects

in your vicinity for these

Ford Necessities
They aren't accessories in the ordinary
sense of the word—they're necessities.

|

Show them to a Ford owner and he wants
them immediately. He needs them, and
when he sees the price is right they go like

hot cakes.

"Let Ford Owners Know You Sell Them—the rest is easy''

$5.00

"Hold 'Em in the Road" for Ford Cars

Hold 'Em in the Road
Radius Rod Brace, Anti-Rattler, Axle Support
and Safety Device All in One. There is no Acces-
sory Manufactured for Ford Cars that carries as

Strong Combination of Strength and Safety. FITS
ALL MODEL FORDS TO 1919 INCLUSIVE.

Cooper Auto Supply Co., Thomasville, Ga., U. S. A.
A. H. Frazier, 1150 Homer St., Vancouver, B.C.

Manufacturers' Agent

CANADIAN JOBBERS

Merrick-Anderson Co., Limited, Winnipeg
John Millen & Son, Limited, Montreal, Toronto
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Made in Canada

No. 500

V2" standard with
Three-in-One Terminal

No. 501
%" Standard with

Three-in-One Terminal

No. 502

%" Long with
Three-in-One Terminal

No. 503
%" Long with

Chevrolet Ball Terminal

No. 506

Vz" Long with
Three-in-One Terminal

Hotter Spark for All Cars
M. & S. Spark
Plug No. 500
is Standard

Equipment on
Model No. 4
OTcrland

•
three-in-one terminal is adapted to any style ienition wir-mg. For the Chevrolet there is a special model bMuS^^ll

Ho„er Sp.rk- You « _ ^.^^ ^^^^
test ensures against

can feel the quicker re-

JL
1

sponse the moment
you start your car—if

you have the M. & S.
hotter spark!

The M. & S.

ball point, con-
centrating the
current, and
thus intensify-
ing the heat, means a larger and
hotter spark.

You can feel your car answer to
the better ignition and more com-
plete combustion. It's great!
Alone this hotter spark justifies
a trial of M. & S. Plugs.

The high grade porcelain has
perfect chemical glaze unaffected

Andspark troubles
mark this

—

M. & S. porcelain is

— . 2^ interchange-

The PliuiwithtlieHotter ^^i"^^wtf^A * celain fits allSRARK. "o„ puce
Centre Elec-

trode of 97% nickel-steel elimin-
ates the danger of carbon fouling.

M.&S. Plugs are Canadian
made by Canadian workmen.
Nothing but very highest class
materials and workmanship.
Our hard and fast guarantee means

just what it says—complete satifac-
tion or free repair or replacement.

J

No. S04

Hcgular with
Three-in-One
Terminal

and Gaskets

Dealers! Order from your nearest Jobber or write us direct for descriptive circular

Machine & Stamping Co., Limited
Commercial Dept.—Russell Motor Car Company, Limited,

1209 King Street West, Toronto. Ontario

No. 505

Porcelain
with Chevrolet
Ball Terminal
and Gaskets

Costs Little—But
THOUGH you protect your

home—your barn—your stock
vi'ith insurance against fire

does not free you from the loss fol-
lowing damage to many valuable
documents and papers that maybe
you now keep in an ordinary locked
drawer.

The eitra protection against fire, loss or theft
outweighs the slight cost of installing a "Tay-

lor" 199— It just fits the
Farm Home.

Dealers and supply houses
write for terms.

J. & J. Taylor
LIMITED

Toronto Safe Works

TORONTO

Manager Wanted, for Cana-
dian National Newspapers
and Periodicals Association

To act also as Secretary-
Treasurer, and carry on the
Association's general work, under
the direction of the President and
the Board of Directors, study the
interests of the various classes of
publications in the Association, and
plan and carry on promotion work
in their interests. Applicants
should understand advertising and
merchandising.
Apply in writing only, stating

age, full details of experience, and
salary expected. Applications will
be treated as confidential.

Address Acton Burrows, Presi-
dent, Canadian National Newspap-
ers & Periodicals Association, 70
Bond Street, Toronto.

ENCxLISH MOTOR AMALGAMATION
T ONDON, ENGLAND.— What the

' biggest motor amalgamation in
England hopes to achieve in the way of
mass production was set forth at a
recent luncheon at the Savoy Hotel.
The new organisation will be known as
Harper, Bean, Ltd., H. J. Whitcomb,
chairman of it? board, stated. Asso-
ciated with it are such firms as Had-
field's, Ltd., Harper, Sons & Bean, Ltd.,
the Vulcan Engineering Company, Ltd.,
Swift, Ltd., the British Motor Trading
Corporation, Ltd., the Harvey-Frost
Company and the Birmingham Alum-
inum Company. It represents £6,000,-
000 in capital.

Mr. Whitcomb rejected the descrip-
tion of combine for the organization,
explaining that that was the point
against which, in this amalgamation,
the whole energies, intentions and prin-
ciples of the directorate would be firm-
ly concentrated.

"It is estimated that not less than
two years must elapse," said he, "be-
fore our ideal magnitude of production
can be achieved and we can enter upon
our projected programme of units for
100,000 motor vehicles. Thus we shall
start with a completion of only fifty
cars per week in January and increase
this number gradually until we expect
to complete by July, 1920, 300 per week;
by December, 1920, 600 per week- by
July, 1923, 2,000 per week.
"Our programme does not include

the high priced vehicles, but the car
for the multitude—50.000 of one type
Uhe small car), 25,000 of the medium
car and 25,000 of the commercial ve-
hicle—three types only.

"Provision has been made to give
our employees a real and tangible in-
terest in the results in the form of
500,000 fully paid ordinary shares, to
be held by trustees on behalf of the
employees as a whole for the purpose
of a benevolent fund for them and their
dependents."

ONTARIO MOTOR LEAGUE
BANQUEl

T^HE annual banquet of the Ontario
Motor League was held in the

King Edward Hotel on Jan. 19, when
upwards of 700 members were present.
The President, J. J. Gibbons, presided,
and in his remarks announced that
representatives of 80 distinct affiliated
organizations were in the room. The
principal speaker was the Hon. F. C.
Biggs, who spoke at some length on the
new road policy of the U. F. O.
The officers elected for the ensuing

year were: President, G. A. Hodgson;
First Vice-President, A. R. Green;
Second Vice-President, W. F. Goforth;
Third Vice-President, J. B. McKillop,
President of the London Motor Club.
London, Ont. Aid. F. M. Johnston,
Brig.-Gen. H. C. Bickford and Brig.-
Gen. John A. Gunn were added to the
Board of Directors.

DEALERS ENTERTAINED
TPHE management of the J. I. Cas°

Co., Saskatoon, entertained their
local dealers recently to a banquet at
the Hub Cafe. The gathering was held
in connection with their annual school
for dealers and farmers handling their
implements. W. L. McQuarrie, the
organizer for Northern Saskatchewan
for the Retail Merchants' Association,
attended and gave an address on the
work that was being done by the Sas-
katchewan-Alberta Branches of the
Association, from their Provincial office
at Saskatoon.

VANCOUVER. — The Rand Tire
Company has secured a lease on a prop-
erty at the comer of Granville and
Drake Streets, and work is already
under way on an up-to-date garage with
a frontage of 50 feet on Granville and
120 feet on Drake Street. The com-
pany expects to occupy the new prem-
ises in February.
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THE 0MMERCIAL (^EDIT (OMPANY OF (aNADA umiteo

IS

A CANADIAN COMPANY offering service

of interest to and in the interest of Canadians.

Time payments made possible and profitable for

Manufacturer, Dealer and Customer. Of parti-

cular interest to Automobile and Musical Instru-

ment Trades.

LET US KNOW YOUR REQUIREMENTS

THE (OMMERCIAL (r^EDIT (oMPANY OF (aNADA limited

Bank of Hamilton Building, Toronto, Ontario
McArthur Building, Winnipeg, Man.

WE GIVE

"Quality and Service"
IN

TRACTOR and TRUCK
STEEL CASTINGS

JOLIETTE STEEL CO., LIMITED
903 Read Building, Montreal

JOLIETTE, P.Q.

EXCLUSIVE FEATURES AT
SEED-BED PREPARATION

No other tractor is so well adapted to this work as the
GRAY. The Wide Drive Drum and wide front wheels
distribute the weight so that no wheel marks or ruts are
left in the seed-bed. The side hitch permits the easy
hitching of all tillage tools,—discs, packers, harrows and
cultivators.

You can also plow and do

belt work. It is truly a

general purpose tractor.

It also has a reputation for
quality and a low repair record.
It has proved itself over a long
period of years. It is here to
stay.

Dealers—we have territories open.
Write for full information

THE GRAY TRACTOR CO. OF CANADA, LIMITED
307-9 Electric Railway Chambers

WINNIPEG, MAN.

AT T«ESE ^

A Real Job.—A financier is one who
can keep up both the auto and the
mortgage that got it.—Greenville
(S.C.) Piedmont.

What Was He Starting?—Mr. Ed.
Grosch had the misfortune of having a
bone in his right arm broken while he
was attempting to start it one morning
last week.—Mendotta Reporter.

Raising the Rent.—"If you can sup-
ply me with two rooms I'll give you
fifty dollars a week."

"You're too late ; a gentleman's prom-
ised to marry me for them two rooms."

* * *

Right on the job.—"What's that big
crowd up at Smith's place?"

"Well, they are salesmen that the old
man sort of promised he'd buy a new
tractor from some time durin' the year.
Twenty-six landed this afternoon, and
the road is full of them on their way."

A Little Early.—The kind old gentle-
man met his friend, little Willie, one
very hot day.

"Hello, Willie!" he exclaimed. "And
how is your dear old grandpa standing
the heat?"
"Aint heard yet," said William. "He's

only been dead a week."

* * *

Nothing on Him.—"You. know," said
the lady whose motor-car had run down
a man, "you must have been walking
very carelessly. I am a very careful
driver. I have been driving a car for
seven years."
"Lady, you've got nothing on me. I've

been walking for fifty-four years."

* * *

Out of Countenance.— A Wichita
woman, while reading football reports
one day recently, chanced to inquire of
her husband if he ever played football
at college.

"Yes," he replied. "I played one
game and they just simply walked all

over my face."
"Oh," she rejoined, "so that is what

happened to it then!"—Wichita Eagle.

* * *

Made a Difference. — Collector to
small boy. "Is your father home?"

Small Boy: "Lemme see if I can re-
member. If you're the man that sold
Pa the threshing machine, he has gone
to town and don't know when he will
be back. But if you are the man that
owes him for threshing your crop, he is

right around there in the woodshed."—Minneapolis S. & M. Co. Bulletin.

* 4: *

Too Good to Be True.—Anxious In-
quirer : "Is it true that for five dollars
I can insure my house for $3,000?"

Clerk: "Quite true, madam. If your
house burns down we pay you $3,000."
"And do you make any inquiries as

to how the fire originated?"
"Certainly. We make the most care-

ful inquiries."

"Ah ! I thought there was a catch in
it somewhere!"

Horn Was 0. K.—Possibly the apex
of sarcasm or something was reached
the other day when Jones took his
fiivver to a repair shop and asked the
man there what was the best thing to
do with it.

The repair-man looked the car over
in silence for several minutes, after
which he grasped the horn and tooted
it. "You've a good horn there," he re-
marked, quietly. "Suppose you jack
it up and run a new car under it?"

—

Boston Transcript.
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Fumes

Sell the Time

Saver Engine

Drive Washer with a good

engine and a BT Line Sheit.

The Operator does not get

the gasoline fumes, as she

does when the
,4*7^^

engine is attach- 'j^T ]fh
ed to the washer.

Time Saver

Engine Drive Washer

The small engines attached

to some washers are a trouble-

some proposition. The engine

runs under variable conditions.

Women don't understand it.

It means numerous trips on
your part to make explan-

ations and repairs.

A larger engine with a line shaft,

will run the washer better. It

will give you less trouble.

It will run other machinery as

well. Send to our nearest

branch for catalogue.

Beatty Bros., Limited
St.John.N.B. Fergus. Ont. Winnipeg. Man.

Montreal, Que. London, Ont.

Edmonton, Alta. Vancouver, B.C. A^^SJ/
%t5^Undon, Eng. 16 Holborn Viaduct, ^^^ J^^
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VETERAN
MOTOR TRUCKS

Made in Canada

POWER, LOW UPKEEP, LONG LIFE
This combination interests the man who has freight to haul

Why We Use The Buda
Model H.T.U. Engine

Because it is essentially a real Truck engine,

weighs 800 lbs., heavy duty type, 414' bore,

51/2" stroke.

Because it develops its maximum horse power,
33.1, at the low speed of 1100 R.P.M.

Because it has full forced feed lubrication,

even to the wrist pins.

Because of the greatly increased cooling area
for cylinder walls.

Because it has detachable cylinder head, thus

top overhauls can be made without taking
down the engine.

Because the water circulating passages are so

arranged as to produce the greatest efficiency

with proper cooling around the valves and a
uniform temperature of the entire combustion
chamber. 2-2}/2 Ton Model complete with Cab and Stake Body

Because of its oversize crank shaft bearings. Front bearing, 2i/s" x 3i/s"; Middle, 2Vj. 'x 2%"; Rear, 2%" x 4".

Because of the extra wide face, 1'
,^J inches of the timing gears, and their accessibility.

Finally, Because we consider that it is the best.

Why We Use the Cotta Transmission
Because the gears are always in mesh, and there is no gear shifting, the reductions being made by means of dog clutches, the
gears remaining in mesh, careless drivers cannot rack or strip the gears.

Because we get four speeds forward, the extra cost entailed being more than compensated for by the diminished wear and
tear to working parts.

Because the four speeds permit a wider range of intermediate speeds and give to the wheels a greater amount of power
when in low gear. Therefore, when in low gear the load can be got under way with a minimum strain on all parts.

Finally, Because we do not know of a better.

Eastern Canada Motor Truck Co., Limited
HULL, QUE.
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Possibilities of the Motor Truck
A Review of Its Present Uses and Possible Developments.

WHAT the motor truck is doing
for us in our everyday life and
what it is likely to do in the

future is the subject of an article in

Colliers' by Joseph Brinker.

In the everyday work of the motor
truck, he says, some uses stand out

prominently—for instance, the chain-

store idea as applied to groceries,

meats, cigars, shoes, clothing, and
many other products. In fact the

motor truck has really been responsible

for the success of the chainstore idea.

It was cheaper and quicker than rail-

road, express, or horse-drawn vehicle.

One large wholesale grocery concern,

with warehouses in Jersey City, N.J.,

increased its chain stores from 712 in

1914, when it first used the motor truck,

to 3,900 in 1919; fully 60 per cent, of

the goods was forwarded by motor
truck and 40 per cent, by freight, ex-

press, or horse wagon. The 108 motor
trucks employed by the concern men-
tioned aws operated in ten cities and
handle nearly 200,000 tons of groceries
a year.

SEVERAL years ago meat packers
maintained that it was impossible

to distribute fresh meat between one
city and another, or in the outlying
territory of a large city, by means of

motor trucks. While refrigerator
trucks won the confidence of the pack-
ers in the beginning, it is a fact that
fresh meat wrapped in burlap and
covered with tarpaulin is now being
carried ia open truck bodies without
spoiling, even in summer weather.
One truck owned by a Detroit packer
now makes a daily round trip between
tiiat city and Toledo, a distance of over
fifty miles. By the use of a trailer, it

carries 9 tons of meat and makes the
trip one way in six hours. Previously
by rail it took two and one-half days.
The truck service rendered has been so
satisfactory that the packer is now
contemplating extending it to branches
in Flint, Lansing, and Pontiac, Mich.,
and to other cities within a 100-mile
radius.

XI/HENEVER you think of the high
' ' cost of shoes, remember that shoes
are shipped from the factories to the
retail dealers in wooden boxes and that
the cost of these boxes must be included
in the selling price of the shoes. One
progressive shoemaker in Brockton,
Mass., is not held up by embargoes. He
transfers the lumber used for making
the shoe cases in 9-ton lots daily by
means of a 5-ton truck pulling a 4-ton
trailer.

Nearly everything that we eat, wear,
and use is now handled one or more
times by motor trucks on its journey
from the point of origin to the final
consumer. Milk, for example, is gen-
erally hauled in cans from the farm to
the railroad in horse wagons or motor
trucks. This is expensive, and in cer-
tain sections the dairies are now em-
ploying 500-gallon tanks mounted on
motor trucks. This bulk handling is so
economical that it gives promise of
eventually becoming the general prac-
tice.

Upon reaching its rail destination in
the city, the milk is again handled by
motor trucks from the terminals to the
pasteurization plants and thence to the
distributing stations. Any of the in-
habitants of New York City who are
awake between midnight and 3 a.m.
and happen to cross the thoroughfares
leading from the milk terminals in New
York and New Jersey, or the bridges
over the East River to Long Island,
will be surprised to find that this haul-
age is carried on almost exclusively by
giant 10-ton tractors and trailer equip-
ments. The final delivery from house
to house is made in horse wagons, but
the inhabitants of New York—and
T'any other cities—would not receive
their milk and cream in time for their
breakfast were it not for the part

which the motor truck plays during the

silent hours of the morning.

HORSES are becoming rarities on all

of our big construction jobs. As
a rule they are so slow that they get

in each other's way and hold up the

unloading operation for such material

as sand, stone, cement, brick, lime, steel

girders, boilers, engines and practically

every other piece of material which
goes into the making of a modern fire-

proof structure. Motor trucks do prac-

tically all this work now.

Department stores, florists, and re-

tailers of all kinds are relying more
and more upon the motor truck to help

them increase their business by provid-

ing their customers with a quick and
reliable service. As the business of a

department store expands and substa-

tions are established in the outlying
territory, the motor truck carries the

packages at right between the store

and the substation in huge steel bodies
locked to prevent theft. In the morning
they are loaded on to smaller vehicles
which serve the outlying territory.

Passing from the work of the truck
to the truck itself, the 1920 commercial
vehicle is not radically different from
its predecessor of 1919. Steps taken
toward the solution of the problem of
the use of heavy fuels have progressed
only slightly during the year. Mechani-
cal changes have been few, and what
changes have been made are more in
the line of improvements on existing
designs than innovations. Due to the
experience of our war trucks abroad,
there has been a tendency to strengthen
such parts as steering knuckles, steer-
ing gears, sp'rings, and spring supports.
In the larger truck, especially the 5-

tonners, greater pulling power at low-

speeds has been secured by the installa-
tion of four-speed instead of three-
speed gear boxes with an especially
'ow-gear reduction to enable the trucks
to show a better performance on hills

and to pull out of mire on unimproved
country roads.

''pHERE also has been a tendency to

make the truck as fool-proof as pos-
sible. This has been secured by the
employment of motor governors which
in general regulate the speed of the
truck and in some cases automatically
proportion the fuel fed to the carbu-
retor in accordance with the running
conditions.

Closed drivers' cabs and self-starters
have also increased in vogue, princi-
pally the former.

The owners of trucks are realizsing
more and more that efficient operation
of the truck depends to a great degree
on how the driver handles it. If the
driver is comfortable, warm, and well
protected from the rain and sleet, he
is likely to do more work and do it bet-
ter than when he is cold, wet, and dis-
satisfied. As a result, a very large
percentage of owners are now fitting
their trucks with winter cabs or with
permanent cabs which are convertible
for winter use by the addition of side
panels of glass and wood or metal.
Sensing this demand on the part of the
truck owner, many of the truck makers
are now selling their chassis complete
with some form of inclosed cab.

The self-starter on motor trucks has
gained somewhat, particularly on
trucks up to 2 tons capacity. While
only a few trucks in this classification
are finished with self-starters as a
standard equipment, many may be fit-

ted with such apparatus at an extra
charge. There is no argument against
the advantages of the mechanical
starter in saving fuel, wear and tear
on the engine, and the physical exertion
of the driver. That the use of such
apparatus has not increased more
rapidly and become standard on even 5-
ton trucks is due to the mechanical con-
struction of the equipment and the

question about its ability to stand up
under the severe vibration imposed on
solid-tired trucks when operating over

rough or cobble-stoned pavements. The
increased use of the pneumatic tire on
trucks up to 2 tons capacity has had
considerable influence on the fitting of

starters on such vehicles, and the con-

tinued development of the pneumatic
tire on trucks up to 5 tons capacity
will undoubtedly be followed by a more
general use of mechanical starters on
the heavier vehicles.

Truck prices have gone up anywhere
from 10 to 20 per cent, and there seems
to be no likelihood of any price reduc-
tion during the coming year so long as
the material and labor markets remain
unchanged.

ASIDE from the changes in the de-

sign of the truck itself, perhaps
the biggest development in highway
transportation by motor vehicle is the

continued development of the giant
pneumatic tire. It promises to revolu-
tionize all forms of motor-truck trans-
port. The greatest advantage of the

giant pneumatic tire is its ability to

save time by increasing the speed and
thereby enabling a given size of load to

be delivered over the road in less time
than is possible by any means previous-
ly employed. This has been made pos-
sible by the use of the cord-tire prin-
ciple instead of the fabric design.
Pneumatic cord tires for trucks are
now made in widths of from 6 to 9
inches. These are suitable for use on
trucks up to 2 or 3 tons capacity.
Pneumatic tires 10 and 12 inches in
diameter are fast nearing the end of
their experimental periods. A 5-ton
truck, mounted on 38 by 7 pneumatics
in the front and 44 by 10 or 48 by 12
pneumatics in the rear, is capable of
running at speeds of from twenty to
twenty-five miles an hour without harm
to the truck, its load or to the road, as
compared with not over fifteen miles
on the best kind of road with solid tires.

Aside from the greater speeds made
possible by the pneumatic tire for any
type or size of truck, its continued de-
velopment may also result in radical
changes in truck design. Experience
with giant pneumatic tires on trucks
of'large capacity has already shown the
necessity for engines with greater
power. This experience has likewise
indicated the possibility for consider-
able weight reduction in the chassis be-
cause of the greater shock-absorbing
properties of the pneumatic as com-
pared with the solid tire. And better
brakes are needed. Trucks weighing
5 tons themselves and carrying 5 tons
are dangerous objects when traveling
at speeds close to twenty-five miles an
hour, unless they are under positive
control at all times. One of the pos-
sible developments is pneumatic air
brakes. An adequate air pump on the
engine could supply the brakes and
provide for the inflation of the tire on
the road to pressures as high as 140
pounds to the square inch.

pASSING now from the truck itself
*• to the truck industry and the mak-
ers, 1919 was a year in which practi-
cally all makers were faced with the
problem of returning from war to
peace conditions. Whereas 1917 and
1918 were eminently years of great
production to meet the requirements of
motorized apparatus in the war, the
year 1919 showed a slight falling off
in production until perhaps the end of
the year. Sales organizations in the
truck field were literally shot to pieces
during the war in most cases, for prac-
tically every maker accepted war or-
ders to such a large extent that he had
f?wr. if anv vehicles left for commercial
service. With no trucks to sell, the
sales organizations were naturally de-
pleted and the year 1919 was one m
which these important sales forces had
to be rebuilt from the ground up.

Beatty Bros., Limited
Winnipeg, Man. Fergus, Ont.
Montreal, Que. Edmonton, Alta. J

London, Ont. St. John, N.B.
Vancouver, B.C.

London, England, 16 Holborn Viaduct,
E.C.I.
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The "ACME" Une
Affords P

SIZES:
IM, 23^, 4, 6, 8, 10, 12
and 15 Horse-Power

A
C
M
E

AN ENGINE OF
TESTED WORTH

ower Supremacy
COMPLETE

POWER PLANT

A
C
M
E

14 YEARS
ON THE MARKET-

STILL GOING STRONG

Absolutely Best Balanced Engine on the Market

SOME FEATURES THAT HAVE MADE THE "ACME" FAMOUS:

Extra Heavy weight and rugged design,

insuring stabihty and power of endurance.

Development on ratings far in excess of

specifications.

Castings are sound and true, having been

tested out in our own Chemical Labora-

tory.

Fewer moving parts and greater access-

ibility.

Every part is interchangeable.

Wide Range of speed control, with proper

timing adjustment.

Perfect Balance enforced by heavy fly-

wheel and solid construction.

Economy insured by specially designed

carburetor which admits air at proper

velocity m accordance with speed of

engine.

Easy Starting, regardless of climate.

Webster Tri-Polar Oscillating Magneto

is standard equipment, with the addition

of all modern appliances.

Ideal in lines and finish.

Comparison Assures "ACME" Selection

FISHER-WILKIE, LIMITED -:- SANDWICH, ONTARIO



Canadian Motor, Tractor and Implement Trade Journal

Repainting the Auto
PERHAPS one of the principal

difficulties which the car owner,
employed in painting an auto-

mobile encounters, is that of laying
the various coats of pigment over the
surface, perfectly fine and smooth and
without brushmarks. Within, say, the
last half dozen years, the practice has
gained a foothold in the best shops,
of using coats of color and other pig-
ment, from the coarsest to the finest,
a little thinner and lighter in body than
formerly.

This plan, of course, sometimes
makes it necessary to use an extra
coat of material, but it has been found
to pay in the better appearing and
finer conditioned surface results. The
coat of color, or other pigment, when
used a little too heavy may not actually
show brushmarks when it finds a place
upon the surface', but it may roll up
and take on a rough, cloudy effect that
is out of place and produces a bad
finish. Brushmarks are more often
than not, the direct result of using
the material excessively heavy, al-
though, naturally, even the properly
thinned coat of color may easily be
brushed until it becomes brushy and
coarse in appearance.

The best grades of black, for ex-
ample, are almost without exception
poor covering pigments, being, in the
matter of composition, to no small ex-
tent, transparent. The coarser grades
of black, lacking the brilliancy and
tone of the finer ones, cover well, and
many times, perfectly, at one coat. In
the case of a fine and sensitive black,
any attempt to secure perfect covering
capacity at one coat by means of a
heavier and thicker consistency of
color, must result, therefore, in a
brushy, furrowy coat which no amount
of after treatment will suffice to soften
down and blur.

A S in the case of the black, so must
the case of all other pigments be

considered. It simply resolves into the
need of using the coats of color and
other pigments thinner in body and
consistency so that when brushed out
they will lay smooth and perfectly free
from brush-marks. This will help to
produce a satisfactory finish at a mini-
mum outlay of surfacing labor.

The main thing leading up to the
varnish stage, and thereby making it

necessary to use fewer coats of var-
nish, IS to get the paint and color
coats placed upon the surface, free
from brushmarks and in as clean a
shape as may be possible. This helps
to make the labor of varnishing, and
of surfacing the varnish, a cheaper and
easier process of work. Also, in the
end, it saves material.

Going back to the roughstuff coats
the same adherence to the thinner
coats of material is found. It has
been demonstrated satisfactorily that
thinner coats lessen the labor of get-
ting a smooth surface, although it may
take a coat or two extra to bring the
body of the pigment up to a sufficient
depth to make a level surface when it
comes to rubbing the roughstuff. What-
ever extra work is made by using the
additional coat or two of pigment, is
more than recovered when the surfac-
mg is performed, because it will need
much less rubbing to bring doAvn the
surface properly with the smoothier
coats. This matter of thinner coats
does not, however, apply to the var-
nish coats, for it is most desirable to
have these coats flowed on in all the
volume the surface will take care of
and hold.

T N the application of color it is al-
ways best to consider that lustre,

brilliancy and tone are chief ffectorsi
and without regard to the covering
power, these are the virtues which
must be esteemed above all others. It
is well to understand that color bril-
liancy and tone may be materially in-
creased by the use of varnish-color as
soon as the necessary density of cover-
ing material is secured. If the surface

is covered fairly well at the first coat,
then the application of the varnish-
color may be taken in hand. Flow on
a free, generous coat of the varnish-
color for the first coat; rub this lightly
with a soft wool sponge moistened with
water and then dipped into pumice
stone flour.

This treatment will break down any
existing dirt atoms and similar foreign
matter. Lessen the quantity of black
color for the next coat of varnish to
the extent of one-half, at least. Let
the last coat of rubbing varnish go
without any color in its composition.
Arrange to stripe on the varnish-
color preceding the application of the
final coat of varnish.
Always mix enough of the color for

the job at one mixing in an eff'ort to
avoid using two or more batches oi
color upon the same surface, with the
chance of having part of the surface
one shade of color and another part a
different shade.
At the first mixing prepare enough

color for the job, and then make it a
point to keep some of the color against
the day of accident or emergency.
Nothing mars an otherwise good job
of painting quite so much as to have
the field color show two or more shades,
a result that can easily happen in the
case of some special color when the
supply runs short and a second batch
must be mixed in order to supply the
surface with two coats.

In the application of numerous shades
of green it is necessary to brush the
color one way only; cross brushing al-
mjost always produces two oiv more
shades. This usually happens at the
ends of the panels where the brush
strokes are caught up. Also in the use
of the various greens it is important
that these colors be allowed to dry
very thoroughly before varnishing over
them, otherwise the shade and tone of
color will appear distinctly different
on the surface from the wet color in
the container prior to application.
Many of these greens had best be

permitted to stand over night before
varnishing to insure a perfect state of
drying and a certain one-color job
throughout. Blues are always giving
the painter, not fully familiar with
their peculiarities, more or less trouble;
first of all, it must be kept in mind
that varnish is exceedingly injurious
to the blue, most especially to tftie

darker shades of the color. If possible,
some of the color should be used in all
the coats of rubbing varnish, as a
means of counteracting the discoloring
effects of the varnish. It is a good
plan for the painter to advocate the
use of the lighter tones of blue, for
with these better results are certain.

OF all the blues, the ultramarine
blue, light shade, is perhaps the

most beautiful. There are two deeper
shades of the color, but the darker
shade has the disadvantage already
referred to, as it suffers from the
effects of varnish. The medium shade
can be handled nicely if precautions
are observed in application and a por-
tion of the color employed in each of
the varnish coats with the possible ex-
ception of the last coat of rubbing and
the finishing coats. This will give the
opportunity of striping and ornament-
ing on the next to the last coat of
rubbing varnish.

A deep brown, or, for that matter,
lampblack, will give a good ground
for the ultramarine. Then for the
first coat of the field color mix three
ounces of color in one pound of elastic
rubbing varnish for application to the
largest surfaces; for the smaller sur-
faces a quicker drying varnish may
be used.

For the second coat of varnish the
quantity of blue may be reduced at
least one-half. If a third coat proves
desirable the varnish will not need
more than an ounce of the color. The
main thing, next to securing purity
of shade and tone, is to have a solid
and uniform shade of the color along
vvith perfect covering results. In this

manner is brought out the wonderful
brilliancy and depth of color tone
characteristic of ultramarine when
properly developed upon the surface.

In the preparation of the blue var-
nish-color the right way to proceed is

to first thin the blue to quite a limpid
condition with turpentine before add-
ing the varnish. This plan will insure
a perfectly uniform and evenly balanc-
ed material, vvith a smooth, free work-
ing condition all the way through. In
fact, this is the proper way to make
all varnish-color in order to have free
and uniform properties.

FOR a reliable ground for any of
the light yellow pigments now

largely used for business motor cars
and trucks a ground color of pure
white makes one of the most suit-

able bases. The blank white ground
serves to check the bleaching habit of
the yellow. All of the lighter colors,

including pale yellow, have a natural
tendency to darken as they gradually
age, and lose some of their original
color, but with the white base, this

habit is distinctly checked.

For a cheap, inexpensive ground for
the pale yellow, use a salmon coior,

dull in shade. One coat of this will

serve the purpose. Then apply one
flat coat of the yellow, and one coat of
vamish-color. The salmon perfectly
blankets whatever cotor /the ground
may chance to have, and it shows a
plain affinity for the yellow and is

perfectly shut in by the latter.

In the work of shop mixing gray
<:olors now iso freely called for (by

many automobile owners, the safe way
is to break the white and the blacV
up separately, reducing each to a
cream-like consistency, and then unit-
ing gradually to get the desired shade
and the correct brushing condition.
The disadvantage oi the gray pig-

ments, especially when shop mixed,
consists in the black streaking out or
unduly asserting itself. The most
careful mixing is necessary to over-
come this tendency, and it is a wise
precaution, frequently to stir the mate-
rial in the container while it is being
used. The gray color should also be
brushed one way only, for like the
greens it will show one color results
under this treatment; whereas, if cross
brushed at the ends of the panels a
different shade is practically sure to
develop.

The lake pigments are many of them
exceedingly attractive colors, but the
small shop painter is inclined to avoid
using these splendid pigments fearing
that he will fail to apply them correct-
ly or properly prepare them for use.
The main thing is to get the ground
color of the right shade and rich
enough to hold out the lake becomingly.

To tell the reader that lakes, as a
rule, are rich in proportion to their
depth, is a true statement, to be sure,
but it is not definite. What the in-
experienced man wants is a practical
working plan to help him in making
reading for the lake, applying it, etc.
The ground color should be manifestly,
very closely matched to the lake. For
English scarlet lake, make the ground
of English vermilion, the base for the
latter being made of white and In-
dian red, adding white to the red until
a positive peach blow color is reach-
ed. English crimson lake will need a
deep red ground, and for Munich lake
a ground of medium shade of wine
color will suffice.

English purple lake should have a
plain black ground. Numerous mem-
bers of the lake family may be used
with fine effect, over a ground of Tus-
can red and drop black. For a light
ground add some vermilion to Tuscan
red. In the making of the surface for
these lake pigments it is necessary to
get it both smooth and level before ap-
plying the ground color, for after this
coat is in place it will be too late to
rectify surface defects. The great ad-
vantage will be in having all surface
irregularities worked out prior to put-
ting on either the ground or the field
color. It should be kept in mind that
these are transparent colors and any
slight defect in the ground is sure to
show through the lake.

BT CYLINDERS
ARE BEST

The pumps you sell

cannot work right if

the cylinders are not

well made.

BTCyl inders are

carefully designed
and manufactured in

every detail. The
valve seats are brass,

and will not rust out.

Plunger cages are

made of malleable

and will not crack or

break. All threads

are most carefully

made so that they

fit tight. Only the

highest grade pump
leathers are used.

BT Cylinders satisfy

your customers.

Drop us a card for

catalogue and prices.

Beatty Bros. , Limited

London^ Ont. Fergus, Ont.
Winnipeg, Man. Montreal, Que.
S(. John, N.B. Edmonton, Alia.

Vancouver, B.C.
London, Eng., 16 Holborn Viaduct, E.C.I

Weil Timps
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Do Clerks Really Know
How to Sell?

THE accessories business which I

established in 1:908 now has four

branches.
Last August, while visiting these

branches, I discovered that some of

my clerks did not know even the rudi-

ments of salesmanship.
I happened into one of the stores,

just as a customer stepped to the coun-

ter and asked for some dry cells. The
clerk was a newcomer, and did not

know me. I watched him sell the bat-

teries. When the customer left, I turn-

ed to the clerk.

"If you will allow me to say so, sir,

you did not take enough trouble to

satisfy your last customer. You might
have made a better customer of him."
The clerk looked at me astonished, as

much as to say, "Who on earth are you,

anyway?"
"If you think you know so much

about waiting on customers," he said,

"why don't vou try it and show us

how?"
"That's a good idea," I answered,

and before the clerk had time to pro-

test. I threw oif my hat and coat, step-

ped behind the counter, and turned to

a customer who had just entered. "May
I wait on you, sir?"

"I want a couple of spark plugs."
I showed the customer the various

kinds we handled, and he chose a set.

Then I suggested to him that it would
be wise to have an extra set for em-
ergency use. The result was that he
bought two sets instead of one.

A S he started to go out, I called his

attention to a lubricating oil dis-

play rack standing next to the door. I

showed him a copy of a correct lubri-

cation booklet. He was very much in-

terested, and wanted to know all about
correct lubrication. I soon convinced
him that he should try it out, and suc-

ceeded in selling him a 5-gallon can of
oil for his Chevrolet car.

Then I showed him the 15-gallon
drum, and explained the advantages of
buying a year's supply at one time. He
said he would watch the result from
the 5-gallon can, and if he found it

would do what I claimed, he would be
back after the drum. He thanked me
for the attention I had given him, and
went out, a very much satisfied cus-
tomer.
"Say," said the clerk, when the cus-

tomer had gone, "you are certainly
some seller; you ought to get a job
here."

It was time to make myself known.
When I produced my card he burst out
with a flood of apologies.
"Never mind apologizing," I said.

"It's my own fault that you don't know
how to sell. You've never been shown
how until just now. Did you notice
how I got that last customer interested,
and sold him two sets of spark plugs
and a 5-gallon can of Gargoyle Mo-
biloils, instead of merely a couple of
spark plugs? That shows you the dif-

ference between being a salesman and
being a mere clerk.

"Now you go at the next customer
the same 'way. Talk to him,—be pleas-

ant and courteous—show him some of

the things we carry, besides what he
a.^ks for. You'll find that in nine out

of ten cases you can sell a man more
than he asks for at first. And not only

that, but you can make him feel that

this is a good place to trade, and he'll

come back."
This incident set me thinking. If

I could give one clerk a lesson in sales-

manship, why couldn't I teach them
all?

T COULD—and I did. I gave my
clerks a series of sales talks—not

long drawn-out lectures, but simply

informal 10 or 15 minute talks on how
to sell.

During these discussions, I distri-

buted literature about our accessories,

and asked my clerks to learn certain

facts about the business and the stock

In short, I educated my clerks to

know their business. I made sales-

men out of them. I intend to continue

giving these talks occasionally, as long
as I'm in business.

Someone asked me the other day if

T thought it paid me to put so much
time and effort into educating my
clerks. Most emphatically yes! My
sales records prove it!

If you would ask me for one of the

best ways to increase sales, I would
answer: "Educate your clerks — first

teach them the stock, then teach them
how to sell it."

It may take time and effort, but it

will come back to you—-in bigger profits

and more satisfied customers. — The
Gargoyle.

Manufacturers Demonstrate to

Auto Specialty Salesmen
WINNIPEG.—When a firm of

manufacturing agents stages a
series of practical demonstra-

tions to reveal the merit of their lines

to the travellers of Winnipeg's whole-
sale houses it represents an advanced

The occasion came when the travel-

lers w'ere mobilized by their different

firms for the usual January confer-

ence. It was a good guess that the
knights of the grip needed a little

tutoring on this phase of their business.

New model Case car, which is now being; sold in Canada. It is handled by Croftan
Storagre Battery Co., 436 Yongre St., Toronto.

It is manufactured by the J. I. Case Co., Racine, Wis.

method of salesmanship which is

unique so far as any Western experi-

ence is concerned. The occasion and
necessary inspiration presented them-
selves to P. A. C. Mclntyre and Co.,

Confederation Life Building, whose
particular trade sphere is largelj' con-
fined to garage equipment.

BOOST FOB BETTER ROADS!

and it was a propitious time to supply
them with the necessary information
for their prospective assaults on the

garage establishments. As to the pros-

pects for developing new trade in this

direction there was little room for

argument. The West stands far ahead
( f the East as regards the number of

motor cars per 100 people, and the road
men did not neejd to be told anything of
the allurements of a practical line of

garage equipment. What they did need
was the first hand knowledge of the

virtues and selling points of the differ-

ent contrivances, and this is what they
got.

I'^HAT the different wholesale firms

were alive to the value of such a
demonstration was evidenced by the

response. Special dates were made for

travellers of each of the wholesale and
jobbing houses, and the men attended
in a body. As a result the benefit per-

formance was witnessed at one time or

another by the road men of the J. H.
Ashdown Hardware Co., Ltd.; Wood
Vallance Co., Ltd.; Marshall Wells Co.,

Ltd.; Canadian Fairbanks-Morse Co.;

Canadian General Electric Co., Ltd.;

Northern Electric Co.; General Supply
Co. of Canada; Motor Products Ltd.;

X. R. Williams Machinery Co. of Win-
nipeg, Ltd.; Great-West Saddlery Co.,

l,td.; D. Ackland and Sons, Ltd.; Wil-
kinson Ltd.; Merrick Anderson Co.,

Ltd., and Plewes Ltd.

It was no behind-the-counter "stunt"
which Mr. Mclntyre staged for the

salesmen. With his assistant, K. B.

Wathen, he was present at all demon-
strations, dressed in a pair of overalls

and prepared for any hard work or
grease oil which might encountered.
Accommodation was secured in a Prin-
cess street building, and a Ford car was
on hand to illustrate the different tests.

Nothing was taken for granted. The
travellers were "shown" exactly how
the appliances worked, and the differ-

ent points of merit were called to their
attention. Care was taken to point
where the achievements overshadowed
the performances of competitive lines,

and merits of construction were com-
mented upon in an entertaining and in-

structive manner.

''pO complete the exhibition in a four
-*• hours' session speed was required,
and plenty of it was supplied. Nothing
v/as allowed to drag, and yet thorough-
ness characterized the whole proceed-
ings. On the other hand the audiences
were not easy to satisfy. Questions were
freely asked and careful examinations
made of the work done as well as of
the tools and appliances. The whole
"show" was enlivened by a rapid fire

repartee.

The writer was present at the demon-
stration given to the salesmen of The
.1. H. Ashdown Hardware Co., 30 of
whom were on hand. The demonstra-
tions covered all the garage equipment
lines handled by Mclntyre and Co., in-

cluding cylinder reboring tools, jacks,
auto hoists, tire tools, air compressors,
.ind welding outfits, etc.

i?US8EI.L TENDERED liANQUET

T. A. Russell, recently, was the guest
at a banquet in the King Edward Hotel
given in his honor by executives, office

staff and foremen of the industries
operating under his direction. The in-

dustries represented were the Russell
Motor Car Co., Ltd., Toronto, the
Willys-Overland Limited, Canada Cycle
and Motor Co., Limited, Machine and
Stamping Co., Ltd., and Russell Motor
Car Co., Buffalo. J. R. Marlow, manager
of Willys-Overland branch, Montreal,
presided and introduced the speakers.
J. W. Gibson and A. E. Ames proposed
the toast to "Our Honored Guest," Mr.
Russell responded with an optimistic
address on Canada's future. Other
speakers were J. F. MacKay, J. N.
Shenstone, Lloyd Harris and C. R.
Burt.

Here's one reason. This photo, sent in by an M.T.I, subscriber, shows
the Hig-hway Road, north of Jock River, Ontario, last spring:. They're getting busy here—making a rock fill to widen the road-bed.

SOMBRE COLORS GOING?
That the black and sombre tones of

the pre-war automobiles are going out
of fashdoTi and giving place to lighter

colors has been clearly shown at the
great automobile show at Paris this

year. Especially is this the case with
limousines and coupes. The wives of

car owners have no doubt influencec^

the change.
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ALBERTA
TRUCK TRANSPORTATION

COMPANY, LIMITED

We have adopted these trucks

for our transportation system
because they are the best trucks.

They have been placed in the

ClassAcategory for low cost ton-
mile which is the first and last re-

quirement of the purchaser and
the highest achievement of the

truck manufacturer.

Distributors for the GAR-
FORD, WHITE, MACK, F.W.D.
and MASTER TRUCKS.

For information on our trucks and trans-

portation system call or write

303 Beveridge Block, Calgary, Alberta

Phone Main 2976
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"I

RENFREW CHANGE
AM a firm believer in getting on.'

live, progressive dealer in a

territory rattier than two half-hearted
ones," says C. J. McMahon, recently

appointed Ontario sales manager of

the Renfrew Machinery Co. "ThrougL
our farm paper advertising and our
dealer helps we aim to help the dealer

sold on the tractor. The demonstra-
tions given in this province last year
proved that. Greater production is

what the world is crying for and T

know of nothing which has contributed
more to agricutural production during
the war than the tractor. The farmer
through working his automobile
and gas engine has become a mechanic,
so the tractor is no mystery to him.
If dealers would make it a point to

carry a tractor in stock it would sell

itself."

HAYNES COMPANY GIVES BONUS
The Haynes Automobile Company,

Kokomo, Indiana, had such a success-
ful year in 1919 that it was decided to

share the profits with the employees.
P^rty thousand dollars was distributed,
the amount each received being based
on length of service. No employee, no
matter how short a time he had been
on the pay roll, received less than five

dollars, while many received as high as
twenty dollars.

1920 BURD DIRECTORY
A VERY interesting and complete

piston ring directory has just been
published by the Burd High Compres-
sion Ring Company, Rockford, 111. The
book has an attractive cover design in

four colors. Compression rings are
listed for practically every make and
model of gasoline engine. In addition
to the tabulation of rings and correct
sizes for every type of engine, the
directory contains complete instructions
for the installation of piston rings,

helpful hints about motor troubles and
several useful tables.

been promoted to vice-president of the
same company, and assumed his new
duties January 1, 1920.

Mr. Clark has had charge of the
Eastern Sales of the G-0 Tractor since
he resigned his commission as Major
in the Ordnance Department of the
army, where he had charge of a special
department for small arms ammunition
production.

HAYWARD JOINS AYERS
HARRY HAYWARD, who has an

international reputation as an
agricultural expert, has joined the staff

of N. W. Ayer and Son of Philadelphia.
His services will be at the disposal of

the agricultural clients of the Ayer
advertising jigency.

C. J. McMAHON

to get the most out of his territory. It

is very interesting to note the number
of our dealeis who started by ordering
equipment from us in single lots and
who are nov.- ordering our scales and
separators by the carload.

"I am most enthusiastic about the
future of the tractor. The farmer is

W. W. GASKILL ROLLER-SMITH
AGENT

qpHE Roller-Smith Company 233
Broadway, New York City, manu-

facturers of electrical apparatus, an-
nounces the appointment of Walter W.
Gaskill, Boston, Mass., as its agent for
Boston and vicinity and other parts of
the New England territory. Mr. Gaskill,
will supersede the P. I. Perkins Com-
pany, who represented the Roller-Smith
Company in the said territory prior to
the first of this year. Mr. Gaskill was
i?raduated from Harvard in 1908 and
took a one year post graduate course
in 1909. In addition to the Roller-
Smith lines Mr. Gaskill will handle the
products of the Ward-Leonard Electric
Company, Mt. Vernon, N.Y. and the
Brown Instrument Company, Philadel-
phia, Pa.

CANADIAN FIRESTONE'S NEW
CHIEF

RH. JEFFERS has been appointed
• general manager of the Firestone

Tire and Rubber Co., of Can-
ada, Limited, at Hamilton, Ont.
The company has purchased a 135-acre
site, which will be known as Barton-
ville. On one half of the site will be
built a large plant with a floor space
of ajbout 320,000 square feet. The re-

mainder of the site will be used for
model houses, community halls, and
stores for the employees of the com-
pany. The Canadian Firestone Com-
pany is capitalized at five million dol-

lars and will employ about three
thousand men.

G-O VICE-PRESIDENT

P B. CLARK, who, until December
^ • 31, 1919, was Eastern sales man-
ager for the General Ordnance Co., has

F. B. CLARK

For practically thirteen years previ-

ous to this he was associated with the

Remington Arms-Union Metallic Cart-
ridge Co., occupying various progres-
sive positions, including that of gen-
eral manager of the U. M. C. Swanton
Works.

URNE
implicif!

The Tractor You Sell
is only as attractive as the tractor is tried and proven, practicable,

and economical in operation. Continued sales, easy service demands,
and contract renewals throughout the country prove that Turner
success is hinged upon built-in principles of proven merit, of

economy and service.

Turner Simplicity has met the demand for a tractor that can be relied
upon for constant performance on a wide range of work. On drawbar and

pulley jobs the efficient delivery of power to wheels
and belt has won Turner lasting reputation. Its

reserve power to meet overload conditions, its low
fuel costs, easy handling and thorough dust pro-

tection, contribute to the increasing sales records
that have grown apace with production facilities.

It is significant that the Turner is handled by leading dis-
tributors the country over. For immediate action on territory
proposition—address

The Turner Manufacturing Co.
441 Lake Street, PORT WASHINGTON, WS.

T-S i^ii^ci^^^
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MATTHEW
MOODY
SAWS
Handy, Strong
and Durable

First-Class Machines at Low
Prices

The Moody
Drag Saw
Machine

Improved
Design

The Moody Long Swing
Table Saw

Cutting qualities are not the only
essentials to be considered in select-
ing a good circular saw. Considera-
tion should "be given to its safety in

operation. This Moody Long Swing
Table Saw is designed to be abso-
lutely safe as well as to possess
superior cutting qualities. Carefully
seasoned hardwood, of ample size and
weight, strongly braced and bolted
together, give it exceptional strength
— no gears, no complicated pieces.
Log tables are plated with heavy steel

plates and every saw that leaves our
factory is equipped with a safety
strap around the shaft close up to the
circular saw, a precaution against
accident in case box of saw shaft or
bolt should break.

The Machine could not be made safer.

Farmers everywhere are now appreciat-
ing the advantage and profit in owning
and operating a sawing machine of
their own. They can cut their own
wood and make money cutting their
neighbor's wood, too. DEALERS,
there is your opportunity. Sell the well-
known Matthew MoOdy Sawing Ma-
chines and reap the handsome profits
that always come to a dealer handHng
a reliable line.

Matthew Moody saws embody all th*e essen-
tial points necessary to attract buyers

—

practical, convenient, fool-proof, advanced
in design and very moderate priced.

The Moody Improved
Drag Saw Machine

Recent and ingenious improvements
made on this drag saw have made
it superior in service to any machine
of its kind on the market. By means
of a new special device the saw is put
to rest and the self feed continues
running. No stopping is necessary
now in moving the log. There's no
inconvenience or delay of any kind.
Our pressure lever is another new
improvement, which can be used with
convenience when required. Still
another new and important feature is

the log holder. It permits the con-
venient cutting of short cord-wood
without the slightest danger. The
whole outfit is made stable and rigid
by a still hardwood connecting plank.

No other machine compares with it

for service.

Better service and greater value
are not obtainable than that rep-
resented in}Moody saws or other
Moody farm implements.' You
can order a Moody Machine
with full assurance of quality,
service and value.

Are you acquainted with
our full line of machines?
Whether you are or not,
send for our latest cata-
logue.

TheMOODYLong Swing
Table Saw

MATTHEW MOODY & SONS CO., ^ftE.. Terrebonne, Que.
REPRESENTED IN THE WEST BY

Mes.rs. Francoeur Bro«., Camrose Alta New Home Machinery Company. Saskatoon, Sask.
Mitchell s Hardware Company, Brandon, Man.
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WHO IS LOGICAL DEALER'
'pHE controversy which raged—in

some waters—a season or so ago
as to whether the implement dealer or
the automobile man would get the
tractor business has been subsiding.
The question is settling itself, as the
Implement and Tractor Trade Journal
always thought it would. The better
class of implement dealers, for the most
part, have caught the vision of power
farming and, what is somewhat more
important, they have attached them-
selves in a thoroughgoing and practical
way to the new business, determined to
push it in their long-established capa-
city as experienced advisers to the
farmer.
Automobile men, in many instances,

have entered and retired from the trac-
tor business, discovering their limita-
tions and realizing that there is a
world of difference between automobile
salesmanship and service, and farm
equipment salesmanship and service.
So far as we have been able to see, the
main point on which the real farm

"ornent trade should be solicitous is

that the tractor business gets into com-
petent hands. If an automobile dealer
fits himself to furnish the exacting
service required by farmers, he is sure
to be welcomed into the farm equipment
fraternity, for his very act of taking on
tractors and power farming lines re-
classifies him as a merchandiser of
farm equipment.

It is interesting to observe that this
same controversy now has its counter-
part in England, where the motor in-
terests are claiming the tractor busi-
ness for their own. T. R. Actour,
the Implement a-nd Tractor Trade
Journal's English correspondent, re-
ports that, as was the case in this
country, the motor trade's concern
about the tractor was born of the war-
time necessity for diverting attention
from passenger cars to "essentials."
The tractor happened to be the most es-
sential domestic machine in any way
allied with the motor car, so with com-
mendable ver.satility, both the automo-
bile manufacturers and dealers turned
their energies into the new power
farming channel.

It has availed little for the partisans
of either the farm equipment field or
the motor field to debate this question
so hotly, either in America or England.
All the "arguments" in the world can-
not change the face of the fundamental
facts. These surround the central

circumstance that the tractor is a
farmer's implement and those who
would sell it to the farmer must be
tamiliar with the farmer's problems
and needs. If the automobile man can
qualify with the respect to this para-mount requirement, he immediately be-comes something other than an auto-
mobile man—no less than a farm
equipment dealer. To this evolution
nobody in the established farm equip-

n^"!i, ""^u
slightest objection.On the other hand, the "new blood" is

especially esteemed because of the con-
tributions of initiative and high-power

fllZ^ T^^^'H 'S'"^^ into the
^'nplement and Tractor

J raae Journal.

qpi
GRAY TRACTOR IN WEST

^HE "Gray Wide Drive Drum Trac-

Pn
* w" ^"'^'^d by the Gray Tractor

Co., Winnipeg, although a practicallynew one this year in the Canadian field,
is the result of development begun asfar back as 1908.
The characteristic feature of the

tractor is that of a wide drive drumat the rear instead of two wheels. Theadvantages claimed for it are the addi-
tional traction afforded by the drumand the distribution of the weight ove^a larger area, thus reducing the oblec-
tionable feature of soil packing! whichargument is so often advanced byfarmers as a great objection to "powerfarming." This feature is claimed tobe of particular advantage at seed bed
preparation as packers, harrows, discs
drills and cultivators can be hitched tothe tractor and a perfect seed bed made
without leaving wheel marks or ruts in

the field. In plowing also they claim
the advantage of rolling the soil ahead
of the plows, crushing all weeds,
stubble and vegetation flat so that per-
fect furrows can be turned and an even
surface will be found in the finished
field with all trash buried.
Gray Tractor operators have com-

peted successfully at plowing matches.

W. ALBERT PRUGH,
Appointed Managrer Gray Tractor Co.,

Winnipegr.

Bert Lytle of High Bluflf, Manitoba,
won first prize in the Four Plow Class
at the Manitoba Provincial Plowing
Match, held at Portage la Prairie on
June 18 and 19, 1919.

VALUE OF DEALERS' ASSOCIA-
TION

nOBERT W. Martland of Oakland
aroused enthusiasm at a recent

auto convention with a story of how
the California Automobile Trade As-
sociation has grown and benefited the
trade in that state. He said it started
five years ago in Oakland with ^8 mem-
bers and in a month had four local as-
sociations and 210 members. To-day
there are 42 locals with' 2,700 members.
He stated that the association en-
deavors to teach the trade that there is

such a thing as overhead and that the
public is entitled to courtesy and fair
treatment. The public has approved
of these principles and the association
has made it possible for members to
take advantage of this approval by
lending to members an insignia which
tells the motorist that a garage is a
member.

If any car owner receives what he
considers unfair treatment, he may
complain to headquarters and he will
receive redress. If the dealer or gar-
ageman is found to have overcharged,
he must make a refund to the customer
or his insignia is taken away from
him.
Martland told of instances in which

association effort has led to the estab-
lishments of supply departments in
garages with an increase in business
from $75 to $1,000 a month.
He said that one day in the San

Joaquin Valley he found a clean gar-
age and said to the man: "It's a won-
der you don't carry accessories." In a
closet the garageman showed him a
$1,000 in staples under lock and key
and explained that if he put them out-
side some one would steal them. This
man's stock in seven months increased
to $2,500 and his business from $75 to
$1,000 a month.

In Pomona, two years ago, was a
man with an 80-ft. front and 25 ft. of
it devoted to a display window which
was far from clean. To-day the win-
dow is clean, there are 32 ft. of show-
cases on the driveway and the man is
making $12,000 a year out of supplies.
Martland told of another man who

began in 1912 and in the first year
made $5,000, but at the end of June,
1917, he was a thousand dollars worse
off than he was when he started.
Through association effort his business
was so improved that in December,
1917, he deposited $13,000 in the bank
and bought a $690 cash register.

Last September the California trade
went on a cash basis to the extent of
about 75 per cent, of the association
membership.

Martland urged the jobbers to go
home and lend all the assistance they
could in the organizing of the dealers
and garagemen in their territories.

TESTING TRACTORS IN
NEBRASKA

pROFESSORS L. W. Chase, O. W.
Sjogre n and E. E. Brackett, con-

stituting the board of engineers in
charge of the tractor tests to be con-
ducted under the new state law by the
University of Nebraska, Lincoln, have
outlined the following tests to which
all tractors sold in Nebraska will be
subjected, by Claude K. Shedd, en-
gineer-in-charge, and his assistants:

(a) Draw-bar work at from 1/3
load to full load for 12 hours. This
test gives opportunity for the tractor
to "limber up."

(b) Brake horse-power test at rated
load and rated speed for two hours.
This test will show whether or not the
tractor will carry its rated load on the
belt; also, show fuel consumption at
rated load.

(c) Brake horse-power test at load
varying from maximum to no load,
with all engine adjustments, as in test
(b), for one hour. This will show fuel
consumption and speed control on vary-
ing load.

(d) Brake horse-power test at
maximum load for one hour with gov-
ernor set as in test (b) and carburetor
adjusted to give maximum power. This
will show the maximum horse-power of
the tractor on the belt.

(e) Brake horse-power test at Vz
load for one hour with governor set as
in test (b) and carburetor adjusted for
most economical operations at one-half
load. This test will show fuel con-
sumption at one-half load.

(f) Draw-bar horse-power tost at
rated load for ten hours. This will be
made on a half-mile cinder track and
will show whether or not the tractor
vnll carry its rated draw-bar load con-
tinuously, also show fuel consumption
on draw-bar work.

(g) Maximum draw-bar horse-pow-
er test. This test will be a series of
50-foot runs with an increase of load
for each run until the engine is over-
loaded or the drive wheels slip exces-
sively.

The "speed-bug^s" dream of Heaven.

(h) Miscellaneous. This may in-

clude investigation of work on inclines,

turning radius, effectiveness of brakes,
or any other feature of the tractor
which may seem to require special ob-
servation.

(i) Tractors will be under observa-
tion for endurance throughout the com-
plete test as outlined above.

CUSHMAN HANDLES LAUSON
"TpHE John Lauson Mfg. Company of

New Holstein, Wis., announce that
they have completed a contract with
the Cushman Motor Works of Winni-
peg, Man., Canada, to distribute
Lauson tractors in Western Canada.
The Cushman Motor Works of Winni-
peg are a branch house of the Cushman
Motor Works of Lincoln, Nebr., manu-
facturers of the well-known Cushman
engines.

A. E. Donovan of the Winnipeg office,

who is well versed in' power farming,
machinery and tractors, directs the
sales of the Lauson in Western Canada.
The Saskatchewan Lauson Tractor

Co. of Saskatoon, and McCleneghan &
Taylor of Lethbridge, Alta., distribu-
tors, who have been handling the
Lauson for some time, will work hand
in hand with the Cushman Motor
Works. Complete stock of tractors and
repair parts will be carried at Winni-
peg as well as throughout the three
provinces covered, and Lauson users
and dealers can expect good service.—Open Edmonton Branch

OPEN EDMONTON BRANCH
'T'^HE United Engines and Threshers
- Ltd., Calgary and Edmonton, re-
port a very successful year, in spite of
somewhat adverse crop circumstances
in Southern Alberta. This company
was organized in May, 1919, and
handles the Goold, Shapley and Muir
line of gas engines, windmills and the
Beaver tractor. They are also Alberta
agents for the Waterloo Manufacturing
Co. of Portage la Prairie, who have the
Canadian distribution for the Rock
I.-!and Plow Co.'s Herder tractor. They
are distributors for the Maple Leaf
Rubber Co. and recently formed a con-
nection with the Genco Electrical En-
gineering Co. Selling the G«nco light-
ing plant, in conjunction with their
other lines. A branch office and ware-
house was recently opened at Edmon-
ton, the head oflfice being located at
Calgary. T. R. Scott is the managing
director.

GETS OVERLAND, ALBERTA, DIS-
TRIBUTORSHIP

TpHE Great West Motors, Ltd., P. J.

Kennedy, manager, has recently
obtained the entire province of Alberta
for Overland distribution. Mr. Ken-
nedy has established one of the finest
salesrooms in the West at Calgary
and is noted for unique window dis-
plays. He is opening an office and sales-
room at Edmonton, and is enlarging
his organization considerably. The
Great West Motors is one of the livest

sales organizations in Western Canada,
and now that Mr. Kennedy has obtain-
ed the entire province, will go after
spring trade more aggressively than
over. The big difficulty at the present
time, he says is in getting the cars, as
the Overland 4 has gone strong in this
territory.

CALGARY MOTOR CHANGE
LEAVING the retail trade entirely,

the Motor Car Supply Co., L. A.
Cavanagh, manager, has moved its

head offices to a Ninth Avenue ware-
house. The company will confine itself

exclusively to the wholesale trade in
future, the retail business having been
taken over by Capt. J. J. Jamieson,
under the name of Jamieson Motors,
Ltd. The Lethbridge and Edmonton
branches of the Motor Car Supply Co.
will be maintained as usual.

IMPLEMENT MANUFACTURERS
PLAN PROPAGANDA WORK

AT a recent meeting of manufac-
^ * turers of farm implements held in
Quebec, to discuss the best means of

promoting the use of modern imple-
ments, to further increase production
and facilitate the work on farms, it was
decided to adopt a propaganda cam-
paign. This campaign is expected to

start immediately.
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VDVA>CE-RUMELY CONVENTION ^^^^ tHc Tfadc
LARGE numbers of Canadian Ad-

vance-Rumely dealers from Wes-
tern Canada are attending the two-

weeks tractor schools which are being

held during the winter months by the

Advance-Rumely tractor company at

the head office, La Porte, Indiana. G.

W. Matheson, of Craik, Sask., one of

the members of the executive of the

Implement Dealers' Association of Sas-

katchewan, paid a visit early in Feb-
ruary to the editorial offices of M. T. I.

and estimates that at the various
schools there will be about 200 to 300
Canadian dealers in attendance. Mr.
Matheson, who has handled tractors

since 1909 and can therefore be termed
a real veteran in this game, is very
enthusiastic over the value of the
Advance-Rumely School, and favors
the holding in Canada of similar schools

—schools of more value to dealers, and
on a more pretentious scale than hith-

erto held in this country.

UNIVERSAL JOINTED VALVE
GRINDER

'pHE Hudson Universal Jointed Valve
Grinder is especially useful in

grinding the valves on the fourth cylin-

der of Ford engines, which are difficult

to reach with the usual solid grinder. It

is manufactured by the Hudson Motor
Specialties Co., Philadelphia, Pa., who
say that it is fitted with a universal
joint, which allows the working end a
certain amount of motion in any direc-

tion relative to the shank. When the
shank is being revolved between the
palms of the operator the entire valve
i3 accurately ground.

The tool is of simple construction,

and durable- The universal joint is

formed by simply pinning the tool head
to the shank with a pin which is much
smaller than the hole through the
.shank. A coiled spring between the head
and the shoulder of the shank takes up
all looseness, and holds the head norm-
ally square with the shank.

AN ALIGNMENT TEST
''V'O test the alignment of the front

wheels a gage is made of a rod
sliding within a tube. A hole is drilled

and threaded in the tube so that a set

screw can be tightened against the rod

to hold it in any position.—F. E. Patch,
McKee Sales & Service Co., Sherbooke,
Quebec, Can.

B. AND D. CHANGES
THE Black and Decker Mfg. Co.,

Baltimore, Md., have established a
"branch office at 6523 Euclid Avene,
Cleveland, Ohio.
Garth A. Dodge, formerly connected

with the Austin Company, at their
Cleveland headquarters, has recently
joined the B. and D. forces, in the
capacity of branch manager for the
states of Ohio and Indiana, and will

be in charge of the Cleveland branch.

NEW TRUCK COMPANY FORMED
'T^HE Alberta Truck Transportation
•»- Company, Limited, with head offices

in Calgary, has been formed recently
with a capitalization of $150,000.00.
The new company will handle the Car-
ford, White, Master Mack and F. W. D.
lines and in the near future will operate
a fleet of fifty motor trucks for daily
freight, covering such routes as Cal-
gary to Medicine Hat, Calgary to Leth-
bridge and Calgary to Banff, taking in
all the intermediate towns.

CORNWALL. — R. J. Furzey has

secured the agency for the Maxwell
car.

TORONTO.—James Francis has suc-

ceeded B. W. Lilson in Eastern Ontario

territory for the Moline tractor.

GANANOQUE.—Messrs. H. Wilson

and Sons, who have the Buick agency,

have now taken on the agency for the

Gray-Dort cars.

BROCKVILLE.—The Phillips and
Soper Motor Car Company has added
a battery service department to their

up-to-date garage.

TORONTO.—E. S. Kelly, of Picton,

Ont., who has been distributor for Mo-
line tractors in Prince Edward county,

has taken a position on the service staff

of Willys-Overland for Moline tractors

in territory east of Toronto.

TORONTO.—F. C. Wilson, Ontario

service manager of Willys-Overland,

Limited (tractor division), has re-

turned from Moline, 111., where he spent

two weeks in the head office in the inter-

ests of service.

RENFREW.—W. F. Webster, for-

merly connected with the La Crosse

Tractor Company, has been appointed

by the Renfrew Machinery Company to

be in charge of their tractor sales for

Western Ontario. His headquarters
will be at London, Ont.

RENFREW. — C. Chase, who has
charge of the United States business of

the Renfrew Machinery Company, at-

tended the Renfrew Machinery Com-
pany's convention here last month. Mr.
Chase has also built up an extensive

foreign business outside of United
States for the Renfrew lines.

NIAGARA-ON-THE-LAKE.— A. R.

Inskeep has taken F. Currie into part-

nersjjip with him in his business of au-

tomobiles, repairs and supplies. The
new partners have installed an oxy-
acetylene welding plant and are now
equipped to handle all kinds of automo-
bile, farm implement and welding re-

pairs.

BROCKVILLE. — Messrs. Blacock
and Co. have installed a battery charg-
ing outfit which is said to be the equal
of any outfit in Eastern Canada. The
outfit has a charging capacity of 80
batteries at one time. It consists of a
Fairbanks-Morse 5 H.P. motor, a SVz
kilowatt generator, and four charging
panels with rheostat.

INDIAN HEAD.—The Union Gar-
age and Machine Shop Co. has secured
the agency for the new Overland "4."

REGIA.—Auto vendors in Saskatche-
wan, by the provisions of a bill now be-

fore the Legislature, must file a list of
prices of cars and parts with the Pro-
vincial Secretary early in February and
keep the list corrected from time to

time.

NANAIMO. —The Sampson Motor
Company is installing an up-to-date
system for storing accessories and re-

pair parts.

VACOUVER.—R. H. D. Couper, for-

merly of Moose Jaw, has opened an up-
to-date garage at 6172 Eraser Street,

South Vancouver.

NANAIMO. — H. E. Dendoff, oxy-
acetylene welder, is equipping his plant
for the manufacture of auto springs for
any make of car.

DUNCAN.—The Central Garage is

installing a battery service station.

This firm has a large tourist trade and
is especially well equipped.

NANAIMO.—J. A. Irvine, proprie-
tor of Nanaimo Vulcanizing Works, is

enlarging his plant to take care of his
rapidly increasing business.

NANAIMO,—Hugh Gibson, dealer in
automobiles, accessories and bicycles, is

moving into larger quarters and con-
templates increasing his stock.

NANAIMO.—Weeks Motors, Limit-
ed, agents for Chevrolet, Dodge, Chal-
mers, Hudson and Cadillac cars, report
a record year for 1919. They sold 195
new cars from January, 1919, to Janu-
ary, 1920.

Sell the Separator that the Farmer

ought to have-THE VIKING
Farmers should have the VIKING
because it is

—simple

—durable

—fewer parts to wear out

—runs easier

The VIKING makes the dealer

more profit on his investment,

sells readily, and backed by th^

best selling and service organi-

zation.

We own the exclusive

straight disc skimming de-

vice which insures ease of

operation—closer skimming
and most easily washed
device made.

If you want the best profit-

making line of separators on
the market—BE the VIKING
dealer in your territory.

Write us to-day for VIKING
dealer proposition.

Dept. BJ

Swedish Separator
Company

Montreal: - 422 Power Bldg.

Winnipeg : - 714 Confederation Life Bldg.

OPPORTUNITY
Mr. Dealer, are you taking advantage of it?

(The demand for, the Burrowes
: Patented de Luxe FORD CAR
STREAMLINE HOOD is great-

er than ever.

Quick sales and big profits.

Fits Ford Cars previous to 1917.

Order in advance for prompt

delivery or write for Dealer's

Prices.

The Burrowes Mfg. Co., 611 King St. W., Toronto, Ont.

The Highway to Success
Every young man or woman needs an education to get ahead
in life. But many cannot afford it.

Here is YOUR opportunity to earn the money you need, in

your spare time. We need representatives in all parts of
Canada to take subscriptions to MACLEAN'S MAGAZINE
and FARMERS' MAGAZINE—and we pay you well.

Sign this coupon and mail it now

The MacLean Publishing Company,
Agency Division, Toronto.

Please send full particulars re your money-making plans for me.

Name

.\ddress
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Hold Tite Nut Lock
The nut that holds

on like grim death.

No vibration can
loosen it.

A safeguard where-
ever a nut needs

locking.

SIMPLE
INEXPENSIVE

POSITIVE
•V '!<i< iMnliifliri' il

For Automobiles, Trucks, Tractors, Stationary Engines
and all kinds of Agricultural Implements

Loose fastenings are the first signs of old age in a^y machine. Make sure that the machines you handle
have a long life. It means more and better business for you.

Some of the

Satisfied Users

of the Hold Tite

Nut Lock

Dominion Oilcloth
Co.

Montreal Tramways

Carter White Lead
Co.

Canadian Transfer
Co., Ltd.

A. C. Lariviere Auto-
mobile Shop

St. Lawrence Sugar
Refinery

Northern Electric
Co., Ltd.

Simple Metlioil of Applying

FIRST
Knowing the Size Bolt

—

Use Same Size Nut Lock
Place Over Bolt — THIS WAY

SECOND
Screw Another Nut Down
onto Nut Lock and Depress It

THIS WAY

THIRD
Remove Second Nut and

Nut Lock will Look
THIS WAY

Write to-day for full particulars to

EDWARD A. ROBINSON CO., LIMITED
228 CRAIG ST. W. AMERICAN FACTORY: 166 Montague St., BROOKLYN, N.Y. MONTREAL
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MOTOR HANDLING MACHINE
THIS machine is especially con-

structed to handle any motor with-

out the use of special bolts or blocking,

as the universal clamping heads ad-

just themselves to any position or

shape. The makers say it combines a

crane, swinging engine stand, rear
axle vise, and a bearing burning-in
machine, in one. As the motor holder
is supported by one end only, the en-

gine can be revolved in either direc-

tion a complete revolution, permitting
the workman to get at the engine at

every angle. One man with the aid of

the crane car. remove or install any
engine in a chassis.

The motor attachment is detachable
and has been especially designed for
portable floor jobs. All parts of the
handling machine are made from semi-
steel, and the projecting arms or hous-
ings are reinforced with a heavy rod
iron band.

In operation, the load is raised with
a lifting crank or gear shaft, and can
be locked at any point by means of
pawl and ratchet, the yoke rests on
an eccentric axle. The axle is thrown
back by raising the handle against the
arm, and weight of machine then rests
on the front wheels. The height of the
crane is 7 ft. 6 in., and the lift 6 ft.

4 in. Overhang is 3 ft. 6 in. and the
capacity 2,500 lbs.

The burning-in machine comprise a
three horsepower motor, back geared
9 to 1 ratio, which, the makers say, can
he detached ilrom the machinjs ,and
used for cranking a stiff motor in a
car, locating ignition troubles, running
or burning in bearings, without remov-
ing the motor from the car. The hand-
ling machine is manufactured by the
Western Manufacturing Co., Oskaloosa.
Iowa.

MANLEY GARAGE CRANE
TpHIS is a crane designed for all

lifting purposes inside the garage.
It is manufactured by the Manley
Manufactufingt lOo., York, ;Pa., who
say that a half dozen different pieces
of equipment are combined in one. It
may be used inside, the service sta-

tion and because of its portability can
be used as a wrecking crane and for
towing of all kinds. It can b© taken
down and put together again by two
men in five minutes and so can be
changed instantly into a wrecking
crane and mounted on a service truck
with the beam at any desired angle.

The capability of the crane when
used on the floor is 1% tons and when
used as a wrecking crane is two tons.

It is powerfully built and the mater-
ials used in the construction make it

practically unbreakable.

VIOLET RAY LENS
'TpHE demand for a headlight to light

up the road ahead of the motorist
that would eliminate the glaring red
and yellow rays, and still retain the
power of the lights, has been met by the
Violet Ray Headlight Lens, say the
makers, the L. E. Glass Co., Mt. Pleas-
ant, Pa.

The manufacturers have made ex-
haustive laboratory experiments with
the constituents of light and its projec-
tion, resulting in the development of a
steel-blue glass which, by eliminating
the glaring red and yellow rays, pro-
duces in effect an artificial daylight.
The makers say it is attractive and
adds to the appearance of the car. It
is easy to install, and is made in all
sizes.

SHURNUFF HEATER
CHURNUPF Manufacturing Co., 3147^ Locust Street, St. Louis, Mo., have
put on the market an automobile heater
designed for all makes of cars. The
makers say the heater is easily in-
stalled, and is opened and closed by a
touch of the foot, like a hot-air furnace
register. It utilizes the heat from the
exhaust pipe and engine when installed
in front, and the heat from the muffler
when used in the rear.

Eco ITniversal Motor Handling Machine.

Manley Gara^re Crane

RKMOVINft
AUTOMOBILS

WHEEL

Little Giant Puller

Little Giant Puller Spark P\ag.

Automobile Heater. Violet Ray Lens

The heater can be closed entirely for
summer driving. It is 9% inches long
and 5V2 inches wide, and finished in

n'.ckel. The only labor required in in-

stalling is the sawing of a hole in the
floor-board and fastening the six screws.

THE MOTALARM
THIS is a signal for use on auto-

mobiles which is operated by steam
and air pressure and only functions
when the water runs low in the radia-
tor. When the level drops to a certain

point, the steam operates a whistle
which continues to shrill until the ra-

diator is perfectly dry and then keeps
up the signal until the radiator is fill-

ed. The makers say when the signal

is first heard there is suflScient water
to travel 30 miles. It is easy to install

and can be attached to the radiator
cap of any car.

In addition to the warning signal,

the pipe which goes down into the
tank is coated with a specially-pre-

pared paint to which the water adheres,

and by lifting it out the water level

.an be determined. It is manufactur-
ed by The Motalarm Corporation, 1777
Broadway, New York City.

VALVE SPRING RELEASE
'^HE Mertz valve spring release.

adapted for use on all types of

motors, is manufactured by the H. B.

Mertz Co., 1408 Rutherford Avenue,
Pittsburgh, Pa. The release consists

of a vertical bar on which a sliding

arm locks automatically at the desired

position. On the lower end of the bar

is a fork which straddles the lower end

of the valve stem. This fork has an
adjustable gage for centering around
the stem. A hand screw on the sliding

arm has a swivel button with a centre

point attached which centres on the

valve head.
The valve spring release is made in

five sizes. It is constructed of malleable

iron and still is light in weight and
—the makers say—is quickly dis-

assembled for small space in the tool

chest.

LITTLE GIANT PULLER

THE Little Giant Puller, made by
the Premier Motor Products Com-

pany, Robey Street and Irving Park
Boulevard, Chicago, is designed for re-

moving automobile gears, wheels and
pulleys. The makers say it can be ad-

justed for inside and outside, and all

sorts of angular pulls. It has long,

strong and quickly adjustable arms to

get into cramped and limited spaces
where a pull has to be made. It is easi-

ly adjustable up to 13 inches in dia-

meter. The puller is distributed in Can-
ada by the Cochrane & Stephenson Co.,

Ltd., 602 Block Avenue, Winnipeg.

DEFLECTOR SPARK PLUG

THE Norris Company, 332 South La
Salle Street, Chicago, 111., are put--

ting on the Canadian market, through
their agents, The Vimy Supply Co., 586
College Street, Toronto, Ont., a new
spark plug, called the Unique Deflector

Spark Plug, which they claim is a real

practical spark plug of merit, that will

give satisfaction and that it is econ-

omical as well as efficient.

The steel body is massive, sturdy and
strongly made of high-grade material
and the porcelain heavy and of good
quality, and also that a cylinder throw-
ing oil does not interfere with its opera-
tion.

The working description given is as
follows: The concave deflector disc is

designed to throw off from the spark-
ing area the soot-forming elements in

order to prevent choking up with car-
bon. The firing area being the only
opening to the chamber between the
disc in porcelain, it is intended that the
suction created by the cylinder action,

in conjunction with the explosion,
should eject and sweep clear, intruding
particles of carbon. The circular fir-

ing area provides a 360 degree circle

of flaming sparks, which flash around
the edge of the deflector, giving
thorough ignition.
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ACCESSORIES
Chapman Double Ball Bearings Co., of Canada,

Toronto.
R. F. Sedgeley, Inc., Philadelphia, Pa.

The Burrowes Mfg. Co., Ltd., Toronto.

Can. Fairbanks-Morse Co., Ltd., Montreal.

Kales Stamping Co., Detroit, Mich.

Kinzinger Bruce Co., Niagara Falls, Ont.

Machine and Stamping Co., Ltd., Toronto

The Greb Co., Boston.
Casco Mfg. Co., Thomasville, Ga., U.S.A.
Rothwell's Auto Specialties.

Robinson, Edward A., Co.. Ltd., Montreal.

AUTOMOBILE CHAINS
Can. Fairbanks-Morse Co., Ltd., Montreal.

BARN EQUIPMENT
Beatty Bros., Ltd., Fergus, Ont.

BEAN MACHINERY
John Deere Mfg. Co., Welland, Ont.

BEET MACHINERY
International Harvester Co. of Canada, Ltd.

John Deere Mfg. Co., Welland, Ont.

BINDERS
The Frost & Wood Co., Ltd., Smiths Falls, Ont.
International Harvester Co., Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

BELTING
The Renfrew Machinery Co., Ltd., Renfrew, Ont.

BATTERIES
Can. Fairbanks-Morse Co., Ltd., Montreal.
The Renfrew Machinery Co., Ltd., Renfrew, Ont.

CARRIAGES
Cockshutt Plow Co., Brantford, Ont.

CREAM SEPARATORS
De Laval Co., Ltd., Peterboro, Ont.
International Harvester Co. of Canada, Ltd.
King Separator Co., Bridgeburg, Ont.
Massey-Harris Co., Toronto.
R. A. Lister Co., (Canada) Ltd., Toronto.
The Renfrew Machinery Co., Ltd., Renfrew, Ont.
Sharpies Separator Co., Toronto.
Swedish Separtaor Co., Montreal.

CEMENT MIXERS
Can. Fairbanks-Morse, Ltd., Montreal.

CASTINGS
Joliette Steel Co., Joliette, P.Q.

CORN HARVESTERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co. of Canada, Ltd.
Massey-Harris Co., Toronto.

CORN MACHINERY
International Harvester Co. of Canada, Ltd.
John Deere Mfg. Co., Welland, Ont.

CULTIVATORS
Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths Falls, Ont.
International Harvester Co., Ltd., Hamilton, Ont.

CUTTERS
Buttsrfield & Co., Inc., Rock Island, Que.

DAIRY SUPPLIES
International Harvester Co., Ltd., Hamilton, Ont.
R. A. Lister Co., (Canada) Ltd., Toronto.

DIES
Butterfield & Co., Inc., Rock Island, Que.

DISCS
Massey-Harris Co., Toronto.

DITCHING MACHINES
Can. Fairbanks-Morse Co., Ltd., Montreal.

DRILLS
Massey-Harris Co., Toronto.

DRILLS, TWIST
Butterfield & Co., Ltd., Rock Island, Que.

DRILLS, GRAIN
Cockshutt Plow Co., Brantford, Ont.

International Harvester Co. of Canada, Ltd.,

John Deere Mfg. Co., Welland, Ont.

The Frost & Wood Co., Ltd., Smiths Falls, Ont.

Peter Hamilton Co., Ltd., Peterborough, Ont.

ENGINES
Can. Fairbanks-Morse Co., Ltd., Montreal.

Gilson Mfg. Co., Ltd., Guelph, Ont.

International Harvester Co., Ltd., Hamilton, Ont.

John Deere Mfg. Co., Welland, Ont.
London Gas Power Co., London, Ont.
Massey-Harris Co., Toronto.

R. A. Lister Co., (Canada) Ltd., Toronto.

The Renfrew Machinery Co., Ltd., Renfrew, Ont.

Fisher, Wilkie, Ltd., Sandwich, Ont.
Sharpies Separator Co., Toronto.

ENSILAGE CUTTERS
Can. Fairbanks-Morse Co., Ltd., Montreal.
International Harvester Co. of Canada, Ltd.

Massey-Harris Co., Toronto.
Matthew Moody & Sons Co., Terrebonne, P.Q.
The Renfrew Machinery Co., Ltd., Renfrew, Ont.

FEEDERS
John Deere Mfg. Co., Welland, Ont.

FARM MACHINERY
Can. Fairbanks-Morse Co., Ltd., Montreal.
Cockshutt Plow Co., Brantford.
Fisher, Wilkie, Ltd., Sandwich, Ont.
John Deere Mfg. Co., Welland, Ont.
International Harvester Cc, Ltd., Hamilton, Ont.
London Gas Power Co., London, Ont.
Massey-Harris Co., Toronto.
Matthew Moody & Sons Co., Terrebonne, P.Q.
The Frost & Wood, Co., Ltd., Smith Falls, Ont.
R. A. Lister Co., (Canada) Ltd., Toronto.
The Renfrew Machinery Co., Ltd., Renfrew, Ont.

FEED CUTTERS
Can. Fairbanks-Morse Co., Ltd., Montreal.
Massey-Harris Co., Toronto.
Renfrew Machinery Co., Ltd., Renfrew, Ont.

FINANCIAL
The Commercial Credit Co. of Canada, Ltd.,

Toronto.

GARDEN TOOLS
Massey-Harris Co., Toronto.

GRAIN GRADER
Cedar Rapids Foundry & Machine Co., Cedar

Rapids, Iowa.

GRINDSTONES
S. Vessot & Co., Joliette, P.Q.

GRINDERS
Can. Fairbanks-Morse Co., Ltd., Montreal.
International Harvester Co., Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.
R. A. Lister Co., (Canada) Ltd., Toronto.
The Renfrew Machinery Co., Ltd., Renfrew, Ont.
S. Vessot & Co., Joliette, P.Q.

HARROWS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co. of Canada, Ltd.

John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths Falls, Ont.
The Matthew Moody & Sons Co., Terrebonne, Que.

HAY LOADERS
International Harvester Co. of Canada, Ltd.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths Falls, Ont.

HARDWARE
Can. Fairbanks-Morse Co., Ltd., Montreal.
Massey-Harris Co., Toronto.

HAY RAKES
John Deere Mfg. Co., Welland, Ont.

The Frost & Wood Co., Ltd., Smiths Falls, Ont.

HAY CARRIERS
Beatty Bros., Ltd., Fergus, Ont.
Massey-Harris Co., Toronto.

HAY PRESSES
Birdsell Mfg. Co., Toronto
International Harvester Co. of Canada, Ltd.

HULLERS (Clover)

Birdsell Mfg. Co., Toronto

LIGHTNING SYSTEMS
Can. Fairbanks-Morse Co., Ltd., Montreal.

R. A. Lister Co., (Canada) Ltd., Toronto.

LIME AND FERTILIZER SOWERS
John Deere Mfg. Co., Welland, Ont.

MANURE CARRIERS
. Beatty Bros., Ltd., Fergus, Ont.

MANURE SPREADERS
Cockshutt Plow Co., Brantford, Ont.

International Harvester Co., Ltd., Hamilton, Ont.

John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.

The Frost & Wood Co., Ltd., Smiths Falls, Ont.

The Matthew Moody & Sons Co., Terrebonne, Que.

MOWERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co. of Canada, Ltd.

Massey-Harris Co., Toronto.

The Frost & Wood Co., Ltd., Smiths Falls, Ont.

MILKING MACHINES
R. A. Lister Co., (Canada) Ltd., Toronto.
Sharpies Separator Co., Toronto.

MILLING CUTTERS
Butterfield & Co., Inc., Rock Island, Que.

NUT LOCKS
Robinson, Ed. A., Co., Ltd., Montreal.

OILS
The Renfrew Machinery Co., Ltd., Renfrew, Ont.

PISTON RINGS
WedgeRite Piston Ring Co., Ltd., Montreal.

PLOWS
Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths Falls, Ont.
International Harvester Co., Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

The Renfrew Machinery Co., Ltd., Renfrew, Ont.

POWER MACHINERY
Can. Fairbanks-Morse Co., Ltd., MontreaL
John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.
International Harvester Co., Ltd., Hamilton, Ont.

POTaTO MACHINERY
John Deere Mfg. Co., Welland, Ont.
Matthew Moody & Sons Co., Terrebonne, Que
Cockshutt Plow Co., Brantford, Ont.

PULVERIZERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co. of Canada, Ltd.

PULPERS
Cockshui,c Plow Co., Brantford, Ont.

RAKES
International Harvester Co. of Canada, Ltd.

The Frost & Wood Co., Ltd., Smiths Falls, Ont.

REAPERS
International Harvester Co. of Canada, Ltd.

The Frost & Wood Co., Ltd., Smiths Falls, Ont.
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BtttterfiddHI

DrillsXapsJ)fes,

Reamers
andiMILLING CUTTERS

The quality of Butterfield Tools

not only ensures accuracy, but

long service and economy.

Try them and you soon will be

convinced that they play an im-

portant part in keeping down
the overhead in repairs.

The use of High Quality Tools
on repair work is one of the es-

Tools That Retain
Their Keen Edges
After Long Usage

sentials to the highest class job,

and Butterfield Quality is the

BEST.

Every nickel you save in tool

service, adds another nickel to

your profit on repair work.

May we send you our cata-

logue?

BUnERFlED & CO., INC., ROCK ISLAND, P.Q.

TORONTO OFFICE : 220 King St. W.
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REAMERS
Butterfield & Cw., Inc., Rock Island, Que.

ROLLERS
Cockshutt Plow Co., Brantford, Ont.
Massey-HaiTis Co., Toronto.

SAW MILL OUTFITS
Massey-Harris Co., Toronto.
Matthew Moody & Sons Co

, Terrebonne, Que.

SCUFFLERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co. of Canada, Ltd.
John Deere Mfg. Co., Welland, Ont.

SEEDERS
Massey-Harris Co., Toronto.

SCREW PLATES
Butterfield & Co., Inc., Rock Island, Que.

STABLE EQUIPMENT
Beatty Bros., Ltd., Fergus, Ont.

SILOS
Gilson Mfg. Co., Guelph, Ont.

SLEIGHS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co. of Canada, Ltd.

SILO FILLERS
Gilson Mfg. Co., Guelph, Ont.
International Harvester Co. of Canada, Ltd.

SOCKET WRENCHES
R. F. Sedgley, Inc., Philadelphia, Pa.

SPREADERS, MANURE
Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
International Harvester Co., Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

SAFES
J. & J. Taylor, Ltd., Toronto.

SPARK PLUGS
Machine and Stamping Co., Ltd., Toronto.

TRACTORS
Advance-Rumely Thresher Co., La Porte, Ind.
R. A. Lister & Co. (Canada), Ltd., Toronto.
Canadian Allis-Chalmers, Ltd., Toronto.
Cleveland Tractor Co., Windsor, Ont.
Gilson Mfg. Co., Guelph, Ont.
International Harvester Co., Ltd., Hamilton, Ont
J. I. Case Co. Thresh'g Mach. Co., Inc., Racine. Wis.
Massey-Harris Co., Toronto.
The Gray Tractor Co. of Canada, Ltd., Winnipeg.
The Turner Mfg. Co., Port Washington, Wis.

TRACTOR PLOWS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., Ltd., Hamilton, Ont.
John Deere Mfg. Co., Ltd., Welland, Ont.
Massey-Harris Co., Toronto.

THRESHERS
Can. Fairbanks-Morse Co., Ltd., Montreal.
International Harvester Co. of Canada, Ltd.

J. I. Case Threshing Mach. Co., Inc., Racine, Wis.
R. A. Lister Co., Ltd., Toronto.
Matthew Moody & Sons Co., Terrebonne, Que.
The Renfrew Machinery Co., Ltd., Renfrew. Ont

THREAD CUTTING TAPS
Butterfield & Co., Inc., Rock Island, Que.

TWIST DRILLS
Butterfield & Co., Inc., Rock Island, Que.

TRUCKS
Alberta Truck Transportation Co., Ltd., Calgary.
Beaver Truck Builders, Limited, Hamilton, Ont.
Eastern Canada Motor Truck Co., Ltd., HulL P.Q.
International Harvester Co. of Canada, Ltd.

WHEELBARROWS
Cockshutt Plow Co., Brantford, Ont.
Massey-Harris Co., Toronto.

WAGONS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., Ltd., Hamilton, Ont
Massey-Harris Co., Toronto.

WATER BOWLS
Beatty Bros., Ltd., Fergus, Ont.

WEEDERS
Cockshutt Plow Co., Brantford, Ont.

"Implement Discounts" Is a Live Topic
Manufacturers Have Made Slight Increases, But Still More Urgently Required.

THE question of more adequate discounts to agri-

cultural implement dealers is as vital a topic of
discussion in the United States as in Canada,

and the Farm Implement News is among those dealer-
journals which has "fought the good fight" in behalf
of dealers and agents. M. T. I. has agitated for this,

and will always back any movement for betterment of
conditions for the implement dealer. The Farm
Implement News says editorially:

"Several dealers lately expressed the opinion that
we are too optimistic over the settlement of the repair
discount question as reported at the recent meetings
of the dealers' National Federation and the manufac-
turers' organization. One dealer went so far as to say
that we were too credulous. He said further, as did
the others, that expectations as expressed in our edi-

torials discussing the subject and implied in our news
stories telling what had happened had not been real-

ized to any considerable extent; in fact, that compara-
tively few of the manufacturers had increased the dis-

counts on repairs in accordance with the spirit of the
joint resolution adopted by committees from the deal-

ers' and manufacturers' associations.

"VT^E were told also that in some cases manufac-
turers had made slight increases, and when

asked why they were not allowing the amount of dis-

count which dealers understood they were to receive,

had replied to the effect that the resolution mentioned
no amount. This is said to be the attitude of a number
of manufacturers whose increased discounts are con-
siderably less than the average discounts allowed be-
fore the joint resolution was passed.
"We have knoMTi of course from the beginning of

the effort to get a recommendation for increased dis-

counts from the manufacturers' association that such
recommendation would not be legally binding upon the
members of the organization. No committee of an
association can enter into an arrangement with an-
other committee whereby the factors in one branch of
the trade will be guaranteed that the factors in an-
other branch will do thus and so. The committees can
do no more than recommend; it is then optional with
the members whether they shall comply.
"But we felt that this particular question, having

been under discussion so long, was the subject of a
recommendation which the members of the manufac-
turers' committee were sure would be approved by the
other members of the association. We felt that the
personnel of the committee was such that its recom-
mendations would have great weight, if indeed the

committee had not canvassed the membership and

"certained the views of the majority. The faith was
also justified by the fact that a few of the large con-
cerns already had increased discounts to meet the
views of the dealers, had done this in some cases be-
fore the committees from the two associations held
their conference, and in others before the proceedings
of the conference had been made public. One was
warranted in believing that this recognition of the
dealers' contention involving increased discount indi-

cated a general adoption of the same policy, especially
pfter a committee of leading manufacturers had pub-
licly recommended such action.

''TpHE weak point in the whole proceeding, from the

dealers' point of view, is that no rate of discount
was mentioned in the resolution. But a rate was fre-

quently mentioned by the members of the dealers' com-
mittee in their pleas offered at the conference. The
largest producer of farm equipment already had in-

creased discounts to 35 per cent., with an additional
percentage for cash, and one of the largest tillage con-
cerns had adopted the same discount in its home office

territory. This rate of discount was frequently put
forward as the one dealers required; in fact, it was
claimed by the members of the dealers' committee that
anything less would be inadequate. And the resolu-

tion stated in so many words that 'the dealer's cost

of handling repairs makes the present average dis-

count inadequate,' and that 'members should immedi-
ately analyze their conditions and institute such new
plan as will be fair to the dealer.'

"Now, if the average rate of discount at the time the
conference was held was inadequate, certainly a rate

that does not exceed that average to some extent is

still inadequate, and a manufacturer belonging to the

association who refuses to allow a rate better than the

old average, by such refusal repudiates the action of

his own committee. And at this point it is pertinent

to say that every member of the association who was
present at the convention when Executive Chairman
Wallis reported the action of the conference on repair
discounts, and who did not then and there publicly pro-

test against the action, is morally bound to follow the
recommendation of the committee. The same obliga-

tion extends to all membeis who were aware of the
committee's action and made no protest before the re-

port submitted by Mr. Wallis was approved and ac-

cepted by vote of the convention.

*'1I^E realize of course that the use of the term
' ' 'average discount' raises a question as to what

the average was at the time the subject was threshed

out by the two committees. Nobody knows exactly; no-
body has any way of ascertaining exactly. But it has
long been the .jpinion of leading dealers who have
given much thought to the question, and who have
made careful surveys among the retail establishments,
that the average is, or was, at least 25 per cent., and
that it was inadequate; in other words, 25 per cent,
was not suflScient margin to cover the cost of doing
business at a fair profit. This conention of the
dealers was accepted by the several concerns to which
we have referred, and the increase to 35 per cent, in
their rate of discount was the result.

"Moreover, the trade relations committee of the
dealers' Federation, the committee which represented
the dealers' interests at the conference, said in its re-
port to the Federation:

" 'The conclusion of the conference was that list

prices on small parts, in part, and wood parts were in
many cases ridiculously high; that similar parts as
priced by different concerns vary as much as 50 per
cent.; and that nothing less than 35 per cent, dis-

count will net an adequate return to the dealer.'

,
I

<''TpHIS of course was not the formal conclusion, for

it was not put in the resolution, but apparently
it was the individual opinion of the members of both
committees. Had it not been, the trade relations com-
mittee would not have so reported to the dealers at-

tending the Federation convention.

"Have we been too credulous? We think not. To
be credulous means 'to believe on slight evidence.'

This evidence we have set forth is far from slight; it

is ample. Perhaps we have expected too much from
the mere recommendation of a committee, but we ex-

pected no more than we were warranted in expecting
in this particular case, all things considered. And we
are still expecting.

"At the Federation meeting one member of the trade

relations committee 'cautioned the dealers not to ex-

pect a complete change immediately.' Further along
in the report of the convention we read: 'Opinions

were expressed that it would not be long until the

rate of discount mentioned would prevail throughout
the horse-drawn implement trade and in many cases

in the power-farming machine trade.' If this opinion

is not verified within a reasonable time, we'll say that

trying to adjust such matters through means of as-

sociation committees represents a sinful waste of

time."
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What

Massey-Harris Service
Means to the Local Agent

SERVICE is what counts
in the implement busi-

ness, and it is Service that

is the outstanding feature

back of the name Massey-

Harris.

A manufacturing Service

equal to supplying the most
improved implements, of

the best quality materials

and the highest grade of

workmanship.

A Service that can furnish

exact duplicates of any part

of any machine bearing the

name Massey-Harris, and
with speedy dispatch by

means of the many branches

and warehouses placed at

strategical points across the

Dominion.

And, a corps of Field Ex-

perts at your Service.

Thus the Massey-Harris Agent is enabled to render

a most efficient service to the farmer. You can

demonstrate this service in these quiet winter days by
reminding the farmer to order the repairs he will

require for his old machines for the coming- season.
"

This will help the farmer and save you valuable time

in the busy season.

MASSEY-HARRIS CO., LIMITED
Head Office: - Toronto, Ont.

Branches at Montreal, Moncton, Winnipeg, Regina, Saskatoon, Swift Current, Yorkton, Calgary,
Edmonton. Transfer Houses at Vancouver and Kamloops. Warehouses at many other points.
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Mr. Dealer,
The Beaver Agency is a big

Money Maker
The Beaver Truck, which is the result of actual truck
knowledge, based on approved engineering, is

Canada's Lowest Hauling Cost

We can prove these statements by comparative demon-
strations—by comparative values.

Write for full details and Agency Proposition

— It is built on sound engineering practice and
built to endure.

—It is built by Canada's largest exclusive truck

factory.

—It is built by men long experienced in the manu-
facture of motor-trucks and who know Canada's
transportation problems.

—Part of the large saving in duty on American
trucks is put into extra built-in value and the

balance is deducted from the usual list price of

the trucks.

Beaver Trucks
Manufactured in Canada by

Beaver Truck Builders, Limited, Hamilton, Ont.
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A Quick

Sales

Proposition

Put an Acme
where your
customers
can examine
it carefully.

It will sell it-

self.

Powerful

Dependable

Economical

The Acme
develops
power far

in excess of

its rating.

ACME ENGINES
—1920 Series

Canadian-made machines of quality built in a full range of sizes between 1^4 and 15 h.p. Manufactured
by etficient quantity production methods which enable us to offer these machines at a price that makes
them the best engine value on the market.

Acme reputation obtained through fourteen years'

experience as builders of high-grade engines is jeal-

ously guarded by thorough, searching inspection cf

every part before it is allowed to leave the shops.

Some of the characteristic and exclusive features of
the Acme line are

:

Extra heavy and rugged design.

Perfect balance and smoothness of running, with
absence of vibration.

All par*:s interchangeable and readily accessible.

Improved economy, excess power, and easier starting.

Special carburetor and improved magneto.

Every refinement of desien or construction which
ensures absolute dependability.

There are many other features which place the Acme
alone in its class. <

Demands on our 1920 output have forced us to extend our engine plant by 20,000

square feet, and to double the capacity of our engine castings foundry.

There are some territories still open—yours may be one.

FISHER-WILKIE, LIMITED
SANDWICH, ONTARIO
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THE
WEDGE

of Its Permanence is

in the Wedge
Many piston rings hermetically seal the combustion
chamber—for a few days, a few weelcs, or a few
months. WedgeRite Piston Rings seal permanently.
Of course there is a final limit to the efficient per-
formance of any product, but WedgeRites are dis-

tinctly in a class of their own by lasting longer than
any other rings made.

This is due to the application of the wedge principle,

which automatically takes up wear and preserves an
even pressure on all sides of the cylinder wall.

Order through your favourite Jobber

CROSS SECTION OF RING

1—Section pressing outward and upward.
2—^Spring section of ring.
3—Lower outward and downward section.

ILLUSTRATING THE WEDGE PRINCIPLE

The wedge principle employed in the making of
WedgeRite Piston Rings is sho^^Ti in the accompany-
ing drawing. Its superiority, measured by its ability

to expand in WIDT.H as well as in diameter, means
utmost satisfaction. The r&pairman who uses Wedge-
Rite Rings is one wlho can be trusted. By using the
Best Piston Ring he shows a real desire to give a

better repair service.

LIMITED

92 Notre Dame St. E., Montreal
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The high grade, dependable line of
The "Lister"

Silo

FARM AND DAIRY MACHINERY
Lister" Silos

The "Lister" Milker
"A wonderful milker"—say users everywhere. Thousands
in daily use. Can be used on all grades and breeds with
entire safety.

The care used in the construction of the "Lister" Silo is

equal to that employed in the other top-quality Lister lines.
Every Lister Silo you sell ensures a satisfied customer.

The users of ''LISTER" Machin-
ery are our best advertisement.
They are always boosting and
the result is a good name every-
where that Farm and Dairy
Machinery is used.

"AVERY" TRACTORS
"Avery" Tractors are built in seven sizes—a size for every
size farm—and sold at popular prices.

Lister products are business-builders and they pay a
good commission. Write for agency proposition.

The "Melotte"
Cream Separator

The Original Melotte—a marvel in

skimming efficiency, ease of operation
and long life.

The "Lister"
Engine

A leader in efficiency, workmanship
and equipment. Compare the "Lister"
with any of its competitors and its

superiority will at once be obvious to

you.

The "Premier"
Cream Separator

British made—and its service shows
it. Easy to operate. Easy to clean.

R. A. LISTER & CO. (CANADA) LIMITED
S8-60 Stewart Street, TORONTO Also at Wall Street, WINNIPEG
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CaTCH on to the Cletrac idea. A Cletrac

means more kinds of work more days in

the year and lower costs on every job.

Engineers and army experts long ago saw the

advantage of the endless track as a device for

turning motor power into draw-bar pull. The
popularity of the Cletrac is not an accident.

The public waited only to see the same
principle built into a serviceable small tractor

and the Cletrac proved to be that tractor.

Farmers everywhere put their O.K. on the

small tank type and now the Cletrac is the

fashion.

The Cletrac used alone or in "fleets" is the right

size and type for almost any farm—the one

tractor adapted to all conditions. It has proved

its ability to stand up to its work—and now
that the public has re^^lized its worth it is out

in front to stay.

The Cletrac now has more power yet no added

weipht or increased friction to use no the pow-

er. Trs track is one-third wider which gives

it a lio-hter tread and a stronger frrip on the

ground. Read up on Cletrac literature and

you will find dozens of other points that will

help you to Cletrac sales—that will convince

you that the Cletrac is the profitable way, both

for yourself and your tractor customers.

You are lining up with progress and prosperity when
you push Cletrac sales. You can't go wrong on it.

Cleveland Tractor Company
of Canada Limited

Head Office:

WINDSOR, ONTARIO
Western[ Sales Branch:

REGINA, SASK.
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YOU'VE HEARD OF THE NISCO?
SURE!

It's the BIGGEST SELLING SPREADER in the WORLD!

WHY?
Because it is in a class by itself in performance and exceptional service.

It's the biggest money-maker for the farmer—the agent—and the im-

plement dealer who sells it.

Isn't this a cracking good line for you to get next to?

THERE IS BIG MONEY IN IT FOR YOU

Indications show that this year will be a record-

breaker for Spreader sales.

Spreader profits are generous—Here's the chance for

you.

You want the Spreader that will bring the most
money into your pocket. Isn't that so?

o

Gilson Nisco Spreaders are making thousands of

dollars for other dealers. Why not you?

They are easy sellers because they dominate in ser-

vice, quality and satisfaction.

The Gilson Nisco is the accepted standard of

Spreader value.

4-

fir.

A-

Here aire a few outstanding points:

—

The original wide spread No complicated parts

Improved feed No gears

Low draught Thoroughly standardized

BIG DEMAND NO EXPENSIVE REPAIRS

They advertise themselves—one in your locality will bring many sales. You will make the profit on them all.

The Gilson Nisco is in the public eye. You will pocket the cash. It's no trick to sell a Gilson Nisco.

Our entire organization is behind you. At the present time we are spending thousands of dollars on the big-

gest advertising campaign ever carried out for Spreaders in Canada.

Let's get together. It's a chance you can't afford to pass up. Do not fail to write us regarding our agent's

proposition.

Better still, send in for sample Spreader, We are making a specially low price on all machines for

demonstrating purposes.

% %

ANSWER THIS ADVERTISEMENT IMMEDIATELY

GILSON MFG. CO., LTD.
Factory and Head Office, Dept. E, Guelph, Ont.

Branch and Warehouse, 356 Elgin Ave., Winnipeg, Man.
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FAIRBANKS-MORSE
ELECTRIC POWER MACHINERY
Each of the units shown above consists of a 200 H.P. Semi -Diesel

Oil Engine and a 170 K.V.A. Generator.

Our smallest plant is a 11^ H.P. 9 K.W. Automatic Suburban
Lighting Outfit.

Fairbanks-Morse Electrical Machinery covers the entire range be-
tween the above sizes.

Our experience is at your service.

The Canadian Fairbanks - Morse Co., Limited
"Canada's Departmental House for Mechanical Goods"

ST. JOHN QUEBEC MONTREAL OTTAWA TORONTO HAMILTON
WINDSOR WINNIPEG SASKATOON CALGARY

VANCOUVER VICTORIA
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^he Sales Possibilities for
Power and L^ig'Ht Plants, and

Necessary Equipment
THE hour is ripe for the farmer market. The tremendous buying power of the farmer and rural

dweller is waiting for aggressive men to develop.

As far as farm lighting and power plant sales are concerned, the market has hardly been touched.

The automobile demonstrates what can be done, and what kind of a buyer the farmer is.

have been made in Ontario, the greater portion of whichIn two decades, automobile sales in Canada have

exceeded $450,000,000. How much has the farmer contrib-

uted to these enormous figures ? In Ontario 65,000 cars

are owned outside of cities; in Quebec and the Maritime

Provinces 60% are owned outside of cities, and in the Prairie

Provinces nearly 80% are owned by the rural population.

The market for power and light plants in rural

districts is potentially as great as the number of automobiles

now owned in those districts. Like the automobile, the

power and light plant is a necessity to the farmer and

rural dweller, because it means greater comfort, convenience

and economy, and labor saving. The shortage of farm

labor has forced the farmer to depend more and more upon
labor saving equipment.

That the farmer needs power and electric light

plants is evident by the growth of hydro service in those

parts of the country which are served by the great trans-

mission lines. Thousands of inquiries for hydro service

cannot be supplied.

In the Prairie Provinces over 11,000 self-contained

electric light plants have been sold. In Ontario 2, 1 30 plants

have been installed, of which number 25% have been sold

during the last twelve months alone.

These rural dwellers have learn ed that better equip-

ment produces better returns.

Great as is the profit to be made from the sale of

"F" Power and Light Plants, still more money will be

made from their installation and the sale of equipment, such

as electric washing machines, churns, vacuum cleaners,

irons, cream separators, water pumps and water systems,

which will more than double the sales possibilities of the

plants themselves.

The sale of Fairbanks-Morse " F" Power and Light

Plants will run into millions of dollars for those men who
are awake to the possibilities of this business.

AGIINTS WANTED
Exclusive territories for this agency are now being allotted. If you want to make money,
and make it faster than you have ever made it before, send the Dealer's coupon inside

this insert, with your letter-head, to our nearest branch, asking that your territory

be reserved for you.

S>6g Canadian FairbanKs-Morse Co., Limited
HALIFAX ST. JOHN QUEBEC MONTREAL OTTAWA TORONTO HAMILTON

WINDSOR WINNIPEG SASKATOON REGINA CALGARY
VANCOUVER VICTORIA
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ifYm Want Giea^

am
IN

a short time you will find that this plant is the biggest thing on
your farm. Big in value, in comparison with the purchase price

—

big in the amount of drudgery it saves you—big in its labor-saving
for your wife—big in its convenience—big in its comfort—big in its

economy.

It is a separate unit plant, driven by the famous "Z" Engine,
which more than 250,000 farmers are using. It permits of the greatest

possible saving in power, because you can utilize the full power ofthe
engine to drive other machinery by simply unbelting the generator
and driving direct from the engine, thereby saving the 50% power
loss caused by driving machinery with motors.

And you can, if you wish, drive another machine while you are

charging your batteries.

It is so simple that any boy can run it. There are no costly,

Agents I

We need good live agents in everym
coupon on the left corner and send it, ifi

for full particulars of the biggest and m

^hQ Canadian Fair

r7

M. T. This is the first ad of the " T " Power and Light Plant
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;^Econaray,

rse
I tidht Plant
lelicate parts to get out of order, and it requires little attention and

eldom needs adjustment or repairs.

It is strong, sturdy and the most efficient Power and Light Plant

tiade. It has ample power to drive a churn, separator, pump, washing

tiachine, etc., direct from the engine or from a line shaft, and it will

iirnish a flood of clean, brilliant light in your house and other build-

igs, whenever you push the button. It also furnishes current for

acuum cleaner, electric iron, toaster, coffee percolator, etc., and

here are no smelly lamps to fill and clean, and no danger of fire.

Thousands of farmers and rural residents will soon be equipped

^ith a "F" Power and Light Plant, because it saves labor, time, worry

nd enough money to pay for itself. Clip the coupon on the right

omer and send it to our nearest branch for full information. It

laces you under no obligation.

Wanted
ty and district in Canada. Clip the
your letterhead, to our nearest office

t selling proposition on the market.

banks-Morse Co.
Limited

^J/
ies, wHicH is being published throughout Canada
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OPPORTUNITY
S6e Greatest Money-maKin^

Agency in Canada

WE want at once, aggressive representatives in every section

of Canada to handle the " F" Power & Light Plant Agency.
The market for farm lighting and power plants is second

only to the automobile field—we know that to be true because we
have made a thorough investigation of the rural market in every
province.

To supply the number of plants which can be sold now, were
every district in the country in the hands of aggressive agents, would
take the Fairbanks-Morse factories several years, running day and night.

The Fairbanks-Morse "F" Power and Light Plant fills the requirements
of this immense market. We know it to be the lowest-priced plant made—we
know it is the most flexible and economical in operation, and we know it is the

most efficient plant ever constructed.

Behind this superior equipment stands The Canadian Fairbanks-Morse Co.,

Limited, with an intensive plan of co-operation, through which you cannot help

selling the " F " Power and Light Plant.

THE DOMINATING ADVERTISING
CAMPAIGN rOR 1920

will blanket practically every prospective buyer of a farm lighting system in

Canada, and every inquiry which it produces will be turned over at once to our

agencies to follow up for sales.

The representatives selected to fit into this organization, to ceish-in on such

a tremendous money-making proposition as the selling and installation of our " F"
Power and Light Plant, must have known responsibility and be willing to work the

territory as it has never been worked before.

Each agent must make it his business to see that every plant is properly

installed, and he must be able to render service to those to whom he sells. He need

not be a practical electrician himself, but he should be able to hire one, or form a

working connection with one edready established.

He must invest in a plant for demonstration purposes, for we know this is

the one successful way to sell lighting plants. People insist on being shown before

they buy.

He must realize the great possibilities each installation offers for selling

other electrical equipment; he must be capable of handling a business which will

make his bank account grow by thousands of dollars each year.

If you mean business, fill in the Dealer's coupon inside this insert now, with

your letter-head, and send it to our Branch nearest you.

Wherever there is an oil lamp on a farm there

is an opportunity for a lighting plant sale.

S6e Canadian FairbanKs - Morse Co., Limited
HALIFAX ST. JOHN QUEBEC MONTREAL OTTAWA TORONTO HAMILTON

WINDSOR WINNIPEG SASKATOON REGINA CALGARY
VANCOUVER VICTORIA
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THE COMPANY AND THE DEALER
C0-operation Necessary to Success—T earn Work Wins the Game

IN TALKING to a local dealer he will usually refer
to the firm he is representing- as "The Company"
and it isn't always in complimentary terms that

he discusses the subject. In our experience, however,
we usually find that the successful dealer who has
extensive dealings with the companies he represents
is more than friendly and ready to co-operate, hence
his success.

'

The dealer is on the firing line, in direct personal
touch with the ultimate purchaser, and his success
depends on:

—

His integrity and reputation for fair and square
dealing.

The quality of the goods he sells.

His energy in going after business.
The intelligent service rendered his customers.
Advantage he takes of a.ssistance the companies he

represents are prepared to render.
Every reliable concern is more than anxious to

co-operate with its dealers and customers in getting
best possible results from equipment marketed. Un-
fortunately some machines of almost all kinds, har-
vesting, tractors, automobiles, etc., have gone on the
market in the experimental stage, and the experience
of both dealers and customers has been both patience
trying and financially costly. Some freak ideas of
design seem to have a great appeal on paper, but in
the field, on the point of actual work, they fall down
miserably. There is an excuse for a consumer being
"taken in" by these unsound ideas, but an experi"
enced machinery dealer should have no trouble in
avoiding them.
We are sure that the sales manager of any com-

pany marketing its products through a corps of local
dealers will agree with us when we say that one of
the hardest problems we have to solve is the over-
coming of inertia in our dealers. It seems to require
a stick of dynamite to wake some men up to the
possibilities of business and profits that are at their
very doors.

The successful dealers as they are viewed from the
companies' point of view are not the men
with most pretentious premises, etc., but
are the men who are aware that when
they contract to sell a line of goods in a
given territory, realize that they have as-
sumed a two-fold obligation, viz. :

—

To themselves, to build up a profitable
business and thus improve the condition
of themselves and their families; and an
obligation to the company to secure all

the business possible from the territory

assigned to them.

Such a dealer will have his place of

business clean and orderly. If able to carry
stock it will be in good condition and ready
to make a sales appeal.

He will be familiar with the talking

points of his machines, prices and terms
on which they can be sold.

His staff will include a man—himself

if no other availale—who can teach the

customer how properly to operate the ma-
chine he has purchased.

By G. B. WHEELER
"^HE successful dealer in the company's experience

is not the one who is constantly asking for special
assistance, but is the man who takes full advantage
of the opportunity, listens to the sales arguments of
the special salesmen and soon is able to present his
machine or proposition far more convincingly than
any special man, because he knows personally the man
to whom he is endeavoring to make a sale. The
dealer who knows his line will secure the order while
the dealer who does not know his line is sitting in his
office waiting for special salesmen to arrive. Many a
dealer has lost a beautiful order in just such a man-
ner. To be successful a dealer must stand on his
own feet, and use the special salesmen only as an
instructor while getting the necessary information.

We are convinced that there is no more profitable
way for a dealer to spend a part of his time, than in
a few hours extra educational work when he first
delivers a machine to a customer. Did you ever notice
how confidence breeds enthusiasm? The customer who
knows his machine thoroughly has confidence in it
and is always a great booster for it, and for the
dealer who imparted the information to him.
The company is doing its utmost to assist the dealer.

They believe that through the dealer is the proper
method of marketing goods, but realize they can only
be successful in any one territory as their dealer in
that particular territory is successful. They, there-
fore, maintain a staff of special salesmen ti assistm particularly hard sales and to instruct the local
dealer concerning the merits of the goods, company's
methods of doing business, and best means of making
sales and educating the customers.

A staflT of special mechanics is maintained in order
to assist the dealer out of any serious mechanical
trouble and to educate them, so they in turn may be
able to properly educate the customer.

The repair department is usually in the hands of
men who realize the necessity of prompt and accurate
filling of orders, but they are not mind readers, and
must have the necessary information before an order
can be filled accurately, and any dealer will tell us
that a repair order filled incorrectly is worse than
not filled at all.

None of us are celebrating any personal independ-
ence day. We are all interdepeiident. The salaried
man depends on the company for his pay envelope;
the local dealer on the company for his commission;
the purchaser depends on the company for the goods;
the company depends on the purchaser for payment,
on the salaried man—whether salesman or mechanic—
for such service as will make the goods appeal to the
purchaser, and on the local dealer for the order.
The whole question of sales and service is sum-

marized in co-operation. If the company isn't pre-
pared to fully co-operate with its corps of local deal-
ers, it should change its method of marketing goods,
and if the dealer isn't prepared to fully co-operate
with the firms he represents he should go out of
business because he only cumbers the ground. Our
experience proves, however, that when company and
dealers have mutual confidence in each other and the
goods they are manufacturing and selling, and co-
operate with each other as they should, the business
then is a pleasurable and profitable undertaking.
Every man placing his shoulder to the wheel, carry-

ing his own share of the load, will make the way
easier and the financial returns will be all they should
be; the customers will think well of the people with
whom they are doing business, and a good, clean,
healthy business and business growth will be enjoyed
by both the company and the dealer.

'JPHERE is one more important point I would like

to emphasize and that is the ordering of repair
parts.

The dealer should be accurate in placing his orders
for repair parts, furnishing shop number and type of

machine and when possible symbol num-
ber of part.

The Repair Department staff has a
thankless job at best, but are usually am-
bitious and sincere and can only ask for
co-operation on the part of the dealer in
order to give the service that holds the
customers.

The inside sales organization is usually
made up of men who might readily be
termed a "ways and means committee."
They are always puzzling and planning as
to how to increase the sales volume, and
dealers will admit that the company's
staflp is usually doing its best and while
sometimes that best may seem none too
good, yet TEAM WORK WILL WIN
THE GAME. That applies to baseball,
lacrosse, football or war, and is also more
than true in business.

da. to show I^a^^aTr*

After all it don't make a lot of differ-
ence to the farmer whether it is a worm
drive or a snake drive—just so she does
the work.



Wake Up! Go Ahead! Implement Dealers
Don't Shout Disaster From the Housetops—The Woods Are Full of Prospects Who Want What

You Have to Sell

N MY opinion, every man's
duty at this hour can be ex-

pressed in two words, 'GO
AHEAD'."

That's what Thomas A. Edison
said a few weeks after the armis-
tice, when everyone seemed to be
waiting for something to happen.
They were afraid of this and

» talked collapse of that, and they
ISwaited, waited, WAITED—good-

ness knows what for. This policy
of indecision was fatal to a good many business enter-
prises, and Edison's advice was timely.

The waiting malady seems to have settled in epi-

demic form in a good many parts of Canada, and un-
less some dealers wake up and "GO AHEAD," they
are likely to start going the other way, and won't
be able to stop. What Mr. Scott said in the last

issue of M. T. I. about truck dealers, which was the
opinion of one of the largest distributors in the coun-
try, is applicable to many other dealers as well. They
:an't seem to grasp the situation that
confronts them and somehow fail to

realize what enormous sales oppor-
tunities are waiting right in front of

cheir noses. They apparently have a

sort of business sleeping-sickness. I

don't think this applies to dealers in

Alberta so much as in some other
sections of the west, bu£ there is

apathy and indifference even in

Alberta, a country noted for its

f pt'mism.

During the past two years we
liave had partial crop failures in
Alberta, and naturally there was
quite a falling off in business. And
the dealers didn't pass up any oppor-
tunities to tell the world about it

either. I had an interview with
Haskins, vice-president of the

International Harvester Company last August, and
he vehemently deplored the general tendency on the
part of dealers—and distributors and branch man-
agers—to foist all the blame on the country when
their sales fell down. He said that dealers' reports
of conditions in Southern Alberta were woefully
pessimistic and very much overdrawn. Those who
foresaw abnormally low sales owing to crop conditions
painted the blackest kind of a picture so the head
office would thoroughly understand that it was not
their fault. I know this to be a fact because I visited

numerous head offices of implement companies in the
United States last fall and their Alberta dealers had
sure done the thing up brown. Many executives who
didn't know conditions thought the country had gone
to the everlasting "bow-wows."

This is just a point in passing, and I want to em-
phasize it if I may, because dealers who do this not
only condemn their own territories, but they literally

damn the whole country. Its pretty hard to say
business is good when its rotten, but surely there's

enough good things to talk about without shouting
disaster from the housetops.

pROSPECTS? Every other man you meet is a

prospect. For what? For motor trucks, tractors,

automobiles, electric lighting plants, electrical appli-

ances, building materials, gas engines, windmills,

water systems, accessories, separators, scales, feed
grinders, fanning mills, every kind of seasonable farm
machinery, stable equipment, lightning protection.

ventilating systems, and every mortal or immortal
thing YOU have to sell.

Take motor trucks. They won't need much selling

in Alberta this year. Everybody wants trucks, not

only the city buyer but the farmer. The Western
farmer is absolutely sold on the truck idea. A big

advertiser of tractor attachments for Ford cars

By C. McLENNAN
Sketches b y LOUIS K E E N E

carried a small line in six-point type at the bottom

of his ad. which read: "we also distribute the—truck.

If interested mark the coupon." Over fifty per cent,

of the inquiries signified interest in trucks. The
bulk of the replies came from Alberta.

In a recent investigation, a well-known Western
farm paper brought out the following information on
trucks among farmers:

Reports Number Could
Received Using Use

Manitoba 58 50 1,181

Saskatchewan 168 313 4,122

Alberta 106 630 6,301

332 993 11,604

In this investigation which was conducted through

branch bank managers, 141,436 farms were reported

on.

Study these figures carefully and watch your terri-

tory closely. The "woods are full" of prospects who
want what you have to sell and want it now.

Another farm paper showed through an investiga-

tion that there were approximately 10,000 truck

prospects among its readers.

Is this conclusive enough?
Take tractors. I venture the assertion that 1920

will see the biggest volume of tractor sales that Can-

ada has ever known. The farm paper mentioned

discovered approximately 12,500 tractor prospects

among its readers alone! It found 22,500 electric

lighting plant prospects, and 65 per cent, of the farms

covered indicated that they would erect some buildings

this year.

The list included modern dwellings, bunkhouses,

cow barns, horse stables, piggeries, granaries, etc.

That means lumber, cement, hardware, lightning rods,

water systems, plumbing, lighting equipment, stable

equipment, etc., etc., etc. The average size of farm
covered was 487 acres, and 90 per cent, of the owners

specified that they bought advertised goods in pre-

ference to non-advertised.

This was in Alberta, mind you, in the fall of 1919,

when so many dealers were bewailing their fate and

talking calamity.

Reports show a 437 per

cent, increase in automobile

registrations in Western
Canada since 1914. In 1919

the gain over 1918 was 26

pei- cent.

In the j-ear of our Lord
1919, in the face of so called

crop failure, thresher licenses

numbered more than 3,000,

whereas in 1918 registrations

were only 2,000.

The wheat jield in 1918

was 23,091,000 bushels valued

at $50,800,200. In 1919 it

was 25,451,000 bushels valued

at ?54,719, 80. Total agri-

cultural wealth of the prov-

ince was $477,803,711, an in-

crease of $31,205,350, over

1918.

In the driest of the dry

belt, land sold last fall for

$100 an acre—for 640 acres,

and all cash, too, $64,000.

The C.P.R. sold over a

million dollars worth of irri-

gated land last spring.

Take Calgary as a gauge.

It reflects pretty accurately

conditions in the surrounding

countrj'^, and it depends abso-

lutely on agriculture for its

prosperity. Collections were
better last fall than ever be-

fore; profits were returned

on all municipal utilities;

bank clearings and deposits

increased steadily during the

year ; building permits
exceeded 1918 by over

$1,000,000. And Calgary doubled its victory loan

allotment, subscribing $5,117,100.

I could pump optimism into this article endlessly.

But these few remarks ought to inject a little pep

where it is needed. I have dealt largely with Alberta

because I know it best. But the majority of the

statements apply broadly to all Canada.

The dealer who appreciates what is transpiring

around him and who goes after the support of his

distributor or factory, who insists on dominant adver-

tising in mediums he
recommends and who
follows up his in-

quiries till they either

"buy or diie," will get

the business. The
ones who remain in

in their present state

of lethargy will get

left. 1920 is a year

full of promise. As I

said before, every

other man you meet,

Mr. Dealer, is a pros-

pect who wants what
you have to sell and
wants it now. Get go-

ing early and be sure

you

"Go
Ahead.''

\

A TOWN TRACTORS AWAY
npRACTORS have been used for numerous purposes

apart from regular farm work. Farmers are

more and more recognizing their usefulness in heavy

hauling. Contractors frequently use them for moving

houses from place to place. Yet when every cottage

and store in a town of 300 inhabitants is hitohed to a

tractor and pulled across country to a new site surely

we have reached the limit. That is exactly what hap-

pened recently, in Texas.

The village of Ochiltree, disappointed • in a long

cherished ambition, when the new railroad cutting

across its county passed

it by and went instead

through a smaller and
rival town, decided, when
the railroad would not

come to the town, that

they would take the town

to the railroad. So pro-

curing all the husky
tractors available the
indignant town moved
over beside its sister set-

tlement and thereby se-

cured its much coveted

place on the railroad

map.

Joci e>nfe vo lo\?e

"witb )^our basiDes'
evod ore pattro^Dil
^x^oai* beOsTt voto
coartiiQ^ it,^oa woDt
e^?ero bee^r tbat
'desigrDiio^^ .

spvo ster,

sbe coDDes v^ealiiog

ber lee^p-^Jeon^

-HuBtling for Business.

npHE following letter

was received recently

at the Essex factory

from J. Y. Cawagoe,
Tokio, Japan.

"Dear, my dear:

"Sweet home of the

w'hite triangle.

"I am happy to vrc'ite

to you that your babies

in this land a r © also
treading the e n j o y f u 1

life.

"—And the Essex loi-

ters along the country-

lane, where the Japanese

iris smiles during an in-

terval of the rainy sea-

son.

"Say flying rather

than riding in it.

"It should be real com-

fort of motoring to drive

an Essex."



TRUCK TRANSPORTATION
THE farmers' big problem to-day is how to get his

commodities hauled to the market. With this

problem solved the possibilities of increased
crop production are materially strengthened.
Lack of efficient transportation between the farm

and the city market is a most serious handicap to

farm progress. The statement has been made after
careful investigation that half of our perishable food-
stuffs never reach the consumer. This is largely due
to the weakness of our present transportation methods
to meet the farmer's needs. 40 per cent to 60 per
cent, of the total crop is wasted because of lack of
me^ns to haul it to the market.

To the farmer the waste through inefficient, expen-
sive means of reaching the market works a tremend-
ous loss in time, labor and material and robs him of
his legitimate share of what he produces. The was-
tage, with its loss to the farmer, can be eliminated by
proper transportation facilities from farm to market.

Rapid Access to Market Necessary

The highways are the natural lines of communica-
tion between the rural districts and the centres of
population. On them the farmer must depend for
access to his markets. But increasing population and
rising demand for food has made more rapid access
to markets as necessary as enlarged produc-
tivity. Horses are not only inadequate but arc
mere urgently needed on the field.

In this emergency the farmer naturally
turned to the Motor Truck to solve this prob-
lem. Awake to its important advantages over
horse-drawn vehicles and hampered by scarcity
of man-labor he impressed the truck into use
to bring his markets nearer, even before the
manufacturer was fully alive to its great
potential usefulness on the farm. By bringing
the kitcheii door of the consumer closer to the
field, the farmer has greatly extended the
market for his products.

So well has it solved the perplexing haulage
problem that many farmers, truck gardeners
und dairymen declare that without this im-
proved means of transportation they would be
obliged to seek a more profitable occupation.

Rising Farm Values
.^he use of the truck for advanced efficiency

on the farm follows the natural trend of pro-
gress. Increasing production has developed
the necessity for time and labor-saving ma-
chinery that has gradually evolved from the
cradle scythe of a hundred years ago to the
tractor of to-day. In the same way the great need
for the means of conveying the immense farm pro-
duction of the present to the market has called for
machinery to replace the horse.

With the ability of the farmer to cultivate more
acres more intensively and bring his market closer,
farm values have shown a vast increase. Under the
old hand methods of farming, from 1850 to 1900, farm
values in America increased from four billions to
twenty billion dollars. In the regime of labor-saving
machinery, from 1900 to the present day, farm values
have shown a phenomenal rise from twenty billion to
seventy-five billion dollars.

J^VEN if horses could be spared for the important
work of transportation, their use for the purpose

IS wasteful and inefficient, as compared to the ad-
vantages of truck service. This is convincingly shown
by the results of an investigation made recently by
the U.S. Bureau of Crop Estimates. The data, which
is based on 898 country reports covering the year
1918, gives some interesting figures on the
use of motor trucks in hauling from the
farm to the market or shipping points.

According to these reports the average
length of haul by motor truck was 11.3
miles, against that by team of 9 miles. On
these hauls the truck made an average
number of 3.4 round trips while the wagon
made 1.2 round trips. The average truck
load was 58 bushels of com on the cob and
84 bushels of wheat, as compared with 39
bushels of corn and 56 bushels of wheat per
wagon load.

This shows the superior advantages of
the truck in the larger quantities that can
be hauled per load and in the greater num-
ber of trips that can be made in a day.

B M. D. EAST
Mr. M. D. East is President of the Alberta

Truck Transportation Co., which is establish-

ing a truck transportation system in Alberta.
Mr. East will contribute an article in the
near future on the organization of this com-
pany. The Co. handles five standard trucks—F. W. D., Garford, White, Mack and
Master. Mr. East has organized several
truck transj>ortation companies in the U.S.

A great field for usefulness of the truck on the
dairy farm is demonstrated by a recent investigation.

Of the milk produced in 70,000 dairies, 50 per cent, is

hauled an average of 3% miles to the creamery. One-
half the farmers make this 7-mile trip every day,
which makes an average yearly total of 2,555 miles for
each dairyman. The average time for the round trip

is 2% hours. If the use of the motor truck shortened
this time by only an hour the saving in a year in this

industry alone would amount to substantial propor-
tions.

Showing how Trucks may be used on bad roads.

Overland Haulage

Overland motor truck haulage has developed into a
permanent institution and is no longer an experiment
or a new thing, to handle a certain percentage of the
nation's goods. Its future development will depend
upon the speed with which new and better highways
are built and will follow closely the principles of rail-
road growth. The -most successful concerns will oper-
ate large fleets of trucks and run them in much the
same manner as railroad trains. These concerns will
erect warehouses in the various terminal cities to

which goods may be brought for the assembling of full
loads, so that the overland trucks can operate with
capacity loads from each direction.

Many of the failures of concerns entering into the
overland haulage business have been due to unfamil-
iarity with the work and to the belief that business
would be forthcoming without any serious effort on
the part of the truck owners. Such concerns ob-

tained sufficient work during the embargo period, but

these once over, they were at a loss as to how to instil

the idea of motor transportation into the average
shipper, so they failed.

The Organization Policy That Will Hold

'J^HE Transportation Company organizes all farm-
ers, merchants, wholesalers, retailers, manufac-

turers and industrial concerns who want the use of
the transportation system, and must become part of
that great system, together with the employees of the
organization, so that at any period of the year when
hauling is light the Transportation System has only
purchased enough equipment to take care of its own
stockholders and its stockholders' business and amount
of production over their own system, and in this way
there is no danger of the Transportation Company
going broke. Further, the Transportation Company
secures the agency of the trucks which it operates,
thus saving a profit of some 20 to 30 per cent, on the
purchase price of trucks and all its equipment, which
gives the company twelve months of operation with-
out a depreciation, as their trucks are still worth at
the end of one year what has been actually paid for
them in cash; and the investor is absolutely secured
on his investment. The profits that are made by the
Transportation Company are then divided back among

its stockholders, who are no other than the
shippers.

It is true that if a truck driver has an in-

terest in the truck or the equipment that he
handles he is more efficient and takes far bet-
ter care of the truck and goods in his charge
and the company will not be tied up with a
strike for the simple reason that its employees
are stockholders and are getting paid equally
with each and every stockholder by dividing
their profits, and they also get a good salary
and are able to live cheaper than any other
employees at truck work for the reason that
they are permitted to haul their products from
the farm and only pay the Transportation
Company the hauling charge.
A truck transportation company can oper-

ate cheapei- than an individual truck owner or
the average concern as in most cases trans-
portation companies are distributors of the
trucks in the district ot territory in which they
opsrate and will save the dealer's or middle-
man's profit otherwise made. They are also
able to buy tires, oils, greases and repair parts
at a greatly reduced price over that of any
individual operator and operate with 100 per
cent, efficient driver against the average in-

dividual who cannot afford to pay a first class driver
or who probably has no means of proving whether the
driver is first class or not.

WHOLESALE EXCLUSIVELY
A N important announcement has been made by John

Millen and Son, Ltd., automotive equipment job-
bers, that aftea- February 29 they would discontinue
retail sales and devote all their energies to a whole-
sale business exclusively. This change in policy has
been brought about by the expansion of the auto-
motive equipment business, and is in accord with
the policy of the Automotive Equipment Association.

It is no longer necessary to refer the car owner to
the wholesale warehouse in order to secure an
adequate selection. The garageman and dealer to-

day carries a comprehensive stock and is able to cater
to the consumers' needs.

ue nau
ber of

Truck Transports Collecting Farm Produce.

BRITAIN SEES ADVANTAGE OF
MOTOR TRUCKS

TOURING the recent railroad strike in Bri-

tain hundreds of army motor trucks
were put into freight and express service as
an "emergency measure." The trucks did
so well that they are to be used permanentlj'
for hauling small package freight for short
distances. When the railroad strike began
yards and warehouses were terribly con-
gested and it was in order to relieve this

congestion that the transportation author-
ities decided to use the truck. Many perm-
anent rural lines have been established and
before long it is expected that they will em-
brace the more thickly populated sections.



Business HasTWwMdeas
HAVE you seen THE

ARK?
The Ark is the name

the farmers of Oxford County
have given the implement store

of John Fowell & Son, Wood-
stock, Ont.

"If you cannot g«t it at the
Ark," the farmers say, "you
cannot get it at any other
place."

Edward C. Fowell is the
proud head of this business,

which, by the way, is one of

the pioneer and at the same
time one of the most progres-
sive farm implement businesses
in Canada. Forty-three years
ago the business was started

by his father, John Fowell,
who when he died in the spring
of 1919 in his eighty-second
year, was about the oldest im-
plement dealer in the whole of
this broad Dominion.

It was in 1876 that John
Fowell broke into the imple-
ment field, in the days of the
wobble-gear mower, and old

wooden-frame binder, which
bound the sheaves with wire
instead of cord, as used to-

day. He was a true pioneer,

and had the honor of intro-

ducing to the Canadian farmer
several of the labor-saving
machines he now enjoys. He
was one of the first agents in

Canada to handle the machin-
ery of the Deering Harvester
Company of Chicago— now
the International Harvester
Company— and the John
Deere Plow Company of Mo-
line, 111., and for years had
imported their machinery from
the United States prior to their
opening factories in Canada.

The business gradually grew
under the direction of John
Fowell until to-day it is one of
the most extensive and pro-
gressive in Eastern Canada.
Under the name of John Fow-
ell & Son a wholesale and re-

ta.il trade has been carried on.
For years the firm has been
the wholesale distribution
Planet Junior garden tools, selling only to the dealers
They were also frequent exhibitors at the Canadian
National Exhibition, Toronto, where, in 1910, they
were granted a diploma for the excellence of their
exhibit.

In the spring of 1919 Mr. John Fowell died, prac-
tically in harness, leaving a well-organized and healthy
business to his son, Edward C. Fowell. Discussing
with the M.T.I, the principal points which helped to
build up such a fine business, Mr. Fowell said

:

<*TN THE first place, we handle nothing but the best
goods manufactured by the best firms. That was

my father's policy and it will continue to be mine as
long as I sell farm implements. One of my father's
favorite maxims and one which impressed me very
forcibly was: 'The best is not too good and the price
is no object.' He followed that up by saying: 'Su-
perior goods will remain long after price is forgotten.'
We have always offered the best to our customers and
have no reason to regret doing so. In fact, our place
has earned the reputation otf being 'a safe place to
deal.'

"We never knock the other fellow's goods, but try
at all times to show the superior qualities of the ma-
chines we handle. A knocker sooner or later gets into
trouble and loses the confidence of his customers.
"We study our machines so that we can talk intelli-

gently about them and can answer any question likely
fjo be asked by our prospects. How can a man success-
fully handle a line like the tractor, for instance, who
has taken no pains to rmtster the various parts and
their functions? We make it our business to know
OUT machines, what they can do, and how they are
suited to the conditions prevailing in our territory.

Practical Demonstrations Important Part of Sales Campaigns—
Knowledge of Parts Essential

that it was only a dirty spark-

plug and not a bad breakage.

"We keep a large stock of

repair parts on hand covering
all our lines, and we are in a

position to handle any repair.

We are careful to keep all our
lines full so that at no time
may we be caught napping.
"Our service system also

takes in demonstrations. By
demonstrations I don't just

mean placing a machine on the

floor and showing it off to

prospects ; but a real live dem-
onstration and at the proper
place— the farm. When we
started to handle tractors in

1918 we decided that the best

way to sell tihe farmer on this

new machine was to give a

series of demonstrations. These
demonstrations had a twofold
effect: they were instructive

— both to ourselves and the

farmer— and were powerful
advertisers.

'W

This picture shows the ARK as it is to-day. Note the fine display of goods,
proprietor

Insert is Edward C. Fowell.

in Ontario for the "Fortunately for us, we are situated in the midst
of the richest agricultural district in Ontario. All-

year dairying is the rule in Oxford County, conse-
quently the dairy machinery can be sold all the year
round. This is one of our big lines and we endeavor
to push it all we can.

"We buy everything for cash, from the smallest
bolt in our repair stock to the complicated tractor.

Our revenue from cash discounts in a year amounts
to a considerable sum. We have always taught our
customers to buy for cash, and, roughly speaking,
about fifty per cent, of them do so. I have no doubt
in a year or so, when the advantages of buying for
cash are more fully appreciated by the farmer?, we
shall be doing practically 100 per cent, cash business.
Buying on time has been a long-standing habit with
the farmer, and like all bad habits, will take a little

time to eradicate."

"What is your idea of service, and to what extent
do you give service?" asked the M.T.I, representative.

"CERVICE," said Mr. Fowell, "is the central pivot

on which our business swings. We undertake to

give full service on every machine we sell; that is,

we see that they are properly installed, kept in good
working condition and doing the work for which they
were designed. I have driven miles and miles to do
some small repair or adjustment. Some of my friends
have criticized me for doing so, but I have found it

pays to keep the machines working. As I said, I

have travelled miles to do some service, and some-
times, when I would reach a far distant farm in re-

sponse to an urgent appeal, would find that the trou-
ble was simply a dirty spark-plug. At such moments
I comfort myself for my long drive with the thought

JE demonstrated the trac-

tor in the field and on
belt work. In one test, that

of harvesting grain, we cut one
hundred acres, using only a

gallon and a half of kerosene

per acre. In another test

we filled and refilled two silos,

14 X 40, at the small cost of

eight dollars. In a threshing

test we threshed viHheat for

four hours at the rate of one
gallon of kerosene, or in other

words, 22 1/2 cents per hour.

"These tests caused a stir

among the farmers and start-

ed them talking, with the result

we sold nine tractors.

"That was last year. Dur-
ing 1920 I believe we can eas-

ily double our tractor sales. I

have bought a building, ad-

joining our present premises,

which will be used this year as

a tractor garage. In this gar-

age we will have a tractor

housed and gtive demonstra-
tions at every opportunity.

We are well situated for do-

ing this, as our warerooms
look into the Woodstock market, and here the farmers
collect two and three days each week to dispose of

their produce.

"It is our intention to display a tractor on market
days. For this purpose we shall employ a man to do
nothing else but drive the machine around, in much
the same fashion as a horse-dealer would display a

horse. In this way we hope to reach every farmer in

our territory.

"We keep samples of practically every line we han-
dle and have them displayed in our windows, at the

door and on the floor.

"To sum up in one sentence : our business has been
built up by hard work, perseverance, selling only the

best goods, studying our lines so that we have a
thoroug^i knowledge of them, and giving adequate
service— which we interpret as keeping machines
going and doing the work for which they were de-

signed."

Mr. Fowell's store is 50 x 60, two storeys and base-

ment. An elevator connecting the three floors makes
it possible to store any machine, large or small, con-

veniently. All repair parts are kept in the basement,
neatly arranged in wooden compartments built on a

frame in tiers along the walls. The arrangement of

the different parts has been carefully thought out so

that there is no difficulty or confusion.

Mr. Fowell, besides handling the usual implements
and machines, carries cutters, incubators, extension

ladders, concrete mixers, storage tanks, windmills

and scales, etc.

A S CAN be gathered from the foregoing, he is well

^sold on the implement business. He takes it

seriously and looks far ahead— witness his idea of a
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tractor garage and plans for prac-

tical demonstrations.

In actual salesmanship 'he com-
bines nicely the aggressive and per-

suasive. While we were present

we had an opportunity of witness-

ing his method of bringing a hesi-

tating farmer to the point and
clinching a good sale. It happened
this way:

Two farmers came in, obviously

father and son, and in a very casual

way asked a few questions about a

pump. Mr. Fowell showed them a

pump, explained its operation and
possibilities. When this was done
to the farmers' evident satisfaction

they prepared to leave. Mr. Fowell,

with a well-timed remark, arrested

their attention, and once more the

discussion began, this time on a

slightly different tack. The advisa-
bility of installing an engine to op-
erate the pump and do away with
useless hand-pumping was empha-
sized. Then with a little talk on
the merits of the engine and its thou-
sand and one uses, he had fairly

This picture shows the late John Fowell, founder oi the business of John Fowell & Son, sitting in his office.

Note the diploma above the filing cabinet granted by the Canadian National Exhibition. Toronto.

captured the farmers' attention.

From the engine proper the discus-

sion passed on to the various types
of magnetos, and from there back
to the original subject—the pump.

The farmers were fully conwinced
by this time that they required not

only a pump, but an engine as well,

but they thought another time would
do to buy, and that they would come
back again, etc., etc. Mr. Fowell
walked with them to the door and
again by a happy remark induced

the men to come back to his office.

Eventually, after about an hour's

discussion he succeeded in register-

ing a sale of upwards of $200.

When the farmers had gone Mr.
Fowell turning to the M. T. I. repre-

ntative said

:

"That ds a fair illustration of
" hat we dealers have to do to make
the majority of our sales These
men really wanted that machinery
and wanted it badly but they hated
to spend the money. When I see a

case like that I never let up until

I get a result of some kind.

If You Start An Accessory Business
By R. LAIRD BRISCOE

BREAKING into the accessory business on a small
capital is a very interesting and, in some cases,

daring venture, but the returns are often well
worth the plunge. A man's chances of success de-

pend almost entirely upon himself— whether he has
the requisite character, stick-to-it-iveness, education
and training in the accessory or allied lines. A very
interesting letter reached th« desk of the Editor of
M.T.I, few days ago, which should be of interest to

so very many hundreds of our readers that we are
reproducing the letter in full on this page, and in this
article you will find 'answers to the questions which
are given in the letter.

First of all, read the letter, which you will find in

the panel on this page. Then go ahead and read this
article.

Answers to questions:

1. Is it possible to make a beginning on a small
capital?

On a capital of from $500 to $1,000 a man has to

go very carefully, and feel his way, as it were, and
he cannot look for such immediate or large returns,
but by careful buying and close attention to his busi-
ness he can soon see ways in which he can make his
stock turn over very quickly. It may mean that he
will have to be "on the job" from seven o'clock in the
morning until eleven or twelve each evening for a
few weeks or a few months, particularly during the
busy season, but as his capital and stock increase, he
will find things easing up. It would be just as well to
remember that a man with small capital like this
should do all the work himself, and thus save the ex-
pense of any hired help.

2. Is it customary for wholesale firms to back up
an accessory dealer?

TT DEPENDS entirely upon the man's moral risk

and his business ability. If he has had experience
in the tractor or hardware line, with tractor and
other accessories, he will likely have made the ac-
quaintance of several travellers who may be useful
to him in putting in a good word to the head office.

In this connection any man going into the small town
or small city garage or accessory business should read
the article by Arthur M. Glover in the February
M.T.I.

3. Can a trade be worked up without gas and free
air fixtures?

Yes; but— gas and free air are the same to the
garage business as sugar is to flies. Why pay no at-

tention to one of your chief lures? A nickel-in-the-

slot arrangement for air has been found very useful
in a few of the urban centres. It might be just as
well not to try this "pay" method until you get well

Last June M.T.I, ran an account of Bris-

coe's accessory business, London. Mr. Bris-

coe has since received several inquiries, ask-

ifig for suggestions. This letter, below, is

answered on this page, as one of general
interest.

R. L. Briscoe, Esq.,

2.58 Dundas Street,

London, Ont. :

Dear Sir— I read, in the Motor, Tractor
AND Implement Trade Journal of June,

1919, an account of an interview you gave
the journal regarding the auto accessory

business, and contemplating the opening of
a business of the same kind here, I need
some advice, and I am convinced you can
give good advice, therefore I take t'he liberty

of approaching you on the subject. I know
you must be a busy man and I do not want
to encroach on your time, yet if possible, 1

would be very glad to hear from you.

1. In the first place, I have a very lim-

ited capital to work on— $500 to $1,000.

Is it possible to make a beginniyig on a
small capital? Taking into consideration

that there are other firms doing bv^iness
with large stocks on hand, and no doubt
considerable capital.

2. Is it customary for wholesale firms to

back up accessory dealers to any extent, and
will they give long-term credits?

3. Can a trade be worked up without
gasoline and free-air fixtures?

4. Would it be necessary or advisable to

have a battery service station in conjunc-
tion?

5. In handling agencies, say for wheels,

do the manufacturers sell outright to the

dealer? Or do they advance him supplies?

6. Does location of store play a big part
in building up a business? Would a loca-

tion among or close to the other dealers be

preferable?

7. What would be the most practical

lines to start out with? Where the stock

must of necessity be small, does the list

you give in the journal apply to an exclu-

sive accessory business or to a side line urith,

say a hardware or implement business.

8. / have considerable experience in hard-
ware lines and tractor motor accessories,

but I have never been in business for my-
self, and if you can give me a few pointers
I will appreciate it very much.

Thanking you kindly in advance.
Yours very truly,

John W. A., Saskatchewan.

4. Would it be necessary to have a battery service?

Battery service is going to be one of the most prof-

itable departments of any garage or accessory busi-

ness. Practically all cars are now equipped with

batteries and car owners do not yet understand them,

in the great majority of instances. If you have ade-

quate accommodation to store batteries during the

winter, so much the better. When the fall comes

and winter draws on apace, send out letters to all

your clients and prospective clients and tell them what
facilities you have for storing their batteries and
giving them to customers in perfect condition when
they want to take their oar out in the spring.

5. Do manufacturers sell wheels, and other arti-

cles, outright?

\7ES, THEY will sell these or any other articles
' outright, or on regular terms— the terms depend-

ing upon what arrangement you can make with them
personally, what the traveller thinks of you, and what
kind of a credit rating you ultimately secure. Do not

neglect this question of credit rating; it is extremely

important.

6. Does location of store play a big part in build-

ing up a business?

Yes, necessarily; it might be better in very many
instances to locate at some point other than those oc-

cupied by other dealers, so long as you can get on a

main thoroug*hfare. A side thorougihfare is of no

value unless it is one of those streets popularly known
as an "auto row." There are, on the other hand,

some towns and cities where the automobile and acces-

sory men have congregated in one section and to be

away from here might be a serious disadvantage.

You want to study the problem from the standpoint

of conditions prevailing in Regina, and to observe the

cars that pass different localities every day, taking

into consideration their make, etc.

7. What would be the most practical lines to start

out with?

We cannot do better than refer you to the article

in June M.T.I., about the London Accessory dealer's

business. Get as many articles on this list as you
can. The prices may since have been changed some-

what, but you should be able to get all this list and
more for less than $1,000, even buying outright. It

does not apply so much to an exclusive accessory bus-

iness as to a side line, say with a hardware, or imple-

ment, or automobile trade.

8. Advice?

Do a cash business; sell at regular prices, never cut;

keep your place clean; put out a good sign; tell every-

one what you can do— and then do it ; let everyone
know what goods you sell — and keep them in stock.
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STILL GROWING

WITH this issue of M. T. I., we celebrate our
first anniversary. Just a year ago we were
bom, a tiny 32-page baby; but look at us

to-day. We have grown to our sixtieth page and are

known to more than 3,000 interested readers. Ws
expect to keep on growing until we burst our cover

strings; then something will have to be done.

REPAIR MACHINES EARLY TO SAVE MONEY
r\EALERS, now is the time to impress your custom-

ers with the fact that if missing bolts are sup-

plied, worn and broken parts replaced, movable parts
cleaned, grease cups filled and a little paint applied,

their farm machines are worth more, look better and
are more eflficient. Improperly housed farm machinery
represents a big loss, but an equally great loss comes
from negligence or improper care of machines. At a

time when prices of new machinery are extremely high
this point is of special significance.

Getting everything lined up now in preparation for
the busy season is another big saving. Labor is scarce
and the loss of even a small amount of time is going
to be serious again this year. The loss becomes great-
er as the machines men operate become larger. One
man operating a tractor and three-base plow tied up
for an hour is the same as one man operating a team
and one-base plow tied up for three hours.

It is difficult to repair machinery if no warm place
is available, but the machines can be gone over thor-

oughly and all broken and missing parts ordered, at

any rate. This is the slack time with implement con-
cerns, and orders received now will be promptly and
carefully filled. On the first warm day the repair-

ing can be done. A good machine shed with a repair
room will show its value at this time, and it will be
wise to begin planning for one next year.

General repairing consists in going over all the ma-
chines, replacing all worn or broken parts or missing
bolts, tightening them thoroughly, cleaning all mov-
able parts and bearings, filling grease cups, and get-
ting the machines all ready to go when the season
opens.

When the general repairing has been done and the
parts are clean and free from grease, it is time to

apply paint. Machinery should be painted occasionally,

as the paint becomes worn and scales off. Ordinarily
bridge paint, the universal paint for all conditions,

serves the purpose best. The paint can be applied
with a big brush and the work done rapidly. Paint
goes a long way toward saving the life of machinery,
particularly the wooden parts, as well as improving
the appearance.

—

Sharpies News.

NOVEL STUNT IN ADVERTISING
T"\0 YOU ever experience difficulty in getting the^ public interested in your goods? If so, how do
you overcome the difficulty? We have seen many
good advertisements and have heard of hundreds
more, but here is one from Russia, where we have
been accustomed to think the natives—like the bears

—

go to sleep for the best part of the year—which seems
to us to take the bun. But are they so slow? Listen:
An American relates that While in Moscow before

the war he one day saw a crowd gathered around a
little fellow who was bawling at the top of his lungs.
Many asked him what the trouble was, but he kept

on crying, and the crowd increased; then all of a sud-

den he stopped and said in a clear, loud voice: "I am
lost. Will somebody please take me home to Ivan To-

binsky, the champion clothier of Moscow, who has a

full supply of autumn overcoats, suits, neckties, shirts,

hats and umbrellas, which he will sell cheaper than

anyone else in the city."

AN IDEA THAT ATTRACTED CUSTOMERS
/^NE of the strongest and most direct advertising^ mediums a dealer or merchant ihas is his window.

It should be skilfully arranged, renewed frequent-

ly, and on occasions an extra special display or stunt

introduced, if the maximum benefit is to .be derived.

WHEEL ON
EXHIBITION

5PEEDOME.TEE
BACK FCOM SIGHT

WHE.E.L STAND

SLOT IN FLOOe

WORM QEAE
STEPDOWN

MECHANISM

— MOTOR

"STREET

This novel tire display for a
show window will attract ad-
ditional customeis to your store

An energetic tire dealer recently thought out a

scheme whereby he could compel the public attention

to his line of goods. On a display stand in his window
he rigged up an automobile wheel carrying on its rim

the tire he sold. By means of a small motor and
borrowed worm-gear step-down mechanism, he was
able to reduce the speed of the wheel to about fifty

revolutions per minute. A round leather belt ran

from the pulley of the worm-gear to the back hub of

the wheel, which was dished, then through a slot in

the floor to the driving mechanism below.

The wheel was rigged to a speedometer with its face

hid from the public. A card in the window announced

that a new tire would be given to the person who came
nearest to guessing the reading of the speedometer

at the end of the week.

Needless to say the display attracted a great deal

of attention and the dealer was able to add a number
of new customers to his books, which more than paid

for the expense of the display.

MORE ABOUT INCREASED MARGINS
"I7R0M time to time there have appeared in M. T. I.

articles and letters about larger discounts and
margins for the implement dealer. This question is

causing quite a stir among manufacturers and distri-

butors both in Canada and the United States. As we
have repeatedly stated we are strong for increases

and would welcome letters from our dealer-readers

stating their views on this important subject.

One of Saskatchewan's most up-to-date dealers, who
has followed our campaign closely,writes M T. I. as

follows

:

"I am very much interested in your campaign for

better margins for tractor dealers. I think you are

to be commended for the stand you take. I feel sure

that the agitation will through time bring good re-

sults.

"I believe that a better margin of profit for the

dealer would result in more and better business. The
dealer should have better margin on tractors on ac-

count of the extra service that he is unavoidably

called upon to render free of charge
"I believe it would result in better business for the

manufacturer as the dealer would be encouraged to

buy the goods outright for cash and deal direct with

the farmer, thereby making more cash business for

manufacturer.

"I also think it would result in a larger volume of

business, as the dealer in buying outright could make
terms with the farmers that at times the manufact-

urers would not care to make. I may add that the

dealers in the United States receive a better margia
in a great many cases than Canadian dealers, and it

has proved there that most of the goods are bought

out by the dealers and paid for in cash at time of

delivery.

"I think what has proved good business over there

would do the same thing here,"

THE RIGHT OF WAY
npHE implement dealers of Saskatchewan are the

only ones in the Dominion now organized in a

section of the Retail Merchants' Association. They
have been in existence a year or two, have accomplish-

ed some things, but are still feeling their way slowly.

Read Mr. Dixon's article on the first page of Febru-

ary's issue, addressed to auto men, and the article by

G. H. Sallans on page 18, to implement dealers.

In order to further the interests of the retail imple-

ment or auto dealer in Saskatchewan or any other

province, absolute co-operation and support of the

association is essential. The R. M. A. officers hope

that every retail implement dealer who is already a

member of the Retail Merchants' Association vdll use

his influence, by emphasizing the benefits to be derived

by organization and co-operation, to induce every

implement dealer in the province to become a member
of the Association.

Individually it is impossible to accomplish anything,

and it is only through co-operation and association

with their fellow merchants, in other words, the ef-

forts of an organized body, that any very material

benefits can be obtained or useful work accomplished

in the interests of each.

If the individual implement dealer is dissatisfied

with the present condition of things there is only one

practical method of bringing about an alteration, and

that is by at once becoming a member of an organized

body such as the Retail Merchants' Association.

It is certainly a move in the right direction to em-

ploy a paid organizinz and managing secretary. He
should be well paid, too.

The Whole World Clamoring for CaJ-s.

—Toronto "World."

POW ER ON THE FARM
A S farming enters more and more into competition

with other industries in the employment of labor,

and as production costs increase, the more is the need

for labor-saving equipment emphasized. The farmer
must call in such aids as science and invention have
provided for him; he must rely more upon mechanical

power and less upon brute force. As he finds it in-

creasingly difficult to secure sufficient help to farm by
his usual methods, he must necessarily turn to the

employment of machinery that will increase his own
ability.

More power is one of the needs of the farm to-day.

Net only must our farmers employ more brain power
and use greater judgment in their work but with the

larger plows, cultivators and other implements they

are being forced to utilize in order to obviate the

shortage of help and accomplish their tasks on time,

more horsepower is required. This extra power can be

obtained either by keeping more horses or by using a

tractor. Feed is costly and horses must eat whether

they work or not. The expense on a well-cared-for

trac1>or ceases when it stops. For this reason, the

field for the tractor is broadening and as this power
machine is developed to fit the needs of the general

farmer, he is calling it to his assistance.

Indiana Farmers' Guide.



Window Dressing for the Garage Man
E VEN a 50 per cent,

garage man doesn't

need to be told that his

indows are a most important
asset. Every progressive

automobile dealer appreciates

to the full extent that his win-

dow offers the most economical

form of advertising that he

can possibly get. Further-

more, he knows that his win-

dow DOES ADVERTISE him,

whether he wills or not—^he

can't help it. If your window
is empty it advertises the fact,

if it is half full of junk it is

still advertising you; there is

no way of "side-stepping" this

window proposition—it is

speaking for you in terms of

PROFIT and LOSS every
minute of the day and night

that it can be seen.

If >ou want to buy anything,

from a shirt collar to a lunch,

you invariably pass up the

careless, untidy places, and
step in and spend your money
where a clean, attractive win-
dow invites you.

How often have you bought
something unexpectedly be-

cause it was displayed in an
appealing way that caught
your eye in passing a window?
How often has that new pair

of shoes, that electric stove,

that pipe or tobacco, that toy

or doll for the youngster, thai

victrola, and all the other
cunning inventions designed to

take your money, GOT YOU,
MR. GARAGE MAN? And
just because it shouted to you
every time you passed that window until at last you
fell for it. Get wise, and play the same game your-

self. Clean up—clean up your store, clean up your
windotv and put something in it.

You have as good a chance as the baker, the book-

seller, and shoe-man as well as the whole crowd of

other merchants—they have to fill their windows full

of things and keep renewing and re-arranging them.

If you haven't got a good window, think it over and
see if it won't pay you to have one put in. Remember
this—YOUR WINDOW SHOULD PAY YOUR
RENT.

'TpHE first step in

any window ar-

rangement is to

get a clean start.
The glass should

be cleaned, for no
matter how bright

and shiny is the

coat of nickel and
enamel on the
bumper, clock,

mirror, ispleedomle-

ter, etc., the desire

of the passerby to

own it does not
make a 100 per
cent, appeal if that
passerby sees it
through dust and
flyspecks.

Start by giving
the glass a thor-

ough cleaning in-

side and out. After
cleaning the glass
the next step is to

see that you have a
proper floor or
base, and back-
ground. Try and
arrange a suitable

background, for
without it the eye
travels on through
the window to

CECIL DIXON value; they attract more
people to your store.

They make a person desire

the articles either for his own
car or to give to a friend.

They give you an opportun-
ity of showing NEW lines of

accessories.

They fix your store in the

minds of people, who will

speak of you and send you
business even though they
never come to your store them-
selves.

They put character into

your business and elevate your
standing as a merchant.

One of the first points to

keep in mind is not to put too
much in the window. Keep
the idea of simplicity in mind.

Raise the small accessories
a few inches above the floor by
setting them on blocks or
bricks covered vdth the same
material as used on your floor.

Use neatly printed price
cards.

Change your windows often
and always keep them clean.

A'

An excellent window with goods well grouped in the centre.

other things and the value of the "Window Picture''

is lost. The background can easily be made and cov-

ered with canvas, burlap or some material like

"Beaverboard"; this board has the advantage of tak-
ing a good coat of paint and looks like a permanent
thing.

The material necessary to properly dress a window
properly is not very hard to obtain; and if you get in

touch with the merchants in your town who carry a
stock of Dennison's goods you will find you can get
nearly everything you could ask for in the way of
paper for window-trimming material.

Attractively dressed windows have many points of

travels

^ft the w A window of a different type, but equally effective -no suspicion of crowding.

S you are the local repre-

entative of a great
modern industry, with an en-
ormous consumer demand and
behind which there is a capi-

tal of millions of dollars,

ample brains and honest high-
class effort, you must try to

keep abreast of the progress
which is being made by the
industry you represent. Make
your window a polite invita-

tion to call; and if you are successful in getting
enough people to step into your store, or garage, your
battle is half won.
You will grant that the arrangement of your store

is important in its effect on customers; then, it fol-

lows that the care and arrangement of your windows
is even more important, because for every one person
who sees the inside of your store there are hundreds
who see the windows and judge you by them. An
ill-kept window repels, and a crowded window fails

to attract. A well-planned and frequently changed
window display sells a large portion of your stock.

The art of window dressing has developed wonder-
fully, but any
garageman c a n
easily master the

essentials, or hire

some smart, young
fellow to do it, and
with a little effort,

and practically

very little extra
expense, increase
his sales and bet-

ter his standing
in the commun-
ity.

Select what you
wish to sell most
and let that have
the prominent
place; not in one
corner but in the

middle, Wt3ll hack
from the window
panie so that the

eye falls upon it

readily and easily.

Let the small
articles be so ar-

ranged that they

do not distract at-

tention from the

main feature of

your display, but
draw the eye

to it.



THE IRON JINX
TED FLANDERS, traveling road engineer for

the Jumbo Tractor Company, Ltd., was guiding
the Iron Jinx over the broad, level benches of

the Happy Land country of Northern Saskatchewan,
some hundred odd miles north of Maple Creek.

Flanders did not call himself an "engineer." He
preferred to be known as a plain, ordinary "trouble
shooter," for, he always maintained, "trouble" was his

middle name. Nevertheless, he was a tractor engineer
—a traveling expert—whose duty it was to deliver and
keep in repair tractors sold to farmers in his territory
by the Jumbo Tractor Company, Ltd.

On the cold, blustery November day on which this

tale begins Flanders was anticipating trouble for the
simple and obvious reason that his erstwhile charge,
which he was navigating over the wide expanse of
Happy Land, was the "Iron Jinx." The "Jinx," as
the reader has already surmised, was a tractor—

a

hoodoo tractor, according to Flanders. He mistrusted
the great, hulking creature of steel and iron—and for
a number of very good reasons.

Back in the early days of gas-tractioneering, short-
ly after the first Winnipeg tractor plowing contest
which, you will remember, was held in 1908, Flanders
had been introduced to the Iron Jinx. At that time
the Jinx was a new tractor—a powerful, twin-cylinder
monster with a 45 h.p. belt rating. To Flanders, then
but a novice in gas-tractor experting, had been as-
signed the task of delivering this tractor to the first

purchaser—a little jaunt of forty miles inland from
the railroad. He had had a strenuous experience.

In fact, he had many strenuous experiences with the
Jinx, beginning with the date of his introduction to

the tractor and continuing until the November after-
noon where we now find him. The Jinx had been sold
on three different occasions, to three different farmers,
taken back as many times due to failure of the pur-
chasers to meet their fall notes when due, which had
been tendered' to the Jumbo Tractor Company, Ltd.,

in payment of the tractor on long time sales—and in

each case the "remains" had been practically rebuilt by
Flanders before the next sale was made. And be-
tween times Flanders had experienced no end of
trouble in keeping the great tractor in proper working
condition, as the purchasers in each case knew but
little about gas-engine operation and consequently
failed to care for the tractor properly.
The last time that the Jinx was taken back—and it

had been Flanders' duty to reclaim it—he had con-
sidered the tractor quite beyond redemption and had
loaded it onto a flat-car and shipped it to the nearest
bi-anch house of the Jumbo Tractor Company with his
recommendation to sell it for junk.

By B. J. PAULSON
Illustrated by

LOUIS KEENE
But here was the Jinx, still very much alive and

barking, on its way to the fourth purchaser, with
Flanders again in charge. The tractor had been re-

built and repainted and really looked as good as new.
The sturdy main frame and great drive wheels seemed
to be practically all that was left of the original trac-

tor—and the tell-tale number plate that had long since

become obnoxiously familiar to Flanders. A kerosene
mixer had been added for economical operation and a
snug operator's cab equipped with side, front and
rear curtains which rolled up and were held in place

by small straps, had been provided as an additional im-
provement, superseding the old canopy top which had
furnished but scant shelter from inclement weather.
On the whole, the remodelled Jinx appeared to be an

entirely new creation—a thing to excite admiration
and command respect. Flanders, in spite of his na-
tural aversion to this particular tractor, could not help
but favor the once-more-resplendent Jinx with a
grudging admiration. The job of rebuilding the old

tractor had been well done. Flanders recognized this

fact and he was one who always unhesitatingly gave
where credit was due.

"I've got to hand it to you,old girl," mused Flanders,
addressing his old-time enemy. "They sure fixed you
up like a new church and made you look right pious
and respectable. But down underneath the paint I

know you've got a bad heart, so don't get smart and
try to spring any of your old tricks this trip, such as

dropping through bridges and little things like that.

If you go pulling any of your raw stuff—that's where
you see your finish cold, and that goes!"

Flanders derived some satisfaction from relieving

his feelings in this manner occasionally. Slow, tedious

tractor delivery trips over long, sunbaked miles or
windy, blustery leagues had developed the habit of
talking, at times, to the tractors assigned to his care.

Tractor delivery trips sometimes become very mon-
otonous and lonely. The trip ahead of him promised
to be lonely—and cold.

The season was rather late for a tractor delivery

but the new purchasers of the Jinx had bought the

tractor for power to operate a thresher, replacing an-

other tractor of the same type which was growing
wheezy and rheumatic from over-work and standing
in the open during the long winter months. Flanders
did not relish winter or near-winter tractor deliveries.

In the preesnt instance he had a twenty-mile delivery

trip ahead of him.
However, if it had not been for a bad cold that he

had contracted several days before Flanders would not
have minded greatly the task now before him. But a

bad cold sometimes makes lots of difference. It is

quite apt to give cne a pessimistic view-point. At any
rate, combined with the nefarious character of the
Jinx, it made Flanders feel somewhat pessimistic. He
was sure that something would happen and was quite

disappointed when he found that he had covered fifteen

miles of his trip without incident. It was easy to de-

termine his mileage because the Jinx had a road speed

of three miles an hour and Flanders had been on the

road just five hours. He had almost a two-hours' run
still ahead of him and, barring accidents or unforeseen

delays, would reach his destination by nightfall, as it

was now mid-afternoon.

The road led over a magnificent sweep of compara-
tively level country which was broken by occasional

coulees, usually invisible even at a short distance on
the flat bench lands. Some of these coulees were deep
and precipitous, necessitating laborious detours in the

shape of "horse-shoe" or "S" grades which crept dia-

gonally down the sides of the coulees, and similary up
the slopes of the opposite sides.

A stiff, biting wind which had sprung up, breezed

gustily through the tractor cab and penetrated Flan-

ders' heavy bear-skin top coat. He chilled uncomfort-
ably and his cough began to bother him.

A thick blanket of clouds was coming up from the

West and spreading over the sky. After all it might
be possible that some of Flanders' calamitous pre-

dictions might be realized. This possibility became
more and more probable. Snow was in the air. Ac-
cording to all indications a blizzard was brewing.
Flanders regarded the manifestations with some un-

easiness.

Northern Saskathewan had been visited by several

snow flurries earlier in the season, but in each case

the fall had melted quickly. Old Boreas had been hold-

ing off his forces for an unusually long time and was
now apparently growing very restless. So was Flan-

ders. He puffed at his battered old pipe mediatively

that an attack of Boreas' forces at this particualr

time would be highly undesirable to say the least. He
hoped "Borie" would be reasonable.

But his hopes were quickly dashed. The attack be-

gan. Flanders observed the beginning of the advance
in the distance. It approached with the speed of an

Flanders looking out into the storm observed a sudden
commotion ; a wild buck ; a riderless horse ; an inert
body lying huddled in the road just ahead of the

tractor.
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express train driven and lashed by a

forty-mile gale. Straight across the

treeless prairie it came, a full-fledged

snorter of a Western blizzard—a solid

wall of white rolling forward irresist-

ibly. It was but the space of minutes
before Flanders and Jinx were envelop-

ed in the swirling, icy onslaught.

Like the good navigator he was,
Flanders took his bearings before the

surrounding scenery was entirely oblit-

erated from view. He made out a home-
steader's shack straight ahead—pos-

sigly one or two miles distant—which
appeared to be the nearest haven of

refuge. Fixing the direction in his mind
he decided to make a bee-line for that

goal. Darkness would soon be upon him
but the Jinx could cover the intervening

distance in less than an hour's time
barring accidents. On the other hand
—oh, well, one always took his chances,

you know.

Relieving himself of a few choice and
feeling remarks as the storm gobbled up
the Jinx, Flanders brought the great
tractor to a standstill and proceeded to

make use of the new improvements, the

cab curtains, which he unrolled and
fastened securely in their places by
means of the metal buttons provided
for the purpose. The front curtains

had celluloid windows so that the

operator could look ahead.

After all, the situation was not as

bad as it might have been under other
circumstances. The new tractor cab
furnished excellent protection from the

direct force of the driving storm. Flan-
ders was very grateful for this particu-

lar improvement to the old tractor. The
enclosed quarters were quite snug and
the twin cylinder heads of the engine
abutted into the cab, furnishing an ap-
preciable amount of heat—especially

so in view of the fact that kerosene was
being used for fuel as kerosene gener-
ates considerably more heat than gaso-
line.

Having securely fastened the cab cur-

tains in place Flanders decided to make
his shelter still cosier and forthwdth
squirted a liberal amount of kerosene
from an oil can into the automatic force-

feed lubricator that supplied oil to the
cylinders and main bearings. The ob-
ject of this was to thin out the lubricat-
ing oil and consequently cause the en-

gine to run hot—the hotter the better,

concluded Flanders. He completed this

little chore by giving the hand crank of
the oiler a number of turns to get the
kerosene-thinned oil into immediate cir-

culation, incidentally, thereby, introduc-
ing a liberal quantity into the cylinders.

He now once more gave his attention
to the matter of progressive locomotion—or started to,

at any rate.

Flanders was about to shift the forward-speed lever
into place for a fresh start when he was aware of a
horse and rider passing the tractor at a gallop. At the
same instant the over-nourished cylinders of the Jinx
back-fired like the report of a cannon—^boong, boong!
The over-dose of kerosene-thinned lubricating oil had
evidently given the Jinx the hiccoughs.

Flanders, looking out into the storm through the
celluloid windows of the front curtains, observed a
sudden commotion: a wild buck; a riderless horse
scampering away into the storm; an inert body lying
huddled in the road just ahead of the tractor.

"Hell's blazes—now you're gone and done it!" groan-
ed Flanders in eloquent accusation. "A Jinx to the
finish. I might have known it. I always had a hunch
that you'd do murder before you got through and now
you've done it!"

Loosening the cab-entrance curtain Flanders step-

ped to the ground and hastened forward. He feared
the worst but hardly expected the actuality. The
victim was a woman; and she was not dead. To the
contrary, she was sitting up by the time Flanders
reached her side.

Now, if there was any one thing that could fluster

Flanders, even under the most conventional conditions,

it was a woman. And here was one thrust upon him
in a decidedly unconventional situation! He was pre-
pared to a face a man, but the discovery that he had to

deal with a woman almost frightened him into igno-

pviiKseHS'.

minious flight. However,
he could hardly dodge
such an issue as this.

"Er — er — I thought
you were killed," stam-
mered Flanders by way
of introducing himself to

his "victim," at the same
time bravely assisting

her to her feet—or at-

tempting to, rather.

"Well, I'm sure it's not
your fault that I'm not,

so you shouldn't feel too

keenly disappointed about
it," replied the unskilled

one with some asperity.

"Why did you shoot?"
"But I didn't shoot,

Miss—I didn't for a

fact," protested Flanders
confusedly. "That was
only the Jinx heavin' a

sigh—that's what scared your cayuse."
"The what?" queried the girl, for it was plain to

see that she was not many summers past maturity, as
she brushed the snow and dirt from her red sweater
and khaki divided riding skirt and regarded Flanders
quizzically.

"The Jinx heavin' a sigh," repeated Flanders des-
perately. "My tractor—^she back-fired."
"Oh, so that was it." The storm and Flanders were

both treated to a merry ripple of laughter following
this acknowledgment of comprehension.
The tension being broken, Flanders somewhat 'belat-

edly bethought himself to enquire as to the lady's im-
mediate state of health and well-being.
"Not hurt, are you?" he asked solicitously.

"I did feel rather absent for a moment," she replied
good-naturedly, "but I don't seem to be able to find
any bones missing—yet. I must say, however, that
this roa^ is dreadfully hard and unyielding. Fortun-
ately I am pretty well bundled up so my fall was
cushioned to a certain extent and I'm not what you
could call real heavy. By the way," she continued as
she straightened the becoming knit cap with two
saucy white knobs on the side, which kept her head
and ears warm, "does your tractor ever sneeze?"
"Er—er—you've got me guessin'," stammered Flan-

ders.

"I merely ask," stated the questioner as she tucked
a few gay stray wisps of hair into her cap, "because
in the event that it does, I'd like fair warning as I

wouldn't want to be any-where in the neighborhood if

that 'sigh' was a fair demonstration of
your monster's lung power, suppressed
so to speak."

Flanders laughed good-naturedly and
assured her that there would be no fur-

ther bombastic outbreaks from the
Jinx. He now recalled the stern facts

of the situation.

"This puts you in a bad fix," he ven-
tui-ed. "Your horse went home without
you. I'm mighty sorry."

"Oh, that's quite all right," she as-

sured him generously. "Accidents will

happen even to the best regulated trac-

tors, I presume. I cannot see where
vcu are to blame any more than my
cayuse was."
"I'm afraid the best I can do to make

for wrecking you this way is to offer

you a lift in my private car," said
Flanders. "She aint much on speed but
"he usually gets to where she's goin'

sooner or later—mostly later. Please
come aboard."
"Thank you; I'll be delighted. There

seems no other course—unless I walk
and I hardly feel up to it at this mo-
ment. However, I'm sure riding in your
'private car,' as you call it, will be much
nicer than riding a-top of Mike—^he's

iny horse, you know. I was getting real
chilly, as this wind cuts right through
to the marrow and the snow is simply
dreadful!"

"It's sure fierce," agreed Flanders as
he guided the girl to the tractor cab.
He held aside the rear curtain and as-

sisted his passenger aboard. He follow-

ed and snugly fastened the curtain foe-

hind him.
"Have a seat," shouted Flanders, for it was neces-

sary to shout in order to be heard above the roar of
the tractor engine and the whine of the storm. He
indicated a built-in tool box at the left side of the trac-
tor cab.

"Thank you," shouted the passenger as she seated
herself.

"Come all the ways from town?" bellowed Flanders
by way of making conversation, at the same time
taking the steering wheel and engaging the forward
speed.

"I not only rode out from town, but I rode in to town
this morning," screamed the passenger in reply, as
the tractor once more lurched forward and rumbled on
into the storm, "eighteen miles going and sixteen miles
on the return trip before the road flew up and struck
me."

"SuflFerin' shades of exploded gasoline!—that's some
navigatin'," shouted Flanders in open admiration.
"You make me plumb ashamed of myself. Here I've
been complainin' pretty nearly all day because I had
to make a little trip behind a pair of warm cylinders
in a nice, comfortable cab—an' you ridin' over thirty
miles on a cayuse without mindin' none whatever!
You're sure a game one if you don't mind my sayin' so.

Must have been a matter of life an' death, though."
"Hardly," replied the "game one" at the top of her

voice. "I had to get a slab of bacon and my mail, you
know. I enjoy riding—when it's not so terribly bliz-
zardy."

"Homesteader?" queried Flanders in the same
strain.

"Yes." There followed a brief pause.
"Used to be a school-marm, didn't you?"
"No. Guess again," was the shouted reply.
"I give up."

"Just a broken-down trained nurse."
"No—guess not 'broken down'," shouted Flanders,

turning to favor his guest and passenger with a frank
smile of admiration for she was decidedly good to
look upon and just as wholesome and fresh as the
great outdoors from which Flanders had just plucked
her.

"No?" There was a pert inflection to the shouted
monosyllable that invited repartee.

"Not unless that tumble broke you down—^and it

didn't," grinned Flanders boldly.

"You're smart," responded the "tumblee" wam-
ingly.

"Yes. My mother always thought so."

After this brief conversational exchange, if a series
of shouts can be dignified by the term conversation,
the two occupants of the tractor cab remained silent

for some time while the ponderous tractor pounded
along on its more or less uncertain way with the
wind-driven snow sifting into the cab around the cur-

Continued on page 49



ORGANIZE IMPLEMENT DEALERS
AND BEAT THE DEAD BEAT

ARE you, Mr. Implement Dealer, selling imple-

ments? If so, how long does it take you, on
the averagie, to effect a sale? How many days,

weeks, years? That is, bearing in mind that a deal

is not a sale until both parties have fulfilled their

part of the contract, or, in other words, till the other

party has the implement and you have the money.
The credit question is of prime importance to imple-

ment dealers to-day, more so than to other retail

branches, because rarely, if ever, is an implement sold

for cash. This is an accepted custom, a thing that has
grown up with the country and has become a creed

with the ultimate consumer, even though he might
pay cash for everything else. Yet he got this idea

from somewhere, and it grew on him. Why? Because
from the start the implement dealers got down to

business with the firm conviction that credit was the

middle name in implement business. If you had told

any implement man a few years ago that he should

conduct his business on a cash basis, he would have
laughed. To-day he sighs. For in some instances at

least he has learned the fallacy of trying to reconcile

the two by ordinary means and has possibly come to

the conclusion after what he thought a full-time effort,

that the thing can't be done.

Of course we know it can, for in some cases it has
been done. It took initiative, but it worked out all

right. It required a good start, because there was a

big handicap of accepted custom to over-

come. But stranger things have happened.

/V HARDWARE and implement man came
into the office of his friend the other

day, and said: "I'm in a rather bad way.
I have about fifteen thousand dollars out in

unpaid accounts." He seemed naturally
anxious, but any man with fifteen thousand
out is going to be anxious.

"Why have you got fifteen thousand
out? Why, indeed, have you any unpaid ac-

counts?"
"What else could I do?" asked the imple-

ment man and hardware dealer, with a
ghastly effort at a smile, the ghost, as it

were, of his lost accounts passing over his

face. "I w^as starting business, had to get

the trade. Couldn't come out flat-footed

and say this to one and that to the other.

So and so wanted a binder. I sold it to him.
Had to be diplomatic, most natural thing
in the world, so far as I could make out. I

had to give the credit."

"Why did you have to give the credit?"
"Because if I hadn't I'd have stood a fat

chance against the mail order houses."
"But the mail oi-der houses sell for cash,

too?"

"Yes, but they can undersell me. I can't
touch their prices."

"No you can't. And why? Because
you're paying interest on that fifteen

thousand. Not only that, but it's out of
your hands, and you're losing interest on it

that you should have. I guess you're pay-
ing the bank about eight per cent, to carry
you, so that you can carry them. If you had that
money you wouldti't be paying interest. The money
would be paying you. Therefore, with sixteen per
cent, interest against you on fifteen thousand every
year, you can't compete with the mail order house.
If you were free of that interest you could. Your
overhead is possibly between eighteen and twenty per
cent. The mail order house operates under twenty-
two per cent, and can still undersell you because it

sells strictly for cash."

npHAT would appear to be the thing in a nut-shell.

But it is not. There are other aspects which the
retail implement men does not always take into ac-

count. His manufacturers and wholesalers trade all

the information they can get. That's one of the most
important parts of their busiiness. "Know thou thy-
self, but know thy customer also."

Where the retailer loses out is in reluctance to
trade information with his fellow dealers. I have a
dollar, and you have a dollar. We trade, and still

By G. H. SALLANS
have each a dollar. But I have some information
and so have you. We trade. The difference between
the two trades is often the fence between success and
failure. A would-be customer goes into one store, or

implement shop. Wants to buy a binder. The dealer

knows his paper is of little use and doesn't sell him
a binder. The man goes across the street and buys
a binder off the other man. Meanwhile you chuckle

to yourself. It's good, all right. Let the other fellow

give away a binder. But the next day, though you
don't know it at the time, the other man turns the

tables. That's where the trade comes in.

In all fairness, it might be well to remember that

there are four classes of customers—farmers in this

case: the farmer who can and does pay cash for his

implements—there are some; the man who could pay
cash but takes advantage of credit, paying in good
time; the farmer who takes credit and means to pay
in good time; and the man who takes credit knowing
that he will not pay and does not intend to

—

the dead-

heat. The last named is, fortunately, the very small

minority. Even the last two are in the minority.

But it is with the minority in this case that the dealer

is concerned. The man who pays up in good time is

not the bugbear of the business

"It all seems to me a matter of mutual education
among the dealers. They don't have to be taught, ex-
actly, but if they'd only reason it out together, they'd
see that there's no necessity for credit systems uncon-
fined. By doing business on a cash basis they can
compete with the mail order house in price and can
far surpass them in service. Because they have their
goods right on hand, and they're right there with the
advice. If a farmer wants to buy a plow for $200,
he's going to buy the plow he can examine ahead of

the one in the catalogue, be it ever so well colored and
described.

"Two things the dealers should remember, as ab-
solutely essential. First, they must have a means of
knowing to whom they are selling, that is if they are
to continue the creddt system, which, after all, cannot
be done away with in a night. Then they must have
n means of getting this infonnation, and the simplest
is by exchange of information. Get a line on everybody.
If they can't do this, then they can inform a third

party, and that third party can distribute the in-

formation. How is that all to be done? Who is the
third party to be?"

A PRETTY good answer to all these questions is,

iX. "Organization." Organization with its co-opera-
tion, its endless possibilities, its credit rating bureau.
The Retail Merchants' Association of Saskatchewen

has found this to answer the question so well

that a special department is being created at

the present time, for the express benefit of

implement men and automobile dealers.

Eventually this will be extended to all

branches of retail sersice, but at present the
implement men are most acutely in need of
help.

A specialist right now is starting investi-

gations, digging up files for four years back,

to find out how the prices of implements
have increased, whereas the margin al-

lowed the dealer has remained practically

the same, or has dwindled until there is now
little or no attraction in the implement busi-

ness. When he has these figures complete
he will shoot them straight to the manufact-
urers, and he will have the retail merchants
of Saskatchewan solid behind him.

But the credit bureau is the master
achievement. This service is free to every
retailer who cares to make use of it. With
very little trouble to himself or to anyone
else, he can absolutely satisfy himself as to

the standing of any man in this community.
Mr. Implement Dealer, are you selling im-

plements? Organization will not make 100

per cent, of your transactions sales, but it

will bring the percentage up so close to that

figure that the dead-beat will be ruled out.

A Tip to the Hibernating Dealer.
"Motor Age."

''pHEREFORE, dealing with the minority, the man-
who meant to pay but couldn't—and the dead-beat

—suppose you don't know the man's standing. That's

unfortunate, for you're making a deal that is not a

sale, and probably never will be a sale, for the same
implement on which the wholesaler or the manufactur-
er made a sale to you. Of course, if you had known
he didn't have the money, or that he was a dead-beat,

you wouldn't have sold the implement, say it was a

plow. There's profit for a month or two gone. Per-

haps your fellow dealer across the way could have
put you wise. If you had the credit rating of the

whole community you wouldn't have needed any fur-

ther advice. But, of course, you couldn't afford a

credit man. Perhaps a number of dealers together

could; and if he saved ten such deals—not sales—

a

year, he'd pay his own salary.

"It is always the merchant who makes the dead-

beat," said a man recently, a man who knows the

credit game from A to Z. This man says:

"A dead-beat is certainly never born. He's made;
and once a dead-beat always a dead-beat.

Automobile Shows in Belgium

'X*HREE International Exhibitions of

Automobiles and Accessories will be

held this year at Antwerp, Belgiiun, on the

occasion of the international Olympic
Games which are expected to draw a large crowd of

visitors to Antwerp from all over the world.

The first exhibition will take place from May 15th

to June 13th, and will include motor cars, tires and
wheels, mechanical parts and separate pieces, and all

sorts of accessories connected with the automobile in-

dustry. The second exhibition runs from June 26th

to July 25th, and will make a speciality of commercial

vehicles, agricultural tractors, camions and motors.

The third show will take place from August 7th to

September 15th, and will be devoted to motorcycles,

sidecars, bicycles etcetera, including accessories.

Reports indicate that Belgium offers a good market

for manufacturers of automobiles, cycles and ac-

cessories, also for commercial vehicles and farm trac-

tors: Accessories and parts are specially scarce there

at the preent time. There is also a large demand for

bicycles which are very popular in Belgium on account

of the flatness of the country, and which are now sell-

ing at prices 300 to 400 per cent, above pre-war

figures.
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Below is one of the advertisements of

Deering and McCormick Drills. This

one appears in Eastern farm papers.

Showing McCormick Shoe Drill. Made
with 14, 16, 20 and 22 shoes, 6-inch

spacing. For Western Canada.

from

Anyth

Flax

ini

to Beans

r^EERING and McCormick single disk
grain drills are adaptable. They are

designed to handle successfully every kind
of grain and seed from flax to corn and beans.
This is accomplished by means of what is

known as the double-run force feed, which
consists of a small feed wheel, one side of

which is made to handle small grain and the
other side designed for handling large seeds,

such as corn and beans. This feed is very
positive in its action— it distributes the seed
uniformly and there is no wedging, clogging
or bunching. All that is necessary when you
want to change from small seed to large seed
is to flip over the feed wheel cover from one
side to the other, as one side of the wheel is

always kept closed by means of a center
partition and this cover,

Deering and McCormick Grain Drills have many
other interesting features that are fully described in

the pamphlet that we will mail you immediately
upon receipt of your name and address. Write to

the nearest branch house. And see your
International local agent now in regard
to a new drill for early delivery.

International Harvester Company
OF CANADA

HAMILTON CANADA

£ASTERN BRANCHES - h

I REGiNA. Saskatoon vorkton, sask.

)N. OTTAWA Ont, Montreal. Quebec que.. St John r

Time for Selling

Deering and McCormick

Grain Drills

Magnified grain values have given a

new energy to the trade in good drills.

Farmers are keenly aware that every

half bushel saved or added counts. They
are in just the right mood to heed the

many good arguments in McCormick
and Deering Drills—seed-savers, crop-

increasers.

With our well-laid campaign of

advertising and your efforts on all the

prospects you can locate not to forget

the well-merited success and popularity
of these drills you can do much with
McCormick and Deering. Begin now.
Our advertising in Canadian farm
papers is helping you. A sample of this

advertising is shown here. See the
blockman.

International Harvester Company
OF Canada ltd

WESTERN BRANCHES — Brandon. Winnipeg. Man . Calgary, Edmonton Lethbridge. Alta,.
ESTEVAN. N BATTLEFORD REGINA, SASKATOON YORKTON, SASK

eastern branches — Hamilton. London. Ottawa Ont.. Montreal. Quebec. Que. St John, N. B.



THE MOTOR CAR OF TO-MORROW
A Consideration of the Probable Change of the Immediate Future and of Possibilities Still Farther Ahead

WHAT changes and improve-
ments will be brought about in

the evolution of the motor car

within the next five or ten years? This
question is the subject of a forecast by
G«orge W. Sutton, Jr., in Collier's. He
also indulges in speculation as to the

possibilities of the more distant future

—crossing the continent on 10 to 25

gallons of fuel—ordinary speeds of 100

to 150 miles an hour—^and other dreams
such as those of Jules Verne, most of

which, as he points out, came true. The
following are some of the most interest-

ing of his ideas:

Let us star-gaze a bit into the really

near future and see what is going to

happen during the next five or ten

years. We can see these probabilities

with a fair degree of accuracy.
It will be a period of gradual evolu-

tion of existing practices, with changes
important and vital, but not necessar-

ily revolutionary. Motor-car design is

on a less experimental basis now so far
as the main essentials and general lay-

out of the motor car are concerned, and
where improvements are made they will

be of a kind not so quickly appreciated

by the buyer of a car, although just as

important to him as anything yet done.

For example it was a big development
w'hen the six-cylinder motor first came
out; another spectacular step was taken
when the eights and the twelves ap-

peared on the scene. But now we are
past those major changes—^we are en-

tering on the period of refinements.

For instance, engineers will be giving
increasing attention to the development
of the carburetor to cope with the heav-
ier fuel of to-day. They will do great
things in this direction. They must.
But the buyer will appreciate it only
mildly.

Undoubtedly the quantity car manu-
facturer is paying more attention to the

appearance of his product than in any
previous year. Better finisih, and a
proper regard for fit of the parts, have
resulted in the average stock car look-

ing more like a custom-built model than
ever before. Doors shut with a better

fit and there are no quarter-inch cracks
between their edges and the body open-
ings.

Upholstery in almost every case is of

a better quality than in the past and
cushions are so built that they will not
"settle" after a few weeks' use. There
really has been a great advance in the
construction of motor-car cushions

—

due to the use of main and auxiliary
springs, the placing of each in a separ-
ate pocket of heavy cloth so that it

will not get out of line and sag—and
in other details. But since these im-
provements are not seen, most of us
give little thought to them.
Many of the high-class bodies are de-

signed -with much thought for the con-
venience of the user. There are special
cabinets in some bodies for the jack,
the tools, and the side-curtain fittings.

Inbuilt locks for the doors and for
various parts of the mechanism are
placed on many of the new oars. De-
vices that make it easy to dim the head-
lights or to throw the rays of light
downward when passing other cars are
mounted on the steering column in sev-
eral popular makes. Nearly every car
now is offered with some kind of dim-
ming lenses for the headlights. The
manufacturers are simplifying this
problem for the owner.
The aim to-day is to make the motor

car as fine and as complete a product
as ingenuity and resourcefulness can
make it. Everj-thing imaginable is

done to anticipate the wants of the ex-
acting public, not by tacking on this
or that gimcrack which might possioiy
be of advantage, but by incorporating
such conveniences as have been tried
out thoroughly and found to be of
practical value to the man who drives
and those who ride with him.

In the mechanical feature of the 1920
car perhaps the one thing that stands

out as having received most attention is

the carburetion system. Recognizing
that the modern car must handle effi-

ciently heavier fuels than heretofore,
nearly every motor shows evidence of
deep thought on this matter. Manifolds
are provided with hot sections through
which the gas must pass on its way to

the cylinders, in order that it may
vaporize better. Carburetors have been
altered to work better with this less

volatile material; and the result is that,

although present-day motor fuel is far
from the kind of stuff we used to buy,
so far as the amount of heat required
for its efficient combustion is concerned-
the carburetion system has been so im-
proved that the motorist knows very
little of the worries of the engineer. To
put it differently, the carburetion sys-

tem has been carried forward in step
with the lowering of the volatility of
the fuel. And it is undoubtedly a safe
prediction for the future that the
motor-car engineer will meet any em-
ergency that may arise in the fuel sit-

uation. He is at work constantly, never
satisfied with the advances he has
made. If anj-thing, he has overtaken
the reduction in the quality of the
motor fuel and to-day tne motor-car
engine works more efficiently on the
fuel it has to use than did the engine of
a few years back on a much lig'hter

grade.
The tendency is undeniably toward

the plate type of clutch. Out of sixty-
six new models made by representative
car builders, fifty-seven have some form

of plate or disk clutch, while only nine
retain the cone type. The point is that
the cone type is perhaps just as. effi-

cient as the other, but for equal smooth-
ness of operation it must be better
made and is more costly than the
modern disk type. Therefore it would
appear to have no advantage over the
disk, and several disadvantages from
the production standpoint.
Much attention is being given to

methods of maintaining the space under
the hood or the cooling water at an
even temperature regardless of the out-
side temperature. This is done either
by thermostatic control devices similar
in action to the regulating outfit which
maintains an even temperature in the
home during cold weather, or it is ac-
complished by means of shutters that
go in front of the radiator.
A rather noticeable tendency in some

quarters is toward the elimination of
the conventional running boards in fa-
vor of an individual step at each door.
Several cars have come out with these

steps, and they are usually individually

illuminated by a light set flush into the
apron just above.

And perhaps you have noticed that a
great deal more attention is being paid
to the top. It is a much more substan-
tially mounted affair than heretofore.
It appears with bevel-plate windows in-

stead of celluloid, and in general comes
nearer to being in keeping with the
general appearance of the car than in

former years.

A refinement which the average car
owner will appreciate is the tendency
to make it easier to lubricate the vari-

ous parts. One or two makers have al-

ready fitted special couplings to the
various grease cups on their chassis,

and provide special grease guns that
are easy to couple to these cup ends. By
thus making it a simpler matter to

lubricate the hidden parts, there is

much more chance of the chassis re-

ceiving needed attention at intervals.

Improvement in this vital feature will

be continuous and radical.

Looking ahead for a few years, it

seems probable that we are not to see

any very revolutionary changes in the
motor car as we know it. There will

be improvements from time to time

—

for the industry never stands still—^but

it is not likely that the 1920 motor car
will be out of date nearly as quickly
as the models of a few years back. If

you bought a 1912 model, for instance,

there were so many improvements in

the next twelve months that you were

really out of date with your 1912 crea-

tion as compared with a fellow piloting

a 1913 car. You felt it, too. But that

isn't going to be the case from now on
—at least, a 1920 car will not be out

of date inside of three or four years.

Of one thing we can be sure. Weight
is going to be cut from year to year,

and no doubt new types of spring sus-

pension will come to the front so that

the riding qualities of the car of 1925
may far surpass those of our present-

day cars. Much experimental and de-

velopment work is being done by the

spring makers, and the results so far
attained are far in advance of anything
the engineer even dreamed of ten years
back.
No doubt we shall see changes in the

styles of bodies from year to year. That
is but natural. People like a change,
and the manufacturers will meet that

desire, but we can be sure that the lines

cannot be much more graceful nor more
in harmony with the hest in design than
they are to-day.

Really, the outlook for the immediate
future is for nothing sensational at all.

The public will continue to buy the con-

servative and good-looking product of
the wise manufacturer in preference to

anything freakish.
There is a very perceptible leaning

toward the car with inclosed drive, es-

pecially the sedan type where the driv-

er sits in the same compartment with-

the other passengers. I have no hesi-

tancy in predicting great falling off in

the production of touring cars in favor
of sedans. This movement is already
taking place, and within the limit we
have set, five to ten years, it will not be
at all surprising to see the disappear-
ance of the touring car as a stock
model. Nor -would any extras be issued

by the papers if the heavy, expensively
operated limousine should pass into his-

tory before the light sedan with an ad-

justable plate glass to exclude the

driver when desired.

But what of the future car—the car
of ten, fifteen, or twenty years hence?
It is an interesting speculation; one ini

which we may all indulge freely.

The car of the future, if it is still an
automobile as we know it, which the

writer doubts, -will be much lighter than
anj"thing of the kind we know now. It

will give a new conception of road com-
fort; the worst roads will be smoothed
out into a perfect surface for occupants
of the future vehicle. Motor will 'be

refined to the point where they will de-

liver to the rear wheels a greater per-

centage of the power in the fuel in the
form of rotative effort. The wastage
of to-day—the large percentage of en-

ergy that passes out in the exhaust;

—

will be reduced to the point where for

a given amount of power output, only

a very small percentage of our present

gallonage- of fuel will be consumed. In

other words, is it too much of a dream
to think of a car crossing the continent

on say 10 to 25 gallons of fuel? That,

fuel may not be the stuff we know as

motor fuel—it may be a synthetic flued

of highly concentrated form—it my be
an entirely new chemical combination
as yet unknown for the purpose of pro-

ducing motive power, but it will be a
cheap product and one that will work
to utmost advantage in the future en-

gine. Even now the Government mail
planes are using Liberty fuel (indus-

trial alcohol).
Our future car will perhaps be shod

with tires capable of many times the

wear of our tires to-day. They may be
of a punture-proof type, very resilient,,

yet possessed of now unknown wear-
resisting ability. Possibly they will

not even be made of ruber—who can
tell?

In twenty years we may have a net-

work of underground or overhead roads
for motor cars only. This is suggested

by the thought that our modern car is-

a slow vehice indeed as compared with
a future car capable of making 100 to

150 miles an hour. We will think noth-
ing of such speeds—they will mean no
discomfort because the spring suspen-

sion—or perhaps it will be pneumatic

—

will be such that no bouncing will occur
in the body.
We are on the eve of an era of great

scientific possibilities. There is no rea-

son for having wild dreams concerning
our future method of road transporta-

tion. Likewise there is no reason why
we shouldn't have them if we want to.

Jules Verne had them and most of his

came true.
The telephone, the wireless, the phon-

ograph, the motion picture, the trolley

oar, and dozens of other revolutionary
inventions are well within our mem-
ories. The motor car is almost the baby
of the lot. Why should we suppose that
the future holds no inventions which:
will supersede some or all of these
things, including the automobile? But
wo must say, as a parting shot, if the
motor car is the baby of the lot, it is.

some baby.

" YOU can't fool me by putting that blanket on, Misnx.
I KNOW what kino OF A CAE YA GOT

"

—From "Life."
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This Advertise-

ment will work
for you—if you
are a Cockshutt

Dealer.

It is one of the

many attractive

sales makers
appearing in the

largerCanadian
Farm Papers.

Steady advertis-

ing and plenty of

it is always behind
the Cockshutt
Dealer.

Frost and Wood No. 2 Climax.

Cultivator for horse or

tractor use.'

Kill the weeds and let the dollars

grow—use a Climax I

Thfe farmer who realizes the big benefits of soil

culf-ivation is quick to see the advantages of the
special design, the rugged strength, and the

one-hundred-per-cent eBFectiveness of Frost
and Wood Climax Cultivators.

The narrow points dig deep info the soil and
brinig up weeds—roots and ail. The wide points,

working at varying depths as desired, bring
sure death to thistles, mustard, and Rvervthing
that robs your land of fertility and moisture.

Automatic power lift works by a pull of a cord

—raises and lowers the points as desired.
Handy adjustments vary depth of cut. Strength
—no end to it I Strong safety springs save
breakage of teeth.

Used with a tractor it cleans up your fields in

short order—that's the way to get bumpercrops.
We have a very interesting folder—"Better
Cultivation, Less Weeds" explaining these
popular imiplements. Write us for a copy today.

See our nearest Dealer, too, and our complete
line of Farm Implements.

The Frost & Wood (

Limited
SMITHS FALLS, ONT.

Montreal St. John, N.B>

Sold in Western

Ontario and Western

Canada bv

Cockshutt Plow Co.
Limited

BRANTFORD, ONTARIO.

Cockshutt "Climax"
Power Lift Tractor Cultivator
Built in two sizes—9 ft. ii-tooth and 12 ft. 15-tooth

—and built for hard work.

Notice the heavy angle frame and cross bars, the
substantial braces and the way the frame is trussed.
Draw bars and legs to which points are fitted are

carefully made. Each leg has relief spring to

prevent breakage should solid obstruction be met.
A pull of the cord attached to clutch lever (simple

and positive in its action) raises or lowers the teeth,

as desired.
: _i

It s the latest addition to the well and favorably
known line of Cockshutt Cultivators, and popular,
indeed among tractor owners—farmers who must
iiave results.

or farmers without tractors any one of the horse-

drawn, lever-lift Cockshutt models will prove
equally efficient for the work intended.

Get Cockshutt Literature and Dealer Proposition.
There's money for you in handling the Cockshutt Lines

Cockshutt Plow Co. Sold in Easkm Ontario, THC pFOSt & Wood Co.
LIMITED Quebec and the Maritime LIMITED

Brantford, Ontario Provinces byW Montreal Smiths Falls St. John



Selling Tractors Without Tractor Implements
ONCE upon a time there was a fellow who ran

what he called a clothing and gents' "furnish-

ing store." He carried a full line of collar but-

tons, shoe strings and other small articles. He also

sold shirts, collars and underwear, but when it came
to men' suits, which were 'the most profitable line for

many of his competitors, he sold only coats and made
no attempt to furnish complete suits.

Some of his friends tried to point out to him that

this policy was hurting his business, and that if his

customers could not buy pants at his store to go with
the coats they v/ould probably go elsewhere for the

suit. He insisted, however, that there was not much
money in pants anyhow, and that the coats he sold

were so good that people would be glad to buy them
even if they would have to try to match up pants with
them from some other source, and his competitors

were welcome to the pants trade.

Of course, his customers soon got to taking all their

trade to the stores where they had to go to buy pants,

and it was only a short time before be failed.

Then he took what was left from the wreck of his

business and opened up a farm implement store, but he

had not learned his lesson. He put in a stock of ordin-

ary farm machines and was even enterprising enough
to take on a line of tractors, but he drew the line at

handling tractor plows and other tools for use with

the tractor.

By A. P. YERKES
A farmer judges the success of a tractor almost as

much by the quality of the work he can do with it as
by the performance of the tractor itself. Inasmuch as
a prime requirement for the success of any tractor
dealer is to have satisfied customers, and since the
wrong machine behind his tractor is apt to result in

a dissatified customer, it is quite obvious that it is de-

cidedly to his interest to see that his customer gets
the proper tools to put behind the tractor. And cer-

ainly the best way to do this is to handle those ma-
chines which have proved that they will give satis-

faction behind that particular tractor.

''T^HE dealer who takes the attitude that the tractor

is practically the whole thing in the power farm-
ing line i.s making a serious mistake. Special tractor
tools are already constituting an important proportion
of business of many implement dealers, and this por-

tion is destined to increase rapidly as time goes on.

This for the reason that the number of tractors is

sure to increase, creating a greater demand for trac-

tor-drawn machinery, and at the same time the sale of

korse-drawn implements is bound to decrease con-

siderably. Then, too, the development of machines
specially designed for use with the tractor is still ia

its infancy. There will undoubtedly be more and more
of these machines placed on the market in the future.

The dealer who refrains from taking on a line of
these is not only missing the opportunity of immediate
business, but is helping out his competitor to establish
'himself m.ore firmly in a business which is sure to in-
crease rapidly in importance.

There is no use in one closing his eyes to the fact
that a farmer who buys a tractor from one dealer and
has to go to another to obtain plows and other tools to
use with it, is quite likely to transfer more of his busi-
ness to the second dealer in the future because he must
deal with him more or less in the matter of repair
parts and replacements. If the service he receives on
the tractor tools appears to him to be superior in any
respect to that he receives on the tractor, which is

quite likely to be the case, because of the more com-
plicated nature of the latter machine and the greater
number of parts which may need replacing, he is apt
to decide to transfer all his trade to the second store,

which will likely include another tractor within a few
years.

Fortunately tlie number of dealers who persist in

trying to sell tractors without machines for use with
them is growing less, but it is still altogether too com-
mon to find the type of dealer who believes he can sell

coats without pants.

TTE put up the same arguments in favor of this

^ policy that he used to advance with regard to his

clothing business. He did not believe there was much
money in the tractor tools, for one thing, and any-

how, he was handling such a good tractor that the

farmers in his neighborhood were sure to buy their

tractor from him. He did not care if they did go to

someone else to buy their plows or other tractor ma-
chines for use with the tractor, the tractor line was
the big thing anyhow.

Perhaps we are in error as to the previous business

experience of the implement dealer who follows this

policy, but we have simply made a guess as to the

manner in which an implement dealer who carries

tractors only without the machines to go with them
would undertake to run any other line of business.

Certainly it is just as logical to attempt to sell coats

without pants as to try to carry on a farm implement
business, including a line of tractors, but not includ-

ing tractor plows, disks and other similar machines.

And the results in either case are pretty sure to be

similar.

There are several good reasons why the implement
dealer who undertakes to handle a tractor should also

sell the various field implements and stationary ma-
chines which his customers will want to use with it.

TN the first place, it has l>een clearly demonstrated

in numerous instances that a tractor which will

work quite satisfactorily with one particular make of

plow or other implement will not work nearly so sat-

isfactorily with some other make of machine, because

of a difference in the height, angle or length of hitch,

or other peculiar feature.

When Should the Farmer Buy His Tractor
By EARL B. STONE

RECORDS of retail tractor sales for more than
five years past show that the farmers of Am-
erica buy more tractors in April and September

than at any other time in the year. And since these

two months mark the opening of the busiest seasons
of seed bed preparation, we are forced to conclude
that our farmers wait until the very last minute
before selecting their tractors. This is a practice

which sooner or later will cost the majority of tractor

owners a whole lot of trouble and delay and it has
already brought discredit upon more than one worthy
tractor. If our farmers are to get full value from
their tractor investments they cannot wait until the

season is on before buying.

A tractor, like any other piece of hauling machinery,
whether it is mechanical or alive, must be worked in

gradually to bring out its full efficiency. No farmer
would think of driving his horses at a mid-season pace

after months of inactivity in the bam. He knows
their limitations and so works easily for only a few
hours at first, gradually increasing the load and the

hours as sinews harden and their wind improves.

This method of building up horse flesh is such com-

mon knowledge to the farmer that he forgets or

neglects to apply it to his tractor. But when the

tractor gives way under the sudden strain of spring

work, he refuses to consider himself in any way at

fault.

C. O. Baptist's Garage, Three Rivers, Quebec-. N»te the line up of Cletracs ^ used in Victory Loan Parade.

Even the lesson learned from their first automobile
experience fails to impress our farmers as applicable

to tractors. The auto dealers wisely cautioned them
to take it easy at first. Some heeded the caution and
become enthusiastic over their first machines, while
others "stepped on the gas" right from the start and
they got nothing but trouble and expense in return.
How much more this take-it-easy warning should

be observed when starting a tractor is evident from
the fact that a tractor motor does more than 20 times
the work of an automobile engine in travelling the

same distance. If it paid to give the automobile a
thorough working in it will pay ten times over to

give your tractor the same care and attention. No
farmer will ever get all he is entitled to get from his

tractor if he buys it the day or the week before he
starts to plow. The tractor will do its level best of
course—perhaps it will go through one whole season
without a hitch, but he has shortened its life and in

the end he will pay dearly for his last-minute pur-
chases.

TpHE time to buy a tractor is a month or two before

it will be needed for the hard job of breaking
ground and fitting the seed bed. The farmers who
are going to buy this spring will save money by
making their purchase now. A month or more of

easy work will get the new tractor "fit" for the

strenuous day when it must sometimes work 24 hours
without a stop.

Most wood lots have some fallen timber which
should be snaked to the barn yard and sawed. The
tractor will do both jobs and welcome the chance to

limber up its gears. Or there is corn to shred, feed

to grind, manure to haul, roads to clear of snow and
ditches to run.

These odd jobs do two things which insure the suc-

cessful operation of the tractor in the future. First

of all they acquaint the owner with his tractor as

nothing but actual use can do. They give him the

"feel" of his machine and develop an "ear" for its

song of satisfaction or cry of pain. Second, they giv»

the bearings a chance to work and help the valves to

seat more snugly. They fit piston rings to cylinder

walls more perfectly than the most exact machine

can do it and they limber up every gear and pinion

much as the first days of easy work take the kinks out

of a horse's back and legs.

Once worked in and properly maintained, the trac-

tor is as far ahead of the horse as the Twentieth

Century Limited is ahead of the olden stage coach.

But it cannot do its best without a chance to limber

up. When the farmer buys his tractor a month or

more ahead of the busy season and works up to his

peak load gradually, he will get the maximum retirn

from his investment. He cannot expect it in any
other way.
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Northern Ehctr/c

POWER and LIGHT

Belt connected plant—operates
from any good engine.

Automatic Water System show-
ing Tank, Pump and Motor.
Capacities 100 to 1,400 gallons
per hour.

A Complete Line of Electric

Farm Plants and Accessories

—

Belt Connected Plants

Direct Connected Plants

Water Systems

Portable Motors

Farm Accessories

Wires and Supplies

This line will make you the

Electrical Headquarters of

your District.

With the plant you can usually

sell a water system while limit-

less follow-up sales possibili-

ties are yours with Utility

Motors, Electric Churns,

Vacuum Cleaners, Washing
Machines, Dishwashers, Irons,

Toasters, Percolators, Wiring

Devices of all kinds. Fixtures,

etc.

Write Our Nearest House Now.

Be the Farm Electrifier of your District.

Direct Connected Utility Plant
% K.W.—32 Volt

TITAN Storage Battery. 16

Cells supplied with each plant.

120 or 216 Ampere Hours.

North(^rtt Ehctrfc Comparty
LIMITED

Montreal Quebec Toronto Winnipeg Calgary Vancouver
Halifax Ottawa London Regina Edmonton
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There s Profit in Selling

Beltings Hose^ Packing to

Farmers on the Goodyear Plan

SI

BECAUSE Goodyear places in the

hands of every Goodyear Mechani-

cal Goods Service Station (1) quality

products already sold in large quantities

to farmers
; (2) a selling plan which has

proved time and time again the most

effective means of securing big sales

quickly.
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Sales Brought to You
Goodyear believes that the man who sells belts, hose, packing, to the

farmer should have more direct, valuable selling assistance from the manu-
facturer. Customers should be brought to him. Sales should be made easier.
Information of value in his business should be given to him.

Goodyear Mechanical Goods Service Stations get that kind of assistance.

Advertising to Every Farmer
Goodyear Mechanical Goods for farms

are advertised to every farmer in Canada
through all the leading farm publications.

Analyzing Your Territory

We have found very many dealers who
did not know the possibilities which their

territories offered. Any general store can
add materially to its business by properly
going after the farm trade. Every Good-
year Mechanical Goods Service Station can
secure from us an analysis of his territory

which will clearly point the way to every
possible sale—show him how to get those
sales.

Giving You Prospects

We have on file the names of possible
purchasers of Goodyear belting, hose, pack-
ing. These names are free to any Service
Station. You can find out from us the men
in your district who should be your cus-
tomers.

Advertising for You
We will advertise you to your prospects

at a small expense to you. We will mail them
letters and printed matter bearing your
name. This advertising is prepared by an
expensive staff of writers and artists. It costs
far more than any one dealer could afford

to spend. But it is offered to Goodyear
Mechanical Goods Service Stations.

A Farm Encyclopedia Free

There are many different machines in use
on farms—tractors, gas engines, electric
plants, threshers. No one has ever before
told the dealer exactly what belting or hose
or packing to give out for each particular
machine. Goodyear has done it now. Good-
year Mechanical Goods Service Stations
receive free a big encyclopedia containing
all this information.

Selling for You
Wherever a Service Station requests it

we will send a Goodyear salesman to help
call on his prospects.

There are no strings to this extraordinary
offer. The Goodyear salesman helps call
on your prospects, sells them ail he can, and
turns the orders over to you.

You get every cent of profit on the sale.

You get the benefits of a highly-trained
selling force.

A Goodyear salesman will gladly call on
you and explain our co-operative plan of
selling. Wire or write the nearest branch
if you are interested.

The Goodyear Tire & Rubber Co. of Canada, Limited
Toronto - - Ontario

BELTING
MADE "-^H CANADA
HOSE - PACKING - FOR FARMS

I



SHOP NOTES FOR THE GARAGE MAN
Where to Get Thrust Bearings—Repair Broken Mica Windows—Wheel Hub's Service

Conducted by SCOTT T. DUTHIE

Dry Cure Methods of

Vulcanizing
-B y H.

'"pHERE are two methods of vulcaniz-

J- ing when making sectional repairs

or retreading, that best adapted for

general use being the dry cure system

in which the desired pressure for vul-

canization is secured with pads instead

of with an air bag, and where the tire

is cured by the application of heated

elements rather than trapping it and

nlacing it in a steam oven. A number

of moflds used in the dry cure system

and sold for use with the vulcanizer are

used A useful one is known as an in-

side patch or relining mould and may

be used in relining, patching or for dry-

ino- out the interior of a casing before

L "reinforcing is started. On blowout

work, especially of the larger and more

difficult class, it is often necessary to

apply two or three layers on the inside

of a tire, and although considerable

heat is conducted from the outside it is

well to give the repair a twenty minute

cure on the inside. .

Solid pads and clamps are used in

connection with various types of moulds

for obtaining pressure on the curing

stock. These pads conform to the

curvature of the mould on which they

are used. There are a number of ad-

vantages given for the pad and clamp

system, over the air bag system. It is

s'aid that the properly built pads last

indefinitely, whereas the air bags have

a definite life and are subject to the

uncertainty incidental to the use ot

T>neumatic appliances. With a solid pad

on one side of a repair and a substan-

tial accurately machined mould on the

other, and with three to five heavy iron

clamps drawing the two together, it is

possible to exert more pressure on the

curing stock than by any other system,

and pressure is considered an essential

to good work. . . ,

The pad and clamp system is simple

and easy to operate, and there is noth-

ing in its operation that calls for skilled

l?bor. It not only produces considerable

presure on a repair, but localizes the

heat to the portion being repaired.

Retreading may also be easily accomp-

lished by the dry cure method, but this

is only practical if the layers of fabric

are in good condition. The old tread

is stripped off and the new tread

cemented on and vulcanized by the use

of a retreading mould.

These retreading moulds are about /b

to 28 inches in length and heat approxi-

mately one-third of the circumference

of the tire at one time. The moulds are

hollow, allowing steam circulation from

one end to the opposite and have an

opening at the lowest point to exhaust

the products of condensation. Section-

al moulds are simply short retreading

vulcanizers. They are used for curing

the tread portions where the injured

section is not long enough to call for

the use of the retreading mould. Sec-

tional moulds are the forms to use for

surface cuts, and blisters, stone bruises,

short patches of loose tread and other

defects confined to a specific area of the

tire.

SWEET
filled with babbitt and a half-inch pipe

for a handle and the hammer is made.
The outer end of the babbitt should be
lapped over the pipe to make it secure
and prevent it from being knocked from
inside the T-connection.

PUNCH AND DIE

IT IS much easier to punch holes in

thin metal, fibre or composition, than
to drill them. A drill press may be
used for this work and the set up is

Drill Press Punch and Die

shown in our illustration. The drill and
punch may both be of soft steel, but if

so, it will bo found necessary to case

harden the end of the punch. The punch
makes a better and rounder hole than is

possible with a drill.

STRAIGHTENING BENT AUTO-
MOBILE FRAME

THE repair man is called upon almost

every day to straighten a chassis

frame that has been bent. There are
many ways of doing this but the

RIGHT THREAD LEFT THREAD

gasoline torch is sufficient to soften the
metal to the point of bending, and with
the use of a tumbuckle the chassis is

easily straightened. As it only re-

quires enough heat to bring the metal
to the bending point a comparatively
small torch can be used.

MAKING THE CONE CLUTCH TAKE
HOLD

THE cone clutches, when they are in-

clined to slip, can be induced to take
hold by applying some glycerine of the
best quality to the leather facing. If

the clutch is fierce in biting a little

graphite added to the glycerine will

correct the fault.

TURN BUCKLE

SOFT-NOSED HAMMER
^HE repair man often requires the

use of a soft-nosed hammer, espe-

cially when replacing bushings and such

work. He can make his own hammer
without much trouble. A T-connection

TURNBUCKLE

[1 OFFSET

A*'

// 72" W
V-Lift for Ford Cars

TUBE SKIVING MITRE BOX

JT IS necessary in splicing inner tubes:

to "skive" or bevel the ends prior
to splicing. The illustration shows a
mitre box designed for that purpose. It
consists of a narrow board screvred to
the bench, and carrying a hanged
channel piece that is slotted at 45 de-

TO PREVENT SHORT CIRCUITS

THERE is frequently danger of short

circuits in the battery because of the
fact that one of the terminals is located
near the metal handle used for lifting

the battery. To obviate this, it is only
necessary to slip a short length of rub-
ber tubing over the wire at the point
where the contact might be made.
To do this the tubing should be .slit

lengthwise, slipped over the wire and
taper firmly in place. It is a good plan
to follow ^is practice wherever there
is danger of the wires rubbing off their

insulation and so establishing a short
circuit.

TO LOOSEN VALVE CAPS

WHEN a valve cap sticks and refuses

to yield to ordinary efforts, it

can be loosened by allowing the engine
to run for several minutes until the

cap is heated; and then by pouring a
little water in the recess of the cap a
sudden contraction takes place allow-

ing the cap to be unscrewed.

V LIFT

\ HANDY lift to be used in conjunc-

tion with chain blocks for raising
the front end of Ford cars has been de-

vised by J. Angrove, Kingston, Ontario.
A piece of Ws steel about 5' 6" long

I

method indicated in the illustration

would seem to be the simplest and
quickest. The heat from an ordinary

is bent in the shape of a V, as shown
in illustration. There is a "turn up" of

about three inches at each end to enable

the lift to engage the lamp bracket nuts
under each end of the front cross mem-
ber. An offset to clear the radiator com-
pletes the tool.

Tube Skivin«r Mitre Box

grees and has a slotted wooden block
mounted on it. The tube to be beveled
i.s slipped over the board as shown in
illustration, until the end lines up with
the slot. The channel is then pressed
down, the rubber knife inserted in the
slot, and the tube beveled. It is of
course necessary to turn the tube
around that all parts of the end come
successively beneath the knife—Good-
year School of Tire Repairing.

SOME NOVEL TROUBLES
LJ F. CURRAN, in Motor Trade,

says: "A customer came to me
not long ago, with the story that there
was something wrong in the rear axle
of his roadster, as she was making a
slight bump or knock. He suggested
that there was trouble in the gears. I
tried the car out and sure enough he
was right about the knock, but the
rear gear knock proved to be only a
loose rim on the rear wheel. Although
the lugs seemed to be tight at first, a
little muscular effort on the wrench
soon silenced his gear knock.

"I heard of a car owner who com-
plained of a noise as though there were
some of the gears in the transmission
or differential rubbing and making a
mild sort of a grind, and nothing would
do but the transmission and differential
must be taken down and examined to
find the noise. This was done at a cost
of about fifty dollars; but no trouble
was found in either place After an-
other tryout the noise was found to
have been caused by the fibre speed-
ometer gear meshing too tightly with
the large gear on the front wheel. This
owner wasted $49.75 on his car.

"I had another case where a cus-
tomer called me up and told me that
his carburetor was dirty or needed
adjusting as his car would not pull up
the slightest grade even in low gear,
and was continually spitting back
through the air intake. I found the
trouble to be that the breaker points
were too close together. This was
caused by using a pair of pliers to
loosen the steel breaker cam, which
roughened it up and caused it to act
like a file on the fibre insulation on the
breaker arm. This caused the points
to come together with the above result."

CHILLIWACK.—A. S. Goard Motors
Limited, dealers in Canadian Ford cars,
accessories, trucks, tractors and imple-
ments, are erecting a new garage and
showroom, 55 x 100, with a workshop
50 x 20.
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You Can Increase Your Income
By Selling John Deere Implements

They have exclusive features. Farmers
favor them. You are sure of repeat
orders and the John Deere sales contract
is decidedly liberal. Capitalize on your
business investment and on your ability

as a salesman. John Deere will go
farthest toward helping you do that
very thing. Here are a few of the

implements that you can sell right now.
John Deere advertising in the farm pub-
lications will help you.

John Deere No. 999 Corn Planter
This is known as the accurate corn planter. It is as accurate as the human
hand. Farmers prefer it. It is possible to plant 2, 3 or 4 kernels without
changing the seed plates or stopping the team. The operator can change
from hilling to drilling instantly. He gets nine different drilling distances
without changing the plates. A kick of the foot does it. He doesn't have
to get off the seat.

You can sell the John Deere Co. 999 Corn Planter equipped with a fertilizer attachment.
1 his successfully distributes any standard fertilizer at the same time the corn is planted.
It won t choke up and the fertilizer cannot come in contact with the seeds.

Hoover Visible Potato Planter

Another implement that is a money maker
for dealers as well as farmers. It is abso-

lutely accurate. It

enables the farmer
to do better work
faster. The picking

and dropping mech-
anism accurately
plants seeds in each

hill and spaces properly without effort on the
farmer's part, except to adjust easily operated
levers. The dropping mechanism is in plain view
all the time—the farmer sees the result of his
planting as he goes along. Then there are the
spring-pressure furrow openers and adjustable
disc coverers regulated by one lever. This mach-
ine is easy to sell.

John Deere-Van Brunt Drill
(Single or Double Disc)

This machine has the wonderful Adjustable
Gate Force Feed that is protected by pat-
ents. It is a big selling
point. It is a feed that
handles any size seed
without choking. Seeds
leave the grain box in
steady streams. The
flow is absolutely uni-
form. A simple lever
regulates the flow of seed. No seed wasted. A
farmer can soon pay for this machine with the
saving on seed.
The John Deere-Van Brunt Fertilizer Drill is the most
efficient drill you can sell. It is a combination grain and
fertilizer drill that can be used to sow either single or
both at the same time. All Van Brunt Disc Bearings are
guaranteed for the life of the drill. If they should happen
to show signs of wear we will replace them free of charge.

Get behind the John Deere line of quality implements—get the utmost out of your sales efforts

JOHN DEERE MANUFACTURING COMPANY, LIMITEDWELLAND . . ONTARIO



THE BIG SPRING OPPORTUNITY
Dealers Should Profit by Selling Barn and Stable Equipment

ON every hand there are evidences
of a coming boom in barn build-

ing this spring. Implement
dealers, implement salesmen, roofing
and paint companies all report more
l)rcspects for 'new barns than they

summer. Certainly the demand is there
and everything indicates a rush of barn
building contracts when spring opens
up.
But the labor question is another

matter. There seems to be only one

Tractors owned by King Albert of Belgium, on his farm near Gaile, twenty-five miles from
Antwerp. These tractors were delivered last year through New York representatives of the
Rumely Company. His Majesty is well pleased with these tractors, which have proved "them-

selves "fit for a King."

ever ' had before. Firms supplying
barn equipment and all the various ma-
terials required in building a barn re-

port the largest volume of business for
spring delivery they have ever experi-

enced, in their history.
Everything points to the biggest

ba.rn building year on record. 1919 wa.s

a big year, but the war was only just
over, and there were many uncertain
factors. Many a farmer waited to see

how prices would go, whether the tariff

would be amended and so on. Prac-
tically all these uncertain elements are
now on as permanent a basis as they
are likely to be for many years to

come. No sudden changes can be look-

ed for. This being the case, farmers
all over the Dominion are preparing to

increase their facilities and produce the
maximum in crops, produce and live-

stock in order to cash in on the ab-
normally heavy demand with its conse-
quent high prices.

The logical outcome of this almost
complete stoppage of normal building-

activities is that cities and rural dis-

tricts alike find themselves short of
absolutely necessary buildings. It is for
this reason that we feel there is a
tremendous opportunity awaiting the
live implement dealer. Prices of farm
products are still high. This spring
there is every chance that they will

reach new high levels.

As we write the wheat commission
has increased the price of Ontario
wheat by 25c per bushel following the
increase a few weeks ago of 50c per
bushel for Western wheat. H'^gs are
back to high levels again, and in com-
mon with cattle are bound to be high
from now until next summer. Dairy
products have rppched new high levels
with no end in sight.

When the farmer lacks buildings and
facilities for increasing production (as
he emphfitically does at the present
time owing to suspension of building
during the war) and at the same time
has the money to buy them, it is only
logical to expect a boom in barn build-
ing.

Nor is this all. On no class has the
present labor shortage fallen with
greater weight than on the farmer.
Not only has the war left him short of
buildings and equipment but good farm
help is, in many localities, unobtainable.
It is to be expected that many men
will build afresh or extend their ex-

way out of the difficulty and that is to

SD improve equipment in the barn that
one man can do more work in a given

in bad state of repair. This has
brought home to many farmers the im-
permanence of wood equipment. The
durability of steel is one of its many
good features. In another ten years,

hundreds of the farmers who are build-

ing or remodelling now, will be thinking
of retiring. They will want to sdl
their farms and will naturally want to

get the best possible prices for them.
By that time there will be small de-

mand for barns equipped with rotten

wood floors and untidy worn out stalls.

In ten years' time steel equipment in

the barn will be demanded by the man
who purchases a farm.

In addition tc this. Government regu-
lations are rapidly growing more strict.

The conditions under which milk and
cream may be produced for city con-

sumption are becoming more stringent
every year. The Act of the Eastern
Ontario Dairymen in requesting the en-
forcement of the Dairy Standards Act
of 1916 is in itself a striking sign of

the growing demand for clean, sanitary,
dairy products. Cattle cannot be kept
free from disease in unsanitary stables.

This fact is rapidly becoming more
widely appreciated by Canadian farm-
ers. As a result the demand for sani-

tary stable equipment is growing by
leaps and bo^inds and the aggressive
agent cannot fail to profit by it.

ONE extremely good feature of the

stable equipment business is that
there are no second hand goods to

bother with. When a farmer tears out
old stabling there is nothing which he

With belt power equipment, operated by the tractor, idle days can be transformed into busy, profit-

able days, whether working for the farmer individually or rendering service to other farmers in some
form of indoors work. Illustration shows tractor baling outfit engaged in baling straw—a profitable

"idle days" enterprise in many localities.

time. The invention of the modern
steel stall and stanchion combined with
the manure and feed carrier, the auto-

matic watering system and the like

have done a great deal to make stable

work easier for the farmer.

T7VERY modern invention has to go
^^ through a period of suspicion. This
has been true of the binder, the cream
separator, the milking machine and
many other time and labor-saving ap-

pliances sold to-day by the implement
dealer. Steel cow stalls arid stanchions
have also had to establish themselves
in the esteem of the agricultural com-
munity, and they have certainly donp
so. Their greater permanence and
greater convenience have quickly made
them popular. They have been proved
on so many farms to save time, feed
and labor; to keep the cattle cleaner
and more comfortable and to stand up
under the hard wear and tear of daily

work that they are easy to sell. Be-
yond all question, the aggressive imple-
ment dealer who handles barn and sani-

tary stable equipment during this

spring and summer should make good
pi-ofits. The demand exists and only
needs attention to turn it into tangible
orders and profits.

The wood stalls installed in many

can expect the implement agent to take

in part paj-ment for the new material.

There is no necessity for extra trips

to make repairs. When once installed,

steel stalls are there for a lifetime.

Every implement dealer knows how
much time and energy he spends in

making trips to repair and fix up dif-

ferent kinds of farm machinery. One
of the great beauties of steel stable

equipment is that this is unnecessary.
Any minor repairs that are required
can be made by the farmer himself
without the necessity for calling on the

dealer.

At this season of the year, when
other lines are comparatively slack, the
implem.ent dealer can very profitably

employ his time in canvassing the good
farmers on his territory with a view
of finding out these men who are in-

tending to build and remodel this year.

The lumber dealers, sawmills, barn
framers and carpenters can often give

the dealer a good idea of the men who
are putting such work in hand.

The margin of profit in the steel barn
equipment line makes the agency de-

sirable. In 1920 of all years, there is

an exceptional chance to make money
in this way. Profits of |500 to $1,000
in a season are not by any means un-
common, as a good outfit of stable

equipment runs into a large figure.

Any implement dealer, even if he never
gave any particular share of his time
and attention to this line in former
years, would be well advised to do so

now. Some dealers are going to do
well this coming season by the sale

of stalls and stanchions.

Now is the time to sell this equip-

ment. By getting in touch with farmers
now, when they are thinking the mat-
ter over, their order can be made se-

cure. Talk over the stable plans with
them. A farmer will be only too pleas-

ed to discuss plans for his barn. In

another couple of months, farmers will

be busy on the land and will be too

busy to talk. They are in the humor
now.

TORONTO.—The Fire Chief the

Architect and the Property Commis-
sioner, have sent a strong recommenda-
tion to the Property Committee, oppos-
ing the issuing of any permits in the

future for the erection of public gar-

ages with living apartments over them.

THE CHAUFFEUR'S VIEW
"So you find pedestrians very care-

less?"

"They're the limit. The last fellow

I ran over ruined one of my tires. He
must have been carrying a package of

tacks in his pocket."— Browning's
Magazine.

isting buildings this coming spring and barns ten or twelve years ago are now Winter scene on the farm without a water system.
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Look for the
EAGLE

Our Trade Mark

Steam Tractors as well as Kerosene Tractors are
Built by The J. 1. Case Threshing Machine Go.

Don't let the popularity of Case Kerosene Tractors blind you to the sales opportunities
in Case Steam Threshing rigs.

Many years before the first Gas Tractor was thought of, we were building the best
Steam Tractors that could be built. Some of these old-time Steam Tractors, older than
many of the men who read this, are still in service, delivering their full rated power at
drawbar and belt.

Do not think that because of the great demand for Case Kerosene Tractors, we have
neglected the Case Steam Tractor. Each has its field of usefulness and both have been
developed to the highest standard of modern efficiency and economy of operation and main-
tenance. No dealer should overlook the sales opportunities in the Case "steamer". It

always has been in demand and always will be.

Write for any sales information you need on Case Tractors, Kerosene or Steam, and the
great line of tractor drawn or driven machinery we build for use with them.

J. L CASE THRESHING MACHINE COMPANY, Inc.
Dept. 0-3, Racine, Wis., U. S. A.

Making Superior Farm Machinery Since 1842

Case Distributors in Eastern Canada: Canadian Fairbanks-Morse Company
Montreal Toronto Hamilton Halifax Quebec St. John Ottawa Windsor

To avoid confusion. The J. I. CASE
THRESHING MACHINE COMPANY
desires to have it known that it is not
now and never has been interested in,

or in any way connected or affiliated

with the J. I. Case Plow Works, or the

Wallis Tractor Company, or the J. I.

Case Plow Works Co.



THE OIL ROOM DANGERS
An Underground Tank is the Only Safe Place F or Sroring Gasoline and Naphtha

IN CONSIDERING the dangers at-
tendant upon the storage and
handling of oils, we are apt to

thinkonly of gasoline and naphtha. This
is a great mistake, as every oil carries
with it a menace to life and property,
and its handling should be safeguarded
in every possible manner. Until this
fact is universally recognized and all
oils are handled in fire-proof, evapora-
tion-proof, steel storage tanks, we may
expect to pay an enormous fire loss due
to the careless handling of these pro-
ducts. It is true that the danger of
handling gasoline is greater than in
handling other oils. This danger is so
well known, however, that familiarity
with it has in many cases induced care-
lessness, so it is well that we consider
the treacherous nature of this product
that we may always be on our guard.

Gasoline, unlike the other heavier
petroleum products, throws off an ex-
plosive vapor constantly, even at ex-
tremdy low temperatures. Five gallons
of gasoline will generate eight thousand
cubic feet of gas, which, when ignited,
expands to four thousand times this
space. The explosive force of one gal-
lon gasoline properly mixed with air and
compressed is equal to eighty-three and
two-thirds pounds of dynamite. This
means that if you have one hundred
gallons of gasoline on hand, you are
storing the equivalent in explosive force
to 8,366 pounds of dynamite. Gasoline
is, in fact, more dangerous to handle
than dynamite, and there is more liabil-
ity of an explosion. Dynamite will only
explode from two or three causes, which
may be easily guarded against and
which must occur in its immediate
vicinity.

The vapor from gasoline is heavier
than air. It settles to the floor and runs
along the floor much as a stream of
water would, only that it is an invisible
stream. This vapor will settle and re-
main in a depression in the floor or
under the floor for days and even weeks,
unless disturbed by a circulation of
air, until a spark causes the accumu-
lated vapor to explode. This spark
does not necessarily have to come from
a lighted fire, but may occur through
a person striking a nail in their shoe
on a nail in the floor, or other similar
unavoidable causes. The records show
that under certain atmospheric condi-
tions, spontaneous combustion will oc-
cur in this accumulated vapor. A case
is on record in which the gasoline fumes
were carried outside of a building, to
a lighted lamp thirty feet away from
tne building, taking fire and flashing
back to the building, which was entirely
consumed. If you are handling gaso-
line in any way but the right way, you
are in just this position and you can
never foresee when the blow will fall.

TT IS past understanding, in view of
these facts, that many concerns,

with their entire capital invested in the
business, will give so little thought to
safeguarding their interests. With the
fax^tory, shop, mill or mine heated, they
will at night lock up this explosive in a
warehouse or building adjacent to or
connected with the main plant. After
locking up fire and this explosive to-
gether, they will, in effect, wager .their
entire investment against the merely
nominal expense of fire-proof storage
that this vapor and the fire will not get
together.

Kerosene is not as dangerous as gaso-
line, yet at a temperature of seventy
degrees or over it throws off an ex-
plosive vapor. At a higher tempera-
ture, say eighty degrees, in order to
properly ventilate a room in which
there is an open tank of kerosene, there
should be kept up a circulation of air
equal to two hundred cubic feet a min-
ute for each gallon of the exposed oil.

These figures vary, of course, with the
volatility of the oil and the temperature
of the air and oil. Such a circulation
of air is not practical in the usual
manufacturing establishment. Hence

By F. H. SWEET
the necessity is apparent for evapora-
tion-proof, scientifically correct storage
for kerosene as well as for gasoline.

All petroleum products, including
lubricating oils, produce this explosive
vapor. The danger from lubricating
oils, however, is chiefly from spontan-
eous combustion where waste, sawdust
or shavings are used to absorb the oils

spilled on the floors. Many fires in fac-
tories and the oil rooms have been
traced directly to this cause, as it is a
very common practice to neglect the ac-

cumulated refuse, which, in time, bursts
into flames.
The gravest danger that confronts

the consumer of oils aside from the
gasoline danger is, however, from the
paint oils, such as linseed oil and tur-
pentine. A piece of cotton waste satur-
ated lightly with equal parts of linseed
oil and turpentine will, if left in a
closed room, such as an oil house or

quantities of various dangerous oils.

Happily, we are, also, in an age when
master minds have set themselves to the
problem of minimizing all such dangers.
The storage and handling of oils has
been reduced to an exact science, so
that there are now available means of
handling gasoline as safely as spring
water.

Special equipment has, also, been de-
signed for handling each and every oil

in a manner best suited from the stand-
point of economy, convenience and safe-
ty. The up-to-date merchant and gar-
age man to-day is taking advantage of
these appliances, so that we may in

confidence look forward to a time when
fires caused by careless handling of oils

will be unknown. This will be brought
about by various causes. The instinct
of self-preservation is strong with
everybody, and all must realize the risk
in the careless handling of explosives.

The Right Kind of a Strilie.

Store room for the night, burn from
spontaneous combustion in three hours'
time. Instances are not even lacking
of fires being started in this manner
when the waste of oil-soaked cloth was
left in the open air. Two years ago a
fire occurred in one of our large cities

from a cloth which had been used
in oiling a floor and was left on the
porch. One small state that I happen
to know of has, in the past year, suf-
fered a loss running up into hundreds
of thousands of dollars from fires start-

ed by spontaneous combustion in oil

houses. This property loss is appalling,
but who can estimate the value of lives

sacrificed annually to the mistaken
policy of "economy" in equipping an oil

room?

WE are living in an age of increasing
danger to life and property from

many causes unknown to our fathers.
Developments of modern inventions in

all lines, such as electricity, automo-
biles, etc., each brings its corresponding
increase in danger to life and property.
These advances in the development of
our civilization bring a responsibility
that we cannot ignore. The merchants
and the manufacturers to-day are com-
pelled to meet the conditions. For in-

stance, they are compelled to store large

The fact that these safety appliances
conserve the efficiency of the product,
preserve the quantity intact and enable
losses to be turned into profits brings
enormous pressure to bear on the
thoughtful man. Public opinion, na-
tional and state safety boards, will soon
demand that every man will, at least,

cease to menace his neighbor's property
and his neighbor's life by unnecessarily
lax methods in the handling of dan-
gerous explosives.

The prices of all kinds of oil and gen-
eral economic requirements demand the
proper storage and distribution of these
liquids. Millions of dollars are an-
nually lost, due to the deterioration of
the quality and waste in handling im-
properly stored oils. Hot and cut bear-
ings, prematurely worn machinery are
very frequently due to deteriorated or
contaminated oil. This enormous loss

is usually never traced to the right
source—poor oil storage. The same
criticism can be made of improperly
stored paint oils, varnishes, dryers, etc.

Competition in practically all lines de-

m.ands economical production — that
means elimination of waste so far as

possible in every department of the in-

dustry.
Your oils, etc., can be checked as they
are received and accurately recorded

they are used. You can keep just as
accurate account of your oils as you
can of your tools.

All railroads, mines or manufactur-
ing institutions maintain stockrooms
for the purpose of receiving and dis-

tributing all of the supplies used by the
institution. This is considered absolute-
ly necessary in order to reduce losses

and to maintain a cost system.

Money is invested in oils just the
same as any other supplies, yet it is a
known fact that in most institutions no
record is maintained as to the quanti-
ties received or dispensed.

Industrial plants of all kinds, espe-
cially railroads, are experimenting con-
tinually to learn how the cost of lubri-

cating can be reduced and methods im-
proved, forgetting apparently to in-

vestigate the oil house of the store-

room where the oils are stored and
issued—the place where the percentage
of loss is usually the greatest.

THE installation of a modern storage

system for oils, etc., need not
necessarily imply the outlay of large
sums. We have found this "big invest-
ment" idea on the part of men in
charge of garage and industrial insti-

tutions has frequently prevented them
from considering the purchase of equip-
ment. It is not always necessary., or
even advisable, to put in at one time all

the equipment the management might
feel would be needed ultimately. In
many instances storage is provided for
those oils or other liquids which most
urgently require it. The balance of
the equipment can be added as finances
permit or exigencies demand.
Modern storage equipment for hand-

ling liquids is really divided into two
general types. One for handling vola-
tile liquids, such as gasoline, naphthas,
paint oils and varnishes, and the other
for handling non-volatile liquids such,

as lubricating oils.

The first of the two general types
requires underground storage tank for
gasoline or naphtha, and above-ground
storage for the paint, oils and varn-
ishes. This arrangement usually meets
with the demands of the various state
laws governing this type of storage.
Where under-ground tanks are required
they should be cylindrical in design. If
made of galvanized steel, all seams and
rivets should be carefully made and
then soldered inside and out. If heavy
metal is used, such as three-sixteenth
steel or heavier weights as conditions
or the capacity of the tank may make
necessary, then all seams and rivets
should be carefully caulked. Storage
tanks for volatile liquids require special
care in construction. A tank may hold
water or steam pressure, but is often
unfit for volatile liquid storage pur-
poses.

Specially designed pumps of either

measuring or non-measuring type are
connected by pipe lines to tanks buried
under-ground or inserted in the top of

tanks for above-ground use. Accurate
devices are provided on the measuring
pumps for the delivery of desired

quantities of liquid. Gear-driven
meters may be added for the purpose
of checking consumption. Locks are
supplied on both types of tanks and on
the pumps as well. This prevents un-
authorized usage and theft.

Where a battery of individual units

is used, barrel track and barrel drain-

ers are emplojred in connection with
small chain hoists. This makes it very
easy to handle the barrels and drain

them completely into the manhole of

the tanks. This saves labor, time and
liquid, and prevents the loss of liquid

due to the return of it in barrels which
have not been properly drained by the
old style spigot method. Dust, dirt and
sediment are kept from the liquids, fire

danger is entirely eliminated, valuable
storage space is saved, labor is lessen-

ed, and cost and consumption are easily

asarrived at.
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The 12-20
OilPuU Motor

The OilRill Motor
Demonstrates QilPull QyaUiy

OilPull Quality—proved by the remarkable 10-year

OilPullRecord ofPerformance—is welldemonstrated by
the OilPull motor, the finest tractor motor in the world.

This is a broad statement—but it is amply borne out

by the facts. The OilPull motor possesses more genuine

quality in materials and workmanship than many of the

finest automobile engines. It is the type of tractor

motor that has proved the most efficient and durable

in public and private tests for the past 10 years—two
cylinder, low speed, heavy duty, valve-in-head.

And these are the outstanding features of this Oil-

Pull motor:

—

— it is built complete in Advance-Rumely factories.

— it stands absolutely alone for fuel economy—es-

pecially built for fuel oils and guaranteed in writing to

operate successfully on kerosene under all conditions.

— it follows automobile practice in machining—37
motor parts, including the cylinders, are ground to

the thousandth part of an inch.

— it is the only oil cooled tractor motor—unaffected

by extremes of heat and cold.

—its crankshaft is built to U. S. naval specifications—

80,000 pounds tensile strength as against the usual

50,000 pounds.

—it is throttle governed—the speed of the engine

automatically and instantaneously adjusted to meet
changes in the load.

—the belt wheel runs directly off crankshaft—no in-

termediate gears—clutch operates from driver's seat.

—it employs afresh oil system ofcombined force feed

and splash—equipped with Madison-Kipp lubricator.

—it is equipped with a Bosch High Tension Mag-
neto, the best and most expensive magneto made,

^

—all moving parts, including governor are enclosed.

—all parts are easy of access.

TheOilPull is made in four sizes—12-20, 16-30, 20-40

and 30-60 H. P.—standard in design. They are oil

cooled, oil burning and are backed by a written guar-

antee, and these exclusive features together with the

high quality of its motor makes the OilPull a most
satisfactory tractor from every angle for the dealer.

ADVANCE-RUMELY THRESHER COMPANY, Inc.

48 Abell Street, Toronto, Ont.

ADVANCE-RUMELY



POWER FROM A HOME PLANT
ONE OF the secrets of getting

mechanical power with all the
incidental com.forts and labor-

savers in the farm home, is to be able
to make the power plant pay for itself
in the work of the farms. This is why
houses with electric lights and bath-
rooms and power-washers are more
general in dairy districts than in the
straight grain or livestock section—the
dairyman needs power to run a dozen
contrivances in the barn which the gen-
oral farmer may be able to get along
without—so the home has to wait.

The other promoter of mechanical
power in agriculture is the mechanical
ingenuity to make the plant do its maxi-
mum amount of work, to apply it to as
many uses as possible. This has been
carried out to a remarkable degree on
the W. W. BallantjTie farm near Strat-
ford. Norman Ballantyne would have
made a lirst-class electrical engineer;
instead of that he went to the Agricul-
tural College as his father had done,
with the result that they now run a
combined engineering and farming busi-
ness with rather notorious success.
The plant consists of a dynamo and

storage batteries run by an engine
which is primed with gasoline and fed
on kerosene. This equipment is set up
in a powerhouse half way between the
house and the barn with wires running
to both buildings. The batteries are air-
cooled so there is no trouble with frostm cold weather. There are two motorsm the barn of one-half and one-quarter
h p. and a one-quarter h.p. motor in
the house. At the barn the current op-
erates the milking machine, and cream
separator for seventeen or more pure-
bred Ayrshire cows. The milking ma-
chine has given entire satisfaction. Be-
tween milkings the tubes are kept in
a chloride of lime solution with clear
water pumped through just before thev
are used. The motor that runs the
cream separator in the milk-room can
be moved to the barn floor to turn the
fanning mill. The motor operating the
milking machine also runs the emery
wheel, pulps the roots and pumps thewater—There are individual drinking
cups throughout the dairy stable For
the heavier work, threshing, silo-filling
and grinding they use a tractor. Mr
Jiallantyne considers this plan more
economical than using a heavier power
^'f"l

everything. And of course,
ail the buildings are lighted. This, in
Itself they consider worth the cost of
the plant on a dairy farm where durino-
a great part of the year a certain
amount of work must be done before
dayhght and after dark, especially
^^^^^ vL, necessary to get along
with httle help.

^

DUT modern equipment on this farm
has not been confined to the barn

and out-buildings. Mr. Bal'lantj-ne has
always put conveniences in the home be-
fore or at least even vdth the farming

By ETHYLMUNROE
equipment. Before they had electricity
on the farm they had a gasoline engine
doing the washing, and pumping the
water to the kitchen sink and the bath-
room. When the electric plant was in-
stalled it was not necessary to change
the old appliances. A motor was just
belted to the shaft from which the
pump and washer had formerly been
operated. Later they bought a very up-
to-date vacuum washer with a motor of
it<' own. In the summer this is set up
in a screened back porch or sun-room,
a cool, airy place where the ironing and
considerable other kitchen work can be
taken on hot days.
The pump draws water from both the

well and cistern, and as the water is

heated by the kitchen stove in summer

room downstairs she would never have
one upstairs, especially in a home where
there are children. Another of her
practical ideas is having a short length
tub to economize in water in a dry sea-
son.

And if electricity has been applied to
reduce the labor of the farm to a mini-
mum, it is also being used to bring
every modern comfort and convenience
into the house. Every room, from the
cellar up, is lighted of course. In the
living rooms they have the indirect sys-
tem with semi-transparent bowls giv-
ing a beautifully soft restful light. They
have an electric iron and a vacuum
sweeper—no more ironing by the heat
of a hot kitchen fire in summer time,
keeping fires going or waiting for irons

The Ballantyne home is a picturesque old house built on a slope of ground that
gives a "basement entrance" on one side.

and the furnace in winter they have
the advantage over most city homes in
that they have hard and soft, cold and
hot w-ater on tap all the time. A sys-
tem of taps is arranged so that in case
of the soft water running low in a dry
.-eason they can draw from the well.
It necessitated some remodelling to put
in a bath-room. The house had been
built in the days when bath-rooms were
considered a luxury and altogether im-
practical for a country home, but the
Ballantj-nes considered a bath-room one
of the necessities in their house, and in-
stalled a complete equipment even when
they had to tise a hand force pump to
pump the water. There is no attic in
i-he house and the ceilings are too low
to allow sufficient gravitation from a
tank in the house to a bath-room up-
stairs, so they made a bath-room down-
frtairs. It opens from the hall close to
the stairway and Mrs. Ballantyne says
that knowing the convenience of a bath-

to heat; no more heavy sweeping of
carpets and stirring the dust about the
room or even dusting walls, curtains
and upholstered furniture, for the
vacuum sweeper has special brushes to
do all that. An electric toaster goes
on the table every morning as regular-
ly as the coffee pot, and a grill is ready
to cook a quick meal or-make a special
hot dish when no other fire is needed.
They even have a violet ray generator
with all the sundry attachments that
belong.

XJOT the least item of interest about
^ an equipment of this kind is the

cost. The plant would now cost about
$750. The running cost is surprisingly
low. The cost of kerosene for the
month of November a year ago was $2.
At this time the plant was pumping the
water for the house and barn, milking
: eventeen cows and seoarating the milk,
and running the washing machine and

vacuum cleaner. This being a dark
month when lights were used for sever-
al hours every day at both the house
and the barn, and when the washing
machine and vacuum cleaner were be-
ing used more than usual in house-
cleaning, the cost would naturally be
something above the average monthly
cost for the whole year. Other cost
features that Mr. Ballantyne explained
were that instead of paying a man to
turn the cream separator for twenty
minutes a day all year, it is done by
electricity at a cost of one-half cent an
hour. The .same motor that operates
the cream separator, runs the fanning-
mill at a cost of less than a cent an
nour.

The way he has cut down labor costs
v.-ith other mechanical power is equally
interesting. Take his plan of threshing
Jor instance. They have their own
threshing machine. It is a self-feeder
with a straw-cutting box and blower,
and a grain elevator which they made
themselves. With this elevator the grain
can be run through pipes as it is thresh-
c'o to any bin in the barn. The machine
IS run by a tractor. This year they
threshed with two men and two teams.
They used the low basket or Western
racks so a man loaded his own load and
brought it to the barn where another
nian unloaded it into the thresher. With
this one handling, the two men brought
in the grain and threshed it in less time
than It would have taken four men to
draw it in and mow it away.

And the progressive spirit that has
made so much of the use of mechanical
power on the farm and in the house is
shown m other lines, and has, evidently,
always been with the family. There are
a great many farms in Ontario, even
where an ice supply is put in every year
for the dairy, that have never had a
refrigerator in the house. As long ago
as the time of the Centennial Exhibition
in 1876, some of the Ballantynes—ob-
viously W. W.—brought home from the
fair a refrigerator that has been in
constant use ever .since. This is set in
the cellar pantry. Beside it a door
opens into a cement-lined fruit closet
with shelves filled with canned fruit and
meat and vegetables. Mrs. Ballantyne
has experimented for herself and be-
come quite a specialist in this line. It
comes from the same appreciation of
the best in new ways that has prompt-
ed the building of a sun-room, the
.screening of the porch, and putting all
the aforesaid essentials of modern con-
venience and comfort into an attractive
old house.

Mr. Ballantyne is well known as a
stock man. In 1909 the Federal Min-
ister of Agriculture appointed him
Chairman of the Swine Commission that
went to Europe to study the swine and
bacon industry. He has been a director
of the Guelph Winter Fair for over
twenty years and president for the past
two years; also a director of the Can-
adian National Exhibition for eight
yiiars and chairman of the Dairy Cattle
and Dairy Produce Committee for sev-
eral years. He has also been president
of their local fair board and of the
County Farmers' Institute and for the
past three years president of the South-
ern Counties Ayrshire Breeders' Club.
On a recent judging trip he didn't
know how he was going to write a
Utter home without his typewriter; and
his wife says that when the letter came
she didn't know how she was going to
read it.

The vacuum sweeper at work—the sitting-room where Mr. Ballan-
tyne had his de^k and typewriter. The electric washer set up in the screened back porch.

PENTICTON.—Early this spring,

Messrs Darknell and Waddell, propri-

etors of the Triangle Motor Service,

v/ill move into their new building. It

is of cement construction and is 60 x
100 feet, fully equipped with spacious

show rooms, battery department, ma-
chine shop and welding department.
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Ontario Automobile and Garage
Dealers' Annual Convention

THE third annual convention of
the Ontario Retail Automobile
Garage and Accessory Dealers'

was held in the Merchants' Assembly
Hall, College street, Toronto, on March
2, 3 and 4. S. H. Rowed of London,
Ontario, president of the branch, was
chairman of the convention.
On the opening day Claude Pearce

gave a rousing address on "Co-Opera-
tion" and "Second-Hand Cars," which
was enthusiastically received by those
present. He said he started in second-
hand cars two years ago with practi-
cally no capital, but built up a business
in second-hand cars second to none in

Canada. One of his strong points was
always give a customer full value for
what he pays for. Another point which
he emphasized was that a man dealing
in second-hand cars should not at the
same time carry on a business in new
cars.

Mr. Pearce cautioned his hearer to
beware of liens on cars which they
handle.
"Make sure that the dealer is good

for the price of the automobile you are
buying, as the law says that the last
man you buy the automobile from must
refund the price if there is any Men or
defect in title to the car."

Addresses were also delivered on the
first day by the .secretarj', W. C. Milles;
F. P. Powellman, "Vulcanizing an Im-
portant Garage Feature," and H. B.
Moore, "Cost of Doing Easiness."

ON THE second day President Rowed
gave an address on "Organiza-

tion." He stated that in Middlesex
County the association is 90 per cent,
strong, Oxford County 99 per cent,

strong. J. A. Conner, of the Dominion
Rubber System, addressed the conven-
tion on "Why the Tire Manufacturer
Approves Trade Associations."
One of the most instructive and in-

teresting addresses was given by J. M.
Leary on the new Bankruptcy Act
which comes into effect on July 1 next.
Three things in the act were vital : (1),
Compulsory liquidation, which is only
po.?sible at the present time in Quebec;
(2) , A debtor has the right voluntarily
to file a petition for bankruptcy, and
(3) , Provision is made for discharge
of debtor who becomes bankrupt under
certain restrictions, one of which is

that he has paid fifty cents on the dol-

lar although the court reserves the
power to consider special circumstances
where less has been paid.

Mr. Leary pointed out that the act
does not apply to wage-earners who
earn $1,500 a year or less, nor to farm-
ers. If debtor is adjudged bankrupt
all the property owned by him at pre-
sent as well as any which he may after-
wards acquire belong to the trustee for
the creditors,. and on the other hand, if

he assigns voluntarily future property
is not attachable by the creditors.

Trustees in the bankrupt estate will
be appointed by the Government and
they have to furnish adequate security
for the protection of the creditors. His
remuneration is fixed by the act at a
rate not exceeding five per cent, on the
money received, and a similar remuner-
ation to the solicitor.

The husband or wife of a bankrupt
will not rank on the estate until all the
other creditors are paid in full.

HON W. A. McLean, Deputy Min-
ister of the Public Highways, who

followed Mr. Leary, gave a resume of

the Government's program on high-

ways.

"There are 140,000 automobiles reg-

istered in Ontario to-day, and I expect
there will be 250,000 within five years,"
declared Mr. McLean.
There are 42,000 miles of highway

now in use in Ontario, he stated, 10,000
miles of which are slated for improve-
ments. About 1,800 miles will be taken
into the Provincial highway scheme.

"If we get the men and the material
we will during the next five years spend
ten million dollars annually upon the

42,000 miles of road. Good roads are
essential to the self-respect of any
Province or county," he concluded.

W. A. Pease of the Imperial Life,

gave an addj-ess on "Business Insur-
ance." He outlined the various forms
of life insurance that were applicable
to business men for the protection of

their business.

Mr. Ferguson of London, at the morn-
ing session when discussing the second-
hand car business, said

:

"This year the consumer will come
to you to buy a car, and there will be
a shortage, which will ig'iva you a

chance. The time will come, however,
when the automobile dealers will have
to get out to sell their cars, and that
is the time the second-hand car will be
a problem.

"Le the automobile dealers organize
.nnd let the owner sell his own used car.

The old way you have to sell two cars
to break even."

ON THE third day of the convention
the officers for the ensuing year

were elected.

S. H. Rowed was re-elected president;
vice-president, J. J Duffus, Peterboro;
second vice-president, Claude Pearce,
Toronto; treasurer, Roy Alexander,
Strathroy; secretary, W. C. Miller, Tor-
onto.

An address on the Workmen's Com-
pensation Act was delivered by George
A. Kingston, commissioner on the
Workmen's Compensation Board. He
called attention to accidents of a char-
acter that wcukl not entitle a man to

compensation from his employer. "If a
man, for iiistance, in gasoline-be-
smirched clothes was burned while
lighting his pipe, he would not be grant-
ed compensation."

A lively discussion on the sale of tires

and accessories brought forth some il-

luminating points.

Sales by manufacturers to U. F. O.
Co-operative Stores were condemned.
It was contended that the dealer was
the man legitimately entitled to sell

to the consumer. Secretary Miller
claimed that the competition of co-op-
erative stores against regular dealers
was "illegitimate."

Some twenty-five resolutions were
passed, the most important being:

"That members discontinue buying
American goods until such time as the
exchange becomes normal again, and
that any orders placed before spring
be cancelled unless different manufact-
urers wiU agree to bear all exchange
over 6 per cent."

Another resolution was in favor of
daylight saving.

There were about 100 delegates pre-
sent at the convention. It was decided
to hold the convention again in Toronto
next year.

Mr. Dealer
are you taking advantage of it?

The demand for the Burrowes
Patehted de Luxe FORD CAR
STREAMLINE HOOD is great-

er than ever.

Quick sales and big profits.

Fits Ford Cars previous to 1917.

Order in advance for prompt de-

livery or write for dealer's prices.

The Burrowes Mfg. Co., 611 King St. W., Toronto, Ont.

It Is Profitable
Pleasant and easy to convince people
to provide adequate protection
against loss of those papers and odd
things of special value found in every
home.
The "199" Taylor Safe Cabinet is a

argument to use, as it is

not expensive, gives tlie maximum of

safety against theft, and is fire-

resisting.

for terms to-day.

J. & J. Taylor
LIMITED

Toronto Safe Worl{s

TORONTO
Branches :

Montreal Winnipeg
Vancouver

'V-

EXCLUSIVE FEATURES AT
SEED-BED PREPARATION

No other tractor is so well adapted to this work as the
GRAY. The Wide Drive Drum and wide front wheels
distribute the weight so that no wheel marks or ruts are
left in the seed-bed. The side hitch permits the easy
hitching of all tillage tools,—discs, packers, harrows and
cultivators.

It also has a reputation for
ouality and a low repair record.
It has proved itself over a long
period of years. It is here to

stay.

You can also plow and do

belt work. It is truly a

general purpose tractor.

Dealers—we have territories open
Write for full information

THE GRAY TRACTOR CO. OF CANADA, LIMITED
307-9 Electric Railway Chambers

WINNIPEG, MAN.



THE INTERNATIONAL ROAD TOUR
NOVELTY is the great charm of

motor car touring and the
tourist will find the acme of

novelty in scene and surroundings in
1920 International Good Roads Tour
that traverses the great Northern High-
way this summer. This new route,
which extends from Toronto, through a
portion of the mining districts of North-
em Ontario and on through the great
primeval forests of the Northland to
Sault Ste. Marie, will be formally
opened by the fifteen day tour which
starts from Detroit, Mich., July 14,
under the direction of the Michigan
Pikes Association. The route for this
tour will be from Detroit to Toronto,
thence to North Bay, Sudbury and other
Northern Ontario towns to Sault Ste.
Marie and south to Detroit again, via
Jackson.
A pathfinding trip was undertaken

last autumn by representatives of the
Detroit Automobile Club and the route
was found excellent for touring, being
most of the way over improved roads,
while the few stretches of unimproved
road are of a type that are good in the
summer.

It is expected that the International
Tour will open the way for thousands
of tourists who will follow to see for
themselves the scenic glories of North-
ern Ontario. The highway passes
through the famed Muskoka Lakes re-
gion, which has for years been a re-
sort for American and Canadian sum-
mer tourists, and into the highlands of
Ontario. At Sudbury the wonderful
Canadian mining region, with all its
picturesque surroundings and incidents,
is to be viewed. The stretch from Sud-
bury to Sault Ste. Marie is through a
region of majestic woodlands, and in
the farthest portion mountains of re-
markable beauty are ever in sight. At
the falls of the St. Mary's River one
finds as beautiful a region as may be
seen on the whole American Continent.
Thence, to the south, the route is over
a well-marked highway which has been
im.proved in recent years by the State
of Michigan and the different localities,
the tour ending at the "Automobile
Capital"—Detroit.

A N ADVANTAGE of the great
Northern Highway is that the

tourist returns by a different route and
that it passes through parts of two
countries of similar speech.
A complete housing equipment and

commissary department, on nine trucks,
all mounted on pneumatic tires will ac-
company the tourists. Road boosting
meetings will be cond-ucted in more than
300 Canadian and Michigan towns. It
is expected that 40 cars and 200 good
x-oad enthusiasts will participate in the
tour. Both Michigan and Ontario
manufacturers of passengers and
trucks will furnish the transportation.

List of the Officials

The membership is made up of the
business and professional men of the
State of Michigan, and is not limited to
the automobile industry or trade. The
M. P. A. has the support of the auto-
mobile industry, the Michigan State
Council of automobile clubs, the Detroit
Automobile Club, the Detroit Auto
Dealers' Association, and the Detroit
Board of Commerce, in all its under-
takings.

G. Edward Bliel, Detroit Republic
truck distributor, is President; Fred S
Case, Sault Ste. Marie, banker; State
Senator H. A. Penny, Saginaw; and
Fred. C. Westover, President Bay City
Board of Commerce, are Vice-Presi-
dents. Willard K. Bush of Detroit, an
insurance agent, is Secretary, and Fred.
E. Shearer, Bay City business man,- is
Treasurer. W. D. Edenbum, Automo-
oile Editor of The Detroit News, -is
Tour Manager, and conducts the annual
good roads' jaunt.

It is expected that a division of On-
tario motorist, who will be similarly
equipped with their own commissary,
will join the tour either at London or
Toronto.

A splendid stretch of good road in York County, Ontario

KNOW THE MACHINE
YOU SELL

ii\T OU

1 "

OU can get more selling pwints
on a machine by watching it

n operation than any other
way." This remark was made by an
experienced implement dealer who went
r>n to say that during his slack season
he spent considerable time in the coun-
try following some of the machines he
had sold.

"Back in 1904 I started in the im-
plement business up in Minnesota. I

did not know very much about the line
I decided to sell, but the salesman as-
sured me that I could get all the in-
formation needed out of the company's
catalogues and instruction books. This
sounded logical so I started in to 'brush
up' on each tool.

"A few days after I had opened the
store a farmer came in to look at the
manure spreader I handled. Now that
spreader was a first-class niachine I
knew, but there were three important

things about that spreader that I

didn't know and which the instructive
catalogues failed to give. Naturally
that customer asked me the very things
I didn't know and I had to own up that
owing to my inexperience, he would
have to try the machine out.

"He invited me to come along and see
it work. I did. After two rounds I
knew more about that spreader than I
ever could have gotten out of the book.
Then an idea occurred to me and I de-
cided to carry it out. If there was so
much to be learned about one machine
why not spend some of my spare time
in the field? This sounded good to me
so all during the period when the farm-
er is mighty busy in the field and the
implement dealer is enjoying the so-
called 'cob-web' season by putting a
polish on a chair seat, I profitably spent
my time out in the country watching
my machines with an ever increasing
interest. If the work was satisfactory

the owner was not bashful in stating
the good points of the machine and I

soon found that by making mental note
of these sales points, I had a knowledge
of my goods that few dealers ever ac-
quire.

'<TN addition to this, I was getting a
grip on the goodwill of my cus-

tomers that would be hard to break.
They saw that I was just as much con-
cerned in the work my machines were
doing as I was in making the original
sale. This fact alone brought me many
sales that would otherwise have been
niade by my competitors in the next
town.
"After three months of this kind of

missionary work I found that the farm-
ers in our locality were depending on!
me to give them advice, and soon I cap-
italized on the idea. The local paper
ran my advertisement stating that my
on-the-ground service was at the farm-
er's beck and call, day or night, and
that I was as much interested in a ma-
chine after it was sold as before. Then
mention was also made that the mail
order house did not take care of the
machines they sold while I was always
nearby and ready to give them every
assistance. This argument helped to
counteract this class of business, and'
to-day I don't believe there is a farmer
v/'ithin twenty miles who buys any farm
machinery from anyone besides my-
self."

—

E. B. Magazine. u

LENGTHEN LIFE OF THE VALVE
'T^O lengthen the life of the valve,,
-• prevent noise and conserve oil, J.
Moss, of Newmarket Garage, New-
market, Ontario, conceived and has
been practising for years the following
scheme. Remove IJie plates on the
Ford motor exposing the valves and
valve springs; pack the space with a
heavy cup grease and replace the
plates. This, Mr. Moss asserts, will sil-

ence the motor, prevent the valve stems
from wearing and the oil pumping up'
from the crank case, and being wasted.
This was done on a Ford car in 1910
and—according to Mr. Ross—wheni
the car was brought to him recently
to have some slight repairs done, on
examination and test by a microme-
ter, the valve stems shaved a variation
less than 1-lOOOth part of an inch. Can
you beat that?

AN AUTO ANTHEM
Tune—God Save the King.

My auto, 'tis of thee, short road to-

poverty, of thee I chant. I blew a pile

of dough, on you three years ago; now
you refuse to go, or won't or can't.

Through town or country side, you were
my joy and rj-» !de, a bappy day. i loved
thy gaudy hue, thy nice white tires new,
but now you're down and out for true;
in every way. To thee, old rattio-box,
came many bumps a-.id knocks, for 'Hee
I grieve. Badly the top is torn, frayed
are the seats and worn; the whooping-
cough affects thy horn, I do believe.
Thy perfumes swell the breeze, while
good folks choke and wheeze, as we pass
by. I paid for thee a price, 'twould'
buy a mansion twice, now everybody's
yelling "ice"—I wonder why? Thy
motor has the grip, the spark plug has
the pip, and woe is thine. I, 1x)0„have
suffered chills, ague and kindred ills,

endeavoring to pay my bills since thou
were mine. Gone is my bank roll now,
no more 'twould choke the cow, as
once before. Yet if I had the mon, so
help me John—I'd buy -a car again and'
speed some more. Amen.

Characteristic scenery of Northern Ontario through which the big motor tour will pass

PORT ALBERNI.—W. Le Huray,
proprietor of Port Alberni Garage, re-
ports winter business very good and
sees great prospects for summer sales..
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Stop That Rattle

!

Silence every

rattle with a

Hold TiteNut
Lock

Simple, inexpensive,
positive.

No vibration can
loosen it.

Simple Method of Applying

FIRST
Knowing the Size Bolt

—

Use Same Size Nut Lock

Place Over Bolt — THIS WAY

SECOND
Screw Another Nut Down
onto Nut Lock and Depress It

THIS WAY

THIRD
Remove Second Nut and

Nut Lock will Look

THIS WAY

It's the outcry of a dozen malicious little demons that

are gnawing at the heart of your automobile, your trac-

tor, your farm implements.

The tongue of each is a loose bolt, and as it lashes it

tells a tale of wearing parts and wasted power. Every
grating rattle is the voice of an enemy.

THE HOLD TITE NUT LOCK
destroys the little demon of wear and tear and safeguards the
power you are paying for. When this little collar of steel is

pressed into position each nut is snug and fast for keeps. The
Nut Lock is proof against all the jarring and jolting of rough-
est roads and heaviest field work.

Low in cost because there is no waste

material, supreme in efficiency by
actual test under the most severe con-

ditions, the Nut Lock is being adopted

by manufacturers and sold by dealers

everywhere.

Write to-day for full particulars.

EDWARD A. ROBINSON CO., LTD
228 Craig Street W., Montreal

American Factory: 166 Montague St., Brooklyn, N.Y

Some of the

Satisfied Users

of the Hold
Tite Nut Lock

Canadian Pacific

Railway C o.,

Montreal.

Canadian Vickers
Co., Montreal.

Renfrew Electric

Co., Renfrew,
Ont.

Canada Cement
Co., Montreal.

Packard Electric
Company.

Gray and Davis,

Inc.

Electric Auto-
Lite Corp.,
Toledo.

Grandall Packing
Co., Boston,
Mass.

Dominion Oilcloth

Co., Montreal.

Montreal T r a m-
ways.

Canadian Trans-
fer Co., Ltd.,

Montreal.

Northern Elec-
tric Co., Ltd.,

Montreal.



BIG ADVANCE IN CAR PRICES
A List of Some of the Cars Handled in Canada

THE following table shows the
comparative prices of the 1919
and 1920 models. In each case

the price quoted is F.O.B., Toronto.
The advance in price ranges from $50
to $1,500—due to the scarcity of ma-

terial, increased cost of labor, rising

exchange and improvements in the new
models. In some cases the improve-

nients have been extensive—all round

cord tires introduced in place of the

fabric; wheel base lengthened, change
in body design, etc., etc.

There is nothing to indicate that the

prices will take a drop. On the con-

trary there is every evidence of still

more increases in the near future.

Car

COLE

Model Price
1919

Price
1920

Increase

ALLEN Roadster $ 1,875.00 $ 2,475.00
Sedan 3,475.00 3,475.00

AUBURN- Coupe 1,640.00 1,740.00

BEAUTY SIX Sedan 2,170.00 2,270.00
Special 1,510.00 1,600.00
Standard 1,375.00 1,475.00

BRISCOE Roadster 2,800.00 2,900.00
Touring 2,719.00 2,819.00

Sedan 4,400.00 4,400.00
Coupe 4,400.00 4,400.00

CHALMERS Touring 2,400.00 2,550.00
Roadster 2,400.00 2,550.00

Coupe no model 3,760.00

Sedan no model 3,970.00
Seven Passenger ... 2,550.00 2,750.00

$600.00
no increase

100.00

100.00
90.00
100.00

100.00
100.00

no increase
no increase

150.00
150.00

200.00

CHANDLER Touring 2,950.00 3,150.00 200.00
Roadster 2,950.00 3,150.00 200.00
Dispatch 3,150.00 3,350.00 200.00
Coupe 4,375.00 4,575.00 200.00
Sedan 4,500.00 4,700.00 200.00

CLEVELAND Touring 2,185.00 2,385.00
Roadster 2,185.00 2,385.00
Coupe no model 3,600.00
Sea^n no model 3,600.00

Roadster 4,500.00 4,750.00 250.00
Touring 4,500.00 4,500.00 no increase
Sedan 6,600.00 7,150.00 550.00

200.00
200.00

All Models fully equipped

FORD Runabout $ 743.17 $ 810.00 $ 66.83
Touring 770.70 840.00 69.30
Coupe 963,17 1,050.00 86.83

Sedan 1,143.87 1,250.00 103.13

FRANKLIN Sedan 6,000.00 6,000.00 no increase
Brougham 5,925.00 5,925.00 no increase
Touring 4,400.00 4,400.00 no increase
Five Passenger .... 4,325.00 4,325.00 no increase
Four Passenger 4,400.00 4,400.00 no increase

GRAY-DORT Ace 1,695.00 1,795.00 100.00
Coupe 2,475.00 2,475.00 no increase
Roadster 1,425.00 1,525.00 100.00
Standard . 1,425.00 1,525.00 100.00

HUPMOBILE Touring 2,275.00 2,480.00 205.00
'

. Roadster 2.275.00 2,480.00 205.00
Coupe no model 3,600.00

LEXINGTON Touring 3,060.00 3,250.00 190.00
Sporting 3,060.00 3,250.00 190.00
Sedan 3,750.00 3,850.00 100.00

MAXWELL Touring 1,390.00 1,590.00 200.00
Roadster 1,390.00 1,590.00 200.00
Sedan no model 2,650.00
Coupe no model 2,550.00

Car

MOON

PAIGE

REO

STANDARD 8

Model Price
1919

Price
1920

5 Pass. Touring
: " Sedan ,

" Coupe
7 Pass. Touring

Sedan .

" Coupe

$2,885.00
4,285.00
4,285.00
3,595.00
5,050.00
5,050.00

$3,285.00
4,685.00
4,685.00
3,995.00
5,450.00
5,450.00

Increase

$400.00
400.00
400.00
400.00
400.00
400.00

Mclaughlin k-62 1,625.00 1,735.00 110.00

K-62 Special 1,700.00 1,810.00 110.00

K-63 1,625.00 1,735.00 110.00

K-63 Special 1,700.00 1,810.00 110.00

K-44 Ex'special .... 2,265.00 2,350.00 85.00

K-45 Ex-special ... . 2,265.00 2,350.00 85.00

K-49 2,655.00 2,760.00 105.00

K-46 Coupe 2,905.00 3,010.00 105.00

K-47 Sedan 3,340.00 3,450.00 110.00

K-50 Sedan 3,910.00 4,065.00 155.00

K-62 Coupe 2,395.00 2,445.00 50.00

K-63 Sedan 2,555.00 2,610.00 55.00

OLDSMOBILE Touring 2,925.00 3,150.00 225.00

PACKARD Touring 8,400.00 8,625.00

Limousine 10,800.00 11,090.00

Sedan 11,000.00 11,295.00

Pass. Runabout . . no model 8,625.00

4 Pass. Phaeton ..." " 8,625.00

Duplex Coupe .... " " 11,295.00

225.00
290.00
295.00

5 Pass. Touring ... . 2,400.00 2,875.00
" " Roadster . . 2,400.00 2,875.00

5 Pass. Sedan no model 4,175.00
'• " Coupe " " 4,000.00

7 Pass. Touring 3,200.00 3,800.00
" " Sport 3,350.00 3,925.00
" " Sedan 4,675.00 5,300.00

" Coupe 4,675.00 5,150.00

Touring 2,660.00
Roadster 2,660.00

Sedan 4,150.00

Coupe 3,975.00

Roadster 4,850.00 Price not fixed

4 Pass
7 Pass "

"

Coupe '.
. . . . . . .y. . . 6,800.00 "

Sedan 6,650.00

Limousine 6,950.00

475.00
475.00

600.00
575.00
625.00
475.00

2,760.00 100.00
2,760.00 100.00
4,150.00 no increase
3,975.00 "

STUDEBAKER 7 Pass. Touring . . . 3,225.00 3,300.00 75.00

5 Pass. Touring . . . 2,515.00 2,665.00 150.00

Coupe 3,600.00 3,800.00 200.00

Sedan 3,700.00 4,100.00 400.00

Roa!dster 2,515.00 2,665.00 150.00

VELIE Touring 2,675.00

Roadster 2,675.00

Sport 2,925.00

Coupe 3,975.00

WESCOTT Roadster 2,940.00 3,410.00 470.00

Touring 2,940.00 3,410.00 470.00

Coupe no model 4,710.00

Sedan no model 4,975.00

A-48 Touring 3,875.00 3,975.00 100.00

A-48 Sedan 4,875.00 6,375.00 1,500.00
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News of the Trade

BRITISH COLUMBIA
CLOVERDALE.—H. A. McDonald

has secured the agency for the Over-

land car.

EDMONTON.—J. W. Freeman has
sold his automobile business to McAllis-

ter and Cimby.

ARMSTRONG.—A. Smith & Son
have purchased the automobile busi-

ness of D. C. Leavy.

NEW WESTMINSTER.—A new
garage has been opened on Columbia
Street by Goodwin Bros.

PARKSVILLE. — Rushton Bros,

have started work on the erection of

th^ir new 50 x 30 ft. garage.

VANCOUVER.—The Auto Supply
Co., a tire concern, has been succeeded

by the Morley, Pauline Rubber Co.

ABBOTSFORD.—A. McPhee is now
operating the implement business

formerly conducted by J. P. Firlotte.

UNION BAY.—Geo. Neill is erect-

ing a new garage and salesroom. He
will handle autos, accessories and re-

pairs.

COURTENAY.—Frank H. Cucksey,

proprietor of the Courtenay Garage,
has secured the Overland and Chevrolet

agencies.

VERNON.—J. H. Watkins has erect-

ed a new garage 50 x 100 feet of brick

construction, and will move into it early

ii March.

HOPE.—A. B. Lloyd has opened the

Hope Garage and Jitney Service. He
handles accessories, tires, gasoline, oils

and greases.

NORTH VANCOUVER.—Good busi-

ness in accessories and repairs is the

report of Gibbs Bros, of the Ford
Service Station.

NEW WESTMINSTER.—The death

is announced of John McClughan, of

the firm of James and McClughan,
automobile dealers.

CLOVERDALE.—The Traffic Truck
agency has been secured by Hamre and
Carmichael. They handle repairs,

accessories, tires, gasoline and oil.

LANGLEY PRAIRIE. — W. Des-
Rochers, formerly of Ashcroft, has
ojiened a vulcanizing plant here. He
will also carry a line of accessories.

PARKSVILLE. — The Parksville

Garage, which has been closed up for

the past two years, has recently been
opened by Harbour and Martindale.

MISSION CITY.—A new garage was
opened here recently by the Plumridge
Motor Co. They handle Overland cars.

Traffic trucks, vulcanizing and repairs.

COURTENAY.—Emde and Wain,
dealers in Ford and McLaughlin cars,

report business good in 1919. They
sold 60 Fords and 16 McLaughlins from
June 1 to Dec. 31, 1919.

. .VERNON.—H. B. Monk, formerly of

the R. F. C, is now a partner in the

Vernon Garage. He has recently com-
pleted arrangements to take charge of

aeroplane repairs—this being special

work taken on by the Vernon Garage.

NORTH VANCOUVER.—The North
Shore Garage, operated formerly by
Gamage and Co., is now controlled en-

tirely by Ed. Gamage. "Ed" is plan-

ning some extensions among which will

be a new battery service station.

CHILLIWACK. — Messrs, S. C.

Partlo and F. G. Edwards have recent-

ly opened a new garag-e under the

name of the Chilliwack Garage. They
have secured the agency for Overland
cars and handle repairs and accessories.

ABBOTSFORD.—Geo. R. Wright
and F. W. Johnson, proprietors of the

Abbotsford Garage, are enlarging

their premises. The new extension will

inf^lude showrooms, rest-rooms for

tourists and welding and machine shop.

CHILLIWACK.—A. K. Humphrey
and H. A. Crocker, proprietors of the
Valley Vulcanizing Co., have almost
completed the erection of a new plant,

30 X 44. They do all vulcanizing re-

pairs and handle accessories and gaso-
line.

MERRITT.—J. P. Boyd, proprietor
of the Nicola Valley Garage, is erect-

ing a new show room 50 x 60 feet and
enlarging his stock of accessories and
repair parts. He is installing a battery
repair equipment, welding and vulcan-
izing plant.

COURTENAY.—Owing to their
rapidly expanding business, N. A. Grod-

dard and A. J. Willemar, proprietors
of the Courtenay Vulcanizing and Weld-
ing Works have found it necessary to

seek larger quarters. They are now
settled in their new premises on
Courtenay Road, where they are doing
a big business in Hupp and Briscoe cars
and traffic trucks.

STRINGENT REGULATIONS
PLANNED IN MANITOBA RE-
GARDING SALE OF FARM

IMPLEMENTS
STRINGENT regulations respecting

the sale of farm implements are
included in a bill which received its

second reading in the Provincial Legis-
lature by the Minister of Agriculture.
The bill provides that no dealer shall

misrepresent his goods with the penalty
of being forced to return the money
for such articles as he misrepresents.
The bill also provides that no second-
hand material shall be used in manu-
facture of implements.

Following are the amendments:
"All implements sold by implement

dealers shall be deemed to have been
sold upon the representation that such
implement was a new implement and
if any implement or any part is dis-
covered to be second-hand, used or re-
built, the purchaser, may at his option,
return the implement and receive back
money paid on account of same, to-
gether with interest, and the sale shaU
be cancelled.

"Should any representation or state-
ment as to what any machine or imple-
ment will do, or as to what its capacity
is, be made by any machine company or
machine agent in advertising matter,
pamphlets, literature, letters or circu-
lars whether the same has been seen
and acted upon by the purchaser or not
or to such purchaser verbally prove to
oe untrue, the purchaser may at his
option return the implement or machine
and receive back money paid on account
of same together with interest, and the
sale shall be cancelled."

AUTO CLUB PRESIDENT DIES AT
MONTREAL

ll/r. J. STACK, president of the Mon-
treal Automobile Association, died

at his home in Montreal on Monday last
after a brief illness.

The late Mr. Stack was only 42 years
of ag^e and had taken an active interest
in recent years in automobile matters.
He was president of the Montreal AutD-
mobile Association, and had taken a
considerable interest in the building up
of the Quebec Highway. He had also
been interested in the construction of
the underground wiring system at Ver-
dun, Que., and in his business as a con-
tractor was more recently engaged in
building St. Augustine's Church in
Notre Dame de Grace. He was presi-
dent of St. Patrick's Society and a
member of the Knights of Columbus
and of the Rotary Club. He is survived
by his wife and three children.

SALE OF MILITARY AND

OTHER GOVERNMENT
STORES

Equipment and Supplies for Hospitals, Institu-

tions, Bunkhouses, Camps, Dining-rooms, Kit-

chens, etc.

Bedsteads, Furniture, Hardware, Dry Goods,

Rubbers, Overshoes and other Footwear,

Blankets, Sheets, Pillows, Baskets,

Woodenware, Brushes, etc.

CONSTRUCTION EQUIPMENT AND MACHIN-
ERY—AMBULANCES

The Stores are located at various
places throughout Canada

Instead of or in addition to sales by
sealed tender

PRICE LISTS WILL NOW BE ISSUED

for most articles—the goods being offered

in lots for purchase by wholesale houses,

jobbers, and the trade generally.

TRADE ONLY SUPPLIED

except that arrangements previously an-

nounced for sale to returned soldiers and
sailors and widows and dependents of same
through the G.W.V.A. and similar organi-

zations and to hospitals and philanthropic

institutions will be continued.

SALES WILL CEASE IN MARCH. Any balances

left will be cleared by public auction shortly there-

after. This advertisement will not be repeated.

Those interested should therefore apply AT ONCE
for price lists and other information to the . . .

SECRETARY OF THE WAR PURCHASING COMIVIISSiON,
BOOTH BUILDING, OTTAWA

February, 1920



Automotive Accessories and
Implement Equipment

SIGNAL TAIL LIGHT

THE Signal Tail Light manufactured
by the Grand Rapids Brass Com-

pany of Grand Rapids, Michigan, is de-

signed and built to eliminate the neces-

sity of confusing arm extension to

signal the driver behind to stop. As
rear end colliding is an ever imminent
source of many serious mishaps it is

essential that the driver behind be in-

telligently signalled so he, too, will

know exactly what to do.

A very important feature of this

signal tail light, say the makers, is its

2 -inch controlling disc that attaches
right to the steering wheel which en-

ables the driver to signal without re-

moving hands from the wheel and keep
his undivided attention on the roadway
ahead. The decisive signals, STOP

—

LEFT—RIGHT—BACK are instantly
flashed, appearing in a 10-inch by 3%-
inch rear Signal Tail Lamp.

It is operated by electricity from bat-
tery or cells; is water-proof, dust-proof
and fool-proof and can be quickly in-

stalled to any make of car by means of
a universal bracket. When the car is

moving forward, only a red tail light
warns the driver behind.

RELIABLE BATTERY FILLER

THE Reliable Mfg. Co., Cleveland,
Ohio, have put on the market a

battery filler for use in the service sta-

tion. The makers say it is strong
and of heavy construction for long ser-

vice. It fits any one gallon bottle and
no metal comes in contact with con-
tents, and is dust proof. The device
provides a convenient means of filling

bpt'-sries, either with distilled water or
electrolyte.

U.S.L. ARC WELDER
T^HE USL Arc Welder is a variable

voltage type of machine of exclusive
design for generating 200 amperes, or
less, direct current at the voltage range
required for arc welding. The equip-
ment is intended for single operator
use and comprises a motor generator
or a converter, a switch and meter
panelan arc stabilizing reactor, an
electrode holder, a face shield and for
portable use a truck and cable reel with
two fifty foot lengths of flexible cable.

The USL Arc Welder may be ad-
justed to have either a constant energy
or constant current tendency through-
out the welding range. There is no
danger from shortcircuiting the weld-
ing circuit. A strong, steady arc is

maintained without sputtering, spotting
or sticking; an arc which penetrates
the weld so as to make the metal fuse
perfectly; which when broken leaves
no pitting, maintains a constant heat
and steady flow of metal into the weld,
and produces a solid, homogeneous,
reliable weld.
To enable the operator to vary the

current to meet his requirements USL
Arc Welders are equipped with both a
voltage adjusting rheostat and a cur-
rent adjusting switch.

The truck on which the welder is

mounted is supplied either with or
without cover, cable reel and cable. It
is 28 inches wide, 55 inches high and 54
inches long. The truck is so con-
structed that one man can m.ove it over
rough shop floors with ease. The out-
fit is built by the U.S. Light and Heat
Corporation, Niagara Falls, N.Y.

Auto Automatic Lite

Signal Tail Ligrht

Van Sieklen Speedometer

Reliable Battery Filler.

USL Arc Welder. Bnlldogr Clip

A. R. G. AUXILIARY SPRING
'TpHIS spring is designed for Ford cars

and is manufactured from a high-
grade of steel. It has a special patent-
ed plate at the top which locks under
the spring clips; another plate clamps
on the bottom and ties to the axle by
a clip. This forms a combination shock
absorber and spring protector, say the
makers, and in addition gradually re-
duces the rebound of the front spring
so as to eliminate the sudden jar or
"buck."

It is made in two sizes—light and
heavy—and can be installed in a
minute. The manufacturers are the
A. R. G. Auxiliary Spring Co., Inc.,
Birmingham, Ala.

VAN SIEKLEN SPEEDOMETER
'T^HE Van Sieklen Speedometer Co.,

Elgin, 111., has put on the market
a new speedometer known as No. 134.
It is designed specially for the Ford
Sedan and Coupe which are being sup-
plied with a metal covered board. This
new equipment, the makers say, is ex-
nected to supersede all others that they
have made.
A special cutting tool has been made

for boring through the metal covered
board, facilitating the installation of
the speedometer.

BULLDOG CLIP

T^HE Bulldog Clip has been designed
for use in connection with charging

batteries. The clip is 3% inches long,
% inch wide and .052 inch thick. The
sliding sleeve is 7/16 inch wide and
.035 inch thick. There are no springs
or screws. The deep saw tooth jaws
dig into the lead, assuring positive con-
tact. The contact member is stepped
and gives four adjustments. The mini-
mum resistance current enters at sleeve
instead of at top contact member. The
clip is anti-corrosive and heavily lead
coated. It is made by Reliable Mfg.
Co., Cleveland, Ohio.

YANKEE CREEPER
'PHIS creeper is made with a springy
-» reinforced sheet-metal body, with
tool trough on each side convenient and
accessible. The head rest is of heavy
webbing, swung hammock-like across
full width of the body. It is fitted with
extra large ball-bearing casters, is 40'

inches long, 16 inches wide and weighs
12 pounds. It is finished in black
enamel. The manufacturers are the
International Metal Mfg. Co., Philadel-
phia.

AUTO AUTOMATIC LITE

'T^HIS device is designed for auto-
J- matically lighting up automobile
dimmer and tail lights. It consists of
a clock connected to the lighting system
by two short flexible wires. It works
on the system of an alarm clock and
only requires winding every eighth day.
The makers say it is simple, durable
and dependable; is easily regulated to
give service for any hour or fraction
thereof. It is only necessary to set the
clock to the required lighting up time
and whether you are near your car or
not when darkness sets in, the lights
will be automatically switched on. It
\t manufactured by Hayes Mfg. Co.,
Racine, Wis.
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ALLIS-CHALMERS
TRACTORS

THINGS EVERY TRACTOR
DEALER SHOULD KNOW »

You are making- up the lines you will handle. Be sure that

the connection you make will prove a satisfactory one.

Look for Business Reputation. The Canadian Allis-Chalmers Limited
and the Allis-Chalmers Manufacturing Company have been known through-
out Canada for 65 years as one of the largest manufacturers of quality

machinery in the world.

Look for Manufacturing Ability. The huge Allis-Chalmers plants,

equipped with the most modern machinery, are ready for quaHty production
on a quantity basis.

Look for Tractor Value. Study every detail of design—don't be sold on --iil

sales talk—see with your own eyes—over $3,000,000.00 have been spent in

perfecting Allis-Chalmers Farm Tractors. '

-l-.

Look for Adaptability. Two models are offered to you—the 18-30, a big
4-plow tractor, and the 6-12 General Purpose, a one-man tractor that may be
used with any standard implement already on the farm requiring 4 horses
or less.

CANADIAN ALLIS-CHALMERS LIMITED
Head Office: 212 King West, Toronto
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PATENTED HOOKBOLT'ATTACHMENT
FITS 90%0F STANDARD CARS

OBTAINABLE FROM JOBBERS & DEALERS
CATALOGUE ON REQUEST

wmmm mm\Kamm
f NIAGARA- FALLS. CANADA
SOLE MANUFACTURERS, UNDER

m, LYON CANADIAN ;.PATE
////////////;/////////'./////,///////, „!.,i.,!m/////i!/M/Jiiii////m

AUTO MIRRORS
C Bradiet

lor Closed Bodiei

Style D — For Motor Trucks Style A — Long

Style F
for Front Fenders

The "Hindview" Auto Mirror prevents accidents
by enabling the driver to keep an eye on the rear
traffic without losing sight of the road ahead. Our
Ball Joint allows immediate adjustment to any de-
sired angle without the use of any tool.

Substantially made—nicely finished—has five-inch
plain, or lens, plate glass mirror. The lens mirror
increases the field of vision about 50 per cent, with-
out distorting the view. Note large, firm clamp
for attaching to windshield.

Write for our folder showing complete line

Agents, Jobbers, Write for our Proposition

Superior Quality Prompt Deliveries

PRESSED METAL PARTS, LIGHT AND MEDIUM WEIGHT STAMPINGS
Our complete plant, superior equipment and efficient organization are at your
service. You will insure satisfactory results by letting us make your stamp-
ings. Motor, axle, transmission and clutch stampings. Write to-day enclosing
blue print for samples for estimates and our catalog.

KALES STAMPING COMPANY
446 West Lafayette Blvd. Detroit, Michigan
Canadian Representative: Donald F. Johnston, 146 Bleury St., Montreal, Que.; Yonge and

Dundonald Sts., Toronto, Ont.; 612 Portage Ave., Winnipeg, Man.

XT17\J17'C OF THE TRADE
IM IL VV O FOR THE TRADE

MARITIMES
CHARLOTTETOWN, P. E. I.—The

Automobile Dealers' Association have
decided to hold a motor show in the

Armouries on March 16-17.

POPIOK, N. B.—The roof of the

Central Garage, owned by Elliott and
Caverhill, collapsed recently and slight-

ly damaged some automobiles, which
were stored therein. The heavy snow-
falls of the past two weeks caused the

collapse.

QUEBEC
MONTREAL.—The Tourists' Bureau

of Montreal, promoting Metropolitan
and Quebec tours, is compiling a com-
plete folder and map of the city for free

distribution.

MONTREAL.—It is expected that

the White Motor Truck Company, of

the United States—who, it is rumored,
contemplate manufacturing the product
in Canada—will locate in Montreal.

MONTREAL.—The Lexington Motor
Sales, Limited, of 27 McGill College

avenue, have secured the agency for the

Veteran truck. This truck is built by
The Eastern Canada Motor Truck Com-
pany, Limited, of Hull, P. Q.

MONTREAL.—The Weekly Post
Card Bulletin, which is mailed to the

members of the Montreal Automobile
Association, will begin the 1920 series

on May 20, and continue weekly to

October 20. A special feature will be

made of speed traps, road detours, etc.

ONTARIO
TORONTO.—Joseph Van Sickler has

applied for a permit to erect a $35,000
public garage on Dupont street.

KINGSTON.—Kingston is consider-

ing the purchase of a two-piece motor
apparatus for the Fire Department
SARNIA.—The Wills-Lee Auto Cor-

poration has purchased the Samia In-

dian Reserve site, and will erect a three
million dollar Canadian plant.

TORONTO.—The annual convention
of the Ontario Retail Automobile Gar-
age and Accessory Merchants' Associa-
tion was held on March 2, 3, and 4.

TORONTO.—The Guide Motor Lamp
Co. has purchased property on Jarvis
street and will immediate'ly erect a
modern four-storey warehouse and fact-

ory building.

CHATHAM.—The Chatham Auto
Motor Dealers' Association will hold an
automobile show in the Armouries from
March 17 to 20. R. M. Jeffrey of Wind-
sor, will be the manager.

GUELPH.—J. H. McNally, automo-
bile dealer, will erect an up-to-date par-
age on Macdonald street. The new gar-
age will be a two-storey structure and
will cost in the neighborhood of $40,-

000.
'd '^^-^P' \'

LONDON.—Aid. F. E. Harley at
a recent session of the City Council
introduced a proposal to issue deben-
tures for the purchase of motor busses
to be operated by the municipality in

competition with the trolley cars.

TORONTO.—G. E. Gooderham,
Chairman of the Hamilton Highway
Commission, announced recently that
next winter the commission would oper-
ate large snow-plows, drawn by motor
trucks, on the highway.

TORONTO.—Hon. F. C. Biggs, Min-
ister of Public Works, at the Sixth An-
nual Session of the County Roads Su-
perintendents and Engineers, recently,
said that trucks will do the road con-
struction of the Province in the future.

TORONTO.—The Republic Motor
Car Co. will build a new garage and
service station on the south side of St.

Albans, near the corner of St. Vincent
street. The building will be two storeys
high and of brick and concrete con-
struction.

OSHAWA.—Geo. Rice, elevator
operator at the Chevrolet Motor Com-
pany, was made the recipient of a fifty-

dollar cheque, for displaying presence
of mind in promptly reversing the ele-

vator and thereby saving the life of
Wm. Fox.

MANITOBA
WINNIPEG.—Messrs. Pearce and

Bickell, of the Standard Machine
Works, have added to their automobile
repair department a new Heald Cylin-
der Grinder.

WINNIPEG.—Motorists of Winni-
peg are discussing organization of a
club of automobile owners for the pur-
pose of boycotting gasoline until the
price is forced down.

WINNIPEG,—The seventh annual
Canadian Good Roads 'Convention will

be held this year at the Royal Alex-
andra Hotel, Winnipeg on June 1, 2

and 3. This will be the first time the
convention has been held in the West.

WINNIPEG.—The Lauson tractor,
made by the John Lauson Mfg. Co.,

New Holstein, Wis., will be distributed
in Western Canada by the Bushman
Motor Works, Ltd. The Saskatchewan
Lauson Tractor So., Saskatoon, and the
McCleneghan & Taylor Co., Lethbridge,
Alta., who have been handling the
Lauson for some time, will work hand
in hand with the Bushman people. A
E. Donavan is manager of the Bushman
concern.

WINNIPEG. — Greater Winnipeg
Water District Board refused to con-
sider the communication sent in recent-
ly by the Winnipeg Trades Association
regarding alleged partiality in selectio;i

of motor trucks by the direct. "We
do not have to account for our de-
cisions, land they have no right to ques-
tion it," stated one of the board mem-
l ers, adding, "If the firms comprising
the association doubt our action, we do
not necessarily have to consider any
tenders from them."

SASKATCHEWAN
MOOSE JAW.—The Canadian Gar-

age suffered considerable loss recently
through fire.

REGINA.—A. Matheson, sales man-
ager of D. Achland and Son, Ltd.,

Winnipeg was a visitor here recently.

MOOSE JAW.—Messrs. Edwards
and King, implement dealers of Regina,
have opened a branch at Moose Jaw.

INDIAN HEAD.—The McKenzie,
Thresher Co., Limited, was recently in-

corporated with a capitalization of
$25,000.

REGINA.—H. A. Jones, of the Jones
Tractor and Implement Co., Regina,
visited the Bates Tractor Co., at Joliet,

111., recently.

Indian" head.—The Union Gar-
age and Machine Shop Company, Ltd.,

was incorporated recently. They have
the Gray-Dort and Chalmers' agencies,
and carry a full line of accessories.

WAPELLA.—Kidd and Clements,
hardware, farm machinery and auto-
mobile dealers, have sold out their hard-
w^are interests to the A. M. Naim
Hardware Co. The firm will now spe-
cialize in implements, automobiles and
accessories.

ALBERTA
CALGARY.—The Red Star Vulcan-

izing Co. has been dissolved.

CALGARY.—Messrs. Hoare and
Poach have opened an automobile trim- -

ming plant.

RED DEER.—F. R. Weaver is con-

ducting an up-to-date tire and vulcan-
izing business here.

CALGARY.—F. L. Leif, of Norton
and Leif, implement dealers, visited

the factory of the Electric Wheel Co.,

Quincy, 111., recently.
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SHARPLES^
SUCTION-FEED
SEPARATOR

is the only
separator that
skims clean at

\ anx speed >i

An Investment That Pays 50%

Annual Interest
THE Sharpies Suction-feed is not

only a profitable investment.

It is safe and certain for dealer and

user alike.

"Tests at Purdue University showed
that fixed-feed separators, (all others

except Sharpies are fixed -feed)

when turned under speed, lose 7.28

lbs. of butterfat per cow in a year.

"With ten cows, and butter at 65c

per pound, you can lose $47.32 a year

with a separator that wastes but-

terfat when turned 'under speed.'

"The Sharpies Suction-feed skims
clean at an^ speed. It will save
that $47 and more in one year—

a

return of SO^o on your investment"

The Sharpies Dealer handles the

most efficient, most widely -used
cream separator made. When he

offers facts and figures like the

above, another fixed- feed separator

makes way for the modern Sharpies

Suction-feed.

What "Sterling" means
to silverware "Sharp-
ies" means to dairy-

machines— and more—
for "Sharpies" not
only pledges quality

-

materials. It is insur-

ance of continuous
service to users by
the Sharpies dealer.

—P. M. SHARPLES

"There are no sub-

stitutes for dairy

foods.

"

SUCTION-FEED
CREAM SEPARATOR

The Sharpies Separator Company
Toronto, Ont.

2368 Dundas Street West

Montreal, Que.
314 Notre Dame West

Branches:

Regina, Sask.
1845 Rose Street

Skims
clean
at any
speed
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CHAPMAN ROLLER BEARINGS

EVERY
FORD AND

CHEVROLET A
PROSPECT

A Ford or Chevrolet car is subject to
rapid wear in the cup and cone bear-
ings of the front wheel, because the

hub is too small to take a cone bearing with a sufficient

factor of safety.

Chapman Roller Bearings overcome this difficulty and are
easily installed. Every Ford and Chevrolet is a prospect.

Chapman Differential Thrust Bearing
Readily substituted for the plain, flat washer in the differential of Ford
or Chevrolet. The flat washer wears out due to heavy end thrust.

When worn there is lost motion in the gears
and incorrect jcontact of teeth, causing ex-
treme wear, and noise.

The Chapman Differential Thrust Bearing ex-
actly replaces the washer with no other changes
required.

It takes the pressure on steel balls, reducing
friction to a minimum and holds the gears in

perfect mesh.

Get our dealer proposition by a post card to-

day.

Chapman Advertising and Increasing Sales

Are daily making this a better opportunity for
you. We want dealers in every locality. Chap-
man advertising is reaching every car-owner
and garage man.
Advertising, and Chapman co-operation with
dealers, has greatly increased sales until it of-

fers- you a very profitable opportunity.

THE CHAPMAN DOUBLE BALL BEARING CO.
OF CANADA LIMITED

347 Sorauren Ave., Toronto, Ont.

BIRDSELL CLOVER HULLERS
HULL AND CLEX^

Common Red, Big Elnglish o^Mammoth,
Alsike, Crimson and Sweet Clover Seed

BUILT IN THREE SIZES FOR CANADA

NEW^S TRADE
FOR THE TRADE

ONTARIO

BARRIE.—F. Van Patter has sold

out to Messrs. Buchanan and Son.

TORONTO.—The Dayton Airless

Tire Co. of Canada, Ltd., has been
voluntary wound up.

KITCHENER.—An automobile show
will be held here from April 19 to 24.

G. 0. Phillip will be manager.

HAMILTON.—The Provincial Secre-

tary has accepted the surrender of the
charter of the McGregor-Banwell
Fence Co.

TORONTO.—Cutten and Foster,

Ltd., Toronto, have been appointed dis-

tributors for the new Burd quick-seat-

ing piston ring.

TORONTO.—The Maple Leaf Sales
Agency, distributors of Maple Leaf
trucks, has added to its line the Stand-
ard motor truck

KINGSTON.—Suddaby Bros., Well-
ington Street, are installing a gigantic
hydraulic press for applying motor
truck solid tires.

TORONTO.—The Toronto Motor Car
Co., has rented a portion of the Horti-
cultural Building, Exhibition grounds,
for storage purposes.

BELLEVILLE.—At a recent meet-
ing of the Police Commissioners it was
decided to purchase a Ford car for the

use of the Police Department.

TORONTO.—The United Auto Sales

Ltd., 545 Yonge Street, distributors of

Chalmers and Maxwell cars, have been
appointed distributors for the Federal
trucks.

RENFREW.—L. D. Smith, general
traveler for the Renfrew Machinery
Co.'s truck scale division, recently went
to the United States to call on the Ren-
frew jobbers.

TORONTO.—The Western Motors
Co., Ltd., has been incorporated with a

capital stock of $40,000. The new com-
pany will manufacture tractors, imple-

ments and automobiles.

TORONTO.—J. J. Burns of the Auto
Bus Transit Company announced re-

cently that an hourly service between
Sunnyside and Oakville would be in-

augurated about April 15

OTTAWA.—The Canadian Trade
Commission has been informed of the
decision of the Greek Govemmenit to

permit the importation, duty free, of

farm machinery and implements.

TORONTO.—The Tube Company of

Canada, Limited, has been incorporated
with a capital of $100,000, for the
manufacture of metal tubing, sheet

metal, hardware and stamped and
drawn products.

TORONTO.—The incorporation is

announced of the West Furnace Car-
buretor Company of Canada, Ltd., at a
capitalization of $100,000. The new
concern -wfill manufacture and sell

furnace carburetors and parts.

OTTAWA.—A new company, the

Anglo-American Motors, Limited, with
a capital of $10,000,000 has been form-
ed. It is understood those identified

with the venture are Montreal, New
York, Detroit and Cleveland interests.

HAMILTON.—A deputation from
the Western Ontario Highway Associa-

tion and from municipalities between
Niagara Falls and Windsor will wait

on the Ontario Government early in

March to ask that Provincial highways
he made of a permanent nature, sur-

faced -with asphalt or brick.

NEW LISKEARD.—The Interna-

tional Harvester Company of Canada
held a tractor school in the Judging
Pavilion of the Government building on
March 2, 3 and 4 Lessons on the oare

and operation of tractors, engines and
threshers were given

TORONTO.—T. N. Phelan, solicitor
of the Ontario Motor League, has gone
to England, where he will confer with
officials of the Royal Automobile Club
and the Motor Union on several mat-
ters of interest to Ontario motorists.

NIAGARA FALLS.—Chief Welch
in hiis report to the Police Commission
recently, said that parking of auto-
mobiles in the streets had become a
nuisance and suggested a no-parking
by-law claiming that they obstruct
business.

HAMILTON.—It is repol-ted that the
promoters of the Runnard grain shock-
er, which has been patented by G. L.
Park of Hamilton, have received an
offer of $500,000 from an American
concern for the exclusive manufactur-
ing rights.

WINDSOR.—The Champion Spark
Plug Company of Canada Ltd., opened
a factory here recently. The Mayor
of Windsor .sltairtedi *he ifinst wheel
turning. The factory is of reinforced
concrete, has a frontage of 75 feet and
a depth of 100 feet and is expected to
employ about 150 hands.

AMHERSTBURG.—A new company
has been formed, with factory located
here, to build a Canadian designed
five-passenger touring car. Dr. Wil-
liam F. Park, Mayor of Amherstburg is
President, and W. R. Stantell, Vice-
President.

HAMILTON.—R. J. Magor, former-
ly of Montreal, has been elected presi-
dent of the recently incorporated Na-
tional Steel Car Corporation Limited.
Mr. Magor has been president of the
Magor Car Company of New York, and
returns to Canada in the dual position
of president and general manager of
the new company.

HAMILTON.—The Connaught Motor
Sales Co., 79-85 Main Street East, is
planning extensive alterations to its
present premises. When the remodel-
ling has been completed the company
will possess one of finest and largest
automobile salesrooms in the city. The
firm has the agency for Studebaker
cars and Federal and Commerce trucks.

TORONTO.—Announcement is made
of the incorporation of the General Top
Company of Canada, Limited, at a
capitalization of $300,000. The new
company has taken over the plant of
the Curtiss Airplanes, Ltd., at 163
Dufferin Street, Toronto, and will
manufacture Artcraft tops for auto-
mobiles. The officials are: President,
R. C. Kilgour; Vice-President and Gen-
eral Manager, L. W. Lee; Secretary
and Treasurer, W. L. Cowan; Sales
Manager, H. A. Kent.

MANITOBA
WINNIPEG.—The Western Canada

Motor Car Co., recently finished second
in the Packard truck sales competition,
having sold 13 trucks in the period set.

WINNIPEG.—Announcement is made
of the incorporation of the American
Grain Separator Co. in Canada, with
headquarters here. Mr. H. Lewis has
been named as agent.

BRANDON.—R. D. Roach, who for
the last fifteen years was associated
with the Ford Motor Company, Win-
nipeg, has joined the forces of the
Western Motors, Limited.

WINNIPEG.—The Fortuna Cream
Separator Co., Ltd., was incorporated
recently with a capital stock of $20,-
000. The company will handle a
Swedish cream separator.

WINNIPEG.—A new company. The
Service Motors Ltd., has been formed
here with headquarters in the old
Mariaggi Hotel, on McDermott Street.
The new concern has the agencies of
the Cleveland and Chandler cars and
the Service motor trucks.

BIRDSELL "QUALITY" IS SUPREME

THERE are Birdsell Hullers in use today that have been in the

every season for 40 years. That means SERVICE—it

means ECONOMY— it means SATISFACTION. It is easy to

discern why 35% of all Hullers in use throughout the World are

of Birdsell make, when you know what SERV1(3^ they give.

We invite you to -write or call on us. Our traveling

representative will call on you at your' request.

BIRDSELL MFG. CO., TORONTO
FOOT OF GEORGE STREET
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THE QmMERCIAL (rEDIT (oMPANY of (aNADA umiteo

IS

A CANADIAN COMPANY offering service of

interest to and in the interest of Canadians.

Time payments made possible and profitable for

Manufacturer, Dealer and Customer. Of parti-

cular interest to Automobile and Musical Instru-

ment Trades.

LET US KNOW YOUR REQUIREMENTS

THE QmMERCIAL (r^EDIT (oMPANY of (aNADA umiteo

Bank of Hamilton Building, Toronto, Ontario
McArthur Building, Winnipeg, Man.

WE GIVE

"Quality and Service
IN

TRACTOR and TRUCK
STEEL CASTINGS

JOLIETTE STEEL CO., LIMITED
903 Read Building, Montreal

JOLIETTE, P.Q.

Mr. Dealer!

IF
Price

Quality of Material

Workmanship

Close Skimming
and

Easy Turning

are considered by your

customers in buying a

Cream Separator, then

we claim that the

Sanitary Kin^
is the best buy in Can-

ada to-day. Write for

prices and terms.

King Separator
Works of Canada

Limited

Bridgeburg or Whjtby, Out.

SAYS THE MASTER MECH-
AiNTC: The Greb Automatic Grip
Puller is a Ouei.Man Puller —
Quick-acting, strong and simple
in the extreme. May be locked in
any desired position. A combina-
tion of two or three arms. Hea'VT
Dirty Size capacity 1" to IS"—
Junior Size capacity 1" to 7".

Two sets of jaws furnished with
each size.

TBIN DAYS' TRIAL.— If your
dealer or jobber does not have
them we will send you one. Tr>'
it ten days. If not satisfactory,

return to lis and we will refund vour money. We also
make the GREB RIM TOOL.
THE GREB COMPANY, 319 State St., BOSTON

Broughton'

s

Blowout

Boots Bind

Bad Breaks

and Bruises

Best

Keep them on hand to repair any automobile tire

weakness.

At your dealers or

The Geo. H. Broughton Company
122 Wellington St. West, Toronto, Ont.

Out of the Frying Pan

"Has your present wife a more even
temper than your first had?"
"More even? No, even more."—Bos-

ton Transcript.

Laughing Matter

The sessions in a certain town were
in full swing. On the third day a
dreadful calamity occurred—the court
crier was absent.

"Well, we must find a substitute," re-

marked the Judge.
Just as they were in the middle of an

exciting case, a breathless messenger
boy came in and handed a letter to the
Judge. The latter read it, and then an-
nounced to the court:

—

"I have a message from our court
crier. He says: 'Wife's mother died
last night. Will not be able to cry to-
day.' "—London Tit-Bits.

Over the Hill

"This car of yours will land me in

the poorhouse."
"Well, it's a good thing I picked

out a hill-climber, hubby."—St. Louis
Republican.

The Easier Way
An enterprising dealer in electric

wares hangs out the sign: "Don't kill

your wife with hard work. Let our
washing-machine do the dirty work."

—

The American Legion Weekly.

A Popular Make
"The officer says you used bad

language."
"When he stopped me I was in a tan-

trum."
"Never mind the make of the car."

—

Judge.

What Interests Papa

"That young man stayed very late

again, Edith."
"Yes, Papa; I was showing him my

picture postcards."
"Well, the next time he wants to stay

late, you show him some of my electric

light bills."—Boston Transcript.

A VioU Handicap

"I wouldna say McTavish canna learn
the game," remarked Sandy, as they
trudged home from the links, "but it

will be deeficult for him."
"Aye," agreed Donald. "At times he

will be like to bust, what wi' being so

religious and tongue-tied.

—

Every-
body's.

Camouflage

"How was the banquet?"
"Fine. Father gave the toast to the

ladies."

"He did, eh? That's just like him let-

ting on to a lot of other women that
he's so kind and considerate when he
wouldn't make toast foi" me in the
morning if my head was splitting open."
—Detroit Free Press.

The Wrong Man
"Buy your automobile of us," said the

enterprising dealer, "and we will make
you a present of a handsome motor
clock."

"You are not the man I'm looking
for," replied the other. "I am trying
to find a seller of motor clocks who will
throw in an automobile.".—Boston
Transcript.

Literally Spoken

Spank! Spank! Spank! Tommy was
undergoing material chastisement at
the hands of his loving mother for eat-
ing the jam.
"Tommy," she said, when she had

paused for breath, "do you know this
hurts me more than it does you?"
And when Tommy was alone with his

brother he produced a square board he
had concealed, and murmured:

"I thought that bit of wood wouldn't
do her hand any good."

—

Tit-Bits, Lon-
don.

Magnanimous
A five-year-old boy, on being put to

bed a few nights ago, threw his arms
around his mother's neck and said:

"Please don't leave me, mamma, I'm
afraid to be left alone in all this dark."
"But you mustn't be afraid, Freddie,"

was the mother's reply. "You're not
alone. God's with you."
The little fellow was silent, and,

thinking he had lost all fear, his mother
quietly joined her husband downstairs.
A few minutes later Freddie's voice was
heard from the top of the stairs:
"Mamma, mamma!" he cried. "Come

up, you stay with God in the dark
and I'll stay with papa in the parlor."

Hung on centre

will not tip.

Everybody Wants BT
Manure Carrier Track

Because:

—

It is made specially for Manure
Carrier Work.

It is centre hung and will not

tip over.

It offers no surface on which
snow and dirt can collect.

The rounded surface causes no

friction.

It is easily erected, and because

the hangers just "button-on"—
no bolts or nuts to bother with.

It can be bent to any curve
without heat.

Beatty Bros., Limited
Fergus. Ont.
London, Ont.
Winnipeg
Vancouver

Manure,

Montreal
St. John, N.B.
Edmonton
London, England

Carriers
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Users Buy By Name
those things that give them greatest satisfaction. Which
is true of wrenches. Carry the best wrenches that users
have found, through experience, to be thoroughly
dependable

—

ooo

^HEXALL" Ratchet Socket
Wrench No. 1—16 pieces

'HEXALL" Socket Wrench
No. 5—8 pieces

"HEXALL"
Trade Mark Reg. U.S. Pat. Off.

Socket Wrenches
and you have a fast-moving line, generous in profit, a promoter of lasting friendship and goodwill.
tor, there are no better wrenches made than "HEXALL"

—

a set for every need.

Every "HEXALL" has that bulldog strength which is the result of long experience in fashioning
steel for this purpose. Thus, handles are drop-forged; sockets made from the bar on automatic ma-
chines, broached and case-hardened. And, not satisfied with the production of
mechanically-perfect tools, the makers guarantee every "HEXALL"

—

*'Break any Sedgley Wrench and we
repair it—no charge"

R. F. SEDGLEY, Inc. E^t- 'sn
Also Makers of "BABY"\Hammerless Revolvers

2311-13-15 NORTH 16th ST., PHILADELPHIA, PA. LAMONTAGNE, LIMITED, MONTREAL, CANADA

"HEXALL" Ratchet Socket
Wrench No. 2—11 pieces

The Tractor You Sell
is only as attractive as the tractor is tried and proven, practicable,

and economical in operation. Continued sales, easy service demands,,
and contract renewals throughout the country prove that Turner
success is hinged upon built-in principles of proven merit, of

economy and service.

Turner Simplicity has met the demand for a tractor that can be relied
upon for constant performance on a wide range of work. On drawbar and

pulley jobs the efficient delivery of power to wheels
and belt has won Turner lasting reputation. Its

reserve power to meet overload conditions, its low
fuel costs, easy handling and thorough dust pro-

tection, contribute to the increasing sales records
that have grown apace with production facilities.

It is significant that the Turner is handled by leading dis-
tributors the country over. For immediate action on territory
proposition—address

The Turner Manufacturing Co.
441 Lake Street, PORT WASHINGTON, WS.
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Contract Now For Viking
Separators

Get Protected Territory

There is going to be more money made
by dealers selling VIKING cream sep-
arators in 1920 than will be made
selling any other line.

Some excellent contracts are open for
dealers who want to make money out
of the separator business—guaranteed
territorial rights—service and selling
assistance.

Read our statements of pro-
fits for dealers. Our guar-
antee to stand behind the
goods and our offer of assist-

ance for you in helping to
get the business started in

your section.

If it is dollars and cents that
you are interested in, then
we know you will write us.

Fullest of particulars given
the dealers With absolutely
no obligation on their part.

Write To-Day

Dept. B.Jc

SWEDISH SEPARATOR
COMPANY

Montreal: 422 Power BIdg.

Winnipeg: 714 Confederation Life BIdg.

We Have Manufactured

GRINDERS
and nothing but Grinders for

over 35 years

Wherever you find a "Vessot" Grinder you will
find a contented user. The "Vessot" always
satisfies. Vessot Grinders have obtained medals
and highest awards wherever exhibited

—

Chicago, Paris, etc.

We make nine different sizes of grinders 6%", 8", 9" 9i^",
101/2", 11" B Farm Type and 11", 13" and 15" Mill Type, or
in other words, we build a machine to meet all require-
ments.

The Agency for "Vessot" Grinders will net you good com-
missions and satisfied customers.

May we mail you our agency proposition?

S. VESSOT & CO. Sole
Manufacturers Joliette, Que.

Sold exclusively in Canada by International Harvester Co. of Canada, Limited
Branchy: Calgary, Edmonton, Lethbridge, North Battleford, Regina, Saskatoon, Yorkton

Brandon, Winnipeg, London, Hamilton, Ottawa, Montreal, Quebec, St. John
Write to the nearest International Harvester Branch for Free Booklet giving complete information

THE IRON JINX
Continued from page 17

tains which flapped frantically. A con-
versation carried on in shouts becomes
a strain on the vocal cords when pro-
longed for any length of time.

Finally Flanders essayed to renew
verbal acrobatics.
"Live far from here?" he roared,

punctuating the query with a spasm of
coughing.
"About a mile and a half, I should

say."
"Must have been your place I sighted

just as the storm broke."
"Undoubtedly, as it's the nearest

human habitation."

"Are we on the road yet?" queried
Flanders who was beginning to feel the
need of a pilot familiar with these wild
"shores."

"I believe so; but be very careful—
there's a deep coulee that we will have
to cross some distance ahead."
"Aye, aye, captain!"

Another pause. Flanders was be-
ginning to grow concerned regarding
the road. It was almost entirely oblit-

erated and there were no telephone
poles nor fence posts along the road to

serve as guides. He began to entertain
misgivings which were voiced by the
airl as she shouted:

"It's getting dark. Haven't you a
headlight so that we can see in a mea-
sure, at least, where we're going?"
There was a note of anxiety in her
voice that found a ready echo in Flan-
ders' heart.

"No—haven't got a headlight," growl-
ed Flanders. "They hung everything
but the kitchen stove an' a headlight
on this old wreck when they rebuilt it.

It's a made-over tractor, you know.
There's an electric flashlight in my tool

kit on the floor if you can find it. It

might help some—see what we're doing
in the cab, anyway."

After some fumbling among a varied
assortment of wrenches, oil cans, ham-
mers, screw drivers, Ijolts, etc., the

electric torch was unearthed by a

triumphant young lady. She thereupon
proceeded to focus it upon the various
objects in the cab and apparently for
the first time discovered the hot-air

manifold.

"What's that for?" she asked, indi-

cating the discovery.
"Hot-air drum for the kerosene fuel

intake," replied Flanders. "Makes a nice

stove. Better lean up against it—it'll

keep you nice and warm."
"This is grand," enthused the assist-

ant engineer as she followed Flanders'
advice. "All the comforts of home."

The device in question was a drum
somewhat resembling a long section of
stove pipe and occupied a prominent
place in the tractor cab. The exhaust
pipe of the tractor passed through this

drum, and on through the roof, heating
the air for the fuel mixture by means
of the exhaust gases from the cylinders.

Conversation died. Flanders was now
too much occupied with the task before
him to talk. The road had entirely dis-

appeared, being obscured by the swirl-
ing snow and darkness. Flanders was
steering the tractor by "feel" and his
sense of direction. He rolled up one of
the front curtains and strained to see
ahead into the darkness, but the cold
wind and powdery snow filled his eyes,
causing a watery blur. The road was
becoming uncommonly rough. The
tractor jolted and bumped along as if

riding over the unbroken prairie.
Flanders was considering the advis-
ability of stopping for a moment to in-
vestigate the situation, but of a sud-
den this consideration resolved itself
into instantaneous action of a different
kind. The front wheels of the tractof
were dropping abruptly away!
Flanders was thrown heavily against

the steering wheel as the Jinx lurched
forward at a perilous angle and for a
brief fraction of a second he exper-
ienced a sickening, "gone" feeling. But
only for an instant. Trained to emer-
gencies and quick decisions he met the
present situation squarely.

To be continued

Lock opened with one hand

The Lock is Simple, Strong and
Safe

BT Stanchion
Is Best ^

It ties the cow with
absolute security. Yet
she can stand up, lie

down, turn her head,
reach her feed or
card herself in per-
fect comfort.

There are no V shaped
parts to pinch her neck.
Cows can be tied and un-
tied in a moment.

Only one hand is needed
to open the stanchion.

The top and bottom con-
nections are strong and
substantial and will stand
the heaviest strain.

The Stanchion itself is

made of extra heavy U-
Bar Steel.

Your customers will get
years of hard service out
of BT Stanchions.

Beatty Bros.,limited
Winnipeg, Man. Fergus, Ontario
Edmonton, Alta. London, Ontario
Vancouver, B. C Montreal,Que

St. John, N. B.
London, England, 16 Holborn Viaduct

Adjustable device

to hold

Steel

Stanchion in the
the Cement
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THE COW'S ADOPTED CHILD

$6,000 For Five

Months' Work
Five months work as agent for the Macart-
ney Machine Milker netted one aggressive

dealer the handsome figure quoted above.

Six thousand dollars for five months' work
—and in addition to this the absolute cer-

tainty that every milker sold means a cus-

tomer satisfied in every particular.

You feel like envying that man, do you not?
But—why envy him? Be that man. What
he has done you can accomplish. For the
case in point is not exceptional. It is merely
quoted to illustrate what a big thing the
Macartney Machine Milker Agency is for a
live man in any good dairy district.

We want a representative in every such ter-

ritory. Will you represent us in yours? The
time was never more opportune. Shortage
of farm labor, plus the sky-high prices of
dairy products make the Macartney Machine
Milker a sound investment for every farmer.

And our dealer proposition is

attractive. Ask us to mail
you detailed particulars.

The

Macartney Milking Machine Co.
Limited

OTTAWA

Dairy and Household
Supplies

HI-SPEED WATER SYSTEM
A WATER system of much interest to

dealers and containing many new
features has just been put on the mar-
ket by the Goulds Mfg. Co., Seneca
Falls, N.Y. It has been designed espe-
cially for use in connection with water
supply systems for farm, homes and
buildings, dairies, creameries and
small town homes.

It is noiseless in operation, say the
makers, and has self-oiling and priming
features.

It consists of a figure 1695, 1% in.

X 1^,8 inches, three gallons per minute
high-speed pump, fitted with air cock,
connected by means of a % inch round
belt to a Vi h.p. electric motor, altern-
ating or direct current as required.
The pump and motor are mounted

on a wood base 10 inches wide, 30
inches long, and IV2 inches thick. The
tension on the belt is provided by a
new type of floating idler fastened dir-

The Goulds High Speed Water System

ectly on the wood base. This outfit is

mounted on a galvanized welded steel

tank, both heads being bumped out.
The tank has an approximate capa-

city of 30 gallons and is supported on
cast iron feet. The outfit is equipped
with automatic pressure regulator,
pressure gauge relief valve piping and
fittings.

All gears have been eliminated,
thereby making the pump noiseless in
operation. It operates at a speed of
500 revolutions per minute.
There is a specially constructed prim-

ing chamber through which the pump
is primed. When once primed, the
makers say, the pump will pick up the
water for an indefinite period without
re-priming—a necessary point in auto-
matic operation.

ADVANTAGE OF A SEPARATOR

IN a recent issue of the Rural New
Yorker, there appears an article on

the advantages of a cream separator
which will furnish the dealer with some
good talking-points in selling his ma-
chines. We reproduce it here in part:

In these times of strikes and other
troubles in the milk market the dairy
farmer with a cream separator has
quite an advantage over those who are
"bare handed" when they find them-
selves without any market outlet for
their milk, as they did during the past
winter. The past experience goes to show
that there is no telling when these
troubles will come. The farmer with a
cream separator and a few other facil-

ities for taking care of the milk is

quite independent as far as the ship-
ping stations, condenseries and middle-
men are concerned.
No farmer, with even only five or

six cows, that vrorks up the milk at
home should think of doing without a
separator. It is a big job making but-
ter without one in warm weather, keep-
ing all the milik cool, and in winter,
keeping it from freezing, then hand
skimming, washing pans, crocks, etc. It

takes only a few minutes' time to
separate the millc, and then all you have

to care for is a few gallons of cream.

For growing pigs there is nothing like

this warm separated milk fed while the
animal heat is in it, and with a little

scalded bran or shorts in it the finest

of calves can be raised.

Many farmers who have been patron-
izing the shipping stations or cream-
eries right along have found that they
made a good investment when they pur-
chased a separator. It makes a little

more work at home, yet not so much
either, when things are handily ar-

ranged, as some think it would.

Some farmers are skimming the milk
at home and delivering the cream.
There are some advantages in this way.
The cream can be delivered more cheap-
ly than the whole milk, and aside from
this the skim milk is left on the farm,
sweet and in good condition, to feed,

and if there is no tuberculosis in the
dairy and you continue to feed your
own skim milk on the farm you will be
pretty sure of growing up a dairy that
will be free from this disease, some-
thing that you can not be sure of when
feeding the calves mixed skim milk that
comes from the creamery.

The question has been asked, does a
cream separator remove all the impur-
ities from the cream? I would say,
it takes out the insoluble dirt and a
proportionate part of the bacteria, but
does not remove the products produced
by the bacteria that have been working
in the milk.

SEPARATOR SERVICE

\\J. E. TRAVER, Welland, Ontario,
' ' discussing cream separator ser-

vice with M. T. I., has the following to

say:
"What should the dairy farmer look

for most when considering the pur-
chase of a new cream separator? The
answer to my mind is "SERVICE."
Not service in the sense that has been
commonly practised, but real honest-
to-goodness, every-day service—use of
his machine night and morning, 365
days in the year. Most cream separat-
ors offered to Canadian farmers are
built of good materials, nearly all use
good bearings, shafting and gears, and
most machines skim fairly clean. Why
is it then that throughout this country
there are hundreds of machines dis-

carded, especially when they show upon
examination that the gearing, shafting
and main body are still in condition to

give seven or eight years' more work-
Is not the answer this: Separator-
bowls get out of balance and commence
vibrating after about five or six years
use. This vibration causes uneven wear
on bearings, the bowl begins to shake
badly. The local implement dealer in-

stead of advising his customer to get
the bowl re-balanced and a bearing or
two renewed, advises the customer to

trade his separator for a new one.
Many arguments are put up by the
dealer that are accepted by the farmer
simply because he lacks the understand-
ing of the true condition of his machine
and does not know how easily it could
be repaired.

Isn't it about time for both the se-

parator dealer and manufacturer to

awake to the fact in justice to their
customer that they should deliver some-
thing besides a bunch of iron, steel and
tinware when they sell the dairy farmer
a cream separator? Should they not re-

alize that the successful merchandising
of any article should include a service
to the customer? In other words, some
real satisfaction.

There is a wonderful field in Canada
for the marketing of cream separat-
ors of some company that will install

a real service department in their busi-
ness; keep the customer advised in the
care of his machine, educate him in

their operation and care through bulle-
tins and service men, and insist that
dealers render a service when the cus-
tomer is in diflSculty.
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DE LAVAL
Efficiency

The DE LAVAL Cream Separator is the most efficient means
of separating cream from milk. It skims to a trace, not only under ideal

conditions, but under ordinary farm conditions.

It is efficient because forty years of separator building experience has brought out

the best construction in every detail. That's why the DE LAVAL skims so close.

turns so easy and lasts so long.

The DE LAVAL Agency Contract is an effi-

cient means of getting most of the separator business

in a territory, at the same time building prestige for

other lines.

There is no better time than right now
to send in an application for a De Laval

contract. There is more profitable cream
separator business with the De Laval

than with any other separator.

The De Laval Company, Ltd.

Largest Manufacturers of
Dairy Supplies in Canada

Montreal Peterboro Winnipeg Vancouver
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Check up Your

Spark Plug

Stock

Now is the time to be prepared to meet every demand for spark
plugs. Motor car registrations have reached a new high level

—

more motor trucks are being employed and more tractors and gas
engines requirmg spark plugs are in use than ever before.

hampion
Dependable Spark Plugs

are factory equipment on four out of every five gasoline motors in use. This is

significant of the dependability of Champions. They are selected by those experts
who develop automobile engines to give the highest efficiency at the lowest cost.

Champions with 3450 "Plus Service" Insulators and patented compression - proof
gasket construction are the spark plugs your customers will insist on having for
replacements. Our advertising is educating them to know their efficiency and de-
pendability. Champions are guaranteed to give

'*Absolute satisfaction to the user, full
repair or replacement will he made."

There's a Champion plug for every type and make of -motor. Be sure you have the
full line. It will not only build your spark plug business, but will increase your
sales of other lines as well.

Check up and order from your Jobber now.

Champion Spark Plug Co. of Canada, Limited
WINDSOR ONTARIO
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A Line of Quick
and Easy Sellers

Hold 'Em in the Road
$5.00

Oil Drain Cock

PAT. OC

Pat. Oct. 7, 1919

"Hold 'Em in the Road" for Ford Cara

Here it is, the Radius Rod Brace, Anti-Rattler Axle Sup-
port and Safety Device all in one.

There is no Ford car accessory made that possesses such
a strong combination of strength and safety.

No. 5 bar fits old model Fords.

No. 51/2 bar fits 1920 model.

99

Coil Box Protector

The Only Protector for FORD CARS
Against Rain and Wet Weather

Ford cars frequently stall in wet weather.
The water works in between the hood

—

into the coil box, causing short circuit.

This inconvenience is prevented if you use
the "Casco" Box Protector. It covers the
Ignition and Coil Box.

Dryness is guaranteed.

Without Rubber $1.00
Rubber Insulated 1.50

The "Casco" Oil Drain Cock for Engine
Crank Case is Automatic in action. No
cock wrench is required.

No Ford owner should be without one,

as it enables him to easily keep close tab

on the oil level and prevent unnecessary
wear of bearings.

Complete, per pair, $1.50

Necessities like these
are in big demand
by Ford Owners
Their advantages can be seen at

a glance

Dealers say "Casco" products are an excel-

lent line to handle because of the demand
—the profit—and the universal satisfaction.

We would suggest that you place your order

now to insure delivery before Spring opens
up a big demand. If you hesitate you will

lose some good sales.

Any of our Canadian representatives, as

listed below, are in position to supply you
promptly.

99

Fan Belt Guide
Put on in

a Minute

Clamps here
to Crank Case

Flange

Clamps here to
Crank Case

Flan£e

Casco Manufacturing Co.
THOMASVILLE, GA., U.S.A.

Canadian Registration Applied for

A. H. Frazier, 1150 Homer St., Vancouver, B.C.
Manufacturers' Agent

CANADIAN JOBBERS

Merrick-Anderson Co., Limited, Winnipeg
John Millen & Son, Limited, Montreal, Toronto
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RUNNING BOARD MAT
STANDLEY SKID CHAIN CO.,

Boone, Iowa, U.S.A., are putting on
the Canadian market a Running Board
Safety Tread, which they claim is a
great boon to auto owners, in so much
that it prevents slipping when stepping
on the running board and also provides
the particular car owners with a unique
device for scraping mud and snow from
the shoes.
The manufacturers state that these

running board mats are made so as to
attach to the running board in such a
way that when they become filled with
mud, etc., by lifting up on one side, the
surface underneath may be swept clean
in very short order, one side only bemg
attached in such a way tkat the pivots
form hinges, which are out of the way.
They also claim that this device greatly
adds to the appearance of the car.

This new Running Board Safety
Tread is said to weigh 2i/^ pounds and is

12 inches in length over all, and is at-
tached with clamps equipped with
thumb screws:. Sio far !the tmakefrs
have been producing this dn Black
Baked Japan Finish.

TWO PART VULCANIZER
'TpHE Pechstein Iron Works, Keokuk,
-• Iowa, U.S.A., have put on the mar-
ket a two part inside cord patch vul-
canizer for pneumatic truck tires. The
P. I. W. vulcanizer was designed in
halves instead of all in one round sec-
tion, the makers say, because the stiff

side walls of truck casings make it al-
most impossible to spread the beads far
enough apart to insert the vulcanizer.
One half is put into the tire, then the
other half is inserted and slid along
until both halves fit together over the
patch to be vulcanized. The tread is

then filled with wet soap stone, the tire
wrapped, an outside vulcanizer placed
over the patch and steam turned on just
the same as on any other vulcanizer.

It lis made of smooth castings, the
two faces fitting together are machined
and when placed side by side, the two
halves conform to the inside of the size
tire for which they were made. Each
half has a steam connection and a pet
cock outlet. A lug, cast on each end
of the castings, has a hole into which
a hook can be inserted and the two
halves separated and taken out of the
tire easily. They are made in five sizes
for 6, 7, 8, 9 and 10 inch truck tires.

-NEW HERSCHELL-SPILLMAN
ENGINE

'pHE Herschell-Spillman Motor Co.,
North Tonawanda, N.Y., announce

anew 31/2 x 5 in. motor. The new en-
gine is known as the H.S. Model 7000
Type 1. It is L-head, cast in block with
detachable cylinder head. The intake
and exhaust manifolds are cast integral
and are so arranged that when gasoline
passes through the intake pipe it is
heated by the exhaust pipe walls to
such an extent that it generates a gas
by the time it reaches the combustion
chamber. The engine is of the three
point suspension type and rear support-
ing arms are especially strong. The for-
ward end IS supported at crank centre.

Ihe valve mechanism is enclosed and
operated by a single camshaft. Both
inlet and exhaust valves are of liberal
size, having an effective working diam-
eter of 1% in. with a clear opening of
1 y-lb and are interchangeable. The
pushrods are of special alloy steel %
in., diameter and revolve in cast iron
bearings.
The piston is cast from grey iron

ground to size, provided with special
recesses and drilled with relief holes to
prevent the motor smoking. Piston
rings are of one piece construction
diagonally split and accurately ma-
chined and fitted to the pistons.
The connecting rods are 11 in in

length from centre to centre and are
1 beam section drop forged type of

two bolt cap construction. The cooling
system in thermo-syphon and the oiling
system is combination force feed and
splash. Full force pressure feed tomain crank shaft and camshaft bear-
ings. Splash to the upper and lower
rod bearings and cylinders. Starting,
lighting and ignition is standard S A E
equipment.

New Herschell-'Spillman Eng-ine

Safety Tread.

P.I.W. Vulcanizer

Distance Type M<>to-Meit«r

P.I.W. Vulcanizer.

Liberty Spark Plug

Eureka Car Heater

Vacuum Fire Plus

DISTANCE TYPE MOTO-.METER
'T*HE Distance Type Boyce Moto-

Meter, model "A" is especially de-
signed for installations where the radi-
ator type instrument can not be in-
stalled on a line with the operator's
vision, as on airplanes, motor boats,
stationary engines, tractors and for
laboratory testing purposes. It is fin-
ished with black enamel case—3 5-16
inches in diameter—nickel plated rings,
bevelled crystal, and red and white
pointer. Reinforced flexible brass tub-
ing is used four inches from bulb-end.
The temperature ranges from 32° to
212° F. Complete with 5 feet of tub-
ing and hose couplings.

To install it is only necessary, the
makers say, to cut away one inch of the
hose on the cutlet pipe of the motor,
between the motor and radiator. It is.

manufactured by the Moto-Meter Co.,
Inc., Long Island City, New York.

VACUUM FIRE PLUG
A SPARK plug especially designed

' » for tractors, trucks and high-
powered motor cars recently was per-
fected by the Penn Manufacturing
Company, 319 West Ninth Street,
Kansas City, Missouri, and is being
marketed under the brand name of
Vacuum-Fire. The name was given the
plug because its jump-gap spark, by
which the flame is intensified manifold,
is gained in a vacuum chamber built
into the head of the plug, thus being
free of atmospheric pressure.

The fire is delivered from a wide
point, which spreads it. The intensity
and "fatness" of the flame, according
to the makers of the plug, burns poor
mixtures as readily as good ones and
prevents missing, skipping and back-
firing. A feature new to spark plugs,
and which will tend to make it favored
by motor boatmen is that all its steel
parts are Parkerized. The Parker pro-
cess was developed during the war and
was used by the United States govern-
ment to prevent rust on war materials,
notably cartridge clips and bayonets.
It IS equipped with 775 porcelains.

EUREKA CAR HEATER
T^HE Eureka Accessory Co., 404

Dollar Bank Bldg., Youngstown, 0.,
has placed on the market a device for
heating automobiles in all kinds of
weather. The makers say, in the
Eureka heater, they have found a sani-
tary system of heating with pure, fresh
air. The heater uses the exhaust gas,
passing it through flexible tubing to the
floor plate which is 7 x 21 in. The
gas then passes through the length of
the floor plate and is exhausted through
a pipe outlet under the floor of the car.
The gas directed to the car is regulated
by the control valve, operated by a rod
and a foot lever, conveniently arranged.
The heater is made of aluminum and
pressed steel, finished in nickel. It is
light in weight, durable and of good ap-
pearance.

LIBERTY SPARK PLUG
T IBERTY Spark Plugs are said to

deliver a hotter, more penetrating
spark, largely due to an improved and
patented spark gap intensifier. This
intensifier is built right into the porce-
lain assembly where it cannot come out
of adjustment or cause trouble. The
gap is perfectly adjusted for giving the
proper intensifying of the electric cur-
rent. It is neither too great to throw
strain on your ignition system or too
small to get the proper intensity into
the spark. It is claimed that Liberty
Spark Plugs make starting easier and
.'top missing and skipping caused by
compression, killing the spark in the
cylinder. Also they will fire in car'bon
and oil where other plugs foul out in

a short time. Liberty Spark Plugs are
packed 4 or 6 to the box instead of
separately as is usually the case. Full
information can be secured by -writing

Casey Hudson Company, 361 E. Ohio
Street, Chicago, 111.
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These Ads. Will Help You Sell

Massey Harris Implements
The advertisements here reproduced are

a few of a series now appearing in all of the

leading Farm Papers.

Every Implement Dealer realizes how
much easier it is to sell a well-advertised

line of implements. This is because the

'Trospect's" mind has been favorably im-

pressed by the reading of the ads., and in

fact, in many cases, the reading of the ads.

creates your "Prospect."

This Farm Paper Series, together with our

Direct-by-Mail Advertising, consisting of

numerous attractive folders, are a powerful

factor in preparing the way for the Massey-
Harris agent, and making it easy to sell

Massey-Harris Implements.

No need to explain who Massey-Harris is,

and what the name stands for. It is known
to all farmers and stands for the best in

farm Implements, and has done so for gen-

erations.

Head Office
Toronto Massey-Harris Co, Limited,

Factories at
Toronto Brantford (2)

Woodstock Weston

Buchanan's
STEEL STALLS

SELL
easier than any others

BECAUSE
They make the stable look like a show

stable.

-w. They make no noise and clang in the stable

as do the head rail stalls.

All spaces are filled so that the cattle can-

_ , not get their head in the wrong place

instead of going into the stanchion.

The stanchion is adjustable for any sized

cattle.

The stanchion is locked by a steel lock,

not by a wire spring.

Buchanan's line of Haying Tools including wood track, steel track, rod track, and cable carriers, slings,

forks, etc., have been the farmers' friends for over forty years. You will be asked for Buchanan's Haying Tools.

Then too, you will find our prices on our goods are so reasonable that you can always more than compete with your opposition.

We give most liberal discounts to agents. It means more business and more profit to
you to be a Buchanan agent. We want to send you our agency proposition. May we?

AND

Write
to M. T. BUCHANAN & CO., IngersoU, Ontario
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The Hardest Service in the'V^rld
Forcing- their way through mud, muck, sand or water— going-
through or over all obstructions and, at the sarne time, support-
ing the tremendous weight and pull of this giant tractor and
its load, the track wheels of the "creeper" type tractor endure
the hardest service in the world.

And, at the point of severest wear in these track wheels, Hyatt
Bearings are installed.

Ten years ago, Hyatts were first used in this application. Many
of these old machines are still in operation, and in them Hyatt
Bearings have given ten years of constantly dependable, per-
manent service.

Ten years' use under the most severe working conditions known
in the tractor industry, without ever requiring adjustment.

There could be no greater proof that Hyatt Bearings should be
in the tractor you buy, or in the truck, thresher, grain binder,
plow, windmill and other farm machinery.

HYATT ROLLER BEARING COMPANY
Tractor Bearings Division, Chicago

Molor Bearings Division, Detroit Industrial Bearings Div , New York City

Cross Sectional View of a Track
Roller in Creeper Type Tractors
Showing Application of Hyatt
Roller Bearings.

In this position the hollow spiral
roller construction ofHyatt Roller
Bearings provides many distinct
advantages.

Only a bearing of the Hyatt type
can stand up and give permanent
performance under the gruelling
conditions of track roller oper-
ation.

The resilient Hyatt rollers lessen
the tremendous shocks—eliminate
breakage—provide efficient lubri-
cation even under extreme con-
ditions—and always "stay put"
assuring constant operation with-
out stops for repairs.

It is because of these many pecu-
liar advantages that HyattRoUer
Bearings are just as permanent
as the shafts upon which they
operate.
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WEISTEEL FENDERS AND CANOPY
npHIS equipment, manufactured by the

Henry Weis Manufacturing Co.,
Atchison, Kansas, incorporates the fea-
tures that make for strength, durability
and appearance. The makers say the
fenders are built of extra heavy materi-
al and are designed for the Fordson
tractor. The top of the fender is fast-
ened to the side by a double seaming
process; the outside edge is finished
with a heavy iron rod rolled right into
the fender. The bottom is reinforced by
heavy-' band iron, and the axle clamp
is of heavy malleable iron. The rear
bracing is attached to the cap screws
in the differential case, and offers no
obstruction to the operator.
The fenders are supported entirely on

a ste€l frame to which the sheet metal
of the fenders is riveted.
The canopy frame is of hard w^ood,

bent to shape and covered with 8 oz.
khaki duck; this is supported on heavy
steel tubing. There are no holes to
drill, a wrench and a screw driver does
the job in 30 minutes. It is not neces-
sary to remove the fenders to do belt
work as there is no interference with
the belt puUty. The entire equipment
is painted grey to match the tractor.

HIGH-RATE DISCHARGE INSTRU-
MENT

T^HE John 0. Heinze Co., Springfield,
^ Ohio, has put on the market an in-
strument for detecting discharged bat-
tery cells, known as the High-Rate Dis-
charge Instrument. It is designed for
use in the garage and service station.
It consists of a voltmeter with a centre
reading 2-0-2, graduated in tenths.
This is mounted on two steel posts
which terminate in a convenient handle.
Between these, the current is short-
circuited through a fixed resistance
which determines the rate of discharge.
The resistance has a current capacity
of 80 amperes cold and 70 amperes
when hot.

When a cell is in good condition—the
makers say—the voltmeter needle will
register a position somewhere between
1.3 and 1.7. It will not register higner
because the high-rate discharge pro-
duces an immediate drop in the voltage.
If the cell has defective insulation, the
needle will gradually recede towards
the centre. If the cell has broken
connectors or an open circuit, the
needle will remain at zero. Tests are
quickly made, from ten to twenty
seconds should suffice.

K.P. UNIVERSAL RIM TOOL
T^HIS tool, manufactured by the K. P.

Products Co., Inc., 250 West 54th
street. New York, is designed for the
easy operation of all transversely split
rims. It fits all sizes and makes and
locks the rims in a collapsed position
while the tire is being removed or re-
placed. The makers say on the Baker
type of rim it pulls the joint down and
sideways so as to clear the valve stem.
It opens the joint of rims that use an
interlock. It will force the rim back
together and in alignment for locking
on all rims. There is no danger of
springing the rim out of shape or of
pinching the tube, as no tools are re-
quired to force the tire over the rim.

FLEXIBLE CARBON SCRAPERS
'T^HE Flexible Carbon Scraper Co., Los

Angeles, California, are manufactur-
ing carbon scrapers for use in the garage
and service station. They are made of
spring steel wire, the makers say, are
flexible as whale bone, and easily reach
all parts of the combustion chamber
through the valve cap openings, and in
overhead valve motors, through the
spark plug openings. The scraping
members are six spring steel fingers
that conform to the shape of the sur-
face to be scraped and clean a path the
entire vndth of the tool. They do the
work without taking the motor down.
Tne scrapers are composed of sets of
Uiree tools, and are made in two sizes.
The No. 1 set is for small bore motors
and No. 2 is for larger motors

Weisteel Fenders and Canopy.

RADIATOR CEMENT
'"pHIS radiator cement, manufactured
J- by the Canadian Durkee Atwood
Co., Ltd., Toronto, forms a seal to with-
stand the jar of rough roads, the mak-
ers say, and when left in the radiator
automatically seals any new leaks which
may develop. It keeps the radiator free
from rust and scale formations and
works effectively in alcohol or any other
form of anti-freezing solution.

BATTERY TESTER
TpHE Service Station Supply Company

32 E. Larned St., Detroit, Mich.,
are placing on the Canadian market a
new battery tester under the trade
name of Hyrate. The manufacturers
cleam that the Hyrate tester can be
held in one hand and contact obtained
by touching the point of the prods into
the posts or straps across one cell.

The Hyrate cell tester consists of two
hexagon special steel prods, 3 inches
apart at the point, with upper end as-
sembled in the handle. A nickel-chro-
mium restance of .01 ohm. connects the
prod. Suspended on props between the
prods is located a volt meter with volt
scale. This meter is of the moving coil

type and is strongly constructed of high
grade materials.

The Hyrate tester, can be used with
any make of battery and comes packed
complete, including a Hyrate volt meter.

Hig-h -rate Di.scharee Instrument. Flexible Carbon Scrapers.

SPLIT RIM TOOL
T^HE Marquette Manufacturing Co.,

Inc., St. Paul, Minn., are placing
on the market a new tool for removing
tires from split rims, which goes under
the trade name of Little Giant, which
they claim, is efficient, dependable, light
strong, simply made and easy to oper-
ate. The makers state that the split
rim is unlocked by a few turns of the
handle, which contracts the rim so that
the tire is readily lifted off. The tire
is readily expanded to the locking point
by a reverse motion of the handle.
The centre bracket at the throat of

the "Y" is furnished with a hole
tnrough which the tool may be bolted
to bench or stand if it is desired to use
it as a stationary appliance—at the
same time its lightness and collapsible
design make it practicable for use on
the floor or road beside the car.
They also claim that this method of

removing tires will eliminate the dan-
ger of pinching or cutting inner tubes,
and that it is equally serviceable for
garages as for private car owners.

NON-BURSTABLE RADIATOR
GUARANTEE SHEET METAL &

ROOFING CO., Winnipeg, are
marketing the Perfecto, non-burst-
able radiator for Ford cars. Agen-
cies are being established among
the trade in the sale of this product.
The radiator is built on scientific prin-
ciples, having flat tubes wth spring
brass fins between which give and tako
with the expansion and contraction re-
sultant from the freezing of the liquid
in the radiator. This is the principle on
whch the radiator is claimed to be safe
from bursting when frozen.

LEAGUE OF NATIONS TO FIX
PRICES

T^XISTING prices of gasoline are con-
demned as "grossly excessive" in a

report submitted by a committee ap-
pointed under the profiteering act to
investigate prices. It says the concen-
tration of control of the supply in hands
of enormously powerful combines con-
stitutes such a dangerous power, if im-
properly used, that it is imperative that
governments should give attention to it.

Recommendation is made that oil prices
be regulated by the League of Nations
under international agreement.
The Standard Oil Company and the

Shell Corporation are named in the re-
port as the combines mainly concerned.



This directory will help you with your buying and your planning. The advertisers listed here are thoroughly reliable and leaders in
their respective fields. They are looking for live, wide-awake representatives. Study their advertisements carefully because they contain
valuable information which will dovetail with your plans. We are glad to go to the trouble of arranging this list—to make it easy
for you to select new lines. If it so happens that what you want is not here, write us, and we will tell you where to get it.

ACCESSORIES
Northern Electric Co., Ltd., Montreal.
Universal Tool Co., Inc., Detroit, Mich.
Windsor Machine & Tool Works, Wind-

sor, Ont.
Champion Spark Plug Co., Windsor, 0.
G. H. Broughton & Co., Toronto.
The Goodyear Tire & Rubber Co. of
Canada, Ltd., Toronto.

Chapman Double Ball Bearings Co., of
Canada, Toronto.

R. F. Sedgeley, Inc., Philadelphia, Pa.
The Burrowes Mfg. Co., Ltd., Toronto.
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

Kales Stamping Co., Detroit, Mich.
Kinzinger Bruce Co., Niagara Falls, O.
The Greb. Co., Boston.
Casco Mfg. Co., Thomasville, Ga., U.S.A.
Robinson Co. Ltd., Edward A., Montreal

AUTOMOBILE CHAINS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

BARN EQUIPMENT
Beatty Bros., Ltd., Fergus, Ont.

BEAN MACHINERY
John Deere Mfg. Co., Welland, On(

BEET MACHINERY
International Harvester Co., cf Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.

BINDERS
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
International Harvester Co., of C"n.,

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

BFLTING
The Goodyear Tire & Rubber Co. of
Canada, Ltd., Toronto.

BATTERIES
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

CARRIAGES
Cockshutt Plow Co., Brantford, Ont.

CREAM SEPARATORS
De Laval Co., Ltd., Peterboro, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton. Ont.
King Separator Co., Bridgeburg, Ont.
R. A. Lister Co. (Canada), Ltd., Toronto
Sharpies Separator Co., Toronto.
Swedish Separator Co., Montreal.

CEMENT MIXERS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

CASTINGS
Joliette Steel Co., Joliette, P.Q.

CORN HARVESTERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can..

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

CORN MACHINERY
Inteimational Harvester Co., of Can..

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.

CULTIVATORS
Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

CUTTERS
Butterfield & Co., Inc., Rock Island, Q.

DAIRY SUPPLIES
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
R. A. Lister Co. (Canada), Ltd., Toronto

DIES
Butterfield & Co., Inc., Rock Island, Q.

DISCS
Massey-Harris Co., Toronto.

DITCHING MACHINES
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

DRILLS
Massey-Harris Co., Toronto.

DRILLS, TWIST
Butterfield & Co., Inc., Rock Island, Q.

DRILLS, GRAIN
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can

,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

ENGINES
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

Gilson Mfg. Co., Ltd., Guelph, Ont.
Internationa! Harvester Co., of C.:in.,

Ltd., Hamilton. Ont.
John Deere Mfg.' Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
Massey-Harris Co., Toronto.
R. A. Lister Co. (Canada), Ltd., Toronto
Fisher, Wilkie, Ltd., Sandwich, Ont.
Sharpies Separator Co., Toronto.

ENSILAGE CUTTERS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

International Harvester Co., of Can.,
Ltd., Hamilton, Ont.

Massey-Harris Co., Toronto.

FEEDERS
John Deere Mfg. Co., Welland, Ont.

FARM MACHINERY
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

Cockshutt Plow Co., Brantford, Ont.
Fisher, Wilkie, Ltd., Sandwich, Ont.
John Deere Mfg. Co., Welland, Ont.
Inteirnational Harvester Co., of Can.,

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
R. A. Lister Co. (Canada), Ltd., Toronto

FEED CUTTERS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

Massey-Harris Co., Toronto.

FENCING
The Steel Company of Canada, Ltd.,
Montreal, Que.

FINANCIAL
The Commerial Credit Co. of Canada,

Ltd., Toronto.

GARAGE EQUIPMENT
Universal Tool Co., Inc., Detroit, Mich.
Windsor Machine & Tool Works, Wind-

sor, Ont.

GRINDSTONES
S. Vessot & Co., Joliette, P.Q.

GRINDERS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

International Harvester Co., of Can..
Ltd., Hamilton, Ont.

Massey-Harris Co., Toronto.
R. A. Lister Co. (Canada), Ltd., Toronto
S. Vessot & Co., Joliette, P.Q.

HARROWS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can..

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

HAY LOADERS
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

HARDWARE
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

Massey-Harris Co., Toronto.

HAY RAKES
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

HAY CARRIERS
Beatty Bros., Ltd., Fergus, Ont.
Massey-Harris Co., Toronto.
M. T. Buchanan & Co., Ingersoll, Ont

HAY PRESSES
Birdsell Mfg. Co., Toronto.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

HULLERS (Clover)
Birdsell Mfg. Co., Toronto.

LIGHTNING SYSTEMS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

R. A. Lister Co. (Canada), Ltd., Toronto
Northern Electric Co., Ltd., Montreal.

LIME AND FERTILIZER SOWERS
John Deere Mfg. Co., Welland, Ont.

MANURE CARRIERS
Beatty Bros., Ltd., Fergus, Ont.

MANURE SPREADERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths'

Falls, Ont.

MARINE FITTINGS
Northern Electric Co., Ltd., Montreal.

MOWERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton. Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

MILITARY AND GOVERNMENT
STORES

War Purchasing Commission, Ottawa.
MILKING .MACHINES

R. A. Lister Co. (Canada), Ltd., Toronto
Sharpies Separator Co., Toronto.
The Macartney Milking Machine Co.,

Ltd., Ottawa, Ont.

MILLING CUTTERS
Butterfield & Co., Inc., Rock Island, Q.

NUT LOCKS
Robinson Co., Ltd., Ed. A., Montreal.

PISTON RINGS
WedgeRite Piston Ring Co., Ltd.,

Montreal.

PLOWS
Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths,

Falls, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

POLICE AND FIRE ALARM EQUIPMENT
Northern Electric Co., Ltd., Montreal.

POWER AND LIGHT EQUIPMENT
Northern Electric Co., Ltd., Montreal.

POWER MACHINERY
Can. Faiilbanks-Morse Co., Ltd., Mont-

real.

John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.
International Harvester Co.^ of Can.,

Ltd., Hamilton, Ont.

POWER SWITCHBOARDS
Northern Electric Co., Ltd., Montreal.

POTATO MACHINERY
John Deere Mfg. Co., Welland, Ont.
Cockshutt Plow Co., Brantford, Ont.

PULVERIZERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

PULPERS
Cockshutt Plow Co., Brantford, Ont.

RAKES
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

REAPERS
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

REAMERS
Butterfield & Co., Inc., Rock Island, Q.

ROLLERS
Cockshutt Plow Co., Brantford, Ont.
Massey-Harris Co., Toronto.
Hyatt Roller Bearing Co., Chicago.

ROLLER BEARINGS
Hyatt Roller Bearing Co., Chicago.

SAFES
J. & J. Taylor, Ltd., Toronto.

SAW MILL OUTFITS
Massey-Harris Co., Toronto.

SCUFFLERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Caii.,

Ltd., Hamilton. Ont.
John Deere Mfg. Co., Welland, Ont.

SEEDERS
Massey-Harris Co., Toronto.

SCREW PLATES
Butterfield & Co., Inc., Rock Island, Q.

STABLE EQUIPMENT
Beatty Bros., Ltd., Fergus, Ont.
M. T. Buchanan & Co., Ingersoll, Ont.

SILOS
Gilson Mfg. Co., Guelph, Ont.

SLEIGHS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

SILO FILLERS
Gilson Mfg. Co., Guelph, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

SOCKET WRENCHES
R. F. Sedgley, Inc., Philadelphia, Pa.

SPREADERS, MANURE
Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
International Harvester Co., of Can.

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

SPARK PLUGS
Champion Spark Plug Co., Windsor, O.

SPARK PLUG CLEANERS
Champion Spark Plug Co., Windsor, O.

TELEPHONE APPARATUS
Northern Electric Co., Ltd., Montreal.

TIRES
The Goodyear Tire & Rubber Co. of

Canada, Ltd., Toronto.

TRACTORS
Advance-Rumely Thresher Co., La

Porte, Ind.

R. A. Lister Co. (Canada), Ltd., Toronto
Can. Allis-Chalmers, Ltd., Toronto.
Cleveland Tractor Co., Windsor, Ont.

Gilson Mfg. Co., Guelph, Ont.
International Harvester Co., of Can..

Ltd., Hamilton, Ont.
J. I. Case Threshing Machine Co., Inc.,

Racine, Wis.
Massey-Harris Co., Toronto.
The Gray Tractor Co. of Canada, Ltd ,

Winnipeg.
The Turner Mfg. Co., Port Washing-

ton, Wis.

TRACTOR PLOWS
Cockshutt Plow Co., Brantford, Ont.

International Harvester Co., of Can..

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.

THRESHERS
Can. Fair'banks-Morse Co., Ltd., Mont-

real.

International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

J. I. Case Threshing Machine Co., Inc.,

Racine, Wis.
R. A. Lister Co. (Canada), Ltd., Toronto

THREAD CUTTING TAPS
Butterfield & Co., Inc., Rock Island, Q.

TWIST DRILLS
Butterfield & Co., Inc., Rock Island, Q.

TRUCKS
Beaver Truck Builders, Ltd., Hamilton
Eastern Canada Motor Truck Co., Ltd.,

Hull, P.Q.
International Harvester Co., of Can..

Ltd., Hamilton, Ont.

WHEELBARROWS
Cockshutt Plow Co., Brantford, Ont.

Massey-Harris Co., Toronto.

WAGONS
Cockshutt Plow Co., Brantford, Ont.

International Harvester Co., of Can.

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

WATER BOWLS
Beatty Bros., Ltd., Fergus, Ont.

WEEDERS
Cockshutt Plow Co., Brantford, Ont.

WIRES AND CABLES
Northern Electric Co., Ltd., Montreal.
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Butterfield
Tools That Retain
Their Keen Edges
After Long Usage

Butterfield

Butterfield

" THE QUALITY SUPREME"

Drills,
Taps,
Dies,

Reamers
and Milling Cutters

n

U -l-t

The paramount quality of Butterfield Tools ensures
you a big measure of service—a service that reduces
your operating cost and turns this saving- into profit.

Next time you need Drills, Taps, Dies, Reamers, or
Milling Cutters be sure to try the Butterfield line.

Trials invariably result in steady customers.

Butterfield & Co., Inc.
Rock Island, Quebec



TRACTOR FARMING
at the O.A.C.

By L. G. HEIMPEL, B.S.A.
FARM MANAGER

PRIOR to the summer of 1919, very little tractor
farming had been attempted on the College
farm. -The only work done was some plowing

which being of inferior quality for such work was of
no great credit to the iron horse. It was not till the
end of August, last year, that the tractor was given a
chance to either make good or go under for all time to
come.

There was nothing new or novel about the under-
taking. The outfit consisted of a two-cylinder en-
gine—an Ontario Government engine which had seen
much hard work and carried the dust of many fields
on its once gaudy coal of paint—and a similarly dis-
spirited' plow. The argument, however, was that if f

tractor can be made to pay at all an old engine should
pay as well as a shiny new one, so the engine was
partly overhauled. The valves were ground, the bear-
ings tightened, carbon rem.oved from piston ring
grooves, the drive chains cleaned, repaired and lubri-
cated and the wobbly front wheels were made to run
more nearly true by the insertion of rings of sh~et
iron in the hubs. Time being at a premium no more
was done to it than was necessary to put it in fair
"running order." The first job was killing weeds and
tvntch, by after harvest cultivation, with a stiff tooth
cultivator with nine teeth, each of which was equipped
wih a cutting edge nine inches wide. The ground was
hard and to pull those teeth through the ground at the
average depth of three inches took more than a small
amount of power. By way of comparison four horses
were hitched to this cultivator and it was found to be
too much of a load for them; even with two teeth re-

moved it was more than they could do to keep it going
all day long at the depth the engine pulled it. This
gave us some idea of the quality of work the engine
was doing.

Some of the stubble ground was double disced as is

shown by the table below and since the discs were the
same width as the cultivator the two are dealt with as
though they were the same operation. The gang was
made up of an out-throw and in-throw disc hitched
tandem behind the engine. By loading them down
with bags of soil and setting them "in the last notch"
we were able to get good results even in fairly hard
ground. Here again the advantage of unlimited
power as compared with horse-power was very
marked.

The tractor on belt work filling a silo.

'npHE following table is a cost statement of the after-
harvest cultivation:

Number of acres cultivated 63
Number of acres double di-sced 50

Total acreage 113

Operator's wages for 138 hrs. at 30c. . $ 41.40
Fuel—162 gals, kerosene at 21i^c 34.83

6 " gasoline at 35c 2.10
12 " cylinder oil at 65c.... 7.80
4 lbs. grease at 25c l.OO

Interest at 6 per cent, and depreciation
on outfit at 15 per cent 13.11

Foreman's time overhauling and repairs 7.72

$107.96

Therefore cost per acre for after-harvest cultiva-
107.96

tion is = 94. 8 cents an acre.

113

As the only fair way to distribute interest, depreci-
ation, overhauling and repair costs is to spread it

over total number of days the machine was at work,
this is what has been done in the above items:
Value of outfit .$700.00

Total number of days the engine worked in season
of five months is 64.5 days.

Interest on $700.00 at 6% for 5 months = $17.50

Depreciation on $700.00 at 15% for

5 months = 43.75

Total $61.25

This averaged over 64.5 days = 95c per day
The same method was followed in allotting over-

hauling and repair expenses:
Foreman's time overhauling, 30 hrs. at 40c $12.00
Repairs for engine and outfit 24.00

$36.00

Over 64.5 days this amounts to 56c a day.
Operator's wages includes all wages paid to operator

while on this work, whether moving or stopping.
There is nothing marvellous in the speed with which

this work was accomplished; almost fourteen days be-
ing required to finish it. The redeeming features are
the low cost at which it was done, the fact that the
tractor made the doing of it possible when it was im-
possible to do it with horses owing to the press of har-
vest operations, and the fact that the iFork was done

in days when the heat was so great that horses would
have made very poor progress in such work.

The Tractor in Fall Plowing

\I,rHEN the time came for the opening of fall plow-
ing operations the tractor was again put to

work. It pulled a three-furrow plow, twelve-inch fur-
rows, and though the operator was a "green" tractor-
man the quality of the work showed that he was a
well matured plowman. It is much easier to learn to
drive a tractor than it is to do good work with a plow
under adverse conditions. The ground was very hard
and dry, yet this did not seem to trouble the outrfit
very much.

The following table is a summ.ary of the cost of
plowing 155 acres of fall plowing:
Number of acres 155.

Number of day's plowing 45V2.
Operator's wages at 30 cents an hour.... $136.65
305 gallons kerosene at 21% cents 65.57
37 gallons gasoline at 35 cents 12.95
38 gallons cylinder oil at 65 cents. 24.70
6 gallons grease at 25 cents. ... .......... 1.50

Interest at 5% and depreciation at 15% for
45% days at 95 cents a day 43.22
Foreman's time when overhauling and repairs
at 56 cents per day '.

. . . 25.48

Total $310.05
310.05

Cost per acre = — $2.00 per acre.

155
According to the above the average day's plowing

was less than three and one-half acres per day. This
small average is largely due to delays caused by the
pressure of land-fast boulders, also by lost time caused
by minor engine troubles which could have been pre-
vented by a more experienced operator. Even with
this small average per day we are able to show a
comparatively small cost per acre. With the advent of
a skilled operator, the removal of boulders and with a
liberal supply of fuel and water at the operator's hand
it will 'be possible to not only show a higher average
of plowing per day, but also a still lower cost per acre.

With large, fairly level fields of regular outline and
free from boulders, there is no longer any question as
to the possibilities of the tractor. Yet no matter how
good the conditions unless the operator knows his
engine as thoroughly as a good teamster knows his
horses he cannot hope for much success in tractor
farming.
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UNQUESTIONABLY
"Canada's Lowest Hauling Cost"

Mr. Dealer,
The Beaver Agency is a big

Money Maker

The Beaver Truck is the result of

actual truck knowledge, based on

approved engineering.

It is built on sound engineering prac-

tice and built to stand up.

It is built in Canada's largest exclu-

sive truck factory, by men long
experienced in the manufacture of

motor trucks and who know Canada's
transportation problems.

Part of the large saving in duty on
American trucks is put into extra
built-in value and the balance is

deducted from the usual list price of

the trucks.

Up-to-date transportation.

fVrite for full details and Agency Proposition,

Beaver Trucks
Manufactured in Canada by

Beaver Truck Builders, Limited, Hamilton, Ont.
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VETERA
MOTOR TRUCKS

Made in Canada

POWER, LOW UPKEEP, LONG LIFE
This combination interests the man who has freight to haul

Why we use the Zenith

Carhuretor

The average driver is usually unfamiliar with

his car. He knows that it he does certain

things, certain things will happen, but he does

not know the reason why. It he is inquisitive,

he will attempt to find out, usually with disas-

trous results. It is therefore essential that all

working parts be as nearly fool-proof as pos-

sible. The Zenith is free from adjustments

and is simplicity itself. Its reliability is well

known. If the Zenith was not perfect, the

British Government would not have used it on

practically all our planes.

Why we use the Eise-

mann Ignition

It is poor economy to buy a cheap ignition. The Eisemann is

known to be dependable, durable and efficient. The impulse

starter insures a hot spark for starting and eliminates a com-

plicated auxiliary battery system. Its efficiency warrants its

being used on the Veteran.

Why we use the Simplex

Governor
A good governor should automatically proportion the power

output to the power requirement, within the capacity of the

engine; it should leave available at all speeds, every pound

of power that the engine can usefully employ and still pro-

vide an exact governor control.

This is the second of a series of advertise

reasons for using certain essentials which g

the February number dealt with the engine

2-2^i Ton Model Complete with Cab and Stake Body

There are two sources of . heat in an engine, the burning

charge in the cylinder, and friction. All oils have limits of

temperature beyond which it is not safe to subject them. Any
increase in engine speed, with load, will necessarily result in

considerably more heat from the burning charges and give a

larger percentage of frictional heat. Therefore it is of vital

importance to regulate or govern positively the engine speed.

By a careful balancing of the power required and the power

developed the efficiency of a truck may be increased 20 per

cent, to 50 per cent., as may be shown by well-established

records. After thorough investigation and trials, our engin-

eers decided on the Simplex as the most suitable for the

Veteran.

ments running in this paper, explaining our

into the Veteran. The advertisement in

and transmission.

Eastern Canada Motor Truck Co., Limited
HULL, QUE.
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APOLLO
No. 1.

Super
Mica
Plug

SPARKING PLUGS
—are sure and satisfactory sellers!
You're on a good thing when you handle APOLLO PLUGS—they represent the highest standard of
BRITISH plug manufacture, are fully tested to ensure maximum efficiency and are guaranteed to
give complete satisfaction.

With the APOLLO range of plugs you can promptly meet every plug request—there are models for

TOU
^^^^ ^^^^^'^^'"^^ Tractor engine—and every plug carries a GOOD PROFIT for

6/-

Porcelain Plug is specially designed for the FORD
engine. It has Solid Brass body, gas thread,
is clean to handle, will not rust, fits the special Ford
spanner, is insulated with finest porcelain and
is detachable for cleaning. Retails in the
U.K. at 5/

Super Mica Plug, is specially designed for high-
speed, high-compression engines. It is unaffected by
excessive heat and of exceptional durability—a plug
that gives a quick start and adds power to the

engine. Retails in the U.K. at

Get on to the APOLLO PLUG proposition and you'll do big business in selling plugs. We can give prompt
shipment of all models and supply you with posters, showcards and advertising literature. Write us for trade
terms and full particulars of our models.

APOLLO PLUG MFG. CO.
Moseley Street Birmingham, Englsuid

Codec A.B.C. 4th Western Union

Plugs for

APOLLO
Special

all engines

Overtime
Tractor
Plug

APOLLO
L.C.B.
Special
FORD
Plug
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THE
WEDGE

CROSS SECTION OF RING

Section pressing outward and
upward.

. Spring section of ring.

. Lower outward and downward
section.

ILLUSTRATING THE WEDGE
PRINCIPLE

The Wedge principle employed in

the making of WedgeRite Piston
Rings is shown in the accompany-
ing drawing. Its superiority, mea-
sured by its ability to expand in

WIDTH, as well as in diameter,
means utmost satisfaction for
motorists.

W The Wedge Does It

Back of IVedgeRite Piston Rings is a principle used for ages by
woodmen in splitting giant trees. The advance agents of civiliza-

tion know the x alue of the wedge and increase efficiency by using

it. In adapting the wedge principle to the construction of piston

rings we ha\'e solved one of the most troublesome problems facing

the motorist. The WedgeRite Piston Ring is made up in three

sections—two outer or bearing rings and a wedge-shaped ring

of untempered spring steel. This spring steel ring is slightly

larger than the two outer rings and when placed between them
it exerts a constant outward pressure, wedging the outer rings

apart and pressing them firmly against the groove walls. Wedge-

Rite Piston Rings excel because of this exclusive feature.

More Power—Smoother Operation

WedgeRite Piston Rings are power boosters for the farm tractor.

Running along the level, over rough ground, or up an incline,

WedgeRite Piston Rings hold tight giving the engine every ounce
of power generated. You cannot do a better stroke of business

than sell a farmer friend a set of WedgeRite. They will save him
mone}' and give him more and smoother power. He will want a

•set on his motor car, tO£>.

Explain to your customers the principle of WedgeRite. It is so

obviously correct any user of gasoline power will see it-

A isi >^
LIMITED

92 Notre Dame St. E., MONTREAL

Order from Your Favourite Jobber
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The Name is a

Guarantee of

Quality

Rousing Sellers

Everywhere

Shown

Three-Power Selling Force!
Sell the line with the reputation—you'll find it is

the easiest and best seller always.

The Lister line has behind it: (1) the world-wide
British reputation for thoroughness; (2) fifty years

Melotte
Cream Separator

The original Melotte— famous for close-
skimming, easy clean-
ing and easy running.
The separator with
the s e 1 f-balancing
bowl, the only ball-
bearing bowl on the
market. It cannot
get out of balance,

• can't cause currents in
cream, nor remix
cream with milk.
S i m p le, durable—
foolproof. Sells on
its wonderful reputa-
tion for efficiency.

Avery Tractor
A most satisfactory tractor in

actual use because parts are so easily
accessible and easily kept in order or
renewed. All sizes from 8-16 H.P. to
40-80 H.P. have standardized design
A size tractor for every farm.

of Lister success in perfecting farm machinery of
the highest standard of reliability.

Join these big selling factors up with your own
reputation and you have a three-team selling power
that will mean big business this season.

The Premier
Cream Separator

Abounds in convinc-
ing selling features.
A remarkably close
skimmer. All running
parts enclosed. High
skim milk delivery
point permits large
can and less changing
of pails; aluminum
discs can't rust; oil-
ing direct to bearings,
all revolving parts
running in oil. A sim-
ple, easy-to-run, easy-
to-clean machine that
never fails to sell
well.

J

Lister
Engine

2, 3, 5, 7 and 9 h. p.—
Standard hopper cool-

ed, throttle governed,

automatic lubrication,

high tension magneto.

Simple, easy to opera-

ate, economical — true

British quality through-

out.

The Lister

Milker
Here is the milker of

milkers on which you can
stake your reputation. Has
made good for years.
Lister quality means long
service. A system of
regular inspection is main-

tained by company.
One of the greatest
sellers in the farm
machinery business

—

a sure winner for
YOU.

Lister Grinders
Will grind as fine and do morework than any other. Great capacity,

easy running, never clogs. Handles
all teeds with equal success.

Write now for full particulars about Lister Lines

R. A. LISTER & CO. (CANADA)
58-60 Stewart Street, TORONTO Also at Wall

WRITE FOR AGENCY PROPOSITION

Lister
Silo
A per m a n e n t,

strongly built silo

that will give years
of dependable serv-

ice. Made of choice,

well seasoned lum-
ber specially treated

with preservative.

Well designed and
an attraction to any
set of farm build-

ings.

LIMITED
Street, WINNIPEG
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John Deere Implements are easy to sell

—They have many exclusive features—and they

are sold through John Deere dealers only.

The John Deere dealer has something different to tell farmers about implements.

Farmers are easily interested in the exclusive features of John Deere implements—and easily convinced. This, too, is of prime importance to you, the dealer.

John Deere Implements are sold through John Deere dealers only. There is no
way around it. And the sales policy is decidedly liberal in other ways—all of

which makes it advisable to push the sale of John Deere implements. It is a

merchandising plan that goes farthest in helping you to build a substantial busi-

ness foundation.

Here are two items that are of interest to farmers right now.

John Deere Stiff Tooth Cultivator
For Summer Fallow

The John Deere Stiff Tooth Cultivator does better
work with less draft. Show farmers why this is so.

Show that it makes a better* mulch—that all shovels
lift level—that they are wide and provide a substan-
tial overlap. Farmers are interested in the fact that
every bit of ground is pulverized—no weeds missed
or pushed aside. Show your customer the extra strong
angles and angle braces. It is easy to prove that the
John Deere Stiff Tooth Cultivator is easily adjusted
and operated, and that it lasts longer and gives better
service.

John Deere Syracuse Spring Tooth
Harrow and Quack Grass Destroyer

Farmers everywhere enthuse over this harrow that

does a better job of pulverizing and smoothing the

soil than other harrows. It digs up the under soil and

brings it to the surface with greater ease and cer-

tainty. The framework is constructed so that there

is no choking or loading. It has a small opening in

front which widens toward the rear. Teeth are

spaced so that all trash works toward the centre and

out through the opening. The teeth are instantly

adjusted.

Arrange NOW to Sell these Quality Implements:
John Deere Low-Down Manure Spreader
John Deere-Van Brunt Grain Drill
John Deere-Van Brunt Fertilizer Drill
John Deere-Dain System Left-Hand Side-

Delivery Rake
John Deere-Dain Hay Loader
John Deere One-Horse Steel Cultivators

John Deere Syracuse Spring-Tooth Harrow
John Deere-Van Brunt Lime and Fertilizer

Sower
Hoover Potato Diggers

Hoover Potato Planters

Hoover Potato Cutters

John Deere Scufflers

John Deere Corn Planter

John Deere Cultivator

John Deere Beet Tools

John Deere Syracuse Plows—(Riding, trac-

tor, walking^

The John Deere Sales Policy is most liberal. Write for information ifyou
are not now a John Deere Dealer. Get the utmost out of your ability.

John Deere Manufacturing Co., Limited, Welland, Ontario
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Added Power —No Increase in'Wci^^t
Mder Tracks- U^terTrcad-Stron^erGround Grip

Are You Ready for the Rush ?

Because of the hard Winter and heavy snowfall, it is
going to require an unusual lot of rush work to get
the seed in the ground early enough this season.
Spring is almost here. Farmers everywhere are,
right now, studying up ways to get their crops in
early.

Most farmers already know the Cletrac favorably
and our advertising is winning new Cletrac converts
every day. Our big March advertisements in the
leading farm papers told about the improved Cletrac
with wider tracks, the exclusive steering device and
the new water air cleaner.

The demand for Cletracs is growing fast. A lot of
Cletracs will be bought in your vicinity within the
next few weeks. You can easily get your share of
the orders and your share of Cletrac profits if you are
ready to do your part.

You can't get back of the Cletrac too strongly. It is

the tractor that can be first in the field. Talk Cletrac's
all-round handiness—^that it can do more kinds of
work more days in the year than any other tractor.
Every farm, big or small, soft or sandy, wet or dry,
needs a Cletrac or more than one. Selling Cletracs
is easy work this Spring and you are going to get big
pay for every bit of time and effort put into Cletrac
sales.

You can't afford to delay. Get ready for the rush.
Get a Cletrac agency. Get four or five Cletracs on
your floor and have others coming to you in order.
Call on every man in your locality who needs a
Cletrac and talk Cletrac's advantages to him before
May 15th.

If you are not a Cletrac dealer now, write for our
dealer offer. We have a liberal proposition for you.

CtevelondTroctor Company
of Canada LimihMl

Head Office:

WINDSOR, ONT.
Western Sales Office

REGINA, SASK.
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Make This Book
Your Buying Guide

It will keep you in touch with every phase of mechanical equipment, no matter what
your business may be. It will keep before you the advantages of concentrating your
buying in one place, where everything mechanical needed for the factory, power house,

machine shop, garage or farm is obtainable.

It should be permanently on the desk of every purchasing agent—every buyer of mech-
anical goods.

Write to-day for your copy of

General Catalogue No. 20
the most complete compilation of mformation for the Canadian buyer of mechanical
goods, departmentalized, conveniently thumb-indexed, and cloth-bound.

The Canadian Fairbanks-Morse Co., Limited
St. John Quebec Montreal Ottawa Toronto Hamilton Windsor

Winnipeg Saskatoon Regina Calgary Vancouver Victoria

Scales Valves Steam Goods Oil Engines Pumps Electrical Machinery Machine Tools
Transmission, Railway and Contractors' Equipment Automotive Equipment
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Helping the Accessory Dealer Win Out
THERE are only two really important problems

which confront the retail merchant, and these
are buying- and selling. The success of any

business depends very largely upon these two phases,
and each is of great importance. It is a question just
wihic'h is of the most importance at the present time.
Some view buying -as the most important factor in
successful merchandizing, arguing that the stock
which goes into the store is the food upon which
the business strength is built, and that thie methods
of selling, important as they are, only go to dispose
of that which is purchased. This is true.

Buying is the very first requisite of a successful
business, and no merchant can hope to overcome the
handicap of poor buying sufficiently to operate his
business under the present conditions with even
moderate success.

It is, therefore, important that the merchant be a
good buyer. Without beiHttling the importance of
good buying, I sometimes think that buying
is usually over-stressed under the delusion
created by that old adage that "goods well
bought are half sold." But what of the
other half of the sales operation that re-
mains?? Goods half sold are no ibietter

than goods unsold if sale is not completed.

The buying of the goods is merely the
first half of the transaction, and, import-
ant as it is, it does not complete the trans-
action. The half that remains, that of
actually selling the goods, is by far the
most important part of the transaction.
And while there is much truth in that oVl
maxim that "goods well bought are half
soldi," it flhlourjd go without saying that
"goods all sold were well bought." The
mere fact that the goods were we'll boiught
does not sell them, althougth goods well
bought are much easier sold.

Almost any merchant who has provided
his business with a proper system of buy-
ing records can buy goods if he has the
market or outlet for them, but not so with
the selling end of the business. Selling
covers a muiltitude of activities, and many
a good buyer has gone down to ruin be-
cause he could not cover the selling end of
the game.

The main problem before the accessory
dealer during these days of keen competi-
tion is to sell, not merely to have on hand
those articles for which his cusitomers may
call, but he must put up a strenuous fight
for business, not because business does not
exi.st, but in order that he may get his full share
of the business.

'pHERE never was a field which offered such op-
portunitieis for building up a large and successful

busmess as does the accessory trade. It is not that
busmess does not exist that the accessory dealer
must make a strenuous fight for business, but because
of the increasing competition that is making it so
important for him to put up a vigorous fight for
trade. Almost every hardware store in the land is
mstalling an accessory department, and in some of
these stores this department is becoming the teadimg
one of the business.

Mail order houses are going after the accessory
trade with a vim and energy that should make the

By F. H. SWEET
accessory dealer sit up and take notice. Only re-
cently two of the largest mail order houses in the
country sent out several million copies of catalogues
listing some 50 pages of accessories. Another mail
order house sent out a catalogue with more than 60
pages of accessories. Only the wide awake accessory
dealer is going to be able to meet this competition.

The local acc©.?sory dealer has many advantages
over the mail order house. He is in close touch with
his prospective customers all the time. By watdhing
his operating expense he should keep his cost of do-
ing business down to such a point where he can suc-
cessfully Vneet the mail order house prices. It is
not necessary for the local dealer to set his prices on
an equality with the mail order house, as he should
take into consideration the transportation charges

Boy, Page the Mechanic
-Philadelphia "Ledger

and the interest that is lost on money paid in ad-
vance. Another advantage the 'local dealer has over
the m'ail order house, and one that the dealer may use
to his benefit, is the delay the customer experiences
very often in receiving goiodis from mail order houses
The dealer who finds that a great deal of the acces-
sory business of his community is going to the mail
order house cannot do better than to emphasize this
point strongly in his advertising.

Another point the local dealer should emiphasize is
the advantage of examin'ing merchandise previous
to purchasing, something which is impossible in the
mail order business. There are plenty of other argu-
ments that the local dealer might us, but, unless the
mail order houses are making great inroads in the

community, it is best to ignore them altogether espe-
cially in general advertising.

Tihe best pilan is to try to line up the names and
addresses of the car owmiers in the community
who are patronizing the mail order houses, and send
them a personal letter touching upon the various
advantages of buying at home, and asking them for
the opportunity of figuring on their next order for
accessories. Never "knock" the mail order house in
your advertising or in your sales talk. When you
"knock" you get people thinking that there may be
something in buying from the mail order house after
all, or you would not be squealing. It is enough to
realize that the mail order 'house is coming into your
territory, that it is one of your real competitors and
that you must go after the business wi,th renewed
energy.

Winning trade is "getting people into your store."
This is a big job. You should consider every possible

means of attracting the attention of the
public and arousing their interest in the
particular store exploited. T'he very first

thing that should receive your considera-
tion is the stock of merchandise. If you
are to meet competition successfully you
must have in stock every item of merchan-
dise for which there is a demand. '

Such items as tires, tubes, plugs, jacks,
tire tools, patches, tape, lace-on boots, etc.,

are standard articles of stock and wil be
found in any accessory store or any store
catering to the auto trade. But in every
locality there i-s a demand for certain arti-

cles peculiar to that particular locality,

and it is up to the individual dealer to

carry these in stock. The best way to de-
termine what line of accessories is the most
likely to be in demand is to know the
makes of automobiles that are the most
popular in your locality, and then stock a
line of accessories especially adapted for
these machines. P'or instance, an accessory
dealer located in a town of 4,500 where the
most popular machines sold are the Buick,
Dodge, Overland, Ford and Essex, and
possibly an occasional Hudson, Packard and
Cadillac, would want a stock of accessories
for these lines of cars, holding the lines

especially adapted to the three last named
down to a limited supply. He would not
want to stock an exteniSive line of acces-

sories for Stutz, Premiers, Elcars, Empires,
Bush and other cars which had a very
limited distribution in his community. The

city dealer may handle a much greater variety of
accessories because of the larger number of various
makes of autos sold there.

'T^HE following is a memorandum of Preferenlbial
Tariff Allowed Canadian Goods within the British

Empire. March 29, 1920.

Regular
United Kingdom . . .Foreign 33 l-3c/

South Africa Foreign 40 %
New Zealand Foreign 40 %

Australia.—On the 27tih of February the Parlia-
ment of Australia wals called together and the im-
pression exists that they vv-ill re\ase the/ir tariff to-
wards Canada. Nothing as yet has been dtone.

Preference
Canadian 22%
Caniadian 17%
Canadian 10%



THE TRACTOR IN THE WEST
IN

THIS period of transition from war to peace

perhaps the phrase mcst often heard is "greater

production," greater pi-oduction along all lines,

but more especially of the great essential, food.

Prices have attained new high levelis, because for a

long time so large a portion of the world's population

were consumers only. Prices will only attain lower

levels, and the cost of living decline, as a surplus of

food stuffs is created.

Canada's duty to the world at large, and to herself

as a nation, is to bend every ounce of energy towards
production, and in analyzing the situation the only

solution is, farm better and farm more. The tractor

will play an important part in this period of greater

development. Without the tractor it would indeed

be a stupendous task.

From research made by various parties a conserva-

tive estimate of the number of tractors in actual

operation on Western Canadian farms is twenty-five

thousand, nine thousand of

which were purchased in

1919, and indications are

that at least ten thousand
more will be purchased dur-

ing 1920. You may ask - is

there room? It has been
estimated that the acreage
of unoccupied lands in the

three Western Prairie Prov-
inces exceeds fifty million

aci'es. It is inhabited at

present by only a quarter of

a million farmers.

The modern farm tractor

is the farmens' greatest

friend, and is doing more
than any one can measure
at this time to increase pro-

duction, and permit the

rapid development of fertile

tracts so long awaiting cul-

tivation.

Much blame has been at-

tached to the tractor hereto-
fore which rightly could be
traced to the operator. With
the courses offered in me-
chanical engineering in our
agi-icultural colleges, and the
schools conducted by the various tractor companies
themselves our boys are learning how to operate
them successfully. Then, too, tractor builders are
realizing the value of standardizing their product,
and closer co-operation on the part of the manufac-
turer and the user is resulting in igreater efficiency

and greater satisfaction.

The writer had occasion to be present at the five

large Western fairs last year, and met hundreds of

farmers daily for a period of five weeks. You will

agree with me that during that length of time, in-

terviewing farmers from every part of the three
Prairie Provinces, one would hear every side of the
power farming question, and I did. Ever since I have
been more convinced than ever of the need of trac-

tors, and the field there is for tractor sales. The
farmers here in the West no longer need to be con-

vinced of the convenience, economy and great utility

of the tractor. Experience this last few years has
proven beyond question that more work can be done

By W. A. PRUGH
with greater ease by power farming than by former
methods.

IN WESTERN CANADA the growing season is

very short. It is necessary to work hard, fast

and long to prepare the seed bed in proper time, and
work done on time, in its proper season, always re-

sults in larger yields. The tractor is the rapid fire

gun that will win the battle, and bring the West to

a higher state of cultivation in a short time.

There are many types and sizes on the market.

The tendency more recently has been away from the

large cumbersome type to the smaller tractor more
suited to general purpose work. In many cases the

farmer has over-estimated the capacity of his trac-

tor, and expected too much from his smaller machine,

and as a result has condemned the use of tractors,

but the reasonable man who gave the same care to his

tractor as he would give to a pedigreed horse has
had results. We all know that there are some trac-

tors on the market poorly designed, and built far too

cheaply—built to sell and not to serve—but tractors

as a whole should not be black-balled because of them.

The well built medium sized tractor is here to stay.

The Western farvier needs and is demanding Simpli-

city, Durability and Economy in a tractor, and
SERVICE FROM HIS DEALER. He is not buying
with his eyes shut. The majority are purchasing

only after having conducted a thorough investigation

into the various makes.

There is a limited use for the large outfit, particu-

larly for breaking large tracts.

There is a field for small tractors where farms are

smaller and work is not done so extensively.

But the demand in the West seems to be for the

well built medium sized machine.

Too much importance cannot be given to quality

and service. Manufacturers should realize more than
ever that the tractor is here to stay, and that to get

repeat orders they must put quality into their goods.

T^HERE are three parties interested in the Western

tractor situation at the present time—The
MANUFACTURER, the DEALER and the FARM-
ER. The manufacturer wiants to sell his goods, and
must make an article that will meet the demand. The
farmer wants and needs tractors, and the dealer is

the medium through which these two are each sup-

plied with their want. The success of the industry
depends as much on the Dealer selling the farmer
what he really needs as it does on the manufacturer
in making a good article. The influx of new settlers,

the re-establishment of our soldiers, and the great
movement "back to the land" are all going to have
their effect on the tractor business.

The spring season is here.

Already we are feeling the

effects of the warm sunshine.

The "chug, chug" and
"purr" of the tractor is

heard throughout the land.

The warm earth is being
turned up to grow mellow
in the sun and awaits the
seed. Vast acres need only
the modem tractor and the
plow to turn them into

fertile fields.

The call of Nature is

abroad. Are we alive to

our possibilities? The cry is

going out daily for increas-

ed production, and lower cost

of food stuffs. The West is

the great Bread Basket of
the world. What it needs
is more tractors and better

tractors. Take away the
tractors now in use, or pre-

vent the farmer from buying
more, and what would hap-
pen to our production and
food costs?

The land, the tractor and
the grain can be likened to

the clover, the bee and the

honey. The tractor is as truly essential to-day in the

production of grain as is the bee to the production of

honey. It is a most important link in the chain, of

our modern farm life. We cannot do without it here

in the west.

Tractor Manufacturers, Tractor Dealers and Farm-
ers, let us each analyze jthe other's view point, and
strive to realize that we all play a most essential part

in bringing our vast undeveloped areas to a higher

state of cultivation and production.

\ CCORDING to a Winnipeg report imiplement

dealers of the West fear a serious ^^orttage of

farm machinery and tillage implements this spring.

There is a big demand now and by the time spring

opens up it is likely to be abnormally large. Manu-
facturers in Canada and the United States comiplain

of lack of materials and difficulty of obtaining de-

livery. As a result goods which have been ordered

months ago have not been delivered yet.



Good Profit in Handling Lightning Rods
THE Provincial Fire Marshal is having an act

introduced in the Ontario Legisature to make
it compulsory to protect against liglhtning,

the following classes of buildings:
(a) All farm buildings, hereafter erected, costing

$2,000 or more, including gToups (within 25 feet ol
each other), and additions to existing structures.

(b) All buildings on farms or in rural districts
containing food stuffs or other farm produce to the
value of $2000 or more.

(c) All grain elevators, flour, cereal and grist-
mills, and sugar refineries.

(d) All spires, towers, chimneys and buildings
sixty feet in height or over.

The act also has far reaching provisions for regu
lating the manufacture, sale and installation of light-
ning rods, the enforcement of the act to be under tha
direction of the Fire Marshal's office.

To those not well informed on the subject, this
act may seem di-astic; but the Fire Marshal has good
ground for advocating such a measure. He found' last
year that there were 1,045 lightning fires in Ontario,
with a nominal loss of $490,557, or practically half
a million dollars. The real loss is much greater,
and may reach twice that amount. They were mostly
farm buildings, although the other classes mentioned
came in for their share. And amongst the 1,045, there
was not a single case of a properly rodded building
being fired, although in country districts about one-
third of all buildings', tak-
ing it on the average, are
protected against light-

ning. There were a few
j

cases of improperly rod-
ded buildings that were
fired. In 1918 there were

^

1,166 fir«s, again for
about half a million dol-

lars of 'loss, and not a
single properly fodded
building amongst them,
and only one improperly
rodded one.

XX/HETHER the pro-

posed act becomes law
or not, it has one clear
meaning for the manu-
facturer and vendor of
lightning rods, viz.: It

gives the business a new
status; it proclaims to

one and all that there is

no inherent reason wihy
there should be a stigma
attached to this business.
Yet such has been the case
for many years, and why?
because those engaged in

it in early years were for
the most part ignorant of
proper methods; and the
people for whom rods were
being installed hadn't the
slightest notion of how it

should be done; the re-

quisites of a good rod were
not understood, conse-
quently some very inferi-

or rods were manufactured, e.g., the iron rods, and
especially the twisted iron centred rod—many build-
ings protected with these have to be rodded again;
and lastly because some unscrupulous "lightning rod"
men, perpetrated numerous frauds of one kind and
another. All these factors, and perhaps others, gave
the business a bad reputation from which it has for-
tunately been recovering during recent years. The
proposed act will help standardize the business more
than anything else that has happened in its history.
It wnill mean that every agent who installs rods must
be:

1. A reliable man—because no one can obtain a li-

cense until he presents a certificate of character from
the mayor or reeve of the municipality of which he
is a resident.

2. A trained man—^for if he puts up a poor job his
license and the license of the firm he represents may
be cancelled by the Fire Marshal.
At the present time there are some lightning rod

firms which make no pretence at training their agents—they sell the goods to the agents, accompanied by
some printed instructions, if the agents do the work

By W. H. DAY, B. A.
Formerly Professor at O.A.C.

well, all right, if not, again all right, so far as the
firm is concerned. I am glad to say there are several
firms which do train their men; new dealers receiv-
ing special attention.

And when I say the Lightning Rod Act will stan-
ardize the business, I mean not only that the rods
themselves will have to be up to the standard, but
also that the agents will have to be reliable men,
and that all manufacturers will have to adopt strin-
gent measures in training and supervision so that
every installation will be first class in every par-
ticular.

That's what the Lightning Rod Act should do for
the lightning rod business in Ontario. And I predict
the leaven will spread to other provinces. Already I

know another province where some of the members of
the legislature are thinking seriously of introducing
the measure in their Local House.

IMPLEMENT dealers, and dealers in other lines as
well, will not be stow to appreciate the splendid

opportunities the lightning rod business offers under
these new and encouraging conditions. Hun-
dreds of dealers are finding it a very pro-
fitable side-line, and many more are devot-

Sheep Building, Central Experimental Farm, Ottawa, protected with cable and fixtures.

ing their entire time to it during the summer
months. In the past the high class companies, those
who have been giving training from the factory right
down to each individual dealer, as outlined above, have
had to contend with considerable cheap competition on
the part of those other firms who are giving no train-
ing and no service, and some of whose redding will
have to be re-installed before it will pass the inspec-
tion of the Fire Marshal's office. When all firms have
to give similar service the cheap competition should
be largely eliminated, though even then it is quite con-
ceivable that some firms may be able to give much the
better training and service. The purchaser above all
others, will appreciate the provisions of the new act,
for when he has his buildings protected he will be sure
that it is done right, and done once for all.

Dealers wiLl appreciate a word or two about types
of rod. They divide themselves into two broad classes,
viz.: round and flat. As to material, copper is rapidly
displacing all other metals for lightning rod purposes.
Some iron rods are still sold, especially in Quebec, but
they are inferior, flrst, because they are less durable,
frequently rusting oflT at the ground, and secondly,

because when they become rusted on the surface their
capacity for carrying current is greatly reduced.

It is to be hoped the Lightning Rod Act will pass
the legislature. Many farmers in years gone by have
asked me to advocate such a measui-e. Four years ago
I went so far as to outline the provisions necessary
in an act, though without any compulsory clause, and
forwarded it to the department, but it was pigeon-
holed. The present proposal of the Fire Marshal's
should be a good measure for the manufacturer who
wants to give the best service in lightning protection,
also for the dealer who wants a clean, legitimate lino
with a reasonable profit; and above all for the pur-
chaser who knows nothing about the science of light-

ning protection, and needs some guarantee that when
his buildings are rodded he has the perfect protection
that only a good job can give.

SASKATCHEWAN BRANCH OF THE
R.M. A. FORMS AUTOMOBILE SECTION

npHE publicity bureau of the Saskatchewan branch
of the R. M. A. has sent out the following

circular

:

The work of the Saskatchewan Branch of the
R. M. A. has now been very considerably extended by

the addition of an imple-

ment section at the Pro-
.

' vincial Office, Saskatoon.
This section, which has
been formed specially to

look after the interests of

the implement and auto-

mobile dealers in the
province, is in charge of

Harry Pizzey, who has
had wide experience in

the imiplement trade and
is also an experienced ac-

countant.

In the course of his

work he will endeavor to

secure the necessary data
in order to compile a com-
parative statement show-
ing how the margins of
profits allowed to the im-
plement dealer have de-

creased during the past
five years. While the
price to the consumer has
been gradually increasing
the margin of profit

allowed to the dealer has
not increased in propor-
tion to this increased
price and the continually
increasing expense of
carrying on business. In
addition to this, Mr.
Pizzey will, in the course
of his travels, give any
assistance that may be
required to the dealers
with whom he comeis into

contact.

Mr. Pizzey will eventually devote more of his time
to actual organization work with a view to increasing

the membership of the Association amon'gst the im-
plement and automobile dealers of the province to

as near 100 per cent, of those engaged in these lines

of business as possible. If we are to reach this goal

it wlill be necessary for the Association to have the

moral and financial assistance of the whole of the

implement dealers throughout the province.

We would be glad if the implement dealers of the

province would take advantage of this new Depart-
ment in our work by drawing our attention to any
matters of interest to the implement and automobile

trade which they consider should be taken up and
dealt with.

lit is hoped that other "western provinces will be
encouraged to take up work of this nature and to

establish an organization similar to the one in Sas-

katchewan, in order that united action can be taken
where necessary in the interests of the implement
and automobile trade.



A Contractor—But Not a Chronic One
He Built Houses—Now a Successful Implement Dealer

"C
lANVASSING THOROUGHLY;

"Studjing prospects closely;

"And real, hard, honest-to-goodness work:
"These are the fundamental points which have

helped me to whatever success I have achieved in

selling implements," said T. S. Haney, implement
dealer of Fenwick, Ontario, to an M. T. I. represent-

ative recently when discussing with him some of the

reasons for his success.

"There are a great many other reasons, of course,"

he continued "but these are the fundamental or

primary."
It is always interesting to learn of a man branch-

ing out into new lines of endeavored, but when that

man is forty-five years of age, and has been an un-
doubted success in a particular line, we naturally

"sit up and take notice" when he suddenly switches

around and adopts a new trade or profession.

Courage is required for such
a trick and courage of a high
order.

Mr. Haney is such a man and
he possesses both courage and
good common sense. When he
started out in life he chose the

trade of carpentry and at the
age of twenty-two was working
as a fully qualified artizan.

A few years later he branch-
ed out for himself as a contrac-

tor—a builder of houses—and
pursued this line until two
years ago when he broke into

the implement field. At first,

it must be admitted, he tackled
the new line in a rather half-

hearted manner—^more in the
nature of an experiment tihani a
serious attempt to establish a
real business.

T TP TO the commencement of^ the great war and for two
years afterwards the building
business had been good but when
the cry went out for men and
more men, and labor and ma-
terial became difficult to pro-
cure Mr. Haney was persuaded
to emter the new field.

It happened this way.

About two years ago wihile

putting up machinery in a
canning factory for one of the
largest power machinery con-
cerns in Canada he was ap-
proached by a representative of
the company and invited to be-
come its agent in his district

for farm engines. He pooh-
poohed the proposal at first but
the representative was persis-

tent and kept at him until be
finally consented IJo take the
agency—as a side line. But let

Mr. Haney tell his own story.

"When I took the agency for farm engines I had
no intention of giving up my contracting business. It

struck me that selling engines would make a good
side line until the bulding trade picked up and as I

had some time on my hands I could use it profitably
canvassing the farmers.
"After three months I was surprised at the number

of sales I had made and encouraged by my success 1

decided to give more time to the new business.
"I took on the agency for a well-known line of

implements and commenced in real earnest to do
business with the farmer. In my first year I made
a clear profit of $800. I now decided to go into the
implement buisness seriously, and commenced to add
to my line. I took on a separator and numerous
other lines until to-day I handle practically every-
thing required in power-farming.

"In the contracting business I was fortunate in
earning a reputation for honest dealing and for
taking pains to please. This has stood me in good
stead in my new work.

"I am a firm believer in honest dealing and have
tried to build my business strictly on that principle.

"I study my customers and their needs; study the
conditions in which they are working and try to sell

them something for which they have a real use.

"With my policy of canvassing I have a fine oppor-
tunity to see the farmer and to talk with him right

on his own door step. I take an interest in hi.s

problems and talk them over with him. In this way
I get first hand information about my prospects and
know pretty well just where a separator, milking
machine, spreader, plow or engine is required.

"T AST year I succeeded in doing a $17,000 busi-^ ness and hope to do considerably better this

year.

Most of this business was done for cash. The
farmer in my territory almost invariably prefer to

do business on a cash basis, and I do all I can to
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ness will put the dealer on the right side of the
fence.

"X/TY territory is largely a fruit growing district

and covers an area of about twenty-five square
miles. It is rather a large territory for one man to

cover and give the proper kifid of service. However,
I keep my car pretty busy and so far have been able
to handle the work alone. I expect though to hire
some helip as I have a feeling especially since I built

my new warehouse and work-room—that the business
is growing too large for one man to hand'e. I could
keep a man busy on service work alone.

"Prompt attention to service calls I consider very
essential and ability in the dealer to do repairs prac-
tically compusory.

"I don't like dealing in second hand good.^. This is

not a junk shop nor am I running an old iron business.
The only condition under which I wall accept a second

hand machine is if I know for
certain where I oan dispose of
it."

Mr. Haney's business grew
so rapidly that last summer he'
decided to build a store and
work-room.

The new building, now prac-
tically complete, is up-to-date
in every way, and, the M.T.I,
representative avers is a
somewhat unique one in the im-
plement field. It was designed
and built by Mr. Haney him-
self.

The material used in the con-
struction is wood and concrete.
The buildirig is 25 x 55 and two
storeys high. The front is com-
pletely occupied by two large
plateglass windows. The finish-

ings inside are especially good
and with little streak of imagin-
ation would make -a suitalbte

book store.

Shelves are built in all

around the store where repair

parts and accessories will be
kept. The office—Oh, yes, there

is a real office—with desk, tele-

phone, stove and everything

that a good office should have
and it presents a fine business
appearance.

IirHEN
think

This picture shows Mr. Haney's splendid implement store at Fenwich, Ont.

encourage them. This eliminates the trouble of ex-

tensive book-keeping and besides both parties are
benefited by a cash sale. Of course where I am con-

vinced a man is financially sound I will accpt his

note, but I always point cut to him the advantage
of paying cash dovra.

"I don't like dickering over a sale, especially if my
prospect is stubborn over a few dollars. While I

never cut prices, in the strict sense of the term, I will

come and go a little to suit the peculiarities of the

case. Each customer has to be studied and suited.

No two men are alike except in this that we all have
our peculiar point of view and if we happen to be

a purchaser we claim the right to be satisfied in our
purchases.

"It is well to keep that in mind when making a

deal. It may mean the difference between a satisfied

and dissatisfied customer. Every dealer knows a dis-

gruntled customer is a dangerous man to have in his

territory. The saying, "the customer is always
right" is a pretty good one for us dealers to use as
a motto. Not that the customer is really always
right but some such motto or principle of doing busi-

asked if he didn't

the store was too

"high-falutin" for an imple-

ment business Mr. Haney said:

"I consider a good appear-

ance is a great asset to any
business and I am going to do
my best to make my store the
cleanest and most striking in

town."

The second storey is con-

nected with the ground floor by
an elevator and ip being fitted up as a repair depart-
ment. Work-benches with all necessary repair re-

quisites are conveniently arranged around the walls.

A special feature of the equipment is a small
power plant to provide power for the machinery in

the work shop and for demonstrating lighting sys-

tems. Mr. Haney has the agency for a 9 k.w. auto-
motive generator and in order to sell this properly he
has arranged a scheme of demonstrations, to illus-

trate the value of a lighting and small electric power
system on the farm.

By distributing great quantiities of literature

around his territory, adveittising in the press and by
a thorough and persistent canvas Mr. Haney expects^

to do a record business in 1920.

NO GARAGES UNDER HOUSES
ALDERMAN SINGER at the Civic Works Com-

miittee recently moved 'that a by-law be passed

prchibiting the construictlioin of private garages
under dwellings. The motion wias carried.



Hoiv the Garage Man Will Benefit by

BETTER BUSINESS METHODS
^ ^^s'^Si^^ constantly growing ap-
Ikr' 1\ preciation of the public in
ly V\ m motor cars, trucks and trac-

tors as useful, economical ma-
chines and sources of health,

pleasure and profit, has led

the majority of dealers and
garage men to take a

l)ride in the business and
become enthusiastic about
the future of it, and they

are—or should be—interested in:

Hov] to get the greatest possible benefit from this
Automobile Business and how to keep that prosperity
on the increase. To point the way to this goal is the
object of this article.

Every season large numbers of automobile repair-
men start in the garage business but, sad to relate,
quite a portion never make "good," simply because
they fail to learn and practise ordinary business
rules. And the worst of it is, that these fellows who
fail to survive, almost always "rock the boat" of the
better garage men, proving that to have a solid, sub-
stantial industry EACH dealer or garageman must
be a good business man.
One of the very first essentials for every garage

man and automotive dealer who is going to make a
lasting success is to give strict and careful attention
to keeping a record of his business—the handling of
money, time and materials.
Any one making a canvas of ALL the garage men

in many towns will be amazed at the number who
keep no regular record of their transactions.
The garage man who would become successful must

first have the means of knowing what he has, what
he owes, how much he must add to his first cost in
order to cover his rent, heat,
light, taxes and other running
expenses, as well as to make a
reasonable profit on his invest-
ment, and time expended. He
should know how much money
he can afford to put into adver-
tising. He should know how
each month's sales or business
compares with each other month
and with the corresponding-
month last year. He should
know which goods he can handle
at a profit, and which are, per-
haps, not worth handling at all.

He should know whether, after
investing his money and his
time and energy in this business
if the net return is worth
while.

If it isn't—let him go out of
business—there isn't room in it

for the man who cannot make it

pay. A proper system of ac-
counts will turn a spotlight on
your business, will permit you
to examine it carefully and cri-
tically, and enable you to see
your mistakes and correct them
and give you an exact means
of measuring your success.

Competition is keen and the
man who knows his own cost—
and by cost is meant not only
the cost of that merchandise,
but the cost of handling it, hold-
ing it, advertising it, selling it

and collecting it—^that man has
a real basis for figuring his own
selling prices and is not misled
by a price slashing competitor
into cutting his own throat.
Know your own business and
you will have little fear from
your competitors.

Tht word "bookkeeping" has
become a bugbear to many a
good man. It need not be if
you understand the difference
between "keeping" books and
knowing your business through
a system that gives you a sound
basis for action instead of
doubt and guess work.
For the garage man whose

business is as yet too small to

By CECIL DIXON
hire a jx)ung lady or young man on a permanent basis,

it is recommended that he get some really good book-
keeper or auditor—in the town—to open up a set of
records and if the daily transactions are few in num-
ber he can easily arrange to engage some young lady
to enter up these transactions by spending an hour
or so in the afternoon or evening each day.

Above all else do a cash business.

There is now no reason why you cannot get spot
cash for all your service and repair bills at the time
the work is completed, and put all sales of accessories
or other gcods on a cash basis. Why some garage men

will work all day and
sometimes part of the
night and then allow
the car owner to drive
away without paying
for the labor, parts, or
accessories is beyond
understanding. Near-
ly ail of us know of

cases where the fail-

ure of garage men to

get paid on comple-
tion of work has resulted in bad debts, unpleasant
collection interviews and eventually put them out of
business.

Therefore, above all things, do a spot cash business.
Set the amount of business you wis^n to do for each

and every day, week, month and year—put it high, as
no man can do more than he expects to, and go to it

hard. Not every man can make a fortune, but almost
every garage man can make a good living if the gar-
age is run on a proper business basis.

A proper system of accounts will turn
a spotlight on your business.

Feed your business on cash sales.

1

'T^O keep step with the march of progress, to main-
tain a garage on a plane with the other mer-

chants and dealers and to secure the greatest amount
of service or repair work, accessories, etc., that yiour
place of business is capable of handling, the garage
man must ADVER-
TISE.
To make money

one must spend
money.

Advertising, care-
fully planned and
placed, is an invest-

ment that brings big
returns to the man
who Uses it knowing
its main purpose—to
create new business,
to win customers
that would not have been won without it. Probably
the local newspaper is one of the first mediums tocome to mind. Except dn large cities this is the
logical medium, for it brings your name and your
busmess before a large field of prospects, and it
gives you standing in your community. It can b«
adjusted to weather conditions or seasons; running
large when the season is about to commence and
smaller when the motor cars and trucks in the coun-
try are stored for the winter. Few garage men
need to be told the value of newspaper advertis-
mg, but many can be shown ways in which to
increase the effectiveness of their newspaper ad-
vertising.

Circular letters, blotters, souvenirs or yearly cal
endars carry advertising effectively if sent to a se-
lected list of motor car owners, or prospective cus-

tomers for your repair work
These circular letters are more
direct than the newspaper, as
they go straight to the owner
of the motor car, truck or trac-
tor and carry YOUR message
and no other. To get all the
busmess you can handle, extra
sales efl'orts are necessary in
addition to the regular practic-
es of the ordinary garage man.
Therefore, realize the need of
doing those extra things that
will mark you as a leader in-
stead of one of the rank and
file. If necessary, when busi-
ness is dull, go out personally
and canvas your prospects, and
you may be surprised at the
amount of business you will
get at a time of the year when
you most need it.

In February issue of M. T. I.,

there is a special article on the
need and advantage of co-oper-
ating with, or associating with
the other garage men and motor
car dealers in your community.
Do not get so close to your

business that you cannot see,
or become familiar with, the
other fellow's problem-s.

In the March issue of M. T.
I., there is an article on store
arrangement and window dis-
play.

Do not overlook the need of
care in arranging your garage
or repair shop and particularly
your windows, because for
every one person who sees the
inside of your place of business,
there are hundreds who see
your windows and judge you by
them.

!///"/r^/////r;/y^

Do some spring cleaninsr n»w.

IMPLEMENTS SCARCE IN
SOUTH AFRICA

'pHE Standard Bank of Sooith
Africa states that ship-

ments of agriculturad imp-le-
ments to that country from
America have ibeen lessened by
the adverse exchange ratest



The home of Duffus Motor Sales—note the slope at the side leading to the lower storey.

A BUSINESS WITH A PUNCH TO IT
Peterboro has a $50,000 Garage with 90 Windows

BORN on a tarm;
Worked there until the age of 21;

Sold iimpleni«nts successfully for ten years;

Entered automobile field in 1910

;

One of tihe firtt to handle Ford model "T" oars

in Ontario;

Elected Alderman;
Became Mayor after six years' service;

Declined nomination to the Dominion Parliamenit;

Now proprietor of a $50,000 garage.

The fk)regoing is the chronology of Jos. J. Duffus,

proprietor of Duffus Motor Sales, Peteriboro, Ontario.

There are few garages in Ontario the equial of

Pelterflboro's "show place." It is unique in every wlay

—in Oioaation, desagm, comistruction, finish and equip-

ment.
When Mr. Duffus graduated from farm implements

to automobiles, the motor car industry was prac-

tically in its i/nfancy—at least in its early childhood.

Just how far Peterboro had progressed in motoriza-

tion can be gabhered from the fact that when Mr.
Duffuis entered the field the only agent in the town
Was a plumber, and the advenit of a motor car on the

street was still novel enougih for everybody to come
out of his store, his home, or favorite sialoon to gaze

at tjhe new wionder.

For the first eighteen months Mr. Duffuis occupied

a small garage on George street. He realized from
the beginnimg that the automobite business was one
whidi called for special salesmanship and efforts

quite apart from those wliich he 'hiad hitherto em-
ployed in selling implements. Right from the begin-

ning he adopted the policy of publicity, and more
puiblioity, and he got this by advertising in the press,

by special literature, by canvassing and demonstra-
tions.

He gave a novel turn to his demonstrations by at-

tending every fall fair, large or small, in the country
for miiles around his territory, exhibiting his cars and
giving demonstrations. By following this policy day
and night, week by week, and year by year, he soon
built up a good business and had to seek larger

quarters. He found these on Simcoe street, but after

a few more years of steadily increasing business

larger quarters again had to be found.

This time Mr. Duffus diecided to build and the

present up-to-da+je garage on the corner of Water
and Charlotte streets is the result.

A S we stated, the neiw home of Duffus Motor Sales

is on the comer of Water and Charlotte streets.

An exceillent locatiotn. It forms one comer of the

market square; the most important hotdl of the

towu is just across the street, and at the rear of the

garage, with only a road between, are the C.P.R.

freight sheds. A peculiarity of the site and a special

feature which has been used to advantage is the dirop

of fifteen feet from Water Street to the road rtim-

ninig parallel at the relar in front of the freight shedts.

While the garage is only one storey high on Water
Street it is two storeys at the rear. It has thus the

unique advantage of having two storeys 'both of

which have ground entrances and exits.

The offices, showTOom, accessory department, and
"in and out" garage are on the top storey with en-

trance on Water Street; while the work room, paint

shop, storage department and boiler-room are on the

lower storey with entrance from the freight sheds.

This arrangement is the acme of convenience and
does away with the necesisity of an elevator.

Mr. Duffus designed and drew the plans himself,

emplbying an architect when these were completed

to do the scaling.

The garage is 210 x 60, constructed throughout of

brick and reinforced concrete and is practically im-

mune from fire. Tapestry brick is used for the show-
room and offices and a high-grade pressed brick for

the ether departments.

The interior finishing is particularly good, espe-

cially in the show-room. The ceilings and walls are

of stucco with hard wood trimmings. The floors are

TY2 inches thick, composed of 6 inches of concrete

with an 1% inch Tan-aza finish—an Italian proioess

consisting of a composition of concrete and granite

chips. White marble is used for the basehoards

alcmig the walls and around the supporting pdKIlars.

Three oflfices mn along one sidle of the show-room,

occupied by Mr. Duffus, a book-keeper and steno-

grapher, and the sales miana;ger.

The accessory shiow cases are in this department.

They are of heavy plate-glass and 35 feet long. The
accessories are arranged in a skillful andi interesting

manner and add to the appearance of the show-room.

For the convenience of patrons cloak-rooms, tables

and leather upholstered chairs are provided. There
is amplte space for displaying eight cars and Mr.

Duffus makes a point of havimig his sihow-room fillied

with new cars.

The entire garage is especially well lighted, ninety

windows are provided for this purpose—^artificial

light is seldom required during the dlay timie. All

wiindows are ventilating and thoise in the show-room
are 9x7% feet.

'TpHE work-room on the lower storey is equipped
with every modem device and is oapalble of

handling 30 cars on a working basis. A 5 H.P. motor
provides the power for the machinery which consists
of lathes, drilling machines, etc. Eighteen men are
employed in this department and Mr. Duffus as-

sured the M. T. I. that they were kept busy all the
year round.
There is a paint shop on this floor, 60 x 50, where

18 cars can be stored on a working basis. Three ex-
pert painters are emplbyied who are capable of dioing

the finest work.
The battery depa(rtment is on this floor ailso; it is

equipped with a Tunger rectifier and there is a stor-

ing pQace for about 300 batteries.

There is a wash rack on Iboth floors—each equipped
to wash two cars at once—'also free air pumps so
that customers can be aocommodiated with the least

possible delay and inconvenience.

The he'atinig system is a Spencer twin boiler wMiclh
burns buckwheat ooal and is self feeding for twenty-
four hours. This provides the heat and h)ot water.
Aliongside the boiler-room and underneath the v side-

walk on Water Street there is a huge coal bin with
a two car capacity.

The gasoline is stored in an underground tank with
a capacity of 1,000 gallons. It is pumped from here
by means of ga-s^olfime pumps on the street and on
each floor.

At the rear cf the garage, on the freight shed
side, there is a parking space of 210 x 40 feet. As
the entrance to the repair diepartment is on this side

the significance of this parking space is apparent.
There are some good patches of grass lawn on every
side of the garage wihich are carefuilly cultivated

and tendted. The touch of greien brightens and en-

hances the splendid appearance of the building.

In the busy season Mr. Duffus employs about 35
helpers. He is fortunate in having four brothers to

officiate as the heads of the various departments.
Although Jos. J. is the only one financially interested

in the business the other brothers make an excellent

staff and working team.

All the departments are systematized and put on
their own feet, each manager being responsible for

his own department and that only. In this way over-

lapping is avoided, and a more rapid service guaran-
teed.

The accessory department is a very special one in-

deed, laid out in such a way that the maximum
amount of goods can be stored in the least possible

space and immediately accessible. Everything is
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arranged in boxes and on shelves, grouped accordiTi'g

to make, style and size. The boxes are ticketed,
shewing article, price and part number.
A tire book is kept where the date of each tire sale,

and number of tire, is recorded, so that a man can't
say he purchased a tire in July, 1918, when it was
puTxhased in July 1919. This book also provides an
interesting history of a tire each time a tire is

brought in for repairs, the date and operation is en-

tered up; thus one can see at a glance just wlhat a
particular tire has been doing.

The accessory display in the show-room is one of
the best. Thirty-five feet of heavy plate glass is

used for the show cases. These have a splendid ap-
pearance and display the parts to the be^t possible
advantage. In the busy season four men are em-
ployed in the accessory department and t!here is a
cast iron rule that no one is allowed in this depart-
ment except those employed there. The accessories
occupy two floors, the department on the lower floor

lieing for the convenience of the repair men. About
$30,000 worth of accessories are carried, nearly 60
per cent, of which is .sold wholesale.
As the business expands another storey will be

added, and to prepare the way for this an elevaitor

shaft already exists to connect the three floors. This
new storey will be used principally for storing cars
during the winter months and those oars which have
been repainted and varnisihed.

To take care of the business outside Peterboro, two
branch garages are maintained, one at Millbrook and
one at Norwood, and five salesmen are kept on the
road all the year round. These men canvas the en-
tire territory and distribute huge quantities of liter-

ature of all the lines carried and whatever special
advertising material Mr. Duffus is using at the time.
All this literature is marked with the Duffus Moitor
Sales stamp.
From time to time special pamphlets are prepared

for distribution. These are bandied by the salesimen
on the road who circulate them througih the territory.
One of the best mediums cf distribution is the coun-
try school-house. Large quantities of literature are
left there and the scbiool dhildren, from all pai-ts of
the country, talte it home to their parentis wiho are
usually farmer's. In this way advertising maJtter
reaches prospective customers w'ho are otherwise
hard to reach.

Besides biandling auitomobiles, accessories and re-

pairs, the Duffus Motor Sales are distributors for
trucks, tractors and tractor implements. They
reckon on selling about 300 automobiles annually and
last year they succeeded in selling 18 tractors. This
year and in succeeding years they plan to dispose of
50 tractors.

IN discussing with M. T. I. how auich a business was
built up Mr. Duffus said

:

"In the very beginning I adopted a system wlhich

JOS. J. DUFFUS.

I call "general push"; that is to say, behind every
transaction there was thought, pusb and energy. The
value of publicity and demonstration was impressed
on me right early. If there was going to be a gather-
ing of people anj'where, that was where I would be
with my literature and machines. Consequently
every fall fair since I started selling automobiles has
seen me as an exhibitor. I was the first automobile
exhibitor at these fairs and for years was the sole
exponent of the new means of locomotion. Needtess
to say this policy gave me great publicity and
brought numerous sales. It brought me in touch with
every farmer in my territory and as a consequence I

believe I am the best known man fbr miles around
Peterboro. I can claim without stretching the point
thiat I know every farmer in my territory, in fact,
there isn't a front lane nor a back lane, a good road
nor a bad road in Peterbojo County unkno-svn to me.

"I have the utmost confidence in my employees and
I never ask one of them to do what I would not do
myself. My policy has been the same with my cus-
tomers; and if I promise a man anything I see that
it is carried out and insist on every man in my em-
ploy following the same principle.

"I never allflo-.v a business communication to ibe

neglected even though the prospect of doing real

business be remote. One can never tell what possi-
bilities there may be in the mo'st unpromising letter.
I had) this brought home to me very forcibly on one
occasion and the lesson has stuck for igood. It 'hap-
pened like this:

"I got a letter from a man in the woods away to
the north of Peterboro, enquiring about a car. As I

knew there was nobody around that part of the coun-
try, save a few homesteaders and woodsmen, I didn't
attach much importanice to the commumcatitvn go far
as doing any business Was concerned. But, in ac-
cordance with my policy—never to neglect a business
letter—I decided to look the man up. I took one of
my men with me and motored oiut.

"When we got there, we found our prospect was a
homesteader. The place looked mean and poverty
stricken; and to intensify the miserable appearance
it had been burned o\it the year previous.

"We entered the house and found it in the same
ill-kept condition. From whatever anigiLe we looked
we could see dayligtht through the house. Our pros-
pect was not in the house but his good wife directed
us to where hie was cleaning up brushwood. When'
we found him, ultimately, he presented the same
dilapidated appearancte as the place. However, he
was eager to talk about cars as wie soon found out.
"In the end we sold him a car and in conversation

learned of several other men in the district who were
interested in cars. We decided to stay for a few
days, and in a week's time we sold eight cars and
had no less than five inistructors in the dlistridt at
once. That soundis like good busineiss and it all
resulted from a letter which we imaginied offered
little prospect.

"We investigate everything, and believe that prac-
tically every man is a prospect, for oars, trucks, trac-
tors or accessories.

'<TX/'HEN we took on the agency for the Fordson
tractor we started in by giving extensive demon-

strations. In our first tractor season we spent $2,500
on demonstrations alone. We tried the tractor out
on plowing, harvesting, hauling, belt-work, etc., etc.,

thoroughly convincing ourselve-s and the farmens in^

our territory of the tractor's utility as a labor-saving
and effective farm madhine. These demonistrationjs
have solid the tractor around these parts, we sold
eighteen last year and expect to sell fifty annually.
"We have instances of our machines selling them-

sel'ves.

"A farmer, four miles out, :bought a tractor and
commended pllowing. One of Ms fields was near a
road where the farmers pasis going to and from the
town. Several of these farmers seeing the tractor
at work watched it with considerable interest, the
work pleased them with the result they made en-
quiries and we made several sales. We don't require
to demonstrate the tractor now."



THE IRON JINX: ^Mi PAULSON
by LOUIS KEENE

Continued from

March Issue ^

THE front axle of the tractor had momentarily
lodigied against an ofbstruction—a large boulder,
Flanders intujitively surmised. It furnished

the precious brief hesitation that gave Flanders and
the Jinx a narrow fighting chance—for he knew what
lay aihead. A full realization of the situation flashed

in his brain like powder touched off by a match the
instant the front wheels of the tractor left the hori-

zontal plane.

With a mighty effort Flanders bore down upon the
foot 'brake of the Jinx and with lightnimg swiftness
he disengaged the foi-ward speed and shot the reverse
lever into place. There was a rasping of transmission
pinions sliding in and out of mesh with the counter-
shaft gear and then, just as the reverse pinions slid

into place and transmitted the mighty engine's power
to the great drive wheels, the life-saving boulder that
had momenitarily stayed the tractor's progress fell

away under the eleven odd tons of dead weight that
pressed against it from above. Fortunately the rear
wheels of the tractor were still resting on compar-
ativdly level ground although the front truck was
headed straight toward destruotion.

There was a momentary slipping of the ibroad-fiaced

drivers ais the wheels reversed and the dislodged
boulder fell aw;ay—a grinding, heartrending, crunch-
ing screech—and two lives hung in the balance! And
then the heavy, siharp angle lugs on the wide faces
of the giant drive wheels bit deep into the hard earth,

swept clean of snow at this wdnid-exposed point, se-

cured a firm tractive grip and sl'owly—oh, very sliow-

ly!—.the great hulk of steel and iron backed away
from the invisible hand that was clutching at it from
out of the storm and darkmess.
Ted Flanders stood at the wiheel like a graven

image—one hand on the wheel and the other delicately

mianipu'lating spark and keros'enie needlte valve, feed-
ing fuel to the laborinig cylinders in exactly the right
proportion and retarding the spark to a mc^ty that -

could not have been excelled undsr the most favorable
conditions. And strangely enough, a light was
focuased in front of him so that he could see what he
wms doing.

All of F'lianders' energies were conoantnated upon
the task in hand. Grim, hard, taut, he held the tractor
to its task with a firm, determined hand until well
clear of the pit-fall and then, with a whistle of relief,

brought the Jinx to a safe anchorage.
He now bethought himself of his passenger. She

had uttered no sound and he had momentarily quite
forgotten her presence. She was clinging to the hot-

air manifoM -with her mittened hands, staring at him.
lips parted and the color quite gone from her peaoh-
bloom cheeks. She was still holding the flashlight;

she had held it steadily focussed upon the operatinig

mechanism of the tractor during the brief struggle

with the forces of gravitation, thus enabliwg Flanders
to act with precision, unhesitatingly.

He staegered forward dogeedly,
obeying to his last ounce of
strength the presence at his side.

"I'll say that was one close call," shouted Flanders,
grinning pleasantly. "And thanks awfully for helping
with the light. If you hadn't held it just as you did

so that I could see what I was doing we might have
been somewhere else right now."
"The coulee!" murmured the girl—and with that

she permitted the electric flashlight to drop from her
hand and slumped down upon the floor of the tractor
cab in an inert heap.

"Well I'll be cow-kicked by a mule!" gasped Flan^
ders in mingled surprise and consternation. "She's
gene and fainted!"

Here was a pretty kettle of fish indeed^

—

a fainted

girl on his hands and some seventeen miles from town
and a doctor, for Flanders was sure that this was most
decidedly a case lor the doctor. Never in his life had
he had an experience with a person in a swoon—and
then to have such a responsibility as this thrust upon
him ! Rescuing an eleven-ton tractor from the brink
of a precipice was mere child's play when compared to

this. What should he do?"

Ah, a happy thought! He made a frantic dive into

is inside coat pocket and produced therefrom a much-
thumbed and soiled vest-pocket memorandum !book

that once had gold-gilt edged leaves—^presented with
the compliments of a farm machine agent who be-

lieved in advertising, as v.-as modestly indicated on
the front cover in gilt letters. This precious volume
was a compendium of general information. Not only
did it contain tables of weiglhts and measures and a

list of holidays but it also contained within its small
compaiss several pages under the general caption

:

"What to do in case of accidents."

To these pages Flanders turned feverishly after

picking up the electric flashlight and placing it in an
advantageously illuminating position. There were
complete and explicit directions telling Avhat to do in

cases of drowning, snakehites, internal poisoning,

bums and various other gruesome possibiliities, but
there was not a word about the most important thing
of all (to Flanders)—how to revive a woman in a

swoon. Flanders hurtled the faithless volume into a
corner of the cab and as usual, when in doubt, resorted

to his own judgment.
He had an idea that the riglht thing to do would

be to pour a bucket of cold water over the unconscious
one's face and to loosen her clothing—but heaven for-

bad! She might catch her death of cold unless he
drew hot water from the cooling tank of the tractor

and permitted it to stand for several minutes to cool

—and meanwhile she miight die!—^so thouight Flan-
ders. And as for loosening her clothing—^he blushed
at the mere thought of such an impropriety on his

part.

While cogitating thus he had propped the relaxed

body of the girl in a corner of the tractor cab in a

sitting posture. Having discarded as impractical what
he considered the most approved methods of restoring

her to consciousness he began desperately to chafe hei
hands and pump her arms up and down vigorously.
After a brief interval of this the patient gave a few
spasmodic gasps, opened her eyes groggily—^^and

promptly lost consciousness agadn.
"Almost had her that time!" thought Flanders

exultantly and then aloud he shouted: "Wake up,
wake up!"—as if she were asleep. He renewed the
pumping exercises and at length, after a few pre-
liminary shivers, the girl opened her eyes, straighten-
ed up and asked:
"What happened? Where am I?"
"You're quite all rigflit. Miss," Flanders assured

her, "and you're on board my fast express train, the
Iron Jinx—^the good old tractor that's as safe as the
rock of Gilbraltar. Guess you've had too strenuous
a day. Just take it easy and you'll be yoiirself again
in no time at all."

When the gii'l began to show signs of returning
consciousness Flanders had eased her position by
placing his right arm around her shoulders to hold
her up and protect her from contact with the cold

sheet-metal wall of the cab. In a moment they both
became aware of this somewhat unconventional atti-

tude for Flanders had overlooked the matter of re-

moving his arm. He was not a "ladies' man" in any
sense of the word and upon discovening what he had
done he hastily withdrew his arm and stammered in

some embarrassment:
"Er—I—I beg your pardon. I was trying to make

you comfortable."

"Thank you," responded the girl graciously, favor-

ing him with a smile. "Its cold, isn't it?"

Flanders agreed that it was "quite some chilly" as

he assisted her to her feet and then remembered a

flask of brandy that he usually carried in his traveling

bag. He burrowed throug'h a tangle of socks, work
shirts, handkerchiefs and various ether accessories of

wearing apparel and shortly found the object of is

quest.

"Here—^better take a swatlow of this; it will warm
you up," he said, unscrewing the cap amd proflFering

the flask.

'Thank you, no." She eyed Flanders coldly and drew
away from him.

"Excuse me—and I diidn't mean it that way,"
apologized Flanders. 'Don't use the Woomin' stuff

myself. I've packed this one bottle around with me
for about a year. Always a chance that it might
come in handy in an emergency—although I plumb
forgot about it when you fainted. I've seen fellows

mashed up a bit at different times; been there myself,

too. Nothing like a little dose of this stuff in cases

like that. They say it's good rattlesnake medicine,

too. Rattler tangled in my pants leg once while I was
doin' some tinkerinig with the Jinx—but they were a

cheap pair of pants an' not worth savin' so I didn't

try out my medicine on 'em."

While delivering this monologue Flanders replaced

the bottle in his traveling bag after which he removed
his heavy bearskin toip-coat.

"Here, put this coat on," he commanded. "You're

freezin'."

"I—I'm all right. I'm feeling better now. Thank
you just the same. Please put your coat back on; you

have a bad cold. And—and I beg your pardon for my
discourtesy a moment ago, Mr. "

"Flanders; Ted Flanders," grinned that individual.

"And don't you worry none about any discurtesy to

me. I admire you the more for the way you acted.

Don't mind my sayin' that, do you. Miss ?" He
grinned ihe question^

"Springer; Fern Springer is my name," she smiled

back at him. "And if you insist on paying me compli-

ments I'm sure I don't mind in the least as long as you
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put them in the way you do. I—I believe I'm a pretty
fair judge of men. You know, I worked in a hospital
for over four years. You may consider that as a
compliment."
"Thanks; and I sure do. I consider it a oompliment

to toe permitted to talk to you at all, Miss Springer—
an' that^s no taffy." Flanders was sincere about it,

too. During the last few minutes he had discovered
that this g;irl was beautiful. No need to describe her;
she was just beautiful^—^the clean, fresh, stimulating,
vigorous beauty that only the wholesome outdoor girl

can possess. And Ted Flanders knew intuitively that
her character was just as beautiful and wholesome
as the rest of her.

"I'm getting tired of holding this coat," protested
Flanders. "I know it aint as nice lookin' nor as clean
as it might be, what with associatin' with greasy
tractors and such like, but —

"

"Oh^ very well—if that's the way you feel about it

I'll wear it just to prove to you that I'm not uppish
nor afraid of honest grime, aJthough I can't see any-
thing whatever wrong with the coat," stated Miss
Springer. "At the same time I want you to know that
I do appreciate your kindness and thoughtfulness and
am ever so grateful. But as soon as I'm nice and
warm you must take the coat back again. It's the
only condition on which I'll jicceipt your generous offer.
Is it a bargain?"
"Anything you say is a bargain—just so you agree

to wear the coat," grinned Flanders as he steered Miss
Springer's milrtened hands into the cavernous arm
holes of the coat, after which he assisted her in but-
toning the cumbei-some garment snugly.
"This is delightfuil. I feel warmer already. And

thank you so much, Mr. Flanders. I don't feel rig*ht
about depriving you of such a wonderful coat, but
you know it was your doing and not mine. And now,
if you'll excuse me, I believe I'll sit down on the floor
for a little while. I feel a trifle weak and shaky-^my
nerves, I guess. Aren't girls the helpless things?"
She smiled up at Flanders apologetically.

"If you'rp helpHesis I'lil say I'm a hopeless cripple,"
countered Flanders. "What you've been through to-
day would have just naturally killed off any ordin-
ary person. You have a rest coming to you—an' I'll

have the porter of this car help make you comfortable
right away." Saying which Flanders excavated sev-
eral krge hiandfuls of cotton engine-wiping waste
from the ample tractor tool -box an-d spread it upon
the floor of the cab as a cushion for his passenger to
sit upon.
With a murmured "thank you" and a gracious smile

Miss Springer seated herself upon the improvised
cushion, crossing her legs tailorwise for comfort and
warmth, and tucked the ample folds of the fur coat
underneath her.

"Now I'm as snug as a bug in a rug," she shouted
up at Flanders as she turned up the great collar of
the coat about her neck and ears so that it all but
swallowed her head and features. Her altogether
charming face peered forth piquantly between the
furry folds like a pink rose-bud breaking throug'h a
leafy bower.

"That's good," replied Flandei-s as he lowered the
front curtain of the cab once more and fastened it in
place, for until now he had not had time to do this
since he had rolled lit up just prior to the near-pilunge
into the coulee. The snow had been breezily surging
through the opening into the dab so that a little drift
had accumulated on the floor. "Might as well make
yourself as comfortable as you can because we're go-
ing to camp here for the rest of the night

—

'ar at leaist

until this blizzard pkys itself out," announced Flan-
ders. "No sense in trying to navigate farther in this
storm—^we'd only drop into one of your cute Wttle
coulees. And as for making a try for it on foot I'm
thinking we'd probably travel round in a circle and
wind up by furnishing a winter grub-stake for a
bunch of hungry coyotes."

"Ugh!—dton't talk about it," pleaded Miss Springer.
"It's really quite cozy and warm in here and I'm per-
fectly satisfied to remain. So we'll just let it

storm. And inasmuch as we have a long evening
before us I want to be entertained. You must tell me
about some of your exciting "adventures witJh tractors
for I'm sure you have had lots of them. Didn't I hear
>-ou call this tractor a 'jinx' or something like that?
Why did you call it that? Please sit down here toeside
me and tell me all about it. There's room for you on
the tail end of this coat."

Somewhat diffidently Fllanders seated himself on
an overflow fold of the fur coat for the coat was imites
too big for its present occupant. He would have shar-
ed the coat with her quite wiillingly in another way
but—

—

Anyway, Flanders obediently launched into an ac-
count of his adventures with the Iron Jinx, relating

the various episodes that led up to the present situa-
tion. At first the girl sat wide-eyed, alive with inter-
est, punctuating his tale with exclamations and
laughter, for Flanders was a good story-teller. But
as he continued her eye-lids began to droop and be-
fore long he found himself talking in hoarse shouts to
a sleeping girl. Yes, she had actually fallen asleep.
The rhythm of the faithful tractor engine which

was still pounding away, the wthine of the wind and
the steady flow of Flanders' narrative combined to
exercise a soothing, narcotic effect upon the tired,
oveirwrought girl and slumber claimed its reward.

Flanders got to his feet once more upon having
made this discovery and threshed hiimself with, his
arms for he was now chiling uncomfortably. Bult he
smiled to himself as he thought of the girl occupying
his coat. She would be warm, at any rate, and for
that he was sincerely glad. He looked down upon the
sleeping girl with an almost reverent tenderness—^a

feeling quite new to him. It was fortunate that she
had fallen asleep; she could not protest now against
continued occupancy of the coat—his coat! That
coat would never be the same after this. No, never!
It would be an almost sacred thing to be put away and
guarded carefully. Lucky coat!

Flanders suddenly caug'ht himself soliloquizing in
this strain and at once proceeded to kick himself,
figuratively, muttering something about being a
"blithering ass" for, be it known, Ted had always
considered himself somewhat of a cynic wh-ere women
were concerned. He had never had an affair of the
heart and he certainly did not intend to begin now
at his present soplhisticated and more or less ad-
vanced age of thirty years. Not much

!

However, Flanders took a cold mental plunge back
to realities for his teeth were chattering and he was
shaking like a short-haired dog cn a cold doorstep.
He was beginning to feel weak and dizzy, too, now
that he had time to notice it. His cough, which he
had valiantly suippressed to a certain degree since
taking Miss Springer aboard, was growing worse and
he was distressed by a severe pain in his side and
chest.

Rummaging through the indispensable traveling
bag he brought forth two flannel work shirts and an
old sweater. Removing his coat and vest he slipped
on the extra layers of clothing and replaced his outer
clothing. This ought to keep him warm. But no, it

didn't. The chills persisted. Finally he resorted to
the emergency bottle of brandy and took a generous
gulp of the fiery liquid. This stimulated and Warmed
him temporarily but the re-action proved more dis-
tressing than the original aggravation.

And so began a hideous night. He'd beat himself
with his arms until the effort exhausted him; then he
would stamp his feet, alternating again with the vig-
orous threshing. His brain began to reel-^and it was
not from the effects of the brandy. The hours dragged
on—a wild night-mare. Where was his warm fur top
coat? Ah, yes, the girl had it to be isure. But what
business did sihe have withi his coat? Why had he
denied himself this smalll comfort? His delirious
brain asked these questions time and again—and each
time he would suddenly remember. Then he would
curse himself for an unprincipled barbarian. A
wave of infinite tenderness -w-ouTd flood his heart and
following would come a wave of bitterness—bitterness
that he should come to this hopeless pass at this
narticular time. For was not this girl entrusted in his
keeping? And how could he deliver her safely to her
home if this madness that was coming over him rob-
bed him of his strength? At these moments he gritted
his teeth and promised himself that he'd see her
to her destination if it was the last act of his life.

Gusts of icy wind blustered into the tractor cab and
the" curtains flapped wiildly. The snow sifted in stead-
ily and piled itself into sizable drifts on the cab floor.

The sleeping girl was covered with a mantle of white.
It was most decidedly a bad night and a bad situation.

Still Flanders fought on. He must not give in. He
began to realize that he was a very sick man. In fact,
he was convinced that the closing chapter of his
career had arrived. Once, many years before when he
was a boy, he had had an attack of pneumonia. He
recognized the dread disease in his present affliction.

The hollow, barking cough that convulsed him at in-
tervals seemed to tear his chest and each spasm
left him weak and exhausted. But through those bit-

ter hours his will power and wonderful reserve vital-

ity exerted then*selves and he maintained the un-
equal s,truggle for supremacy—his tortured mind and
body against the ravaging imps of pneumonia and the
relentless demons of gnawing, marrow-freezing cold.

It was possibly midnight when the tractor eng'ine
stopped. Flanders had taken on only fuel when start-
ing the trip to carry him safely to his delivery destin-

ation, allowing a generous margin for any ordinary
contingencies that might arise. That margin had not
proved sufficient, however, to meet the present emer-
gency and had been consumed entirely.

Flanders, though half delirious, remembered his
engine, like the good expert he was, and struggling
out into the storm opened the cooling system drain
cock so that the water, which was still warm, would
drain out, thereby forestalling the possibility of a
frozen water jacket, cooling tank and feed pipes
with attendant damage. After performing this duty
he managed to get back into the tractor cab, thoughweak and shaking, and succeeded in fastening the
rear cab curtain behind him.
Deprived of its only source of heat the interior of

the tractor cab dropped quickly to the temperature
ot the outside atmosphere. The electric flashlight had
burned out, too, leaving the occupants of the tractor
cab in total darkness.

It was, perhaps, a matter of an hour or so after the
engine had stopped that Flanders, during a moment
ot mental clarity, discovered that the bUzzard had
abated somewhat. At the same time he was aware of
Miss Sprin,ger stirring wiakefully on the floor The
chill of the keen air had evidently bitten through her
heavy wrappings.

"Wh—where am I?" came a small muffled voice
from the opaque darkness in the region of *hie cab
floor.

"Y-y-you're all right," chattered the shivering
lever-ridden Flanders through blue lips, and with
numb, trembling fingers be managed to light a match
which the wind promptly blew out. "Did you h^h-have
a n-n-nice nap?"

"Upon my word—I do believe I aotuaUy fell asleep'
Yes, now I remember, of course. I was so tired and
cold. And then I was made so warm and comfy^
and someone told me funny fairy tales about an iron
jmx and before I knew it I was drifting into the
land of dreams. Dear, dear! But^why, Mr. Flan-
ders, I still have your fur coart^and you 'freezing to
death! Please help me up." She grouped for Flanders'
hand and finding it, struggled to her feet, quite stiff
and numb from the cramped position in -which she had
been reposing. As Miss Springer gained her feet
F landers was seized with a violent paroxysm, of cough-
ing that caused him to stagger against the girl and
cling to her for support.

"You are ill—dreadly sick!" cried Miss Springer,
now thoroughly awafce, as she igriipped Filamdiers' arm!
"And it's all my fault. Oh, wlhy did you make me
wear your coat and then let me fall asleep? Here,
you put this coat back on rig-ht this minute!" She was
out of the clumsy coat almost in less time than it
ta/kes to tell it and held it for Flanders.
"I—I'm all right," gasped Flanders as he obediently

found his way into the coat. "Just a little cough;
soon pass over. I always was a musical bird. Wish
you'd keep the coat, though."

"I've kept it far too long as it is," stated Miss
Springer crisply. "Where is the flashlight?"
"Burned out."

"The engine has stopped. Why isn't it running''"
"No more kerosene—all used up."
"When: did it stop?"
"An hour or so ago, I guess—don't just remember."
"And you without a thing to keep you warm—and

didn't tell me!" accused Miss Springer. "Have you
any idea as to the time?"

"It was one a.m. the last time I looked at my watch—about a half an hour ago," replied Flanders.
Holding the edge of the nearest cab curtain aside

Miss Springer peered out into the nigiht. "The storm
seems to be practically over," she announced. "We
must go on now. It is only a little over a mile to my
home from here."

"If—if you think you can make it safely you'd bet-
ter go on," said Flanders. "I'm quite all right now—
and I'll just camp here until morning."

"You'll do no such a thing!" sternly stated the new
commander. "You're going with, me."
"Wouldn't look riglht if I wient to your place," pro-

tested Flanders weakly. "Can't do it."

"Don't 'be silly. There is no convention in a situa-
tion such as this. Come!"

Miss Springer struggled with the rear cab curtain
whereupon Flanders came to her assistance and with
trembling, fumbling fingers unfastened it. They
stepped into the open and were met by an icy gust
of wind carrying a cloud of swirling, powdery snow in
its frigid embrace. A cold, bright quarter moon fil-

tered tlhrough a broken sky as flotillas of clouds sailed
swiftly across the heavens. The two wayfarers start-
ed forward on the last leg of their journey.

To be continued
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A VOICE FROM THE WEST

THE followinig letter by an Alibertan implemenit

dealer shows the keen inttertest our readers are

taking- in the question of increased miargiiinis.

Last moniih we published the viefws of a Saskaltche-

wan deaiter on this subject and we wxmld like to hear

from more of our readers. It is a live subject and

an importamtt one and should be stodded closely by

both deaU'er and mamufaoturer.

The question of organizaltion brougftit ouit in the

following letter is important. M. T. I. has been talk-

ing orgianiaation for months and several articles have

appeared on the subject. Until the dealers and

yes—^the manufacturers, realize the meed

for such an organizaticn and get togeitJher and

put it "across" little good will come of all the

agitation.

There are so many thing besides increased

maTginis to be cleared up—things that can only

be settled by orgamizailfiOn.

The CREDIT question, the much talked of

SERVICE probliem—wiho sihould pay for it

—

a sane and safle means of financing the fairmer

so that he can buy for cash, thus benefiting

himself, the dealer and mianufaeturer, etc.,

etc., are problems all calling for immediate

solution.

—

Editor.

ORGANIZATION
THE THING

r^EAR SIRS, we are very pleased to note the

''^ inlberest you are taking in the matter of

increased margins for the implement dealer.

If the system of factory governed retail prices

is to continue, it is high time that they should

be placed where the dleaJler can live.

We received a contract lately for a plow in

great demand in this district. The cost is $155

net, and we are asked to sell for $180, less

than fourteen per cent. We are asked to add

20 per cent, to repair lists, which wouddl give

us less than 17 pex cent., and we pay the ex-

penses! It would be interesting to know if

the factorjr runs on any such pitiful margin.

We refused to accept the conditions which wesre

waived, with the exrplanation that they were only in-

serted to protect the manufacturers.

The wholesale prices are advanced in other lines 10

to 15 per cent, and no increase additionfal for the

dealer.

In taking uip this quie.stion with the managing dir-

ector of the largest firm in the business, the writer

wais informed some few years ago that the dealer

was not entitled to a percentage, but only a stmall

brokerage. Hi's firm has the courage of tiheir state-

mient, as their margins are less than at that time,

while the dealer's expense has increased 50 per cent.

We believe that individual eifort by the dealer will

always prove futile, and we are firm believers that

only by united action can we get redress. The

implement associations in the various states are live

and powerful organizations, and their complaints get

a ready hearing, and just causes for criticism ar„

promptly remedied. There is no rdason on earth why
the dealer shouti be the tool of the interests longer.

In the old days of hapihazard credit, the profits

wiere living onies, to-day the companies are taking few

chances. Irresponsible dealers can giet no contract

worth having, and farmers' /paper is so closely

scrutinized that a retailer is worse than foolish^ who
takes doubtful pax>er.

Personally we take the istand that. if the farmer can-

not get accommodation from the bank, we will not get

it for him, which is what long time lamounts to. No
farmer, or anyone else for that matter, can afford to

pay 6 per cent, flat forfeit, in addition to bank inter-

est, for six or seven months' accommodation.

NO ONE can g^et credit ihere on repairs, not even
a day, anid in the case of machines, we argue long,

and in every way we know for the cash, and if nec-

essary we accept only paper that is absolutely igilt

edge, and from persons who can get the money from
the banks, but prefer not to—heaven only knows why.
We might do more ibusiness by changing our termis,

but every night we know exactly what wie are worth,
and lose neithter sleep nor discounts.

It will be a red-letter day when Alberta has an
organization like Saskatchewan, and we are ready to

boost iihat time with all our experience and all our
resources.

The wTi'ter has over ten years "blocking experi-

ence," several j'ears wholesale and retail bookkeeping,

and we are fully convinced that remedial measures
lie in our own hands by organization; know what we
want, and then we can giet it. When that is the case,

we are convinced that the manufacturer, the dealer

and) the farmer, will all benefit. Mail order is a

weak-kneed bugbear, and the good farmer knows it.

True, in a new country they will always get the

trade of the inexperienced beginner, and the ignorant

immigrant. Every good farmer, and only those are

worth considering, knows the benefit of a good ma-
chine with an organization and reputation beihind it.

any other time, anid it requires considerable time for
the oil to circulate throughout ,the engine. Until it

has reached all parts, the engine should be run sdlowly

and without a load.

Thorough insijection of bolts is another essential
and must be moie frequent while the machine is new.
Although a loose bolt may not cause a great deal of
damage, it may work out of place and fall into part
of the moving mechanism. The farmer (buying a
tractor for spring woi'k will want to put it to plowing
as soon as weather permits. Therefore it is tadMis-

ablle for him to get his machine as early as possible
and put it in condition in advance of the busy season.—Farm Implement News.

THE DEALER'S RESPONSIBILITY

^OT long ago while driving in the counti-y we come
' ^ to a farm where outhouses and farm machiniery
were huddled together in an amazing manner. Trac-
tors, plows, spreaders and aill the rest were lying
promiscuously between bams and pig runs. There
was no attempt to shelter the machines from the
wind and rain. Even the tractor was lying exposed
to every sort of weather that cared to come allbng.

It was red with rust and looked as miserable as an
abused tractor could look.

It is inconceivable wh,y a man will spend hundreds
of dollars on a machine and thien neglect to give it

proper attention. Yet this is happening every day
and the only man in a position to relieve the situa-

tion is the dealer. We know it is hard to keep preach-

ing day in and day out the same lesson but unless
the dealer looks after his malchines and sees

that they giett fair treatment he is likely to be
the loser.

He should impress on every prospect the

necessity of taking proper care of tractors,

separators, milkers and every othier machine
used on the farm.

Some farmers are careless, they speM their

name that way.

Mr. Dealer, a carelesis customer in your
territory is onle of your worst enemies. He
neglects his machines, and overworks them
and still expects to get maximum results. If

the machine fails to deliver the giaodis the
machine is to Mam-e. That is how the farmer
works it out and it is up to the dealer to teach
him different . A persistent eduoationai cam-
paign—^both by personal calls and literature

—will go a long way to help the situation.

The dealer is only to blame in so far as he
fails to instruct his customers in the proper
methods but his responsibilities are ever
present.

l ^^rf :
'^^ '

Canying Too Much Weight for tbe Big Jamp

—Farm Implement News

and few grudge the dealer a fair return for the

service and effort that is universally and rightly de-

manded.

We are just commencing in the retail here, and will

be glad to have you put us in touch with any nuelieus

of an organization or progressive dealers who have
the interest of the trade at heart.

D'
on pagie

Heimpel,

BREAKING IN A TRACTOR

\ GREAT deal of difficulty may be avoided in

^ ^ tractor operation by greater care in breaking in

a new machine. The responsibility of this work rests

largely with the dealer and it will pay him to make
a thorough study of it in order to reduce the service

cost later. In a new tractor bearings are closely

fitted and points may be tight. Bolts may not be
tightened to the right degree and" may work loose.

These points demand close attention during the tra.c-

tor's first few runs under field conditions. The first

matter of importance is to see that the machine has
plenty of oil of the right kind. Otherwise it cannot
run smoothly. More oil is required at the start than at

SPECIAL ARTICLES

ONT fail to read the article

fifteen of this issue by L. G.

farm manager at the Ontario Agricultural
College, on the proper method of laying out a
field for tractor plowing. Such an article is

of great importance to the implement dealer.

It is a clear and concise exposition of the most im-
portant work the tractor is called on to do. If the
dealer has a thorough grasp of the methods to he
employed in the various operations of the tractor he
is better able to sell to the farmer this, his most ex-

pensive machine. We expect to follow this article by
another from the same pen on "Tractor Plow Adjust-
ments and Hitchers."

Of course you are reading Mr. Dixon's articles for

garagemen and accessory dealers; if not, you had
better begin with the one in this issue on "Better
Business Methods." While this article anid the pre-

ceeding ones are primarily for garagemen, they are
in principle equally applicable to all dealers.

*''TpHE 'good' road as a fundamental factor in na-

tional life and activity," says the Good Road
Bulletin, "has come to be recognized universally." If

the farmers and men of the automotive trades are to

derive any considerable benefit from these roads, it

behooves them to keep themselves interested and
boost, boost, boost. The importance of good solid

roads to the farmer, dealer and automobile owner
cannot be overestimated.



This article by L. G.
Heimpel on "Laying Out
a Field for Tractor Plow-
ing" was written at the

request of the editor, for
the benefit of otir tractor

dealers. Plowing urith a
tractor requires methods
of laying out different

from those usually fol-

lowed when using horses
and ordinary plow.

The fai-mer usually
experiences considerable
trouble when using the

tractor for the first time.

It is with the purpose of
overcoming this difficulty

that this article is writ-

ten.

In order to sell the
tractor successfully the
dealer should be familiar
with its every operation.
He should know the pro-
per speeds to employ in
plowing, harvesting, etc.,

and above all should be
perfectly familiar with
the system of laying out
a field—Editor.

LAYING OUT A FIELD
for TRACTOR PLOWING

By L. G. H E I M P E_L
Farm Manager O.A.C

~

the machine reaches the field. The follow-
ing is a discussion of some of the best methods
of laying out a field which we have tried
out.

TpHE ideal way to plow any piece of ground with an
engine would be the continuous furrow. That is

starting at the fence, turning the furrows out and
finishing at the centre of the field or starting at the
centre and turning the furrows in. This plan does
away with all empty travel but it requires round

The best way to lay out a rectangular field
is in lands. The part of the field to be con-
sidered first is the headland. Some operators
prefer the continuous headland, wbere the

width of the headland is staked out all around the
field to be plowed, either to or away from the face,
after the rest of the field is finished. While it looks
like a good plan, theoretically, it is a plan wihich re-
quires considerable trouble to follow, and we have
found that on the average farm it is an easier and
quicker plan to leave headland strips across the ends

TO THE new tractor dealer and tractor owner
the subject of tractor plowing does not present
any difficulties until he gets to the field with the

outfit. Then he probaibly tries to plow in the same
manner in which he has been accustomed to plow with
a team. It is here that he runs into troubles. He
finds it is impossible to turn as short with the tractor
as he can with a team. He also finds that he has not
allowed for a wide enough headland; this is eye-
opener number two. After the excitement of the
first day is over he will likely do some thinking as
to how he should have gone about the job in the
first place. The result will be that he will work out
a system of his own which may or may not be to the
best advantage of the tractor.
One of the objectionable features of going into yiour

first plowing job blindly then experimenting your
way out of it are first of all the fact that the whole
neighborhood is likely to be watching and a miss-
step at the outset is not a good advertisement. Then
there is the matter of lost time. A tractor is sup-
posed to plow acres and if the first day or two will
not show acres flopped over the opinion of the on-
lookers as to the tractor's value for plowing will be
based on those few days work, of course. Besides
this there remains the fact that the owner cannot
afford to lose his time experimenting when it is just
as easy to plow to a definite plan from .the moment

corners of a large radius which can only be main-
tained in a very large field and probably require the
aid of a horse outfit to prevent them from becoming
too sharp. Plowing around a curve is also very hard
on the outfit. Since it is only very seldom that one
finds a field adapted to thi.s plan on an Ontario farm
it is unnecessary to consider it any further.

Fig. 2—Field laid out so as to turn outside

of the field only and to lay the rest of the field out
in lands.

The first thing to do is to measure off the width of
the headland at each end of the field and plow a
shallow guide furrow across each end of the field.
This furrow serves as a guide to the operator in the
raising and dropping of the plows and is necessary
to make a neat job.

The remainder of the field can be laid out to best
advantage as follows:

—

Choose a straight side of the field, which is at
right angles to one or both headland furrows, to
measure from. Measure the width of the field at its

widest end, if there is any difference in width at the
ends, and divide this width into a number of lands of
four equal strips each. The width of each strip may
be anywhere from forty to seventy feet wide—each
land is of course the width of four strips. The field
may be laid out in any number of strips which is
a multiple of four. The reason is that it takes four
strips to make the most convenient land for the trac-
tor plowing outfit.

D EFERRING to Figs. I and II it will be noticed
that the field is 400 feet wide. This width can be

Veadily divided into 8 strips of 50 ft. each.
Fig. I shows where the first back-furrow or strike

out w!il] have to be made when plowing away from
the fence. The first furrow or strike out will be
mad© along the first line of stakes at the right side of
the field, moving in the direction indicated by the
arrows and throwing the furrow toward the stakes.
When the end is reached turn to the left and come
back along the second strike out which is 150 ft.

from the first one. Now keep on plowing until
strips number 2 and 4 have been plowed. Then
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plow strip number 3, which is simply a continuation
of strip No. 2, in the same direction as two, turn to

the right and plow strip No. 1 away from the fence.
The dead furrow will be bet^ieen strips No.'s 2 and 3.

Fig. II sfhows where to strike out when plowing to

the fence. By following the arrows one can readily
trace the courses followed by the outfit. It will be
noticed that the shortest turn necessary in this field

is around a fifty foot land while the greatest length
of empty travel by the machine at any time does not
exceed 150 feet. This method eliminates all short
turns and reduces empty travel to a minimum.

It looks like a great deal of work to measure the
width of a field to get this method started, but
measutements of some kind are necessary no mat-

ter what plan is foOowed. By the use of a tape liiio

two men can lay out a thirty or forty acre field in
less than two hours. The work will be accurately
performed and the measurements once made should
be preserved for future use in laying out the same
field.

Striking Out and Finishing
VI/'HILE it is possihle to do first class work striking

out and finishing with the engine it is not
advisable to do so at the outset of a new operator's
experience. Best results can be ohtained when the
striking out and finishing are done with horses. It

is good policy to let a teamster strike out or finish

a whole field at once. This makes for best results

and no lost time for either the team or the engine.
A headland width of thirty feet is sufficient for

ample turning room for most small outfits but thirty-

five feet may be necessary for some.

Planning a Farm for Tractor Work
Sometimes it is necessary to rearrange the whole

farm in order to create conditions so that the engine
can operate to the best advantage. In such cases
it must be remembered that the longer the fields, the
fewer the obstructions, and the more uniform the
drainage, the less empty travel, the fewer the break-

ages and the less lost time will be the experience of

the man at the wheel.

THE "EATERACRE" AGENT
From "HYATT'S TRACTOR TRACT"

HE wasn't talking about me—at least he didn't

think he was. He was talking to some of
his salesmen, telling them some things about

seling tractors. But the longer he -talked and the
more he said, the more I knew that he WAS talking
about me!—about me and several thou/sand fellows

just like me—and I caught the arms of my chair

—

and I listened.

He managed a big implement house way down in

Dallas. Yes, sir, he managed it—managed it well

—

Every farmer has need for belt power in some form, whether it
be threshing, hay baling, grinding feed, cutting silage, husking

and shelling corn (as here shown), sawing wood, etc.

managed it just like a big implement house way down
in Dallas ought to be managed.

I was sitting out in the lobby of his office waiting
to see him and this is what I overheard!
"You fellows are rrfying too much on the repu-

tation of our stuff. Instead of going and doing some
real sales work you are depending upon the prestige
of the company to ma'ke sales for you.
"Oh yes! we've got a lot of prestige. No doubt

about that. But the easiest way in the w'orldi to lose
that prestige is to keep talking about it and tryiTiig

to use it as a substitute for hard work.
"Prestige is a result of hard work

—

not a substi-
tute for it! !

"We wiant men who will reflect credit oni our name
rather than men who fold their arms, stick out their
chests and bask in the reflected gilory of our product!"—Then the door closed and that was all I heard,
but it was enough to set me a4;hinking.
And a little later on I went into his office and talk-

ed with this man—^and if you happen to know him,
you know that he's a man worth talking to. And
in -some way we got around to the same subject
th'at he had been discussing with Ms salesmen.

And he said something about like this:
"We represent one of the oldest and best knoiwu

lines in the world. We are doing a whale of a busi-
ness. In fact we are doing such a b'uisiness thiat new
manufacturers coming into the industry doM't seem
to hurt us. Before I learned better I used to even
laugh at new companies coming into the field. I al-
ways said to myself, 'You poor fish, what dhance
do you think you've got alongside of .such folks as
ourselves?'

"—But I don't say those things any more. In fact
I rather welcome the newcomers and I'm indllined to
give 'em a boost because usually I learn something
from them—maybe not about tractors, tet about hu-
mam nature.

"No, I don't ridicule 'em any longer. I don't say
they haven't got a chance. I don't say it, ih'ecause
I know that some of 'em HAVE got a chance Some
of 'em have got a mighty good chance and I'm going
to tell you wihy:

"Yesterday one of our salesmen lost a sale to a
tractor that is practically unknown. It was a good

tractor all right, but ours is equally as good^—^in fact
I'm positive that it would have suited the farmer
better.

"Now, mind you, I'm not belliakin. I didn't care
so very much, in fact I was i-ather glad that
it turned out as it did because this particular sailes-

man and several of the others around here have been
laying down on the job and it gave me an opportunity
to give 'em a little common sense! !

"You see it's like this:
"—a salesman representing an unknown product

—

and I don't care whether that product happens to

be a tractor or a sewing machine— a salesman repre-
senting an unknown product has get to make up in

real personal effort and hard work w'hat that pro-
duct lacks in prestige. If he isn't a go-getter he's
licked before he even gets started. It's a case of
'sink or swim'—and lots of 'em sink—but occasionally
you'll find a fellow like this bird who beat us to it

yesterday—a fellow who is going to swim in spite
of all you do. Ycu just naturally can't stop him
from swimming and the chances are that if you
watch him real close you'll learn a few new strokes
yourself !

"And this kind of salesman schemes and plans. He
knows he's up against it. He knows he's got to put
it over single handed—maybe he hasn't even got a
catalogue! But—he lays awake nights devising sales

The belt pulley of a tractor is just as important a part
of the machines as the drawbar, if not more 30.

propaganda and getting up a full head of steam.
And then he puts on his grouters early in the A. M.
and he goes out and does real work. He sticks to

it day and night, he actually sweats with his custom-
er

—

and that's what turns the trick!

'<T WORK for the Great EaterAore Tractor Com-
^ pany. Their tractor is so good and so well

knoAvn that it can't help but sell. I'm not feeling
very good this morning—I don't feel like exerting
myself. I'll call on a few customers all right, hut
111 not take the trouble to explain the machine or
what it will do. They can get all thiat dope out of the
Beautiful EaterAcre Catalogue! The fact that the
EaterAcre Tractor is built hy the Mighty EaterAcre
Tractor Company should ibe sufficient recomm,enda-
tion for anyone!

"Why, then, should I have to fight for business?"

"Yes, sir! that's what he says and that's the way
he feels—I kvoiv, because I used to feel that way
myself!

"And he doesn't fight for the tnisiniess and what's
more he doesn't get the 'business!

"As I said before, of course all the salesmen don't
lay down this way, and even if they did, I 'sposc

we'd sell as much stuff as we can build for the nexL
few years. Our business has a momentum. It has
enough momentum to keep it going for a time even
if the whole she-bang lays down on Jhe job!

"But I'm not willing to let well enough alone. I

don't figure .it that way

:

"A BUSINESS is like a bunch of fellows pusihing

a freight car—the idea being not only to keep
the freight car moving but to get it moving faster
and fasiter all the time. But one of the fellows gets
tired and then he discovers that he can just run along
without doing his share of the pushing

—

It wouldn't
take much headwork to discover that, would it?—And
then several other fellows discover the same thing,
and then, later on, one of 'em even wants to get on
and ride! !

"—and the freight car may continue to move along,
that is if it doesn't strike an up-'grade, 'but when the
car is turned over to the fresh crew of fellows at the
next mile post instead of having gained speed it's

pretty well slowed down!

"Yes, sir, and that's just what will happen to a
business if the fellows depend on prestige to coast 'em
along! But get me right on this, it's not going to

happen to my business! and when the fresh crew of
the next generation com'es alomg to replace me and
my men in the matter of puling this business along
they're going to find her runnimg at top speed and
with enough momentum to take it over the up-grades!
—and, believe me. Brother, they'll find that they've
got to do some pushing to keep up the pace ! !

"Yes sir, pushing a business is like pushing a

-"1

Harvesting: by means of a tractor.

"Now, on the other hand, you take a fellow from
an organization like ours—^when he feels a little

lazy' he begdns to reason to himself something about
like this:

freight car—and there's no place for the hird that
wants to ride."

Prestige is a result of hard work—not a substitute
for it!
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Sell McCormick and Deering Tillage Tools

Builders of Good Seed-Beds

Farm seasons move on, and the farmer changes his demand for machines
to fit the time, the crop, and the field, but his need for seed-bed tools pops up
every now and then. He is likely to come to you now, and sure to come to you
later, for Good Tillage Tools.

Travel along in the society of these agents who will en-
joy the biggest tillage turnover this year. Sell McCor-
mick and Deering tillage tools— disk harrows, spring
and peg-tooth harrows, field cultivators, Culti-packers,
etc. The 1920 International line of implements for laying

crop foundation is the most complete we have ever
offered. Farmers have come to know that these
implements are thorough in their work, that they

are not only efficient, but also very dur-
able, being made of high-grade materials
throughout. The name McCormick,
Deering and International are guaran-
tees of unquestioned worth.

Our campaign and co-operation will lead
the seed-bed makers of 1920 to you for the
best tillage implements. Get into com-
munication with the branch house and build
a record in sales of tillage implements.

International Harvester Company
OF CANADA

HAMILTON CANADA
WESTERN BRANCHES — Brandon. Winnipeg, man.. Calgary. Edmonton. Lethbrioge alta

ESTEVAN. N. BATTLEFORD. REGINA. SASKATOON. YORKTON. SASK.
EASTERN BRANCHES — Hamilton. London. Ottawa. Ont.. Montreal. Quebec. Que.. St. John. N. B.



SHOP NOTES FOR THE GARAGE MAN
Method to be Used in Welding

Different Metals
By F. H. SWEET

IN
WELDING cast iron, such as

automobile cylinders and machin-
ery parts of similar character, it

is necessary to preheat th'e part which
is to be welded to a temperature which
is sli^tly below a dull red heat, if

there are no parts that will be injured

by such heat. This heat should be ap-

plied gradually, and when the whole
object hiajs been sufficiently preheated,

this welding can be done. There are

two reasons for preheating. First, to

save gas, and second, to relieve strains,

. due to uneven expansion and contrac-

tion of the part ibeing welded. Great
care should also be used to see that all

castings cool slowly after welding, as

many a good weld has been spoiled by
too rapid cooling. A box of lime or
ashes should be provided in which to

bury the casting so it will cool slowly.

An excellent work table and practical

method of preheating a crank case by
indirect method is shown at Fig. 1.

Where city gas of some kind, to-

gether with compressed air, are both

obtainable in the shop, we recommend
.very highly a preheating blow pipe

using this fuel. It makes an ideal out-

fit and in fact will be found just as

efficient as the other preheaters shown,
and will answer any and all purposes

to which the oil burning preheaters

might be applied. Of course, where
fuel gas and air are not obtainable in

the shop, the waiter recommends the

oil burning outfit, although they are

slightly higher in price. But, as stated,

where the shop i's so situated as to be

fortunate enough to have both com-
pressed air and fuel gas of some kind

the gas preheating torch will be found
to 1^ very satisfactory, as the first

cost, and also the cost of maintenance,

is low. The furnace or muffle is then

built of fire brick to a suitable size for

the particular part we are about to

weld. A removable cover is used of

asbestos board or sheet metal.

After the welding has been done, the

object should be heated again in a
similar manner as the preheating was
done and then allowed to cool off slow-

ly in the muffle. This is necessary to

prevent cracking due to the local ex-

pansion and contraction, caused by the

local heat of the welding flame. This
method is also useful in obtaining a

softness of the material in the weld.

This method of handling welding of

cast iron will prove a saving of from
30 to 50 per cent, of the cost of gases

used for welding.

There is nothing particularly diffi-

cult in the handling of the welding
flame in connection with welding cast

iron, but it should be borije in mind in

welding of heavy sections, that the
fractured portions should be tapered
out in order that the welding can be
commenced at the centre of the section,

building up as the welding proceeds.

A flux is necessary for use in welding
cast iron and wiill be found to make
the metal flow readily and at the same
time, flux out the sand, dirt, grease,
etc. Be sure that the sides of the frac-

ture are in molten condition before fill^

ing material is added. Large objects
are handled in a different manner, the
indirect heating being better adapted
for metals such as aluminum. This
method is shown in Fig. 1 B.

Aluminum

'T["^HE welding of aluminum requires ,

considerable skill and experience
before successful work can be expected
on intricate parts. The manner of
making the weld is slightly different
from that used with welding of cast
iron, due to the fact that when alumi-
num is heated, an oxide film is formed.,
which prevents the metal running to-

gether and forming a suitable weld.
To overcome this, the aluminum fil-

ling rods must be inserted" into the
niolten aluminum, which is being

weldedi, and moved about rapidly,
something similar to puddling, in order
to break up this oxide film and allow
the aluminum to run together. A flux
has also proven of advantage in this
connection, where before, practically

all of this work was done without the
use of a flux.

A larger tip is necessary for welding
a section of aluminum than would be
required for the same section of steel
or cast iron. This is due to the fact
that aluminum conducts heat away
very rapidly. With the proper size
tip in use, it is necessary to melt a
considerable portion of aluminum.

whicih is being held in shape by the
fire clay fbrm. Now the extra metal
can be added from the filling rod and
stirred or puddled with this rod to
break the oxide film which forms when
aluminum is melted. A flux has been

provided for use in this connection and
will be found very valuable for break-
ing up this film. In fact, by using
this flux, bosses can readily be built up
at any desired point. This is some-
thing that could not be done before a
fiux for welding aluminum came into
general use.

All precautions should be taken to
have the work securely fastened or

harnessed, for instance, when welding
a hole in the side of a crank case, it
is customary to clamp a shaft, which
approximates the size of the bearings
(plus, of cooiTse, the thickness of the
cast metal bearings, which would melt
out when preheating,) into the crank
case ibearing supports, in order to in-
sure perfect alignment of the bearings.
Angle irons are bolted to the flanges
where connection is made to the other
half of the crank case in order to
insure perfect alignment of this part.

It is good practice to place a sheet
of paper on the inside of the case next
to the crack to be welded. This paper
prevents the fire clay from getting into
the crack. Upon this is placed fire
clay in plastic condition which is held
in place by means of asbestos fibre.
This makes a light backing or mould
for the case and can be easily handled
without fear of the mould or core be-
ing so heavy as to breaik down the case
when heated for welding. This mould
should be large enough to cover suffi-
cient area around the crack so that
the aluminum will not break down.
Aluminum parts must always be pre-

heated and handled in a similar man-
ner as automobile cylinders, as out-
lined before, with the exception that
aluminum, of course, should not be
heated to such a high temperature, on
account of the fact that within 50 de-
grees C, of the melting point, the
metal is very brittle and without
strength. It is customary to heat up
these cases thoroughly until they will
melt half and half solder in wire form.
This temperature is about right to
prevent cracking occurring on account
of expansion and contraction, and at
the same time the aluminum will pos-
sess sufficient strength so that with
ordinary handling no trouble is ex-
perienced with alignment or failure of
the part.

Malleable Iron

pARTS of malleable iron are handled
* in much the same manner as cast
iron pieces in preparation for welding.
It is customary to reinforqe the
malleable iron weld as much as pos-
sible by building up the section at the
fracture. The filling material used is

usually nicikel steel in the ibottom of
the weld, finishing the top surface with
cast iron rod. The latter runs better
and makes a smoother finish.

In some instances you may find that
the fracture will be through a tapped
opening, in which case it will be nec-
essary to cape this portion out en-
tirely, making a much larger opening
than the hole itself and then filling
this with oast iron, using the same
precaution as in welding cast iron to
have this portion soft. Wherever the
union is made between filling ma-
terial used and the malleable iron, yiou
will find this so hard that it will be
impossible to drill or machine in any
way except by grindin'g.

In some cases, in making repairs on
malleable iron parts, it is even neces-
sary to strap these parts by means of
wrought iron or steel straps welded to
the body of the casting. In any event,
bear in mind that the heat necessary
to melt the malleable iron will destroy
the properties of the malleable iron,
which were put into the part when an-
nealed in the furnace. Consequently it

is necessary to use a stronger filling

rod and increase the section.

Brass and Bronze

npHE preparation of brass and bronze
castings for welding is similar 'to

that for gray iron castings. The
fracture must be caped out so that the
welding can start at the centre, the
groove being filled with metal melted
from filling rod. The filling rod should
be of approximately the same mixture

Continued on page 20
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Two Cockshutt Leaders
They sell. They satisfy. They open the way for
the sale of other Quality Implements in the
complete Cockshutt Line. They're profitable.

No. 3 CORN PLANTER

COCKSHUTT No. 5 CULTIVATOR

Like all other Cockshutt Implements, these two
"Leaders" clearly show the handiwork of the master
builder. They're designed and built to do their work
RIGHT, and do it year after year. They always give
a good account of themselves in the field.

Cockshutt
No. 3 Corn Planter
Adjustable for work in rows 28 in. to 44 in. apart.

Can be used for checking corn in hills or drilling it in
rows. Fertilizer attachment supplied when wanted.
It's a variable Drop Planter. Either two, three or four
kernels can be dropped. Quantity can be changed by
simple foot lever. Rigid frame ensures uniform depth

.of planting. There are many features about this
iPlanter that appeal to com growers and its good repu-
tation carries a lot of weight with the prospective
buyer.

Cockshutt
No. 5 Cultivator

It's a real time-saver—cultivates two rows at a time
at all widths from 28 in. to 44 in. Unequalled for
strength—built throughout of steel—it embodies the
latest and best improvements in cultivators. Five
handy levers make all adjustments easily and quickly.
Full set of teeth, thistle blades and hillers with each
cultivator. As a time and labor-saver the Cockshutt
No. 5 Cultivator makes a strong appeal to the farmer.
As as money-making proposition for the dealer it is in
a class by itself.

Send for our dealer proposition. It's interesting. To the dealer who realizes the value ofa complete line of implements, is is a money-maker. Cockshutt Implements, quality builtbacked by steady, consistent advertising, have built up success for hundreds of dealers*

Cockshutt Plow Co.
Limited

BRANTFORD, ONT.

Sold in Eastern Ontario,

Quebec and Maritime

Protinces by

The Frost & Wood Co.
Limited

Montreal SMITH'S FALLS St. John
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Horth(ir/t E/ectr/c

POWER and LIGHT

Belt-connected Plant— operates
from any good engine

A Complete Line of

Electric Farm
and Accessories

Belt Connected Plants

Direct Connected
Plants

Water Systems

Portable Motors

Farm Accessories

Wires and Supplies

This line will make
you the Electrical Head-

quarters of your Dis-

trict.

Plants

Automatic Water System, show-

ing Tank, Pump and Motor.
Capacities 100 to 1400 gals, per

hour

llWith the plant you'can

usually sell a Water Sys-

tem, while limitless fol-

low-up sales possibilities

are yours with Utility

Motors, Electric Churns,

Vacuum Cleaners,

Washing Machines,

Dishwashers, Irons,
Toasters, Percolators,

Wiring Devices of all

kinds, Fixtures, etc.

Write Our Nearest House
Now

Be the Farm Electrifier

of Your District

Direct Connected Utility Plant
% K.W.—32 Volt

Titan Storage Battery, 16 cells

supplied with each plant. 110
or 200 Ampere Hours

Northern Ehctrf^^ Compafty
LIMITED

EDMONTONMONTREAL OTTAWA LONDON WINNIPEG
HALIFAX TORONTO QUEBEC REGINA CALGARY

VANCOUVER

return
make
THE

8AY8 THE MASTER ME!OH-
AiNIC: The Greb Automatic Grip
Puller is a OnenMan Puller —
Quick-acting, strong and simple
in the extreme. May be locked in

any desired position. A ccwnbdna-
tion of two or three arms. Heavy
Duty Size capacity 1" to 16"—
Junior Size capacity 1" to 7".

Two sets of jaws furnished with
each size.

TEN DATS" TRIAX,.— If your
dealer or jobber does not have
them we wiU send you one. Try
it ten days. If not satisfactory,

to us and we will refund your money. We also
the GREB RIM TOOL.
GREB COMPANY, 319 State St., BOSTON

l^ANTED—CLERICAL POSITION, PRBP^-
ably Private Secretary, by young married

man, Canadian, experienced accountant, short-

hand writer and typist. Have completed the

Gas Engines Course of the International Corres-

pondence Schools. Best references. Address
Box 566, Lethbridge, Alberta.

Broughton's Blowout Boots

Bind Bad Breaks and

Bruises Best

Made of Steel.

Keep them on
hand for any
automobile
tire weakness.

Al Your
Dealer, or

THE GEO. H. BROUGHTON CO., Mfgrs.

122 Wellington Street West, Toronto, Ontario

BEAVER TRUCK IN OTTAWA
TpHE City of Ottawa has seen within

the last few days, the appearance

of a new motor truck. It is the Beaver

Motor Truck manufactured by tJie

Beaver Truck Buildiers Limited, of

Hamilton, Ont. The model which was

seen in Ottawa is one of the largest

made by the Hamilton firm, and it was

demonstrated by the Emersom Motor

Sales. The laigency fjor these .big

motor trucks was awarded to the

Ottawa Car Garage, which is one of

tihe best known of its kind in the

Capital.

METHODS TO BE USED IN WELD-
ING DIFFERENT METALS
Continued from, page 18

as the part to be welded. Brass should
never be used as filling material for

bronze castings, if a strong weld is

expected. Powdered borax or boric

acid may be used as a flux. A mixture
of Vz borax and % boric acid gives

good results. In welding brass or

bronze the work is carried out as for

welding cast iron. The metal sur-

rounding the groove is melted and the

filling material added, drop by drop,

as it is melted from the rod. Be sure

the metal of the casting is in a molten
condition, otherwise an imperfect weld
will result. Brass welds oan be easily

spoiled by burning the zinc out of the

composition. Care should be taken not
to heat beyond the melting point.

Flux should be used freely. If the

welded portion has been burned, it will

be exceedingly poroois. Various use-

ful! suggestions are shown at Fig. 2.

Be sure the welding flame is neutral,

and that the part to be welded is set

up properly. A poor iset may spoil the

best weld foj' practical use.

HOW TO DRILL DIFFERENT
MATERIALS

WHEN drilling, turning or ream-

ing malleable iron or aluminum to

get best results kerosene shoulld oe

used. Hard steel should be drilled

with turpentine instead of oil as the

turpentine will make drilling easy

when the metal cannot be touched with

oil. Glass may be drilled with a com-

mon drill by using a mixture of cam-
phor and turpentine. When the point

of the drill is coming through the hole

should be worked with a reamed or

the end of a three cornered file having

edges ground sharp. A scraping mo-
tion should be applied rather than a

reaming. Of course great care should

be "exercised so that the glass isn't

cracked or pieces flaked off whilp fin-

ishing. The mixture of turpentine

and camphior should be uised freely

both while drilling and scraping. This

mixture can be used with efficient re-

sults to dirill exceptionally hard cast

iron and even tempered steel.

MOTOR SHOW AT KINGSTON

AT a very enthusiastic meeting of

the automobile dealers held in the

offices of the Board of Trade, King-

ston, Ontario, a. local Automobile Deal-

ers' Association was formed, and every

dealer in the City of Kingston was en-

rolled as a member. The first big ven-

ture of the newly formed organization

is to be a Motor Show, and the local

armories has been obtained for the

purpose. The show will be staged

from Tuesday evening, April 27th. to

Saturday evening, May 1st, and th£

services of Mr. T. C. Kirby were se-

cured as show mlanager.
It was decided to donate half of the

net profits of the show to the Queen's

University Hospital, and the remain-

der to the funds of the local assooia-

tion.

T. C. Kirby, who has a most success-

ful record as a show manager in

Eastern Canada is preparing an
elaborate floor plan, and the preliinin-

ary organizing details are now going

on full steam ahead.
Application for space already to

hand, total 75 per cent, of the net floor

space, and among the exhibitors al-

ready havfing reserved space, a total

of twenty-two passenger oars, 'and

several different makes of trucks and
tractors will be shown. Many of the

makes of oars are entirely new to these

parts.
Many special attractions are being

arranged, and prospects of Kingston's

first Annual Motor Show are excfeedi-

ingly bright.

NANTON.—A new implement store

has been opened by Messrs. Harvey
and Cook.
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OilPull a^ain 0reaksW>rld Record
FOR eight years the world's record

for fuel economy in tractor motors
stood at .7 pounds of kerosene per
horse-power hour. It was made at

the Winnipeg Tractor Contest in 1912
by the Rumely OilPull tractor.

In January, 1920, this record was
broken at the Tractor Fuel Economy
Tests held at Ohio State University
at Columbus—and it was broken by
another OilPull tractor.

The OilPull's new figure of .606
pounds of kerosene per horse-power
hour not only exceeds every fuel econ-
omy figure ever made by kerosene or
gasoline burning tractor motors, but
lowers the old OilPull record over 13%.

Again it is a significant fact that this

same tractor then went on the maxi-
mum load test and developed a reserve
power of 40%% more than its rating.

In addition to all this the same
tractor then went through the vari-

able load test and emerged triumph-
antly with a grade of good plus for

close governing.

But even more significant is the
economy, dependability and durability

ofthe OilPull asproved by its unequaled
record of performance in the hands of
thousands of owners since the birth of
the tractor industry.

Your prospective tractor buyers
want proved economy, proved power
and proved performance. No tractor

shows a better proved record than the
OilPull in all its four sizes, 12-20, 16-30,

20-40 and 30-60 H. P.— that's why
most of the 1920 OilPull output is al-

ready sold— that's why you should
write today if you wish to represent
the OilPull in your locality.

ADVANCE-RUMELY THRESHER CO., Inc.

I..a Porte, Indiana
Calgary, Alta. „ .... at^^.t t.„ .„ Regina, Sask.
Saskatoon, Sask. ^ Sfoet, Toronto. Ont. Winnipeg, Man.

AD\^CE-RUMELY
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Grinder with Elevator and Bagger

"VESSOT"
FEED GRINDER

POPULAR WITH DEALERS AND USERS
EVERYWHERE

Dealers make a good commission
on "Vessot" Grinders and they
are never bothered with complaints,
the "Vessot's" good service is con-
sistent and reliable.

We challenge the
world to produce
plates that will
grind and wear
with genuine "Ves-
sot."

nine different sizes of grinders, 6%-in., 8-in.

' ^ Psrm Type, and 11-in.,
13-in. and 15-in. Mill Type.
Write the nearest branch of the International Harvester
Company for Agency proposition. It's well worth while.

INVENTORS AND MANUFACTURERS

S. Vessot & Co., Joliette, Quebec
Sold exclusively in Canada by

International Harvester Co. of Canada, Limited
Branches: Calgary. Edmonton, Lethbridge. North Battleford. Reifina, Saskatoon, Yorkton

Brandon, Winnipeg, London, Hamilton, Ottawa, Montreal, Quebec, St. John.

BiRDSELL Clover Hullers
Best for Threshing, (

common CloTor Seed

Hulling and }
BI. En.H.h or M«^«oth CIo.er Se«d^

^1 ^. ]
AUike CloTer Seed

Cleaning
(_ Sweet Clorer Se«J

ONTARIO
WINDSOR.— The Hup Motor Car

Company, it is announced, will extend
their Canadian plant here.

TORONTO.—A motorbus service be-
tween Toronto and Hamilton will be
established early in April.

WINDSOR. — The Paige-Detroit
Motor Car Company, has secured a
site here for a Canadian plant.

OTTAWA.—A new garage, to be
known as Stanford's Garage, has been
opened at 1023 Wellington Street.

TORONTO.—The Scofield Tractor
Corporation, Ltd, has been incorpor-
ated wiith a capital stock of $1,000,000.

LONDON.—A new motor truck
equipped wuth a special pressure pump
will be purchased at a cost of $15,000.

CHATHAM. — Brisco's wholesale
Accessories, Limited, has been incor-
porated with a capitalization of
$10,000.

GRIMSBY.—Announcement is made
of the incorporation of the County
Motors Limited, with a capital of
$40,000.

WIARTON.—G. F. Brj-son has tak-
en over the auto tire vulcanizing busi-
ness formerly conducted by 0. E.
Langford.

TORONTO.—The Lexington Motor
Sales, Ltd., has been appointed dis-
tributor for the Canadian made Vet-
eran truck.

BELLEVILLE.—The Weed Harves-
ter Machine Company, Limited, has
been incorporated with a capital stock
of $50,000.

TORONTO.—The directors of ithe
Willys-Overland Company are con-
sidering increasing the capitalization
of the company.

PETERBORO.—The Canadian Gen-
eral Electric Co., is contemplating an
extension to the Peterboro plant which
will cost $1,000,000.

TORONTO.—The Tiger Tire and
Rubber Company has been incorpor-
ated with a capital of $2,000,000,
divided into 65,000 shares.

TORONTO. — Donald McQuarrie,
formerly with Overland Sales Ltd., has
joined forces with the Lexington Motor
Sales Ltd., 589-591 Yonge St.

TILLSONBURG.—C. H. Fisher has
purchased the implement business con-

j

ducted by W. E. Moore. Mr. Moore is

I

going into the insurance business.

RENFREW.—The Renfrew Ma-
chinery Co. announce the appointment
of W. F. Webster, formerly with the
La Crosse Tractor Co., as their trac-
tor salesman in Western Ontario.

LONDON.—The R. G. Edgecombe
Company, Wholesale Automobile Ac-
cessories and Carriage Hardware
Limited, has been incorporated at
$100,000 divided into 1,000 shares of
$100 each.

TORONTO.—The Ontario Motor
League will engage uniformed scouts
on the Toronto-Hamilton Highway this
season to assist in regulating traffic
and help league members in- case of
breakdowns.

LONDON. — H. M. Gousha of
Chicago visiting here recently an-
nounced that the route between
Niagara Falls, Hamilton, London and
Sarnia has been definitely adopted for
the Roosevelt Memorial Highway.
BRANTFORD. — Partnership has

been dissolved between Amos A. Lemon
and J. A. Lane in the Motor Transfer
Company. The business wiM be
carried on by John A. Lane, wiho is

assuming all liabilities of the partner-
.=hip.

BRANTFORD.— The roads and
bridges committee of the County Coun-
cil have decided to spend $26,000 on
machinery for road making. The

purchases will consist of a truck, two
tractors, oil tanks, scrapers and small
tools.

TORONTO.—Messrs. Bradley and
Love, Limited, have been appointed
Ford dealers in Toronto. They are
opening a new sales and service station
at Woodbine Avenue and Quieen Street
East, which will have a capacity of
13,000 sq. feet.

OTTAWA.—J. A. Pinard, M.P. for
East Ottawa, enquired in the Legisla-
ture recently how many autos were
owned by the Government, how many
were used by Ministers of the Crown
and how many chauffeurs were employ-
ed by the Government.
TORONTO.—The Packard Motor

Car Company of Detroit advises its

distributons, the Packard-Ontario
Motor Car Company, Limited, Toronto,
that it will accept Canadian funds at
par on the sale of Packard cars and
will invest such funds in Canada.
CHATHAM.—The Chatham Motor

Show was held from March 17 to 20.
There was a large number of exhibits.
M. M. Maxwell, manager of the Cham-
ber of Commerce, and Walter Fussey,
president of the Chatham Auto Deal-
ers' Association, gave the opening ad-
dresses.

ST. THOMAS.—The Elgin Motor
Club at a meeting held in the City
Hall recently, discussed the provincial
highway and Port Stanley road mat-
ters. The officers elected for 1920 are
as follows: Hon. President, P. G.
Cameron, of Dutton; President, M. B.
Johnson; Vice-President, W. C.
Forbes; Secretary-Treasurer, G. A.
Ferguson; Auditor, W. R. Coulter.

MANITOBA
PILOT MOUND.—C. B. Oohoe has

purchased the Pilot Mound Garage and
Machine Shop.

HIGH BLUFF.—Messrs. Jackson
and Wilson have opened a garage and
will do all kinds of repairs.

WINNIPEG.—The wholesale and
retail dealers announce a 20 per cent,
increase in automobile tires.

WINNIPEG.—The Burd Ring Sales
Co., 322 Mclntyre Block, have b«en ap-
pointed Dominion of Canada distribu-
tors for the Violet-Ray lens.

WINNIPEG.—Martin Engers is the
Western repre.sentative of the Domin-
ion Battery Co. This concern recently
opened a warehouse in Winnipeg.

FOXWARREN.—S. J. Fallon has
purchased the garage business of Mr.
Layoock. He will handle Buick cars
and Fairbanks-Morse Lighting Plants.

BRANDON.—A single day automo-
bile sihow was held recently in the
Winter Fair Arena when every model
of every car sold in Brandon was on
exhibition. Accessories and batteries
were also displayed and an address
"Automobile Users and Good Roads"
was given by D. D. Bennett of the
Western Branch of 'Chevrolet Motor
Co.

SASKATCHEWAN
MOOSE JAW.—Hugh Rorison has

the agency for the John Deere line.

MOOSOMIN.—The Moosomin Tire
Repair Co., a new concern, has just
opened up.

INDIAN HEAD.—Messrs. Blair and
McLean have opened an implement
business here.

MOOSE JAW.—A tractor business
has been opened here by C. Waring
and Company.
RBGINA.—W. H. Harris and W. J.

Ralph have purchased the City Garage
on the corner of Albert and Victoria
streets. They will handle the Chalmers
and Maxwell cars.

THREE SIZES FOR CANADA
Power Requited

No. 2 Cylinders 27" x 32". Capacity 3 to 5 bushels per hour. 6 to 8 H. P.
No. I Cylinders 30" x 36". Capacity 5 to 7 bushels per hour. 8 to 10 H. P.
No. 8 Cylinders 40" x 52". Capacity 7 to 10 bushels per hour. 10 to 12 H. P

WE HAVE A SIZE TO SUIT EVERY NEED

ANN ARBOR HAY PRESSES
If in the market for a Hay Baler we can
furnish in any size to meet your requirements.
Write us or call and see us while in the city.

Birdsell Manufacturing Co.
Foot of George Street

Toronto, Canada
' J
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Case 22-40 Kerosene Tractor pulling 4-bot;om Grand Detour P!<

Case 13 11 Kerosene Tractor pulling 3-bottom Grand Detour Plow

r
A

Case 10-18 Kerosene Tractor pulling 2-bottom Oand Detour Plow^

From the Same Maker—
Through the Same Dealer-
To the Same Farm

!

CASE KeroseneTractors and
Grand Detour Plows, de-

signed to fit each other, should
be logically sold together and
used together. Every buyer of
one is a prospect for the other.

Case Kerosene Tractors, stand-
ardized in design and simplicity
ofadjustment and operation, are
built with respective ratings of
10-18, 15-27 and 22-40 h.p., for
farms of any size.

Grand Detour Plows are built
with two, three, four, five and
six bottoms. Different shapes of
bottoms are available to meet
the soil conditions in different
localities.

The J. I. Case Threshing Ma-
chine Company also builds the
following great line of machin-
ery, best drawn or driven by
the proper size of Case Kero-
sene or Steam Tractors

:

Look tor the
EAGLE

Our Trade Hark

Grand Detour Double Disc Harrows—5 sizes
Threshing Machines—six sizes
Hay Balers—two sizes
Road Graders—three sizes
Rock Crushers—two sizes

Case Steam Tractors are built in eight sizes, and Case Steam Road
Kol ers m two sizes. Special descriptive catalogue free to anv
dealer on request.

J. 1. CASE THRESHING MACHINE CO., Inc.
Dept. 0-4, 345-9 Dufferin Street, Toronto, Ont.

Making Superior Farm Machinery Since 1842

To avoidconfusion, theJ. I. CASE THRESH/NO
MACHINE COMPANY desires to have it Icnown
that it is not now and never has been interested
in, or in any way connected or affiliated with
the J. I. Case Plow Works, or the Wallis Tractor
Company, or the J. I. Case Plow Works Co.

.
TfiAOe MARKS BEG. U.& PAT. OFF.

POWER
AND IN FOREIGN COUNTRIES.

FARMING

NOTE:
We wan t the
public to know
that our plows
and harrows are
NOT the Case
Plows and har-
rows made by
the J. I. Case
Plow Works Co.
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What Some American Agents
and Dealers Say About the

Renfrew Cream Separator

Onterio, Wis., May 21, 1919.

Mr. Neils Anderson,
Elgin, 111. . .

Dear Friend Anderson—-I had an occasion here to have

some skimmed milk tested for butter-fat, skimmed by the

Renfrew, and the result was "only a trace," less than one-

hundredth of one per cent.

The buttermaker was very much interested in the sep-

arator, and asked me what it was. I told him. Please

send the buttermaker a few catalogues. His name is H. A.

Buddia, Onteiiio, Wis. Respectfully,

A. F. STERLING,
"Acme Block Man."

Gays Mills, Wis., August 15, 1919.

R. N. Jacobi Co.,

Milwaukee, Wis.

Gentlemen—I wish to say in regard to the Renfrew
Cream Separators, we sold some of these machines about
two years ago, to try them out among our customers, and
then turned the agency over to the Barlow Auto Co., here,

not having time to devote to the sale of them.

All the Renfrew Separators sold have given the best of

satisfaction and we are now handling cream from these

Separators that runs and has run universally from 30 to

35 per cent. This we consider decidedly above the aver-

age. On one machine that we took particular notice of all

summer the test kept above 32 per cent— a very remark-
able record.

We have not had a single complaint of any kind on
any Renfrew machine, and believe them to be easily cared

for and sanitary. Respectfully yours^

S. C. GEORGE,
Butter Maker and Cream Buyer.

Chaseburg, Wis., 8/19, 1919.

R. N. Jacobi,
Milwaukee, Wis.

Gentlemen—I sold one of your Renfrew Cream Sep-
arators bouglit from La Crosse Plow Co. four years ago.

Have never heard from the farmer except for more business
since that time. Now that this separator lis represented
by a live concern I have again taken the agency from
your Mr. Anderson and will handle your machine with the
De Laval and Primrose Separators. Making this connec-
tion shows you what I think of your special feature.

Sincerely yours. PHILIP BOUFFLEUR,

Fall Creek, Wis., Sept. 19, 1919.

R. N. Jacobi Co.,

Renfrew Machinery Co. Distributors,
Milwaukee, Wis.

Gentlemen—We hereby notify you that we want to con-
tinue the Renfrew Cream Separator Agency here.

We formerly bought them from the La Crosse Plow Co.,

and have had some of your machines out for seven years,

that have never required repairs and that are skimming
to-day dovm to .01 per cent., just as close as when they
started. We have never had any dissatisfaction and
know there is no better separator made. We therefore
wish to continue as your agents here.

Kindly inform us as to your new selling plan. Yours
truly, STELTER AUTO CO.,

T. M. S.

American Farmers andi

Cream Separators to Ar
Dealers Mak

In the most densely populated

agricultural districts of the United

States the Renfrew Cream Separ-

ator is selling at a rapid rate, in

spite of direct and close oppo-

sition from the most famous
American makers of cream sep-

arators!

We are building up a big business with our

Canadian-made separator "right in their own
back yard."

Isn't that an excellent indication of the

value of the Renfrew? Shrewd buyers,

American farmers and dairymen, after closely

inspecting all makes of separators, are decid-

ing on the Renfrew.

Read the letters in the panels of this adver-

tisement and see what some of our agents over

tnere have to say about their successes. These

letters speak for themselves, and show the

enthusiasm with which our representatives in

the States are working.

One and all they agree that it is THE
BEST separator on the market. They
are selling great numbers of Renfrews,

and, of course, their PROFITS ARE
VERY HANDSOME.
The great feature of the Renfrew

which will appeal to any farmer or

dairyman, is its ability to skim close.

THE RENFREW MACHF
Head Office and Works: RENFREW, ONT. 91
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airymen jPrefer Renfrew
rican-Made Separators
'g Profits

It actually gets 99-99 per cent, of the butter fat.

1 hat has been proved by Government tests. To
the farmer this close skimming means bigger

profits. To the agent it means easier sales.

The Renfrew is the separator with the inter-

changeable capacity. The 450-pound bowl can

be replaced quite simply by a 1,000-pound

capacity bowl, without taxing the strength of the

machine. All Renfrew machines have the same

sized frames.

Users of the Renfrew get firmer, better

I butter owing to the exclusive wide open bowl

with the curved wings.

The Renfrew is easily cleaned, very sanitary,

runs smoothly and easily, lives long, and is self-

oiling.

It is a separator with many fine

EXCLUSIVE SELLING POINTS
We give our agents and representatives every

support possible. Our Dominion-wide, exten-

sive advertising campaign paves the way to

many sales.

If your territory has not been seized by some

enterprising agent, write us at once for our

literature and selling proposition.

And don't forget that the Renfrew Cream
Separator was invented by a Canadian, is built

by Canadian workmen and is manufactured

with Canadian capital. It is a triumph of Can-

adian skill.

m§epara/or
RY COMPANY, LIMITED
hes : Montreal, P. Q., Sussex, N. B., Milwaukee, U. S. A.

More Unsolicited Compli-

ments from the States

Republic, Missouri, August 26, 1919.

Renfrew Machinery Co.,

Milwaukee, Wis.

Gentlemen—I am not a professional salesman, but I

have just sold a Renfrew Separator, or rather the machine
sold itself in competition with both the . . . and

. . . which as you know are two of the standard
makes and widely advertised for their efficiency.

A certain lady tried both these machines in competi-
tion with the Renfrew. She returned both and kept the
Renfrew— paid me for it to-day.

Could you loan, or sell me, a cut like the one you use

on your envelopes, for the purpose of advertising your
separator at a coming stock show?

Very respeotfulliy,

b. L. FULBRIGHT.

New Lisbon, Wis., Sept. 29, 1919.

R. N. Jacobi Co.,

Milwaukee, Wis.

Gentlemen—I have received the last four Renfrew
Cream Separators that I ordered a short time ago. Will

you send me at once a No. 6 cream screw and a half-dozen

rubber rings, No. 6 and No. 8. I have sold Renfrew Cream
Separators for six years now and it seems rubber rings

are the only parts we are ever called on to supply to Ren-
frew owners.

Just last week I had a talk with three of the farmers
I sold your machines to over six years ago, and they
volunteered the statements that their machines were run-

ning just as easy and skimming just as close as when they

bought six years ago, and their opinion was that they

couMn't be w^orn out, as they had not spent a cent on them
except a few rubber rings in all that time.

I first bought Renfrew Separators from the La Crosse

Plow Co., of La Crosse, and then from the Acme Harvest
Machine Co., and then as you know I have sold ten or

twelve machines since you began your campaign for better

and more enthusiastic support to the dealer.

I want you to know that I am with you, and of course

selling Renfrews exclusively. Sincerely yours,

OTTO EBERHART.

P. J. Downes Co.

Adrian, Missouri, Oct. 18, 1919.

Gentlemen—Will say we formerly sold the ....
Separator, but after a demonstration of the Renfrew de-

cided it was the most up-to-date Separator on the market.

We have sold over 200 of these separators and have
our First dissatisfied customer to find. Resp.,

J. W. PACKER & SONS.

Rewey, Wis., April 11th, 1919.

R. N. Jacobi Co.,

Milwaukee, Wis.

Gentlemen

—

Will say I formerly sold the ... Machines, and
changed to the Renfrew on account of the general abso-

lute satisfaction that this gives to the user, and I can make
, a better profit and at the same time give my customer a

better machine for less money. I am now selling Renfrew
Cream Separators exclusively.

J. H. LEYSON.



Automotive Accessories and
Implement Equipment

ELECTRIC AUTOMOBILE-ENGINE
HEATER

npO KEEP an automobile engine warm
during normal winter weather as

the car stands in the garage, an elect-
ric automobile-engine heater has been
recently placed on the market by the
Westinghouse Electric & Manufactur-
ing Company of East Pittsburg, Pa.
By the use of this method, the mak-

ers say, the heat is concentrated at the
engine and carburetor, where it will
do the most good. Thus, on cold morn-
ings, no difficulty will be experienced in
starting the engine, as the temperature
of the latter will always be well above
that of the outside air.

The appliance is ruggedly built and
practically indestructible. The heating
unit is protected by a strong perforat-
ed sheet-metal guard entirely surround-
ing the heater. A rigid metal hook al-
lows the heater to be hung anywhere
under the hood. The flexible cord is
long and the plug can be attached to
any lamp socket. Altogether, it is well-
built with no delicate parts to get out
of order:

The power consumption is only 100
watts. The initial cost and the ex-
pense while in use are both small. The
cost of operating is less than one cent
an hour (based on power rate of 10
cents kwh).

iUTOMATIC BATTERY STEAMER
«*TBSCO" Battery Steamers and Stills

are service station equipment, made
for battery service. They are made of
spun aluminum thus eliminating all
seams and no metal other than alumi-
num and brass comes in contact with
the water. They will open one, two
or any number of battery cells, the
makers say, in from three to five min-
utes without any possibility of break-
ing the jars or injuring the plates in
any way.

The steamers are also equipped with
a still so that when the equipment is
not being used for opening batteries, iz
IS distilling water at the rate of about
a gallon an hour. This furnishes the
service station with chemically pure
distiUed water at practically no
expense. They are operated with any
sort of heating apparatus, gas, kero-
sene or gasoline. They are not equip-
ped with a heating apparatus, however.
The No. 1 outfit is complete with

steamer and still and has an automatic
valve so that the operator can attach
It direct to the city water and it then
requires no further attention so far as
the water supply is concerned. It is
equipped with a safety valve that keeps
ine steam at a low rate pressure.
The No. 3 is identical with the No 1

except that it has no automatic valve
and must be fed by hand. It is pro-
vided with a glass water gauge, which
shows the level of the water in the boil-
er at all times. The outfit is manufact-
ured by The Illinois Battery Steamer
Company, Peoria, Illinois.'

WHITE RADIATOR
T^HE White radiator, model 1720

manufactured by the F. H. Law-
son Company, Cincinnati, Ohio, is de-
signed for all Model "T" Ford cars pro-
duced in the years 1917 to 1920 inclu-
sive. The makers claim that there is
a column of air for every column of
water; ample air space to allow for a

Velvet Recoil Deadener.

Automobile Engine Heater.

Lightford Piston.

"IBSCO" Battery Steamer.

White Radiatnr.
Hershcr Car Lock,

current sufficient to cool this volume
of water; double the amount of water
in contact with the air currents and
double the amount of radiating sur-
face. The core is made of soft brass
with all joints floated in high-graded
solder.

VELVET RECOIL DEADENER
'T^HIS device is designed to absorb

shock by checking spring recoil. It
consists of (A) a stationary cam, at-
tached to pivot bolt, (B) which is a part
of the bracket which fastens the dead-
ener to the frame of the car. A drum
(E) turns the pivot bolt. A spring
(C) is permanently fastened to the in-
side of the drum at D.
When the body of the car goes down-

ward, tihe makers Slay, the spring on the
opposite side of the drum—not seen
in the cut—winds up the drum and in-
stantly takes up the slack in the strap
(G). This action then also slides (C)
downward on the stationary cam to
where it has the least pressure. As
the car goes upward on the rebound, the
drum revolves, sliding spring (C) up
hill on the cam, the cam acting as a
brake, until when the spring reaches
point (A) on the cam, the pressure is
.so strong that it stops the up-throw of
the car, but has done so gradually. The
up-throw has also been held back by
the spring on the opposite side of the
drum, and this same spring brings the
deadener back instantly into posi-
tion as the car comes down, wind-
ing up the strap so as to
prevent any slack in the strap. If there
is slack in the strap, it will give a bad
jerk to the car on the second and third
bounces and is likely to break the strap.
The device, manufactured by Black-

ledge Manufacturing Co., 341 East
Ohio Street, Chicago, is made for light,
medium, heavy and extra heavy cars.

LIGHTFORD PISTON.
TpHE Lightford piston for Ford cars,

manufactured by the G. H. Dyer
Company, 155 Brookline Street, Cam-
bridge, Mass., is almost identical, the
makers say, to the Ford Motor Com-
pany's piston, in appearance, construc-
tion and design.

It is correct in every measurement
and detail, and is madte from a very
olose grained metal capable of taking
a high finish. The pistons are guar-
anteed to be accurately ground and not
to vary in weight. They are fitted with
two 1/4 -in. rings above the pin, and
one below, and bronze pin bushing.

HERSHEY CAR LOCK
'TpHIS theft-proof auto lock, manu-

factured by the Hershey Manu-
facturing company, Denver, Col., is of
the type that lodks the steering wheel.
It consists of a nickel-plated ring, at-
tached permanently to the steering
part of an automobile. The makers say
when the lock is in a closed position
a strong case-hardened steel pin pass-
es through the outside steering tube,
thus holding the steering gear so that
the position of the front wheels cannot
be changed.
A cylinder lock which cannot be pick-

ed nor forced open is used.
The device is easy to operate and

can be locked and unlocked in a second's
time--right from the driver's seat.

It is unnecessary to have the wheel
in any particular position as the lock
is self-adjusting. It can be attached
by any person in a few minutes.
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ALLIS-CHALMERS
TRACTORS

THINGS EVERY TRACTOR
DEALER SHOULD KNOW
You are making up the lines you will handle. Be sure that
the connection you make will prove a satisfactory one.

Look for Business Reputation. The Canadian Allis-Chalmers Limited
and the Allis-Chalmers Manufacturing Company have been known through-
out Canada for 65 years as one of the largest manufacturers of quality
machinery in the world.

Look for Manufacturing Ability. The huge Allis-Chalmers plants,
equipped with the most modern machinery, are ready for quality production on
a quantity basis.

Look for Tractor Value. Study every detail of design—don't be sold on
sales talk— see with your own eyes— over $3,000,000.00 have been spent in
perfecting Allis-Chalmers Farm Tractors.

Look for Adaptability. Two models are offered to you—the 18-30, a big
4-plow tractor, and the 6-12 General Purpose, a one-man tractor that may be
used with any standard implement already on the farm requiring 4 horses or
less.

CANADIAN ALLIS-CHALMERS LIMITED
Head Office: 212 King West, Toronto
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LYON
RESILIENT BAR
BUMPER

KABEE
SPRING ARM CHANNEL

BUMPER

PATENTED HOOKBOLT ATTACHMENT
FITS 90%0F STANDARD CARS

OBTAINABLE FROM JOBBERS & DEALERS
CATALOGUE ON REQUEST

BRILLIANT FINISH

wmm Meg©gaum
INIAGARA-FALLS, CANADAf

'''''

'

SOLE MANUFACTURERS. UNDER
LYON CANADIAN PATENTS. wM

Built Up To A Standard
Not Down To A Price

This has always been the policy of the
manufacturers

The Waukesha Motor, Bosch Magneto, Timken and Hyatt
Roller Bearings, Baldwin Steel Roller Chains, drop-forged
heat-treated gears, alloy-steel shafting, copper honeycomb
radiator, channel and I-beam steels— speak for them-
selves.

Quality Is Built Into It; You Get Service Out Of It

Write us for particulars of the Wide Drive Drum and the
Side Hitch, and their many advantages.

GRAY TRACTOR CO. OF CANADA, LIMITED
307 Electric Railway Chambers

WINNIPEG, MAN.
Norton & Leif

,
Calgary— Distributors for Alberta.

C. Waring & Co., 16 High Street E., Moose Jaw— Distributors for
Southern Saskatchewan.

CRANE PULLER
A MONG the new devices which have

been brought to the attention of
service and maintenance men is the
Crane Puller Company of Arlington,
Mass. This puller is so designed, the
makers say, that it is instantly useful
regardless of the size of the gear,
transmission, pulley, wheel, cam or
commutator that requires to be re-
moved.

It is designed along sturdy, heavy
lines and is made of high grade materi-
al, fitted with adjustable arms and lock-
ing screws that afford a certain pur-

small connecting parts on and about
the valve stem, allowing them to be
easily removed.

FOOTE STANDARD TRANS-
MISSION

npHE Foote Brothers, Gear and Ma-
chine Company, 213-223 Nortli Cur-

tis Street, Chicago, 111., recently enter-
ed a quantity production on a 30-horse-
power, 3-plow transmission.

This new model is known as the "F.U."
and was designed to answer the demand
for a high quality small tractor trans-
mission. It is of the live axle type and

Crane Puller.

chase. The pulling screw is made of
specially treated metal and fitted with
a heavy screw point which is a dis-
tinct advantage. By adjusting the di-
ameter and with the smaller sized pul-
lers, as illustrated, it is possible to work
on the smallest gears and transmis-
sions.

This tool is furnished with adjust-
able arms for ordinary pulling opera-
tions, but may be had with various
special attachments, such as an arbor
press base which automatically makes
the puller available for arbor press

Crane Puller.

work. A pipe bending attachment is

also manufactured for bending pipe,
straightening shafting and removing
universal joint yokes. The stud fork
attachment is an excellent device for
removing solid web flywheels, gears
and other similar parts.

VALVE SPRING LIFTER
npHE Goodell Pratt Co., Greenfield,

Mass., have placed on the market
a Valve Spring Lifter which may be
used on any make of car. The makers
say it is made of drop forged steel,
light in construction, and small enough
to be used handily in tight places; is

simple; the jaws move on hardened
rollers, and the screw turns on ball
bearings. A turn of the screw forces
the bar towards the jaws. As the bar
is moved forwar i by the screw, the dis-
tance between the jaws is widened.
While in a closed position, the lifter

Valv« Sprintr Lifter

is inserted beneath the vaive spring.
The lower jaw rests on the engine
frame, while the upper jaw lifts the
base of the spring. The angle of the
jaws, and the simplicity of the lifter

as a whole, allows sufficient room to
work on the valve stems and remove
the pins without difficulty. The larger
circular opening on the upper jaw is

to allow this jew to extend above the

Model "F.U." Transmission.

is built along the same general lines as
the 4-plow "D. U." model which has
been widely adopted in the trade.
The shafts are of high carbon steel.

They are mounted on Hyatt Roller
Bearings which receive lubricant direct
from the transmission reservoir. The
gears are all made from drop forgings
carefully hardened and machined. The
clutch housing which serves as the
engine support is integral with the
transmission case. The steering gear
is also included as a part of the case.
All working parts are completely en-
closed and the job is unusually com-
pact.
The design embodies the Foote Ex-

clusive Planetary gear reduction which
reduces the gear tooth pressures from
30 to 40 per cent. In order to meet
the requirements of special designs, the
makers say, a provision is made where-
by different reductions may be obtained
by using change gears of varying di-
ameter on the sliding gear arid belt
pulley shafts.

Realizing the growing popularity of
the farm tractor for belt work, parti-
cular attention has been given to the
efficiency and accessibility of the power
take-off. The belt pulley shaft is lo-
cated six inches above the main cen-
tre line which leaves ample room for
belt clearance.

The complete line for 1920 includes
model "F. U.", model "D. U.", model
"D." and Model "B.", thereby offering
the tractor manufacturer a wide range
of selections. Foote Tractor Trans-
missions are now standard equipment
on the Illinois, Shelby, Standard,
Dallas, Bolte, Monarch, Turner, Wis-
consin, Sterling, Royier, Buillooh, Ken-
nison. Bell, Blewett, Blumberg, Kawis,
Essex, Gilson, Trenian, McDonald and
Hamilton Tractors.

IT PAYS TO BURN HEADLIGHTS IN
THE DAYTIME

^TEXT time you see an automohilist
' ^ driving along the street in the
middle of the diay with his heladlights

turned on, do not yell at him because
you tlhink him either 'sftupdd or carelless.

Perhaps he knows what he is doing
and is trying to increase the life of
his storage battery.

There is as much danger in an over-
charged sitoragie battery las there is

in one allowed to run diown. On long-

trips during the diayliighit hours, wihen
the car is operated at speeds of
twenty-five miles an hour and over, the
battery is liable to ibe overicharged.

When this occurs, the battery over-
heats. Automatic cutouts sometimes
do not work properliy or quickly
enough, and burning the lights during
a portion of long trips is an added pre-

caution wliich may save the motorist
the price of a new battery.
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A New Canadian Stamping Plant

Pressed metal parts, light and me-

dium weight stampings, card hold-

ers, washer, shims, clips, retainers,

spacers, cover plates, shells, motor,

axle, transmission and clutch

stampings—We are at your service

with quality and prompt deliveries

on any of this work. Send for

folder listing 1000 different sizes cf

washers—Also send us your blue

prints and samples for estimates.

To insure convenience and prompt ser-

vice to our Canadian customers, we have

established a factory at Walkerville,

Ontario.

The new plant is now ready to do busi-

ness. It is strictly an independent fac-

tory, capable of taking care of any light

and medium weight stamping needs you
have—and capable, too, of producing
the same quality of work which has

maintained the reputation of Kales
Stampings for 15 years.

KALES STAMPING CO. Limited
61 Walker Road Walkerville, Ont.

Auto Mirrors

Mirrors are required by law in On-
tario. "Hindview" is a mirror that
has been making good for hundreds
of dealers and jobbers in Canada
and the United States. Strictly a
quality mirror—made for open and
closed cars and trucks. Write for
descriptive literature.

"Break Any Sedgley Wrench and We
Repair It—No Charge 11

G e a
"HEXALL" Socket Wrench No. 5—8 pieces

npHIS is the guarantee under which every "HEXALL" Socket Wrench is sold—internationally-

^ known to jobber, dealer and consumer aHke—the manufacturer's bond of faith with his trade
in the superiority of his product. "Break Any Sedgley Wrench and We Repair It—No Charge".

It is a guarantee without strings, *Vith no
questions asked". Whenever you think of
**HEXALL", you are bound to associate with
it the Sedgley Guarantee.

Think what the "HEXALL" line means to
you—how easy-selling it is—the "repeat" sales—the splendid margin in
it—the goodwill of such a line that always gives satisfaction and service.
Without hesitation, we say that "HEXALL" is the best socket wrench
in the world—a mechanically-perfect tool that gets to the seat of the
trouble q.uickly and efficiently. Examine one! Handles are drop-forged;

""exall" Ratchet socket wrenchNo.i-ie pes.

sockets made from the bar on automadc machines, broached and case-hardened with the skill that
comes only through endless years of experience.

If you are a jobber, write us—if you are a dealer, write your jobber.

There are seven sets—a ''HEXALL*' for every need.

R. F. SEDGLEY, Inc. Est. 1897
Also makers of "BABY" Hammerless Revolvers

2311-13-15 North 16th St., Philadelphia, Pa.

"HEXALL" Ratchet Socket Wrench No. 2-11 pes. Canadian Representatives: Lamontagne, Limited, Montreal, Can.
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RdJtLER BEARINGS

FdiLMotor Cultivators

I
T is a significant fact that practically every
motor cultivator on the market today, built with
anti-friction bearings, is equipped with Hyatts.

Hyatt Bearings keep the cultivator wheels running
true, prevent wear and save hours of oiling, because
they need oil but once a season instead of twice
a day—and do all this under hard duty amid dust
and dirt, giving a permanent, care-free performance.

And such are the reasons for the predominance of
Hyatt Bearings, not only in motor cultivators, but in

all power farming machinery, such as tractors, grain
binders, plows, threshers, wind mills, trucks, etc.

HYATT ROLLER BEARING COMPANY
Tractor Bearings Division, Chicago

Motor Bearings Division Industrial Bearings Div.,
Detroit New York City

THE HYATT BEARING
possesses all the desirable ad-

vantages found in any other type of
bearing— plus the additional advan-
tages of the Hyatt Spiral Roller.

Because this hollow roller is less
affected by vibration and shock than
a mere piece of solid steel Hyatt
Bearings provide against wear most
effectively. They give protection
that lasts as long as the shafts them-
selves. They never need adjust-
ment.

The Hyatt Equipped
Avery Cultivator

Rock Itland
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Toronto Man Invents
Anti-Glare Device

JC. RYAN, a Toronto mechanic,
• after considerable experimenta-

tion, has developed an anti-glare de-
vice. The Toronto Sunday World, de-
scribing this invention, sayis:

The invention, a headlight which
will always maintain the axis of the
direct beam of light from the deflec-
tor, at substantially a constant angle
to the horizontal, and which will pre-
vent glaring rays of light being directed
upwardly into the eyes of the driver
of an approaching vehicle.

First is a headlight supporting frame
with a yoke, which passes on each side
of the reflector. This reflector is of
concave form, and may be constructed
in any ordinary manner. At its upper
side this reflection is hinged to the up-
per part of the yoke by means of the
tmnnions, which are threaded through
the ends of the yoke and provided with
suitable locknuts, by means of which
they may be locked as adjusted. The
reflector thus swings from its upper
side well above the centre of gravity,
rt follows from this that the reflector
always tends to remain with its optical
axis at a constant angle to the horizon-
tal, despite changes in the grade over
which the vehicle may be running. This
prevents the beam of light from the re-
flector being thrown into the air when
the vehicle passes over the crest of a
rise, being thrown in a downward di-
rection when the car tips after passing
the crest of a rise.

As, however, the reflector would tend
to oscillate, more or less, under the in-
fluence of inequalities in the road sur-

set to swing of reflector in either di-

rection.

This device just described effectual-
ly damps the oscillation of the reflect-

or, but permits of the reflector moving
readily with changes in the grade over
which the vehicle is running.

To further prevent direct rays from
the reflector being directed upwards
into the eyes of driver of approaching
vehicle, a segmental concave shield and
reflector is provided, one edge of which
is substantially co-terminous with the
upper part of the rim of the main re-
flector. The free rim of this shield is

so positioned as to cut off all rays from
the main reflector, which pass above
the horizontal line when the vehicle is

standing on level ground.

ELECT NEW OFFICERS
'T*HE Ontario Good Roads Association

recently concluded their eighteenth
annual convention. Addresses were giv-
en by W. A. JMcLean, C. E., Deputy
Minister of Highways, and Lieut.-Col.
W. H. McKendrick.
A resolution was passed favoring an

increase in motor license fees as a me-
thod of raising money for highway im-
provements. The convention recom-
mended that the Highway Act be
amended to permit Road Commissions
to spend road money for tree planting
along the highways.

L. E. Allen of Belleville succeeds K.
W. McKay of St. Thomas as President.
Mr. McKay and C. R. Wheelock of

The truck on the farm shows the new order of things.

face, it is necessary to provide means
for dumping these oscillations, leaving
the light su.?ceptible only to prolonged
changes of the position -of the vehicle
relative to the horizontal. For this
purpose, a cylinder, which is filled with
a certain fluid, and having a close fit-

ting plunger which is therein connected
to the plunger rod, which extends out
through the stuffing box in one end of
the cylinder at each side of the piston,
thereby controlled by a valve. The
greater, or less resistance to the dis-
plooement of the fluid may be adjusted
by the valve. The swinging movement
of the reflector is changed in rectili-
near movement of the plungier rod, by
means of a Bell crook iever, one end
of which is suitably connected vdth the
reflector, while another arm is pivot-
ally connected with a plunger, makiing
connection with the reflector by means
of a pin and slot connection.

Provision for the varying distance of
the pivotal connection, with a plunger
rod from the free run of the Bell crank
lever, is provided by pivotally connect-
ing the cylinder to the frame.
Set screws are placed in the plunger

rod to limit the move of the plunger
in either direction, so that a limit is

Orangeville, another past President,
were made Honorable Presidents of the
association. Other officers elected were:
Vice-Presidents : T. J. Mahoney, Hamil-
ton, and W. H. Brown, Chesley; Secre-
tary-Treasurer, Hon. George S. Henry,
Todmorden; Directors, F. A. Senecal,
Plant agent; J. A. Sanderson, Oxford
Slation; William Nugent, Belleville; W.
H. Pugsley, Richmond Hill; Major T
L. Kennedy, M. P. P., Dixie; J. E.
Jamieson, Singhampton; John Currie
Strathroy; J. E. Waters, Niagara-on-
the-Lake, and S. L. Squire, 98 Albany
avenue, Toronto.

NEW AUTO REGULATIONS
pHIEF GRASETT, Deputies Dickson^ and Geddes, and Inspectors Mackie
and Bond will draft new trafl^c regu-
lations to ease the congestion on down-
town streets. Representatives of the
Board of Trade, Motor League, Safety
League and Torontx) Railway Company,
who conferred with the police, declared
that the regulation forbidding motors
to stand on streets between Wellington
York, Queen and Church streets was
too drastic, and suggested a limit of
fifteen minutes for these streets.

CONTRACT NOW FOR

Viking Separators
Get protected territory

Our liberal business policy is push-
ing

VIKING CREAM SEPARATORS
fastly to the front, every reasonable
advantage is yours if you handle
this popular separator.

Viking Service to Your Customers
assures you of a business that will
stay with you. Viking maintenance

guarantee is broad, strong
and absolutely fulfilled at all
times by the Company.

Viking Profits to the Dealer

are 10 to 20% greater than
on other lines. If you are in
the business for the profit
that is in it, then a Viking
contract will certainly please
you.

Write to-day for particulars
and territory.

Dept. BJ

Swedish Separator
Company

MONTREAL—422 Power BIdg.

WINNIPEG-714 Confederation Life BIdg.
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Spark PLUGS
Firing Surface

Canadian Money at Par Heavy Duty— the strain of deep-in-the-mud truck

haulage, the blistering grind of tractor and implement
plodding through the fields— at these Fyrac flings its

challenge.

The heat-proof, oil-proof stone insulator on Fyrac
Heavy Duty Spark Plugs— the surpassingly durable

wires that receive those sheets of fire leaping from
one inch firing surface— all are plainly discernable at the

customer's first glance, all plainly tell the hard, rough
service for which they are fitted.

So Fyrac sells itself—by intensive advertisement, by
placard and show card—by theplug— in your store.

FYRAC MANUFACTURING COMPANY, Rockfordjll.

Canadian Department
Campbell Agencies, 350 McKinnon Bldg., Toronto, Can.

Export Department, Werner & Butts, 336 WTiitehall Building
New York, U. S. A.

(Durakle

ONE INCH FIRING
SURFACE

This shows the central

electrode, from whose
one inch firing surface

sparks leap the gap to

the stout right and left

wires, made to live long.

One inch firing surface

insures reliable power,

and prevents gasoline-

formed carbon.
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AUTO TOUR OF VANCOUVER MER-
CHANTS

THE membars of the Vancouver
Wholesale Merchants' Bureau of

the Board of Trade have arranged an
automobile tour this sumimer and the
following" itinerary proposed by ^e
committee has been adopted:
Leave Vancouver Friday, June 11

on 10.30 a.m. boat for Victoria; leave
Victoria 3.00 p.m. for 'Duncan and stay
over night; Saturday, June 12 leave
Duncan at 9.00 a.m. for Lady Smith
and Nanaimo. Lunch at Nanaimo;
leave for Albernia 3.00 p.m. dinner and
stay all night. Sunday June 13, leave
9.00 a.m. for Parksville; lunch at
Parksville. Leave 3.00 p.m. for Union
Bay, then on to Courtenay for dinner
and stay over night. Monday, June 14,
spend time motoring around Court-
enay and Cumberland. Lunch at
Parksville; d'inner at Nanaimo. Arrive
Vancouver Tuesday morning.
A canvass has been made and the

following gentlemen have signified
their intention of being present with
cars; J. B. Thomson, of Jas. Thomson
& Sons; J. J. Thompson; Kelly, Doug-
las & Company; Gault Bros.; W. A.
Allan, of Canadian Consolidated Rub-
ber Company; J. Galloway, of McClary
Mfg. Company; F. P. Milson, of Mc-
Lennan, McFeely & Company; Van-
couver Milling & Grain Company; A.
P. Slade; C. F. Disher; Alex. Marshall.

ANNUAL GOOD ROADS CONVEN-
TION

TPHE announcement that the Seventh
-*- Annual Canadian Good Roads Con-
vention is to take place at the Royal
Alexandra Hotel, Winnipeg, on June
1, 2, and 3 marks the first occasion cn
which this organization has gone west
of Ontario in order to foster the cam-
paign for improved highways, so that
special efforts are being made by the
executive of the Canadian Good Roiads
Association to ensure its success. The
programme, which is now in course of
preparation, is one that wall specially
appeal to the Western municipalities,
as apart from the general paipers on
dilferent methods of paving, there will
be given addresses dealing particularly
with the road conditions and problems
which exist in that portion of the Do-
minion.

The convention meetings will be held
in the banquet hall and there will be
an exhibition of road materials in the
old ball room. Wihile in the spacious
ground in the rear of the hotel will
be shown road and other machinery in
operation. It is also proposed to con-
struct a section of highway in the dis-
trict under the supervision of the best
experts on the continent wiho will thus
be able to demonstrate the proper
method of grading, ditching, draining,
foundation iaj-dng and building up of
a modern highway.

The Lieutenant Governor of Mani-
toba, Sir James A. M. Aikims, Kt., has
been inviteid to formaiUy open the con-
vention, and invitations are being ex-
tended to the Premiers of every pro-
vince in the Dominion, as well as the
Ministers of Highwiays and other
ministers to be present.

The deputy ministers of higihways
from all the provinces are being sipe-

cially invited as it is intended to hold
special meetings for them for the pur-
pose of discussing road laws, traflSc
regulations, automobile taxation, sys-
tems of construction and maintenance
of highfways and similar questions w^ith
a view to arriving as far as possible
at a uniform system of regulations for
the whole Dominion. Representatives
of the Federal Government will also
be present at this conference, which
will commence on the second day of the
convention and proceed concurrently
with it.

Information has lalready ibeen re-
ceived by the secretary, George A. Mc-
Namee, that large delegations will be
sent from the Ontario Good Roads
Association, the Eastern Ontario Good
Roads Association, (the Good Roads
League of Britis'h Columbia, the New
Brunswick Automobile Association, the
Halifax Good Roads Association, the

Quebec Automoibile Club, tlhe Automo-
bile Club of Canada, the Central Can-
ada Oolonizaition and Hiighways Asso-
ciation of Fort William, the Pacific
Highway Assaciation of Miaryihill,

Washington, and otlher organization,
and special Pullman cars are being air-

ranged at all the big centres for the
conveyance ocf ddegaites to the conven-
tiom. I./adies are being invited to join
the party, and the railway companies
are airranginig several trips from Win-
nipeg to allow delegates and their
wives to visit points of interest in the
West.
The annual meeting of the Canadian

Automobile Association will be heM at
Winnipeg during the convention, with
representatives from all the recog-
nized automobile organizations in the
Dominion attending.

NORTHERN ELECTRIC CATA-
LOGUE

npHE Northern Electric Company has
just issued a new automatic acces-

sory for 1920. It is the largest book
the company has yet produced, having
284 pages and containing a very com-
plete list of accessories and parts.

automdMLe
accessories
Northern Electric Gotnpany

The cover design is appropriate
and the color .scheme is effective. The
accessory list has been carefully sel-
ected for its quality and dependability.
In addition to the above, a four-page
insert—printed in four colors—de-
scribes the company's ignition and
.starting and lighting cables; and all
commodities which are especially
adapted to the Ford car are included
in a special insert of forty-eight pages.

IMPORTANT TRACTOR DECISION
T^HE privy council of Calgary handed

down a decision, recently in a case
of litigation, which puts the manufac-
turers of tractors under an obligation
to see that their machines deliver the
rated horse-power. The decision gives
a tractor purchaser the right to bring
action against the manufacturers when
ho finds that his machine fails to de-
liver the horse-power claimed for it.

A BOOMERANG
In honor of a visit to his plant by

the Governor of the State, an auto-
mobile manufacturer once had a com-
plete car assembled in somethinig Mke
seven minutes. Some weeks after this
feat was heralded in the daily papers
the phone at the factory rang vigor-
ously.

"Is it true that you assembled a car
in seven minutes at your factory]?" the
voice asked.

"Yes," came the reply. "Why?"
"Oh, nothing," said the oaLtti in-

quirer, "only I've got the car." E.B
Dealer Magazine.

PERFEX
The Perfect Radiator

Perfex radiators for Fords are a quality product em-
bodying features that cannot be had in other radiators.

A patented spring bracket suspension and a real rad-
iator core of great efficiency.

The last word in Radiator construction

Perfex Radiator Co., Racine, Wisconsin, U.S.A.

P. A. C. McINTYRE & CO., WINNIPEG, CANADA
Manufacturers Agents for

British Columbia, Alberta, Saskatchewan, Manitoba, Canada

Auto Lamps
and

Coppered Oilers

Buy Them in Canada!

Dealers!

You will profit by

Guaranteed Quality

Better Delivery

Lower Costs

Write for catalog

Canadian Lamp &
Stamping Co., Ltd.

Ford City, Ont., Canada
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The Cox "Atmos'' Carburetors
EFFICIENCY, to-dlay, is invari-

ably based on the results attain-
ed.

This statement is particularly true
in relation to engineering acbievememt.
The siuccessful operation of any me-
chanical device or machine is depend-
ent on the scientific iapplication of the
principles involved in its construction.

In the dfesign of the Cox "Atmos"
carburetor the inventor has endeavored
to apply the venturi principle in such
a way that the maximum efficiency of
the carburetoi- is attaiinied under every
possible working condition. On a
trial, recently, we were given a prac-
tical demomistration of the effective ac-
tion of the carburetor under actual

incddents of special interest. The oar
could be run steadily at 5 miles per
hour, on top gear; would accelerate
readily from that speed without the
least apparent effort, and at about 10
m.p.h., the throttle was thrown open
violently with an unfaltering response
from the engine, and the car would
take a fairly steep hill, on top gear,
at high or slow speed, as desired.

Tihree of the outstamding advantages
claimed for the Cox carburetor are:
economic operation, even at the highest
speeds; the ability of providing any
streilgth of mixture on intermediate
throttle positions without interfering
in any way with the full throttle con-
dition; and, entire absence of gallop-

Air Sleeve PuK-Over for Starting

seiction of the main venturi tube is
located in the throttle barrd itself, so
that with a partially closed throttle
the perfect venturi tube no longer ob-
tains, and the result is the disitortion
of the main air flow. Under ordinary
conditions the consequence would be to
g'enerate a mixture over rich, with a
relative waste of fuel. In the Cox
carburetor this difficulty is overcome
in a simple manner by the introduction
of auxiliary adr ports in the subsidiary
choke tube anid on the engine side of
the jet. These ports are gradually
opened or closed by the revolving of
the barrel within a sfeeve attached
to the barrel casing. Closing the
throttle opens the air ports, or
vice versa, so that with the throttle
closed to a slow running poisition the
ports are wide open and the flow
through the subsidiary venturi is ma-

marine and stationary service. They
are made by the Cox "Atmos" Car-
buretor Company, Ltd., of Birming-
ham, England, and ar« being placed on
the Canadian market by the Britis'h
and Foreign Agencies, 17 St. John St.,
Montreal.

Adjustable Jet

Level Adjuste*

Throttle Control Lever

post-winter conditions and when the
roads were at their worst.
The easy starting of the engtine

after a long stop, was a pleasing fea-
ture, the engine starting at the first

swing of the /startng handle, and fir-

ing regularly without galloping. At
no time was there the least difficulty

experienced in the even distribution of
the correct miixture to the engine,
when runniing anywhere within the en-
tire sipeed range.

Various driving experiments were
nrade to exhibit the extreme flexibility

and sensitive control of the carburetor
action. Slowing do"WTi in traffic and for
bad holes and other road obstructions,
and the subsequent fast getiaway, were

f^uel Inia

Water and Dirt_Trap

Float Chamber Position Adjustable

ing, hesitation, and such defects as are
frequently experienced in twin or
multijet carburetors, or those provided
with various valves and compenisaiting
devices.

The principal feature of the
"Atmos" carburetors, the makers say,
is the elimination of the possibility of
over-richness of the gas mixture, a
condition that has always been an ex-
pensive and troublesome one to car
owners. To overcome this objection of
irregular gias mixture, the makers of
the Cox carburetors have introduced a
detail in construction that tends to
equalize the flow of air and gasoline,
so that the mixture is always uniform
in proportion to the volume used. The

Big Profits—Quick Sales
Write for Proposition

Hood
For old style previous to 1917

Ford Cars
This Hood on a 1915 Ford. Note the

up-to-date appearance

The Burrowes Mfg. Co., 611 King St. W., Toronto, Ont.

terially reduced. The air sleeve is so
supported that it may be rotated by a
poill wire connected to a lever to close
the ports when starting on a partially
open throttle.

The jet through which the gasoline
is drawn is of interesting design, as it

is constructed to give the most effec-
tive atomization of the fuel when mix-
ing with the air coming in through the
subsidiary venturi. The jet opening is

located somewhat below tihe point
whei'e the oil meets the a-ir, and it is

claimed that this oomstrudtion adds
greatly to the efficiency of the opera-
tion.

The float chamber likewise has some
distinct features. The float itself
moves on a central rigid pin and the
level of the gasoline is regulated by
the adjustment shown at the top of
the float chamber. It will be 'seen
that the needle valve that controls the
passaige of the gasoline from the main
supply tank, is located in a separate
chamber which is so constructed that
all foreign matter is prevented from
passing into the float chamber, as it

accumulates in a trap at the bottom,
from which it can be drained from
time to time.

The working adjustment of the
carburetor is a simple matter and is

accomplished almost entirely by two
screws, the master adjustment being
that at the jet, and the other being the
regulation of the rise of the float in
the float chamber.

The general construction of the car-
buretor is isuch that it can be placed
on the engine in a vertical or horizon-
tal position, with no change in the ef-
fective operation. While these car-
buretors were primarily designed for
automobile use, they have been success-
fully adapted to gasoline engines in

IMPLEMENT INDUSTRY IN
CANADA

'TpHE Dominion Bureau of Statistics
^ has compiled a preliminary report
of the Agricultural Implement Indus-
try in the Dominion for the calendar
year 1918, covering the operations of
84 pilants, diistributed by provinces as
follows

:

Ontario 40, Quebec 22, Manitoba 7,
Alberta and Saskatchewan 4, and
Prince Edward Island 2.

The total capital invested in the in-
dustry for the Dominion in 1918 was
$74,410,603. Distributed according to
provinces, Ontario shows an invest-
ment of $69,394,156, Quebec $3,643,-
079, Manitoba $1,292,784, Alberta amd
Saskatchewan $43,924, and Prince Ed-
ward Island $36,660. Land, buildings
and fixtures amounted to $13,528,395;
machinery and tools to $5,972,530; ma-
terials on band, stocks in process, fin-
ished products, fuel and miscellaneoius
supplies to $29,614,647; and cash, trad-
ing and operating accounts and bills
receivable to $25,295,031.
The numiber of persons employed in

the industry was 9,647 males, and 448
females, and wagies amountoi to $10,-
282,539. The total value of all the fuel
used during the year was $913,937,
made up of 60.385 tons of coal of all
kinds worth $413,422; coke, 15,982
tons worth $174,970; fuel oil, 2,408,233
gallons worth $297,823 ;,gasoline, 16,187
gallons worth $5,207; wood, 2,095 cords
worth $7,234; gas, natural and artifi-
cial, 21,635 M. cubic feet worth $12,-
996, and other fuel to the value of
$2,285. Canadian or domestic fuel
amounted to $278,265, and fk>reign or
imported fuel to $635,681.
The total mst of miscellaneouis ex-

penses for the year amounted to $2,-
357,770.
The cost of materials valued at the

total selling value of all produiots at
the point of production was $34,853,-
673.

EDUCATIONAL CONVENTION OF
LIGHTNING ROD DEALERS

A DECIDEDLY new note in conven-
tions was struck by the dealers of

Shinn-Flat lightning rods, at their con-
vention, in the Wellington Hotel,
Guielph, on April 1st and 2nd. It was
more of an educatiomial short-course
than a business convention.
The manager of the Shinn Manufac-

turing Company of Canada is Profes-
sor W. H. Day, who was for sixteen
years Profte'ssor of Physics at the On-
tario Agricultural College. During
that time, the prevention and control
of lightning was one of his chief hob-
bies, as well as one of the main points
in his course of instruction to students.
By the time the convention was nice-

ly istarted. Prof. Day imagined that he
was back lecturing to a class of stu-
dents, and kept his audience ever om
the alert while he propounded the
theory of lightning flashes and their
controls.

W. C. Blackwood, who is now Pro-
fessor of Physios at the 0. A. C, fol-
lowied wiith an addi-ess on, "What Con-
stitutes a Good Lightning Rod." R. R.
Graham, Lecturer in Physics ait the
O. A. C., presented facts from some
actual cases of improper rodding. E.
P. Heaton, Ontario Fire Marshai, read
a paper on The Fire Marshal's Office
and Lightning Rods.
The (buslinests end of the convention

was taken over by C. G. Campbell,
Sales Manager for the Shinn Manufac-
turing Co. of Ohi<iago, and by J. D.
Lang, dealer of Lambeth, Ont. Simi-
lar convemttionis are being held at
Oittawa, and Sherhrooke, Que.

VANCOUVER. — Messrs. George
Rowlings and Robert Bruce have open-
ed the Ideal Rejiair Shop at 805 Pender
Street West. They are specialists on
Ford repairs.



Canadian Motor, Tractor and Implement Trade Journal 35

The Right Thing to Sell

Is the Thing that is Right
There has never been a better time than the present for implement agents

and dealers to connect up with a real, live line of potato machinery.

0-K CANADIAN
PLANTERS, SPRAYERS and DIGGERS

2-Row Sprayer on the Farm of D. W. Panabaker.
Hespeler, Ontario.

O.K. Canadian Planter No. 25 in Operation in Carleiton Co.,
New Brunswick. have passed far beyond -the experimental stage and have reached that state of per-

fection where they are giving excellent satisfaction to hundreds of potato growers all
over the Dominion.

The demand for modern machinery to handle extensive crops of potatoes has been
created largely by the universal success of our planters, sprayers and diggers. They
have been tried and found trustworthy.

0-K CANADIAN planters, sprayers and diggers are time, labor and money saving
machines constructed of the best and most durable materials. They are simple of
operation, easy to keep in repair and will meet every requirement of the potato grower.

0-K CANADIAN sprayers include the two-row and the four-row sprayers and the
0-K-SPRA, which is a knapsack sprayer. All are equipped with the Efficiency Non-
Clog Nozzle and are guaranteed against any defect.

Write today for selling proposition and literature

Canadian Potato Machinery Co., Limited
GALT, ONTARIO

ANNOUNCING HYSLOP'S 1920
AUTOMOTIVE EQUIPMENT

CATALOGUE
Automotive Equipment, Garage Supplies,

Tires and Accessories
Automotive Equipment

Garage Supplies

Accessories—Tires

This new book is just off the press and being distributed to dealers

throughout the Dominion. It contains illustrations and descriptions

of the latest and best equipment for automobiles, trucks and tractors.

A special section is devoted to Garage Equipment, featuring such lines

as Adjustable Motor Stands, Crankshaft Straightener, Piston Aligning
Machines, etc.

If you have not received a copy of our 1920

catalogue a postal request will bring you one
by return mail together w^ith discount sheet.

HYSLOP BROTHERS, Limited
Toronto, Ontario
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Aikenhead^s

Our 1920 Accessory Catalogue is

just off the press

If ~you have not received a

copy, a postal card will bring
one by return.

This book will interest every
dealer in Automotive equip-
ment.

We stock everything in Acces-
sories, Tools and Garage
Equipment.

Have you received your copy?

Aikenhead Hardware Limited

Toronto, Canada

Why Don't You Sell

SHINN -FLAT

It will pay you well
There are many buildings right in

your locality that should be equip-
ped v^ith Shinn-Flat Lightning
Rods. It is your duty as a neighbor
to see that every building in your
locality is protected against light-

ning.

Shinn-Flat
LIGHTNING RODS

Guaranteed 100% Efficient. There
is a nice profit for you on every'
order. Our system of dealing with
agents is most satisfactory to all

concerned.

Write for terms~NOW

Shinn Mfg. Co. of Canada, Ltd.
GUELPH, ONT. Prof . W. H. day, Sec. and Mgr.

AD]

AT T«ESE ^

Ouch!

Mr. Saphedde—Do you think men
have descended from monkeys?

Miss Caustique—Not very far.

A Modern Miracle

Behold t)he pretty cotton plant
With blossom white and full!

They pick the downy stuff and, lo!
They make us suits of wool!—Spokane Spokesman-Review.

The Life of the Land

"In what direction does the village
lie, my friend?"
"WeW, sir, it's liable to lie in any

old direction that comes handy, but at
this time of the year it's mostly about
fish."—London Blighiy.

Didn't Know His Prospects

"I understand ycu want to marry
my daughter. What are your pros-
pects?"
"Not being a mind reader, sir, I am

afraid I cannot say until you tell me."—Edinburgh Scotsman.

Nevertheless. Get Busy

"There's unfortunately a lot of dif-
ference between expectation and real-
ization."

"You bet! As a concrete example,
take reading a seed catalog in the
spring and looking at your garden in
the fall."—Boston Transcript.

Unappreciated Wit
"Men are really too mean for any-

thing."
"What's the trouble now?"
"Wihy, I asked John for an automo-

bile to-diay and he said that I must be
contented with the splendid carriage
tliat nature has given me."—New York
American.

Where It Belonged

An amateur authoress who had sub-
mitted a story to a magazine, after
waitinig several weeks without hearing
from the editor concerning it, finally
sent him a note requesting an early
decision, as she stated "she had other
irons in the fire."

Shortly after came the editor's re-
ply: "Dear Madame: I have read
your story and I should advise you to
put it with the other irons."—Punch.

Misses Don't Count

Two Irishmen arranged to fight a
duel with pistols. One of them was
distinctly stout, and when he saw Ihis

lean adversary facing him he raised
an objection.
"Bedad," he said, "I'm twice as big a

target as he is, so I ought to stand
twice as far away from him as he is

from me."
"Be aisy now," replied his second.

"Ill soon '^ut that riglht."

Taking a piece of chalk from Ihis

pocket, he drew two lines down the
stout man's coat, leaving a space be-
tween them the width of his lean op-
ponent.
"Now," he said, turning to the other

man, "fire away, ye spalpeen, and re-

member that any hits outside those
chalk lines don't count."

—

E-B Dealer
Magazine.

APPROVED PARKING LOCATIONS
FOR TORONTO

'"pHE following parking locations with
a two-hour limit are approved : Tem-

perance, centre of street from 50 feet
west of Yonge to 50 feet east of Bay;
Gerrard, north side, Jarvis to Sher-
bourne, except opposite Htorticultural
avenue; Gerrard, south side. Church to
Victoria; (k)uld, north side. Church to
Victoria; Victoria, east side, Gould to
Gerrard; Shuter, south side. Church
to Bond; Bond, east sidle, Dundas to
Queen; Mutual, west side. Queen to
Shuter; Mutual, west side, Wilton to
Gerrard, atflter 6 p.m. fior the conven-
ience of Arena patrons; Adelaide,
south side, opposite St. James' Cath-
edral; George, west side, Duke to
Duchess; Front, south side, from west
side of Customs House to Bay Street;
Bayside Park, north and south sides;
Sheppard, west side, Temiperanoe to
Adelaide; Richmond, south side, west
f'-om York to John; Emily, west side.
King to Wellington; Simcoe, west side,
Adelaide to Wellington, after 6 p.m.
for convenience of theatre patrons;
Duncan, west side, Adelaide to Queen,
after 6 p.m. for convenience of theatre
patrons; Richmond north side, Jo'hn to
Duncan, opposite Methodist Book
Room; St. Patrick's Market square;
Spadina avenue, both sides, from
Queen street north to where police
designate; Devonsihire place, west side,
Bloor to Ho&kin; St. Mary's, south
side, from Yonge westerly; Grenville,
south side, Yonge to E'Lissabeth; Eliza-
beth, west side, Louisa to Albert;
Trinity square, opposite Trinity
Church; Albert, south side, Yonge to
James, after 6 p.m.; James, west side.

Queen to Albert; 'Tyndall, west side.
King to Springhunst, after 6 p.m., dur-
ing Exliibition; Spencer, west side.
King to Springhurst, after 6 p.m., dur-
ing exhibition; Cowan, west side, King
to Springhurst, after 6 p.m., during
Exhibition; Wellington, south side,

York to Simcoe; Richmond, centre
from Ohurdh to Jarvis; Lombard, cen-
tre, from opposite 27 to 108; Church,
east side, from King to Adelaide;
Market, centre. King to Front; Albert,
north side, from Yonge street lane to
Chestnut; Chestnut, west side. Queen
to Armories; Osgoode, centre Umver-
sity to Chestnut; Court, south side,

Imperial Oil station westerly.
"One way" streets designated are as

follows: Victoria, ibetween Colborne
and Adielaide, northbound traffic only;
Leader lane, southbound traffic; Col-
borne, between Yonge and Church,
eastbound; Jordan, southbound, Bertie,
northbound; driveway, east side.
Queen's Park, northbound; driveway,
west side, southbound; Spadina, on
east side Knox College crescent, north-
bound; west side, southbound.

Sign standards are to be placed for
the direction of drivers. The time
limit in approved parking places is to
i-emain two hours as at present fixed
by the Police Commissioners and to be
shown on the standards.

A CORRECTION
In the March issue of M. T. I. the

prices erf the Ford and Briscoe models
for 1919 and 1920 were misquoted, they
should have read:

Car Model Price Increase
1919 1920

Ford Runabouit . .

.

? 660 $ 710 $50
Touring 690 740 50
Coupe, fully
equipped 1,000 1,050 50
Sedan fully
equipped .... 1,200 1,250 50

Briscoe Roadster . . .iPl,350 $1,450 $100
Touring Stan-

dard 1,350 1,450 100
Touring Spe-

1,485 1,560 75
2,145 2,145 No

Incr.

"What caused the fight down at
Johnson's Dairy Farm?"

"Oh, Bill Simmons called one of the
farm hands 'Oleo'."
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Chase power is driving power ,

Both rear wheels get the same steady driving power
There the Chase differs from other
tractors.

It has no differential gears.

No matter what trouble it may get into,

what obstacles it meets, however rough
or uneven the going may be, the power
of the Chase drives both rear wheels to

pull through.

Differential gears add nothing to the
operation of a tractor.

They do cause many tractor troubles.

When one wheel strikes an obstacle, the
differential throws the power into the
other wheel—where it is least needed

—

and makes the tractor practically a one-
wheel-drive machine.

That is why some tractors cannot pull

through when they get into holes or bad
going. One wheel goes "dead" and the
other spins. The power of the motor
cannot be used to move the tractor.

So The Chase Stays on the Job
The Chase Tractor, having no differen-

tial gears, has an equal positive drive
on both rear wheels, and thus gets the
full benefit of the driving power of the
heavy-duty motor.

This means that the Chase is not easily

blocked, and consequently stays on the
job more hours per day.

Less Strain, Less Wear
And this no-differential feature of the
Chase insures longer service because it

avoids uneven wear of parts.

Even in ordinary plowing on the level.

the side-draft has a tendency to make
one wheel do more work than the other.
A tractor with differential gears cannot
pull evenly under that side-draft. It be-
comes again a one-wheel-drive machine.
It gets uneven wear and uneven strain,

which must shorten its years of service.

The Chase Tractor pulls evenly—and
so wears evenly.

Also Saves Kerosene

It also operates more economicallv

—

uses less fuel.

For two reasons. First, driving through
gears wastes about 10% of the power.
The Chase saves that 10%. Second, the
even pull requires less power and uses
less gas.

This no-differential feature of the Chase
Tractor is but one of many evidences
that the men who make it know what
a tractor ought to be. From the heavy-
duty Tractor motor to the smallest bolt
in its construction, the Chase is "built to
build goodwill."

World-wide Industry

Canadians build the Chase—in Canada.
Canadians build the Chase that is sold
in Great Britain and foreign lands—yes,
and also in the United States. The
Chase institution was created to estab-
lish in Canada a world-wide tractor
business founded on Canadian principles
of doing business. The men behind it,

R. J. and W. J. Cluff, are men of high
manufacturing ideals. They are exact-
ing in their demands. They want the

men who buy Chase Tractors to make
money out of them. They are deter-
mined that every customer shall receive
the service he requires to keep his Chase
Tractor always at its best and always
"on the job."

You can make Money with a Chase
You will find it to your advantage to
deal with an institution with these ideas
of service. You will find that the Chase
Tractor is a piece of machinery that will
gladden your eye. If you haven't seen
it, be sure to do so. Or, write for illus-

trated literature and detailed informa-
tion. We will send it promptly and tell

you where you can see a Chase Tractor.

SPECIFICATIONS
Motor—Buda Model H.T.W. Heavy duty. Tractor

type 4 cyl. 4%" bore, bVz" stroke. Set cross-
wise of frame. Every part readily accessible.
Extra large water passages for cooling.
Force-feed lubrication, tliorough vaporizing
of low-grade fuels. Heated and "water
washed" air.

puel—Specially designed to burn Kerosene or
low-grade gasoline.

Drive—No differential gears are used, the driva
being direct from the transmission to outer
rim of wheel through bull pinions and gears.
Both bull pinions and bull gears cut from
forged steel and case-hardened.

Transmission—Fully enclosed and running in
oil. Myatt roller bearings. Very simple type.
Gears accurately machined from high grade
steel.

Chain Drive—Power is delivered to the trans-
mission gears by a wide chain fully encased
and running in oil.

Belt Puliey—In direct line with crankshaft—no
bevel gears. Located at side—best position
for lining up with the machine to be driven.

Control—Driver has unobstructed view. Con-
trol levers are simple and easy-working.

Turning-radius—12 feet circle.

CHASE TRACTOR CORPORATION, LIMITED, TORONTO, ONTARIO
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The easiest way to remove tires from split rims.

Fits all types of cross-cut, demountable rims in

use to-day.

Collapses a rim no matter how badly a tire may
be stuck to it.

Holds rim collapsed while tire is being removed
or replaced.

Forces the rim back on tire again with the ut-

most ease and locks the rim in its original posi-

tion, even in the case of tires which are under-
sized.

Price $6.00 in Canada

K. P. PRODUCTS CO., Inc.

250 West 54th., St., New York, N.Y.
Sold by

Northerff Electric Compafty
limited'

Montreal, Quebec, Toronto, Winnipeg, Calgary, Vancouver, Halifax.
Ottawa, London, Regina, Edmonton.

505

Models
—%" standard.

-%" Standard

-Vs" Long
-%" Long with
Chevrolet Ter-
minal

-i/i" Long
-Regular Porce-

lain

--Chevrolet Porce-
lain

The Plug
with the

Hotter
Spark

The ball point of the "M&S"
plug creates a larger and hotter
spark, causing more complete
combustion. This hot spark
will give your car new life and
more power.

The three-in-one terminal is adapted
to any style ignition wiring. The high-
grade chemically glazed porcelains
are interchangeable—one porcelain
fits all plugs.

Dealers—The "M & S" plug is standard equip-

ment on the new Overland "4." Ask your job-

ber for them.

Machine & Stamping Co., Limited
Commercial Dept.

RUSSELL MOTOR CAR CO., LIMITED
1209 King Street West

TORONTO 26

NEWS OF THE TRADE
FOR THE TRADE

MARITIME PROVINCES
MONCTON, N.B.—Wm. Mason and

J. H. Bourque have formed a partner-
ship and opened the Victoria Garage.
They will conduct a general motor
sales and repair business.

ST. JOHN, N.B.—The partnership
between R. J. Ritchie, S. J. Ritchie,
F. S. Ritchie and Annie J. Ritchie,
under the name of Great Eastern
Garage has been dissolved. An incor-
porated oompaTuy will continue the'
business under the name of the Great
Eastern Garage Comipany.

TRURO.—A committee consisting of
Mr. Bradt of Frederictoni, secretary
for aigriculture for New Brunsiwuck;
Hon. Mr. Lee, Minister of Agriculture
in P.E.I. Government, and Dr. Mel-
ville Gumming, of Truro, recently pre-
sented a petition to the Federal Gov-
eiTiment for a maritime dairy schooil.

QUEBEC
ST. JOHN'S.—The Canadian Hart

Accumulator Co., Limited, has com-
pleted an addition to their factory
which has more than doa:ilbled their
capacity.

MONTREAL.—A new concern, the
Tractor and Im;p]'ement Company,
Limited, with a capital of $1,000,000,
has been fonned to manufacture trac-
tors, implements, motor cycles and ac-
cessories.

MONTMAGNY. — The National
Farming Machinery, Limited, has
taken over the yylant of the General
Car and Machinery Works, Limited,
and will spend about a million dollars
on extensions and new equipment.

ONTARIO
HAMILTON.—A motor show will Ibe

held in the armories about the middle
of, April.

OTTAWA.—The Board of Control
recently asked for tenders for one ton
Ford track.

TWEED.—Le Sage Bros., Gray-
Dort dealers, have taken' over the gar-
age formerly occupied by J. D. Reeves.

STRATFORD.—The City Council
has decided to purchase a gasoline
tiaetor and a light duty motor truck
and are askinig for tenders.

SMITH'S FALLS.—W. F. Tye has
taken on the agency for Massey-Harris
implements. He handles all kinds of
farm machinery amd repairs.

PICTON.—Prince Edward County
Council recently passed a by-law pro-
viding for the expenditure of $100,000
upon ProviiiDcial and county roads
during 1920.

WOODSTOCK.—The Oxford Ooum.
ty Council will provide a large tractor
at a cost of $1,170, also a Ford motor
truck at $960, to be used in county
road construction.

GUELPH.—The Commerce Motor
Tracks, Limited, is the latest industry
to locate here. Dominion charter is
being applied for and work on the new
factory will begin immediately.

WINGHAM.—W. Gannett, imple-
ment dealer, has purchased from G.
Shaw the livery stable building on
Josephine street and willl immediately
occupy the same with his fuU line of
implements.

MANITOBA
WINNIPEG.—Ford dealers and ser-

vice men from all over Manitoba and
Saskatchewan to the number of 300
met in convention recently in the Fort
Garry Hotel.

WINNIPEG.—The F. B. Goodrich
Company of Toronto has opened a dis-
tributing branch under the manage-
ment of R. A. Truck at 44 Princess
Street.

WINNIPEG.—A policy "of develop-
ment has been determined upon by the
greater Winnipeg water district. Ten-
ders are being called for railway equip-
ment for the line to Shoal Lake, and
also for motor tracks.

WINNIPEG. — Announcement is
made of the opening of a garage and
repair departmemt by the Grey-Ogletree
Motor Company at 297 Buirnell Street.
The garage is 1,400 square feet and is
equipped to handle aniy pob.

SASKATCHEWAN
NOKOMIS.—An implement and

automobile business has been formed
by Messrs. Fitch and McKay.
REGINA.—R. A. Bridgman, LH.C.

assistant manager at Saskatoon has
been transferred to a similar post at
Regfina.

SASKATOON. — A. W. Pierson,
formerly I. H. C. blockman at Ed-
monton, has been appointed assistant
manager at Saskatoon.

REGINA.—Hatle Bros, nave piur-
chased the implement and hardware
business of Messrs. Edwards and
King, 1725 Halifax Street.

ALBERTA
BASSANO.—A new concern, known

as the United Electric and Engine Co.,
has been formed here.

EDMONTON.—The partnership be-
tween Messrs. McConnell and Baris in
the Market Tire Repair Shop, has been
dissolved.

BASHAW. — Messrs. Wells and
Brown have opened a warehouse and
garage and will deal in tractors and
auto repairs.

EDMONTON. — Cockshutt Plow
Company are clearing the ground on
their property here for the erection of
a new warehouse.

EDMONTON. — C. W. Lockard,
formerly I. H. C. assistant manager at
Lethbridge, has been transferred in a
similar capacity to Edmonton.
CALGARY.—W. G. McMaken, form-

erly International Harvester Company
blockman at Lethbridge, has been ap-
pointed assistant to manager at Cal-
gary.

EDMONTON.—The Massey-Harris
Company hiave purchased six lots,
COO xl.50 feet, at the corner of 106st
Street and Peace Avenue for the pur-
pose of erecting a large warehouse.

BRITISH COLUMBIA
NEW WESTMINSTER.—Molnlbosh^

and Bryce have purchased the Colum-
bia Garage.
CLOVERDALE.—Messrs. Scott and

Lawrence, of Halls Prairie, are build-
ing a new garage.

KAMLOOPS.—Messrs Cook and
Gerow have opened a new repair gar-
age on Main Street.

NEW WESTMINSTER.—The Ser-
vice Garage is now located in the
premises formerly occupied by the
Valley Motor Company.
NEW WESTMINSTER. — The

Valley Motor Company has removed
from Columbia Street to the corner of
Caraarvan and liome Streets.

VANCOUVER.—The Western Auto
Accessories Co. are opening up at 1275
Granville Street. They carry a largie

line of popular automobile specialties.

VICTORIA.—Jameson and Wills,
automolbile dealers, have installed a
Visible Gasoline Pump, manufactured
by Phillips and Sons, Kitohener, Ont.

VICTORIA.—The Rivercomb Motor
Company, distributors for Grant "6,"
and Federal motor trucks, are building
an addition to their premises to be
ready in May.
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Leave a good
name behind
at every sale
No matter where you sell a Turner Simplicity Tractor,
nor for what kind of farm job, you can go back at any
time and find it satisfactory. The longer your customer
uses it, the more he is going to boost you.

That is why the best distributors, all over this country
and Canada, are pinning their faith to it. It is the
thmg that has made the Turner Tractor break all
speed records for sales increase in the past two years.

Turner Manufacturing Co., 441 Lake Street, Port Washington, Wisconsin

Surplus power without excessive weight, quick
moving, quick turning, adaptability to all kinds
of belt jobs, kerosene or gas burning, thorough
protection from dust, these and dozens of other
qualities are responsible for this smashing sales
record

Get all the facts before sales arrangements are made for
your locality. Write or wire today

.. f ii
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HELLO, MR. IMPLEMENT MAN!
Johnny - on - the - Spot

"

is the lowest priced "Quality" small
engine in Canada.
—has the largest sale of any engine
of the same size in Canada.
—will bring you "repeat" orders and
boost your engine sales on all sizes

—will make you the most money and
the leading "Power Merchant" in your
territory.

GET OUR PROPOSITION TO-DAY.

"Johnny-on-the-Spot" The Universal Small Engine

IH and 2li h.p.

FILL IN AND RETURN TO-DAY !

Send me your proposition

RETAIL PRICES
1% J.O.S. $88.50

2}4 J.O.S. $108.50

and Big Commissions! ^
This is your opportunity to m&ke big
money—don't fail to grasp it! Our
wonderful money-malcing proposition
is ready for you. Get a piece of paper
and pencil and write us! AND DO
IT NOW!

GET OUR PROPOSITION TO-DAY.

Name . .

Address

Made in Canada

GILSON MFG. CO.. LIMITED

Factory and Office:

18100 York Street, Guelph, Ontario

Branch and Warehouse:

28100 Elgin Avenue, Winnipeg

WE GIVE

"Quality and Service"
IN

TRACTOR and TRUCK
STEEL CASTINGS

JOLIETTE STEEL CO., LIMITED
903 Read Building, Montreal

JOLIETTE, P.Q.

THE (OMMERCIAL ^EDIT (OMPANY OF (anADA um.ted

IS

A CANADIAN COMPANY offering service of
interest to and in the interest of Canadians.

Time payments made possible and profitable for
Manufacturer, Dealer and Customer. Of parti-
cular interest to Automobile and Musical Instru-
ment Trades.

LET US KNOW YOUR REQUIREMENTS
THE (OMMERCIAL (reDIT (oMPANY OF (aNADA um.ted

Bank of Hamilton Building, Toronto, Ontario
McArthur Building, Winnipeg, Man.
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WILL DUTY BE REMOVED?
WILL the high duty imposed by the

Canadian Government upon the
importation of motorcycles into Can-
ada, be removed?
Such is the hope expressed by the

two representatives of the Handec
Manufacturing' Company, of Spring-
field, Mass., who were in Ottawa re-

cently, and who had an interview with
the Government upon the subject of
duty on miotorcycles. The duty 'on

motorcycles is identically the some as
tihat imposed on the importation of
automobiles, and it is pointed out by
the representatives of the Hendee Com-
pany that this duty is particulaTly
high, in view of the fact that there are
no motorcycle industries in Canada,
and that consequently no compietition

could arise from the carrying on of
business in Canada by an outside
firm. The only apparent result of the
maintenance of the high duty would
be the obligation placed upon the Can-
adiian people to pay an excessive and
unnecessarily high price for motor-
cycles.

While no definite stand has been
taken on the matter by the Canadian
Government, the representatives of the
Hendee Compiany have hopes that the
tariff barrier will be removed for the
season of 1921, and that as a result

nxcjtorcycles may 'be purchased at a
reduction of - 25 per cent, on the pres-
ent price.

NEW J. L CASE BRANCH
T^HE J. I. Case Threshing Machine

Company, Inc., Racine, Wisconsin,
has just opened a branch at 345-9
Dufferin Street, Toronto, Ontario. Mr.
A. H. Alfsen is Branch Manager with
a competent force of assistants to take
care of the wants and needs of pur-
chasers of Case machinery.
For the pasit few years the com-

pany's products were offered for sale
in Eastern Canada by a well-knowTi
distributor, hut the company has de-

cided) that, for the best interests of the
farmer, the dealer and itself, a fac-
tory branch should be established in
some suitable distributing centre and
Toronto was selected as the logical
point.

The compariy will carry a complete
line of its power farming machinery,
also attachments, repair parts and
supplies on hand at the Toronito
Blanch together with la competent ser-
vice force to take care of past, pres-
ent and future purchasers of Case ma-
chinery.
The opemiing of the Toronto branch

will be a gi-eat convenience to dealers
and farmers who will be within com-
paratively easy reach of direct factory
representation.

ELECT OFFICERS
'pHE Toronto Automobile Trade

Association, Limited, recently
elected the following directors and
officers for 1920:

Directors

W. J. Bedwell, G. E. Gooderham &
Co., 97-105 Richmond St. W.; R. C.
Kilgour, Ontario Motor Car Co., lAd.,
18 Bloor St. East; G. M. MacWilliam,
Hyslop Brothers, Limited, 12-20
Shuter St.; C. M. Ricketts, McLaugh-
lin Motor Car Co., Ltd., 128 Church
St.; H. D. Scully, Willys-Overland
Limited, 100 Richmond St. W.; Arthur
Sharpe, Wolseley Motors Limited, 81
Avenue Road; A. M. Thompson, Do-
minion Automobile Co., Ltd., 150 Bay
Street.

Officers

G. M. MacWilliam, President,
Hyislcp Brothers, Limited, 12-20 Shuter
St.; A. M. Thompson, 1st Vice-Presi-
dent, Dominion Automobile Co., Ltd.,
150 Bay St.; R. C. Kilgour, 2nd Vice-
President, Ontario Motor Car Co., Ltd.,
18 Bloor St. East; W. J. BedwieiU,
Secretary and Treasurer, G. E. Good-
erham & Co., 97-105 Richmond St. W.

HOW QUICKLY CAN YOU STOP
YOUR CAR?

17VERY auto driver should know the^ average distances in whicdi a car
can be brought to a stop easily and
•vvithout sliding the tires. The follow-
ing table. g'ives this: 10 miles an hour
9.2 feet; 15 miles, 20.8 feet; 20 miles,
37 feet; 25 miles, 58 feet; 30 miles,
S3.3 feet; 35 miles, 113 feet; 40 miles,
148 feet; 50 miles, 231 feet. Few
people would speed if they realized
fully how impossible it is to stop in a
short distance in an emergency.

CHANGES IN TRAFFIC RULES
TDY invitation, representatives of the
^-^ Ontario Motor League, the Rotary
Club, the Board of Trade, the Board of
Control and the King Street Mer-
chants' Association, met the Board of
Police Commissioners recently and dis-
cussed the proposed traffic regulations
vvihich come into effect on April 1st.

Some minor changes were considtered.
The by-law is as follows:

"That no vehicles shall stand on any
of the following named streets, extoept
fo'r a period of five minutes, betwen
the hour cf 4.45 p.m. and 6 p.m., to take
or. or discharge passengers or load or
unload merchandise; and betwieen the
hour of 9 a.m. and 4.45 p.m., except for
a period not to exceed 30 minutes, ex-
cept on Yonge Street, King street and
Queen street, where vehicles can only
stand for 15 minutes, Sundays and
legal holidays excepted." Other streets

_ under this rule are: King, Church to
York; Adelaide, Church to Sheppard;
Ridhmond, Church to York; Yonge,
Front to Dundas; Bay, Wellington to
Queen; Wellington, Church to York;
Queen, Bond to Simeoe; Victoria, Col-
borne to Queen; Church, Richmond to
Queen; J'ordan, Torpnto, Lombard,
Melinda, and Colborne (except from
Scott to Yonge, where no vehicle is

permitted to stand.)

TRACTORS EXCEED AUTO-
MOBILES

'T^HE number of tractors shipped in-
J- to Canada from the United States
during the first eight months of 1919
exceeded by nearly 1,000 the total num-
ber of automobiles and motor trucks
shipped. 8,047 tractors were imported
by Canada from the States during the
period. About 15,000 tractors are now
in use in Canada.

W. E. CHEESE GOING TO OTTAWA
\JU E. CHEESE, who ha's been as-
' ' • sociated with John Millen & Son,

Ltd., Montreal, as salesman, is shortly
to become sales manager for the Keyes
Supply Company, of Ottawa. Mr.
Cheese has been the recipient of a num-
ber of appreciations, among these
were a chequ^ from his late employers
and a cabinet of silver from his fellow
cmp]oyees.

Bix—I wonder Why a Scotchman al-
wiays says "hae" for "have"? Dix

—

Possibly it's on account of his thrift.
He saves a "v" every time he does it.

—

Boston Trarincy'ipt.

He—"The hand that rocks the
cradle rules the world."

She—"Then you come in here and
rule the world a while. I'm tired."

"What's your time?" asked the old
farmer of the brisk young salesman.
"Twenty minutes after five. What

can I do for you?"
"I wiant them pants," said the farm-

er, leading the way to the window and
pointing to a ticket marked "Given
away at 5.20."—St. Louis Globe-Demo-
crat Merchandiser.

SmwnciJ^te.

FENCING

Defter ^amj^eijcfe^
The value of farm products to-day is hi^. The crops

are deserving of proper protection. The farmers cannot
afford to risk the loss of any of their products in' the face
of a world-wide shortage. The success of their efforts to
produce more, to a great extent, is dependent upon their
fences.

I fencing
Made from Open Hearth Steel

The demand to-day is for high-grade goods. This i.s in keeping
with the increasing sales of Invincible Fencing and Gates each year
Arrange to supply your customers with a fence tliat combine! qualitv
strength and durability.
We are ready to offer the agency to responsible dealers in unre-

presented territorj-.

The best class of dealers all over Canada sell Invincible Fencing
and Gates. Catalogue and full particulars upon request.

^
THE

$TEEL COMPANY
OF CANADA LIMITED
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Tractor or Rattletrap? Make Your Choice

More Noise Than

Power when Every

Bolt is Loose.

The Nut Lock
Turns Rattling In-

efficiency into

Quiet Driving
Force

Simple Method of Applying

FIRST
Knowing the Size Bolt— '

Use Same Size Nut Lock

Place Over Bolt - THIS WAY

SECOND
Screw Another Nut Down

Onto Nut Lock and Depress It

THIS WAY

THIRD
Remove Second Nut and

Nut Lock Will Look

THIS WAY

You may own a bundle of loose bolts and call it a tractor; but it's

only a rattletrap, a chaos of jangling noise and wasted power.

Unnecessary vibration means loss of power and wearing parts. The
parts must hold together to work together. Every grating rattle

is the voice of an enemy.

The Hold Tite Nut Lock
makes each bolt as tight as a rivet, bnids the jarring, conflicting parts of a machine
into one smoothly co-operating whole, saves wear-and-tear, ends that babel of
noise which threatens to break your ear drums, and turns the wasted power of
rattle into the efliciency of quiet driving force. The NUT LOCK is a necessity
to those who demand maximum efficiency from their tractors.

Low in cost because there is no waste
material, supreme in efficiency by
actual test under the most severe
conditions, the Nut Lock is being
adopted by manufacturers and sold
by dealers everywhere.

Write today for full particulars

EDWARD A. ROBINSON
CO., LIMITED

228 Craig Street West, Montreal
Canadian Offices : Bank of Toronto Chambers, 205

Yonge Street, Toronto, Ontario
322 Mclntyre Block, Winnipeg, Manitoba

American Factory : 166 Montague Street, Brooklyn, N. Y

Some of the

Satisfied Users

of the Hold Tite

Nut Lock

Steel Co. of Can.

Jas. Rutherford Co.

Can. National Rys.

Renfrew Electric Co.

Can. Pacific Ry.

St. Lawrence Sugar
Refinery

Can. Vickers

Eugene Pattenaude

A. C. Lariviere

Ottawa Electric Ry.

Lowneys, Ltd.

Can. Axe and Har-
vest Tools, Ltd.
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The"Essex
TRACTOR

The agency for Essex Tractors is a bijg

paying proposition for dealers every-
where.

The Essex power and control are two
important factors in plowing, 25,000
practical farmers saw the "Essex" 15-30
complete its land first at the Chatham
Plowing Competition last fall.

The Essex Tractor Company is an all-

Canadian concern making an all^Can-
adian product.

Write us for FREE LITERATURE
and full particulars, also agency pro-
position.

Essex Tractor Co., Ltd.
ESSEX - ONTARIO

HAYING TOOLS that Need No
Introduction

MASSEY-HARRIS
Known for Generations Back

rjpVERY farmer is well acquainted^ with the name Massey- Harris.
It's the name on one or more of his

machines, and he knows what it stands
for in quality and workmanship.

Many Haying Tools will be bought for the coming season—the name Massey-
Harris on them is the farmer's best guarantee—and the Agent's easy way to in-
creased sales. It's the service we give that counts,

MASSEY-HARRIS COMPANY, LIMITED
Head Office TORONTO, ONT.

Branches at: Montreal, Moncton, Winnipeg, Regina, Saskatoon, Swift Current, Yorkton, Calgary, Edmonton.
Transfer Houses—Vancouver and Kamloops.
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c3o- Ou>»»J^^^.^ Kr>,A^^^fCkJyAmJLTyy'

,

O^'^*'*^ voV^ViV^ r>vw»-^-V. -I^p-W^

THIS invitation is extended to all the

dairy farmers of the United States and
Canada through dairy and agricultural

papers of enormous circulation.

The invitation is founded upon actual fore-

knowledge of the result as has been proven
in countless official tests by experiment sta-

tions and agricultural colleges.

The Sharpies Suction-feed Cream Separa-
tor skims clean at any speed. It is the suc-
tion-feed principle that enables it to do so

and that principle is protected by patents.

No other separator can use it.

The knee-low supply tank, the one piece

tubular bowl— no discs to clean-

exclusive Sharpies features.

-are other

The separator that gets the most butterfat

out of milk is the only one it will pay the

thrifty dairyman to buy. It is because we
know the Sharpies gets more butterfat than
any other separator that we ask the prospec-
tive buyer to put it to a test that cannot fail.

Dealers having a Sharpies contract reap the

benefit of the wide advertising of the un-
answerable Sharpies challenge : — Skims
Clean at any Speed. They are able to

prove to the dairy farmers that it costs less

to own a Sharpies Suction-feed Cream Sepa-
rator than it does to be without one.

"The surest way to
increase the profit in

dairying is to install

labor-saving and
loss-preventing ma-
chinery. And the
best machitiery will

save the most."

-P. M. SHARPLES

SUCTION-FEED
CREAM SEPARATOR

THE SHARPLES SEPARATOR CO.

Toronto, Ont.

Montreal, Que. Regina, Sask.

" There are no sub-
stitutes for dairy

foods."
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THE COW'S ADOPTED CHILD

What it means to be

a Macartney Machine

Milker Agent
You will have the exclusive representation for
your territory of a milking machine that has won
the unstinted approval of agricultural colleges and
the most successful dairy men.

You will have behind you a campaign of real sales
making consumer advertising to create the buying
impulse in the mind of every farmer arid dairy
man in your locality.

You will have the absolute assurance of a satisfied
customer with every Macartney Milker you sell
because the Macartney Machine Milker is a labor-
saver and a money-maker that makes better dairy
profits assured.

You will have an .unusual opportunity to make
attractive profits. The Milking Machine market
is scarcely touched. One Macartney representa-
tive made $6,000 in 5 months! What he did you
can do.

Our terms to dealers are very liberal. May we
write you fully about our proposition? Decide
to-day. Territories are being closed up every-
where, so act at once if you wish to be with us.

The Macartney Milking Machine Co.
Limited

316 Catherine St. - Ottawa

Dairy and Household
Supplies

NKW DE LAVAL MILKER
'T^HE new milking machine being

placed on the market by the
De Laval Separator Company is creat-
ing considerable interest among deal-
ers and dairyman. The makers claim
for their madhine many exclusive
features.

Instead of using only one pipeline
for both vacuum ^nd puteatioins, there
is a separate line for each. In the
vacuum line a continuous vacuum is

maintained, and the impulses which
control the action of the udder pul-
sators pass through the pulsation line.
The independent and positive control
of the pulsators gives an altemating
full period of vacuum and a full period
of pressure in each teat-cup. The
period of pressure gives the teat a
gentle massage, maintaining healthful
blood circulation and keeping the teats
and udder in perfect condition.
Another important feature is the

Udder Pulsator, so named because it

is placed within six inches of the
udder, instead of being located on
pipeline or on top of the pail. The
pul'sator, being within a few inches of
where the work is done, results in
quick, snappy action on the teat and
fast, thorough milking. No matter
how far away from the Pulso-Pump
the milking is to be done, the pulsations
have the same definite, snappy act'on,
due to a device known as the Pulso-
Relay, which is placed at intervals in
the vacuum pipe, and which maintains
the inten-sity of the pulsations through-
out long lines of stanchions.

The manufacturers claim that the
milker requires no adjustments, every-
thing having been worked out with a
view to simplicity. There is nothing for
the operator to do but to apply the
teat-cups to the cow's teats and wash
the machine.

The Pulso-Pump is a De Laval in-

vention, wlhich both creates a uniform
and continuous vacuum in the vacuum
pipeline and produces the pulsations
throughcut the pulsation line. The
accurate ami even alternating action
whereby milk is drawn alternately
from the front and rear teats, is in
exact oompliance with the cow's
method of producing milk, which is

continuous. The teat-cups are of a
simple but effective t>T)e. Only one
si55e is needed for all sizes of teats,
and all parts coming in contact with
the milk are easily cleaned and the
milker is being used in manv dairies
where certified milk is marketed at
advanced prices.

ADVERTISEMENT WITH A PUNCH
*'pLAY SQUARE WITH YOUR
* WIFE," is the legend of a wash-

ing machine advertisement in an Elk-
land, Mo., local paper inserted by
R. B. Dugan, implement dealer. Fol-
lowing the caption the advertisement
reads

:

"A man will pay $225 for a binder,
use it 2 dajis a year; $65 for a planter,
use it 2 days; $1.30 for a Wheat drill,

use it 2 days; and let his wife rub,
rub, rub on a washboard all day long
52 to 75 days a year. A power washer
will do its work as well as a binder or
any ether machine."

A NEW WASHER
T^HE Rochester Washing Machine

Corp., Rochester, N.Y., are placing
on the market an improved washing
machine, claiming that it involves new
principles annid cleans clothes without
weiar and will also eliminate hard labor.
The makers state that their washing
machine, with wringer attachment, is

built with a roomy cylinder, large
enough to handle an entire washing of
an average family. The cylinder,
which is of wood, revolves 6 times in
one direction, and automatically re-
verses and revolves six times in the
opposite direction. This continual ac-
tion forces the hot suds through the

Electric Washing Machine.

fine meshes of the clothes, incidentally
cleaning them, this applying also to
laces or blankets.

This machine is said to have been
madle with an object of eliminating
pounding, rubbing or friction, the cyilin-
der being made of white pine in order
not to iswell, sag, warp or rot. Also
so as not to attract the greasy sub-
stance which comes from all soapy
clothes. The machine is very easy to
operate, being started and stopped by
one lever, located on the side of the
machine, and both machine and wring-
er may be operated together or in-
dividually, as needs may require. A
switch attached to the side of the ma-
chine controls the motor.

SWEDISH APPOINTMENTS
'"pHE Swedish Separator Co., Chicago,

recently announced the appoint-
ment of C. A. Wood as manager of
sales promotion. Mr. Wood was
formerly with Swift and Co., Chicago
packers. He has had a wide experience
in the dairy field.

Another addition to the Swedish
Co^s. staff is J. A. Noren as service
manager.

ST( DY THE MILKINCx MACHINE
Tj'^HE man who works on the farm

and in the dairy accomplishes a lot
more than he did in the days gone by.
Times have changed, working condi-
tions have changed, and these condi-
tions have been brought about by the
application of machinery on the
modern farm.
We are living in an age of pro-

gress. Most of us have discarded old,
inefficient methods. Slower methods
have given way to the modern automo-
bile and tractor. Motor trucks are
taking the places of horse and wagon.
Gasoline and electric power do the
pumping on the farm. Cream separa-
tors have taken the place of hand
skimming—and all because modern
methods are better, quicker and ac-
complish bigger results.
Now comes the perfected milking

machine. The slow, laborious method
of hand-milking is passing. The day
is coming, and coming soon, wlhen
every dairyman with ten or more cows
is going to do his milking by machine.
Implement dealers who wish to sell
successfully the milking macihints to
the dairyman should study its con-
struction and operation and be ablte to
instruct others.
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"The De Laval Agency is one of

the good assets of my business''
—Chas. R. Stevenson

Interior view of Chas. R. Stevenson's Store

(Extract from letter)

"I began selling- De Laval Separators in 1908, and have sold

on an average of 35 machines per year. I have* always found
the De Laval Company an excellent firm to do business with,

prompt in shipments, and my accounts with them have always
been correct to a cent. I consider the De Laval Agency one
of the good assets of my business. We have at all times en-

deavored to give the best service possible

—installing the separators and giving full

information as to washing, etc. We also

endeavor to carry a full line of repairs."

CHAS. R. STEVENSON,
CHATHAM, ONT.

There is no better time than right now to send in
an application for a De Laval contract. There is

more profitable cream separator business with
the De Laval than with any other separator

THE DE LAVAL COMPANY, Ltd.
MONTREAL PETERBORO WINNIPEG EDMONTON VANCOUVER

50,000 Branches and Local Agencies the World Over



This directory wiU help you with your buying and your planning. The advertisers Usted here are thoroughly reUable and leaders in
their respective fields. They are looking for live, wide-awake representatives. Study their advertisements carefully because they containvaluable information which will dovetail with your plans. We are glad to go to the trouble of arranging this list—to make it easytor you to select new bnes. If it so happens that what you want is not here, write us, and we will tell you where to get it

ACCESSORIES
Northern Electric Co., Ltd., Montreal.
G. H. Broughton & Co., Toronto.
The Goodyear Tire & Rubber Co. of
Canada, Ltd., Toronto.

Apollo Plug Mfg. Co., Birmingham, Eng.
R. F. Sedgeley, Inc., Philadelphia, Pa.
The Burrowes Mfg. Co., Ltd., Toronto.
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

Kales Stamping Co., Detroit, Mich.
Kinzinger Bruce Co., Niagara Falls, 0.
The Greb Co., Boston.
Aikenhead Hardware Co., Toronto.
Hyslop Bros., Toronto.
Can. Lamp & Stamping Co., Ford, Ont.
Fyrac Mfg. Co., Rochfort, 111.

K. P. Products Co., 250 West 54th St.,

New York City.
Perfex Radiator Co., Racine, Wis.
Robinson Co. Ltd., Edward A., Montreal

AUTOMOBILE CHAINS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

BARN EQUIPMENT
Beatty Bros., Ltd., Fergus, Ont.

BEAN MACHINERY
John Deere Mfg. Co., Welland, Ont

BEET MACHINERY
International Harvester Co., of Can..

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.

BINDERS
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

BELTING
The Goodyear Tire & Rubber Co. of

Canada, Ltd., Toronto.

BATTERIES
Can. Faifbanks-Morse Co., Ltd., Mont-

real.

CARRIAGES
Cockshutt Plow Co., Brantford, Ont.

CREAM SEPARATORS
De Laval Co., Ltd., Peterboro, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton. Ont.
King Separator Co., Bridgeburg, Ont.
R. A. Lister Co. (Canada), Ltd., Toronto
Sharpies Separator Co., Toronto.
Swedish Separator Co., Montreal.

CEMENT MIXERS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

CASTINGS
Joliette Steel Co., Joliette, P.Q.

CORN HARVESTERS
Cocl^hutt Plow Co., Brantford, Ont.
International Harvester Co., of Can..

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

CORN MACHINERY
Inteimational Harvester Co., of Can..

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.

CULTIVATORS
'Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
CUTTERS

Butterfield & Co., Inc., Rock Island, Q.
DAIRY SUPPLIES

International Harvester Co., of Can.,
Ltd., Hamilton, Ont.

R. A. Lister Co. (Canada), Ltd., Toronto
DeLaval Dairy Supply Co., Peterboro

DIES
Butterfield & Co., Inc., Rock Island, Q.

DISCS
Massey-Harris Co., Toronto.

DITCHING MACHINES
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

DRILLS
Massey-Harris Co., Toronto.

DRILLS, TWIST
Butterfield & Co., Inc., Rock Island, Q.

DRILLS, GRAIN
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can

,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

ENGINES
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

Gilson Mfg. Co., Ltd., Guelph, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
Massey-Harris Co., Toronto.
R. A. Lister Co. (Canada), Ltd., Toronto
Sharpies Separator Co., Toronto.

ENSILAGE CUTTERS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

Gilson Mfg. Co., Guelph, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

FEEDERS
John Deere Mfg. Co., Welland. Ont.

FARM MACHINERY
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
International Harvester Co-, of Can.,

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.
Can. Potato Mchy. Co., Gait.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
R. A. Lister Co. (Canada), Ltd., Toronto
Gilson Engine Co., Guelph, Ont.

FEED CUTTERS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

Massey-Harris Co., Toronto.
Gilson Engine Co., Guelph, Ont.

FENCING
The Steel Company of Canada, Ltd.,
Montreal, Que.

FINANCIAL
The Commerial Credit Co. of Canada,

Ltd., Toronto.

GRINDSTONES
S. Vessot & Co., Joliette, P.Q.

GRINDERS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

International Harvester Co., of Can..
Ltd., Hamilton, Ont.

Massey-Harris Co., Toronto.
R. A. Lister Co. (Canada), Ltd., Toronto
S. Vessot & Co., Joliette, P.Q.
Gilson Engine Co;, Guelph, Ont.

HARROWS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

HAY LOADERS
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

HARDWARE
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

Massey-Harris Co., Toronto.
HAY RAKES
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

HAY CARRIERS
Beatty Bros., Ltd., Fergus, Ont.
Massey-Harris Co., Toronto.

HAY PRESSES
Birdsell Mfg. Co., Toronto.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

HULLERS <Clover)
Birdsell Mfg. Co., Toronto.

LIGHTNING RODS
Shinn Mfg. Co., Guelph, Ont.

LIGHTNING SYSTEMS
Can. Fairbanks-Morse Co., Ltd, Mont-

real.

R. A. Lister Co. (Canada), Ltd., Toronto
Northern Electric Co., Ltd., Montreal.
Gilson Engine Co., Guelph, Ont.

LIME AND FERTILIZER SOWERS
John Deere Mfg. Co., Welland, Ont.

MANURE CARRIERS
Beatty Bros., Ltd., Fergus, Ont.

MANURE SPREADERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
Gilson Engine Co., Guelph, Ont.

MARINE FITTINGS
Northern Electric Co., Ltd., Montreal.

MOWERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

MILKING MACHINES
R. A. Lister Co. (Canada), Ltd., Toronto
Sharpies Separator Co., Toronto.
The Macartney Milking Machine Co.,

Ltd., Ottawa, Ont.

MILLING CUTTERS
Butterfield & Co., Inc., Rock Island, Q.

NUT LOCKS
Robinson Co., Ltd., Ed. A., Montreal.

OILS
Imperial Oil Co., Toronto.

PISTON RINGS
WedgeRite Piston Ring Co., Ltd.,

Montreal.

PLOWS
Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
International Harvester Co.j of Can.,

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

POLICE AND FIRE ALARM EQUIPMENT
Northern Electric Co., Ltd., Montreal.

POWER AND LIGHT EQUIPMENT
Northern Electric Co., Ltd., Montreal.

POWER MACHINERY
Can. Faifbanks-Morse Co., Ltd., Mont-

real.

John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
Gilson Engine Co., Guelph, Ont.

POWER SWITCHBOARDS
Northern Electric Co., Ltd., Montreal.

POTATO MACHINERY
John Deere Mfg. Co., Welland, Ont.
Cockshutt Plow Co., Brantford, Ont.
Can. Potato Mchy. Co., Gait, Ont.

PULVERIZERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

PULPERS
Cockshutt Plow Co., Brantford, Ont.

RAKES
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
REAPERS
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
REAMERS

Butterfield & Co., Inc., Rock Island, Q.
ROLLERS
Cockshutt Plow Co., Brantford, Ont.
Massey-Harris Co., Toronto.
Hyatt Roller Bearing Co., Chicago.

ROLLER BEARINGS
Hyatt Roller Bearing Co., Chicago.

SAFES
J. & J. Taylor, Ltd., Toronto.

SAW MILL OUTFITS
Massey-Harris Co., Toronto.

SCUFFLERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.

SEEDERS
Massey-Harris Co., Toronto.

SCREW PLATES
Butterfield & Co., Inc., Rock Island, Q.

STABLE EQUIPMENT
Beatty Bros., Ltd., Fergus, Ont.

SILOS
Gilson Mfg. Co., Guelph, Ont.

SLEIGHS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can..

Ltd., Hamilton, Olit.

SILO FILLERS
Gilson Mfg. Co., Guelph, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

SOCKET WRENCHES
R. F. Sedgley, Inc., Philadelphia, Pa.

SPREADERS, MANURE
Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
International Harvester Co., of Can.

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.
Gilson Mfg. Co., Guelph, Ont.

SPARK PLUGS
Machine & Stamping Co., Toronto.
Champion Spark Plug Co., Windsor, 0.
Apollo Plug Mfg. Co., Birmingham, Eng.
Fyrac Mfg. Co., Rochfort, 111.

SPARK PLUG CLEANERS
Champion Spark Plug Co., Windsor, 0.

TELEPHONE APPARATUS
Northern Electric Co., Ltd., Montreal.

TRACTORS
Advance-Rumely Thresher Co., La

Porte, Ind.
R. A. Lister Co. (Canada), Ltd., Toronto'
Can. Allis-Chalmers, Ltd., Toronto.
Cleveland Tractor Co., Windsor, Ont.
Gilson Mfg. Co., Guelph, Ont.
International Harvester Co., of Can..

Ltd., Hamilton, Ont.
J. I. Case Threshing Machine Co., Inc.,

Racine, Wis.
Massey-Harris Co., Toronto.
The Gray Tractor Co. of Canada, Ltd.,
Winnipeg.

The Turner Mfg. Co., Port Washing-
ton, Wis.

Essex Tractor Co., Essex, Ont.

TRACTOR PLOWS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,.

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.

THRESHERS
Can. Fairt)anks-Morse Co., Ltd., Mont-

real.

International Harvester Co., of Can.,
Ltd., Hamilton, Ont.

J. I. Case Threshing Machine Co., Inc.,

Racine, Wis.
R. A. Lister Co. (Canada), Ltd., Toronta
Gilson Mfg. Co., Guelph, Ont.

THREAD CUTTING TAPS
Butterfield & Co., Inc., Rock Island, Q.

TWIST DRILLS
Butterfield & Co., Inc., Rock Island, Q-

TRUCKS
Beaver Truck Builders, Ltd., Hamilton
Eastern Canada Motor Truck Co., Ltd.,

Hull, P.Q.
International Harvester Co., of Can..

Ltd., Hamilton, Ont.

WHEELBARROWS
Cockshutt Plow Co., Brantford, Ont.
Massey-Harris Co., Toronto.

WAGONS
Cockshutt Plow Co., Brantford, Ont.
Intemational Harvester Co., of Can.

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

WATER BOWLS
Beatty Bros., Ltd., Fergus, Ont.

WEEDERS
Cockshutt Plow Co., Brantford, Ont.

WIRES AND CABLES
Northern Electric Co., Ltd., Montreal.
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Btitierficld
The true test of the quality

of Butterfield Tools is their

accuracy after long usage.

Try them and you soon will

be convinced that they play

an important part in keeping

down the overhead in repairs.

Tools That Retain
Their Keen Edges
After Long Usage

Drills,Taps, Dies

Reamers
and MILLING CUTTERS

The use of hig-h quality tools on
repair work is one of the essen-

tials to the highest-class job, and
Butterfield Quality is the BEST.

Every nickel you save in tool

service, adds another nickel to

your profit on repair work.
May we send you our catalogue?

BUTTERFIELD & CO., INC., ROCK ISLAND, P.Q.
TORONTO OFFICE: 220 King St. W.
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Lubricants
IMPERIAL POLARINE AND

IMPERIAL POLARINE HEAVY
For all gasoline-burning engines

—

automobiles, tractors and trucks.

IMPERIAL POLARINE A
For a]! motors requiring an un-
usually heavy oil.

IMPERIAL POLARINE
KEROSENE TRACTOR OIL
AND IMPERIAL POLARINE
KEROSENE TRACTOR OIL

EXTRA HEAVY
For kerosene-burning stationary
engines and tractors.

IMPERIAL PRAIRIE
HARVESTER OIL

A heavy-bodied oil for open bear-
ings of threshers, binders and sep-
arators.

IMPERIAL ELDORADO
CASTOR MACHINE OIL

A thick oil for worn and loose
bearings.

IMPERIAL CAPITOL
CYLINDER OIL

For steam cylinder lubrication-
tractors and stationary engines.

IMPERIAL STANDARD
GAS ENGINE OIL

For stationary and portable engines
using either kerosene or gasoline

IMt»ERIAL ARCTIC
CUP GREASE

Made in different consistencies.

Imperial Farm Lubricants are for
sale in 1 and 4 gallon sealed
cans, half-barrels and baxrels.

W 11 M(K

"Oil Headquarters'' is

"Farmer's Headquarters"

"ITTHEN the farmer comes to town he naturally calls on
" ' "Oil Headquarters" for new supplies, and "Oil Head-

quarters" usually means the dealer who carries a full stock
and complete line of Imperial Farm Lubricants.

Continuous advertising, year after year, has induced
thousands of farmers to try these oils and greases, and
quality alone has increased their sales enormously. Prac-
tically every farm paper in Canada is carrying Imperial

Farm Lubricants advertising this year.

Imperial Farm Lubricants are good oils to sell—there is

a grade specially suited for every farm lubricating need

—

see the list below.

Are you prepared to supply the requirements of the farmers
in your territory—have you all sizes and all grades in

sufficient quantities? The farm lubricating business in

your territory is growing every day with an ever increasing

ownership of motor cars, motor trucks, tractors, stationary

gas engines, farm lighting plants, threshing outfits, etc., and
is a profitable business.

Ask the Imperial Oil man about our selling helps.

IMPERIAL OIL LIMITED
Power ' Heat - Light - Lubrication

Branches in all Cities
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Beaver Trucks

in Canada s Largest

Exclusive Truck Factory

UNQUESTIONABLY

CANADA'S LOWEST HAULING COST

Some open territory still available—Catalogues and further

information furnished responsible dealers upon request.

Beaver Truck Builders, Limited
HAMILTON, ONTARIO

79
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VETERA
MOTOR TRUCKS

Made in Canada

POWER, LOW UPKEEP/LONG LIFE
This combination interests the man who has freight to haul

Why We Use the Ross
Steering Gear

BECAUSE— ultimate satisfaction of a

driver in a car is not only obtained
through the smooth running of the chassis, the
power and flexibility of the motor, but also in the
steering gear. A poor steering gear expends a
great deal of human energy and strength. While
on the other hand a good steering gear conserves
strength, increases efficiency and means a bigger
day's work easily done. Ross Gears are dis-

tinguished from all others by the screw and nut
mechanism which transfers the rotation of the
steering wheel to the steering arm. A solid nut
completely envelops the screw so that the entire
bearing surface of the threads of both screw and
nut are utilized. These large bearing surfaces not
only make steering easy under all conditions, but
they guarantee an unusual degree of safety and
reliability.

Why We Use
Bushings

Oil-less

2-214 Ton Model Complete with Cab and Stake Body

BECAUSE"^ ^^^"^^^ ^^^^ °" ^^^^ underneath the chassis and "pull up" grease cups; it is a dirty job for any man. The car

1, •
1 ^i^^-^

numerous maccessible grease cups is usually a neglected one. We have therefore eliminated, without decreas-mg mechanical efficiency, all unexposed cups. These have been replaced with graphite and bronze oil-less bushings. On the bearing
surface of the bushing there are cast symmetrical grooves or trenches, varying in design according to the service the bushing is intended.By means of hydraulic pressure these grooves are packed solid with a special fine, hard, lubricating graphite. Once the bushings are in
use tine particles of the graphite lubricant are distributed over their entire bearing surface. There is sufficient lubricant in each bushing
to last as long as the bushing itself. The graphite and bronze surfaces are flush

;
they wear evenly; they require no refilling.

A Short Treatise on the Frame
In the construction of our frame we have incorporated many ideas which have been the result of our invaluable experience of service in
the field.

In the first place the frame is bolted, not riveted. The bolts are held in position by lock nuts and washers. There is no fear of popping
rivets, common to the ordinary, every-day chassis.

The side members are made out of 6-in. rolled channel and are straight throughout. There are no insweeps or curves. Should the truckmeet with an accident, the rolled channel may be straightened with better results than the pressed steel and the lack of curves signifies
tnat the trame can be realigned at less cost, with greater accuracy and in less time than the fabricated pressed steel frame. The crossmembers are provided with particularly large gussets which insure the frame being kept in alignment under the most severe strains and
stresses which can be imposed upon it. The diagonal braces at the rear insure it against distortion. The nose piece which carries the
iront cross member, side member, front spring bracket and bumper, is of our own design and of unique and sturdy construction. It is
tne result ot practical effort and engineering knowledge. The stress diagram for the frame was worked out mathematically before bolt
holes were located, insuring maximum strength to the chassis. In brief the frame is the acme of strength coupled with flexibility.

Castings
All castings on the truck are interchangeable, except the nose piece, which is slightly inset to take the front spring.

This is the third of a series of advertisements running in this paper explaining more
or less in detail the make-up of the Veteran. Copies of previous ads on request.

Eastern Canada Motor Truck Co., Limited
HULL, QUE.
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Big Facts
That Help to Sell

Monarch Neverslip

Tractors
The tractor salesman who is in-

teresting a prospect in the Monarch
Neverslip 30-18 is never at a loss

for good, sound sales arguments.
The creeper type of tractor is so
obviously superior to the round
wheel tyipe, the mobility of the
Monarch Neverslip is so much
greater, its construction is of the
same quality as a high-grade
motor truck, it does not pack down
the soil, it is economical—and so on.
There are a hundred and one

business reasons for buying the
Monarch Neverslip in preference to
all others—but—here are three big
reasons that should be emphasized
to every prospect:

1.—The Monarch Neverslip lays
its own tracks. It has always a
smooth firm road on which to
travel. It utilizes tractor power to
its full efficiency on any kind of soil

or road, there is no waste power;
2.—With all its enormous pulling

power, the Monarch Neverslip
Tractor travels lightly over the
soil. The 30-18 model exerts a
pressure of only 4.6 pounds per
square inch—one-third the pressure
exerted by a man walking. It will
not pack the soil;

3.—The Monarch Neverslip is

easy; to handle. The fact that it

can be turned completely about in
its own length shows how respon-
sive it is to the driver's wishes and
how completely he has it under
control.

Use every argument the novel
construction and unusual principle
of operation of the Monarch Never-
slip make available—but never fail
to use these three big persuaders.
You fear no competition when you
make these points—no other trac-
tor has them.

Monarch Tractors
turn a complete
circle in their ow n

length

A Wonderful Sales Opportunity

Get the utmost out of your business investment,* Sell

Monarch Tractors—the acknowledged leaders in their
field. They do work the way farmers want it done.
Monarchs never fail.

MONARCH

lEVEiimp
TMCTOBf

Can be worked all the time on all soils—wet or dry, hard
or soft. They lay their own tracks. Their grip is irresis-
tible. They are powerful and absolutely dependable.

The Monarch sales poHcy is decidedly Hberal and profit-
able. Write for complete details. Arrange your territory.

MONARCH TRACTORS LIMITED
BRANTFORD - . ONTARIO
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Wedge
Does

It

The Mighty Force that

Holds the Reins

of Power

The finest motor in the world cannot
deliver the power which it is otherwise
capable of furnishing if there is loss of
compression.

To fully protect themselves against
loss of compression by their engines,
thousands of motorists are utilizing the
mighty force of the "Wedge"— by
installing WEDGERITE PISTON
RINGS.

As the WEDGERITE equipped piston
comes up on the compression stroke
the impenetrable "wedge" pressure of
these remarkable Rings prevents the
slightest escape of gas or oil. Result:
Perfect compression; iOO% generation
of power.

Ask your repair man to show you
these fuel and tire-saving rings.

J''

4

—111

CROSS SECTION OF RING
SHOWN IN CIRCLE

1—Section pressing outward and
upward.

2—Spring section of ring.

3—Lower outward and downward
section.

ILLUSTRATING THE WEDGE
PRINCIPLE

The wedge principle employed in

the making of WedgeRite Piston
Rings is shown in the accompany-
ing drawing. Its superiority, mea-
sured by its ability to e.xpand in
WIDTH as well as in diameter,
means utmost satisfaction for
motorists. The repairman who
uses WedgeRite Rings is one who
can be trusted. By using the Bej;t
Piston Ring he shows a real de-
sire to give you better repair
service.

THE
WEDGE

//

T W PISTON ^ J.^^ RINO
C ' O Q 1^ F»A ISI » 3

LIMITED
92 Notre Dame St. E., Montreal

ORDER FROM YOUR FAVOURITE JOBBER
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AVERY TRACTOR
has a size for every farm
The salesman with several choices to offer sells more than the salesman with one or two

Many a time Avery tractor dealers can point
out to the customer a handsome saving of money.
The reason is, they can sell him a machine that is

pretty close to the quantity of power actually re-

quired on the customer's farm. Other tractors are
generally too big or too small. Too often a farmer
must buy more power than he needs and pay also

for the fuel to carry the extra weight around. The
difference in cost between a correct size Avery
and a too-big ordinary tractor closes Avery sales.

There is a size Avery Tractor for every farm.. All sizes from 8-16 h.p. up have a standardized
design with every part built specially for tractor use. A man can easily make his own repairs and
adjustments—another big selling factor.

Avery Tractors are built for just such conditions as we have in Ontario. It does the work economic-
ally and with fewest repairs.

Dooblt Drtve to

4ii/ery Special Tractof Motor and Wonderful Sliding Frama

The motor is of the opposed type. Its length
distributes the weight best between front and rear

wheels. It runs at lower speed than other types,

thus requiring simpler transmission gears. It also

makes possible a "direct drive" in high, low, re-

verse and on the belt.

Get all the particulars about the Avery. Write
for free literature and attractive agency pro-

l position.

The Famous MELOTTE Cream Separator
What the farmers want is the original

Melotte, sold in Canada only by R. A.
Lister & Co., Ltd. By selling the original
you can give a complete and satisfactory
service in regard to repairs for ALL sizes.
Besides you sell the original quality sep-
arator that made the name "Melotte"

famous for close skimming, easy cleaning
and easy running. The separator with the
self-balancing bowl, the only ball-bearing
bowl on the market. It cannot get out of
balance. Simple, durable and fool-proof
—sells readily on its reputation for effi-

' ciency.

Other

Lister

Lines

The "Lister" Agency comprises a wide list of farm requirements, all
backed up by the Lister reputation for dependability.

Lister Gasoline and Kerosene Engines—Premier Cream Separators
—-Lister Grinders—Lister Milking Machines, Lister Ensilage Cutters,
Lister Silos, Silo Fillers and Lightning Plants.

R. A. Lister & Company (Canada) Limited
58-60 Stewart Street, Toronto Also at Wall St., Winnipeg
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Canadian Importers Limited
Temporary Address

16 Wellington St. West
TORONTO

Address all Enquiries to

Italo Canadian Trading Co.

720 St. Paul St. West

MONTREAL

or

FIAT—501 5th Avenue, New York



Canadian Motor, Tractor and Implement Trade Journal 3

1^

DEALERS--
Get behind the JOHN DEERE-DAIN LOADER this Spring. Due

to its reputation for QuaHty and Satisfactory
Service. They are easy to sell.

SHOW THE FARMER HOW HE CAN
save money and labor.

by using this Loader. Point out these special features to
him and the sale is made.

The John Deere-Dain Loader is a great labor-saver.
One man can handle it, thus saving the wages of another
man. It is the easiest running and most popular of the rake
bar type.

The rear wheels caster—there is no dragging around
corners. It is of light draft, roller bearings being used on
all main journals.

Its principal working parts are hammock mounted.
.
They swing freely without binding or strain.

Rakes are operated at the right speed to require the least
power. The strokes of the rake overlap and thus rake clean.
A very desirable feature.

Hay is gathered from the swath the full width of the
machine. The change to windrow work is instantly made.

The automatic, adjustable throat opening prevents
chaking. Hay is delivered to the middle of the load. Ele-
vator adjusts automatically to light and heavy hay.

Coupling is made to high or low wagons without any
change.

It is strong, light and durable. It is the original rake
bar loader and built with the usual ''John Deere" standard
of quality and careful workmanship.

If you are not already handling this Loader, write us
at once.

John Deere Implements are sold only by dealers.
THE DEALER WHO SELLS JOHN DEERE IMPLEMENTS IS INDEPENDENT

John Deere Manufacturing Company, Limited ontar^

John Deere Adver-
tising will be read
by almost every
farmer in Ontario.

John Deere Advertising

appears in these papers

Canadian Countryman
Family Herald and Weekly

Star

Farm and Dairy

Farmers' Advocate

Ottawa Farm Journal

Canadian Farm
Farmers' Sun

Farmers' Magazine
Rural Canada

See that your prospects
receive the special book-
let "Better Hay—How
to Make and Market it"

If you haven't a supply

—

write us
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MADE IN CANADA

IT STANDS SUPREME
REASONS WHY:—

1—Your Customers Demand the Gilson—Easy Sales—Big Commissions.
2—It has the largest sale of any Silo Filler under the British Flag.
3—Its wonderful performance brings repeat orders.
4—It is the lightest running blower cutter made.
5—Our entire organization is behind you.

Frankly Now, Doesn't It Look Good?
You cannot afford to let this proposition go!

Don*t put it off,—write for our special agent's proposition at once.

Tear off, fill in and return the corner of this page. If you don't some
one else will.

/S

MEANS DOLLARS TO YOU!

Gilson Mfg. Co.

4^ w
LIMITED

Factory and Head Office:

10118 York Street
GUELPH, ONT.

Branch and Warehouse:

10128 Elgin Ave.
WINNIPEG, MAN.

The Hylo Silo

No farm is complete
without the famous

Hylo.

BIG PROFIT-
EASY SALES

Something worth add-
ing to your lines.
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^Air Sleeve Pull-Over for Starting

^Adjustable Jet

,
Subsidiary Venturi

Level Adjuster

Throttle Control Lever

Float Chamber Position Adjustable

Sectional View of "Atmos" Carburetor

HERE :

Fuel Inlet.

Water and Dirt Trap

ISA MONEY-MAKER For Accessory Dealers
The Cox "Atmos" Carburetor introduces a new principle of carburetion.

Its main features are Simplicity and Economy.
It has but onq moving- part—one jet, externally adjustable, and no spring-

controlled valves.

Its simplicity makes it easily adjustable and eliminates trouble from
uneven mixtures. This feature alone will sell the

Less Fuel
COX "ATMOS''

Carburetor More Power

Its economy is effected by the high degree of atomization it attains. It

may be more finely adjusted than other carburetors, making the mixture
more economical and yet more volatile. This gives more power with less fuel.
The "Atmos" gives great pulling power at low throttle speeds, and eliminates
considerable gear shifting in city driving.

Equip your demonstrator with the "Atmos" Carburetor and show your
customers its actual performance. That will clinch the sale—and at a good
profit to you.

IVrite for our dealer proposition.

Sole Agents in Canada

BRITISH & FOREIGN AGENCIES
LIMITED

17 St. John Street, Montreal, Quebec
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Tairbanks'Oiiorse
Z!"Engine with
'Bosch JHagneto

Now-Theie is Only OneFarmEngine
XUST think of the famous "Z" Engine with a Bosch high-tension, oscillat'

I ing magneto^—^which delivers a steady succession of hot, intensive sparks.

/ Ql Every farmer in Canada should at once call on the nearest "2"

Engine dealer and see the result of this recent epoch-making combination

—

FAIRBANKS-MORSE "Z" ENGINE WITH BOSCH MAGNETO.
Q Mechanical perfection, plus power—and right price—to date sold the *'Z''

Engine to over 250,000 farmers. QThis quality and quantity production
enabled us to contract for a large proportion of the extensive Bosch facilities

for making this one possible "Z" betterment, which establishes a new farm
engine standard. Q And all Bosch Service Stations throughout Canada will

assist our dealers in delivering maximum engine service.

MADE IN TORONTO, CANADA BY
y/ie Canadian

Fairbanks-Morse
4?

HALIFAX
Co.Ximited.

ST. JOHN QUEBEC MONTREAL OTTAWA TORONTO HAMILTONWINNIPEG SASKATOON CALGARY VANCOUVER VICTORIA
WINDSOR
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Much Profit in Storage Battery Repairing
AT THE present time there is no better paying

line of repair work the garage man can take
up than that of storage battery repairing, for

the reason that it is not overcrowded. The question of

cost is not such an important item with the average
owner as getting the work dtone without the neces-
sity of shipping the "thing" away, and putting up
with a delay of anything from a week to a month.
You being "on the job" can give him an approxi-

mate idea as to the cost of the job; you can save him
several days consumed in transportation, the cost of
transporting, and the risk of his battery being laid
to one side to make room for another job more press-
ing. Even if you did not save him the actual money
to take and fetch the battery back from ithe city re-

pairman—ai.d there is no reason why you should not,
and more than that you should be able to do the job
cheaper than the city man for you are not likely to
have his "overhead" to contend with—you can save
him valuable time in getting him on the road again.
This is a big item with most owners and you should
PLAY IT BIG when canvassing for this work. Get
into this line at once while the "picking is good," for
it is growing so fast that all a man needs in order to
get the business is to knovi' how to do the job and to
do it right. The equipment needed is not a serious
item, and the average garage man can get its cost
back again in a matter of three months or so.

jV ,fOST repairmen appear to be afraid of a storage
battery, but it is really the most simple piece of

equipment on the car. It is merely three hard rubber
jars containing two sets of plates dovetailed
together with wood separators between
the plates to prevent them touching
each other. One set of plates is positive, the
other negative, and the thin sheets of corru-
gated wood act as insulators between the two
groups. It is just as important to see that
this insulation is good as to see that the
insulation on the wires leading from the
battery is in good shape. The action of the
acid with which the jars are filled, in time
partly rots these separators and if they are
renewed once every year the battery will
last a great deal longer. If they should be
allowed to get into such poor shape where a
negative and a positive plate touch there
will be a dead short-circuit, which in turn
will cause the plates to buckle. They will

then have to be renewed, as it is impossible
to make a good job of straightening them
as they are made of a lead composition into
which a special paste is forced. When you
try to straighten a plate the paste will be
loosened and more than likely fall out in
places.

By A. M. GLOVER
termined by the fact that a battery will lose its

charge while standing overmight and will come up
again when running. The only thing to do in a case
like this is to take out the groups, clean out the bot-
tom of the jar and, if the separators are in good
shape, put them in again. But it is a good plan to
put in new separators while you liave the groups out,
for there is only the cost of the separators extra and
this is a small item on battery work.

Of course the best way to get a grounding in the
actual work of tearing down and repairing a bal^
tery is to attend one of the schools maintained by the
manufacturers and if you are taking up the agency
for a particular make that manufacturer will be more
than pleased to give you the necessary instructions.
But if you are not able to go to the factory for this
instruction the salesman will be able to give you
some useful pointers if you ask him.
Here are a few facts to remember in battery work:
When working on the jar or jar covers heat is most

essential to prevent breaking; they are very brittle
when cold but as soon as they are slightly warmed
they become quite soft and pliable.

When heating the covers of a battery with a naked
blow pipe flame do not try to do it just after
it has come ^^.w "off charge,"

styles of batteries have a lock nut of lead and a
rubber washer on the posts to prevent acid leakage;
in this case, of course, it is necessary to remove these
before attempting to take off the top.

Some operators prefer to lift ouit the group com-
plete before trying to remove the jar cover. This
is a good plan, for a better hold can be got on it to

lift it off.

When buying equipment do not spend too much
on your charging plant; if jtou get something in the
way of a two battery outfit, either a rectifier of the
magnetic type or a small generator will be ample
to start. You can keep it running day and night
and will be surprised at the quantity of batteries it

can take oare of. When you eventually have to buy
the big outfit the small one will not be junk, for it

can be used at the time when you have not enough to
load up the big outfit to capacity.

Hamilton Motor SIiow
T^HE Hamilton Motor Show, which opened on April

19 and closed April 24, was the largest and most
successful automotive exhibition ever held in the Pro-
vince of Ontario, with the exception of the Canadian
National Exhibition Motor Show, Toronto.
The show was under the auspices of the Hamilton

Automobile Dealers and Allied Industries, and the
management was in the hands of G. O. Phillip and

G. D. Pequegnat. The exhibition was held in the
Armories, and, despite the huge capacity of
the building, all the space had been sold
within two days of the plan being sent out.

Many applications for allotments from all

over Canada had to be turned down. A sig-

nificant feature of the show was the large
exhibition of motor trucks, said to be the
largest showing ever made in Canada on
a single floor. There was an unusually large
showing of accessories, some of which were
being shown for the first time. There were
67 exhibits divided between automobiles,
trucks and accessories. The Hamilton Auto-
mobile Club, which is affiliated with the On-
tario Motor League, had a booth at the show
and conducted a successful campaign for new
members. The decision is to make the show
an annual affair.

Invents Stooker
Abbe Gavois, of Raineville, France, driving his 1891

going strong.
'Panhard." still

'JpHE action of a battery causes a certain portion
of this paste to come out of the plate at each

charge or discharge, and being heavier than the acid
it falls to the bottom of the jar. To prevent this
causing a "short" the plate rests on bridges across
the bottom of the jar and the paste that falls off the
plate goes clear to the bottom of the jar without
touching the plates. This is all right for a time,
but eventually so much paste comes off the plates
that it fills up this false bottom and comes up to the
bridges and bottom of the plates, and as it is a con-
ductor it causes a short-circuit which can be de-

for at that time, and for six to twelve hours after,
the jar will be full of highly explosive gas and you
are just likely to get "splattered" with acid, which is

dangerous to the eyes, painful to the skin and ruinous
to overalls and clothing. If you are going to do
anything to a battery let it stand idle overnight be-

fore commencing operations.

The black pitch-like compound which seals the jar.
covers and holds the jars in the boxes can be softened
by the same means and taken out with a narrow
pointed chisel, and when the tops aire still warm they
can in most cases be lifted off the posts. Some

r\J H. CHURCH, of Superb, Sask., has
• invented a new stooker, which, it is

said, will revolutionize the work of harvesting in the

West. The necessity, in these days of labor and
scarcity, of some mechanical means of setting up
stooks, led to experiments which resulted in the pres-

ent machine. The Superb stooker, as it is called,

differs entirely from other machines for the same
purpose. The machine is attached to the regular
binder, and in setting up a stook it operates under its

own traction from a trip controlled by the driver of

the binder. The machine sets the stooks up in much
the same way as a man would. The device is fully

protected by patents.



Unraveling a Few Facts About Twine
ANYWAY, there is one commodity that has not

increased in price since last year, but, to the
contrary, has taken a decided drop. For that, let

us be thankful! The Gordian knot in the twine indus-
try has been cut—and twine prices for 1920 have
unraveled to the extent of 20 per cent, below last

year's prices. And thereby hangs a story:

Back in 1914 Carranza crawled to the top of the
boiling pot of revolution in Mexico and w.ormed
himself into the seat of state.

In the State of Yucatan the business of raising
sisal fibre, from which the biggest part of binder
twine is made, had been going on in spite of the
careless warfare that was being waged. The Ameri-
can manufacturers of binder twine had to have sisal

and Yucatan supplied it.

In 1915 the Commission Reguladora, a Yucatan
State institution, which had been organized in 1912
to maintain the price of sisal at a high level, but
which it had not been able to do, fell under control
of the Carranza officials in that state, who, in order
to make it effective and for the purpose of raising
the price of sisal, compelled all sisal producers to
sell to it their sisal, forcing out of that state all

other buyers. Thereafter the manufacturers of
binder twine had to deal exclusively with this Mexi-
can Government organization, which assumed com-
plete control of sisal production in Yucatan, and its

sale to manufacturers.

TN 1915 the price of raw sisal fibre was 7-% cents

per pound to the manufacturers. By 1916 the
Commission Reguladora had raised it to 14i/^ cents
a pound—and in 1918 it reached the high-water mark
of 19 cents! These increases in the price of sisal
fibre naturally resulted in proportionately increased
costs to the implement dealer and farmer. Those
who did not know the facts blamed the manufac-
turers.

But to-day the manufacturers show where they
stand. The Commission Reguladora is no more

—

and the Yucatan sisal market is again open, per-
mitting competitive buying and selling by all. As
a result, the manufacturers are able to produce twine
for 1920 at a cost to the Canadian trade of 20 per
cent, below last year's prices in spite of greatly in-

creased freight rates, as well as manufacturing costs,
such as labor and equipment.
And there is but little chance for a recurrence of

the high twine prices of 1918. The leading twine
manufacturers, awake to the menace of raw ma-
terial control by monopolies, such as the Commission
Reguladora, hope to prevent a similar condition in
the future. Strong efforts are now being made to
revive the Reguladora for the purpose of controlling
production of sisal and increasing the price. While
fibre production remained localized largely in one
limited section of the world, as in the case of Yucatan
sisal fibre, the manufacturers were helpless and at
the mercy of the Commission Reguladora. But to-
day they are on the way to achieving independence
of any single fibre-producing market.

r^NE of the largest manufacturers of binder twine
is conducting extensive experiments with Ameri-

can-grown hemp fibre and has perfected machinery
for^ successfully handling the raw hemp. In the
spring of 1917 contracts were made with many
farmers for growing hemp, seed being furnished by
this company. This concern's experimental . depart-
ment developed machines for harvesting and breaking
the hemp in order that the cost of production and
handling might be greatly reduced. The chief draw-
back to hemp twine in the past has been the higX
cost of producing it, as satisfactory methods of harv-
esting and preparing the fibre for manufacture had
not been evolved until the said company's recent
experiments.

To-day one may see the hemp harvester and
gatherer-binders working in the hemp fields in the
United States, busily engaged in the fight to bring
down the high cost of twine. A plant has recently
been erected and equipped for artificial drying and
breaking of hemp for twine manufacture. This is
only the beginning.

As a selling proposition, binder twine does not
offer great profit to the dealer. In fact, it is sold on
a narrower margin than any other product handled
by the implement dealer. ;

^
And yet, selling good twine is mighty good busi-

ness for the implement dealer. It is, in a consider-

By B. J. PAULSON
able measure, a good-will and service feature. A
good grain binder will not work satisfactorily with
poor binder twine. The dealer makes a good profit

on a binder. But if the binder does not work satis-

factorily, due to the use of inferior twine, the binder
is often blamed, no matter how good it may be—
and the dealer loses good-will and future business.

'TpWINE that is poorly spliced in the process of

manufacture or spun unevenly is very likely to

have a high percentage of breakage in tying. And
broken bundles mean valuable time lost in tying them
by hand, not to mention equally valuable grain lost,

due to the broken sheaves not being picked up cleanly

by the hired hai'vest hands.

The dealer who safeguards his customers against
the losses incidental to the use of inferior twine, is

thereby cementing good-will that will serve as solid

foundation for future business. It is, therefore, good
business for the dealer to sell good twine that will

insure satisfactory operation of good binders, in so

far as binding is concerned. Though the margin of

profit be comparatively insignificant on the higher
grades of twine, the compensation is there just the
same—the compensation derived from satisfactory

service to the farmer.
Many dealers, however, are so cautious in the

matter of handling twine that they frequently have
insufficient stocks to meet the harvest demands of

the farmers in their communities. These shortages
sometimes prove disastrous to the farmer, for without
twine his harvest is held up. Because of this fact

some of the leading manufacturers maintain large
transfer house and supply depots, located conven-
iently to the principal grain-growing districts, so

that rush emergency shipments can be made to almost
any locality where a shortage is reported. In 1912
one manufacturer shipped 92 carloads of twine to

Western Canada by express, thereby saving a bumper
crop that could not have been cut otherwise, because
of a shortage of binder twine.

The dealer can help greatly in circumventing the
danger of twine shortages, however, by inducing his

grain-growing customers to order early. And there
is no time like the present to begin.

A Time to Sow—A Time to Reap
By G. B. WHEELER

THERE is an old saying, that "In the spring a
young man's fancy lightly turns to thoughts
of love"—and perhaps it would be a good thing

for all of us if, in the spring, our fancy and thoughts
would take on some of the refreshing freshness of

the season. If there is one season more than another
when we should be at our best, it is at this time.

Back there at New Year's time we pondered over
our business performance of last year and decided
we could see some mistakes, and resolved to avoid
them this season. We also made certain plans for
improving our business. Some of these plans had
to do with improving our method of keeping our
stock, our books and accounts, the method of display-
ing goods on our show room floor. These, of course,

we have taken care of during the cold, blustery
months.
Then we resolved that we were going to revolu-

tionize our canvassing method, and now is the time.

awaiting him at our warehouse or showroom, and
that all we ask is that when he is in the market for
anything in our line we are going to appreciate the
opportunity of placing the merits of our equipment
and our quotations before him. We know that many
new customers are going to be secured. We are go-
ing to know what and when each man in our terri-

tory is going to be in need of in our line.

npHE order we lose after a fair, square effort to

get it doesn't bother so much. We have tried
our best (which may not have been any too good,
and certainly not good enough in this particular in-

stance) .

But what about the order that is placed by a man
in our territory, with whose requirements we should
be familiar, but because we are asleep at the switch
our competitor secures without our competition at all.

That is the order that hurts. Eh?

30-60 Fairbanks-Morse Oil Tractor pulling sixteen 14-inch plows in corn stubble at a test. This plow
turns over a strip of land 20 feet wide every time it groes down the field.

.when the roads are getting in good condition, that
out-field work is going to be done more effectively
than ever before.

Instead of driving back and forth on the same
roads, and wearing out our welcome by calling on
the same few customers, and worrying the life out
of them until they buy something else from us or
from the special salesman we have along, we have
resolved, and right now we are going to keep that
resolution, that every man living in our territory
will know in a general way what we have to sell.

He will know that we are sincere in believing that
the lines we are offering are good value for the
money. He will know that he has a hearty welcome

The farmer is busy preparing the ground, plant-

ing the seed, all with the expectation of a harvest-

home later on. He would be a foolish farmer who
would expect to enjoy the harvest who didn't put
forth the necessary effort at seed time.

Business of selling is much the same. The dealer

who cultivates his territory, plants the seeds of

knowledge concerning his lines in the minds of pro-

spective buyers, is the one who will reap the harvest

of orders.

Let our fancy then turn right now to thoughts of

good, sane, systematic canvass of our territory. It

will pay well.



Points on Salesmanship for the Dealer
ISTORY tells us that
after the battle on the

desert of Egypt, with
disastrous results to his

troops, Napoleon was
approached by Mar-
shal Ney and re-

quested to encour-

age his men. Na-
poleon ordered his

tired troops drawn
up in the position

of a hollow square, and, stationed in the centre of this
square, mounted on his white charger, he pointed
his sword toward the top of "Cheops," the highest
pyramid, and said; "Soldiers of France, forty cen-
turies look down upon you."

Salesmanship is an older science than war, for,
indeed, as far back as history recites, it has been
one of the most potent factors in the development
of business, the encouragement of integrity "in busi -

ness, and perhaps it has extended more concrete
publicity to the solid foundations on which our com-
merce is built than has any other influence in the
commercial world.

As salesmen—and each manufacturer and retail
merchant is a salesman— is it not our purpose as we
travel through life, to open the eyes and minds of
those we come in contact with, to expect them to
accept our statements as truths, that our mer-
chandise, of whatever kind,
may have a standard value, and
our responsibilities be accepted,
and most important of all, to
know the relation to and value
of personality in selling?

All recognized games of sport
must be played according to
rules. Business, the greatest
game of all, surely must be, if

one would succeed. Guess work
and "rule of thumb measure-
ment" practice in selling is

gone forever to men who would
be successful. The hew person
in business is sometimes handi-
capped because of lack of know-
ledge and experience. Many
lose because they will not study,
and the man "who knows it

all," because he will not be
guided by the valuable experi-
ence of others who are success-
ful.

Let each of us consider our
place of business, the trade cen-
tre from which radiates our
personal ability as dealers. The
profit we get on the business
we do depends not only on the
merchandise we sell but indeed
on ability, our education in the
principles of buying and sell-
ing and our desire to succeed.
Confidence is a factor of suc-
cess, but "knowledge begets
confidence, confidence begets en-
thusiasm, and enthusiasm will
conquer the world," provided
there is honesty of purpose
supporting it.

By C. G. CAMPBELL
Sales Manager, Shinn Mfg. Co., Chicago

fair. Many good sales are made on a recommenda-
tion of your users. Create a desire in the mind of
your prospective customer, and, with the right effort

on your part, you will make a sale.

After you have made your sales talk, you want
the customer to give you the order. In closing a
sale many retail customers must not only be led,

but strongly convinced. It is genius to determine
which points in the closing sales talk, have the
"punch" in them to win over your customer. Each
prospect is different, but you are high-class sales-
men and you should know how to use your know-
ledge.

"A man is known by the company he keeps."

"A company is known by the salesmen and dealers
who represent it."

Study, work, vim, courage, and a desire for success
to give the best that is in you will get results and
nothing less. Every man is engaged in some work,
first, because man must be occupied to be happy, and
secondly, because ambition leads the average man,
unless he be a "Bolshevik," to the trading of dollars,
whereby a fair margin of profit, over and above his
expenses, will be had as a safeguard against the day
when his active labors cease.

all very early in life. You all know the early history
of China. She had progressed to a point of efficiency
in the early days of history—they knew how to make
gunpowder, something of the art of printing, and
other educational and commercial subjects, but Con-
fucius told his people to stop, that they were so far
in advance of the world's knowledge that the world
could not catch up, but she has caught up and China
to-day is still struggling with the conveniences and
customs that have been passed to the discard by the
progressive people of the world.

There are four steps in salesmanship that
should be observed for success—Attention, Interest,
Desire and Decision. The question of getting your
prospective customer's attention has many angles to
it. It may be that he is a neighbor or friend and
that you have his confidence. In this case the ap-
proach is more easy. In case your prospect is a
stranger, your first meeting, in which your person-
ality plays a large part, opens the way for open-
hearted conversation and mutual confidence. This
confidence, to which is added a knowledge of sub-
jects that will be mutually interesting, gives you an
opportunity of getting his attention.

npO arouse interest it is necessary to create a
mental picture of the article you are selling.

To do this requires a knowledge of the goods you
handle. Sales facts must be truthful. Permanent
business cannot be built on misrepresentation tend-

ing to dishonest practice. A
real salesman is one who first

encounters opposition and then
removes it. This means that
a sale involves a battle of
wits. The contest is between
the salesman and the buyer
and you gentlemen know the
type of excuses that the buyer
offers. Your prospect's refusal
does not mean that you have
lost the sale. It is preliminary
to the further attack that you
will make, because you know
his mental attitude and what
to do and how to act in order
to bring him to your way of
thinking later. You may want
to drop business for a time,
talk things over and per-
haps discover some point of
common interest that will per-
mit you later to take up the
matter of making a sale with-
out resistance on the part of
your customer. When I know
the hobby or interest of my
prospect a big part of the bat-
tle has been won. The essen-
tial in salesmanship is to de-
velop the enthusiasm that will
carry desire to the prospect.
Your temperament, good or bad
weather, and many other seem-
ingly unimportant things may
have an important bearing on
your customer's decision.

Get your customer's interest, get his attention, convince him that your article is right.

J
TAKE it that knowledge means time and effort in

peparation for that business we desire to engao-e
in. We can be successful in life if we can learn the
principles for developing our ability and the method
of using it in selling the merchandise we buy. When
you see a man with a good substantial business, or
a man filling a good position, just remember that ho
did something to get it. Success is predicated on
these principles with hard work to support them. A
good sale provides a profit for all parties concerned,
both to you gentlemen as dealers, and your cus/-
tomers. The idea in selling goods is to lead by
suggestion your customer into a buying frame of
mind. Get your customer's interest, get his atten-
tion, corivince him that your article is right, that it
IS scientifically correct, that it is approved by the
highest scientific authorities, that you understand
the proper application of it, and that the price is

J
ONCE heard a prominent business man in Chicago
say "that the average man was worth $5.00 a day

from his neck down, but from his neck up he was
worth just what he made himself worth." Is it not
possible for most of us to apply this stajMnent to
ourselves? It is said that 6S per cent, of all men who
start in business go through bankruptcy, but if the
right man gets hold of a business, he makes a suc-
cess. This should be sufficient evidence to arouse
the fighting spirit in any man and allow him
create the desire of leadership within himself. There
is no reason for the average man with a high
school education being a failure, and especially
if he has a personality, a desire to study, and
health to back him up in the pursuit of busi-
ness.

A great many men cease to study when they
start in business, they have learned to know it

r\ESIRE alone will not close

a sale. Most people want
things which they cannot al-

ways possess, so if interest is
sufficiently strengthened it becomes a desire, for the
man who is truly interested in a thing wants to pos-
sess it.

Just what the salesman is to say or do to help his
customer decide is psychological. The salesman has
a natural intuition that will guide him in closing his
arguments at the right minute. This is the time to

stop, close your argument, have your
order signed, and be prepared to profit
in future sales by the experience of past

Many dealers take the count throujrh failing to study their goods.



This is the second arti-

cle by L. C. Heirrvpel,

B.S.A., dealing with
tractor operations. The
first article dealt with the
methods of laying out a
field for tractor plowing
and the present article on
"Tractor Plow Adjust-
ments and Hitchers" is

the next step in the op-
erations.

As we said in our last

issue, these articles were
written at the request of
the editor for the special
benefit of our tractor
dealers.

It is of the utmost im-
portance that the dealer
should be perfectly in-
timate with the tractor,
both as to its various
parts and its every op-
eration. Selling tractors
is a highly specialized
business and only those
dealers who have studied
it sufficiently to enable
them to instruct the farm-
er in its various uses and
proper care are going to
he truly successful.

TRACTOR PLOW ADJUST-
MENTS and HITCHERS

B|yJ L. G. HEIMPEL,
Farm Manager O.A.C

knowledge of plow adjustments from years
of expeiienc3 between the handles. The en-

gineer who would be a plowman often has
not time to gain this experience, and it is really not
necessary to spend whole seasons behind a plow to

become a good plowman. The laws which govern
plow adjustments are few in number and not hard
to master if the operator will apply himself to his

work with reasonable diligence.

The Laws Governing the Adjnstments of Plows

'"pHERE is an old law in geometry which says that

"the shortest distance between two points is a
straight line." This law applied to plowing would
read: The cevtre of draft of a plow and the point

this imaginary hole in the mould-board, the
point of hitch at the end of the plow team and
the point of an attachment on the engine in a

straight line, our hitch will be correct. These three
points must be in line, both vertically and hori-
zontally, giving tfe two lines of draft, the vertical
line of draft and the horizontal line of draft. Both
of these lines are provided with a wide range of
adjustments to aid in making the hitch a straight
line pull.

Centre of Draft of Tractor and Plows

'"pHE centre of draft or point of balance in a double-

tree is half way between the singletrees, in a
two-drive wheel tractor it is half way between the

PLOWING is the largest and most important
single farm operation on any general farm.

More horse-power hours, and man hours as well,

are spent in the performance of a season's plowing
than on any other farm operation. The ease with
which a seed bed can be worked up, the burying of

trash and the killing of weeds depend more on how
a piece of ground has been plowed than on any other

single factor in the tillage of farm land.

The most noticeable feature of the first large

tractor plowing demonstrations held in Ontario was
the lack of uniformity in the quality of the plowing
done by the different companies' demonstrations.
While a few of the men who plowed at the tractor

demonstration, held at the Toronto Municipal Farms
at Langstaff in the fall of 1917, did very good work,
the greater part of the plowing was of inferior

quality, while altogether too much of it was a dis-

grace to the occasion. We are glad to note, however,
the improvement in the quality of the work in our
later demonstrations. Nobody appreciates a good
plowing job as well as a good farmer, and if we can-
not show it in demonstrations, we have failed in the

fundamental principle of the demonstration—to show

Centre Li. Oral I

of hitching at the engine draivbar must and will
always be connected by a straight line.

Fig. 1 shows what is meant by the centre of draft—also called centre of resistance—of a plow. If one
were to bore a hole through a plow mould-board of
a single plow about fourteen inches back from the
share-point, from two to three inches up from the
furrow bottom, and about three inches to the right
of the landside or furrow wall, and fasten a wire
into the hole and pull straight ahead, that is, holding
the wire level and in a line with the plow landside,

Fender
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that as good work can be done with the tractor as
with horses. To be a good engineman does not mean
that an operator is also a good plovman.
The secrets of how to do a good job with a plow

are the same in a tractor plow as in a walking plow.
A good horse plowman will usually make a good
tractor plowman. The average farmer gains his

the plow would run straight ahead without either

wheel or guidance from handles. This is so because
it is hitched from the point of balance or the centre
of resistance.

Of course, to do this the wire would be under the
ground, so this is an impossibility. We must draw
our plows from the beam, and as long as we keep

drive wheels. The centre of draft or resistance of,

say, a three-furrow plow is about five or six inches
to the right of the beam of the middle plow and in
line with, or parallel to the landside of the plows.

If a stoneboat or a harrow are being drawn from
the centre, they will follow squarely behind the team
or engine pulling them, because the hitch and the
centre of draft are in the same place. If the hitch
is fastened to either side of this centre of draft the
result will be a new line of draft will be established;
the load will again balance itself, but the right front
end will swing to the right, and the left rear end will

swing to the left. This is exactly what would hap-
pen to a plow if it is hitched either to the right or
left of centre. There would be a tendency to swing
around, so as to balance up the load behind the pull,

but the rear furrow wheel of the plow and the front
furrow wheel, together with the landsides of the

p'.ows, prevent this swinging from taking place. This
swinging is not preventable without considerable
extra expenditure of power.

Experiments have proved that where landside
friction is not prevented, and where the weight of

the plow, when in the ground, is borne by the share
instead of the wheels, the draft increases by as much
as one-third of the amount required to pull the plow.

This also is very hard on plow wheels and plow wheel
bearings and prevents plows from scouring properly,
nor can it turn a perfect furrow. A plow can do
good work only when hitched near the centre of draft.

The effect of side draft on the engine is the same,
and when the load is drawn from a point much to

one side of the centre of the drawbar, there is the

same tendency to swing around, and the only thing
preventing this swing is the weight of the front

wheels on the ground. This means excessive wear on
all the wheels and wheel bearings on the engine, and
is also responsible for a considerable loss of power.
On a three-furrow plow with twelve-inch bottoms

the centre line of draft it situated about eighteen



Canadian Motor, Tractor and Implement Trade Journal ii

inches to the left of the furrow wall. On a tractor
sixty inches wide and running on top of the land,

where the engine must stay at least four inches from
the furrow wall, the line of draft from the engine
must be at least thirty-four inches to the left of the
furrow wall. This means a difference between the
two lines of draft of sixteen inches. The only thing
one can do is either to run in the furrow, which
brings the lines of draft closer together, or divide
the side-draft up between the engine and plow.

A great many tractors have a greater over-all
width than sixty inches. While this makes no great
difference in the performance of other kinds of culti-

vation work, such machines are at a disadvantage
when asked to pull two or three plows.

The Vertical Line of Draft
r>Y referring to Fig. 1 it will be noticed that the

higher the bridle of the plow is above the share
point, the more steeply will the line of draft rise to

the engine drawbar. When looking over the speci-
fications of tractors I find that the distance from the
drawbar to the ground ranges all the way from ten
to twenty-eight inches of clearance, while some have
adjustable drawbars. One thing is certain, that
where the drawbar of the engine is on the same level

as the lowest hole in the bridle, or below the lowesf
hole, we have a condition where it is impossible to
make a correct vertical hitch. Of course, where
engine designers use a very low drawbar, they also
design, or have made for them, a special plow. II

is seldom that one finds a case where it is impossible
to make some sort of a shift for a .creditable hitch,

yet the writer knows of a few instances where a
man had bought a combination which could not be
made to work together satisfactorily.

A tractor plow is hitched so that the line of draft
is bent up; it can result in only one thing—a down
pull on the plow. This causes the plow bottoms to

run on their noses; the plow will not scour properly
and the rear plow will run too shallow. When the
plow is hitched too low, which is most likely to be
the case when a low-bridled plow is hitched to a high
drawbar, the plow will not have sufficient suction or
penetration to enter the ground properly, which
means that in hard ground it will likely not go in

at all. It may even be drawn up so much that the
plow wheels have not enough traction to operate
the power lift.

By studying the diagrams it should be possible,

with the aid of the explanatory material, to form
an idea as to what to look for in a tractor and plow
combination, as well as to become conversant with the
importance of the horizontal and vertical lines of
draft of a plow.

Starting a New Outfit

the outfit reaches the field the operator
should lose no time in ascertaining the nature

and hardness of his job and select the shares to be
us'd accordingly; in heavy or hard ground shares of
medium or full suction should be attached, while in

soft, moist soil shares with a minimum amount of
suction will do best work. This done, his first job
is the adjustment of the hitches; this is done with
the plows in the ground and both engine and plow
standing in a straight line. After which follows
the adjustment of the coulter and jointers.

In moist soils the rolling coulter should be set so
that when the coulter is in the ground there is no
more than one-half inch of space between the bottom
of the blade and the top of the share, and far enough
forward on the beam so that a vertical line dropped
Irom the axle of the coulter would fall on a point
two or three inches behind the point of the share
The coulter should be set into the land from one-
quarter to five-eighths of an inch, so as to cut a
httle wider than the share and leave a smooth furrow
wall.

When the ground is hard the coulter may not be
able to cut its way through the hard ground when it
becomes necessary to slide it back far enough so that
the share will crack the clods from below in front
of the coulter, else the coulter will raise the plow
out of the ground.
The jointer is of use mainly in burying manure

and trash, or in sod, and should be set so that the
point enters the ground no deeper than about one
and one-half inches.

The tractor plow should always run on an even
keel, if expected to do good work. This is best ac-
complished by close observation of the work done
and by careful handling of the depth levers con-
trolling the plow bottoms.

Saskatchewan Automobile Repair Act
SUPPOSE that I had a car, and you had none,

and took a notion you wanted mine, and I sold
it to you, and you paid me, and then confronted

me with a copy of the Automobile Act, under which
I was bound to supply you with spare parts, acces-
sories, all repairs, everything, in fact, except gaso-
line, for the next five years, I'd feel pretty much as
though I had put my foot in it.

Or, suppose that you are an agent, and are under
contract for a year. You sell a car one day, and
next day the manufacturer, as he has the right on
five days' notice, cancels your contract, and you find
yourself bound by law to supply repairs for a car
you're not even selling, and couldn't if you would.
Or, suppose the car you sell goes off the market one
season after you sell it, and you still have to carry
repairs for it for five years.

Suppose all these things, and you will have an idea
what prompted the automobile men of Saskatchewan
when they went up in arms against the latest crea-
tion of the Saskatchewan Legislature in memory of
them, took organized action, together with the Pro-
vincial Retail Merchants' Association, against what
they called an absolutely unfair act, and secured the
promise of the Government that their points would
be considered at the next session, and the act further
amended so that they will be taken into account.
Even now, it's a long, long way better than when

It was first turned out of the Legislative mill, when
the clause read that these repairs must be carried
for ten year.s—time enough for the whole automobile
industry to change, or go out of existence in fact—
and yet away off in Saskatchewan a one-time automo-
bile agent, growing old in the airplane business, or
some other line of endeavor, would be worrying away
about one little shelf in his plant which contained
repairs for a car he sold to Amelius Jones, or Tom
Smith, ten years ago, and the aforesaid Jones or
Smith, now running his car in California or British
Columbia, could hold him by law to supplying him
with the necessary repairs any time his paleolithic
prodigy broke down. Immediately following the
passing of this law, the automobile men got together,
and the result of their efforts was that the period
was cut down to five years.

The act is exceedingly generous, and provides
against any and all comers by the insertion of a
clause which says that by "vendor" is meant any
person, firm or company or association selling or of-
fering for sale automobiles on his or its own account.
The act then goes on to say what the vendors shall
•• r shall not do, and it is with what they shall do that
the automobile men themselves take issue. But hav-
ing been passed, the bill is now in force throughout
the long vacation, and next December is the earliest
date by which its objectionable features can be elim-

By G. H. S ALLANS
inated. Meanwhile, associations in Saskatchewan
are wondering how the measure can be got around.
Seldom has an act been passed, say various auto

men, that met, in all its clauses, with such strong op-
position, and which was so utterly unsuited and in-
applicable to the purpose for which it was created
and enacted, as the latest bill known as the Sas-
katchewan Automobile Repairs Act, passed February
4, 1920. Exception is taken to every clause, and there
are nine, the last one stipulating that the preceding
shall come into force on the first day of May, 1920.

Putting salt on the wounds, the act goes on, after
stating the five years' proposition, to stipulate, pro-
vide and other wise declare, that all vendors shall
file with the Provincial Secretary on or before the
first day of February in each year, a list of the
automobiles which they have for sale, with the prices
at which they are sold, both for cash and on credit
and showing also in the latter case the usual length
and terms of credit and rate of interest charged.''
They shall also file a list of all repairs required

for the automobiles sold by them, stating the cash
sel'ms- price and the places in Saskatchewan where
they may be purchased. It is generously provided
that It shall be unnecessary to include in such list

standard bolts or other iron or wooden parts usually
made by blacksmiths or carpenters. In the event of
change, supplementary lists shall be filed within
thirty days. Failure to comply with this will cause
the vendor to be liable to a penalty of $5.00 for every
day during which the default continues.

As- no repairs shall be sold for a price higher than
that stated in the list so filed, the dealer is bound in
case of sudden advance in prices, to sell at the 'old
price until he can make out a new list and send it in
otherwise he is subject to a fine of $25. In this case'
to protect himself, he will find it necessary to list his
articles at a price which will cover any prospects of a
raise, and then sell under the list price.

Clause eight of the act, however, is the principal
sore point, and decrees that, the contract, when a car
is sold, shall name a place in Saskatchewan where
all necessary repairs can be obtained for a period
of five years from date of purchase, for the car sold
and shall provide that the purchaser can secure them'
at any time within a reasonable period.
Now that the automen have got together, and

voiced their objections to the entire act, and the Gov-
ernment has virtually promised to consider their ob-
jections favorably at the next session, the clause with
respect to listing need not worry them very greatly
as it does not really take effect until next February'
by which time it is hoped that the act will have been
amended, and the listing vnll be unnecessary.

Off to a good start. Shortage of farm labor doesn't bother this farmer
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How the impossible trip was ever accomplished

became hardly more than a blur to Flanders.

He remembered struggling against the wind
along the rim of a deep coulee, then plunging through

great drifts until the bottom of the chasm was
reached; then up the steep opposite wall of the coulee

following a drift-obliterated road. ,When he stag-

gered and woul^ have fallen to rise no more a strong,

firm hand supported him, pushed him forward and a

clear, crisp voice that pierced like a bell the fog that

was clouding his brain urged him on—-pleaded, en-

couraged, coaxed, commanded. The opposite rim

of the coulee was achieved at last and then

came a long, desperate journey (to Flan-

ders) across the winid-'siwepit prairie. He staggered for-

ward doggedlyi, obeying to his last ounce of strength

the Presence at his side. At last when he was on
the verg_e of utter collapse a small frame cabin ap-

peared before him dancing dizzily in the cold moon-
liglit. The presence at Ms side—for Miss Springer

had quite lost her identity by this time and was to

him a wondercus, supernatural presence—helped him
to the door, opened it and dragged him inside.

He had a hazy recollection of later events : of being

dragged and lifted to a bed; of a crackling wood fira

in a sheet-iron heater; of being undressed somehow
and tucked under warm covers; of a gratifying hot-

water bottle at his quivering spine and a hot brick

at his numb feet; of fiery, brandy wiarming hiS' throat

and blood and later, desperately swallowing a large

capsule. After that Flanders knew no more for some
time.

II

"p ESPONSIBILITIES had shifted. The wieighty

responsibility that Ted Flanders had felt that

night in the tractor cab when he found himself

obligated to deliver a "helpless" girl to her home—that

responsibility had become a mere nothing as compared
to the self-imposed obligation that that same girl had
now assumed. She had rescued Flanders from certain

death in the blizzard and was now trying to pull him
safely past the crisis of a desperate case of pneumonia
that many competent doctors would have given up as

hopeless. Alone and unaided she was doing this.

Such was the istuff of which Fern Springer was made.
She was thankful for her four years of hosipital

training. She had been a very capable nurse before

her health had broken under the strain of overwork.

Her medical training and experience stood her in-

good stead now. She had handled many cases of

pneumonia during her hospital days, so was not at a

loss as to what to do for her patient. The chief ddffi-

Someone was ploughing; her land!

culty lay in providing means for doing it, for her

medical equipment and supplies were very limited. It

was necessary, therefore, t<^ make up for this lack in

personal effort, which she did.

Owing to Flanders' critical condition, it was out

of the question to move him, and Fern dared not

leave him long enough even to make a trip to one

of her neigfibors for aid or to dispatch someone to

the little town eighteen miles distant for a doctor. So,

of necessity. Miss Springer played the double role of

nurse and doctor. And, in addition to caring for

Flanders, she had her livestock to look after—two

horses, a cow and a flock of chickens, not to mention

her beautiful collie dog. Chappie, who was her one

great comfort during these trying days. There were

certain household duties to be performed, too, and

the matter of preparing food for herself and patient.

Little wonder that Fern lost both weight and sleep;

little wonder that the peachbloom began to fade from

her cheeks.

Flanders occupied the only bed. As for herself.

Miss Springer prepared a shake-down in the kitchen,

consisting of a few armfuls of clean hay, covered

with horse-blankets, and the scant extra bedding that

she possessed. The situation was admittedly uncon-

ventional, and when the countryside learned the news,

as it undoubtedly would, through some casual visitor

caling at the Springer homestead, there would be

unpleasant gossip; priggish prudes would invent

spiteful tales, and there would be expressive gestures

when Miss Springer's name would be mentioned.

Fern fully realized this. But what of it? A man's

life was at stake.

Of course she could load Flanders into her farm

wagon and haul him to town, eighteen miles distant,

where there was a small hospital. Or she could have

a neighbor do it. And of course, such a trip would

undoubtedly prove fatal to Flanders in his desperate

condition. But what concern was that of hers? Her

obligation would have ceased after her first minis-

trations, would it not? But would it?

No! Not according to Fern Springer's code. A
man's life measured far greater, in her estimation,

than the effect of shallow, spiteful gossip. In fact,

she would make every iwssible sacrifice to save him,

working tirelessly night and day to accomplish that

end. She felt that she was, in a measure, responsible

for Flanders' sorry plight because of the fact that

she deprived him, through his insistence, of his fur

top-coat during the long hours of that bitter night

in the blizzard. But quite aside from this aspect

of the matter, entirely overshadowing it, was the

humane consideration, not to mention the profes-

sional obligation, for, as a conscientious graduate

nurse, it was her duty to save this man's life, if that

should be possible, and to alleviate his pain and

suffering in his extremity.

For several days Flanders hovered between life and

death. His temperature climbed and his vitality

waned to low ebb. He became wildly delirious at

times and, ever-recurrent in his delirium, he would

see shady glens where beautiful ferns grew in lux-

uriant profusion. There were always ferns, for some

reason. At other times he would experience wild

nightmares, wherein the Jinx was invariably crushing

his chest. At such times a cool, soothing hand upon

his burning forehead would banish the hideous illu-

sion.

It was a week after the episode of the tractor

before the crisis was passed and Flanders had

arrived on the safe side. He would recover, barring

a possible relapse. When his nurse, doctor and

guai-dian—all combined in one—found that she had

brought him through the worst stages of the disease

safely, she did a most unethical thing. She cried,

thought not in Flanders' presence, of course. Perhaps

it was the reaction from the mental and physical

strain induced by the high-pressure activities of the

past week.
As soon as Flanders' mind was clear of the fog of

fever, he insisted that he be, moved to town without

delay.

>'And suffer a relapse, just as you're getting

nicely started on the road to recovery?" queried his

nurse. "Well, I guess not! If I had known that you

were so anxious to die, I might have left you in your

old tractor cab to freeze."

"Well, why didn't you? I asked you to."

"Don't be silly. You're talking too much; alto-

gether too much. The next thing you know you'll

be running a high temperature again. If you behave

yourself and lie perfectly quiet for a few days more

we'll have you up and toddling about in just no time

at all."

"Miss Springer—why are you doing all this for

me?" asked Flanders, as he imprisoned a small, dainty

hand that was deftly straightening the coverlet of

his bed.

"Because I was entirely out of practice in nursing

and you happened to be the first thing that came

along that I could experiment upon," parried Miss

Springer, smiling sweetly, at the same time gently

removing her hand from the weak, wan paw that

held it. "I consider myself very fortunate in having

picked up a patient so easily. I now feel quite com-

petent and able to spend the rest of the winter as

a special nurse, looking after diffiicult cases at our

hospital in town. I am ever so grateful to you for

the opportunity you have given me, dear boy."

"I'll get even with you yet," announced Flanders

darkly. He had an idea that someone was trying
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to tease him. forthwith he rolled over so that he
faced the wall and promptly fell asleep.

Flanders proved an ideal convalescent patient.
He never complained nor bemoaned his illnesss (who
would under such conditions!) and accepted the
situation with optimistic cheeriness. Between times
Miss Springer read short stories to him from a num-
ber of g-ood magazines. The fact that some of the
magazines were several months old made no diifer-

cnce to Flanders, as the majority of the stories were
new to him; and, besides, he would have enjoyed
hearing her read them even thougih he might have
previously read the same stories three or four times
himself. This was, possibly, due to a certain pleasant
quality of Miss Springer's voice; or, perhaps, it was
merely due to the fact that the voice belonged to

her. At any rate, she would sit in her old-fashioned
rocking-ohair, very sweet and domestic-looking, and
read to Flanders by the hour. The dog. Chappie,
would lie stretched out full length on the braided rag
rug in front of the little sheet-iron stove, eyeing with
adoration his mistress, while Flanders, comfortably
disposed in a clean, fresh bed, gazed upon her with
not a whit less of adoration in his eyes than in
Chappie's.

The time arrived when Flanders was able to b°
up and about once more. Thougfh loath to leave, he
had the courage and force of character to insist on
departing without further delay, although still very
weak. Miss Springer, at leng1;h, consented to dis-
charge him as "almost cured," but wrung from him
his solemn promise that he -would not return to work
for at least two weeks; that he must secure a warm
room in a good hotel, and further, that he was to
notify her immediately in case he suffered a relapse.
Flanders agreed to the latter with alacrity and stated
that he would arrange for 1 prolonged relapse as soon
as he was located—provided she would officiate once
more as his ministering angel. Whereupon Fern
blushed delightfully and advised her recent patient
to stop spoofing her.

Fern Springer drove Flanders to town in her farm
wagon rshe did not own a buggy), and took great
care to bundle him up warmly, even providing several
hot bricks in gunny sacks to keep his feet warm. She
maintained that it would be a reflection upon her
ability as a nurse if he suffered a setback. They were
a much pre-occupied pair during the trip to town.
Flanders, for his part, had a great deal to say, but
somehow could not say it. The words seemed to stick
in his throat.

The parting proved rather awkward and) formal.
Flanders, who never did know very much about
diplomacy anyway, wished to reimburse his late hos-
tess, nurse, doctor and life-saver for her professional
services, board and lodging. He insisted that "the
House," meaning the Jumbo Tractor Company, Ltd.,
paid all his expenses while traveling, and that it was
only right that she accept payment as a matter of
business. Whereupon Miss Springer became quite
indignant and insisted that "the House" had nothing
whatever to do with it; that if she accepted pay-
ment for what she had done, then he, Ted Flanders,
must also permit her to pay for the loan of the fur
coat and for the kerosene burned by the Jinx for her
warmth and comfort. And so they parted in a petty
wrangle.

Flanders, very disconsolate, iboarded a train for
Regina, where he planned to recuperate for a few
weeks. During the entire journey he kept reviling
himself as an unutterable ass. He felt that he had
made a hopeless mess of things, and, perhaps, offended
the most wonderful girl in the world ! What could he
do to make amends and re-establish himself in Fern
Springer's good graces? Ah—the very thing! He'd
buy her a Christmas present, for Christmas was now
not far distant. But what should he buy her? that
was the question. His experience with the fair sex
was so limited that Flanders was properly floored by
this problem that he had worked up for himself. He
had an idea that jewelry would be appropriate, for
he had been led to believe that all girls liked gew-gaws.
And yet, what would she do with jewels in a lonely
shack out on the prairie? Besides, Fern Springer did
not appear to be of the jewelry type. A cat, a spick-
and-span kitchen and a cozy home would set 'her off
to better advantage.

Flanders was still puzzling over the Christmas gift
problem the next day while strolling along one of
Regina's principal business thoroughfares. Suddtenly
his attention was arrested by an attractive display
in a store window—a model kitchen furnished with
all the latest utensils and appurtenances, one of which
was a marvelous kitchen cabinet with the doors ajar
displaying the ingenious interior. Ted instinctively
pictured Fern Springer in such a kitchen—it would

set her off to better advantage than a thousand jewels

!

And now that he stopped to think of it, he recalled
that one day while Miss Springer had been reading
to him from a magazine, she had paused at a certain
page in rapt admiration of an advertisement. He
remembered that advertisement. It displayed and
expounded the numerous advantages and conveniences
of a kitchen cabinet just like the one in the window!

Flanders hastened to one of the leading banks
where he carried a savings account, as he made fre-
quent trips to Regina and considered this city more
or less as his field headquarters, and withdrew a sum
of money which he decided would prove ample for his
purpose. Then he hastened back to the store with
the hypnotic window display, thrust a handful of bills
of various denominations into the hands of a dazed
clerk and told that young man to have the entire
kitchen outfit in the window -boxed up and shipped
at once to a certain address from whence there would
be eighteen miles drayaige inland, and to see to it

that the whole thing was attended to and done proper-
ly, regardless of cost. This was Ted Flanders' Christ-
mas gift to Fern Springer.

Feeling greatly relieved after executing this clever
business transaction, Flanders retired to his hotel and
laboriously penned the following letter

:

Dear Miss Springer:
I met an old pal of mine to-day—a white-

whiskered chap whom I knew when I was a wee
bit of a shaver. Mighty nice old gent. He said
he was going to make a trip up in the
Happy Land Country pretty soon with a spank-
ing team of reindeer and a new sleigh. So I just
asked him if he'd mind leaving a little parcel at
your place as he went by. He said he wouldn't
mind. I know it's a funny kind of a present to
send the finest girl that over lived, but
Anyway, a merry, merry Christmas to you

Fern .'

Your patient,

Ted Flanders.

Having concluded this important bit of correspond-
ence, Flanders heaved a sigh, licked a postage stamp,
pounded it onto an envelope bearing Fern Springer's
address—and mailed the letter.

Ill

I'^HE long winter had passed and the earthy smell of
spring was in the air. In the Happy Land country

of Northern Saskatchewan, the winter wheat, relieved
of its heavy blanket of snow, smiled cheerily up at
a benevolent sun. Here and there scattered over the
fertile prairies of the broad landscape tractors were
busily engaged turning new acreages which would be
planted to spring grain. In other places horses
plodded along, followed by walking or sulky plows
performing a similar service for agriculture and the
farmers of Saskatchewan.
But on Fern Springer's homestead the spring farm

work had not yet been begun. Somehow, Fern could
not stir up any enthusiasm for the task. The year
before she had hired her plowing done, but the results
had not been altogether satisfactory. For one thing
It had been done poorly, was not disked properly the
seed had been planted late—and she harvested a late
scant crop. Miss Springer was not an experienced
farmer, but she knew full well that the neighbor whom
she had employed to help her out with the heavy
work had shirked and taken advantaige of her in-
experience. So, during the fall months, she had
bravely set out to do her own farm work, regardless
of Its nature. She had managed to plow ten acres of
land with her tough little team and a twelve-inch
plow. But It had proved hard work, and she had all
but suffered broken ribs from the side-whip of the
plow handles every time the plow-share encountered
a heavy root or a firmly-lodged rock. So she had but
small taste for beginning her spring work If she
only had a big tractor like Ted Flanders' Iron Jinx
which, by the way, stiH remained where it was lefton the night of the blizzard-if she only had such atractor how simple it all would be then, thought FernAnd then one day, as if in answer to her ardentwishes a great lumbering tractor, with a magnificent
exhaust, appeared from nowhere, drawing a battery

aL^iT~^Q "^^^ proceeded to plow a headland
along Miss Springer's east line fence-on her side ofthe fence! Fern was feeding her little flock of chick-

!i

the time she made this remarkable discovery.The dog. Chappie, also made the same discovery at thesame time and went bounding out onto the prairie

would defend his mistress, regardless of odds
Fern watched the operations of the tractor for

o rtv1„!Jr
"^'^ considerable interest and curi-osity, and then amazement. It suddenly dawned upon

her that someone was plowing her land. She had
heard of claim jumpers, but for the life of her she
couldn't figure out just how such tactics as those she
was witnessing could be associated with claim-jump-
ing. The tractor operator must have made a mistake,
of course. He evidently had been hired by her next-
door neighbor to the east and through a misunder-
standing of directions, got started on the wrong side
of the line fence. She must hurry and tell him of his
error before he plowed further on her land.

Forthwith, Fern hastily deserted her chickens and
went tripping out across the tawny prairie, with
Chappie leading the advance by many yards and
barking a valiant challenge to the iron monster to
stop and fight! Fern, for her part, stopped several
times to cup her hands and shout: "'Yoo hoo, yoo
hoo—please wait!"

'

But the tractor kept serenely on its way, its strident
bark quite effectually drowning Chappie's distant
barks and Fern's futile effort to make herself heard.
So they continued their pursuit of the hulking mon-
ster. At length, Chappie, resentful that this creature
should so utterly disregard his trespass warnings,
left his mistress and went bounding away to the
attack by himself. He reached the tractor and circled
it, barking lustily. The tractor operator apparently
discovered for the first time that he had company.
He broug-ht the tractor to a halt, stepped to the
ground and spoke to the dog. At the sound of the
man's voice, Chappie stopped dead in his tracks,
cocked his head to one side and pricked up his ears.
He gave a half-hearted "wuff" of interrogation,
whereupon the man spoke again. Chappie now
bounded forward and all but devoured the man in a
wild ecstasy of recognition and welcome, leaping into
the air, trying to climb into the man's arms and even
succeeded in planting a damp caress on his new-
found friend's nose with his long, red tongue.

Meanwhile, Fern Springer was doing her best to
cover the remaining distance between herself and the
tractor in record time. As she observed Chappie's
antics, a light began to davv^ upon her. But, no it
couldn't be. And yet
"Why, Mr. Flanders!" she gasped as she came with-

in recognizing and hailing distance. "You horrid
man to make me run so; I just could thrash you!"
And to prove it, she came forward with :both hands

outstretched, a radiant smile dimpling her altogether
adorable face, while Flanders rubbed his greased and
dirt-begrimed hands on his overalls and advanced to
meet her, his rugged features beaming like a full
moon in a clear sky. Their hands met. Followed by
a vigorous double hand-shaking.

"Gosh, but it's good to see you!" was Flanders' in-
elegant but decidedly expressive greeting. "You look
better'n 'steen million dollars. You're a treat for
sore eyes!"

"And you," retorted Miss Springer, "must be a
God-send from heaven; that is, you and your tractor.
Only this morning I was hoping that some good fairy
would send me a tractor—and perhaps an operator
to go with it. And here you are! But please, Mr.
Flanders, don't pump my arms off."

"Oh, I beg your pardon," apologized Ted, as he
released her hands. "I was so tickled to see you that
I quite forgot what I was doing."

"Tell me—where did you come from and how did
you get here?" queried Fern.

"Over there," replied Flanders laconically, pointing
over his shoulder, with his thumb, indicating the gen-
eral direction of the coulee where the Iron Jinx had
hibernated during the winter. "The Jinx has been
camping on the prairie alongside the coulee since the
night we were marooned in the blizzard. Purchasers
cancelled their order on account of the tractor not
being delivered when they wanted it. No one else
placed an order for the old hoodoo—so we just let
her stay where she was-^until to-dlay."

"But what do you think you are doing here on my
land?"

"Plowing," grinned Flanders.

"Smarty," retorted Fern. "I have a pair of per-
fectly good eyes and can see quite obviously that you
are plowing—or were, at least, before I interrupted
you. But who gave you permission?"

"Don't need any," stated Ted pleasantly. "The
Jinx never asks anyone's permission to do what she
does. She just goes ahead and does it. I work for
the Jinx. And, besides, I have a score to settle with
you, if you'll try to remember."
"Oh, but you don't! And yet, I suppose I'm piggy

and selfish to say it, but I'm glad if you feel that way
about it, if that's your reason for this visit. I do so
want to get a few acres planted to spring crops—and,

Continued on page 26
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The Great Opportunity

MR. DEALER.—You who are selling tractors,

automobiles, implements—what are your

thoughts regarding- the motor truck?

Do you recognize the truck as the great transporta-

tion medium of the future? If so, what arrangements

are you making about establishing a truck business,

and how many are you going to sell?

Thousands of trucks are going to be sold in every

county in Canada in the next three or four years.

How many of these will be sold by you?

Everywhere the motor truck is being hailed as

the one thing that can solve the transportation prob-

lem. In Britain and the United States, during recent

railway strikes, trucks have demonstrated their

efficiency. The trucks did so well during these strikes

that—particularly in Britain—they are to be used

permanently for hauling goods where a rapid trans-

portation is necessary—such as, for instance, carry-

ing farm produce to market.

The implement dealer has a glorious opportunity

to get into this business right on the ground floor.

Manufacturers are convinced that the farmer is a

great potential prospect for trucks. The implement

dealer has been selling the farmer his tractor and

giving the necessary service, why should he not sell

him the truck?

Special trucks are being built to meet farm require-

ments, so that there need be no misfits.

Then, Canada is spending money lavishly on good

roads. Ontario alone has appropriated fifteen million

dollars for this purpose during the next five years.

When the various provinces complete their road

schemes Canada will have thousands of miles of

highway capable of supporting every kind of traffic.

In these schemes the rural districts have not been

overlooked. On the contrary, the roads have been

mapped out with special regard to the requirements

of the great agricultural districts.

The farmer needs the truck and is bound to pur-

chase one sooner or later, just as he has had to use

the tractor. They are both labor and time-saving

machines—two important points to remember in

these days of labor shortage.

To succeed in selling trucks, the dealer must be in

a position to give service, prompt service, and real

expert service. It will pay you, Mr. Dealer, to get

busy now and prepare for the great opportunity.

You who have been handling tractors and supplying

the service FROM YOUR OWN ESTABLISHMENT
should have no great difficulty in selling and servic-

ing the motor truck.

The foundation for this business is being laid now
by the Good Roads Committee and the advertising

campaigns of the manufacturers. Are you going to

help build the great structure of "adequate trans

portation facilities" and get in on the ground floor?

Sell For Cash
IMPLEMENT dealers all over Canada and the

United States are becoming convinced more and
more of the advantage of selling to the farmer for

cash. The old bogey that the dealer can do business

with the farmer on a credit basis only has been

entirely exploded.

Just why the farmer should come to the implement

dealer and expect to be carried over for a year or two

or three on a binder, spreader, tractor, or any other

sale, is a mystery.

He has to pay cash for practically everything else.

Why doesn't he buy his machines for cash?

He has been pampered and coddled and carried

around on the dealer's back for years, so that he

DeQtect3 ^ood o.dverti^irW
15 like thefisberno^n v^Do
/bdls tokeep bishodi bdited

has lost the use of his legs. The farmer has legs,

and good legs, too, capable of carrying him anywhere,

but just as soon as he goes near an implement dealer

he is suddenly seized with a paralysis and yells for

help.

He has got the habit. It is simply a case of habit,

from which he can be educated, as a great number
ijf dealers know.

The implement dealer should get his local banker

interested in his business, and where a good prospect

has a difficulty in procuring cash at the time of pur-

chase, providing the dealer is sound and the farmer

is solvent—there should be little difficulty in coming

to a satisfactory arrangement. In numerous districts

the dealer and banker are working hand in hand;

why not n yours?

Of course, there are times, like the present, when

the banks shut down tight; but even in a case like

the present, a way can be found to get the banker

interested.

We know of a dealer who came to the conclusion

that in order to make money in selling implements

he had to buy for cash and get the discounts. To
be able to buy for cash it was necessary in this

particular case to sell for cash, too; so the dealer

adopted an all-round cash policy. That was in

theory—at first. He realized it would be difficult

to convince the '"credit implement-purchasing farmer"

that it was good business to pay cash, and in putting

his policy to the test some of his prospects did buy

for cash, but a great many insisted on a time sale.

He didn't waste much time on argument, but wen*;

to his banker and asked him to carry the farmer's

note. The banker at first saw nothing in the deal

for him, according to his argument, but when the

dealer told him that he knew of a man—one of the

banker's clients—who was willing and eager to put

up the cash and handle the notes, thereby getting

about 7 per cent, against his 3 per cent, in the bank;

the banker thought better of it and decided to mee<"

the wishes of the dealer.

Each party in the deal benefits by this system.

The dealer gets the cash discount, the banker gets

6 or 7 per cent, interest, the farmer saves from 2

to 3 per cent., and, of course, the manufacturer gets

the benefit of spot cash. •

It is a good system and will work well for you.

Try it!

We Think So, Too!
*'npHEY are making dealer broadsides too large,"

said a road salesman, who has an opportunity,

eight months in the year, to study the efi'ect of all

forms of advertising on the retailer. "In these days

of paper conservation, a considerable saving could

be secured by cutting down on the size of folders.

"Each year sees an increase in folds and propor-

tion, until now the average broadside is a formidable

document to handle. When they are unfolded they

more than cover a man's desk or a dealer's counter,

with enough to spare to drag the floor.

"It is amusing to se a small-town dealer attempt

to unfold one of these broadsides and then fit it

together again. The folds are often intricate, yet

if this folding does not come out as planned, mucn
of the sense of the advertisement is muddled. This

is due to the fact that patent flaps contain parts of

illustration, and these, in turn, must match up with

some other picture in another part of the folder.

"If an advertising campaign includes double

spreads and full pages in newspapers, an attempt is

made to reproduce these from the same plates and

in exact size. When the dealer unlimbers that circus

tent of paper, all you can see of him is the top of

his head.

"Such broadsides make an impression, all right,

but they are exceedingly difficult to handle. They

take up entirely too much space. I contend that any

piece of mailing matter sent to a man, which, un-

folded, blankets the room and requires the services

of a mathematical genius and a Sam Lloyd to put

back in its original form, is wrong-headed in con-

struction.

"It really isn't necessary to build broadsides along

the sky-is-the-liniit lines."

—

Printers' Ink Monthly.

SHOO!

Sam Hunter in Toronto "World."

Don't Get Caught Next Time
ARE you experiencing trouble in getting machines

to fill the orders you are making this spring?

If you are, you are just in the same box as thousands

of other retailers.

In spite of the fact that everybody last year was

talking about a shortage of material and a possibility

of a boost in sales in 1920, a great many dealers

neglected to canvass their territory during the fall

and winter months for the spring sales, so that their

orders would be in the hands of the manufacturer

weeks before they would be needed. It is to be feared,

too, that some manufacturers either missed their

guess or were too easily satisfied with last year's

turnover and the volume of business booked for 1920.

Be that as it may, the fact remains that there are

more orders than there are goods.

The moral is obvious:

Don't get caught next time.

Make it your business to get your orders in early.



THIS EARLY BIRD GOT THE WORM
IF you were living in a small town, with a popu

lation of about 1,500, and at the opening of the
season you had sold fifteen automobiles, you

might consider that fairly good business.

If you had sold twenty-five cars and five tractors,
you would be decidedly pleased.

But if you had netted 35 cars, eight or nine
tractors, and had already delivered about twenty rigs
in procession, full of implements, you would consider
yourself a whirlwind, no doubt.

The foregoing has not been written merely to catch
your eye. It is the record of D. Melvin and Son, of
Winchester, Ontario, dealers in automobiles, tractors,
and implements.

The significant thing about this big spring business
of D. Melvin and Son is that the cars are on hand,
the implements delivered, and the tractors somewhere
on the road between the manufacturer and the dealer.
That speaks volumes for their business acumen. Not

only that, but it gives a hint as to one of the main
points in their policy, namely:

"Start early and avoid the rush."

npHEY started early. In fact, they never stop, and
there we have another important point:

"Keep going all the year round."
Mr. Melvin, senior, was

a successful farmer until

four years ago, when he
entered the automobile and
implement field.

He operated for years
one of the finest farms in
Dundas County, only leav-
ing it on account of his
health, and with a desire
to give his family the ad-
vantages of the town.
The automotive business

interested him, and as
soon as he was comfortably
settled in town he started
in to sell cars and imple-
ments.

"If you want to make a
success in this kind of
business," said Mr. Melvin,
"you must handle a reliable
line of goods. When a
man knows that his line is
right he can approach his
prospects with confidence,
and sooner or later this
confidence impresses the
customer, and — well, the
sale is practically made.
"We are no price cutters

be'?Xfivff
'^'"^ "^"-y whether heoe lelative, friend, or stranger.

of'acarwfth'^r
'"^^'''^ discussing the sale

he sniffpJ / f^/l ^"'^ °" ''""ting him our pricehe sniflTed and asked for a certain discount To be

he d un W t^t/'?'*' P^^^^"* that sale is

and Z^ """^ ^a"t« a <^ar badly,and feel sure, as we have experienced with otherprospects that he will come back again aid pay ourPnce, which is the regular listed price for that car

"^UPPOSE we gave one man a special price, and
in discussing with his friends—as would bemost natural-he boasted of pinning me dTn to acertain price, what would be the result?

S^^^^'L '""^ territory would hear about itand would insist on the same price, thus cutting down

business
" ^"'"^ '"^'^^"^ «f the

bpTr u°
^^ter the business all the time and like tobe soliciting orders for goods months ahead of thetime when they will be needed.

"We attach great importance to publicity and
advertise continually in the local press and by cir-

we make
P''''"'^*^ ^"""^ the sales

"Two weeks ago we received a lar=?e shinment of
implements, and when the farmers came in to get
their machines they w.-re surprised and deMo-hted to
discover a banquet had be-n arranged at the Win-

STARTS EARLY—WORKS LONG—GIVES GOOD
SERVICE—AND GETS THE BUSINESS.

Chester Hotel for their special benefit. They had a
great time and sure were pleased, and went away
with a good feeling. There were about 24 farmers
present.

"The manufacturers of the machinery were repre-
sented by their travelling agent; and Winchester
was represented by the Reeve and the Press. We
had a gay time; short speeches and toasts were the
order of the day.

"When the roads clear sufl^ciently, we hope to have a
parade with the 35 cars we have sold this spring.

"These demonstrations we consider worth all the
work and expense put into them. They impress the
public, please the customers, and create a feeling of
good business.

'*W^ keep men on the road all the time canvassing
for cars, tractors and implements. They know

the territory like a book, and, judging by this spring's
business, have been very successful.

"Service is very important. It is the most important
thing, to my mind, in this business. When we sell

basis. An electric elevator connects the three floors
of the garage.
A proper system of bookkeeping is practised and

each department is put on its own feet.

This picture shows a line up of some of the 35 cars cold this spring by D. Melvin

a car, besides supplying an instructor, we give 90
days' free service on certain things, such as ignition,
fan belts, etc. We keep in touch with our customers
and help them out in every way we can.
"But all our service is not given free. If anytning

is wrong, and it is the fault of the machine, we fix
that at our expense; but where we are convinced of
the negligence or carelessness of the owner, we charge
the service up to him. We consider that fair, and
have found it works smoothly.

"We try to be obliging, but are aware that it is

impossible to please everybody, and run a business
on correct lines. However, everything goes off very
well, and while we hate to be considered independent,
we have our own policy and stick to it under all

circumstances.

"We buy for cash and sell 60 per cent, of our
goods for cash. We will take short notes only from
customers of proven solvency.

"Secondhand goods we don't touch, believing it to
be bad business. Of course, we will take a second-
hand car, but draw the line at implements."

'JpHE Winchester Garage is fully equipped to handle
every phase of the garage and implement

business.

Storage battery repairing, oxy-acety!ene welding
and repainting are some of the special features. In
the paint shop they can store four cars on a working

Should We Have Tractor
Training-

By F. H. SWEET
TN almost every issue of farm tractor and auto-

mobile journals are write-ups discussing howmuch free tractor service should be given to the
purchaser, and whether the tractor manufacturer or
the dealer should render such service. The majority
of the writers of these articles feel that the tractor
dealer is the one who should give this service Thev
do not seem to feel that the manufacturer should be
called upon to furnish this service through the dealer
or dUrect to the purchaser.

'

The change from horse to tractor power on thefarm came very suddenly and caught dealers as well
as farmers unprepared properly to handle this power
In fact. It also caught manufacturers unprepared to

give service for the reason
they were unable to em-
ploy practical trained

I

tractor operators, hence
they had to use men in the
field as experts who were
not properly fitted for the
work.

TN the last few years,
many of the leading

tractor manufacturers
have during the winter
months, conducted a two or
three days' free service
school in order to educate
their dealers as well as
their customers how to op-
e r a t e their particular
tractor properly, most
economically and how to
overcome trouble which
may arise. ^Lectures are
given, some of them being
illustrated by lantern
slides, but very few prac-
tical demonstrations are
made, and for this reason
those who attend have for-
gotten the instructions giv-
en when they want to use

their tractor in the field four or five months later.
It would be a big saving for the dealer and for

the manufacturer if, at the time the sale is made,
the dealer would promise the purchaser that if he
would attend some school to get the practical train-
ing, he, the dealer, would pay part of the tuition.
The customer would have success with his tractor
and would be a "booster" for the tractor. He would
not call upon the dealer or the manufacturer for ex-
pert assistance It would mean the sale of more trac-
tors of that make in his locality, for the neighbors
would note his success and naturally would purchase
the make of tractor that work so successfully.

MANUFACTURERS should not expect their deal-
ers to give free service or continued service to

customers. In the first place, dealers often are not
mechanically trained. In the second place, they often
have difficulty in obtaining trained mechanics. Good
mechanics demand a big salary, hence the dealer can-
not afford, on the commissions he receives, to employ
such men and to use them to call upon customers giv-
ing them free service. The majority of tractor manu-
facturers allot a certain territory to each agent. In
order to get such territory, the dealer must- give his
order for a certain numher of tractors and must ad-
vertise and canvass as contract provides for. The
contract also provides that it can be cancelled by the
company if the dealer fails to comply with these
provisions. There is an unrest among dealers, and the
sooner the manufacturers assist their dealers in get-
ting customers trained, the sooner will tractor busi-
ness be placed on a solid foundation.



WHO IS THE LOGICAL TRACTOR DEALER?
BY what standard are we to judge

a tractor dealer?

From the manufacturer's stand-

point, the successful tractor dealer is one

who can sell a large number of tractors

year after year and obtain payment for

them. But in order to sell a large num-

ber of tractors yearly, and keep it up,

two things are absolutely necessary, first,

a tractor which will give good service to

the owner; and, second, first-class sei'-

vice for the tractor.

These two requirements are the stand-

ard on which the dealer's customers judge

him, and, after all is said and done, this

is the only standard by which the tractor

dealer can be judged.

The tractor dealer's success depends

upon something more than mere business

ability and willingness to do everything

within his power to furnish satisfactory

service to his customers. If the tractor

which he sells is not right—if it will not

go out on the farm and stand up under

the hard grueling work which tractors

are required to do, it is a foregone con-

clusion that the dealer cannot maintain

a satisfactory volume of sales for any
great length of time. There have been

a great many tractor dealers who have
failed largely because they had been un-

fortunate in the, selection of a tractor.

Of course, a dealer is frequently handi-

capped somewhat in his selection. Often-

times the agencies for the tractors best

suited to his particular territory have
been obtained by other dealers in the

neighborhood, and he is therefore forced

to handle some other make of machine,
or keep out of the tractor business en-

tirely. Under these circumstances a

great many dealers have selected a ma-
chine, which, while they doubtless be-

lieved it would prove entirely satisfac-

tory, was wanting in a number of re-

spects, and their future tractor business
suffered considerably on that account.
Some dealers have made the mistake

of choosing a tractor on the manufac-
turer's reputation in some other business. There have
recently been placed on the market several different

makes of tractors, built by companies which had
been successful in the automobile business, or some
other line, and which thought their experience would
enable them to build a successful tractor, regardless
of the fact that they were unfamiliar with the work
the tractor is called upon to do on the farm and the
conditions under which it must work.

In many cases dealers have undertaken to sell the
products of such concerns really against their best
judgment as to the merits of the machine—simply
relying upon the reputation of the manufacturer,
believing that the manufacturer's judgment in such
a matter should be better than their own. Most of
the machines turned out by such concerns have
proved unsatisfactory when in actual service, although
they had a neat appearance and gave remarkable
demonstrations of speed and stunt performance.

The attempts, on the part of the class of manu-
facturers referred to, to build a farm tractor arc
quite in keeping with many of the attempts on the
part of automobile dealers to handle tractors and
farm equipment. Neither has been, as a rule, very
successful. Just as the farm implement dealer, be-

cause of his intimate knowledge of farm conditions
and the requirements of farm machines, has proved
in most cases to be the best man to sell farm tractors,

so have the concerns with long experience in the farm
implement business proved to be most competent to

build a farm tractor which would work to the satis-

faction of the farmer, and which would last under
the treatment which he gives it.

i

THIRST of all, therefore, it behooves the tractor

dealer to use the greatest possible care in select-

ing the machine which he will sell, as his future busi-

ness depends very largely upon this. But next in

importance is the service which he is prepared to

give to his customers on the machine which he sells.

It does not matter how good the tractor may be,

it is certain to require more or less service and
repairs during its life. It may not need any the first

By ARNOLD P. YERKES

year, or even the second year, but before it is worn
out the owner is going to want repair parts, and
quite likely some assistance in making repairs and
adjustments, and will look to the dealer to furnish

them promptly.

In such a- case, if the tractor happens to be one

which was built by a "fly-by-night" concern, or a

"blue-sky" corporation, which has since gone out of

business, the dealer will find himself in a rather un-

desirable position, as it will probably be difficult, if

not impossible, to get repair parts, and a farmer who
has bought such a tractor from a dealer is pretty

certain to go elsewhere for his next machine. "A
burned child fears the fire," and a farmer, who has

had such an experience, will not again trust the

dealer's judgment, and will probably influence many
of his neighbors.

Not only is it more difficult to sell the product of

a small, poorly-established company to many farmers,

who give such matters thought before purchasing,

but it is almost impossible to hold the trade of those

to whom it is possible to make one sale.

It is just as important to the dealer, therefore, as

to the farmer, to select a tractor which is built and

backed by a substantial, reliable conce]*n, which is en-

deavoring to build its future trade on the foundation

of satisfactory service from its products.

As we travel through the country to-day we find

there are all grades of tractor dealers. Some are

making good from their own standpoint and from
that of their customers, while others are dissatisfied

with the business and have a great many dissatisfied

customers in the neighborhood, who blame the dealer

largely for their being in possession of a tractor

which they would like to be rid of.

Most all of the dealers who have been fortunate,

or, perhaps, it would be better to say, who showed
good judgment in choosing a machine to handle, have

been able to build up a large and prosperous business,

often running far beyond anything they had ever

hoped for or expected in the implement business, for

the tractor end of the implement business is an ex-

ceedingly profitable one when rightly handled and

the proper machine is being sold. The
implement business is to-day being

carried on by larger business men
than formerly—there has been a falling

off in the number of small dealers and
an increase in the number of those who
are doing a large business. This is

simply in keeping with the present trend

in every line of industry, and is doubtless

better for both dealers and farmers. The
larger dealer, who sells a great many
tractors each year, is in a position to

give better service and to give it at less

expense per customer than the dealer

who sells only a few machines each year.

More large, efficient dealers and fewer

small, inefficient ones, will be advantage-

ous in three important ways.
In the first place, the large dealer, who,

because of his greater volume, can handle

goods on a smaller margin than the small

one, can compete on more equal terms

with the mail order houses.

Secondly, fewer, but larger, dealers will

do away with much of the rather com-

mon criticism of the farmer that there

are tco many small middlemen, who add

too greatly to the cost of his supplies.

Thirdly, the large dealer can more
easily hold his own against co-operative

stores and other similar organizations de-

signed to eliminate the dealer entirely.

TTOW many dealers, if they ask them-

selves the question whether they are

making good in the tractor business,

could answer in the affirmative? Certainly

a great many could not, and these men
owe it to themselves and to the industry

to find out where the trouble lies and

remedy it if possible. Neither the dealer

nor - the industry is benefited by having

the sale of unsatisfactory tractors con-

tinued. There are enough makes of

tractors on the market which are meet-

ing the farmers' requirements, and mak-

ing satisfied customers, to make it un-

necessary for a dealer to handle the in-

ferior makes.

Furthermore, it is an unquestionable fact that

there are enough dealers in the business who are

willing and prepared to furnish their customers with

the kind of service which will soon give them the

lion's share of the trade, to make it more and more

difficult for the dealer who is not measuring up to

such a standard to remain in business.

The tractor industry has reached a point where

the dealer must either make good in an unmistak-

able manner, or be forced out. There is every indi-

cation that there will occur in the tractor industry

the same process which has already taken place in

the automobile business, namely, the dropping out

of a great many of the small manufacturers, leav-

ing the bulk of the machines to be produced by a

few large manufacturers, whose products have proved

their worth. This being the case, in order for the

implement dealer to measure up to the standard

which will enable him to lay the foundation for a

permanent and profitable business, he should assure

himself that he is handling one or more of the ma-

chines which will survive.

THE Franklin Tractor Company of Greenville,

Ohio, have increased their capital stock from

$300,000.00 to $2,000,000.00. The company will erect

a new building, providing 120,000 ft. floor space on

ground level, and will increase their 1920 production

schedule of Franklin "Flexibles" and Franklin-Bul-

locks 100 per cent. The Bullock division of the

Franklin Tractor Company, now in Chicago, will be

moved to Greenville, Ohio, as quickly as possible.

HYSLOP BROS.' accessory catalogue for 1920 is

the largest ever issued by them, having 192 pages

crammed full of useful devices for the automobile

owner and garage man.
It is profusely " illustrated and should be of im-

mense service to the dealer. Pages 141 to 186 are

devoted exclusively to Ford equipment.

The catalogue is attractively bound in a blue cover,

with appropriate design.
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To the International Agent :

The hay crop is flourishing in the
field. See that no grass grows
under your own feet. The hay crop
points the way for the International
agent to build an ever-widening
circle of satisfied customers using
International Harvester haying
machines a line that for nearly a
century has held its reputation for
the highest standards of quality.

Make the most of the opportunity given you
by the coming haying season. Scatter the best

mowers and rakes over your territory—machines
with these old, tried and trusted names:
McCormick and Deering.

Your customers know very well that these
McCormick and Deering mowers and rakes, and
International combination side-delivery rakes
and tedders, loaders, sweep rakes, stackers, etc.,
will give thorough satisfaction. This knowledge
IS one of the standard facts in agricultural life.

Teach your prospects why air-curing has
sun-drying beat all hollow when they use the
International side rake and tedder, followed by
the International loader. In these haying
machines you have a great ready-made sales
force. With a very little stimulating, your sales
may be raised to the maximum. Let your branch
house help you.

'

International Harvester Company
OF CANADA lto

HAMILTON CANADA
WESTERN BRANCHES -BRANDON. Winnipeg. Man.. Calgary Edmonton Lethbridge a, t.ESTEVAN. N BATTLEFORD ReGINA. SASKATOON. YORKTON SASK ^ * '

tASTERM BRANCHES - Hamilton London Ottawa Ont.. Montreal Quebec Que st John, n b.
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Sections of Roadway to be Built

at Good Roads Convention
AT least two sections of roadway

will be built by experts during the

forthcoming convention of the Can-

adian Good Roads' Association at Win-
nipeg, which opens on June 1 and will

last until June 3 at the Royal Alex-

andra Hotel, so that the hundreds of

delegates attending will be able to have

a practical demonstration of the man-
ner in which highways are built. Of-

fers have been received from the Grain

Growers, Ltd., of Winnipeg, and from

the Canadian Iron Ingot Co. of Guelph

to construct sections of gravel or earth

roads during the convention, supplying

all the necessary men and machinery,

and their offer will almost certainly

be accepted. Most of the roads in this

part of the Dominion are likely to be

of gravel, earth or macadam for the

next decade, and the demonstrations

that will be given will, therefore, be

of much value to the delegates who
will attend from all the municipalities

who become members of the Associa-

tion. It is also probable that other

roads of concrete, asphalt or maca-

dam will be built during the conven-

tion, under the supervision of the most

expert highway officials of the con-

tinent.

Apart from the practical demonstra-

tion, the delegates will also be shown

cinematograph films of the processes

of constructing waterbound macadam,

earth, cement concrete, asphaltic con-

crete, tar macadam, gravel and other

roads, which are being loaned by the

Ontario Government, through W. A.

McLean, the Deputy Minister of High-

ways.

The tentative ofTicial nrogramme of

the convention, which will be presided

over by S. L. Squire, the president,

and be" attended by official representa-

tives of every Government in the Do-

minion, shows that a wide variety of

subjects will be brought before the

delegates. The morning of the opening

day of the convention will be devoted

to registration of delegates, foUowei

by the formal opening of the conven-

tion by the Lieutenant-Governor of

Manitoba, Sir James A. M. Aikens,

and addresses by the Government rep-

resentatives from the different pro-

vinces. The demonstrations of actual-

road building will commence at noon'

-on the openine; day, and at the after-

noon session there will be an address

on the federal aid to be given by the

Dominion Government for the con-

struction of main highways. In thif

connection the U. S. Government Bur-

eau of Public Roads are sending a

special delegate from Washington to

sneak on State aid for highwavs. The
Dominion Highways Commission are

particularly interested in this matter
and will have one or more off.cial rep-

resentatives at the convention.

The imnortant part played by gravel

roads in the development of the coun-

try will be looked after bv an efficient

provincial engineer from the East, who
vdll address the convention on this

subject, while a provincial Minister
from the same district will speak on
Surface and Subsoil Drainaee, and a

well-known Manitoba engineer will

speak on highway bridges and cul-

verts. The annual dinner and enter-

tainment of the association will be

held in the evening of the opening day
of the convention.

On the second day the value of

roads as an aid of agriculture will be
discussed, followed by a paper em-
phasizing the imnortance of founda-
tions in road building. From across
the border a prominent State hiehway
engineer will inform the delefates on
the best method of improving and
maintaining earth, clay and sand
roads, while broken stone roads will

be the subject of another paper. At
noon the annual meeting of the Can-
adian Automobile Association will be
held at which delegates from all the
important automobile clubs of the
Dominion will ,be present.

Some valuable suggestions on the
financing of a provincial highway sys-

tem will be put forward at the after-

noon session by a representative of

the Federal Government, followed by
an address on the bituminous treat-

ment of sand roads, and papers on
road dragging and various methods of

road maintenance. The annual meet-
ing of the Gacd Roads Association will

be held in the evening foi the elec-

tion of officers for the ensuing year.

On the third day of the convention
an eminent soldier-scholar from On-
tario will speak on schools for high-
way engineering, while another engin-
eer will give an address on road
machinery, followed by a paper or

Asphaltic Concrete Pavements, and
one on cement concrete roads.

At the afternoon session the open-

ing address will emphasize the im-

portance of a central association in

assisting the local good roads associa-

tions, which must look after district

improvements, and this will be fol-

lowed by an interesting paper on traf-

fic matters. The remainder of the

program will be devoted to papers on

road oils and carpet coats, economical

methods of transporting road mater-

ials, and the use of refined tar in

construction and maintenance.
There will be free discussion on all

subjects that are brought before the

convention, while speakers will be

prepared to answer any questions on
local problems that may be brought
before them.
A very large number of delegates

have already signified their intention

of being present, and as entertain-

ment is being provided for the lady

members of the party, the convention

is likely to be one of the most suc-

cessful held by the association.

Is This the First Tractor ?
THERE is an old saying that a man

starts a heap of trouble when he
sticks a plow in the ground.
The fellow who started the tractor

idea also started a heap of trouble, to

judge by the debates we hear on the

value of the different types, sorts.

In starting a discussion as to who
made the first tractor, we may be

"starting something." This illustra-

tion shows a home-made tractor, con-

structed twenty years ago. The out-

fit consists of a Turner Single Cylin-

der Engine mounted on a truck made

John Haroid, Brant, a miember of

tihie committee which had met the

manufacturers, stated that in his

oprmion the results sought by the com-
mittee coulM not be attained by co-

o'peraitive means.. He thouglht that per-

haps in time the' manuifacturens would
find it to their advantaige to manufiac-

ture starad'aridizeid parts together and
thus reduce thie coats to themselves.

The chairman, R. C. Henidieris, Mac-
DonaW, said the sugigestion had Ibeen

made that the committee meet the

manufacturers ait Smith's Fallis and go
over the work there with them. Hfe

thought that this plan might be carried

out, and the committee decided later on
this icourse.

The committee had a splendid laldi-

dress from Hon. F. S. Tolmie, Mindater

of Agriculture, who was in ^attendance.

Dr. Tolmie said that he was a farmer
himself, first last and always, and his

interests were those of the farmers.
He had no political ambitions, and
"was not in this game" wiiJhi the hope
that he might become a senator. "My
amibiition," he said, "is to do thinigis

'

right whiHe I am here. I aippreciate

the manner in which you are letting

me tallk to you, and I wiant you to con^

sider me at your fservice all the time."

The standardization of farm impHe-
ments, said Dr. Tolmie, was onie of

the knottiest pttiblems which could be
tackled. He thought that there might
bo a greater measure of standardisa-

tion.

this the first tractor?

sizes, and descriptions -of tractors.

Any way you look at it, you must ad-

mit that the fellow who made the first

tractor "started something."
Great inventions have always been

started by some lazy man, getting

tired of hard work and figuring out

a machine that would let him sit down
and rest while it did the work.

of binder wheels, with an old kitchen

chair for the seat.

As it was a Turner Engme, the

manufacturers of the Turner Smipli-

city Tractor claim the first tractor was

a Turner. It will be interesting to

know if any of our readers have photo-

graphs or information relative to a

more primitive tractor than this.

THE LONGEST NAME
RECENTLY a magazine writer, hop-

ing, no doubt, to start a quarrel

over the longest long name, submitted

this one belonging to a Blackfoot In-

dian : Man-Who-Gets-Up-in-the-Middle-
of - the - Night-to-Feed-His-Pony-Some-
Oats. We know a white man whose
name, if it were constructed Indian

fashion, would unroll as follows: Dea-
ler-Who-Takes-on- a - Tractor-and -Ex-

pects-it - Somehow - to-go-Out-Into-the-

Brush - and-Sell-Itself-to-Friend-Far-

mer - Regardless - of-a-lbt-of-Live-Wires
- W ho- Camp - on - Friend - Farmer's -

Front-Porch-and-Gently-but - Firmly-
Urge-Upon-Him-The-Virtues-of - Their

Tractors-Which-They-do-Not - Expect-
to-go-Out-Into - the - Brush - and - Sell

Themselves-to-Friend - Farmer. This

can be taken either as a breathing ex-

ercise or a study in nomenclature.
—Implement and Tractor Journal

CAN'T STANDARDIZE IMPLE-
MENTS

THE standardization of farm ma-

chinery and parts thereof is hardly

feasibUe at the present time, laccordinig

to thie report given to the agriculture

committee of the Commons by the sub-

committee which had met the manu-

facturers of farm machinery in Tor-

onto, says a Canadian Press report.

The manufacturers had stated that

many of their parts were designed and

miade in secret, and standardization

wiouM give away many of their trade

secrets.

HYATT HANDBOOK

THE Tractor Bearings Division of

the Hyatt Roller Bearing Company
has prepared a series of bulletins deal-

ing with the use of anti-friction bear-

ings from the practical standpoint of

the farm machinery designer and are

distributing them to the trade.

The bulletins are bound in a loose-

leaf hand-ibook so that subsequent bul-

letins which will be issued from time

to time can be inserted and preserved.

The producers believe that this is the

first time such a system of disseminat-

ing useful information has been, in-

augurated.
The first instalment of the series

includes four independent bulletins as

follows: "Bearings for Tractors";

"Bearings for Tillage Implements";
"Bearings for Belt Driven Farm Ma-
chines"; and "Tractor Dynamometer
Tests."
The subjects are treated from a

practical, rather than a theoretical

standpoint. Intricate mathematical
calculations are carefully avoided. The
recommendations are based on the con-

viction that experience in the field is

the only safe guide to correct design.

The bearing requirements for different

positions on the tractor and other ma-
chines are carefully analyzed, and spe-

cific applications from current practice

are illustrated and discussed.

The bulletin on tractor bearings

takes a conventional type of tractor

and analyzes its bearing requirements

from start to finish, giving a series of

tables right in the text listing the

bearings suitable for each specific ap-

plication. Subsequent bulletins will

deal with other types of tractors.

The applications of roller bearings to

land wheels, furrow wheels, rolling

coulters, gauge wheels, disc harrows,

soil pulverizers and grain drills are

shown.
The bulletins are illustrated profuse-

ly by line drawings, and each handbook
is numbered and registered under the

name of the recipient, in order that he

may receive future instalments as

issued.

THE Black and Decker Mfg. Co., an-

nounce the opening of a new
branch office in charge of D. G. Cay-

wood, at 169 Massachusetts Avenue,

Boston, Mass. A service station for

Black and Decker products will also

be maintained at the same address.

EBURNE.—A comiplete Ford Ser-

vice Station is being installed by the

Richmond Garage.
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FROST & WOOD

Hay Making Machines
Have a reputation for sureness in work, strength and service

that makes them the most popular machine in Canada.
Why not cash in on this valuable business asset.

Frost&WoodMower
With feed stuffs climbing in

price your customers know they
can't afford to take chances with
their hay crops. The high qual-
ity bearings of this splendid
mower ensure light draft—very
important. Its cutter bar strength

and superior mechanism guaran-
tee long service, good service,

and service just when it is want-
ed—and that is what counts with
a hay crop. The Frost & Wood
"Internal Drive" gear is a splen-

did feature you should know
about.

Frost & Wood Rakes
The Frost & Wood Automatic Dump

Rake is noted for its ever-readiness for
service. Frame is high carbon angle steel,

strongly braced and with high wheels. A
touch of the foot on the pedal and the
teeth are automatically lifted and the load
is dumped. Teeth are highest quality
tempered spring steel.

Our line of Hay Making machinery is

complete and every implement in it is

tried and proven success. Hay Rakes,
Side Delivery Rakes, Hay Loaders, Ted-
ders. Let us send you our special Hay
Making machinery pamphlet.

FROST & WOOD MOWER

Mm
'^ffiosT^ WOOD caim

CHAMP/ON 7

AUTOMATIC DUMP RAKES
The "Tiger" m built in- three sizes—8\ 9' and 10' widths. The
8 Rake is fitted with shafts and the two larger sizes with com-
bination pole and shafts.

The Frost & Wood Cockshutt Dealer Proposition Means a Steady,
Profitable, Satisfactory Business Growth

S"*"^."/ w"**j°^' "^^f T^"^ 1° y?."*" «"<=<^«ss in business to be a member of the big, prosperous
Frost & Wood-Cockshutt dealer family. If you are in the Implement Business to stay, you can't
afford to take any chances on not getting the very best dealer proposition there is. Write us

The Frost & Wood Co.
Limited

Montreal Smith's Falls St. John

Cockshutt Plow Co.In Western Ontario and

Western Canada by Limited

Brantford - - Ontario

Winnipeg, Regina, Saskatoon, Calgary, Edmonton



SHOP NOTES FOR THE
GARAGE MAN

BRIGHTEN UP THE GARAGE

AT this season of the year it is well

to look over your garage to see

if there is any cleaning or repairing
to be done. A good appearance is one
of the best assets. A coat of white-

wash on your garage walls will

brighten it up and will add wonder-
fully to the distribution of light—

a

•iiost important point and one not to

be overlooked. A good mixture of

whitewash is necessary to insure best

results. The following recipe will be

found satisfactory:
Slake one half bushel of unslaked

lime in boiling water, keeping it cov-

ered during the process. Strain, and
add a peck of salt dissolved in warm
water. Add also three pounds of

srround rice boiled to a thin paste and
one-half pound of Spanish whiting.
Dissolve one pound of clear glue in

water and add. Mix the whole thor-
oughly and let stand for several days.
When ready to apply, heat thoroughly
and apply as hot as possible.

LIFT FOR TUBE l^ULCANIZER

A CONVENIENT and quick method
of suspending inner tubes being

vulcanized above the vulcafiizer is illus-

trated. The lift consists of a metal
hook, carried on a cable that extends
over two pulleys attached to a wall

Bearing: and Race Attachment.

bracket, and is held up by means of a

counterweight. To use, the hook is

pulled down and the tube slipped over
it; the weight holding the tube up and
away from the. vulcanizer.

—

Firestone
Tire & Rubber Co., Akron, Ohio.

EXTRACTING BROKEN TAPS

BROKEN taps can be easily removed
from material by the following de-

vice: Bend a piece of drill rod into

?. "U," the ends of which are inserted

into opposite flutes of the tap, and
with the aid of a monkey wrench fitted

on the projecting portion of the "U"
and with a little careful manipulating
ihe imbedded portion of the tap can be

removed. A little oil squirted around
the tap, after all bearings have been
removed, will facilitate the operation,

considerably.

INSIDE REPAIRS WITHOUT SEC-
TIONAL MOULD

INSIDE repairs may be made on

pneumatic truck tires with a steam
bag where sectional moulds ai'e not
available.

The Goodyear Tire and Rubber
Company have woi'ked out this plan
with marked success:
A sectional air bag of the proper

size is placed in the tire over the spot
which is to be cured, such as cord
patch or -a built-up cord patch.

Next, the beads are drawn together

Rough up
Herewith

File

AirBag

Sleam line
raps

with large screw clamps. These clamps
should have the ends that come in con-

tact witli the tire roughened with a
file, thus preventing slipping.

After the tire has been wrapped
firmly at this point, the clamps are
removed and steam at 60 lbs. is turned
into the bag.
The thickness of the repair being

made determines the time required for
the cure, and this, of course, must be
worked out by the repairman doing the
work.
The arrangement is shown in the

drawing accompanying this article.

Great care should be taken in wrap-
ping the tire to get enough wraps on
to hold the pressure properly, and by
all means the clamps should be re-

moved before the steam is put into the
bag.

This method has been used success-

fully and has proven entirely satisfac-

tory whei'e sectional moulds are not
available.

HAND CLEANER

A SATISFACTORY hand cleaning

paste for the repairman should
have incorporated a satisfactory deter-

gent or cleaner of sufficient strength to

attack grease, dyes, or inks, as well as

the more soluble dirt, and at the same
time should not contain any excess of

alkali, as this will injure the skin, says
the Everyday Engineering Magazine.
The green soap which forms the

base for this formula below, together
with the ammonia water and oil of

turpentine, embody all the features
mentioned above. An abrasive or dirt

cutter is very essential and finely pow-
dered pumice stone is the best that

can be used. Scenting oils are added
to impart a pleasing odor to the pre-

paration. The ingredients are:

Soft soap 90 ounces
Ammonia water 6 ounces
Turpentine, sufficient to form

a stiff paste.
Powdered pumice stone .... 30 ounces
Essential oil (either oil of
wintergreen or oil of sas-

safras) 3 ounces

Mix the soap and ammonia water
and add the turpentine. Heat the mix-
ture by using a double kettle to secure

a water bath. Allow the mixture to

heat until a jelly-like mass is formed
and while still heated, add the pumice
stone and stir well while adding, so
that it will incorporate thoroughly
without forming lumps. After all the
pumice stone has been added, continue
to stir for five minutes, at the same
time dropping in the essential oil that
is to be used for pei'fuming. Set aside
to cool for some five to ten minutes
and, while still syrupy, pour into con-
tainers.

PREVENT TERMINAL CORROSION
pOOR battery connection is the fre-
* quent cause of faulty operation of
the starting motor. Corrosion of the
battery terminals produces this result.
Terminals should be kept scrupulously
clean, should be greased frequently,
and the wire secured firmly.

Vaseline is the best material avail-
able for coating battery terminals and
connectors. It will minimize corrosion
from acid or water that may have been
spilled on the sealing compound.

TO CLEAN SPARK PLUGS
SOMETIMES in cleaning spark plugs

by hand the point of the plug is

broken. To avoid this possibility it is

a good plan to stick the plug in the
ground, upside down, fill it with gaso-
line and touch a match to it. After
the gasoline has burned out the plug
will be found entirely clean of soot.

HOW TO LOCATE KNOCKS

ONE of the most difficult problems
in automobile engine repairing is,

nerhaps, locating and distinguishing
the various engine knocks. Numerous
listening instruments are on the mar-
ket to help the mechanic, but one as
effective as a costly stethoscope can be
made by any repairman in a few
minutes.

Take a piece of hardwood, 18 in.

long by V2 in. square, and to one end
of it attach an old telephone receiver.
If you haven't one lying around you

TCLCPHOISt:.

HAED WOOD
k: STICK

j" 5QUA12C

For Detecting Knocks.

can easily procure one at very little

cost from your local telephone com-
pany.

Even the most intricate knocks . can
be distinguished by this device simply
by placing the stick end of the detector
on various parts of the engine. Both
rear wheels should be jacked up from
the ground when using the detector on
the transmission. Throw the shift
lever into high speed and pull up the
emergency brake, so that they will

drag in the manner produced in driv,
ing. Foreign knocks can thus be hear
distinctly.

HANDY ARBOR PRESS

\ DEVICE of special importance to

the repairman is the Whitney
arbor press, manufactured by the R.
S. Whitney Manufacturing Co., Lewis-
ton, Me. It combines simplicity and
durability- and will perform with ac-

curacy all press work to be met with
in the repair shop. The makers say
both the head and base of the press
are substantially webbed, supplying
additional strength to those parts sub-
ject to the severest strain. The base
is pi'ovided with ways like those of a
lathe, permitting the blocks to slide

into various positions, offering a firm

Arbor Press.

foundation for all work. A large recess

through the base is provided to allow
the passage of shafts, gears, etc.

The screw has a square thread, thus
reducing wear to a minimum, the head
being supplied with recess, allowing
the use of two bars when exception-

ally strenuous pressure is necessary.
A special feature is a guide rod slid-

ing parallel with the screw and at-

tached to a cap on the pressure end of

the screw, which prevents twisting
strains on the surface of the work and
by relieving these surface strains there
is no tendency to change or weaken
the assembly of the equipment neces-
sary to support the work.

Accompanying every press are two
sliding L blocks, one sliding V box
block, one round V block, and also an
axle attachment designed especially
for Ford axles.

KINGSTON-OTTAWA HIGHWAY
npHE Ottawa Motor Club has sug-

gested the following route for the
Kingston-Ottawa iprovincial highiway
which Hon. F. C. Biggs has announced
will be Ibuilt: Richmond road to Bell's

Corners, Hazeldiean, Stiffsville, Stanley
Oormers, Ashton, Cairlieton Place,
Franfctowmi, Smith's Falls (branch to
Perth), Lombardy, Portland, Elgin,
Jones' Falls, Seeley's Bay, Brewer's
Mills, Washburn, Kingston Mills,
Kingston.
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Operating on a detachable
head motor—by hand

Operating with power-
driven drill press

r

Mr. Garage Owner
You can rebore, in your own garage, the

cylinder of any automobile, truck, tractor or

gas engine and leave the bore as smooth and
round as when it left the factory. The

Universal Cylinder

Reborin^ Tool
is a tool you can't afford to be without— it saves the

freight charges, and time spent in sending your cus-

tomers' engines to and from the factory, thereby enabling
you to render a service that will be appreciated, and at

the same time bring you a revenue on which there is a

real profit.

It is used and recommended by nearly all manufacturers
of pleasure cars, and trucks, including Ford, Dodge,
Studebaker, Buick, Chalmers, and many others.

It can be operated in conjunction with a power-driven
press, or by hand.

In every garage where it is used it has proved to be a

most profitable investment, meeting every requirement
as to accuracy, workmanship, and general excellence.

Cut out this Coupon—and mail
it to us for further information.

Toolfcomplete
ready for shipment

Windsor Machine and Tool Works
86-88 Pitt Street, Windsor, Ontario

I, (or we) are interested in the UNIVERSAL CYLINDER REBORING TOOL, and
would hke to get more information on this equipment. You claim it will materially
mcrease profits of this business; if so, I, (or we) are anxious to know about it.

Send any literature pertaining to same to

Name
; city

Street Prov

We repair the following cars

Name of my jobber.
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The "ESSEX"

A machine that has made
a host of friends

To sell the "Essex" is to build a solid

business foundation — a sure - profit

business—because the **Essex" never

fails to make good. It is profitable

to farmers and dealers.

Canadian built, easy to operate,

powerful, speedy and economical. It

has demonstrated its abiHty to do

more work better and quicker. Write

for details of our sales proposition.

Get the utmost out of your investment.

Essex Tractor Co.
LIMITED

ESSEX, ONTARIO

NEWS OF THE TRADE
FOR THE TRADE

fill

ONTARIO
STRATFORD. — The Board of

Works has decided to purchase a Ford

truck.

EXETER.—J. C. Kestle, implement

dealer, is moving his premises to the

Baker building.

NIAGARA FALLS.—The city coun-

cil is asking for tenders on a 75 horse-

power motor pumper.

TORONTO.—The agency for £he

Commerce truck has been secured by the

Jones Motor Co., 188 King Street

West. .
-

TRENTON.—J. Cummings has pur-

chased a complete "Western" vulcaniz-

ing outfit, and will handle all tire re-

pairs.

GUELPH.—The store formerly oc-

cupied by E. J. Patrick has been pur-

chased by Hanna Bros., implement
dealers.

CHATHAM. — Isaac Montgomery
and Joseph Rankin are constructing, a

new garage, which will soon be com-
pleted.

DURHAM.—C. Smith and Sons,

dealers in automobiles and farm im-

plements, are remodelling their pre-

mises.

SHELBURNE. — G. W. Hepton,
Massey-Harris implement dealer, has
purchased the garage property of

Hand Bros.

WHITEVALE.—C. M. Rice has
opened a new garage to do all kinds

of repair work. He will also handle
farm machinery.

PETERBORO.—The Oriental Gar-
age is a new garage being opened at

182 Hunter street by J. E. C. Hannah
and A. J. Jones.

KITCHENER. — Jacob Kaufman,
president of the Kaufman Rubber Co.,

Kitchener, died at his home recently

in his 73rd year.

KITCHENER. — Operations are

under way on the new Waterloo gar-

age, situated on the corner of King
and Princess streets.

PEMBROKE.—Thos. Pink and Co.,

proprietors of Pink's Garage, are plan-

ning to enlarge their splendid garage
to twice its present size.

GRIMSBY.—Grimsby and North
Grimsby are going fifty-fifty on the

purchase of a new motor fire truck

for the two municipalities.

TORONTO.—The Automobile and
Supply, Limited, University Ave., have
secured the exclusive selling rights for

the Paige motor truck.

ELMIRA.—The local branch of the

Ontario Motor League met recently for

the purpose of reorganizing for the
season. New officers were elected.

BRAMPTON.—The Reinholt's Chev-
rolet Sales and Service Station, E. H.
Reinholt, proprietor, is the name of a
new service garage opened here re-

cently.

TORONTO.—G. B. Wheeler, head of

the engine department of Canadian
Fairbanks-Morse Co., Toronto, visited

the Montreal office of that company re-

cently.

PETERBORO.—The Duffus Motor
Sales has secured the agency for the
Beaver truck. This truck is built in

Hamilton, Ont.,- by the Beaver Truck
Builders, Limited.

HAMILTON.—Hamilton's first auto-

mobile show since 1914 was held dur-

ing the week commencing April 19. It

was the largest exhibition of its kind
ever held in Canada, except that of the
CanadiaTi National Exhibition, Tor-

onto. The show was under the aus-

pices of the Hamilton Automobile deal-

ers and allied industries.

TWEED.—LeSage Bros., Gray-Dort
dealers, have taken over the garage
formerly occupied by J. D. Reeves.

Thoy are prepared to handle repairs

on all makes of cars.

BELLEVILLE.—The Wood Manu-
facturing Co. will manufacture a
newly-invented steering wheel for

automobiles and an auto lock. Mr.
Appleby, of Sandwich, is the inventor.

KITCHENER.—It was announced
recently that the fire department is to

have a new fire truck. It will be a

four-wheel drive, triple combination
truck at a cost of approximately
$14,000.

SOUTHAMPTON.— II. E. Thomp-
son, of Toronto, has joined his brother,

J. A. Thompson, in the automobile and
garage business here. The brothers

are planning an extension to their

present premises.

TORONTO.—Magistrate Denison in-

structed Magistrate Ellis to adopt
stricter measures against motorists

caught breaking the speed laws and to

impose a fine of $10 on every person
convicted of speeding.

CHATHAM.—The Gray-Dort Com-
pany is extending its premises and
has taken over the buildings of Wil-

liam Grays Sons, Campbell, Limited.

The company has also erected large

warehouses at Montreal and Ottawa.

SPENCERVILLE. — L. H. Mc-
Auley is enlarging his premises and
has installed an up-to-date free air

outfit. When the extension is com-

pleted the front part of the garage
will be used exclusively as a show-
room.

WINCHESTER.— D. Melvin and
Son, proprietors of Melvin's Garage,
report exceptionally good business this

Spring. Already they have sold thirty

Chevrolets and about eight tractors,

besides numerous other kinds of farm
implements.

TORONTO.—The Property Com-
mittee has decided to change the civic

by-law to permit the storage of 1,000

gallons of gasoline in underground
tanks instead of 500 gallons only, as

at present, provided that the pumps
are located outside buildings.

RIDGETOWN.—A local association,

affiliated with the Kent Club and the

Ontario Motor League, has been or-

ganized here. The president is E. H.
Betts; secretary, E. F. Savage; direct-

ors, J. T. Sales; W. J. Cruickshank, H.
F. Hawes, and 0. K. Watson.

COLLINGWOOD.—Thieves entei'ed

the private garage of W. Williams re-

cently and carried off the rear wheels
with two new tires, also the rear axle,

main driving shaft and differential

gear. The car was a Chevrolet and
had not been used this spring.

BRITISH COLUMBIA
SALMON. — Messrs. Lester and

Thomson plan to increase their show^
loom and workshop capacity this

spring.

REVELSTOKE.—Messrs. W. A. P.

Connolly and G. W. Bell have opened

a new garage and repair shop. They
have the Gray-Dort agency.

ENDERBY.—James MacMahon and

Son have erected a new building 32 x

00 feet. All modem improvements and
equipment have been added.

KAMLOOPS.—A new conceim, the

Webb-Barford Machine Company, has

started recently to do general automo-
bile and machinery repairing.
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Feed-Grinding—and Goodyear Belts
THOSE who plan to use their tractors for feed

grinding are one of the largest purchasing groups
interested in Goodyear Extra Power belts. Their

interest in Goodyear Extra Power is due to the same
conditions that brought about such a wide use of this
belt by threshermen last year. Like the threshermen,
they realize that old-style belts slip too much, stretch
too much, have to be run too tight, cause too much
trouble, and waste too much time.

Modern high-speed machinery needs modern hign-speed
belts. Goodyear Extra Power Belts are modern high-
speed belts—unstitched. They are supple, and hug
smalh pulleys closely. They do not require hours of
breaking in, but run sliplessly from the first minute
that they are put to service.

Their friction surface grips the pulley face, even when the belt is

run loose. P. B. Cleland, near Midnapore, Alta., reports that he
has run his Extra Power so slack that any other belt of which he
knows would have slipped, and yet there was no slip.

The threshing outfit of Willard Winch, near Unity, Sask., reports
that because Extra Power runs without slipping, even when very
loose, it means faster work.

Threshing outfits everywhere have found also that Goodyear
Extra Power is permanently waterproof, and stays waterproof
without any painting or dressing.

Because of this waterproof quality, Goodyear Extra Power does
not shrink when exposed to rain, dew or snow. It does not stretch
because of heat or dryness.

You can buy Goodyear Extra Power Belts from the Goodyear
Mechanical Goods Service Station Dealers. They buy direct from
the factory, so that they can sell you this high-speed, supple,
friction-surface belt for just a little more than the price charged
for ordinary belts. They have both endless and other belts in
stock, and can sell you any length in all standard widths. If you
want more information about Goodyear Extra Power, either for
feed-grinding and other all-round uses—or for threshing and
other heavy duty—ask for the Goodyear Farm Book. All Mechan-
ical Goods Service Stations have it, and you can also get copies
direct from Toronto.

The Goodyear Tire & Rubber Co. of Canada
Toronto, Ont. Limited

MADE CANADA
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The Renfrew Truck Sc
DEALERS everywhere are reaping a harvest of sales. One

man sold 800 scales in seven months. We will be glad tc

give you his name and that of many others who order frorr

us in carload lots and sell them easily.

^
This Renfrew Truck Scale is so obviously a good things for the farmer that, oftei

as not, he buys it on sight.

This handy Renfrew Truck Scale enables the

farmer to check up on both what he buys and what

he sells. It enables him to see that he gets full weight

and that he loses no profits.

It weighs anything and everything from i poui^
to 2,000 pounds. Its self-adjusting platform enable
it to weigh accurately on uneven ground. It weigh
equally as accurately on corners as in centre of pl^l

form.

2000-lb

The Renfrew Machinery Company
Agencies Almost Everywhere in Canada

Other Lines: Renfrew Household Scales— Renfrew Cre^i
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le Sells In Carload Lots
The farmer can place his full confidence in the

accuracy of Renfrew weights. Every Renfrew
Truck Scale is Government inspected and each scale

carries a Government certificate of correct weight.

It is built strongly enough to carry a 2,000-lb.

load yet it is not too heavy or cumbersome to wheel
about like an ordinary truck.

It is simple in construction and there is nothing
to get out of order.

On many farms it pays for itself in less than three

months. One farmer writes, "Just this morning I

saved $20 on. the sale of a few cattle and sheep."

Every dealer in Canada should handle this live seller. Our well-equipped

factory can keep you well supplied with stock for quick turnovers. We have a
handsome proposition for new dealers in open territory. Write for it right

away. These agencies are being snapped up quickly everywhere in Canada.

Limited, and'^wo'Ik^s^ Renfrew, Ontario
Branches: Montreal, Que. Sussex, N.B. Milwaukee, U.S.A.

Separator— Renfrew Oil Engine— Happy Farmer Tractor
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The Plug
with the

Hotter Spark
The ball point of the ''M&S"

spark plug- concentrates the current

and intensifies the heat. This gives

a sure, hot spark—producing better

combustion and greater power.
The ''M&S" plug is made in all

styles to suit every make of car

—

it is standard equipment on the
popular new Overland '*4."

The '^M&S" plug is made in

Canada and guaranteed to give

complete satisfaction.

Dealers:—Ask your jobbers for

the ''M&S" plug.

SPARK
PLUGS

"Made-in-Canada"

No. Models
500— '/i" Standard
501—%" Standard
502— Long
503—Vs" Long with

Chevrolet
Terminal

506

—

'/h" Long
504—Regular Porce-

lain
505—Chevrolet Porce-

lain.

Machine & Stamping Co., Limited
1209 King St. West, Toronto, Ontario

Commercial Dept. Russell Motor Car Co., Ltd.

THE IRON JINX
Continued from page 13

of course, I'll pay you for whatever
plowing you may do, and "

"Please don't, Miss Springer. I don't
blame you for rubbing it in. I know
I was an ass that day, but "

"Truly, Mr. Flanders, I didn't mean
it that way. Excuse me, won't you?
And that reminds me—I haven't even
thanked you yet for that perfectly
wonderful Christmas present you sent
me. How did you know that I was
just wild to have all those nice things?
And you didn't even let me know your
address so that I could write you a
letter and thank you."

"I'm being thanked," said Flan-
ders. "And it's much better this way
than by mail. I had it all fixed to
come back in the spring, anyway."
"Oh, you did, did you?" queried Fern

pertly.

"Sure; had to come back for the
Jinx, you know."
"Oh!" There was a note of disap-

pointment in the monosyllabic ac-
Icnowledgment.

"But mostly I had to. come back to
see you—Fern." Flanders imprisoned
a small hand and clasped it firmly in

both his strong paws. There was a
quiet sincerity in his voice, and withal,
a strong ring that bespoke in^benise

suppressed emotion.

"B-but, Mr. Flanders," stammered
the girl, as, with downcast eyes, she
began to trace a design in the loose
soil with the toe of her boot.

"Please call me Ted, won't you.
Fern?"

"All right, Ted." She looked up at
him demurely through the drooping
lashes that screened her soft gray eyes.

"That's better," smiled Ted. "You
may proceed now with your 'but' ques-
tion."

"Er—really, I've quite forgot what
it was. Only—how does it happen
that you can spend your time plowing
here? What will your employers say?"

"They're quite through with their
say as far as I'm concerned. You see,

I'm the fifth purchaser of the Jinx.

I bought the tractor, . quit my job,

bought the farm that adjoins your
place on the west—and am now an
honest-to-goodness farmer. First, I'm
going to plow your land and then I'm
going to begin on my own. Or what's
better, plow both farms at the same
time, as I see you haven't built your
\TCSt line fence yet."

"Oh, that will be grand It seems
like a dream come true," murmured
Fern. "Somehow I've felt utterly in-

capable this spring—and so —lonely!

Really, Im too selfish; I'm so glad
you've come. You'll think me terribly

bold, won't you?"

"You bold? Impossible! Some day,
though, I'm going to tell you just what
you are—if I can find the words,"
grinned Ted boldly. "Let's sit down
while we talk things over and renew
acquaintances. Pardon me for not
having thought to offer you a seat
sooner. The platform of this plow-
gang makes a good bench. Please be
seated, won't you?" Still holding her
hand—^he had become real possessive
during the past few moments—Flan-
ders lead his companion to the tractor
and plows, where they seated them-
selves on the ample platform of the
six-bottom plow-gang. Chappie fol-

lowing contentedly and lying down at
their feet.

"I wish some of my dreams would
come true," continued Ted; "just one
of 'em, in fact. But—I'm afraid it's

hopeless."

"And! what is this particular
dream?" whispered Fern, moving just
a little closer to Flanders' side.

Perhaps the spring air was a trifle

chilly.

"I've—dreamed of you as—as my
wife," gulped Ted, looking out across
the broad prairie with unwavering
gaze, although there was nothing
whatever on the prairie to command
his attention.

"But are you so sure that that is

such a—hopeless dream?" murmured
Fern, helpfully. "You know dreams

—

sometimes come true."
"Fern!"

It was possibly an hour later that
Fern Springer raised her dainty head
from the broad shoulders that had pil-

lowed it. and bethought herself of
practical matters, like the sensible girl

she was.
"Ted, dearest, we're wasting a

dreadful lot of kerosene," she stated
(did you note the "we"?). "The trac-

tor engine has been running aii this

time."
"Let it run," laughed Ted happily.;

"Let the old girl eat her fool head off.

This is my treat. The good old Jinx!
If it hadn't been for her, this neve'
would have happened."
And it proceeded to "happen" agai"

(The End.)

DE LAVAL BANQUET
MEMBERS of the De Laval organ-

ization to the number of thirty-five

m'et recently in the Emipress Hotell,

Peterboro, at a banquet held by the

De Laval Bowling League. The occa-
sion of the banquet Wais the presenta-
tion of th.e De Laval Bowling Shield to

the wiinning team.

VICTORIA.—Masters Motor Co.,

ori'ginators of (the "self serve" garage,
are moving into larger quarters which
are now being built on Yates Street.
'I. lie new premises will give accommo-
datiooi' for 30 cars. Since adapting the
self service idea the company have con-
.=;iderabily increased their stoxage busi-

ness. Each customer is provided with
a key and a stal'. and has fn'e access

to the wash racks.

Sell

Holton Hood Clips

for Chevrolets

They stop hood rattles.

They do away with the
troublesome thumb screw.
They sell at sight. Every
Chevrolet owner is a pros-

pect.

Quickly adjusted without
the use of tools. Engine
hood can be opened and
closed in a second or two.
Holton Hood Clips Never
Slip. A real spring clip.

Your Jobber Stocks Them

Patented and Manufactured by

The Holton Hood Clip Co.

WINDSOR, ONTARIO

BiRDSELL Clover Hullers
65 YEARS IN THE FIELD

In these days of high costs you must get UELIABLE GOODS
for money spent or your WASTE will consume all of your profit.

There was never a time when "QUALITY" has been in such

demand. In Quality and Honestly constructed goods lies the

hope of industry today. Buy wisely and you will have economy.

BIRDSELL HULLERS have years of experience behind

them. They are not an experiment. They are built well and will

last a life-time.

They hull and clean Red Clover, Mammoth Clover. Alsike

and Sweet Clover seed.

BUILT IN THREE SIZES FOR CANADA

of
V^t-F. Georg.

Toronto, Canada
Birdsell Manufacturing Co. George's*.
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Composite view of the plants of the J. I. Case
Threshing Machine Co., Racine, Wis.

"Thoroughbreds

Look for the
EAGLE

Our Trade Mark

AN established reputation for supe-

L riority is just .as strong an argu-

ment to the buyer of a Tractor as to

the buyer of a purebred bull.

Show your prospects why the Case
Kerosene Tractor is a "thorough-
bred;" the factory back of it; and
why every machine built in this

great factory must be capable of

"making good."

The factories of the J. 1. Case Thresh-
ing Machine Company were founded
in 1842. From the one-man shop in

which the first Case Threshing Ma-
chine was built, there has grown the

great plant shown in the composite
view above, now occupying more than

140 acres of ground and employing
more than 4,000 experienced workers.

For seventy-eight years this plant

has consistently and continuously
grown. And during all these years,

our reputation for building highgrade
farm machinery has grown with and
beyond the factory until today it

reaches every civilized country in the

world. For us to build a "scrub"

machine would be an act of folly

comparable to applying the torch to

the factory that produced it.

That's why every Case machine,

bearing the good old trade mark of

the Eagle on the Globe must be a

"Thoroughbred."

J. I. CASE THRESHING MACHINE CO., Inc.
Dept. 0-5, 345-9 Dufferin Street, Toronto, Ontario
Making Superior Farm Machinery Since 1842

To avoid confusion^ the J. I. CASE
THRESHING MACHINE COM.
PANY desires to have it known thai
it is not now and never has been inter-

ested in. or in any way connected or
affiliated with the J. I. Case Plow
Worlis, or the Wallis Tractor Com-
pany, or the I. k Case Plow Works Co.

it ' ^' " " *. » " - — -- — --
tfi n n n 1. n n ^. , „ ,, ^, ^, ,^ ,^ ^, ,^ ^, ,^ \^ lUlUlU l U l U lUl U lU l U l Ui U l U lU l U lUlUlUiUlUlUlUlUiUlUiUlUlUQUlLJlUtUlUIUiUlUlUlUllUlUlUlUlUIUlUiUlUlUlLJiUlUiUlUlUlUlUlUlUlUlUlUlUtUiUlUlUlUlUlLllUlUiUlUlUlUi
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R«commendotions for the Correct Uubrication

of Kerosene ond Gasaline TVactorj

'pRACTORS sold, but not used,

cause trouble—cast reflections on
the machine's ability.

Farmers who have been advised on

lubrication rarely have tractor trouble,

and their fuel and repair bills are

kept at a minimum.

Correct lubrication of tractors is,

therefore, essential to satisfy the cus-

tomers. Only through sufficient lubri-

cation with the right grade of oil can

lowest operating costs be had.

Imperial Polarine Tractor Oils

assure that satisfactory lubrication.

In recommending and selling these

oils you assure owner satisfaction as^

well as repeat business,

The Imperial Chart of Recommen-
dations shows which of the grades of

Imperial Tractor Lubricants—Im-
perial Polarine Kerosene Tractor Oil,

Imperial Polarine Kerosene Tractor
Oil Extra Heavy, or Imperial Polarine

Heavy, is recommended for any ma-
chine.

Stock these high-grade tractor oils.

Sell by the Imperial Chart of Recom-
mendations and you can make your
shop Tractor Lubrication Head-
quarters.

BARRELS—HALF-BARRELS
FOUR-GALLON LITHOGRAPHED SEALED CANS

IMPERIAL OIL LIMITED
Heat - Iii§Kt tiXibricaitiorL

Ciiie^
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Canadian Money at Par

Firing Surface
For Heavy Duty— a practically unbreakable stone

insulator, heat-proof, oil-proof;

For instant, complete ignition

—

onc inch Jinng surface

—an inch-wide sheet of flame leaping right and left to

surpassingly durable wires along whose length.s that

flame blazes evenly, distributed, divided—not concen-

trated to a point that would shrivel beneath its blistering

shock;

Plain to the customer's first glance these features

instantly reveal themselves in Fyrac— one-piece plug.

Being seen, they sell the plug. Less talking, more

selling, for the dealer.

FYRAC MANUFACTURING CO., Rockford, III.

* Canadian Department
Campbell Agencies, 350 McKinnon Bldg., Toronto, Can.

Export Department, Werner & Butts, 336 Whitehall Euilding-

New York, U. S. A.

(OhiYahli

SparkPLUGS

ONE INCH FIRING
SURFACE

This shows the central

electrode, from whose

one inch firing surface

sparks leap the 'gap to

the stout right and left

wires, made to live long.

One inch firing surface

insures reliable power,

and prevents gasoline-

formed carbon.
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More Profit— Greater Service— Satisfied Customers

A Viking Contract
gives you all these things'that are most desirable

to separator dealers

1. You want more profit because
it should be worth as much to

sell one kind of separator as
another— you are in the busi-

ness for the money that is in it

for you, hence if VIKING sep-
arators pay you more profit

than others, then it is the ma-
chine you want to sell.

2. You want greater service be-
cause you cannot get too much
help in boosting your business— VIKING contracts call for
more free advertising and more
real sales assistance than any
other. VIKING efforts never
cease until your stock of sep-
arators reaches the hands of
your customers.

3. You want satisfied customers,
because that class builds up
your business, increases your
sales, makes your goods talked
of favorably, gives you pleas-
ure instead of trouble.

We can satisfy you that a VIKING
contract will give you all these ad-
vantages. Will you investigate?

Just write Dept. BJ

Swedish Separator
Company

MONTREAL—422 Power BIdg.

WINNIPEG-714 Confederation Life BIdg.

Increase Your Profits
It is easy to sell "Vessot" Grinders and they stay
sold. Customers never complain of the service
rendered by

"VESSOT"
FEED GRINDER

POPULAR WITH DEALERS AND USERS
EVERYWHERE

There are seven different sizes of grinders—6% in., 8
in., 9 in., 9% in., 10% in. 11 in. B Farm Type, and 11
in., 13 in., and 15 in. Mill Type.

Unequalled for grinding and wearing quality.

Write the nearest branch of the International Harvester
Company for Agency proposition. It's decidedly liberal
and profitable.

INVENTORS AND MANUFACTURERS

S. Vessot & Co., Joliette, Quebec
Sold exclusively in Canada by

International Harvester Co. of Canada, Limited.
Branches: Calgary, Edmonton, Lethbridge, North Battleford, Regina,

Saskatoon, Estevan, Yorkton, Brandon, Winnipeg, London, Hamilton,
Ottawa, Montreal, Quebec, St. John.

^ T«ESE ^

"Hey papa, there's a fly in my soup."
"Veil, Ikey, eat the soup until you

come to the fly. Then tell the waiter

and he'll give you another plate."

(Note brought to the Hartford
(Conn.) Dispensary.)
Dear doctor.— 1. Can't catch breath

within 25 minutes. 2. Weak in heart.

3. Knock in heart. Please advise.

I asiked her to lean out and see if

the tire was flat. "Not flat enough
to hurt," she reported. "It's just flat

on one side."

"Madam," sadd the conductor, polite-

ly, to the colored lady, "you must re-

move that suitcase from the aisle."

"Fo' de Lawd sake, conduct©', dat

aint no suitcase, dat's mah foot."

* * *

"Had a puncture, my friend?"

The chauffeur looked up and swal-

lowed his feelings with a huge gulp.

He was full of grit.

"No, sir," he replied. "I'm just

changing the air in the tires. The
other lot's worn out."

—

Auto Links.

An English vicar and his curate had
quarrelled and the latter was requested

to find some oth^r congregation to

minister to. The curate therefore

preached his farewell sermon and the

parishioners came in crowds to hear
him. "My text," he said, "is taken

from the moving story of Abraham,
'Tarry ye here with the ass, while I

* * gxj yonder'."

In one of the leading churches of the

city the pastor took for the text of his

sermon, "Better Church Attendance.''

The pastor held that the automobile
has taken more people away from
church than any other thing. He con-

cluded with the exclamation:
"The Ford car has taken more

people to hell than any other thing

that I can mention." Whereupon an
old lady in the congregation began to

clap her hands and moan "Praise the

liord. Praise the Lord."
"What's the matter, sister?" asked

the pastor.

"The Ford never went any place

that it couldni't make the round trip,

and I am sure that all of those people

in heM will be back. So praise the

Lord."
* * *

He was not a man of wealth, but of

comfortable means, and he resented

the exorbitant charges which the hotel

manager imposed.
"Why, look here!" he complained,

thrusting the bill into the manager's
face. "I see you have charged up 50
cents a d'ay for attendance, and I

couldn't get any. I'm sure I tugged
at the bell rope in my room dozens of

times, but got no answer."
"In that case you had better give me

the bill and I will have it altered," was
the reply.
When, however, the bill was again

presented the total was found to be
the same, and upon the visitor pointt-

ing it out the manager explained

:

"Yes, sir, but I have substituted
'physical exercise' in place of the at-

tendance items."
"Physical exercise!" repeated the be-

\vildered visitor.

"Quite right, sir," was the answer.
"According to your own statement you
have been exercising on the dumbbells
for a week."—Pittsburgh Chronicle-
Telegraph.

Saves You
Trouble

Your customers need a
reliable power washer.
You want to sell the
kind that stays sold,

that works week after
week, without any calls

reaching you to go out
and make re-

pairs.

lime oaver

Engine Drive Washer

The Time Saver Engine Drive
is that kind of washer. Every
part is strong and substan-
tial

The design is simple. There
are no complications to get
out of order.

Working parts do not de-
pend on a wooden tub which
IS bound to warp and shrink
in time. They depend on a
solid iron bed-plate, like a
shaper, planer or lathe. Con-
sequently gears never lose
their adjustments.

After years of use the Time
Saver runs as well as ever.

We still have territories
open for good live dealers.
Write to our nearest branch
for full particulars.

Beatty Bros., Limited

Winnipeg,'Man. London, Ont.
Edmonton, Alta. Montreal, Que.
Fergus, Ont. . St. John, N.B.
16 Holborn Viaduct, London, England
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Over 5 Million used by the Allied Airmen

in the Great War
80% of all Airplane Plugs used by England,

France, Italy and Russia were

JOLY
SPARK PLUGS

mOn May 28th, Issy-les Moulineaux-Vallacoublay,

France, Lieutenant Jean Casale made the European air-

plane record for height. He went to 33,000 feet (over 6

miles). Joly Spark Plugs did the job of firing and came
down all to the good.

Why These Records?
Because they yielded them 70 to 80 hours service (nearly

the average life of an airplane motor) on the powerful

high compression engines where speed knew no variation

—where hours of constant resistance to this punishment
left them ready for more and then more.

The life of the ordinary airplane spark plug is less than

half the above number of hours.

This business, with its production, was completely

absorbed for war purposes during four years. We have
acquired the American and Canadian rights and are now
building the JOLY SPARK PLUG for cars, trucks,

tractors and airplanes.

The Joly Spark Plug for automobiles, tractors, etc., is

opposing the same comparative, tremendous resistance to

time and hard knocks as did its "brother of the air."

^Ij Leaders

of theirKinds
in the World-^

Vents for '

Air Cooling

Automobile Type

Airplane Type

The Joly Spark Plug cannot develop carbon, leak compression,
short-circuit, cause pre-ignition or fail to synchronize between
explosions.

1. This plug is compact, sturdy and simple in construction. The first impres-
sion it gives, even on sight, is that of endurance. Clear from its central
electrode to the cap, strength, endurance and right provisions against trou-
ble are in plain sight. In years of service it has never developed a single
failure.

2. Joly design embodies features that assure even expansion and positive im-
munity against compression leak. The insulation prohibits short circuit.

3. The integral heavy milled fingures at the base of the jacket prevent pre-
ignition by reason of the ample radiating surface. A comparison of this

design with the formal slender alloy poles will prove this. These, with the
oversized central electrode, cause an even spread, circular mass spark—
not a blaze.

4. . Breakage is impossible. The heavy insulation is protected by a specially

designed milled electrode aperture wall, which also allows for no oil leak-

age.

Mr. Dealer: •

A plug such as this, with performance record never equalled, is worth your
consideration.

The basic points of design briefly noted have made the Joly Spark Plug a crea-

tion of endurance and faultless service such as has never before been offered to the motoring public.

Our acquisition of this impressive business, with its wonderful facilities for production now operative here,
marks a new era in American Snark Plug development.

May we have a trial order. List price for Automobile Type $2 — for Airplane Type $4.

Lyons Ignition Co., 215-219 Fourth Ave., New York
Export Dept., Aggressive Agencies Co.

35 Notre Dame St. East, Montreal, P.Q. 1 Madison Ave., New York City



Automotive Accessories and
Implement Equipment

USACO AIR COMPRESSOR
OECAUSE of the fact that it is

necessary in a number of cases to
have a compressor that can readily be
removed from ome place to another.
The United States Air Compressor Co.,

of Cleveland, Ohio, U.S.A., have recent-
ly put out their Giant De Luxe Two
Stage Compiressor in iporta'bOie form.

It iis an ideal unit, the maken-s say,
for all classes of work where air is

needed to inflate tires or to (blow dust
out of motors, gienerators and other
mac'hinery. It has a caipacity of 7

cubic feet per mi^nute which is so fast
that the air cannot be pulled down be-
low a working pressure.

It is equipped with a patented auto-
matic air releaise and unloading device.

This device, when the motor stops, re-

leases the air in the auxiliary startinig

tank, pei-mlittimg the motor to start
agtain against the pressure and gradiu-

a!lly pick up the load. This eliminates
the chiamoes of burning out the motor
through overloading and reduces the
wear and tear the motor usuallily ex-
periences when star'ting against a load.

The Two Stage feature greatly in-
creases efficiency, reduces vtibration to
a minimum, and prolongs the life of
the outfit.

TIMER EXTENSION BRACKET

THE Sta-Kleen timer extension
bracket, manufactured by the Mil-

waukee .Air Power Pump Co., Mil-
waukee, Wis., is constructed so that
the timer and wires are elevated to a
position where they are away from
the fan belt, and the dirt and grease.

Aside from keeping the wires and
timer free from oil and water, the
makers say, this arrangement places
the timer where it is accessible for in-

spection at any time.

To instal, simply remove the timer
and place it on top of the extension.
The bevel gear of the extension fits the
bevel gear where the timer was
located.

GASOLINE GAUGE
CTANDEX Incorporated, 341 East
'-^ Ohio Street, Chicago, 111., are
offering to the trade tiieir mew im-
perial-gallon gasoline gauge, which
they state records accurately the entire
quianitity of gasoline in the tank of
Foird or Chevrolet automobiles, and
vnll measure both round and square
tanks.

The device consists of a solid head,
with regulation thread on the short
nipple which screws into the tank on
the car, in place of the original daip.

The dial being on the top, is con-
structed in such a way that it permits
an opening" parallel to it, which is al-
most as large as the original in the
tank, thus permitting the tank to be
filled w'ithout waste and yet not dis-
turbing the gauge. The opening in the
gauge is threaded and has a cap which
screws into it.

The gauge is made in two styles:
Miodell A for round tanks, such as ,tho(se

used in tourinig cars, roadsters or
trucks, while the Model B is adapted
for Ford closed cars or where a square
tank is useid.

Usaco Air Compressor.

Jacobs Drill Chuck.

Foot and Running: Board Mat.

Timer Extension Bracket.

Gasolii.e Gauee. Sectional View of Canfield Governor.

DRILL CHUCK
'TpHE Jacobs improved drill chuck,

manufactured by the Jacobs Mfg.
Co., Hartford, Conn., supplies the de-
mand, the makers say, for a chuck with
comlbined accuracy and strength. A
spieciial disitinguishing feature is the
toothed sleeve amd bey.

By means of this key, a drill, taip or
other tool cam be easily and secuirely
ti<j(htened; but as the action of the key
differs from that of the ordinary
spanner, in that it is not InidMned to
revolve the spindle, this chuck is con-
venient and effective requliring only
one band to operate. The illustriatdon
I? Model No. 1—A chuck in actual
size.

The chuck may be easily taken apatrt
by forcing the sleeve off over the
smaller or jaw end of the chuck, when
the nut, which is made in halves, may
be taken out, leaving the jawis free to
be removed. When the jars are re-
ceded, they extend into the recess in
the sleeve. Therefore, it is necessary
that the jaws be partially extended be-
fore forcinig off the sOieeve.

RUNNING AND FLOOR BOARD
MATS

'pHE Femald Mfg. Co., North East
Pa., are p'lacing on the market a

new running board mat and floor board
mat. The running board mats are
made in two sizes and the floor board
mats are made the same way in a third
size. The manufacturers claim the floor
board mat is a real comfort to the
driver as it keeps the feet from snip-
ping on the floor board, relieves ten-
sion on the leg muscles ais well as giv-
ing the driver a firmer footing.
The running boand mat, the makers

say, IS a perfect scraper that lets its
owner travel in all weathers and all
sorts of roads without covering the in-
side with mud any time one gets in or
out. It also protects the running board
from wear. Some of ithe features
pointed out are, that they are easily
fastened to the runnling or floor boards,
one screw at either end attaches, ajnd
onoe the screws are in they do not
have to be removed. When the mat is
cleaned

,
simply loosen (the screws,

t\\ist the mat slightly, and Mft it off.
These mats are not flexible as they
carry straight strips of steel to make
them rigid when lin use, it is stated.

CANFIELD TRACTOR GOVERNOR
npHE Northwest Manufacturing Co.,
-*- North Fifth Street, Minneapolis,
Minn., has put on the market a tractor
governor designed for the Fordson
Tractor. The makers say it guar-
antees a uniform speed under all con-
ditions of operation. Ball bearings
are used at all points of wear and
roller bearings at all points of contact.
It is self oiling from the timer cup
and is dust and water proof. It is very
easy to instal. No holes required to
be bored in the crank case. All that
is necessary is to remove the bolts and
use the holes in the outer edge of the
crank case. The governor is strongly
made and all working parts are en-
closed.
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Spring Plowing is only one of the many tasks of the

Allis-Chalmers
GENERAL PURPOSE TRACTOR

And for the heavier jobs we have
the 18-30. Proven a leader in the

tractor field. Most modern con-
struction throughout.

Will pull 4 plows and pull them
fast.

Well over 30 horsepower for thresh-
ing, etc.

It will plow disc, seed, plant and
cultivate.

It will pull a binder, mower, rake
potato digger, manure spreader, etc.,

all as a one-man outfit.

No special implements required.
Easily attached to any make of farm
implement requiring 4 horses or less.

12 belt horsepower.

Dealers! Distributors!

Why not sell a real year -around
line of tractors, backed by one of
the largest Companies in Canada.

Write for our money-making pro-
positions.

DO IT NOW!

Canadian Allis-Chalmers, Limited
Head Office - 212 King West, Toronto
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PATENTED HOOKBOLT ATTACHMENT
FITS 90%0F STANDARD CARS

OBTAINABLE FROM JOBBERS & DEALERS
CATALOGUE ON REQUEST

NIAGARA-FALLS, CANADA
i-.SOLE MANUFACTURERS. UNDErS
'tkM.kX9M CANADIAN PATENTS-.^^^

Stampings are lighter, stronger, more economical than
castings. We design and manufacture our own dies for
the production of stampings to meet any requirements.
Send samples or blue prints for estimate.

Our Card Holders and Label Pulls—23 different styles

—

enable you to find what you want instantly. Send for our
folder showing complete line, with sizes and dimensions.

ffindviQV^̂ AUTO
^ MIRRORS

—a profitable line for the accessory dealer.
Every truck in Ontario must now be equipped
with a mirror; motorists everywhere are realiz-
ing its convenience—and that it actually pre-
vents accidents.

There is a "Hindview". for every type of passen-
ger car and truck.

Kales Stamping Co. Limited
61 Walker Road WalkerviUe, Ont.

Can you sell

water system

You would promptly
say, "Yes", if you saw
Westco Tank less
WaterSystem in opera-
tion. Simplicity cou-
pled with thoroughness,
low price, low cost of

instalation and low cost
of upkeep, make West-
co by long odds the
best rural water system
proposition ever offer-

ed Canadian dealers.

MADE

the best rural
on the m|arket

7 Here are a few West-
* CO advantages:

Has large capacity.

Costs less to install.

Costs less to maintain.
Costs less to operate.
Eliminates tank troubles. •

Is entirely automatic.
Is absolutely dependable.
No tank.

No valves.

No gears.

No belts.

No springs.

No oil or grease cups.
Self lubricating.

There is a "WESTCO" Pump for
every requirement. Built in all sizes.

Write for particulars.

WESTCO PUMPS
LIMITED

707 Yonge St., Toronto

All there -is to the entire
system is what you see in
this illustration—the Westco
pump, motor, automatic elec-
tric control switch, a com-
pression chamber, and neces-
sary fittingj and connections.
No more simple and compact
water system could be im-
agined.

IN CANADA
TO THE TRADE

Distributors Wanted
for Spedolene

The all year lubricant, manufactured
especially for the lubrication of trans-

missions, differentials, bearings, univer-
sal joints, etc., in

Motor Cars, Trucks and Farm
Tractors

Manufactured by

Spedolene Refining & Manufacturing Co.
Limited

MONTREAL - CANADA

WE WANT AGENTS

Big Profits-'Quick Sales
Write for Proposition

Streamline
Hood

For old style previous to 1917

Ford Cars
This Hood on a 1915 Ford. Notej^the

up-to-date appearance •'^^^f^

The Burrowes Mfg. Co., 611 King St. W., Toronto, Onf.
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ER BUSINESS FOR 1920
Do you realize, Mr. Dealer and Garage Man, to what
extent the Automobile, Truck and Tractor have
increased in usefulness? They have become of vital

importance to the economic life of every community.

It is estimated that at the end of 1920, Canada will have close to
500,000 Motor driven vehicles on her highways. Think of the
tremendous business possibilities the sale of Automotive Equip-
ment and supplies offers dealers.

The Hyslop line is the logical dealers' line. It offers the best
medium to meet the ever increasing demand for equipment <and
supplies from car owners. It comprises the largest and most com-
prehensive assortment of quality- goods on the market, that will
pay you handsomely to stock, giving you generous profits, quick
turnovers and satisfied customers. Get in touch with us right now.

Make us your headquarters for equipment and supplies and prepare
for the bigger business for 1920.

Billmont Wrench
Bull-Dog Grip—Never Slips

The Billmont, with iU curved
nose, will slip into heretofore
inaccessible places, take a bull-

dog grip on nuts or bolts and
turn off the hardest. Once on
the nut it will not slip because
the knurled outer casmg gives
you a firm hand grip.

Set consists of 5 hexagon sock-
ets of unusual sturdiness, sizes
7-16, Vi. 9-16, 19-32, % and one
adapter (so you can use any
standard % inch square shank
socket)

.

No. 6055—Price, Billmont
Master Wrench Set,
complete $15.00

Newtone Motor Driven
Electric Horn

The mechanism of this motor-driven horn is most
efficient and simple of operation. When con-
nected to a storage battery it emits a very loud,
but pleasant sound. Black enamelled finish, nickel
bell. Furnished complete with cable and round
push button switch. A very high grade outfit
throughout.

No. 5279—Price $9.25

Marquette Tire Tool

[bTiBILLMONT WRENCH
'The Wrench that Spins'em off

How many times have you wished for a

tool that would grip a tire without tear-

ing it—pull it from the rim in an
instant ; and as quickly and easily put

it back on again. Getting a tire off

and on is the hardest, dirtiest, most
exasperating work about a car. The
Marquette Tire Tool makes it one of the

simplest. Every car owner wants one,

needs one and will buy one if you

carry them in stock. Full directions

in each tool.

Steel Luggage Carrier

Dealers : Send for Our 1920 Catalogue — Order by Catalogue Number

HYSLOP BROTHERS
Shuter and Victoria Streets, Toronto

LIMITED

Carries bundles and suit-cases safely and without

shifting, and where they will be out of the way.

Attaches securely to running-board by hand-oper-

ated thumb-screws. Folds down flat when not in

use and is hardly noticeable.

No. 5341—Price $6.75

Why Not Sell-r/ie Best Socket Wrenches-

"HEXALL" W *' « si»

Trade Mark Reg. U.S. Pat. Off.

E^VERY reason in the world why you should. Both from your own stand-^ point and that of your trade.

"HEXALL" Socket Wrenches have every advantage of the ready
seller—Quick and Frequent Turnover; Good Margin of Profit;

Less Selling Effort. It's a big ''repeat'' line.

Experience shows that trade ties up

"HEXALL" Ratchet Socket
Wrench No. 1— 16 pieces

The best SocketWrenches

to the house that sells ''HEXALL"
because the trade knows that

"HEXALL" gives 100% service

and satisfaction. Thus, the house

that carries " HEXALL" enjoys

increasing prestige with its trade

—which is a mighty desirable

asset for any business.
"HEXALL" Ratchet Socket
Wrench No. 2—11 pieces

"HEXALL" Socket Wrench
No. 5—8 pieces.

in the world-yet "HEXALL"
is sold under this Guarantee of

Faith:

—

Break Any Sedgley Wrench
and We Repair It---

No Charge"

Why not push a line like that? If you are a dealer,

get a "HEXALL" set—any one of the seven sets

—

from your
jobber to-day. Then test it out thoroughly tor quick and

lasting service. If you are a jobber, write us.

It takes experience and skill of no mean order to make tools
as mechanically perfect as HEXALL.*'

R. F. SEDGLEY, Inc., Est. 1897
Also Makers of "BABY" Hammerless Revolvers. 2311-13-15 North 16th St., PHILADELPHIA, PA.

Canadian Distributors: Lamontagne, Limited, Montreal, Canada.

HAROLD F. WATSON CO., Sole Agent, 208 Coristine Building, Montreal, Canada
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There is No Time Like the Present to Seize this Opportunity

The Dominant Line of Potato Machinery in Canada is the

0-K CANADIAN
including PLANTERS, SPRAYERS and DIGGERS

Implement Dealers and Agents, it will pay you to write us TODAYiabout our selling proposition

0-K CANADIAN Planters have been in use for years and have given universal satisfaction. They save time money
and labor and are simple to operate and easy to keep in repair.

'

0-K CANADIAN Sprayers, two-row and foUr-row and the 0-K-SPRA, provide a variety from which can be selected a
sprayer for any size field and one that will meet every requirement.

0-K CANADIAN Diggers have solved one of the biggest problems of potato farming. Wherever used thev have
brought excellent results as dozens of letters from owners testify.

O.K. Canadian 2-Row
Sprayer Operated by

Hand.

O. K. Canadian Digger No. 1 Going Over the Top

PERFEX
The Perfect Radiator

Perfex radiators for Fords are a quality product em-
bodying features that cannot be had in other radiators.

A patented spring bracket suspension and a real rad- •

iatOr core of great efficiency.

The last word in Radiator construction

Perfex Radiator Co., Racine, Wisconsin, U.S.A.
p. A. C. McINTYRE & COMPANY

311 Confederation Life Building, Winnipeg
Direct Representatives for

Manitoba, Saskatchewan, Alberta and British Columbia

These lines are being advertised extensively
all over Canada. Dealers should get in touch
with us at once and reap the benefit of this
campaign.

0-K CANADIAN Potato Machinery is guar-
anteed against any defects. The best class of
workmanship, the strongest and most durable
materials and the most modern features obtain-
able are all combined in the construction of
these machines.

Send for full particulars to-day.

Canadian Potato Machinery Co., Limited
59 Stone Road, Gait, Ontario

The Easiest Way to Remove
Tires from Split Rims

Fits all types of cross-cut demountable rims in
use to-day.

Collapses a rim no matter how badly a tire may
be stuck to it.

Forces the rim back on the tire again with the
utmost ease even in the case of new tires which
are under-sized.

Locks rim collapsed while tire is being removed
or replaced.

Price $6.00
The K.P. PRODUCTS COMPANY, Inc.

250 West 54th Street, NEW YORK, N.Y.

Sold by

Noffh(^rfi Electnc Compofty
Montreal Quebec Toronto Winnipeg Calgary Vancouver

Halifax Ottawa London Regina Edmonton



Canadian Motor, Tractor and Implement Trade Journal

BINDING THE SHEAVES
Binding the sheaves is but one of the many acts so

effectively accompHshed by Massey-Harris Binders.
For three generations, it has bound farmer to agent,
agent to manufacturer, by standing up under the most
exacting requirements.

Convenience of operation, lightness )f draft, simplicity, reliability, and
durability are responsible for the wide-spread popularity of Massey-
Harris Binders.

Twenty-three special features to aid the dealer who handles Massey-
Harris Binders. Twenty-three special features to help the farmer who
buys one.

Applications for representation in vacant territories
should be addressed to the Manager of the Branch nearest
you, ^

MASSEY-HARRIS COMPANY, Limited
Head Office - Toronto, Ont.

AGENCIES EVERYWHERE

WE GIVE

"Quality and Service"
IN

TRACTOR and TRUCK
STEEL CASTINGS

JOLIETTE STEEL CO., LIMITED
JOLIETTE,

P.Q.

Tel. Main 402
9th Floor Read Building,

Montreal, Que.

SAYS THE MAiSTBK iJIECOB-
AiNIC: The Greb Automatic Grip
Puller is a OnenMan Puller

-

Quick-acting, strong and simple
in the extreme. May be locked in
any desired position. A combina-

._—_ *?<"^ of two or three arms. Heayj
J/ Vnn ^ Duty Size capacity 1" to 18"-

^tl^ • Junior Size capacity 1" to 7"

WW Two set3 oi jaws furnished with»r ^ each size.
TEN DAYS' TRIAL.- If youi
deaJer or jobber does not have
them we wiU send you one. Try

'O^^B^^ S^ef-wTS
THE GREB COMPANY, 319 State St., BOSTON

RANTED—CLERICAL POSmON, PRBFER-
ably Private Secretary, by young: marriedman Canadian, experienced accountant, short-

hand writer and typist. Have completed theGas Engines Course of the International Corres-
pondence Schools. Best references. AddressBox 566, Lethbridg-e, Alberta

For repairing cracked water jackets, cylinder heads
and split gas pipes, use

ALUMALL METAL
the greatest crack filler known. Thousands of garages
using it now. with great satisfaction. $6.00 a box.

Sold Exclusively by

Geo. W. Anstett, - McGee, Sask.

See the

Clip

!

This is a patented
and most valu-

able feature of

BT Ready-To-
Ship Pumps. It

makes it easy to

instal or repair

the pumps. The
spout and head
can be removed
from the stand,

yet, when clipped

together, the

joint is as firm as

a solid standard.

It's easy to attach the

head to pipe and
pump rod. You can
always get at the joint

between suction pipe

and spout—even if it

rusts in.

No otherpumps have this feature.

Beatty Bros., Limited
Fergus. Ont. St. John
Montreal Winnipeg
Vancouvei- Edmonton
London, Ont. London, Eng.



'THE COW'S ADOPTED CHILD"

Get Your Agency Now
Be one of the live dealers who are

securing exclusive territory representa-

tion for the Macartney Machine Milker
—the 100^^ efficient, dependable and
durable milking machine.

You will find our dealer proposition
more than usually appealing. Co-op-
eration and Service are back of every
Macartney representative. Machines
are sold to dealers on 60 days dating.

Good farmers' notes are accepted in

settlement of accounts and a cash com-
mission on all such notes is forwarded
the dealer.

The Farmers and Dairymen in your
locality are reading Macartney Machine
Milker advertising now appearing in the
leading farm and dairy journals. This
publicity will mean big business and
good profits for Macartney agents. Will
you be one of them? Now is the time to

decide.

Write to-day

!

The

Macartney Milking Machine Co.

316 Catherine St., Ottawa

LIMITED

Dairy and Household
Supplies

H. M. THE KING INSPECTS CAN-
ADIAN WASHER EXHIBIT

pANADIAN-MADE washing ma-^ chines created a great deal of
interest at the Ideal Homes Exhibition
held recently in Lonion, England.
Great crowds gathsred round the

demonstration throughout th-? exhibi-
tion.

A most interesting occurrence dur-
ing the exhibition was a visit to the

HJW. The Kin^ views Canadian exhibit.

Beatty Bros.' exhibit from H.M. the
King. Our illustration shows a view
of his Majesty inspecting the washers
and Mr. Roy B. Stewart, manaq^er in

London for Beatty Bros., Limitel,
Fergus, Ont., demonstrating them. The
King expressed great pleasure on hear-
ing that these machines were a Can-
adian product, and asked a number of
questions regarding the mechanical
parts and the working qualities.

One unique feature of the occasion
was that the demonstrators worked in

evening dress —a somewhat unusual
garb in which to demonstrate washing
machines.

KOHLER FARM LIGHTING PLANT
T^HE Kohlcr automatic power and

light is a plant designed specially
for the farm. It is of the automatic
type, having a four-cylinder, four-
.cycle gasoline-burning engine, equip-

motor turned off shuts down the plant.
This makes unnecessary any trips to
start or stop me ergine; in fact, the
makers say the plani need not be vis-
ited more than once a month to re-
plenish oil and water.
The mechanism which controls th6

automatic start and stop is found in a
black metal box mounted on the gen-
erator. The switch control is surpris-
ingly free from complications usually
thought necessary to secure automatic
operation. The mechanism operates
th)-ough the well-known principle of
electric solenoid and the force of grav-
ity. When the plant leaves the fac-
tory, the switch box is sealed and with
it goes the company's guarantee, pro-
viding the seals are not broken.

The Kohler automatic produces
standard 110 volt current. This
higher voltage enables current for
power purposes to be sent to the
farthest buildings of a scattered farm
or estate. Because of the standard
voltage, wiring costs are reduced to a
minimum, standard No. 10 wire being
used for most purposes.

The feature of this plant is its free-
dom from storage batteries. Only t;

small automobile-type of battery is
used, this solely for automatic starl-
ing. This battery is kept automatically
charged and is always ready for start-
ing. Current from the generator goes
direct to the line.

The plant is thermo-syphon water
cooled, and is equipped with an auto-
mobile type radiator, holding 11/2 gal-
lons of water. It is lubricated by
.=;trained oil forced under pressure by
a pump located in the oil base to main
and rocker arm bearings. The con-
necting rod and piston pin bearings
are oiled by splash. This plant is
manufactured by the Kohler Co.,
Kohler, Wisconsin.

'

SWEDISH SEPARATOR CHANGES
I A. NOREN has been appointed
^ • service manager over all the United
States and Canada for the Swedish
Separator Company. Mr. Noren has

Kohler Farm Ligrhtins Plant.

ped with an automatic mechanical
governor.

By means of a patented control, the
plant can be started from any part of
the system by turning on any lamp or
motor. The first lamp turned on
starts the plant, and the last lamp or

had wide experience in the separator
business, and knows the difficulties that
confront the separator dealer.

The Swedish Company also an-
nounce the appointment of Cyrus A.
Wood, formerly of Swift and Com-
pany, as manager of Sales Promotion
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De Laval business policies

which have contributed largely

to the leadership and success

of the Company and its agents

FIRST: The production of the best possible machine for the separation

of cream from milk through the employment of the most skilled centrifugal

engineers and the best workmanship and materials.

SECOND: An appreciation of the fact that the cream separator is a high
speed machine requiring a refinement of construction and a standard of manu-
facturmg methods far superior to those found in any agricultural implement.

THIRD: A policy of distribution of its merchandise through dealers

that IS mutually fair and equitable. A policy which guarantees satisfactory

service to the user and a reasonable profit to the dealer.

FOURTH
:
The progressive determination to make De Laval Separators

better every year, and to make the advertising stronger and better every year.

FIFTH
:
To propagate and support movements that promote the success

of the dairy industry as a whole.

If you are in sympathy with these
policies and would like to arrange
for the sale of the best as well as
the easiest selling separator on the
market, write to our nearest office

The DE LAVAL COMPANY, Ltd.
Montreal Peterboro Winnipeg Edmonton Vancouver

50,000 Branches and Local Agencies the World Over
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Built to Build GoodWiri

The Tractor without Differential Gears
A tractor has no more need for dif-
ferential gears than it has for a
fly-net.

Those gears serve no good purpose
in a tractor. And they do cause
constant trouble, rob the motor of
power, and shorten the life of the
tractor.

The Chase Tractor has no differen-
tial gears.

The two rear wheels get equal driv-
ing power, turn over at equal speed,
apply the force of the heavy-duty
motor at its full efficiency.

That means that when- the Chase
gets into a hole, both rear wheels
work to pull it through. When
obstacles are met the Chase rides
over them. In plowing on the level
or on sidehills, the side-draft does
not pull the Chase off its true course.

The Chase, therefore, avoids a very
common tractor trouble.

A trouble-maker avoided

Tractors with differential gears can
do their best work only on a straight-
way pull on level land. The mom-
ent one wheel meets an obstacle, the
differential throws all the power
into the other wheel. So quite often
you see such a tractor with one rear
wheel dead and the other spinning.
That happens when the tractor gets
one wheel in a mud hole. The very
time when extra driving force is

needed the differential gears rob the
motor of its power to move the
tractor.

The same thing occurs in a lesser

degree in all plowing work. For the
side-draft tends to place more load
on one wheel than on the other and
the differential gears throw the

power into the other wheel. The
tractor with differential gears is

more them half of the time a one-
wheel-drive tractor.

The Chase Tractor, having no differ-
ential gears, is always pulling evenly
on both rear wheels.

For that reason it operates with less
power and so saves kerosene.

Gears waste power
But there is another saving of gas
from this same feature of Chase
construction. Differential gears rob
a motor of about 10% of its power.
10% that does the tractor owner no
good. The Chase saves that 10%
because it has no differential gears.

The even pull saves money
Pulling evenly the Chase wears
evenly. Lasts longer. Requires less

adjustment of bearings. Needs
fewer repairs. And, for that reason,
stays more steadily "on the job."

As a practical man can see, the
whole of the Chase Tractor gives
proof of the same sensible, common-
sense idea of design in every part of
its construction.

Watch it in action and you will see
in the smooth-working Chase a
quality that you expect only in a
high-grade, perfectly-adjusted ma-
chine.

Built to build goodwill

Canadians build the Chase—in

Canada. Canadians build the Chase
that is sold in Great Britain and for-

eign lands—yes, and also in the
United States. The Chase institu-

tion was created to establish in Can-
ada a world-wide tractor business
founded on Canadian principles of

doing business. The men behind it,

R. J. and W. J. Cluff, are men with
high manufacturing ideals. They
are exacting in their demands. They
want the men who buy Chase Trac-
tors to make money out of them.
They are determined that every cus-
tomer shall receive the service he
requires to keep his Chase Tractor
always at its best and always "on
the job."

Investigate our service

You will find it to your advantage to
deal with an institution with these
ideas of service. You will find that
the Chase Tractor is a piece of ma-
chinery that will gladden your eye.
If you haven't seen it, be sure to do
so. Or, write for illustrated liter-

ature and detailed information. We
will send it promptly and tell you
where you can see a Chase Tractor.

SPECIFICATIONS
Motor—Buda Model H.T.W. Heavy duty, Tractor

type 4 cyl. 4%" bore, 5%" stroke. Set cross-
wise of frame. Every part readily accessible.
Extra large water passages for cooling. Force-
feed lubrication, thorough vaporizing of low-
grade fuels. Heated and "water vrashed" air.

Fuel—^Specially designed to burn Kerosene or low-
grade gasoline.

Drive—No differential gears are used, the drive being
direct from the transmission to outer rim of
wheel through bull pinions and gears. Both bull
pinions and bull gears cut from forged steel and
case-hardened.

Transmission—Fully enclosed and running in oil.

Hyatt roller ibearings. Very simple type. Gears
accurately machined from high grade steel.

Chain Drive—Power is delivered to the transmission
gears by a wide chain fully encased and run-
ning in oil.

Belt Pulley—In direct line with crankshaft—no bevel
gears. Located at side—best position for lining
up with the machine to be driven.

Control—Driver has unobstructed view. Control
levers are simple and easy-working.

Turning-radins—12 feet circle.

CHASE TRACTORS
CORPORATION LIMITED
TORONTO - ONTARIO
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Nbrth(im Ekctr/c
POWER and LIGHT

A Complete Line of

Electric Farm Plants
and Accessories

Belt-connected Plant — operates
fronn any good engine

Belt Connected Plants

Direct Connected
Plants

Water Systems
Portable Motors
Farm Accessories

Wires and Supplies

This line will make
you the Electrical Head-
quarters of your Dis-
trict.

llWith the plant you can
usually sell a Water Sys-
tem, while limitless fol-

low-up sales possibilities

are yours with Utility

Motors, Electric Churns,
Vacuum Cleaners,
Washing Machines,
Dishwashers, Irons,
Toasters, Percolators,
Wiring Devices of all

kinds, Fixturesj etc.

Automatic Water System, show-
ing Tank, Pump and Motor.

Capacities 100 to 1400 gals, per
hour

V/rite Our Nearest House
Now

Be the Farm ElectriRer

of Your District

Northern E/ectrfc Compatiy
MONTREAL

LIMITED
OTTAWA LONDON

MAriT^A^ ^r.
WINNIPEG EDMONTON VANCOUVERHALIFAX TORONTO QUEBEC REGINA CALGARY

It may cost you
money

to ignore the advertising

Somebody might be selling a new,
better, more economical food; or
a utensil that would save money
and time; or an article that would
add greatly to your comfort and
well-being; or some better ma-
terial for making shoes or cloth-
mg—but you would never know it.

Broughton's Blowout Boots Bind
Bad Breaks and Bruises Best

Made of Steel

For any auto-

mobile tire

weakness

Hold in the lump.

And stop the Bump.

THE GEO. H. BROUGHTON CO.,Mfgrs.
122 Wellington Street West, Toronto, Ontario

AUTOMOBILE
^ SPRINGS
The Guelph Spring and

Axle Co.
Guelph, - Ontario

Manufacture

AUTO SPRINGS
ALL KINDS
HIGHEST QUALITY
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SpauldiitgOmm
withstand the

HammerBhivs
ofSuddenStrains

Magnified cross-section

of a Spaulding pin

showing the hardened
and resilient outer por-

tion which graduates
into a pliable center.

An exclusive feature
obtained through a spe-

cial heat treating pro-
cess.

HERE is an actual test—the most severe to which a chain

can be put—that proves conclusively the powerful

strength of Spaulding construction.

This hammer-blow test emphasizes the tremendous tensile

strength and unusual resiliency of Spaulding specially heat

treated steel. It illustrates why a Spaulding cham stands

up under the most brutish blow or strain, to a point where it

finally bends before it actually breaks.

The most powerful tractors and trucks -are chain driven.

Sudden jars and jolts incident to rutty country roads, severe

strains and pulls encountered in the field—all rain terrific

sledge-hammer blows on the driving chain.

To enlighten you on the engineering advantages of the chain

drive and the part that Spaulding has played in its improve-

ment, we are just issuing the most complete treatise on chain

drives ever published. To insure you having proven facts

before you, we suggest that you send your name to-day for

a copy of this valuable book.

SPAULDING CHAIN CORPORATION
Fenton J. Spaulding, President

BLOOMFIELD, N.J.

SpaHlding
ROLLER CHAINW
I> SPROCKETS
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Hold Tite Nut Lock
For Automobiles, Trucks, Tractors, Stationary Engines

and all kinds of Agricultural Implements

Simple Meth d of Applying

FIRST
Knawing the Size Bolt

—

Use Same Size Nut Lock
Place Over Bolt — THIS WAY

SECOND
Screw Another Nut Down
onto Nut Lock and Depress It

THIS WAY

THIRD
Remove Second Nut and
Nut Lock will Look

THIS WAY

The LATEST and LAST In a
NUT LOCKING DEVICE

No vibration will loosen it, a little collar of
steel that costs little, but has big efficiency.

No extra nut, no cotter pin needed with the
Hold Tite Nut Lock—it saves their cost.

No thought need be given to the shape of the
nut or to the thread of the bolt. Fit the right
sized Nut Lock over the same size bolt,—that's
all.

Mr. Dealer
This Nut Lock makes each bolt as secure as a rivet.

Why not put it on the Automobiles, Trucks, Stationary
Engines and all kinds of Agricultural Implements that
you sell. It will keep the joints tight long after
machines without them have become like rattle boxes.

These inexpensive, yet positive nut locks, will give
greater satisfaction to customers and bring you bigger
business.

The Nut Must Stay Tight

It Cannot Work Loose

Write to-day for full particulars to

Some of the

Satisfied Users of

the Hold Tite

Nut Lock

Montreal T r a m-
ways Co.

King Warden, Ltd.

Foss Machinery
Company

Dominion Oilcloth
Co.

Canadian National
Railways

Dominion Sugar
Co., Chatham,
Ont.

Ottawa Electrical
Railway Co.

Dominion Furni-
ture Co., St.

Therese, Que.

Canadian Transfer
Co.

Canadian Consoli-
dated Rubber
Co., Kitchener,
Ont.

EDWARD A. ROBINSON CO., LIMITED
228 CRAIG ST. W., MONTREAL

Canadian Offices: Bank of Toronto Chambers, 205 Yonge St. Toronto, Ont 322 Mclntyre Block, Winnipeg, Man. American Factory: 166 Montague Street, Brooklyn. N.
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There^s No Guesswork
When You Sell a Turner

When you sell a Turner Simplicity you don't have to "guess" what
it will do. The Turner has been tried out and has given satisfac-

tion on all kinds of farm work. Every Turner that you sell will

work to its full rated capacity under all farm conditions.

The Turner is so simple and fool-proof that any farmer boy
can operate it and take care of it. It is a practical tractor

tliat is ^.Tid powerful enough to do all the work about

iilinliill the|farm,and economical enough to run on light work as well.

These are the features that are assisting dealers who sell Turner Simplicity
to build up a growing and profitable tractor business—standard design, sim-
ple control, three point suspension, Hyatt Roller Bearings, enclosed parts,

short turning radius, low center of gravity, light weight, anc3 great strength.

It will pay you to write at once for full particulars

of the Turner Line.

Power Farm Machinery Co.
Edmonton, Alta.

Turner Tractor Sales Co.
Winnipeg, Man.

Turner Mfg. Co., 441 Lake St., Port Washington, Wis., U. S. A.
Builders of Turner Tractors and Simplicity Farm Engines

Mr. Dealer
You're the Doctor!

You know that your customers have engine troubles

on account of carbon—and we know those troubles

can be cured. Here is the medicine that does the
work

—

CARBON
REMOVER

IT DOES NOT CUT COMPRESSION.

We are telling motorists about D-B through extensive
advertising, and they will be asking for it. Will
YOU help fill the demand?

You may conscientiously sell

D-B as a real "carbon cure'.'

—

and there is money in it for

you. Write for dealer's pro-

position.

Auto Jack says:
To keep your engine healthy,
keep it clean. Don't let carbon
accumulate. A good engine
laxative, such as D-B, will re-

move carbon harmlessly via the
exhaust, and keep the engine
clean and efficient.

The Dust Bane Mfg. Co. Limited

Ottawa, Ont.

"The Sign of Better Service"

Why do 20,000 dealers sell

Raybestos Brake Lining?

because the motoring public
demands good brake lining

—

because the owner is sure to

be satisfied with the service

—

because it is the only lining

guaranteed to wear one
year

—

because all these factors de-
velop substantial profits for

the dealer.

That's

the

Answer

Aikenhead Hardware Co.
Toronto - Canada
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Power, Low Upkeep, Long Life

BUILT IN CANADA

A truck will produce according to the power of endur-
ance built into it—the jVeteran performance is just as

sure, the' Veteran's power of endurance just as certain as

brains, money and materials can make them.

SOME GOOD TERRITORY STILL OPEN

EASTERN CANADA MOTOR TRUCK CO., LTD.
HULL, - QUE.



This directory will help you with your buying and your planning. The advertisers listed here are thoroughly reliable and leaders in
their respective fields. They are looking for live, wide-awake representatives. Study their advertisements carefully because they contain
valuable information which will dovetail with your plans. We are glad to go to the trouble of arranging this list—to make it easy
for you to select new lines. If it so happens that what you want is not here, write us, and we will tell you where to get it.

ACCESSORIES
British & Foreign Agencies, Montreal.
Dustbane Mfg. Co., Ltd., Ottawa.
Geo. W. Anstett, McGee, Sask.
G. H. Broughton & Co., Toronto.
Guelph Spring & Axle Co., Guelph.
Holton Hood Clip Co., Windsor, Ont.
Lions Ignition Co., New York City.
Northern Electric Co., Ltd., Montreal.
The Goodyear Tire & Rubber Co. of
Canada, Ltd., Toronto.

Apollo Plug Mfg. Co., Birmingham, Eng.
R. F. Sedgeley, Inc., Philadelphia, Pa.
The Burrowes Mfg. Co., Ltd., Toronto.
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

Kales Stamping Co., Detroit, Mich.
Kinzinger Bruce Co., Niagara Falls, O.

The Greb Co., Boston.
Aikenhead Hardware Co., Toronto.
Hyslop Bros., Toronto.
Fyrac Mfg. Co., Rochfort, 111.

K. P. Products Co., 250 West 54th St.,

New York City.

Perfex Radiator Co., Racine, Wis.
Robinson Co. Ltd., Edward A., Montreal
Windsor Machine & Tool Wks., Windsor

AUTOMOBILES
Fiat, 501 Fifth Ave., New York.

AUTOMOBILE CHAINS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

BARN EQUIPMENT
Beatty Bros., Ltd., Fergus, Ont.

BEAN MACHINERY
John Deere Mfg. Co., Welland, Ont

BEET MACHINERY
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.

BINDERS
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
International Harvester Co., of Can.,

Led., Hamilton, Ont.
Massey-Harris Co., Toronto.

BELTING
The Goodyear Tire & Rubber Co. of

Canada, Ltd., Toronto.

BATTERIES
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

CARRIAGES
Cockshutt Plow Co., Brantford, Ont.

CREAM SEPARATORS
De Laval Co., Ltd., Peterboro, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton. Ont.
King Separator Co., Bridgeburg, Ont.
R. A. Lister Co. (Canada), Ltd., Toronto
Swedish Separator Co., Montreal.

CEMENT MIXERS
Can. Fairhanks-Morse Co., Ltd., Mont-

real.

CASTINGS
Joliette Steel Co., Joliette, P.Q.

CORN HARVESTERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can..

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

CORN MACHINERY
Inteirnational Harvester Co., of Can..

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.

CULTIVATORS
Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

CUTTERS
Butterfield & Co., Inc., Rock Island, Q.

DAIRY SUPPLIES
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
R. A. Lister Co. (Canada), Ltd., Toronto
DeLaval Dairy Supply Co., Peterboro.

DIES
Butterfield & Co., Inc., Rock Island, Q.

DISCS
Massey-Harris Co., Toronto.

DITCHING MACHINES
Can. Pairhanks-Morse Co., Ltd., Mont-

real.

DRILLS
Massey-Harris Co., Toronto.

DRILLS, TWIST
Butterfield & Co., Inc., Rock Island. Q.

DRILLS, GRAIN
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Car. ,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
ENGINES

Can. Faitbanks-Morse Co., Ltd., Mont-
real.

Gilson Mfg. Co., Ltd., Guelph, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
Massey-Harris Co., Toronto.
R. A. Lister Co. (Canada), Ltd., Toronto
Renfrew Mchy. Co., Renfrew, Ont.

ENSILAGE CUTTERS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

Gilson Mfg. Co., Guelph, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

FEEDERS
John Deere Mfg. Co., Welland. Ont.

FARM MACHINERY
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
InteoTiational Harvester Co-, of Can.,

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.
Can. Potato Mchy. Co., Gait.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
R. A. Lister Co. (Canada), Ltd., Toronto
Gilson Engine Co., Guelph, Ont.

FEED CUTTERS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

Massey-Harris Co., Toronto.
Gilson Engine Co., Guelph, Ont.

FENCING
The Steel Company of Canada, Ltd.,
Montreal, Que.

FINANCIAL
The Commerial Credit Co. of Canada.

Ltd., Toronto.

GRINDSTONES
S. Vessot & Co., Joliette, P.Q.

GRINDERS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

International Harvester Co., of Can..
Ltd., Hamilton, Ont.

Massey-Harris Co., Toronto.
R. A. Lister Co. (Canada), Ltd., Toronto
S. Vessot & Co., Joliette, P.Q.
Gilson Engine Co., Guelph, Ont.

HARROWS
Cockshutt Plow Co., Brantford, Ont.
Pnternational Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

HAY LOADERS
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

HARDWARE
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

Massey-Harris Co., Toronto.

HAY RAKES
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

HAY CARRIERS
Beatty Bros., Ltd., Fergus, Ont.
Massey-Harris Co., Toronto.

HAY PRESSES
Birdsell Mfg. Co., Toronto.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

HULLERS (Clover)
Birdsell Mfg. Co., Toronto.

LIGHTNING RODS
Shinn Mfg. Co., Guelph, Ont.

LIGHTNING SYSTEMS •

Can. Fairbanks-Morse Co., Ltd., Mont-
real.

R. A. Lister Co. (Canada), Ltd., Toronto
Northern Electric Co., Ltd., Montreal.
Gilson Engine Co., Guelph, Ont.

LIME AND FERTILIZER SOWERS
John Deere Mfg. Co., Welland, Ont.

LUBRICANTS
Imperial Oil Co., Toronto.
Spedoline Refining & Mfg. Co., Ltd.,

Montreal.

MANURE CARRIERS
Beatty Bros., Ltd., Fergus, Ont.

MANURE SPREADERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
Gilson Engine Co., Guelph, Ont.

MARINE FITTINGS
Northern Electric Co., Ltd., Montreal.

MOWERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
MILKING MACHINES

R. A. Lister Co. (Canada), Ltd., Toronto
The Macartney Milking Machine Co.,

Ltd., Ottawa, Ont.
MILLING CUTTERS

Butterfield & Co., Inc., Rock Island, Q.
NUT LOCKS

Robinson Co., Ltd., Ed. A., Montreal.
Spedoline Refining & Mfg. Co., Ltd.,

Montreal.
OILS

Imperial Oil Co., Toronto.
SpedeHne Refining & Mfg. Co.,Mont-

real.
PISTON RINGS
WedgeRite Piston Ring Co., Ltd.,

Montreal.
PLOWS

Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

POLICE AND FIRE ALARM EQUIPMENT
Northern Electric Co., Ltd., Montreal.

POWER AND LIGHT EQUIPMENT
Northern Electric Co., Ltd., Montreal.

POWER MACHINERY
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
Gilson Engine Co., Guelph, Ont.
Renfrew Mchy. Co., Renfrew, Ont.

POWER SW^TCHBOARDS
Northern Electric Co., Ltd., Montreal.

POTATO MACHINERY
John Deere Mfg. Co., Welland, Ont.
Cockshutt Plow Co.. Brantford, Ont.
Can. Potato Mchy. Co., Gait, Ont.

PULVERIZERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
PULPERS

Cockshutt Plow Co., Brantford, Ont.
RAKES

International Harvester Co., of Can.,
Ltd.. Hamilton, Ont.

The Frost & Wood Co., Ltd., Smiths
Falls. Ont.

REAPERS
International Harvester Co., of Can..

Ltd., Hamilton, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
REAMERS

Butterfield & Co., Inc., Rock Island, Q.
ROLLERS
Cockshutt Plow Co., Brantford, Ont.
Massey-Harris Co., Toronto.
Hyatt Roller Bearing Co., Chicago.

ROLLER BEARINGS
Hyatt Roller Bearing Co., Chicago.

SAW MILL OUTFITS
Massey-Harris Co., Toronto.

SCUFFLERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.

SEEDERS
Massey-Harris Co., Toronto.

SCALES
Renfrew Mchy. Co., Renfrew, Ont.
Can. Fairbanks-Morse Co., Montreal.

SCREW PLATES
Butterfield & Co., Inc., Rock Island, Q.

STABLE EQUIPMENT
Beatty Bros., Ltd., Fergus, Ont.

SILOS
Gilson Mfg. Co., Guelph, Ont.

SLEIGHS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
SILO FILLERS

Gilson Mfg. Co., Guelph, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

SOCKET WRENCHES
R. F. Sedgley, Inc., Philadelphia, Pa.

SPREADERS, MANURE
Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
International Harvester Co., of Can.

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.
Gilson Mfg. Co., Guelph, Ont.

SPARK PLUGS
Machine & Stamping Co., Toronto.
Champion Spark Plug Co., Windsor, O.
Apollo Plug Mfg. Co., Birmingham, Eng.
Fyrac Mfg. Co., Rochfort, 111.

Lions Ignition Co., New York.
SPARK PLUG CLEANERS
Champion Spark Plug Co., Windsor, O.

TELEPHONE APPARATUS
Northern Electric Co., Ltd., Montreal.

TRACTORS
R. A. Lister Co. (Canada), Ltd., Toronto
Can. Allis-Chalmers, Ltd., Toronto.
Chase Tractors Corp., Ltd., Toronto.
Essex Tractor Co., Essex, Ont,
Fiat, 501 Fifth Ave., New York.
Gilson Mfg. Co., Guelph, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
J. I. Case Threshing Machine Co., Inc.,

Racine, Wis.
Massey-Harris Co., Toronto.
Monarch Tractors Ltd., Brantford, Ont.
The Gray Tractor Co. of Canada, Ltd.,

Winnipeg.
Renfrew Mchy. Co., Renfrew, Ont.
The Turner Mfg. Co., Port Washing-

ton, Wis.
TRACTOR PLOWS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
Massev-Harris Co., Toronto.

THRESHERS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
J. I. Case Threshing Machine Co., Inc.,

Racine, Wis.
R. A. Lister Co. (Canada), Ltd., Toronto
Gilson Mfg. Co., Guelph, Ont.

THREAD CUTTING TAPS
Butterfield & Co., Int^, Rock Island, Q.

TWIST DRILLS
Butterfield & Co., Inc., Rock Island, Q.

TRUCKS
Beaver Truck Builders, Ltd., Hamilton
Eastern Canada Motor Truck Co., Ltd.,

Hull, P.Q.
International Harvester Co., of Can..

Ltd., Hamilton, Ont.
WHEELBARROWS

Cockshutt Plow Co., Brantford, Ont.

Massey-Harris Co., Toronto.
WAGONS

Cockshutt Plow Co., Brantford, Ont.

International Harvester Co., of Can.
Ltd., Hamilton, Ont.

Massey-Harris Co., Toronto.
WATER BOWLS

Beatty Bros.. Ltd., Fergus, Ont.

WATER SYSTEMS
Westco Pump Limited, Toronto.

WEEDERS
Cockshutt Plow Co., Brantford, Ont.

WIRES AND CABLES
Northern Electric Co., Ltd., Montreal.
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Tools that Retain their
after Long Usage

Here are tools that reduce

repair expense to a mini-

mum. They stay on the

job keen-cutting and ac-

curate every day of their

long life.

Botierflcid
Drills

Reamers
and MILLING CUTTERS

See that the name "Butterfield" is on the tools you buy. It is your guarantee
of hig-hest quahty. Send for our catalogue.

BUTTERFIELD & CO., ROCK ISLAND, P.Q.
TORONTO OFFICE: 220 King St. W.
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Lubricants
IMPERIAL POLARINE AND

IMPERIAL POLARINE HEAVY
For all gasoline-burning engines—auto-
mobiles, tractors and trucks.

IMPERIAL POLARINE A
For all motors requiring an unusually
heavy oil.

IMPERIAL POLARINE KEROSENE
TRACTOR OIL AND

IMPERIAL POLARINE KEROSENE
TRACTOR OIL EXTRA HEAVY

For kerosene-burning stationary engines
and tractors.

IMPERIAL PRAIRIE
HARVESTER OIL

A heavy-bodied oil for open bearings of
threshers, binders and separators.

IMPERIAL ELDORADO
' CASTOR MACHINE OIL

A thick oil for worn and loose bearings.

IMPERIAL CAPITOL
CYTLINDER OIL

For steam cylinder lubrication—tractors
and stationary engines.

IMPERIAL STANDARD
GAS ENGINE OIL

For stationary and portable engines using
either kerosene or gasoline.

IMPERIAL THRESHER HARD OIL
For .grease cup lubrication of bearings.
A clean, solidified oil.

Imperial Farm Lubricants are for sale in

Vz, 1 and 4 gallon sealed cans, half-barrels
and barrels.

How Many Tractors

in Your District ?

Do you know the number of tractors in your
district? Do you know the number of auto-

mobiles, stationary engines, threshing outfits, farm
lighting plants and other types of machines which
need lubricating oils?

The farmers of Canada use vast quantities of lub-
ricating oils each year. They represent the biggest
percentage of the lubricating oil business.

For years we have specialized on producing oils

and greases suitable to their requirements. The
complete line of Imperial farm lubricants, shown to
the left, has been developed to get this business.

Imperial Farm Lubricants are advertised exten-
sively. They are well and favorably known to
farmers. You can get their business and hold it

if you stock all sizes and all grades and go after
the business.

IMPERIAL OIL LIMITED
Power ' Heat - Light - Lubrication

Branches in all Cities
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Beaver Trucks
"Built For Business"

Built in Canada s Largest

Exclusive Truck Factory

UNQUESTIONABLY

"CANADA'S LOWEST HAULING COST"

Some open territory still available—Catalogues and further
information furnished responsible dealers upon request.

Beaver Truck Builders, Limited
HAMILTON, ONTARIO
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SPARKING PLUGS
—are sure and satisfactory sellers!

You're on a good thing when you handle APOLLO PLUGS-—they repre-

sent the highest standard of BRITISH plug manufacture, are fully tested

to ensure maximum efficiency and are guaranteed to give complete satis-

faction.

With the APOLLO range of plugs you can promptly meet every plug

request—-there are models for every type of Car, Motor Truck and Tractor

engine—and e\ ery plug carries a GOOD PROFIT for YOU.

Super Mica Plug, is specially designed for high-
speed, high-compression engines. It is unaf-
fected by excessive heat and of exceptional
durability—a plug that gives a quick start and
adds power to the engine. Retails in the g% i

U.K. at D/"

Porcelain Plug is specially designed for the

FORD engine. It has Solid Brass body, Yz-m.
gas thread, is clean to handle, will not rust, fits

the special Ford spanner, is insulated with finest

porcelain and is detachable for cleaning. ^ #

Retails in the U.K. at O/ "

Get on to the APOLLO PLUG proposition and you'll do big business in selling plugs. We can give

prompt shipment of all models and supply you with posters, showcards and advertising literature.

Write us for trade terms and full particulars of our models.

APOLLO PLUG MFG. CO.

APOLLO
No. 1.

Super
Mica
Plug

Moseley Street Birmingham, England

Codes: A.B.C. 4th Western Union

Plugs for

APOLLO
Special

all engines

Overtime
Tractor
Plug

APOLLO
L.C.B.
Special
FORD
Plug
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APOLLO
No. 1.

Super
Mica
Plug

SPARKING PLUGS
—are sure and satisfactory sellers!
You're on a good thing when you handle APOLLO PLUGS—they represent the highest standard of
British plug manufacture, are fully tested to ensure maximum efficiency and are guaranteed to
give complete satisfaction.

With the APOLLO range of plugs you can promptly meet every plug request—there are models for
every type of Car, Motor Track and Tractor engine—and every plug carries a GOOD PROFIT for
YOU.
Super Mica Plug, is specially designed for high-

speed, high-compression engines. It is unaffected by
excessive heat and of exceptional durability—a plug
that gives a quick start and adds power to the £* t

engine. Retails in the U.K. at

Porcelain Plug is specially designed for the FORD
engine. It has Solid Brass body, 1/2-1"- &as thread,
is clean to handle, will not rust, fits the special Ford
spanner, is insulated with finest porcelain and
is detachable for cleaning. Retails in the
U.K. at 5/-

Get on to the APILLO PLUG proposition and you'll do big business in selling plugs. We can give prompt
shpiment of all models and supply you with posters, showcards and advertising literature. Write us for trade
terms and full particulars of our models.

APOLLO PLUG MFG. CO.
Moseley Street Birmingham, England

Codes: A.B.C. 4th Western Union

Plugs for

APOLLO
Special

all engines

Overtime
Tractor
Plug

APOLLO
L.C.B.
Special
FORD
Plug
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THE
WEDGE

CROSS SECTION OF RING
1—^Section pressing outward and upward.
2—Spring section of ring.

3—Lower outward and downward section

ILLUSTRATING THE WEDGE PRINCIPLE
The wedge principle employed in the making of
WedgeBite Piston Rings is shown in the accompany-
ing drawing. Its superiority, measured by its ability
to expand in WIDTH as well as in diameter, means
utmost satisfaction. The repairman who uses Wedge-
Rite Rings is one who can be trusted. By us.ing Sie
Best Piston Ring he shows a real desire to give a
better repair service.

The Secret

of its Permanence is

in the Wedge
Many piston rings hermetically seal the combustion
chamber—for a few days, a few weeks, or a few
months. WedgeRite Piston Rings seal permanently.
Of course there is a final limit to the efficient per-
formance of any product, but WedgeRites are dis-

tinctly in a class of their own by lasting longer than
any other rings made.

This is due to the application of the wedge principle,
which automatically takes up wear and preserves an
even pressure on all sides of the cylinder wall.

Order through your favourite Jobber

Wedj^eTgteT w PISTON JH^m rr'rin

C • o Q pa >Q< rsi >^ ' )

LIMITED

92 Notre Dame St. E., Montreal
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LIKE BRINGING OLD FRIENDS
TOGETHER

The Lister Line is Famous for Reliability

'pHE name Lister is so familiar to the farmers of Canada as a synonym of
-1 the well-known British quality and dependability that your customer is
halt-sold before you talk to him.

MELOTTE Cream Separator

The separator with
the self-balancing
bowl, the only ball-

bearing bowl on
the market. This
is the original
Melotte, sold in

Canada only by R.
A. Lister Co. (Can-
ada) Limited—the
machine that is

world famous for
close skimming,
easy running and
easy cleaning.

ROUSING
SELLERS
WHEREVER
SHOWN
THE NAME

IS A GUARANTEE
OF QUALITY

Lister PREMIER Cream
Separator

Avery Tractor
Permits you to offer farmers the
advantage of a size suited to his
exact requirements—"a size for
every farm"—saves waste due to
over-size tractor on the farm a
big selling advantage.

LISTER
ENGINE

2, 3, 5,

7 and 9

Horse Power

A simple, easy-to-

run, easy-to-clean,

c 1 o s e-skimming
machine abounding
with convincing
selling features

—

one of the famous
machines that has
built up the Lister

reputation for de-

ability.

Standard hopper cool-

ed, throttle governed,

automatic lubrication,

high tension magneto;
true British Quality

throughout.

The Lister Milker
Won its reputation by giving practical re-
sults wherever used. Lister quality means
long service. A system of regular inspection
mamtained by the Company. One of the
greatest sellers in the farm machinery
business.

Lister Grinders
Will grind as fine and do more
work than any other. Great cap-

acity, easy running, never clogs.

Handles all feeds with equal suc-

cess.

Lister

Silo

A perman-
ent, strong-

ly built silo

made of
choice, well-

season-
ed lumber
special-
ly treated

>vith preser-

vative. Well
designed.

Write now for full particulars and attractive agency proposition

R. A. Lister & Company (Canada) Limited
58-60 Stewart St., Toronto Also at Wall St., Winnipeg
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HYLO SYLO
GILSON dealers are making thousands of dollars selling HYLO SYLOS

WHY NOT YOU?
There's big money in the game!-We want you. to get in on it! You ve heard of

the HYLO-SYLO! You know that it represents the highest achievement in silo

construction.

THE HYLO-SYLO puts

the Gilson Dealer in the

strongest position of any silo

agent.

The HYLO-SYLO price

is as low as the lowest—and

its value is as high as the

highest.

It is made of either the well-

known Long Leaf Yellow

Pine or of Hardy Northern

Grown Canadian lumber.

The latter is treated in special

preservatives. Both are ex-

actly the same in construction.

With this combination you

can lock the door on your

competitors.

Do It Now!
You can double your profits

—

we will show you how!

Write to-day.

You'll hear from
us by return mail.

Our 1920 contract provides

for bigger commissions than

any other line you are hand-

ling. We have the goods

—

you have the connection

—

we will make it worth your

while to push our silos harder

than any other goods you sell.

Frankly now, doesn't it look

good? You can't afford to

et this money-making propo-

sition go!

Don't put it off! Write us

now for the agents' proposi-

tion.

Tear off, fill in and return the

corner of this page. If you
don't someone else will ! !

It Means Dollars to You!

No Silo is complete without the
wonderful Gilson Silo Filler.

It has the largest sale of any
under the British flag.

BIG PROFITS-
EASY SELLERS

Something worth adding to

your lines.

% % %

GILSON MFG. CO.
LIMITED

Factory and Head Office, Dept. D
GUELPH, ONT. ^

Branch and Warehouse
355 Elgin Ave.

WINNIPEG, MAN. The Wonderful Gilson

V
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^Air Sleeve Pull-Over for Startinci

Adjustable Jet

Air Sleeve

Subsidiary Venturi

Level Adjuster

Main Air Intake

Throttle Control Lever

Submerged Jet

Drain Pluq

Float Chamber Position Adjustable

Fuel Inlet.

Water and Dirt Trap

Less Fuel

—

More Power

COX "ATMOS''
Carburetor

The Cox **Atmos" Carburetor
introduces a new principle of car-

buretion. Its main features are
Simplicity and Economy.

It has but one moving part, the
throttle—one jet, externally adjust-
able, and no spring controlled valves:

Its simplicity makes it easily
adjustable and eliminates trouble
from uneven mixtures.

WRITE FOR OUR DEALER PROPOSITION

Sole Agents for Canada

VAN DER LINDE RUBBER COMPANY
LIMITED

14-2 WESTON ROAD
TORONTO - CANADA

Montreal Office, 854 St. Catherine W,

May 2 7th. 1920.

British & Foreign Agencies
LIMITED

17 St. John Street, Montreal, Quebec

British & Foreign Agencies Limited,
808, Lewis Building,

Montreal,

Dear Sirs:-

I feel that I must write you with regard to the
wonderfiil performance of the Cox "Atmos" Carburetor, which
y^u fitted to my Pord last January.

Last week I had occasion to make a business trip
to Quebec City and on my arrival there was more than sur-
prised to find that I had completed the trij) from here at oa
average of thirty-three miles to the gallon.

Dn my return trip I took special care to note
the mileage and found on my arrival in Montreal that I had
done the 197 miles on five and a h61f gallons of -gasoline.
I might mention that I used the cheaper grade of gas.

With reference to the above, needless to say I am
more than satisfied with ipy purchase of the carburettor.

Yours very truly,

fSgd) Ernest E. Cherry

•Montreal Manager,
J&n der linde Rubber Company.

'Nuff Sed!
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DEALERS-
Get behind the JOHN DEERE-DAIN LOADER this Spring. Due

to its reputation for QuaHty and Satisfactory

Service. They are easy to sell.

SHOW THE FARMER HOW HE^CAN
save money and labor

by using this Loader. Point out these special features to

him and the sale is made.

The John Deere-Dain Loader is a great labor-saver.

One man can handle it, thus saving the wages of another
man. It is the easiest running and most popular of the rake
bar type.

The rear wheels caster—there is no dragging around
corners. It is of light draft, roller bearings being used on
all main journals.

Its principal working parts are hammock mounted.
They swing freely without binding or strain.

Rakes are operated at the right speed to require the least

power. The strokes of the rake overlap and thus rake clean.

A very desirable feature.

Hay is gathered from the swath the full width of the
machine. The change to windrow work is instantly made.

The automatic, adjustable throat opening prevents
choking. Hay is delivered to the middle of the load. Ele-

vator adjusts automatically to light and heavy hay.

Coupling is made to high or low wagons without any
change.

It is strong, light and durable. It is the original rake
bar loader and built with the usual "John Deere" standard
of quality and careful workmanship.

If you are not already handling this Loader, write us
at once.

John Deere Implements are sold only by dealers
THE DEALER WHO SELLS JOHN DEERE IMPLEMENTS IS INDEPENDENT

John Deere Adver-
tising will be read

by almost every
farmer in Ontario

John Deere Advertising

appears in these papers

Canadian Countryman
Family Herald and Weekly

Star

Farm and Dairy

Farmers' Advocate

Ottawa Farm Journal

Canadian Farm
Farmers* Sun

Farmers* Magazine
Rural Canada

See that your prospects

receive the special book-
let "Better Hay—How
to Make and Market it"

If you haven't a supply

—

write us

John Deere Manufacturing Company, Limited, ontariio
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^^^'TSesteelis temperedfyanewprocess
giving greater tensile strength^^

EVERY part of a Spaulding unit, both chain and sprockets, is

tempered by a new heat treating process which makes
Spalding construction unequalled for strength and

durability.

A Spaulding roller when submitted to the vise test illustrated be-
low, will crush almost flat before it breaks, yet it has a hard, long
wearing surface.

In the cross section shown under the magnifying glass you will
see the case hardened outer wearing surface which graduates
into a soft, pliable centre. This temper is produced by the new
heat treatmg process and is the reason for the remarkable en-
durance of Spaulding rollers and bushings. It is an exclusive
Spaulding feature.

In the field and on the road, this surplus strength insures freedomfrom broken rollers and bushings, longer life to the drivingCham and eliminates loss of time due to broken chain andspro Keus.

Placed in a vise, a Spaulding
roller withstands an unusual
amount of pressure, bending
almost flat before it finally
cracks. This illustrates the
efficacy of the Spaulding
case hardening and heat
treating- processes.

SerenS'^^uMe'^^w'l^'"-?,"^^
is instructive and makes an invaluablereference guide. We will gladly send you a copy upon request.

SPAULDING CHAIN CORPORATION
Fenton J. Spaulding, President

Bloomfield, N.J.

auldinS
ROLLER CHAINV
Xs SPROCKETS

Spaulding roller after applying
the vise test. Bent almost flat,

but not broken

!
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40-Light

Plant

F.O.B.

TORONTO

The greatest selling pro-

position since the advent

of the automobile

Become a Fairbanks-Morse
Power & Light Plant Agent

Fairbanks-Morse Power and Light
Plants present wonderful sales pos-
sibilities in your district. Their de-
pendability, economy and simplicity
of operation are appreciated by
farmers everywhere who realize the
rnany advantages of electricity, run-
ning water and convenient labor-
saving power in the country.

Our Dominion - wide advertising

campaign has
interested thou-

sands of Can-
adian farmers
int e"F" Plant.

Fai rba n ks-
Morse quality

is so wellknown
that "F" Plants
are easily sold.

The low price, combined with Fair-

banks-Morse quaHty, is only possible
in a Canadian-built plant.

The same features of service and
super-quality that caused over a
quarter of a milHon farmers to buy
**Z" Type Engines, are embodied
in the **F" Plant. Our agents have
the whole-hearted support and co-
operation of our organization.

You are offered the opportunities
and possibilities that automobile
agents had years ago. Don't miss
this chance.

Send the coupon now to our near-

est branch and let us show you how
big this opportunity really is.

Made in Toronto, Canada, and guaranteed by

The Canadian Fairbanks-Morse
Co., Limited

Right now

is the best

time to

mail this

coupon

y

HALIFAX ST. JOHN QUEBEC MONTREAL OTTAWA TORONTO HAMILTON ST. CATHARINES
WINDSOR WINNIPEG REGINA SASKATOON CALGARY VICTORIA VANCOUVER /
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TheiTractor is the Great Need of the West
"Out where the handclasp'fi a little stronger,

Out where a sinile dwells a little longer—
That's where the West begins.

Where there's more of singing and less of sighing,

Where there's more of giving and less of buying,

And a man makes friends without half trying—
That's vjhere the West begins."

WE read of the days when the West was in-

habited by traders, ranchers, and the red
skin; we hear the yld timers talk about trek-

ing across the prairies in an early day in

an ox cart; we hear them tell how they
started in and broke up a few acres each
year until they had carved a farm out of

the wilderness, and in looking back we
marvel at the progress that has been
made. The three Western Prairie Prov-
inces now produce a large portion of the
world's food supply. We have only to look

at the statistics of our annual crop yields

to realize how important a part the West
plays in food production, yet when we
look ahead for an equal space of time
we can scarcely pictui-e what this broad
land will be like.

THE POSSIBILITIES HAVE ONLY
BEEN TOUCHED.
We have been farming extensively, it

is true, and have just reason to be proud ^
of our record of production, our growth gPi
and wealth, but mile after mile of fertile

^
land still lays in its' natural state. One
has but to travel from Winnipeg to the

edge of the Rockies to realize this fact. The never

ending stretch of country seems to create a feeling-

hard to describe—a feeling of pride, yet a feeling of

shame—pride in our past achievements; shame U:

think we are so slow in opening up our vast re-

sources. What we need is cultivation of our idle

lands, and better and more intensive cultivation of

Our lands already under the plow. How can this

best be done? There is but one answer, and that

answer is "The Tractor." It would take years to

breed stock enough to accomplish the same end, and
we would need thousands more of population.

I say again that the best solution of the problem
at present is the tractor. Why?
Our labor sixuation is none too good.

Men for farm work are hard to get, and
the majority of them work on the prin-

ciple of doing as little as they can for the

highest wage obtainable. I am reminded
of an old conundrum—"Who prays for

rain more than the farmer?" Answer

—

"The hired man." The tractor is helping
to solve the labor situation. It is keep-
ing the boys home on the farm by making
farming conditions better for them, thus
they are more content. ^
The present price of feed, both hay

and grain, makes horse power an ex-
pensive way to farm and the farmer here
in the West is reducing his operating
costs materially by using power. I do
not intend to convey the impression that
a.farmer should sell off all the horses he
possesses and farm only with tractors.
There is still use for the horse, but the

By W. A. PRUGH
number of horses can be greatly reduced and the

annual feed bill is much smaller as a consequence.

Power is needed in some cases especially. In dis-

tricts where the soil is extremely heavy it is almost

impossible to break the sod with horses. The writer

has seen six on a single fourteen inch plow. It is

good land, too. It raises fine crops, but it takes

"Power," and "Power" is what the tractor can de-

velop, and thus liU the needs ol the situation.

The tractor quickly converts prairie sod into an improved fann._

Better farming can be done with tractors. That
extra inch or two deeper in the ploughing often
makes a big difference in the yield. A good job of
summer-fallowing done at the right time brings a
return the next year.

pNDURANCE is another good factor in the
tractor's favoi-—the ability to deliver a, constant

steady stream of power to the draw bar, as strong
and as dependable at the last hour of the day as at
the first—counts for much in a season's work. No
slackening in speed as the day draws to a close. No
waiting at the ends for ;i chance to breathe. No

A Gray Tractor^ doing its bit.

switching at flies or shaking of head. Just a steady
pace and no call for rest. Our seasons are so short
that when the land is in fit condition to be worked,
much work must be done in a few days' time. Then
is when the tractor siiines. The ability to put in

overtime and "stay with the job" the few extra
hours each day. It can rightly be called "The Iron
Horse."

It is mighty handy too, to have a power plant
around the farm which can be used for belt work
when needed. Crushing feed for the stock; filling

the silo; sawing wood; and threshing in the fall.

Some of our farmers have been slow to realize the
assi.-tance they can get from a tractor.

They look upon them askance with doubt
ful glances, considering them as a burden
and an expense, and talk about having
money tied up in something from which
they get use only at seasonable periods.

Yet tiiey do not hesitate to buy expensive
high class motor cars. I have put it up
to many in this light—to consider it as
an investment, figuring a nominal in-

terest charge on the capital invested there-
in. Even interest at eight per cent, on
a thousand dollar tractor makes it's an-
nual cost small, and that much can be
saved or made in a day or two ofttimes.
A two thousand, twenty-five hundred, or
three thousand dollar tractor on the same
basis costs only one hundred and sixty,

two hundred, or two hundred and forty
per year to carry, in addition to the up-
keep and a moderate charge for deprecia-
tion. How easy it is to make that extra
hundred or two by having proper equip-

ment to do work on time and in season. A certain
man told me—"I not only made a good return on my
investment, but I could charge off my books the en-
tire cast of my tractor and still be money ahead. It
paid for itself the first sea;:on."

'JpHESE are great days. It is a privilege to be
part and parcel of the great movement to de-

velop our vast natural resources. The joy of ac-
complishing something and helping the world at
large - should appeal to each one of us. The great
West is calling. Thousands are answering. The
Door of Opportunity is open. We must keep pace

with the world's rapid stride. Men no
longer need start out with two bare hands
as did our forefathers. We ahve to as-
sist us the years of development in
modern machinery and engineering . We
have the power lift plow and the power
lift seed drill. We have the binder,
automatic stookers and the cheap loader.
We have the threshing machine with
self-feeder and blower,—and we have the
tractor—a power plant able to operate
all these successfully and economically.

Where the fields are broader and there's

work to do

For the faimer, the horse, and the tractor

too—
Wheye every ojie's happy when the day is

through—
That's xOhere the West begins.



Points on Conducting a Successful Garage
A Proper System of Cost Accounting, Stock 'Arrangement,

Appearance and Cleanliness Essential

F the modern garage man
would be successful he
must adopt modern and
up-to-date methods of

conducting his business.

There is every evidence
that the garage business

will, produce much more
money in the future than
it has ever done in the

past, and the man who
will make most and last

longest will be he who
runs his business in the

approved, up-to-date man-
ner-

Let me mention a few
of the essential points
which must receive the
closest attention.

Go across the street some day and take a look at

your place of business—see if it needs painting or
washing—and you will likely decide on giving it a
new suit of summer clothes. If the walls and win-
dows are dirty, lose no time in cleaning them. Do
not allow waste material of any kind to accumulate
in or around the front of your garage. Make your
place look inviting and restful.

A large number of garage men have omitted to put
up a sign of any kind. If you have a sign at pres-

ent, perhaps it needs dressing up and re-painting.

Perhaps you could arrange to have an illuminated

sign so that it could be lighted at night and seen

from a distance. You should try and have the word
"Garage" conspicuous—as well as your name—and
then live up to the word by giving genuine repair

service on cars, trucks, tires and storage batteries,

and carrying a stock of automobile accessories and
tires, or any other things any regular or passing

customer or car owner may happen to find he needs.

Try and use the windows to

display some of your stock of

auto accessories. Xi'Y and keep
your desk in the office and any
counters or shelves around the

place so that they give the im-

pression of neatness and order
and system. If you cannot
drive yourself to dress up the

window or show cases, you will

find many of the jobber's saleS'

men quite willing and capable of

dressing the window if you pro-

vide a few materials and help
him. He will appreciate the op
portunity of helping you.

npHE garage should be kept
clean from end to end. The

floor will require cleaning every
week, and more often if neces-
sary. The repairman or work-
man should even try and ar-

range to have their overalls

washed once or twice a week

—

particularly if they are getting
in and out your customers' cars.

There should be order in the re-

pair shop. Tools should be kept
in their places.

Every garage man should
have a system of costs and ac-

counting that will tell him where
he is making or losing money, so
that he can check his transac-
tions and increase in his profits

where possible. He should have
a stock system that prevents his

money being tied up in obsolete

stock and which will also prevent
his being without merchandise
for which his customers 'are

By CECIL DIXON
anxious to exchange their money. Every proprietor
should find out how much it costs to do everything,
and how much he must charge to make a profit. He
will refuse to sell goods on which he cannot make a
profit. He will never cut prices. He will never .give

away goods. Why give them away on the sale of a
new car? When a man buys a car he buys a car and
nothing else. Accessories are extras and certainly

should be paid for as such. It is just as easy when
you have got the backbone to get your price for the
accessories as it is to give them away.

Make your accessory business just as nearly cash
as it is possible for you to do. Business can be done
cheaper on a cash basis. The dealer can afford to
lose some business by insisting on cash. In the long
run he actually is ahead since the lost business usual-
ly will amount to less than the amount which will

be lost to bad accounts in doing a credit business.

It isn't the volume of business
you do so much as it is the
getting the pay for what you

Too much atten-

tion cannot be given

to the arrangement

of stockrooms in order

to facilitate storage,

display, fillirig orders

and sales. If upon

trial tha existing ar-

rangement does not

prove to be the most
advantageous and beneficial, changes should be

made, provided, of course, such changes do not in-

volve prohibitive expense. The man in charge of the

stock should be a man capable of estimating the

advantages of arrangement, and, if he is not, then

he should be replaced by someone who is.

'jpHE proprietor should devote most of his time to

the managing end of his business, instead of

working around in the shop and doing work for which
he can hire help. He should make it his business to

keep in personal touch with his customers and build

valuable good-will and profitable business. By so

doing he can see to it that
his business is liked by the
public, that his custom-
ers come back again,

and leave their money
with him.

You cannot succeed un-
less you become a real

merchant; and you
cannot. become a

genuine merchant un-
less you do some of the
things which have
made other merchants
in other lines success-

ful.

Some of the best

people in town may be coming into your place of

business. See to it that "my lady" does not have to

raise her skirt to escape the filth or hold her nose to

get away from bad odors or hold back from shaking
hands with the proprietor because he has just been
fixing something. How far would you get in a drug
store business if the proprietor wore the same kind
of clothes that some garagemen wear in their store

or shop? How far would you get in the hardware
business if your method of keeping books was the
same that many garagemen use in keeping their
business records? By all means occupy your right

position as a good man of business in your own town.

So that it

be liqhted

at ni^ht and seen

from a distance

i Is the Proprietor
) ^ here ?

Er-why yes, Madam

Right here

See to it that "my lady" does not have to hold back from shaking hands with the proprietor, because he
has just been "fixing" something.

Haynes Expands
A sixty per cent, stock divi-

dend—the largest in the his-

tory of the company-^and a
unanimous vote of approval for

the erection of an immense body
plant producing at least fifty

automobile bodies a day, is a
summary of the action taken re-

cently at the annual meeting of

the stockholders of The Haynes
Automobile Company. Twenty-
six stockholders, representing
22,700 shares of the 25,000
shares of Haynes stock, were
present. The meeting was an
enthusiastic one.

Work on the new body plant,

the plans for which have already
been completed, will start at
once. It will be 845 feet long,

75 feet wide, and two stories in

height. Fifty bodies a day will

be its output. The construction
of this new body factory will be
of the most modern steel and
concrete, and absolutely fire-

proof.

At the board of directors

meeting, C. H. Haynes,
brother of Elwood Haynes and
formerly head of the Haynes
factory branch at San Francisco,
California, was elected to the
board of directors to fill the
vacancy caused by the recent

death of Stephen Tudor. The
old staff of officers was re-elect-

ed for the following year with
Elwood Haynes as president and
C. C. Cartwright, vice-president.



The Various Aspects of Tractor Service
SERVICE is a subject which we hear discussed a

great deal these days. Not only are dealers
taking more interest in service than was the case

a few years ago, but customers are also paying more
attention to this rather intangible thing which they
expect to accompany any machine which they buy.
The automobile business has been largely respon-

sible for the education of the public in the meaning
and value of service, and now every intelligent man
when he buys an expensive and somewhat compli-
cated machine, such as the tractor, has learned to
give the service question due consideration.
Implement dealers are far from agreed as to the

amount and quality of the service to which their
customers are entitled. Some dealers take the atti-

tude that all they are in business for is to sell

machines, and that any service which they require
after once in the hands of the user should be paid
for. Other dealers go to the opposite extreme and
spend so much of their own time and that of their
employees in keeping machines in working order that
their profits are entirely wiped out and they actually
do business at a loss.

It is certain that the

optimum amount of ser-

vice lies somewhere be-

tween these two extremes.

It is a very short-sighted

dealer who takes the atti-

tude that he is not requir-

ed to give any service

whatever with the

machines which he sells.

He cannot hope to build

up a very profitable busi-

ness along this line, if, in-

deed, he can remain in

business at all by follow-
ing this policy.

An implement dealer
i.houId realize that he ha.>

a very distinct duty to

perform' in his commun-
ity, and that he is not
living up to his obliga-
tions if he does not per-
form it. His duty does
not consist merely of buy-
ing machines at one price
and selling them to the
farmer at a higher price
—the farmer could do his own ordering at less ex-
pense if this were the entire function an implement
dealer performed. It is. this class of dealer who is

largely responsible for the opinion held by many
farmers that the dealer is an unnecessary middle-
man who adds to the cost of eeiuipment without per-
forming any real service.

'J^HE dealer who is fulfiliing his real duty is one
one who is capable of selecting first-class lines

of machines which are suitable for the conditions in
his neighborhood and whose business experience
enables him to select from among the manufacturers
those concerns which are prepared to give the pro-
per kind of service. But this is by no means all he
should do. The dealer who hopes to build up a solid
business and one which will increase as years go by
must be well posted on the farming possibilities and
requirements in his community. He should foresee
the need of new machines to meet changing condi-
tions or to handle new crops which are being grown
in his neighborhood. He has better opportunities to
keep posted with regard to improvements and
additions to farm equipment—he should always be
ahead of the farmer in this respect. And after he
lias selected the best machines and placed them in
stock he must be prepared to keep these machines in
satisfactory operation on the farm. It is on this
service proposition that the dealer can best justify
his existence, and make it to the advantage of the
farmer to buy from him rather than from a mail-
order house or through co-operative organizations.

As already stated, this service should not be so
extensive or so expensive as to absorb all the profits
from his sales. His own business judgment should
tell him how much service he can afford to give on
the individual machines. It should also tell him what

By ARNOLD P. YERKES
class of service should be given without charge. Most
farmers have a sense of fairness and do not expect
a dealer to give them unlimited and unending service
without charge. It is true that some are unreason-
able on this point, and in handling these the dealer
must be governed by his own judgment as to the
amount to which they are justly entitled. The
amount of business which he receives from a cus-
tomer, the influence which the customer has on the
other farmers in the community, etc., must, of course,
receive consideration. It often pays to do something
for a good customer which it would be unwise to do
for some other customer whose business was not so
valuable. .

/^UITE a good many repairs and adjustments are^ made necessary through abuse or inefficient op-
eration at the hands of the operator. Ordinarily,
service caused by ignorance or carelessness of the

The Tractor Has Revolutionized Farming Methods

operator should be paid for, but this is not always
practicable or at any rate advisable. Careful instruc-
tion of the owner or operator at the time the tractor
is delivered will go a long way toward avoiding
troubles of this kind. Neither the manufacturer nor
dealer can eliminate this source of trouble without
co-operation on the part of the farmer. Several
manufacturers and quite a number of dealers have
gone to the trouble and expense of putting on schools
lor the instruction of tractor operators in order to
insure having the men receive proper instruction in
the care and operation of the machines, with a view
to reducing trouble calls from the causes mentioned.
These have undoubtedly helped considerably, but it
is impossible to reach all operators in this way.

The "ounce of prevention" works just as well in
preventing trouble with tractors as it does in any
other case, and there is no better way of avoiding
troubles due to carelessness or ignorance of the oper-
ator than by taking time to give full and careful
instruction at the time the machine is delivered.

It has been true in the past, and will doubtless be
true in the future, that new machines require the
greatest amount of attention and service after they
are in the field. A few years ago binders required
considerable service from experts to keep them oper-
ating satisfactorily, as a great many farmers were
unfamiliar with their care. To-day service on binders
is comparatively uncommon, as nearly every farmer
can make his own adjustments or repairs or has a
neighbor who can help him out. The tractor is still
comparatively new, and more or less service will be
needed on these machines for Some years to come,
but the amount will grow less as the number of
tractors in use increases and the farmers become
more familiar with their care.

No hard and fast rules can be laid down for the

best methods to follow in giving service on
tractors. Each dealer must meet his own conditions
and work out his own salvation along this line. It is
absolutely necessary, however, that the dealer be
thoroughly familiar with the care and operation of
the tractor which he handles, or else have some goodman in his employ who is competent in this direc-
tion. It is always best, however, for the dealer to
study the tractor until he is absolutely familiar with
Its every part and function, even though he main-
tains a first-class expert who is expected to do the
actual work of adjusting and repairing. Many deal-
ers who sell only a few tractors each year will, of
course, find it impractical to maintain such an exp'«rt
but as soon as the business reaches sufficient volume
to justify It, it if, certainly advisable to have a first-
class repair man and the necessary equipment for
handling all repairs for the machines which have
been sold. A great many dealers who maintain such
repair departments have been able to make them en-
tirely self-supporting through the repair work whicii
they do on other machines, and on repairs for their

own machines which have
been out several years
and for which free ser-
vice cannot be expected.

It is an obvious fact
that the implement busi-
ness is gradually drifting
into the hands of fewer
but larger dealers, the
small and inefficient dealer
dropping out while the ef-
ficient dealer is building
up his business. It has been
writer's observation that
most cases where a dealer
has built up a large im-
plement business, with
tractors as an important
line, it has been accom-
plished largely through a
high quality of service.
Farmers are like other
people—when they buy a
machine which gives them
satisfaction they tell

their neighbors and re-
commend

^ that they buy
the same make. The
dealer who keeps his trac-
tors in working order andmakes all his customers satisfied is receiving the

very best possible kind o^ advertising, and is bound
to increase his business as a result of such serviceAnd right here it may be well to point out that
the expense of keeping tractors in working order hasan advertising value which should not be overlooked
—It IS not entirely an expense for which no return
IS received.

However, the best of service will not make a success
of a poor tractor, and it is of the utmost importance
that the dealer secure the very best machine possible
Atter all, the kind of service which the farmer most
appreciates is that which he receives from the
machine itself. He would much prefer to have a
machine operate perfectly from the tin e it was
bought, without having to call on the dealer to make
adjustments or repairs, but next to this he appren-
ates prompt help when the machine breaks down or
needs adjusting. The better the tractor which is
handled, therefore, the less expense tliore will be for
service, and the more satisfied custcn.ers, with the
increase of business due to such satisfied users

V
Tractor Appliance Company

^HE Tractor Appliance Co., of New Holstein, Wis.,
has been incorporated and is preparing to in-

crease its sales campaign.
This company manufactures the Taco Governor

and Siphon Air Washer and has now taken over
the Quick-Stop and Calumet Tractor Hitches. The
company announces the following appointments: P.
L. Schneidler is appointed in charge of the Minnesota
territory with branch office at Minneapolis. J. L.
Suter has taken charge of the eastern Missouri and
southern Illinois territory. J. C. Keller has been
appointed sales representative in South Dakota with
headquarters at Aberdeen.
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The New Budget

WHEN Sir Henry Drayton launched his budget

a little over two weeks ago, Canada was in-

troduced to a more direct process of taxation

than it had ever experienced.

The levying of one per cent, tax, iti addition to

the excise and customs duties, on all sales of manu-

facturers, wholesalers and retailers is a new de-

parture. But the most outstanding feature of the

budget, says "The Financial Post," is the manner in

which the Government has conscripted manufacturers,

wholesalers and retailers as tax collectors. The

purchaser is to be furnished with a written invoice

of any sale stating separately the amount of the

tax when such tax is not included in the purchase

price. This tax must not be included in the manu-

facturer's or wholesaler's cost on which profit is cal-

culated. The tax is to be paid to the wholesaler or

manufacturer by the purchaser and in turn remitted

to the Government under a penalty provision not

exceeding $500.

The IV2 per cent, war tax on imported goods im-

posed in 191.5 and 1919 has been wiped out. In the

case of automobile imported from the U. S. the war

tax of 71/2 per cent, has been taken olT and the

tariff has been increased from 10 per cent, to 15

per cent. Under this new arrangement the imported

car is in a slightly better position than it was pre-

vious to the budget. With the 15 per cent, tax now

imposed on automobiles, plus 1 per cent, turnover

tax, the total excise tax is 16 per cent, as against

I7V2 per cent, previous to the budget. Thus the

imported car benefits by IVs per cent.

The Canadian manufacturer of automobiles is not

quite so well off. His protection has been reduced

and he is compelled to absorb in his car's selling

price, not only his own one per cent, and the 15

per cent, excise tax, but also the one per cent, charg-

ed against the various Canadian manufacturers mak-

ing parts used in his car.

All cars taken out of storehouse (a showroom or

garage is held to be a "storehouse" by the Depart-

ment of Inland Revenue) come under the new excise.

It is noteworthy that the measure refers to auto-

mobiles as "passenger" cars, thus conceding a point

which the trade has been contending for years,

namely, that the automobile should no longer be re-

ferred to as a "pleasure" car but as a utilitarian

necessity.

Altogether the automotive industry has fared

better in the new taxes than was expected prior to

the presentation of the budget.

It is too early to say what effect the excise will

have on the automobile and power farming industry.

In this connection M. T. I. communicated with a

number of the large manufacturers and distributors,

and in the next issue will be in a position to publish

their views.

livered. Fearful of antagonizing the farmer, this

dealer gave him the other two shares. We asked

our readers what they thought of the dealer's action

and what they would do under like circumstances.

The following letter from an Albertan dealer was
sent in to M.T.I., telling how he overcomes such a

difficulty:

"We simply overcame this trouble several years

ago by making a rule to take a signed receipt for

every complete machine or implement delivered from

our warehouse. We enclose one of these blanks,

which we have for every machine we handle. We
check the various parts onto the farmer's waggon

r

The Great Find.

with the purchaser or teamster, and, as a result,

have no such dispute." The blank follows:

Received from J. M. R. & Co., One New Deere

Sulky, as follows:

1 beam and bottom.

1 frame with seat, lever and axle.

1 land wheel, 98 and X119.

1 front wheel, 97x119.

1 rear wheel, 14100, G514 and G515.

1 pole.

1 neckyoke.

1 rolling coulter.

1 evener (state size).

Extra bottom (state mark).

Extra share (state mark).

What Would You Do?
TN the February issue of M.T.I, we published an

editorial under the above caption. It told of a

dealer who sold a power-lift sulky plow to a farmer,

and, as is usual in such sales, supplied the extra two

shares. The farmer came into his office a few days

later and asked for two shares, claiming that

they had not been included when the plow was de-

Make Your Service a Real Partner

to Sales

pOOR service negatives good salesmanship. And
* poor service does not mean merely poor workman-

ship in the repairshop. Good shop work without

intelligent management is not good service. Good

management implies selling of service. And selling

service, to be handled in the right way, must be a

separate operation from performing service—the

former is a salesman's job, the latter a technical

man's.

The automobile industry is rapidly approaching

the day when cars—and later on, no doubt, trucks

and tractors—will stand on a basis of general

equality in their separate classes, as products. The

dealer in one car will have equal opportunities for

patronage with the dealer in another of like type,

as far as the cars go. Who, then, will have the ad-

vantage? The dealer with the better service—and

this means not only better performed service, but

better sold service.

In a word, the selling of service must be recogniz-

ed as a department of every business. The big

dealer will have to train and equip a service sale?

force. The small dealer will have to develop a man
or men in his service department capable of meeting

people in a business way—men who will be service

salesmen part of the time and service operators the

rest of the time.

These service salesmen will have to develop ability

not only to meet customers, diagnose car troubles of

cars and discuss work to be done, but to pre-sell that

work, to inform the customer beforehand, with the

aid of a flat rate or some other estimating system,

what the work will cost and get the customer's au-

thorization to do that work. And behind the service

salesmen will have to be service operators able to

do the work, with profit to the dealer, within the

price fixed, and able, as well, when occasion requires,

to do quick, accurate work on rush jobs. And back

of all these there will be required a clerical depart-

ment equipped to handle promptly the "red tape"

—

and there should be no more of it than is necessary—
of putting jobs through, charging them, billing them

and getting payment on them.—Motor World.

More About Trucks

DON'T forget to read the truck article on page

eleven, by Donald R. Cowan. Mr. Cowan has de-

voted much of his time to an exhaustive study of

trucks in relation to the farm and farm economics.

The points he brings out in his article, especially the

one dealing with selling the farmer the community

truck, are of special significance.

There is no question about the farmer requiring

trucks but it is important that the dealer should be

able to determine what kind of truck is suitable for

the requirements of a particular farmer. The dealer

can only arrive at his conclusions after making a

careful study of conditions, farmers' needs, truck

capabilities, etc., etc. Hence the necessity of the

dealer having a thorough and dependable knowledge

of his truck. He must "know." Guessing and the

"hit or miss" method has long gone by the board in

power farming. The truck truly belongs to the

power farming class. Farmers are said to be the

greatest users of trucks; that being so the dealer in

power farming should be the greatest seller of

trucks.

There is a wonderful opportunity to-day for the

dealer who jumps into the truck business, but he

must be ready and able to appreciate transportation

requirements.

"Twe souls with but a sing-le thoorht,"

—Racy in Montreal "Star.'

A New Motor Fuel

1'THOUSANDS of gallons of benzol, a by-product of

coke, are now being used for motor fuel. While

being much more combustible than gasoline, benzol

has not as yet reached the highest stage of refine-

ment, and present results are best when it is mixed

in equal proportions with gasoline. Heat and cold

also have a totally different upon it than upon gaso-

line. Ford chemical laboratories, however, are doing

a great deal of experimenting and soon hope to be

able to refine it so it can be u s 3d alone and under all

conditions. Of course, its cbi.if effectiveness comes

from its high comhustive power which is between

twelve and fifteen per cent, greater than gasoline.



Are You Selling Trucks-or Transportation
Educate the Farmer to the Community Truck Idea

NOT long ago a salesman in a large depart-

mental store was endeavoring to sell a top

coat to a customer. When the customer had
heard almost every argument in its favor, he simply
stated that he required something which would be

serviceable. If it could not be obtained cheaply, he

was willing to pay a higher price. The salesman re-

plied, "If I sell you a coat which is not all I represent,

you will never be satisfied. You will tell your friends,

and neither you nor your friends will ever patronize

me again." He sold the top coat.

Exactly the same principle holds good in selling

motor trucks to farmers.

Selling Satisfaction

T "[SUALLY the farmer is either an enthusiast or a

^ "knocker." If his truck pleases him no person

will convince him that he could have made a better

purchase. He will tell his neighbors that he gets a

greater mileage per gallon of gasoline in operating

his truck than any other farmer in the community,
and that he can ship his fruit, milk, or other produce

to market more cheaply and in better

condition by truck than by railway ex-

press. He proudly relates that he has

spent "not more than $5 for repairs, all

season,—mostly for spark plugs and
tire punctures." Under his influence,

neighbours who are prospective truck

purchasers will acquire a strong bias in

favor of his make of truck.

The enthusiastic farmer is the truck

distributor's best agent and he works
without salary or commission.

But if the farmer is disappointed in

his truck, he will tell his neighbors.

Possibly he can blame only himself. As
a rule, however, he will not assume the

responsibility for his own failure. He
will say that the truck was poorly con-

structed; the roads were too bad in his

locality for successful truck operation,

or the salesman sold him an unsuitable
truck for his work.

The real reason for his disappoint-
ment may have been the lack of suffi-

cient business to make the truck economi-
cal.

Truck Must Justify Its Existence

npHE great majority of farmers do not

have a knowledge of book-keeping.

They make no systematic allowance for

fixed and maintenance charges against
any of their farm equipment. When the
farmer purchases a truck he under-
estimates the amount of those charges.
He thinks more of the cost of gasoline,

oil, and tires. He does not realize that
his truck will depreciate and that after
a time it will be necessary for him to
buy a new truck.

In the long run, the truck must justify
its existence or the individual farm by
earning not only cost of operation, but
also fixed . and maintenance charges.
These charges accumulate no matter
whether the truck is in use or not. Ii

they are to be met out of the earningT
of the truck, the truck must be steadily employed, ir

most cases, over a large part of the year.

• Fruit and vegetables can give a one-ton truck steady
employment, especially if they have hot-houses.
It enables them to market highly perishable products
more rapidly and in better condition than any other
conveyance. But the ordinary general farmer does
not have a large quantity of perishable products to
place on the market. Grain is non-perishable and
the general farmer can team it to market at any
time after harvest when the weather prevents him
trom doing other work on the farm. To try to sell
a truck to the individual general farmer is u-ially
a waste of time. While there are exceptions, the

By D. R. COWAN, M.A.
Investigator of Rural Motor Transportation for the

Ontario Department of Agriculture

odds are against the successful use of the truck, if

a sale is made to a general farmer.

Selling Transportation

T^HE salesman should realize first and last that he
is selling transportation.

Before he sets out to sell a truck in a rural com-
munity he should make sure that it will render a
service. It must be more economical than the ex-
isting transportation facilities.

A survey of the general farming community is of
paramount importance because the whole community
may be able to furnish sufTicient freight for a truck
service while the farmers individually might not be
able to own a truck on a paying basis at any time.
Under these circumstances the truck salesman may
have several alternatives.

THE LONG ARM OF THE FARMER.
Motor in Canada

Many farmers need a motor truck, although they
are unable to use it to capacity. In many cases, such
farmers have gradually begun to haul to market a
part or all of their neighbor's products. Occasional-
ly, this practice has led to the establishment of a
regular motor express route. These farmers have
been enabled to purchase trucks because of the fact
that the total volume of farm produce moving to
market has made it economical to use the motor
trucks. The farmer who is hauling farm produce for
his neighbors is performing a useful function. The
farmer-operator can usually offer transportation
service at reasonable rates.

The truck salesman should investigate the pos-
sibilities for a trucking business in the . rural com-
munity in order to be able to convince the farmer

needing a motor truck for part-time service that he
may use a motor truck economically if he is an
enterprising business man.

The Community Truck

ANOTHER opportunity for the truck salesman
may be found in collective ownership. There are

hundreds of rural co-operative associations which ex-
ist for the purpose of marketing farm products and
buying farm supplies more economically than
through the ordinary middlemen. So far, however,
only a few associations have attempted to reduce the
cost of transportation. Since most of their produce
is moved only a short distance to market, shipping
point, or central market, and the truck is usually
more economical for short hauls than the railway,
many co-operative clubs would accomplish a great
saving by owning and using a truck. Some clubs
already exist for no other purpose than to reduce
transportation and handling costs by using a direct
motor service to market.

Near Unionville, in the Province of Ontario, there
exists a co-operative association of
fifteen farmers. Each farmer contri-
buted an equal amount of capital to buy
a motor truck. This truck is now used
in hauling milk for a distance of about
twenty-five miles from the farmers'
gates direct to the receiving rooms of
several dairies in Toronto. As compar-
ed with the railway express
service, the truck makes it

possible to market the milk in less time,
with less danger of souring, and at a
lower cost owing to the elimination of
terminal handling. The saving accom-
plished by shipping the milk by truck in-
stead of bV train was sufficient to pay
all operating costs, and to wipe out the
investment in the first nine months of
operation.

It is seldom that a co-operatively-owned
truck can be used successively in hauling
farm products only. Usually the nearest
approach to it may Be made in the milk-
producing districts; but, in order to reach
its maximum eflficiency, even a dairy
route must have return loads of supple-^ . mentary freight, such as groceries, dry
goods, and hardware for the members of
the association, other farmers, and
country merchants. It is important that
such return freight should be obtained
because it will usually bear a much high-
er rate than farm products and will fre-
quently furnish the greater portion of
the revenue.

Study Transportation Needs

jy/JANY farmers' associations or clubs
would be ready to buy a truck if

they were shown that it would be a
profitable investment. When canvassing
a rural community with this object in
view the truck salesman should take into
consideration the present transportation
lacilities, the condition of the roads, the
amount of farm products moving to
market in a steady stream, the amount of
return freight obtainable, the average

business ability of the farmers, and, to some extent,
the social or co-operative spirit of the community.
THE MOTOR TRUCK AS A COMMUNITY IN-

STITUTION WILL BE INCREASINGLY IM-
PORTANT.

A MONG the passengers sailing on the White Star^ Line S.S. "Megantic" from Montreal, May 29th,
was Mr. F. B. Caswell, who is enroute to Paris to
attend the International Chamber of Commerce
meeting, which opens June 20th.

He is General Sales Manager of the Champion
Spark Plug Company of Toledo, and Vice-President
and General Manager of the Champion Spark Plug
Co. of Canada, I,imited, of Windsor, Ont.



Rosenheim and the Equus
Caballus

Pinched (With Permission) From "Timken Magazine." Sketches by CLYDE E. DARK

"M:
'EYEE, do you think the Equus Caballus
has goc a chance to be a profitable propersi-

-tion in this country?" asked Max Rosen-
heim, proprietor of the Scotch Woollen Mills Empori-
um, high-grade men's and boys' clothing, of his

friend,' Meyer Goldman.
"Max, alius are you giving me them trick ques-

tions, which you know I ain't got any anser for.

What you ask just now, which already I forget me
the name, may be a new fillum in twelve pai'ts, or a

disease, and if you want to go ahead and explain, it

is all right with me."

"Meyer, the dickshunary is a thick book like your
head from one side to the other, and it ain't to be

expected that right off you can tell what ewer one
of the words mean, so I ain't laffin at your ignorance

of somethin' I didn't know myself till the other day.

Equus Caballus is a horse."

"A horse it is. Well, I ain't surprised. Such
names they have it is a wonder they can remember
them at all. I heard Abe Figelbaum the other day
talkin' about the entries at New Orleans and he calls

them Slippery Elm, Skeerface, Hesabear, Hubbub,
and all I want to say if you are takin' any of his

tips and bettin' on the races you have my symperthy."

"No, Meyer, nothing would I have to do with a

crook like Abe Figelbaum, especially after the trick

he done at Herman Feldman's party, where he breaks
a pat hand and spoils my draw in just a friendly

game, where it was arranged I should get four nines.

Equus Caballus ain't a horse, Meyer, but all horses

—it's a family name, you understand, like Goldman
or Rosenheim."

"But, what's the idee. Max? You ain't got a horse,

and I can't see why you should be interested."

"Well, Meyer, it is this way: Mose Morgenheim,
who counts himself a relative of mine because his

brother's divorced wife married a second cousin of

Rachel's, he comes to me and he wants to borrow
some money. He is in the harness business, and,

when I tells him that what with the way ottermobiles

and trucks are commin' into such general use I don't

figger that the harness trade is going to boom, right

away he has his anser ready, and it is that a cor-

poration what is called the Horse Publicity Associa-

tion is going to spend a million dollars in the next
two years to prove that the horse is more economical,

safer and better than motor cars or trucks, and,

when I tell him that it will take more than a million

dollars to prove somethin' th^t ain't so, he invites

me to attend a convention what has been called. I

go with him because I been workin' pretty hard and
feel that I need to see a good comedy to cheer me up.

"From all over the country comes men what are

engaged in the hay and grain business, buggy manu-
facturers, harness makers, horseshoers, whip makers,
robe makers, saddle makers and other industries

dependent upon the noble animal, Equus Caballus,
which was what a high-brow professor called the
horse at the convention. Everybody cheered when

the head of a veterinary college got up and said he
had never owned an ottermobile, and, 'God granting,
he never would,' but lookin' the crowd over I would
have bet money that pracktically evverbody who
cheered found an inner tube or a spark plug hangin'
on their Christmas tree. Meyer, I have heard otter-

mobiles get some hard knocks from fellers what had
tire trouble, but never have I heard such unanymous
condemnation as what them guys handed out to

Ford, Cadillac, and the feller what did so much to

help win the war. General Motors. It seemed to be
the opinion that the horse had a mean trick played
on him when a human being invented something that
could go faster, farther, ' and work harder without
restin.'

"The biggest point claimed v.^as that lots of people
every year are killed by ottermobiles, while deaths
from horse accidents are gettin' fewer and fewer.
Every speaker on the program mentioned this. Of
course I was only mildly interested, and it seemed
to me that it might be true, but, due to the fact that
you see a hoi-se on the street only now and then, while
ottermobiles and trucks are always in sight. I kept
still, of course, but I wanted to get right up and say

that I never knew of a ottermobile deliberately killin'

anybody. That it didn't kick, bite or run away of
itself, and that pracktically every ottermobile acci-
dent to either pedestrian or driver is due not to the
machine, but to carelessness. You can leave a
machine standin' anywhere that parkin' is permitted
and it won't get hungry, paw up the earth or kick an
innocent bystander, and you'll find it there when you
get back, providin' you got a good lock.

"And, Meyer, the sentimental stuff what they
handed out, with a little girl recitin' the 'Ride of Paul
Revere,' and me thinkin' all the time that Paul rode
a horse because that was the quickest way of goin'
in those days and that if he'd had a six-cylinder car
he could have roused more people and carried the
news further. I ain't denyin' that the horse has
played an important part in civilization, but so
did the sailing ship and the spinning wheel. And,
when one speaker wept over the horse's affection for
man, I got out my handkerchief, too, so I could cover
my face to hide my grin. Meyer, you can raise a
horse from a colt up and treat him like one of th-
family, feedin' him sugar and pettin' him like a child,
but, if you go out for a hotrseback ride and a highway
man comes along and knocks you over the head, what
does the friend of the family do? Where the yellowest
kind of a mongrel dog would bite the thief in the leg
and hang on till pried off, this here noble animal, the
horse, just stands still till the robber climbs in the
saddle, and then he gallops away like you was a
perfeck stranger to him. A horse ain't got any affec-
tion, mighty little real sense, and no loyalty at all.

So this here sentimental appeal don't make much
impression on me.
"One of the resolutions read like this: 'To save

from neglect and extinction the noble animal which
has been man's truest and most useful friend, and
which is to-day one of the nation's greatest producers
of wealth.' The way I look at it, Meyer, if a man
really believes that a horse is his best friend, I ain't

got any objections to his buyin' one and keepin' it in

his backyard for the children to play with, but, if the
horse 'is to-day one of the greatest producers of

wealth, there ain't no need of callin' conventions to

prevent its extinction. It takes four years to breed,

raise and train a horse, and after that he can work
eight or nine hours a day, travel ten miles an hour
for not more than two hours without rest, and last

just a few years before old age or hard work kills

him. To feed him takes the crop of five acres of

ground every year, he is subject to every human dis-

ease and a lot more, carries germs, and his stable

is the breeding place of the greatest enemy of the
race, the house fly. On the other hand one big otter-

mobile factory turns out 3,000 cars every day, and
three hundred truck and motor car factories in the
United States can produ'-e more potential horse-
pcv.er in one hour than all the horo.-* born since

Columbus discovered America could deliver.

"And, Meyer, I done a little investigation about
members of the convention and I found that the hay
and grain dealers all had motor trucks and that the
rest of them also had ottermobiles for family use, and
delivery cars where the business was big enough.
And I figgered that them fellers was strong for the
horse, because other people usin' him and buyin*
their goods made it possible for them to give their
families a new model each year.

"We're going to need horses on the farms and
other places for a good many years, Meyer, but this

here million-dollar properganda ain't going to help
nobody but the printers. Just as soon as the farmer
gets money enough ahead you bet he quick buys him
an ottermobile, and when he takes in more land hfe

ain't going to depend upon teams when he can do
more work at less cost with" a tractor."

"Then I take it, Max, that you didn't mebbe loan
Mose the money."

"No, Meyer, I did not. Mose' he gets huffy and
he doesn't speak to me any more. I might have
loaned him what he wanted, because I guess his

business is all right, but he got mad at me, so I

didn't insist."

"What was the trouble over. Max?"
"Well, I just make a little joke and he ain't got

any sense of humor. The society was wantin' sug-
gestions for some kind of a trademark or symbol to

put on their advertisin' matter and Mose he hunches
me in the side and whispers: 'Max, you're a busi-

ness man, what would you suggest?' Well, I wants to
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be obligin' so I makes a suggestion and hurts Mose's
feelin's."

"What did you suggest, Meyer? Alexander the
Great on his- horse what he called Buseffalus?"
"No, I told him I thought a good idea to use would

be a horse chestnut."

"Well, Max, you sure ain't very enthoosiastic about
the horse, are you, but he helped to win the war.
didn't he? Look at all the horses what the United
States shipped to Europe."

"Yes, Meyer, when this here war come on the
fellers what was runnin' it for us had the same old
idee of the horse's usefulness, so they buy up all the
old plugs along with good horses so there would be
a mount for every ofFercer. But, Meyer, the old
way of fightin' battles is now obserleet. You know
it used to be the General would be mounted on his
white charger, v/hich was selected because it maae
a good mark for the enemy sharpshooter, and he
would wave his .sword and holler for his men to come
on, and they would dash forward, usually with fatal
results for the General. Why, do you know, Meyer,
that in the Civil War, at the battle of Lookout Moun-
tain, there was more brigadier-generals killed in five

hours than lost their lives in the three months' battle
at Verdun. The modern general he don't make him-
self conspickyeus on a white horse. He sits in a
bomb-proof hut nine miles back of the lines and has
a map stuck full of red tacks, which he contemplates
while smokin' Y.M.C.A. cigaroots. 'We will at once
attack this trench,' he says, but he don't tell his
orderly to put the saddle on Old Faithful. He just
reeches for the telerphone and gives his orders in a
clear voice. Then he puts on his slippers and reads
the evenin' paper till its time to go to bed.
"Them there horses what thej; shipped to Europe

was mighty useful, I'll admit, because meat was
scarce up there close to the battlefront and them
French fellers ain't got any prejudices about eatin'
horse flesh.

"But in the fightin' territory they was a plumb
failure, because there wasn't any general to ride
'em. It was the passenger cars, the trucks, and the
tanks what did the work. If a horse was gallopin'
toward the German lines, the enemy stood firm be-
cause here was nine days' rations comin' and they
would brave any danger to capcher the noble anermal
as near the whole as posserable, but, when the tanks

come a crawlin' forward, they run for cover.
"If we ewer have another war I don't believe

horses will be in such demand as in the past. The
Generals ain't going to take unnecessary risks when
they can telerfone, and the gasoline engine is stronger
and more reliarble."

"Say, Max, you own a farm, and don't you use
on it horses with which to harvest your crops?"

"I do not, Meyer, at least any more, for, believe
me, a good healthy horse with a normal appetite
could, in one winter, eat up all the proffit I make
from the farm. I buy me some horses at different
times when I get me that farm, and, Meyer, no man
what is ignerent should ewer buy a horse or be-
leeve what the other feller tells him about the aner-
mal. Such a bunch of liars they invarrybly are.
I have bought balky horses, blind horses, spavined
horses, and horses which died overnight. One kicks
me, an' another one steps on my foot so I have to
wear crutches for a month.
"Some people mebbe can farm with horses at a

proffit, but for me the experriment is alius a loss.
I think I make a trip to Kansas City look over
them trackters and mebbe buy me one."

Railroads Vital to Implement InduSIm^
¥^ TIRING the nnst winl^,- T „ ^ax„. „ HI*/DURING the past winter I have seen office men

of mediocre physique spend night after night
in various railroad .switching yards out in the

snow and rain to make sure that their shipments
were moved. I have seen these same men roll up
their sleeves alongside freight handlers and help
transfer stuff from one car to another. I have seen
farm tractors do switching work day after day
switching that technically was the duty of the rail-
roads. I have known manufacturers to send men
across several states to get a trunk or a suit case,
full of parts to be used for completing machines-
machines that were often sold at a loss.

One Michigan manufacturer, within the next few
weeks, will begin operating a fleet of trucks between
his factory and his sources of supply—in some in-
stances a distance of over 700 miles!

It is hard for the public to realize just how many
difficulties have beset the manufacturer in making
deliveries during the past two years. Never before
have so many different obstacles had to be overcome.

Although, on every hand we hear cries of greater
production, I believe that a thorough analysis would
convince anyone that it is more a question of trans-
portation, for even with disturbed labor conditions
the majority of- delays in manufacturing can be
traced directly, or indirectly, to delays in tran.sport-
ing material.

During the past three years transportation has
been the "neck of the bottle." No one has been free
from the effects. The manufacturer has been de-
layed in getting his material. He is dependent upon
the steel mills and the parts makers, and they in
turn are dependent upon the mines, and then, again,
the mines are dependent on other manufacturers for
mining equipment with which to operate.

TPHE farmer is dependent on many phases or the
manufacturing industry to supply his needs, and

absolutely everyone is directly dependent upon the
farmer.

Thus we get an endless circle of dependencies, and,
analysing the situation from its various angles, the
wonder is that things are moving along as smoothly
as they are.

Since 1915 the volume of freight handled in this
country has increased 45 per cent. During the same
period the increase in number of freight cars
amounts to only 2 per cent.!

This deficiency in freight car equipment is seen
reflected in express service: when a shipper realizes
the congested freight condition, he routes more and
more of his goods by express. As a result of this
condition, express shipments have increased more
rapidly than ever before. Few express cars have
been built during the past three years. To-day it is

quite the practice to ship Commodities by express
that, under normal conditions, would have always
g-one by freight. This has been a substantial factor
in increasing prices.

The railroads are the arteries through which the
very life-blood of the nation flows. These arteries

By E. H. McCarthy
Traffic Manager, Hyatt Roller Bearing Co.

are hardened, they no longer expand, the blood pres-
sure is high. Goods can not be freely transported
from one section of the country to another, and, as
a result of this, our whole industrial system is out
of joint.

nPHE only way to compensate for the deficiency is

to speed the flow of products through the avail-
able channels. It is up to the traffic men—both with
the railroads and with private corporations, to ac-
complish this. It is their duty to judiciously appor-
tion material and transportation equipment—to pro-
tect both buyer and seller, to use every piece of equip-
ment to the greatest possible advantage, to safeguard
the public interests—always observing the basic
economic rule, "the greatest good to the greatest
number."

It is a "man's size job." It is an unending job.
Conditions are serious—if we give up to them they
will immediately become disastrous!
More work, more thought and less talk are needed.

High-brow legislation will not change the economic
condition. The problem is practical, rather than
political. We have no time to spend in proving who
is to blame. It's a question of making the best of
things by putting forth constructive effort and real
"sweat."

Traffic men cannot remedy the situation single
handed. Others must do their share. The dealer in
farm machinery should have a clearer understanding
of the problems that confront the manufacturer, and

the farmer should appreciate the dealer's efl'orts to
supply his needs. The public, as a whole, should
maintain a liberal-minded attitude towards the rail-
roads.

'TRANSPORTATION is the neck of the bottle.

Immediate individual profit is quite incidental.
The big problem is to keep the wheels of industry
turning. It is up to everyone to face the situation
and consider things fairly. The problem affects
everyone directly or indirectly. It's up to everyone
to do his part toward alleviating the conditions.

Equipment should not be delayed. The fact that
a man is willing or able to pay a high demurrage
charge does not entitle him to hold up a freight car.
Such a man is not only subjecting some other shipper
to hardship, but he is placing himself in a position
where the railroads will not be inclined to give him
preferred service the next time he needs a car. To
needlessly detain equipment is a crime against the
economic welfare of the nation. The man who is

guilty of it is an enemy of society.

Cars should be loaded to a maximum capacity,
which, generally speaking, is 10 per cent, above the
rated capacity. In other words, a car marked 60,000
pounds should be loaded to 66,000 pounds.

Consignees should promptly take up L.C.L. ship-
ments in order to avoid freight house congestions.
Buyers of all kinds should anticipate their require-

ments as far ahead as possible.

Idle talk will accomplish nothing. Intelligent co-
operation and hard work will save the day.

r

Give David the Rock and He Will Make Goliath's Head Rin^.—^Ireland in the Columibus "Dispatch."

Canadian Spark Plugs for England
'pHE Champion Spark Plug Co. of Canada, Limited,

whose new plant at Windsor, Ont., was opened
some months ago, has just made its initial shipment
of Canadian spark plugs to England. This shipment
establishes a precedent in the automobile accessory
industry in the fact that a Canadian manufacturer
is shipping into a field which formerly supplied this
country, rather than looking to Canada for its sup-
plies. Such a shipment is but one more step towards
the readjustment of the balance of trade which has
been so badly distorted during the past year or so.

The Champion Spark Plug Co.'s Windsor plant is

the largest in Canada devoted exclusively to the
manufacture of spark plugs. Its production capacity
is approximately 35,000 spark plugs a day.
Thousands of spark plugs were shipped last year

by this company to Great Britain, Australia, India,
Japan, France, Italy, Spain, Belgium, Mexico, etc.,

etc. It is the intention of the Champion Spark Plug
Co. of Canada, Limited, to handle all this company's
export business with the British Isles and other
British possessions. At the present time, there are
in Canada and United States over 300 manufacturers
of motor cars, motor tractors, motorcycles, aeroplanes,
marine and stationary engines, who make Champion
Plugs a part of their equipment.



This article on bat-

teries, by Arthur M.

Glover, is the second to

appear in M. T. I. on

this important subject.

Mr. Glover, who i>~

head of the service de-

partment of Nash
Motor Sales, Toronto,

Ontario, is an expert

in all branches of re-

pair work. These bat-

tery articles are in a

series of four, dealing

with every phase of

the subject.

The first article dealt

with general details of

a battery while in the

present one battery

testing is explained.

The other two ar-

ticles will deal with

charging, assembling

and general repairs.

WHEN a battery comes into you and the owner
claims it is down, the first operation is to

test the acid by means of a hydrometer. This
is an instrument consisting of a rubber bulb on the
end of a glass tube, which, when compressed, and
the end of the glass tube inserted in the vent holes

of the battery below the level of the liquid, will,

when released, suck up a quantity of the liquid out

of the battery. Inside the large glass tube is a
smaller one resembling somewhat a thermometer,
marked off with figures from 1,100 to 1,350, or there-

abouts. In addition to these figures it is marked
"empty," "half full," and "full."

As the liquid is drawn into the large tube by means
of the rubber bulb, the small inner glass tube will

be seen to float in it, and the depth it floats de-

termines, to a great extent, the condition of the bat-

tery. The place to take the reading is at the time
where the liquid strikes the small tube, when it is

floating freely. If the battery

is fully charged the small

tube will float high in the

liquids, and if it is almost
V down, it will hardly float at

all; indeed, in a very bad
case it will not float at all.

A fully charged battery

should read 1,280 to 1,300,

and a battery unfit for ser-

vice will read 1,100 or so.

When it reads as low as this

it should on no account be

put to work before receiving

a charge from an outside

source and brought up to the

normal again. A reading

should never be taken im
mediately after distilled

water has been added to a

battery. The distilled water
being lighter than the acid

already in the cells will re-

main on top for some time,

thus preventing a true read-
ing being taken as to the

condition of the battery.

After the battery has been
in use a day or two you may
take a reading and get an
accurate result.

Sometimes acid has been

.... , »u Ti added to a battery by an in-A handy place for the Hy-
drometer is here shown. experienced person. This will

DETAILS IN STORAGE
BATTERY SERVICE

Article ^No, 2— Testing the Battery

By A. M. GLOVER

not only ruin a battery but will make the hydi'o-

meter reading worthless. To add acid is to

"dope" it, and "doping" anything never produc-

ed satisfactory results. As a matter of fact, sul-

phuric acid, of which the liquid mainly consists, does

not evaporate; it is only the portion of water mixed

with it to bring it to the right strength that evapor-

ates and needs replacing once in a while. If a bat-

tery shows low reading on the hydrometer and will

not come up, it is poor policy to "dope" with acid. It

is some internal trouble that is causing the condition

which must be remedied by legitimate means.

TF the hydrometer reading shows up well and still

^ the battery does not operate satisfactorily, make
a voltmeter test on each cell. These tests should

always be made while the battery is in use by turn-

ing on the lights, blowing the horn, or operating the

starter. When the battery is at rest, the voltage

will build up, but will not hold out when any demand
is made on it.

Every so-called 6-volt battery consists of 3 cells

joined together, the negative part of one cell to the

positive part of its neighbor, and so on, giving us

two end posts, one negative and one positive, marked
neg. or pos. Each cell, when fully charged, should

'

read 2V2 volts, making a total for the three cells of

IV2 volts. If any one of them shows considerably

lower than his neighbor, there is something wrong;

it should be taken out and the trouble located.

We will go into the question of completely dis-

sembling a battery in a later article and will now
recite a few of the troubles that are liable to cause

trouble in connection with a battery.

The main trouble, I have always found, has been

the failure to keep all terminals and connections clean

and tight. Special attention should be given the

positive post, for, unless this is kept tight and clean,

a greasy, green corrosion takes place, which eats

.the cable right away in time. This corrosion is caused

by the fumes rising from the battery when it is

charging, especially if the vent plugs are of the old

type facility design. To prevent this, make a good

connection and tighten up all bolts ; then melt a little

parowax and pour it over the part. This will make
an air-tight covering and keep everything in first-

class shape. Of course, if the battery cables have to

be tight, so do all the cables leading from it to the

starter switch and starter. Don't blame your bat-

tery until you have made sure the trouble does not

lie at some other spot. A Ijattery is pretty near fool

proof; it gets blamed for a lot of things that are

not its fault at all.

See that the bolts holding it down in its recep-

tacle are tight. Nothing will develop trouble so

quickly as a loose battery bumping around a holder.

This will loosen parts, cables, jar plates, break lugs,

and cause leaks.

JN some cars the battery is placed under the floor

boards, and in this position it gets covered with

all the flying mud and water when the car is used

in bad weather. Some protection, such as a sheet

of rubber over the top, will help considerably, and
prevent foreign substance getting in when the vent

plies are taken out to add distilled water or examine
the condition of the battery.

To sum up

:

The liquids of a battery, the technical name of

which is "Electrolyte," should read between 1,250

and 1,300 to be in good shape.

A battery should never be used when this I'eads

below 1,100.

The voltage of a battery should read 2% volts on

each cell and not fall below 2 volts per cell

when in use. All connections must be kept,

and given an air-tight covering of wax.
The battery should be held firmly in its position

on the car.

Acid should NEVER be added to a battery; all

it needs is pure distilled water.
The top of a battery, where exposed to the weather,

should be protected in some way, as, for instance,

by a sheet of rubber.

In stocking liquids, such as electrolyte or distilled

water, it must be remembered that absolute purity
is essential. The slightest trace of metallic impur-
ities in a battery will ruin it.

Distilled water should be stored in glass or earth-

enware stoppered containers. If distilled water is

not available it is permissible to use pure rain

water. If rain water is used it should be caught in

a clean glass or earthenware vessel. Rain water
that has come through a metal spout is useless for

storage battery purposes as it becomes more or less

Method of using the Hydrometer.

impregnated with iron or zinc. This iron or zinc in

the water when brought in contact with the sulphuric

acid causes an injurious chemical action to take

place. A good deal of battery trouble can be traced

to the use of impure water.

It is an excellent idea to keep the water you are

using in a bottle with the hydrometer, as shown in

illustration; by this means the hydrometer is always
ready to hand for filling purposes and in a safe

place where the risks of being broken or of collecting

dirt or other matter likely to be injurious are prac-

tically eliminated.

pLECTROLYTE should also be stored in a glass

or earthenware vessel. Lead containers may also

be used but as lead containers are somewhat rare

around the small garage, our choice is narrowed
down to the glass or earthenware.

If you decide to put up a bench solely for batter-

ies, it is a good plan to cover it with sheet lead. This

will prevent acid, that may be spilled when filling,

from destroying the surface of the bench.



Pembroke has a Real Service Garage
Selling- Service as Important as Selling- Automobiles or Trucks

/JELLING service, we considei', is the most im-

^^portant aspect of the automobile business to-

^-'day. It is even more important than selling-

cars, trucks or tractors. Without a comprehensive
and satisfactory service system, no automotive con-

cern can hope to remain long in the business."

Thus spoke H. Lamothe, Ssperintendent of Pink's

garage, Pembroke, Ontario, in discussing with
M. T. I. the main points on which the success of

his concern rested.

Every alert business man we talk to, no ' matter
what his line may be, is saying the same thing

—

SERVICE and BETTER SERVICE. It is the key
to success.

Sell your service properly and it will sell your
merchandise.

The proprietors of Pink's garage long ago realiz-

ed that service was a regular business department
of their business. Their garage is equipped for giv-

ing every kind of service. Their salesmen are
educated in the best service methods; they know how
to approach a customer, when to sell a car, truck or

tractor, and when to sell advice.

One of the cast-iron rules of Pink's garage is

—

never sell a man an article for vjhich he has little or

no use.

Through their ser-

vice system they

have built up one

of the finest gar-
j

ages in eastern

Ontario; and, what
is more important,

a reputation for

good work, dispatch

and fair dealing.

qpHIS up-to-date

garage came
into being about
eight years ago.

It is really an off-

shoot of a black-

smithing and forg-

ing concern found-
ed by Thomas
Pink.

About sixty
years ago Mr. Pink
settled in Pem-
broke and started

in a small way as

a blacksmith, mak-
ing lumbermen's
tools. He succeed-

ed so well, that to-

day he is the head
of a well establish-

ed concern oper-

ating under the

name of Thomas
Pink and Company.
all over the world, and are well known, even as far
away as Australia and New Zealand.

In 1912 the automobile business attracted this live

concern. They started at first to do repairs only, in

a small place which held two ears. In the follow-
ing, year they built a fine steel garage, adding a
brick front to it in 1914.

As the business grew it became necessary to put
the garage on its own footing as a separate unit
under a manager and superintendent, with a com-
plete staff of salesmen, repairmen and office clerks.
The organization, as it stands to-day, consists of the
following: Manager, J. Canty; superintendent, H.
Lamothe, and twenty-two employees, including sales-
men, repairmen and a book-keepfer.

'TpO take care of their business outside of their im-
mediate territory, sub-agents have been establish

ed at Cobden, Eganville, Beechburg and Chalk River.
These sub-stations give the same service that is pro-
vided by the central garage.

Pink's garaet" does not belong to that class o'"

business which rises up during the night like a

mushroom and disappears at noon like a smoke
cloud at the first breath of wind. It has been built

up gradually on a sure foundation, and can now
be acclaimed a lasting and monumjntal structure.

It has twice stood the ordeal of fire. In June of

1918 a destructive fire struck the city of Pembroke,
sweeping away half of the city, and Pink's garage
with it. Temporary quarters were secured but by
one of those peculiar twists of fate, exactly one
month from the date of the first calamity, another
fire swept the city and again Pink's was destroyed.
In spite of this second misfortune, Thomas Pink and
Co. determined to carry on. Again temporary
quarters were sought and found—this time in th'.i

curling rink—where they conducted their ever grow-
ing business until January of 1919, when they took
up quarters in their present splendid garage. It

was specially constructed by them, and, so far as
human ingenuity can make it, is absolutely fire-

proof. "In spite of the fact that we have been burn-
ed out twice," said Mr. Lamothe, "we are doing a
bigger business to-day than we ever did in our his-

tory."

The new garage is 76x84 feet, two storeys high and
onstructed of steel and concrete. The show room is

PINK'S
GARACr^ .

GARAGE

This picture illustrates the fine appearance of Pink's garage. It is equipped with every modem device.

Their tools are shipped built alongside the garage; it is 20x40 feet, one
storey, and constructed of the same material as the
garage. The garage and show room are exceptional-
ly light. The windows are numerous and arranged
sc. that the maximum amount of daylight is obtained.
The.ground floor of the garage is occupied by the

accessory department, "in and out" department and
the offices. There is a wash rack on this floor fenced
off from the main part by a metal partition.
The workroom is on the top floor and is acc:ssible

for cars by an electric elevator. All the equipment
ncc-ssary to give the highest form of service is to
be found in the workroom.

XTO customer who purchases a machine from
Thomas Pink and Co. need worry about service

matters. They are in a position not only to give the
ordinary repair service, but to manufacture and
machine new parts. With the aid of the blacksmith-
ing and forging department they can supply almost,
any part required for a repair with the least possible
delay. They also make their own slip-covers,
cushions and seats. Expert trimmers are epiploycd
to do this work.

The equipment in the workroom consists of a lathe,
drill press, electric hand drills, valve grinders, bear-
ing and burning stand, oxy-acetylene welding outfit,

battery charging outfit, overhead carrying system,
etc., etc.

Pink's garage specializes in battery work. Their
charging outfit is a Lincoln generator, which charges
seventy-five batteries at a time. In the racks up-
wards of 300 batteries can be stored conveniently.
They find that this branch of their business is grow-
ing rapidly, more especially since the new Ford
models are being fitted up v/ith a starting device.

The paint shop and varnish room is on the second
floor; it is 20x24 feet and six cars can be placed on
a working basis. Three expert painters are kept
busy in this department all the year round.

In the workroom there is an unique machine which
Mr. Lamothe, the superintendent, calls a starting
machine. It was built by themselves and is intend-
ed for starting and suppling up stiff engines. It

consists of a short shaft with two grooved pulleys,
on which the rear wheels of the car rest. A pulley
on the end of this shaft connected to the main shaft-
ing by a belt supplies the power. When a car is

placed in this simple device it can be run for an
indefinite period,

or until the stiff-

ness has been re-

moved. This is a

great convenience
and time- saver

;

the old method of

pushing a stiff car
by hand is done
away with and re-

placed by a quicker

and less expensive
_ . one.

TH E arrange-

ment of acces-

sories in the stock-

room is specially

noteworthy. All

parts are carefully*

sorted out, group-
ed into boxes and
the boxes ticketed

showing the ar-

ticle, price and
part number The
boxes are arranged
in racks around the
walls and in pyra-
mid shaped cabin-
ets. The tires are
kept in a separate
room in the same
orderly manner.

"We are very
proud of our ac-

cessory and tire departments," said Mr. Lamothe,
"and make it a point to keep both departments well-
stocked and in proper order. We always keep on hand
about $20,000 worth of accessories and about $10,000
worth of tires. No matter what rush there may be
we can always cope with it, as we operate on a wide
margin.
Our territory is a large one and able to absorb an

almost unlimited number of autoniobiles, trucks and
tractors. We have worked it thoroughly and spent
a lot on advertising and demonstrations and, we are
pleased to note, our work is bearing fruit. The work
IS not so ha^d now; we have educated our public and
convinced it that our service and business methods
are right and we are in the business to help, not mere-
ly to sell something.

"Our salesmen are on the road all the time canvass-
ing and distributing literature. We advertise every
week in the papers, both in Pembroke and the sub-
towns. Circular letters are sent out at regular inter-
vals to prospects, and at all important road crossings
we have mileage finger posts from twenty to thirty
miles out bearing an inscription: "So many miles to

Pink's Garage."



The Farm Electric Plant and the Dealer
TEN thousand Canadian farmers are anxious

and willing to spend ten million dollars this

year for electric plants and water systems, but
they are not going to buy until the dealers show them
just what they are to get for their money.

Suppose ten years ago you had just taken up the

agency for a car. There were none in your territory,

and you had no demonstrator, and you figured that

John Brown of Brownsville could afford one, and
suppose some fine day you hitched up your horse
and rig and drove out to see him, and told of this

wonderful new machine. You told him. that he could
make the ten miles to town in almost the time he
would be hitching up the old horse and rig and that

he would be riding with the gi-eatest of comfort,
gliding along on tires filled with air, and that all

he had to do was to sit up and "give her more gas,"
and when he was through with his trip, it could
stand in the barn for weeks and would not eat its

head off in oats, and that he could take out the

whole family, and of all the other wonderful things
a car does. Don't you think that Mr. Prospect
would say, "Yes, that sure is a fine machine, but I

would like to see one before buying."

Yet there are hundreds of dealers in Canada to-day
trying to sell lighting plants in exactly this way.
They are talking about pushing a button and flood-

ing the barn with light, and turning the switch and
doing the family washing, and giving the farmer
dozens of other appealing arguments, but he is not
going to buy until you show him that "It can be
done," and just as you do, he will buy.

npHERE are to-day in Canada more than 150,000

farmers with cars and every one of these is a
prospect for a lighting plant, so that the ten thous-
and mentioned above need not worry you about ex-

hausting the market this year.

The United' Farmers of Quebec at their Convention
held in Montreal on July 2nd, 1919, passed many re-

solutions, but none more important than this: "Con-
sidering that the farmer's wife and children are
compelled to help the bread-winner in all of his farm
work; that his working hours are longer than those
of the city mechanic who fui'thermore enjoys a home
supplied with running water, electric lighting, and
other comforts unavailable to the majority of farm-
ers." This shows that the farmers are doing some
deep thinking about the use of electricity on their

farms, and are not only willing to buy, but are cry-

ing for relief from the shortage of labor and the

greater attractions the city holds for their sons and
daughters.

The Honorable J. E. Caron, Minister of Agricul-
ture for the Province of Quebec, in an interview
given at Quebec on May 17th, 1920, said: "I am no
prophet, for already the situation has reached a

stage where production is being affected due to the
lack of farm hands. The cities with their mirage
of happiness and entertainments have increased the
rush from rural centres to industrial ones to such
an extent that it is time to sound the alarm and to

warn farmers and the country people that they
should remain the kings of the land. Farmers* sons
have been tempted to enjoy themselves with other
pleasures in preference to the rustic ones, and the
cities have become the rendezvous of the flower of

our youth. I may be asked how the problem may
be settled; that apparently there is no possible means
of bringing back a farmer's son who has been in the
city, to the soil, but steps must be taken to attract

those who are still on the land of their fathers to

remain there. A farmer's life has been greatly im-
proved in recent years as far as conditions of farm-
ing are concerned, but his living condition has not
changed very much. I think a campaign should be
immediately started in the Dominion to keep the
people on the soil, if farms are not to become fields

without any cultivation, and unless this is done
within the next two years, without being a pessimist,

I fear life will become intolerable throughout the
country."

TTOW is the farmer to know that an Electric Power
and Light plant is the answer to one of his

problems unless the dealer shows him? Every
machine now in use on the farm has replaced, at

some time, an old and expensive method of getting

By T. R. CAMPBELL
work done. The modern plow, grain drill, binder,
etc., are not real necessities, but there is no doubt
in the farmer's mind now that he should use them in
order to produce his crop at a reasonable cost. Their
benefits are so self-evident that they are now con-
sidered /as necessities. Before their use, things were
done by hand, just as dozens of other things are still

done by hand. Their use \vill also be discontinued
just as soon as the farmer learns how to do this
work with electricity.

I received, recently, a sworn statement by one
farmer, W. E. Shetrone of Le Raysville, Pa., show-
ing that in October, 1919, his net saving from his
electric plant was $105.00. This saving was made
by running his milking machine, separator, churn,
and pump electrically, and is only one of hundreds
of cases where similar great savings are being made.

pOWER and Light is noc an agency or a side-line,

but is a real, profitable, pleasant, all-year-round
business. It offers very gieat opportunities, chiefly
because the dealers now starting are getting in on

T. R. CAMPBELL
Manager Power and Ligrht Department, Northern

Electric Company.

the ground floor. Every sale means a good turn-over
with satisfactory repeat orders for accessories. Most
of the plants on the market to-day have given satis-

factory service for six or seven years, and are as
well standardized as automobiles.

There are two distinct tj^pes—the direct connected
and the belt driven. Each type is used in connec-
tion with a storage battery and in most cases is

designed to operate at 32 volts.

The direct connected set has an engine, generator
and switch-board built in one compact unit, and is

self-cranking and self-stopping. The splash oil sys-

tem is most generally used and with proper regulat-
ing instruments on the switchboard, satisfactory and
economical service is obtained.

The belt connected type of set has a generator and
switchboard mounted on a base, and furnished for

use from the farmer's own engine. Most belted

plants have the switchboard squipped with a volt-

meter, ammeter, regulating rheostat, and cutout; the
rheostat being used to adjust the plant to variable
engine speeds.

Just which plant is most suitable will depend upon
the requirements. If a milking machine is to be

used, the belted plant will give exceptionally good
service, provided a three to four h. p. engine is

used. Care should be taken to see that in selecting

the belted plant, an engine of the proper size is used.

The particular advantage of the belted plant is that

the engine can be used for other work while charging
the batteries, and unless the engine has this extra
capacity, this benefit is not obtained. Any engine
under 2% h. p. should not be considered for a belted
plant where it will be called upon to do other work

while charging, and if the work from the pulley is

heavy, a larger engine should be used.

P^LECTRIC plants have too frequently been called
"lighting plants." The farmer will not readily

spend several hundred dollars to obtain an improved
method of lighting, but when you show him the many
uses for power and household devices, he is interest-
ed, and when you have convinced him of the benefits
to be obtained from all these things, he is soldj

Farmers are not worrying a great deal at the pres-
ent time in trying to determine what particular plant
i.s the one to buy, but are keenly interested in know-
ing what the plant will do—what it will cost—and
how long it will last.

The number of years of service is perhaps of
greater importance to the farmer than the other
questions, but this is a matter which neither experts
nor manufacturers can furnish much information on,
for the number of years of service which a plant
will give depend more on the care and attention it is
given than on any other feature. Not knowing in
advance the kind of treatment the plant will receive,
it is difficult to say how long any particular machine
will last. The plants furnishec? by well-known con-
cerns who advertise their product extensively and
have a reputation for furnishing reliable goods can
be depended upon to give a great many years of
pleasing service. Many of the first models have
been in use more than six years, and are still in first-

class condition.

The operating cost will also depend largely upon
the attention which the user gives. With a well-in-
.stalled belted plant used with a kerosene burning
engine regularly used for operating a milking
machine or pump, the extra cost for lighting service
will be negligible. In fact, most users have failed
to discover any increase in the fuel consumption.

A FTER all is said and done, the particular make
of plant is a whole lot like determining between

Holstein, Ayrshire, or other breeds of cattle—all

have their followers, and each may be the "best" in
the eyes of the man who has had success with them.
The really important thing is—electric service.

The national advertising campaigns now being car-
ried on in the various farm papers are bringing
hundreds of inquiries from all parts of Canada for
information and prices on plants. The . dealer
handling the products of these companies benefits by
this general publicity as the inquiries will be sent
direct to him, but the dealer must put real selling
efforts into this line to establish himself as the man
to go to for electric plants and accessories. Many
dealers handling old-established lines, the ccmplete-
ness of which has meant substantial business for
them, are now confronted with a territory well filled

with their product, whereas in the lighting plant
business, the whole field is yours, and although
thousands of plants have already been sold in Canada,
the field may rightly be considered as undeveloped.
The day of the electric plant has arrived, and you,
Mr. Local Dealer, are the logical man to handle this
newest and fastest growing business. What part of
the ten millions are you to get this year?

Support Good Roads
'pHE Border Cities, Windsor, Ford, Walkerville,

Sandwich and Ojibway, will lend their support
to the 1920 International Good Roads Tour of the
Michigan Pikes Association, July 14 to 29.

The Essex County Automobile Association held a
meeting recently to handle the details and appoint a
committee. The committee is composed of officials
of the E. C. A. A. and is as follows: President, A.
W. Reid; secretary-treasurer, J. F. Duncan; man-
ager, W. H. Adams.
The tourists will cross the river at Windsor on

July 14 around four o'clock and an open-air meeting
in the interests of good roads will be held immediate-
ly after their arrival. After the meeting the tourists
will proceed to the camping site and on the morning
of July 15 the actual start will be made from that
point. The Border Cities will be represented in five

cars and twenty tourists during the entire tour.
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Twine of Quality

for Canadian Farmers
T^riE matter of supplying the farmer with good binder twine is not merely a^ twine-sellmg proposition on the part of the Harvester Company. It is much
more than that. It is an obligation.

When the original founders of the Harvester Company gave to the world the
hrst practical twine binders over forty years ago, they automatically assumed the
responsibility of insuring satisfactory operation from these machines They suc-
cessfully met that obligation with good twine.

To-day this inherited responsibility is greater than ever. Proper operation of
thousands of good binders is threatened by the many brands of cheap, inferior
twine. It IS part of the Harvester Company's obligation to protect the owners of.
these machines against the hazards of such twine. This protection is rendered by
supplying the farmers of Canada with twine of quality that insures sure tying and
tuU length. Such twine bears one of these names:

Guaranteed for INTERNATIONAL HARVESTER Company
Weight, OF CANADA ^ o McCormick

Strength
and Length

HAMILTON CANADA
WESTERN BRANCHES -BRANDON Winnipeg. Man Calgary Edmonton Lethbridge AltaESTEVAN. N BATTLEFORD, REGINA, SASKATOON YORKTON. SASK

""'"'-^ ALTA.,

EASTERN BRANCHES - Hamilton London Ottawa Ont Montreal Quebec Que St John, n B,

Deering

International

Your ambassador to the farmer.

Let the International Engine re-

present you and prove the merits
of International Machines.

A PPOINT a small crowd of dependable International
\^/^erosene Engines to go and look after your interests on
tne tarms ot a new picked list of your customer-prospects.

Whenever you place one of these litde brothers of International tractors, it will come immediatelvinto year-round demand by man and woman. Today in thousands of f^rn. hr.Lt -, - ^^^^9f^^^y
the greatest handler of drudge-iobs to be found on anV marrt'"tt is' iTnolTd^J ^LZTstZt

Do not underestimate the power of International KeroseneEngines for building good will. Trade thrives on satisfactionlake these engines out on your territory and let them go to workhere and there in their dependable satisfactory manner. They willprove the merits of International Farm Machines. Ask the
international blockman about the complete and thorough selline
assistance we have ready to apply.

^

(NTERNATIONAL HARVESTER COMPANY^ OF CANADA -^to

HAMILTON CANADA
WESTERN BRANCHES -BRANDON, Winnipeg, Man,, Calgary, Edmonton Lethbridge a.taESTEVAN. N, BATTLEFORD, ReGINA, SASKATOON, YORKTON IaSK

"

EASTERN BRANCHES - Hamilton, London, Ottawa, Ont., Montreal, Quebec, Que., St John, n.B.
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Materials Employed inTireWork
By F. H. SWEET

THE stocks and compounds commonly
used in tire repair work are many,

and as is true of other forms of con-

struction, none but the best should be

employed. Some tire repairmen use

cheaper grades of stock because the

margin of profit is larger; but this is

poor policy, and any one who wishes to

establish a business will find that only

the best selected material should be em-
ployed. If this is bought from reput-

able makers, at fair price, there can be

no question as to quality. Cover stocks

are used for retreading and padding,

and vary in composition and gauge

from 3-64 to 3-32 inch thickness to meet
different requirements. Some retread-

ing stock is in the form of thin sheet-

ing other forms, known as "camel-

back," are calendered thick in the

center so that it answers the same pur-

pose as though several layers of the

regular retreading stock were used.

"Inside patching" is a rubber stock

cured on one side and uncured on the

other, made especially for repairing

tire tubes. Frictioned fabric is a tex-

tile product of high grade long fiber

cotton, impregnated with rubber com-
position, while rebuilding fabric is

frictioned material having a skim
coat of pure gum in addition. "Bare-
back" fabric is material frictioned on
one side only, while breaker strips are

narrow widths of frictioned fabric in

various sizes, ready for application to

tires without cutting, save for length.

When an inner tube is blown out

badly it is necessary to cut it at that
point and use what i^ called a tube
splice, this being made with a short

piece of tubing with each side tapered
that joins the ends of the ruptured
tube. Cements vary widely, but should
always be similar in composition to

the rubber upon which they are to be

used, as to make a good joint by the
vulcanizing process the cement should
contain the same percentage of sul-

phur. This is another condition in

which the experienced man scores, as
if care is not taken in the selection of

the cement, very unsatisfactory re-

sults are obtained in vulcanizing. Most
rubber cements consist of pure Para
rubber dissolved in naptha or other
solvent, to which is added other sub-
stances, such as shellac, as thickeners,

or various specific dryers to make the
cement dry quicker. Where tenacity

is specially desirable, other gums,
such as mastic and gumlac, are used.

So many excellent cements on the
market have been tried and tested that
the repairman will be unwise attempt-
ing to compound his own, especially

when these can be purchased as cneap,
if not cheaper than the raw materials
and made on the premises. The re-

sults are more uniform with commer-
cial cements.
Many motorists cannot understand

why tire repairing is a somewhat
costly process, but it will be evident

that great care is necessary at every
stage, from preparing the tire and ap-

plying the fabric and rubber, to the

final curing, and that a certain know-
ledge is necessary which can only be

gained by exjperience. Then the
materials employed are costly. There
is a good deal of hard work needed,
and in these days experienced work-
men command good salaries. Then the
repairman must stand back of his

work, and not infrequently loses

money in endeavoring to please cus-

tomers by making gratuitous repairs
upon tire failures which were due to

the motorist's abuse, and not that the
work is faulty.

Some Tube R«pairs

n'^IRE tube work includes repairing
J- punctures, blowouts, cuts due to

pinching in application, or by poorly
fitting security bolts, and inserting new
valves. After locating the opening,
the rubber is slightly roughened with
a piece of emery cloth for an inch and
a half on all sides of the hole, the sur-
face is cleaned thoroughly with benzine,
cemented, filled in with unvulcanized
stock or a patch and cured on a flat

plate. Cuts are cleaned carefully to

insure absolute cleanliness, the edges
are cemented and brought togther
with unvulcanized stock to form a
union, and cured, as in the case of a
simple puncture. Blowouts or large
punctures require different treatment
after the rubber has been thoroughly
cleaned, as the size of the hole ser-

iously weakens the tube. The area
around the opening is well cemented,
both inside and out, inside patching
material is placed inside the tube, the
space between the edges of the hole
filled in with unvulcanized material,
stitched carefully, placed on a fla.t

plate and cured. The length of time
in heat is governed by the quantity of

material and quality of the tube to be
cured. This will vary from 10 to 25
minutes at a steam pressure of from
Z'^ to 50 pounds. In applying vaives
a piece of rubber known as the valve
pad is vulcanized to the inside of the
tire instead of the inside patching, this

serving as a reinforcement and form-
ing a firm base for attachment of the
valve^

There are a number of occasions
where the valve stem of an inner tube
becomes defective, due to either the
stripping of the external threads so

that the pump connection cannot be se-

Tas+ & Loose
Pulleys

—

Pulley -to

drive,
^jerveristor

ed, which means that the valve cannot
be taken out when it becomes leaky.

Of course, any one of these defects
temporarily destroys the usefulness of

the inner tube. If that member is com-
paratively new or still serviceable, a
new valve stem may be easily inserted.

The repairman who does tire work

STAND FOR TESTING ELECTRIC
GENERATORS

'I'^HE following cut illustrates a small
A inexpensive bench stand for test-

ing and adjusting generators. By the
use of this device any generator can
be adjusted conveniently, and with the
best results, while in position on the

ELECTION AmmeterV
Q

Voltmeter

Driver^

Pulleys _0 Generatoi-

bolted fo Base

Stand for Testing: Electric Generators

will find it advantageous to cut out.

all the valve stems from old inner tubes
which may be in his possession, and
even when an inner tube in entirely

worn out the valve stems may be in

good enough condition to warrant sav-

ing them until an opportunity presents
itself for using them.

A defective valve stem may be taken
out of the inner tube without injuring
it by releasing the clamping nut and
removing it and the casing spreader,

then removing the corrugated washer
which holds the tube against the

button-shaped inner end of the stem.
The portion of the tube adjacent to the
stem can be carefully loosened and the
button end separated from the rubber
by forcing the stem into the tube.

Some gasoline or naptha may facili-

tate loosening of the valve base if

cement has been applied. If a pair of

special tire pliers is at hand their

point can be inserted into the hole and
tne hole can be stretched until it is suf-

ficiently large to pass the button end
of the stem through. The button end
of the new valve stem can be placed
in a hole when this is elongated and
some cement may be applied to the
contracting surface of the stem end as

a lubricant to facilitate entrance into

the interior of the tube. The pliers

are then removed and the tube allowed

to constrict around the valve stem.

Some cement is placed on the corrugat-

ed face of the clamping washer, then
the spreader is put on over the stem
and the clamp nut screwed down and
tightened. By partially inflating the

tube and submerging the stem portion

in water one can easily determine if

a satisfactory repair has been effected.

Instrument, hoerO

Generator either

bol+ed to .side

or base, orfas\er\e(i

with an iron band

stand for Testing Electric Generators

curely screwed on, stripping of the

valve thread inside which prevents the

removal of the check valve and bend-

ing of the stems due to careless handl-

ing in removing it from the rim.

Another common failure is shearing
off the projections on the valve inside

by which it is intended to be unscrew-

Care should be taken in replacing the

clamp plate or spreader so that its

greatest length is lengthwise of the

tire. The function of this is to pro-

tect the tube at the point at which the

valve is attached. It also aids in hold-

ing the casing in place on the rim to

some extent.

automobile. It is simple in construc-
tion and can be made by any repair-

man at little cost. It consists of a solid

iron—or wood base—having a shaft
with two light pulleys and one loose

pulley. The fast and loose pulleys are
belted up to shafting giving about 500
revolutions per minute. The pulley at

the end of the driving shaft is connect-
ed to the generator by means of a belt

or chain. An ammeter and voltmeter
are mounted on a small instrument
board fastened to the stand as shown.
A battery can be cut into the line as

a final test of the charging capacity
of the generator under load.

A. M. GLOVER.

PORTABLE ELECTRIC HAND
DRILL

nPHE Arnold type "B" DriM shown in

the cut is a seven-ipOTnd off-set,

drill of %-inidh capacity.

The makers say it is particu'lar<liy

adapted for auitomobile construdtion

and giaragie work. It is conwenienrtily

controlled by a push switch wihich is

installed in the siide handle. The body
is made enitinely of alumlinum, care-

fully madhined, and is ithoroughliy

sftronig and sxitostantiail in construction.

The planetary system of gearing is

used, and is ailso compounded with
gears to 'the off-set chuck spindle.

This system dispenses wiith the over-

loading of the motor under the most
adverse dri'lling oofri'ditions. The motor
is umiversail and equipped with plain

antifriction metal bearings for the
armature sihaft. The gears are heat
treated and run in oil.

It is manufactured by the AmoM
Electric Tool Company, West Haven,.
Connecticut.
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A well-tried, and well-trusted friend, the

Frost & Wood Binder
Thousands of prosperous and progressive farmers in all parts of Canadarecommend it They have used it and know that it does splendid work.

It s an easy bmder to sell to the farmer who needs a new machine
Many binders will cut grain that is standing nice and clean, but for tangled, heavy, hard cuttingtne farmer certainly needs the strength, adaptability and light draft of the Frost & Wood Binder'

^.t^hZTl^^^'f .^"'"^'I u''^""^
strongest, yet lightest materials that money can buy. We

easy wtk. '

''''' "^^^^ "^^^^^ ^^^g life and

tSd oTshoritl%^ ^^"^^ ^^^"^ ^he cutter bar no matter howtangled or short it is. The Frost & Wood Knotter is very simple and get-at-able. It is a sure tier
The capacity of Frost & Wood Binder elevators is
very large—that means they will handle the heaviest
as welUs the lightest crop in a satisfactory mannerA special arrangement of the lower elevator roller
overcomes any tendency for grain to hang on inside
divider.

Big power wheel ensures plenty of power, strong
bracing, gives enormous strength; improved cutter-
bar construction and many other good features
make this the ideal Binder.

Let us send you catalogues showing the famous Frost
& Wood Hay-making and Harvesting Machinery
and full line of Implements.

The Frost & Wood Co.

Generous size, carefully fitted, easily oiled and dSroof
bearings m all working parts.

LIMITED

Montreal SMITH'S FALLS St. John

Sold in Western Ontario

and Western Canada

by

Cockshutt Plow Co.
LIMITED

BRANTFORD, ONTARIO
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Standardize Your Tractor

Business "with the Turner
If you sell tractors, you realize how
important it is to handle a standard-

ized tractor. If you don't sell

tractors, now is the time to find out

about the standardized Turner.

The Turner Simplicity is standardized

throughout. There are no freak or experi-

mental features. Each unit has been proven

by actual tests in the field. The Turner
is built for practical farm use. Our experi-

ence in building Farm Power Machinery for

19 years is back of -every Turner Simplicity.

Reserve power without excessive weight,

simple control, three point supension,

Hyatt Roller Bearings, low center of

gravity, burns either kerosene or gas-

oline—these are a few of the features

that make the Turner Simplicity a

dependable Tractor for dealers to sell.

Many Tractor dealers are building up a

growing profitable business by selling the

Turner Simplicity. Write or wire today

for full particulars of the Turner line.

Power Farm Machinery Co.
Edmonton, Alta.

Turner Tractor Sales Co.
Winnipeg. Man.

Turner Mfg. Co., 441 Lake St., Port Washington, Wis., U. S. A.
Builders of Turner Tractors and Simplicity Farm Engines

Me Practl

NEWS— OF THE TRADE
FOR THE TRADE

ONTARIO

DUNDAS.—M. Cakes will shortly

open an auto repair shop and ware-
house.

SMITH'S FALLS.—W. J. Tye is

handling the Massey-Harris line of im-

plements.

GUELPH.—The International Mal-
leable Company has decided to enlarge

its plant.

NEW HAMBURG.—Jonas Jantzi is

opening a garage and repair shop on
Main street.

TILLSONBURG.—C. H. Fisher has
purchased the implement business of

W. E. Moore.

BRAMPTON.—The Messervey Bat-
teries will build a large factory here,

to be completed during the summer.

LINDSAY.—It is reported a com-
pany will be formed here for the manu-
facture of a new form of automobile

rim.

TORONTO.—The Ford Motor Co.

is erecting a two-storey garage on
Main street at a cost of approximate-
ly $60,000.

WINDSOR.—The Kelsey Wheel
Co., Ltd., manufacturers of auto

wheels, hubs, etc., are erecting a new
building 50x150 feet.

SMITH'S FALLS.—W. H. Frost,

president of the Smith's Falls Mal-
leable Castings Co., Ltd., died recently

in his 73rd year.

HAMILTON.—The Canada Side-Car
and Manufacturing Co., 65 York street,

is now manufactui'ing both scout and
heavy model side-cars.

KINGSTON.—The garage, known
as Angrove Bros., has changed hands
and is now operating under the name
of Blue Garages, Limited.

WINGHAM.—W. Gannett, imple-

ment dealer, has purchased a building

on Josephine street, where he will

carry on his implement business.

BRAMPTON.—A new Ford repair

shop has been opened by C. Cousins.

All Ford repairs will be handled and a
full line of parts and accessories car-

ried.

TORONTO.—The Canadian General
Electric Co. plan to erect a new factory

in West Toronto. The main building

will be 70x390 feet and four storeys

high.

KINGSTON.—The Kingston Auto
Sale Company, Limited, is a new con-

cern. They have the Studebaker
agency and handle all repairs and ac-

cessories.

ST. THOMAS.—The executive of

the local board will make an attempt
to induce the Dodge Motor Company
to establish a branch factory in St.

Thomas.

PETERBORO.—The General Elec-

tric Co. has secured the contract for

four electric generators for the St.

Margaret's Bay Power Development,
Nova Scotia.

KINGSTON.—M. Oberndorffer, pro-

prietor of Clarence street garage, re-

cently secured the agency for the

Franklin car. He also handles the
Dodge agency.

BRANTFORD.—The Champion Ig-

nition Company will establish a factory

here for the manufacture of spark
plugs. Work on the new plant will

be started at once on a site covering
1.51/4 acres.

SMITH'S FALLS.—The Smith's
Falls Malleable Castings Co., are re-

niodelling and re-equipping their No.
1 plant, which has been closed down
for the past six years.

OAKVILLE.—The Oak Tire and
Rubber Co., are planning to extend
their factory by the addition of another
storey, which will enable them to
double their present output.

TORONTO.—The Paxor Auto and
Engineering Co., Ltd., has been incor-
porated recently and purpose moving
from the present premises' on Rich-
mond street to Oxford street.

WALKERTON. — The Sterling
Twine Co., Ltd., has been incorporated
with a capital stock of $100,000. The
company has purchased a factory and
machinery and expects to have the
plant in operation during the summer.

KITCHENER.—Members of the
Nurses' Alumnae Association of the
Kitchener and Waterloo Hospital have
been active on a money-raising cam-
paign to purchase a $4,000 motor am-
bulance. They fully expect to reach
their objective.

WALKERVILLE.—A new concern,
the Gotfredson-Joyce Corporation,
Ltd., has been formed for the purpose
of manufacturing a 2i^-ton motor
truck. The company expect to produce
at least one thousand trucks during
the coming year.

BEAMSVILLE.—Work has com-
menced on the new factory being built

by the Premier Tire and Rubber Co.,

Ltd., for the manufacture of inner
tubes, tires and rubber specialties. The
new company is incorporated with an
authorized capital of $300,000.

GUELPH.—The Gilson Manufac-
turing Co., makers of gas engines,

tractors, etc., are extending their

premises, adding a two-storey brick

structure, 140x80 feet, to their main
building, to be used as a machine shop
and assembling room.

TORONTO.—The Riverdale Gar-
age, Limited, will commence opera-
tions immediately on what is claimed
will be the finest garage in the city.

The building will be of brick and steel,

68x327 feet and two storeys high, and
will cost in the neighborhood of

?150,000.

TORONTO.—W. M. Findlay, who has
been connected with the Willys-Over-
land Co., Inc., Toledo, Ohio, for the past
five years, has rejoined the forces of

the J. J. Gibbons Advertising Agency,
Toronto. Previous to going to Toledo
Mr. Findlay was with this agency for

three years.

GALT.—The city council will peti-

tion the Ontario Government for power
to impose a local tax, not exceeding

%\ per horse-power, on automobiles;
the money raised to be used towards
paying the cost of repairs to pave-
ment required because of the automo-
bile traffic.

GODERICH.—C. Richardson, im-
plement dealer, has leased the store

at the corner of Hamilton and St.

Andrew's streets, where he will move
his implement business to. The store

he now occupies will be used by him
for handling a line of pianos and talk-

ing machines.

TORONTO.—Recently a large jar

containing a strong acid fell off a

motor truck at the intersection of Bay
and Adelaide streets, and smashed caus-

ing the liquid to flow down the street.

Traffic was held up by the police. One
motorist took a chance and his tires

exploded—so fast did the acid eat in-

to the rubber.



Canadian Motor, Tractor and Implement Trade Journal 21

Farm Housework and Goodyear Belts
TUST as indispensable to the
^ household power as to the effici-

ent operation of the great tractors
and threshing- outfits in the fields is

the belt that transmits the energy of
the stationary engine to the new time-
saving and labor-saving machines
used by the farmer's wife. Made of
the same stock, and with the same
care, as the big free -swinging Good-
year Extra Power on the thresher,
the Goodyear Extra Power Belt on
the churn, or the washing machine,
or the lighting plant, reveals the same
qualities of economy.

A Goodyear Belt needs no breaking in. What-
ever the service in which it is employed, it goes
straight to work. It requires no belt dressing.
Cold and damp do not affect it, for a Goodyear
Extra Power Belt is waterproof. Flexible and
friction surfaced, it holds the pulleys at high
speeds or low, on Hght drives or heavy with
the same sure grip and full delivery of power.

Noting its reliable work, day in and
day out, many a farm wife recognizes
the truth in her husband's remark that
a Goodyear Extra Power Belt is "the
best help on the farm." The housewife,
as well as the farmer, finds much of
value and interest in the Goodyear Farm
Book. A letter to the Goodyear Tire
& Rubber Co., of Canada, Limited, Tor-
onto, Ont., will bring a copy.

MADE CANADA



22 Canadian Motor, Tractor and Implement Trade Journal

If you hope to sell him
something else

If every time you sell a piece of equip-
ment, a. machine, or a part, you are
hoping it will lead to a further sale,

you'll be interested in the ''Vessot"
agency proposition. ''Vessot" Feed
Grinders will give your customer
more satisfaction, less trouble than
any other grinder you could sell him.

He will not require to have any particular knowledge
of milling to get just the results he wants—the
"Vessot" is so easy to adjust and operate.

Stake your reputation on the *'Vessot." "Vessot"
sales will open the way to sales of other farm equip-
ment.

Write the nearest branch, of the International Harvester Company for
our worth while agency proposition.

Inventors and Manufacturers -

S. Vessot & Co., Joliette, Quebec

Sold exclusively in

Canada by

International Har-
vester Co. of Canada,

Limited.

Branches: Calgary,
Edmonton, Lethbridgtj,
North Battleford,
Regina,
E?'tevan,
Brandon,

Saskatoon,
Yorkton,

Winnipeg
London, Hamilton, Ot-
tawa, Montreal, Quo-
bee, St. John.

(irinder with Elevator and Bajijicr

BIRDSELL CLOVER HULLERS
HULL AND CLEAN

Common Red, Big English or Mammoth,
AUike, Crimson and Sweet Clover Seed

JBUIL^ IN THREE SIZES FOR CANADA

BIRDSELL "QUALITY" IS SUPREME

THERE are Birdsell Hullers in use today that have been in the

field every season for 40 years. That means SERVICE—it

means ECONOMY— it means SATISFACTION. It is easy to

discern why 35% of all Hullers in use throughout the World are

of Birdsell make, when you know what SERVICE they give.

We invite you to write or call on us. Our traveling

representative will call on you at your' request.

BIRDSELL MFG. CO., TORONTO

News of the Trade

FOOT OF CEORGE STREET

MANITOBA

WINNIPEG.—The Franklin Motor
Car Sales Co. has opened a showroom
and service station at 421 River Ave.

WINNIPEG.—A new concern, Buck-
ham-Walmsley, will erect an up-to-
date garage on Smith street at a cost
of $45,000.

BOISSEVAIN.—E. T. Johnson, ac-
cessory and hardware dealer, among
other improvements to his store, has
added an auto accessory display case.

ELPHINSTONE.—T. Wilson has
built a new garage, 80x300 feet. It

is equipped with up-to-date machinery
and capable of handling every branch
Ol automobile repair work.

BRANDON.—J. A. Jacklin has
been appointed assistant to Manager
Brosnahan at the local I.H.C. branch.
Mr. Jacklin was formerly a blockman,
operating from the Winnipeg office.

WINNIPEG.—Part of the educa-
tional program at the Canadian Good
Roads Association's seventh annual
convention at Winnipeg in June will

be the building of a piece of roadway
by experts.

WINNIPEG.—A new enterprise, to
be known as the Auto Auction Sales
Co., has opened offices and showrooms
at 159 Portage Ave. East. The com-
pany specializes in the selling of used
cars by auction.

BRANDON.—The Brandon Board
of Trade has decided to ask the as-
sistance of the Manitoba Motor League
in securing one of the main highways
running north and south from Min-
nedosa to Boissevain.

WINNIPEG.—The Dominion Motor
Car Company, Canada Bldg., Donald
street, are introducing the flat rate
system of repair charges, and are ad-
vertising in the local press a schedule
comprising 539 separate repair opera-
tions.

SASKATCHEWAN
DENZIL.—E. J. Smallacombe has

opened a new implement business
here.

TATE.—An implement business has
been opened up here by W. A. Mc-
Kenzie.

MOOSE JAW.—A new business,
the Battery Service Co., has been
established.

TANTALLON.—Charles A. Mitchell
has sold out his implement business
to T. Hulme.

CUPAR.—A warehouse has been
opened by W. L. Hubbs, who will

handle farm implements.

BROWNLEE.—Quaine and Quaine.
implement dealers, has taken the
agency for a line of automobiles.

MARYFIELD.—R. T. Whitely, im-
plement dealer and blacksmith, has
dropped his blacksmith business and
is concentrating on implements.

WEYBURN.—L. A. Wylie, form-
erly I.H.C. collection manager at North
Battleford, has been assigned to the
Weyburn branch in the same capacity.

ALBERTA

CHERHILL. — The Massey-Harris
agent at Cherhill is W. T. Stromquist.

EDMONTON.—A line of imple-
ments has been added to their busi-

ness by the proprietors of the Em-
press Garage.

CALGARY.—The Sexton Service
Station, a new battery service station,
has been opened at Seventh avenue
and Centre street.

NANTON.—A new automobile and
tractot concern, the G. and B. Motor
Co., has opened up. They handle all

kinds of repairs.

EDMONTON.—C. W. Lochard has
been appointed assistant manager of
the I.H.C. branch. He filled a similar
post at Lethbridge.

\

CALGARY. — W. McMaken, form-
erly I.H.C. blockman at Lethbridge,
has been appointed assistant manager
of the Calgary branch.

PEACE RIVER.—Zabel, McCashin
and Co. have succeeded the Fraudle
Motor Co. Besides handling automo-
biles and repairs, the new concern also

carry farm implements.

CAMROSE. — Announcement is

made of the incorporation of the Fran-
coeur Engine and Thresher Co. The
new company will handle threshers
and stationary engines.
EDMONTON.—McKinley, Adin Co.,

dealers in tractors and farm imple-
ments, have opened a new warehouse
at 9818 102nd Ave., near Rice street

market. They have the agency for

the Cletrac tractor and Oliver farm
machinery.

BRITISH COLUMBIA

VERNON.—The Galbraith-Spiers
Company, implement dealers, has been
succeeded by J. S. Galbraith and Sons.

VANCOUVER.—The Begg Motor
Company has been appointed distribu-

tor for National trucks in British Col-

umbia.

HUNTINGDON. — Frank Brown
has taken over the blacksmith shop on
First street and is converting it into

an up-to-date garage.

KAMLOOPS.—The Webb-Barford
Machine Company has succeeded the

Webb Machine Company. The new
concern has the agencies for several

well-known implement lines.

NEW WESTMINSTER.—The New
Westminster Automobile Club has gone
on record as opposed to the proposed
increased tax on automobiles outlined

by the Minister of Finance.

VICTORIA.—Among the new pro-

posals to raise the city's revenue is

one to license every automobile driver

within the city limits. The fee for

the license would be about $5 and ap-
plicable to everyone driving a car,

whether for business, pleasure, or hire.

VANCOUVER.—Traffic truck sales

have increased to such an extent in

the Dominion that the manufacturers
are considering establishing a Can-
adian factory, and Vancouver has
been suggested as the probable site.

H. H. Hawke, general manager of the
Traffic Motor Truck Corporation, vis-

ited the city recently to confer with
the Hayes-Anderson Motor Company,
Ltd., on the future Canadian policy of

the company.

QUEBEC
MONTREAL.—A new factory has

been built by the Hall-Thompson Co.,

manufacturers of chemical automobile
specialties, at 3150 Mance street.

MONTREAL.—The Montreal Arena
Company has erected and will operate
what is said to be Montreal's most up-
to-date garage. It is equipped in every
way and has many conveniences such
as a club room for chauffeurs where
refreshments can be had at reasonable
rates, and books, magazines, etc., etc.
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Aeroplane View
15-27 Case

Kerosene Tractor
Chassis

The one-piece
main frame

assures permaneni
alignment of all

shafts, gears
and bearings

To avoid confusion, the J. I. CASE
THRESHING MACHINE COM-PANY desires to have it linown that
It IS not now and never has been in-
terested in, or in any way connected
or affiliated with the J. I. Case Plow
Works, or the Wallis Tractor Com-
pany, or theJ. I. Case Plow Works Co

TRADE MARKS REG. U S PAT OFF

KEROSENE
AND IN FOREIGN COUNTRIES.

TRACTORS
Look for the EAGLE, Our Trade Mark

Cut Steel

!

YOU'VE got something to tell your prospect
about the superiority of the Case Kerosene

Tractor. Its snappy lines and handsome finish
are very attractive to the eye, but away down
inside, sealed beyond the reach of dust or day-
light, are the work and wear-defying "innards"
that give your customer all his money's worth,
and more. Show him !

Start with the source of power—the motor
mounted cross-wise on the frame. This permits
5/?wr^^ar5 throughout— the best and simplest
transmission possible in a tractor. No chains,
sprockets or bevel gears between crank-shaft
and bull-gear.

Take your prospect along this path of power
transmission. Be sure he understands that each
gear is fine steel; that each tooth is precisely
cut; and finally, that the entire transmission sys-
tem runs in lubricant—in dust-proof housings.

So, throughout the entire machine. Each part
of all sizes of Case Kerosene Tractors is the
best that can be produced for its purpose, in
material, workmanship, design—and in ease of
selling demonstration to the prospect.

J. I. CASE THRESHING MACHINE CO., Inc.
Dept. 0-6, 345-9 Dufferin St., Toronto, Ontario

Making Superior Farm Machinery Since 1842
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Renfrew Sej
AGENTS are making remarkable pro

gress and exceptionally good profits.

^ They like to handle the Renfrew

Separator because it is an easy seller and

it gives the best of satisfaction to farmers

who use it. Satisfied users here and there

all over the country are constantly spread-

ing the merits of the Renfrew Separator

These satisfied users are becoming more
numerous all the time and making it easier

for the Dealer to sell the Renfrew lines.

The Renfrew Cream Separator gets 99.99 per cent, of

the butter fat out of the milk. It's a profit maker in that

respect. It gets and saves cream that poor separators lose.

The Renfrew is pleasing in appearance. Dealers are proud
to sell it and users are pleased to show it to their neighbors.]

All the gears run in a bath of oil inclosed in a dust-I

proof casing. There is absolutely no oil on the outside

to gather dust and dirt. The crank is high and the supply

can low. All these features make it attractive. !

The Renfrew
Head Office and Works: Rerl

MADE IN CANADA Important Notice:
On account of incres^tJ

be some new terrifr
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CreamSeparator
GetsAll iheXream

Guaraiiteed

rators are Rapid Sellers
The Scale

Another Quick Seller
The Renfrew handy two wheel truck scale is the

handy companion of the Separator. Many Dealers
are now ordering the Renfrew Scales in car lots. The
scales are easy to sell. Every farmer is a prospect
for scales and they need one because without it they
lose money.

Mr. Chas. Adderman, of R. R. No. 3, Ridgetown
Ont., says, "My scale made me Thirteen Dollars on
a load of hogs, on which I would have been a loser."

Mr. 0. Hadean, of North Temiskaming, Ont., says
Saved me one time $87.00 on a carload of hay."
The two men mentioned above have used the

Renfrew Scale for over six years and have not had
to buy any repairs.

Scales and Separators
_ A Handy Combination
Every farmer is either a prospect for the Renfrew

Separator or the Renfrew Scale or for both and
Dealers appreciate this fact as they always mkke a
sale.

1OO per cent. Canadian
Both the Separators and the Scales are all Cana-

dian made by Canadian workmen with Canadian
Capital. This is an exceptionally interesting point
10 JL'eaiers.

Our Co-Operation With Dealers
Dealers are ably supported in their work through

our farm paper advertising, and in this way we are
cultivating extensive fields for the Renfrew Cream.
Separator and the Renfrew Scale.

Other Lines
Besides the Separator and Truck Scale,

we include in our lines the Renfrew Oil En-
gine and The Happy Farmer Tractor.

ilachinery Company, Limited
' * branches: Montreal, P.Q.; Sussex, N.B.; Milwaukee, U.S.A.
ntailing more work, we are shortening up some territory consequently, there willto Live Progressive Dealers. Write us for our proposition, it will inte;est y"u
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THE COW'S ADOPTED CHILD

Will You Represent

This Milker in Your
Exclusive Territory?

To the live dealer, in a position to properly

represent it, the MACARTNEY MACHINE
MILKER will bring both prestige and profit.

Because the Macartney Machine Milker—100%
perfect, efficient and durable—offers the man
with cows the easiest and most practical solu-

tion of the prevailing labor problem.

This truth is being tellingly presented by means

of a big advertising campaign in Canada's lead-

ing farm and dairy journals. It is creating the

buying impulse in the minds of the farmers and

dairymen right in your locality—and some one

live dealer there is going to cash in upon it.

Will you be that dealer? Now is the time to

decide. Quick action is advisable as territories

are being rapidly taken up.

Write to-day for our agency proposition. Ask
any questions you wish. Only—don't let this

opportunity pass without at least investigating.

The

Macartney Milking Machine
Co., Limited

Ottawa - Canada

Dairy and Household
Supplies

EARLY METHODS OF MILKING
T?OR hundreds of years ' since milk
^ has been one of the principal
foods for mankind, milking has been
accomplished with considerable diffi-

culty. Although milk from cows, goats,
camels, and other animals has contri-

buted to the sustenance of mankind,
and especially to the growth of in-

fants and children, many people have
wished and hoped for an easier and
more rapid method of milking.

It was supposed that when the cow
came to be the great source of milk
supply the problem was solved, for the
teats are. on the average, just about
the right size for rapid, easy hand
milking; and machinery was not con-
sidered to any extent in connection
with milking. In fact, it is within the
memory of older farmers that mach-
inery first commenced to be used to

any appreciable extent in agricultural
operations.

About forty years ago, a well-known
farm paper had an item about a milk-
ing machine that had been invented,
and stated that all cows would soon be
milked by machinery. It was about
this time that Dr. De Laval, the in-

ventor of the cream separator, began
his first experiments with his mechan-
ical device for milking cows, and the
work begun by Dr. De Laval has been
carried on and brought to completion
in the form of the modern De Laval
milking machine.

We have all heard more or less, !n

recent years, about milking machines,
and a milking machine that can be
operated successfully by anyone is the
goal tow^ard which all manufacturers
are working. At Raymondale Farm,
Vaudreuil, Quebec, there is in opera-
tion one of the prominent milking
machines that has solved the problem.
The management of Raymondale Farm
is noted for progressiveness in all

lines—buildin_gs, equipment, cattle, and
methods arc up to date in every par-
ticular. The installation of a milking
machine that could be operated suc-
cessfully by anyone, found its answer
in the De Laval after months of con-
stant use without a single adjustment.

Discordant conditions at milking
time cause a cessation in the secretion

of milk. Secretion of milk is constant-
ly going on; the time of milking and
conditionls must be pleasant or secre-

tion of milk will cease, and "the cow
v.'ill hold up her milk." With a machine
like that used at Raymondale, harmony
prevails, rapidity of operation obtains,

and maximum production is the result.

The action is gerttle, but positive and
rapid, all of which pleasp.s the cow,

which is absolutely necessary.

We have seen by the preceding

statements how necessary harmonious
conditions are for the proper produc-

tion of milk in the cow's mammary
organs at milking time. Therefore, if

the pulsations, so called, of the milking
machine come with absolute regular-

ity, and the teat-cups are agreeable

but positive in action, milking is ac-

complished time after time, month in

and month out, getting maximum re-

sults, and the period of lactation is

usually prolonged without injury to

the cow in any way.

The above results have been pro-

cured by the De Laval people in a

series of experiments extending over a
long period of years. New mechani-
cal devices have been adapted, extend-

ing from the power plant to the most
distant point on the pipeline that make
the pulsations at all points certain,

snappy and regular at all times.

This milking machine is but a part
of the modern equipment at the Ray-
mondale Farm, and makes this place

one of ultimate development, as com-

pared with what was in existence in

the far distant past. When one visits

such a farm and looks it over, it is

apparent that it represents thousands
of years of progress much of which,

however, is really of recent origin.

FILM ADVERTISE SEPARATORS

The Renfrew Machinery Company,
of Renfrew, Ontario, has just pro-

duced a photoplay to advertise the

cream separator.

The play is a one-reel comedy, entit-

led "You Couldn't Separator," and
according to reports it goes off with a

bang and a slam.

There is a real story running through
the picture advertisement full of fun
and motion, and what is more impor-
tant emphasizes the good qualities of

the company's separator and truck

scale, and gives a few points which
will be helpful to dealers.

The closing scene shows Fred Gay-
ton, a farmer in the story, driving past

the dealer Benton's hardware store

early one morning. Benton asks the

farmer how his wife likes the new
separator which he, Benton, had sol,d

the farmer some weeks before, and the

farmer replies, "You couldn't Separa-

tor." As Gayton drives away we see

a sign tacked on the end of his wagon,
which reads, "We use the Renfrew
Separator."

TO MANUFACTURE WASHING
MACHINES

THE American Mfg. Co. has been

incorporated at Dayton, O., with a

capital stock of $100,000 to manufac-
ture washing machines. A. B. Hilton,

Jr., is president and treasurer. The
company has taken over the business

of the Pasteur-Chamberlain Co.

SEAMLESS REFRIGERATOR

THE "Paris" Seamless Refrigerator,

manufactured by the Sanderson-

Harold Co., Ltd., of Paris, Ont., is

a new refrigerator made in two types.

A top icer with ice chamber door

opening on face of refrigerator and a

side icer with either three or four doors.

The manufacturers make the following

claims; that special attention has been

given to the wall construction, mineral

wool being used as an insulator and
proper air spaces allowed to insure per-

fect insulation. The principal feature

is the new one-piece seamless porcelain

lining. The provision chamber is a

seamless tank,' without crack or cre-

vice, and it is stated, can be kept much
cooler than refrigerators lined with

sheets. It also can be kept clean much
easier, as there are no cracks to harbor

germs.

ELECTRICITY ON FARM
TF the rate at which folks on the farm

•*-are buying electric light plants this

year keeps up very long, it will not be

very long before electric lights on the

farm will be as common as they are in

the larger villages and cities. There are

very few things that bring so much
comfort and satisfaction to home life

on the farm as do electric lights. Light-

ing is not the whole thing, however, for

scarcely less important is the use of

electricity for operating small motors,

as on vacuum cleaners, sewing ma-
chines, pumps, washing machines,

cream separators, churns, etc., and for

ironing, cooking, and many other uses.

Electricity is just another one of those

things that, like the tractor, truck and
automobile, makes farm life and farm
work more enjoyable and worth while

for the entire family, and helps to keep

the young folks on the farm.
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How do you contract for a
Separator?

The most successful separator dealers are not blinded by the lure of
low prices and "big" commissions. They have learned, either from
observation or by experience, that it is easier to sell the De Laval, and
that more of them can be sold.

There are several reasons for this: First, the De Laval is the be;
skimmer, is easiest to wash and lasts longest. Second, its manufacturers
always render prompt and intelligent service. Third, the De Laval is

the best known cream separator in the world—there are more of them
m use than all other makes combined. Fourth, it is constantly adver-
tised in farm papers and by direct-to-the-farm folders and letters.

There is no better time than right now to
send in an application for a De Laval contract

THE DE LAVAL COMPANY, LIMITED
MONTREAL PETERBORO WINNIPEG EDMONTON VANCOUVER

50,000 Branches and Local Agencies the World Over
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nPHE farmer's satisfaction with his tractor depends in a great measure
^ on his fuel and repair bills. If these are low he is an enthusiastic

booster and he uses his machine continually.

The amount of fuel used and the frequency of repairs depends, to a

considerable extent, on the lubricating oil. If a poor lubricant, unsuited

to the farmer s machine, is used, these costs are bound to be high.

V

A high-grade lubricant, such as Imperial Polarine Kerosene Tractor

Oil, Imperial Polarine Kerosene Tractor Oil Extra Heavy, or Imperial

Polarine Heavy, assures low costs on these items.

From these three tractor lubricants can be selected the right grade

for any tractor. If the one grade, recommended by the Imperial Chart of

Recommendations, is used exclusively, satisfaction is assured.

Three grades—^Three sizes—Sell by the Chart

Have you sufficient stocks?

IMPERIAL OIL LIMITED
Pbwor ^ He £ti " Lii^Ki ^ LiULbrica-tion
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THIS is a reproduction of

an unretouched photo-
graph of the bull pinion gear
and its Hyatt Bearing. This
gear and bearing have had
over two seasons' hard field

work in a tractor.

Micrometer measurements
show that there is less than
2/1000 of an inch wear on the
bearing— less than the thick-

ness of the paper this ad is

printed on.

This is one of thousands of
proofs that Hyatt Bearings
carry their loads permanently
and are as durable as the
shafts on which they operate.

At the Bull Pinion

THE bull pinion bearing carries the heaviest

load of any bearing in the tractor.

That Hyatt Roller Bearings are built for this hard
and continuous service is demonstrated by their

successful use at this position in 90 per cent of all

prominent makes of tractors.

At the bull pinion Hyatt Roller Bearings are a
protection against wear and loss of power—they
maintain true shaft alignment and proper mesh
of gears—they insure uninterrupted service with-
out adjustment.

HYATT ROLLER BEARING COMPANY
Tractor Bearings Division

Chicago
Motor Bearings Division

Industrial Bearings Div.
Detroit New York Cky

ROLLER BEARITsras
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The Heart of Your Car

We regrind Cylinders, make Pistons,

Rings and Pins, with special equip-

ment adapted for this purpose. Also

parts to order.

We Do Oxy-Acetylene Welding

Advance Machine & Welding Co.
177F Canning Street, Montreal

PERFEX
The Perfect Radiator

Perfex radiators for Fords are a quality product em-
bodying features that cannot be had in other radiators.

A patented spring bracket suspension and a real rad-

iator core of great efficiency.

The last word in Radiator construction

Perfex Radiator Co., Racine, Wisconsin, U.S.A.

p. A. 0. McINTYRE & COMPANY
311 Confederation Life Building, Winnipeg

Direct Representatives for

Manitoba, Saskatchewan, Alberta and British Columbia

A NEW RESOURCE MAP OF
CANADA

\"Map of the Dominion of Canada
indicating natural resources, trans-

portation and trade routes," scale 100
miles to the inch, has just been pub-
lished by the Department of the In-

terior.

On this map varieties of mineral,
agricultural and fishery resources, and
the timber and fur in general are
printed in red lettering in their proper
locations. The sites of important
water powers, developed and unde-
veloped, are indicated, and the lines of

all railroads completed up to date are
clearly defined.

The resources shown on the map ex-

tend from "whales," near Herschel
Island in the Arctic, to "salt," at the
southern toe of the Ontario peninsula,
and from the "white whales" of Un-
gava Bay to the fruit lands near Vic-

toria, B.C. An important inset con-

tains 5 circular diagrams, showing the
comparative contributions of each pro-
vince to field crops, commercial tim-
ber, developed water power, fisheries

and minerals. A sixth diagram dis-

plays the proportion of the total ex-

ports filled in 1918 by manufactures
and by the five great classes of na-
t\iral resources severally.

The thorough reliability of this map
is shown by the caution which ignores
probabilities, however promising. The
trader, investor, manufacturer, and
economic student will read the map as
an open book ; its appearance is timely
when demand is abnormal and enlarged
production a necessity.

The map can be obtained free of

cost on application to the superinten-
dent. Natural Resources Intelligence
Branch, Department of the Interior,

Ottawa.

I. H. C. ANNUAL REPORT

THE Harvester Company's annual
report for 1919, made public re-

cently, shows gross sales of 212,700,-

000, somewhat greater than 1918, while
net profits were somewhat less than
last year. Before deducting war losses

in Europe charged to 1919 earnings,
the percentage of earnings to capital

invested is ^Vz per cent.; after reduc-
tion, 6 per cent.

This comparatively satisfactory
showing is attributed to the agricul-

tural prosperity of the United States
and Canada, which offsets in some de-

gree serious obstacle's to European
trade and unsettled manufacturing
conditions at home. Unusually good
collections in those countries permitted
the company to anticipate payment of

$10,000,000 of obligations maturing in

1921. The only liabilities shown by
the balance sheet are for current ac-

counts payable.

European war losses have now been
completely written off out of reserves
established for that purpose and from
current earnings during the last five

years. The only investment in Russia
and Germany now standing on the
books consists of the plants and in-

ventories of the factories in those coun-
tries, valued at $6,850,000. Late ad-
vices state that the plant near Moscow
is still in operation and is one of the
few important concerns in Russia that
have not been nationalized.

The factory near Lille, France, has
been re-equipped, after being dis-

mantled during four years of German
military occupancy.

"In striving to rebuild its foreign
business," the report says, "the com-
])any finds much evidence to support
the position that, wholly apart from
sentiment and merely as a matter of

self-interest, America cannot afford

to stand aloof while Europe struggles
with the tremendous task of industrial

and economic rehabilitation.

"Realizing this, the company is do-

ing all in its power to aid the revival

of agriculture in Europe. In this ef-

fort it has received cordial co-opera-
tion from the United States War Fin-
ance Corporation, which recently
authorized a loan of several millions
to the company to be used in financing
foreign purchases of American farm
implements."

Farm labor scarcity and higher cost,

the report says, point to a distinct

danger of falling off in food produc-
tion, unless man-power in agriculture
can be much more fully supplemented
by machine power. The company's ex-
perimental efforts are now being
directed toward providing the farm of
average size with a complete equipment
of power-driven implements that one
man can operate.

The company's agricultural exten-
sion department, which is not a sales
agency, but a contribution to the gen-
eral welfare, has, in seven years, con-
ducted 17,000 meetings for better
farming, and its charts and slides

have been shown at 51,000 meetings.
Eleven million persons attended these
meetings, which covered all the states.

Reviewing the first year of opera-
tion under the Industrial Council plan,
whereby the workers now have a def-
inite voice with management in shap-
ing all industrial relations policies, it

is stated that the effect in the three
severe strike tests of 1919 was to bring
about early resumption of work. "The
plan has done much," says the report,
"to foster the spirit of co-operation
and has brought the employees and the
management into a more intimate re-
lation of mutual understanding and
confidence."

The works council? have also helped
to quicken interest in the Harvester
savings and profit-sharing plan, now
in its fifth year. At the end of 1919
there were 24.635 subscribers for cer-
tificates totalling $8,391,000. Four
thousand employees have become stock-
holders under this plan.

CUSHION l OR TRACTOR SEAT

SOME drivers fail to appreciate the

hard seat provided for their use
and like to use some form of cushion.
But usually a grain sack or two is the
usual result of such desire. An occa-
sional cushion, however, may be found
in use but covered with dirt, grease, and
rain strains until a respectable dog
would look sidewise at it before going
to sleep upon it.

Good cushions may be provided for
truck and automobile use, and even for
the tractor seat, by making the cushion
tick of good oilcloth, which will turn
water. Then, if desired for the auto-
mobile, a slip cover may be applied to

the cushion, which may be removed for
washing.

A good filling for tractor cushions
will be found in ordinary cotton batting
cut into small pieces or squares, or in

removing the old cotton filling from a
cushion and cutting up into small pieces

also. Treat the cotton before placing
it in the cushion again by getting the
women folk to place the pieces of cotton
in a big baking pan and then put in the
stove oven to bake for half an hour, the
fire being as hot as possible but yet not
scorch the cotton. When they bring
that cotton back to you it will be a lot of
nice fluffy balls, as soft as feathers,

and will make a good cushion. The
cotton may be thus renovated several

times as the cushion becomes hard and
lumpy. A good cushion seat on a trac-

tor saves the body the sharper jolts and
strains and makes tractor operating
less tiresome.

MARITIME

MONGTON, N. S.—E. Givan, dealer
in McLaughlin and Studebaker cars, is

moving into a fine new show room.

TRURO, N. S.—Messrs. McLean and
Fulton, tire repairers, are installing a
large Bowser gasoline selling outfit.

LONDONDERRY, N. S.—L. R.
Smith has secured the agency for the
Maxwell automobile in Londonderry
and Colchester county.

RICHMOND.—Messrs. Weir and
D'Almaine have opened a new garage
opposite the G. T. R. station. They
handle Overland cars, Cleveland trac-

tors and Harley Davidson motorcycles.
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A Plug Ripe From Hard
Experience

A Good Many Spark Plugs Sell in a
More or Less Desultory Way With-
out Making any Noteworthy Records

The Joly Spark Plugs—Over 5,000,000 of them stood
firm in perfect service on every allied combat airplane
during the four years of grilling war work.

And now we have acquired the American and
Canadian rights to manufacture the Joly Spark Plug.
We are in full production in our modernly equipped
plant at Paterson, New Jersey.

You in the trade have been looking for a plug that
would send a man away satisfied—and keep him satis-
fied—and bring him back, not for a more satisfactory
replacement, but for "another of the same kind."

Here it is—the thoroughly tested Joly Spark Plug—
the one with longest record of super-endurance against
the high compression and sustained speed of the plug-
killing airplane motor.

This is the plug that is making the same tremen-
dous records on American truck, tractor, passenger
car, marine, gasoline and airplane engines.

In this splendid creation of design, material and
careful construction lies your solution of the long-time
question—

"Where can I get a spark plug line that will make,
hold and increase my plug business

A plug such as this, with a performance record
never equalled, is worth your consideration.

The basic points of design briefly noted have made
the Joly Spark Plug a creation of endurance and fault-
less service such as hcts never before been offered to the
motoring public through the trade.

Our acquisition of this impressive business, with its
wonderful facilities for production now operative here,
marks a new era in American spark plug development.

An agency franchise for the Joly line will lead to
immediate and rapid development of your spark plug
business. "Records count" and we offer you a four
year old brutally tested plug with millions of super-
records of endurance to its credit.

IMPORTANT—Do not tie yourself up on any spark
plug contract until you have investigated the Joly
Spark Plug and the sales plans back of it.

We want your inquiries.

List Price, $2.00

Lyons Ignition Company
215-219 Fourth Ave. New York, N.Y.

Export Dept.: Aggressive Agency Company
35 Notre Dame East
1 Madison Ave.

Montreal
New York, N. Y.

Showing (left) the ample radiating
surface of the Joly Integral fingers
and heavy central electrode. (Right)
ordinary "pre-ignition" type of elec-
trodes, exhibiting cause of pre-igni-
tion and fusing.

Showing (right) side view of Joly
Plug integral finger--ordinary de-
sign on left. This comparison needs
no comment here.
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Implement Equipment

BELT-DRIVEN CHARGING SET

THE small garage is now able to

obtain a satisfactory battery

charging set for use from an engine

or line shaft that is normally used

for furnishing power for a lathe and
other shop tools.

This set has been developed by the

Northern Electric Company and con-

sists of a 40-volt generator, having a

capacity of 11 amperes, and a panel

board equipped with switch, ammeter
and rheostat. The plant will charge

any number of 6-volt batteries from 1

to 10, and will undoubtedly prove very

popular with the garages where the

number of batteries to be charged is

very limited, and the cost of installing

a large battery charging set is pro-

hibitive. The makers say this type

of set also has the advantage that it

can be used in towns where electricity

for operating a standard charging set

is not available. Some of the larger

garages or battery service stations

will also find it valuable as an acces-

sory to the main set.

Manufactured by the Northern Elec-

tric Co., Ltd., 121 Shearer street,

Montreal, Que.

AMBU TEST BENCH

npHIS test bench is designed for

making every practical test on all

types of starting, lighting and ignition

apparatus. The makers say starting

motors, generators, magnetos, cutouts,

etc., may be tested under actual operat-

ing conditions. The outfit is complete

in itself. It is compact and convenient

and simple in operation. It consists

of the bench proper, upon which is

mounted the panel and other appar-
atus. A special three-way vise is pro-

vided, which holds any generator,

motor, or magneto, while under test.

The vise will also clamp any size or

shape machine absolutely rigid in any
position. It is movable in all direc-

tions, and because of its flexibility, the

makers say, perfect alignment is as-

sured.

The driving mechanism is mounted
conveniently on the bench so that all

speed changes are easily regulated.

These changes are made by means of

a friction wheel and disk. Variations
in speed, in either direction, can be

made from 100 r.p.m. to 4,000 r.p.m.

A tight and a loose pulley are mounted
on the drive shaft so that the machine
may be driven from the shop line

shaft, individual motor drive, or any
other source of constant power.

The pressure of the friction wheel
on the disk can be varied so as to

eliminate slipping under conditions of

high speed or heavy loads. All speed
changes are smooth and uniform.
Speed is indicated by a tachometer
connected by a flexible shaft to the
driving gear shaft.

Th motor torque measuring device
is so desighed as to give the turning
power of the starting motor direct in

foot-pounds. A scale is provided for
this purpose. The starting current is

registered on the ammeter.

Not only can performance tests be
made on the electrical units, but if the
units fail to function properly, the
exact cause of the failure can be de-

termined.

steam Vulcanizer.

Duplex Compression Tester.

Ambu Test Bench

Excellence Piston Ring Northern Electric Charging Set

It is manufactured by the American
Bureau of Engineering, Inc., 1601-03
South Michigan Avenue, Chicago, 111.

DUPLEX COMPRESS-ION TESTER;

CASEY HUDSON COMPANY, 357-

61 E. Ohio St., Chicago, makers
of Liberty Spark Plugs, have brought
out a new accessory for testimg cylin-
der compression. The Duplex Cylin-
der Compression Tester, as it is called,
is made to fit any cylinder using a half
inch or seven-eighths spark plug.
It is used with a Schrader or
Twitchell Tire gauge. By taking
out the spark plug and inserting the
tester, and turning the motor by hand
with a swinging stroke the compres-
sion is registered. This test, the mak-
ers say, can be quickly made of all the
cylinders, and the weak cylinder, if

there is one, instantly detected. The
experienced mechanic or motorwise
driver, can find out through the use of
the tester if valves need regrinding, if

piston rings do not fit tight, if gaskets
leak compression. He can often find
the cause of trouble that ordinarily
would be detected only by tearing down
the engine.

STEAM VULCANIZER
npHIS vulcanizer, it is claimed.

handles every kind of tube and
casing repair. Six tubes, the makers
say, are mended as quickly as one on
the machine surface of the tube-plate.
This machine is also furnished
with attachments which will per-
mit two casings to be repaired at
the same time and owireg to the pecu-
liar design of the mould for repairing
casings, the moulds wiill handle tires
from three to five inches perfectly.
All sized tires can thus be handled
without the necessity of having differ-
ent moulds for each size. This ap-
plies both to smooth tread and non-
skid tires.

The heating apparatus has a copper
coil boiler arranged in such a way thai,

while steam is being raised initially,
the flame of -vhe burner blaze is dir-
ectly on the bciJer. A"-^ soon as the
temperature of vulcanizing is reached,
the thermostatic dfimijcr automatically
shuts parts of the flame mto an
auxiliary flue so that temperature con-
tr,ol is accomplished without choking
the flame ar.>i producing an unpleasant
vapor of partly burned fuel. It is

manufactured by the C. A. Shaler
Company, Waupun, Wisconsin, U.S.A.

EXCELLENCE PISTON RING
'T^HIS piston ring, it is claimed,, has
*~ ruled off all the troubles which the

,
motorists have experienced heretofore.
It is made in Canada and distributed
by Lamontagne, Limited, Montreal,
Winnipeg and Quebec, who say the
great advantage of the Excellence
ring is that it prevents oil from over-
floating the surface of the piston and
carbonize or dirt the spark plug, thus
ensuring- a perfect compression.
The ring is made in two parts,

which by action on one another fill the
piston groove, perfectly and keep vei^
tight on the cylinder wall, allowing,
however, the required quantity of oil,

AND NO MORE, to pass for the soft
working and long-standing of the
piston. The Excellence ring is made
from high-grade gray cast iron which
combines smoothness with strength.



AUis-Chalmers
Tractors

Offer You the Best in Service and Construction
When you sell a tractor you are putting your reputation into the saletrom which you expect to get profitable results.

Sell the right kind of tractor-not an experimental tractor but aproved product bu.lt by a proved manufacturer.
For 65 years the Allis-Chalmers Manufacturing Company and the Canadian Alii,

ped .ith the most m^oder^n tSachinTr^trcL^

valve-in head motor sW^rt^^Ll^y ^^kt^^^^^^^^ S foadf AI^"^
rnd'^otie^ triti;;-rs cff-^^-^^^^^^^^^^^
officially proven a leader^e tfactor fitS't^^^retoSfc^Xl'r^^

FIGURE WHAT THIS MEANS TO YOU IN YOUR SALES
// You Live in Alberta see us at the Edmonton and Calgary Spring Fairs

CANADIAN ALLIS-CHALMERS, LIMITED
Toronto
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The Easiest Way to Remove Tires

from Split Rims

Fits all types of cross-cut demountable rims.

Collapses a rim no matter how badly a tire

may be stuck to it.

Holds rim collapsed while tire is being

removed or replaced.

Forces the rim back on the tire again with

the utmost ease and locks the rim in its

original position; even in the case of tires

which are undersized—an entirely exclusive

and important feature.

The K.P. PRODUCTS COMPANY, Inc.
250 West 54th Street, NEW YORK, N.Y.

Sold by

Horth(^rtt Ehctnc Compony
LIMITED'

Montreal Quebec Toronto Winnipeg Calgary Vancouver

fe^SH {Halifax Ottawa London Regina Edmonton

NEW HYATT BULLETIN
«<npHE DISK Harrow Hitch" is the

title of a new bulletin issued by
the Hyatt Roller Bearing Company
and written by F. N. G. Kranich,

Manager Implement Bearings Division.

The purpose of the Disk Harrow is

explained, emphasizing the implement
part that it plays in the preparation

of seed beds. Adjustments are de-

scribed and discussed in detail. It is

pointed out that so many different

factors affect the matter of draft that

no definite rule holds good under all

conditions. The angle at which the

disks are set has the greatest influence.

When the di.'^ks are set at too great an
angle there is a skidding instead of a

cutting action. Under such a condi-

tion it is necessary to add weight in

order to get penetration. This further

increases the draft. Working in wet

or damp plowed ground also gives an
increased draft. So does the lubrica-

tion and condition of the bearings.

Directions are given for sharpening

the disk blades and the necessity of

keeping the implement in proper con-

dition is stressed.

According to Mr. Kranich: "The
value that a disk harrow, or any other

implement, gives the farmer is in dir-

ect proportion to the attention that it

receives. Good implements deserve

good care. To get the maximum re-

turn for every dollar invested there

must be a thorough understanding of

their field operation, coupled with in-

telligent care."

PLAN TO SELL HUNDRED TRACT-
ORS IN 1920

FIVE years ago the gasoline tractor

was practically unknown to the

farmers of British Columbia.
During the great European War the

tremendous demand for food products,

the difficulty of getting labor, and the

high cost of feed, turned the attention

of the farmers of that province to the

merits of the gasoline tractor as a

source for fai-m power.
The increase in the use of this power

by the farmers in British Columbia is

well illustrated by the tractor sales

made by the Pacific Tractor Company,
Vancouver, Cle-trac tractor distributors

for British Columbia. This company
sold its first tractor in the spring of

1918. During that year missionary

work of an intensive nature was car-

ried out throughout the settled por-

tions of the province and a few
farmers and orchardists were con-

vinced that the tractor was a means
to aid greater production, but owing
to the surface conditions of the aver-

age farm in that Western province,

it took more than ordinary demonstra-

tion and salesmanship to convince him
that a tractor would be of benefit to

him.

That the Pacific Tractor Company
have been successful is proved by the

fact that this company has sold ap-

proximately eighty tractors, which are

all operating successfully under all

sorts of conditions in the Province of

British Columbia.

The Pacific Tractor Company expect

to place one hundred tractors during

1920, and by the way orders are com-

ing in, their expectations are con-

sidered conservative.

ANNUAL CONVENTION AT MOOSE
JAW

THE executive of the Saskatchewan

branch of the Retail Merchants'

Association have now completed theiv

arrangements for the annual general

convention, which is to be held in the

P'irst Baptist Church, Moose Jaw.

Sask., on Tuesday, Wednesday and
Thursday, June 8, 9, and 10.

This convention, especially in view

of the many important events that

have taken place during the past year,

having an important bearing upon re-

tail merchandising, promises to be one

of the most interesting conventions

that has yet been held.

The convention will open at 9 o'clocK

on the morning of June 8, with the

registration of delegates and the dis

tribution of badges. At 10 o'clock ad-

dresses of welcome will, it is antici-

pated, be given by the Mayor of Moose
Jaw and the president of the Board of

Trade and other public officials, fol-

lowed by the president's address and

the treasurer's and secretary's report.

This year will see a distinct change

and a new departure in connection

with the programme of the convention

as compared with previous conventions

in connection with the arrangements.

Previous conventions have been taken

up entirely by general discussions, at

which the whole of the merchants were
present. ,

This year it was considered that I

much time would be saved on the part '

of the delegates if sectional meetings i

were held, dealing with each particular

branch of the retail trade, and with

this idea in mind, the first afternoon

of the convention, and the morning of

the second day, will be taken up with

sectional meetings of implement men,
grocers, boot and shoe dealers, drug-

gists, jewellers, automobile dealers,

clothiers, music dealers, hardware,
furniture, etc., each section of which
will deal with matters of the most im-

portance to their particular section.

At the meeting of the implement
men, on the afternoon of June 8, it is

expected that H. Davidson Pickett, of

Moose Jaw (barrister), will explain

various measures of legislation having
direct bearing upon the retail imple-

ment trade.

In the evening of the same day, a

general meeting will be held, when it

is expected that Dr. J. G. Robertson,

of the Department of Trade and Com-
merce, Ottawa, an authority on busi-

ness conditions and the markets of the

world, will give an address.

Another interesting feature is also

being introduced to the convention of

this year in the way of moving pic-

tures, and it is possible that at the

meeting of the first day, the McClary
Manufacturing Company will show
their moving pictures, illustrating the

manufacture of enamelware, tinware,
galvanized ware and most of the sheet

metal lines sold by the average hard-
ware store.

The morning of the third day will

again take the form of the general

convention, when resolutions from
various branches of the association and
important matters respecting the in-

terests of retail merchants, will be

brought forward, and it is anticipated

that T. B. Patton, Income Tax In-

spector of Regina, will give an address
on the making-out of the income tax

returns, and other phases of this im-
portant question to retail merchants.
The election of officers will subse-

quently take place, and it is announced
that in the evening the delegates of

the convention will be given a bafiquet

by the merchants of Moose Jaw, who
may be relied upon to make this social

side of the convention a great success.

The members of the association

throughout Saskatchewan are urged
to set aside these dates in order that

they may be able to attend this con-

vention, and by their presence and
every possible means, make it one of

the greatest and most successful con-

ventions that has yet been held for

them.

APPOINTED HAYNES DIS-
TRIBUTOR

British and American Motors, Ltd.,

77-85 Avenue Road, Toronto, success-

ors to Wolseley Motors Limited, have
acquired the exclusive selling rights

for Haynes cars throughout the

Province of Qntario, Canada, accord-

ing to an announcement by Mr. S. M.
How, General Sales Manager of The
Haynes Automobile Company, Kokomo,
Indiana, U. S. A.
The firm members of the British

and American Motors, Ltd., are welt

known to the motoring public of To-

ronto. W. H. Gooderham, President

of the company, who was a recent

visitor at the Haynes factory, has out-

lined an extensive and aggressive

sales and advertising campaign for th«

promotion of Haynes sales in Ontario.
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THE

Baldwin Automatic Grease Cup
(Patented)

For Automobiles,
Trucks, Tractors,
and Stationary

Engines.

Do you ever stop to think what lubrication neglect means?

It means wear and tear on the most vital spot of a mechanism.

Baldwin Automatic Grease Cups are produced for a purpose-to help out the human
element m all thmgs mechanical where lubrication is required.

A I TJ- '^^u^""^' ^ ""J"
^^'^^ '° replenish the supply of lubricant, the cups will be likeAladdm s lamp; but we do claim that with the necessary lubricant these cups will continue toautomatically feed until supply is depleted, thereby making a vital spot an efficient one.

Baldwin Automatic Grease Cups can be used on any moving machinery, automobiles,

Sy grJTesultr'
'^"^"^^ ^"'^

Equip your machinery or product with Baldwin Automatic Grease Cups.

We are manufacturing these cups in brass and steel.

228 Craig St. West

Prices sent on request

The Specialties Co.
Montreal, P.Q,
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Friends for Life

—

NEXT time your customer says "socket wrench"—sell him a

"HEXALL" set. The fact will stick in his mind that you put

him next to a proposition that gave him ioo% service and satisfac-

tion. When admiring friends ask where he got it, he's sure to say—
"Bill Smith sold me this 'HEXALL' set; you can always depend up-

on Bill to give you the right dope
;
good old scout is Bill." TRY IT.

That's the tonic that builds business. And it's because folks without

number all over the country are continually asking "HEXALL"
users "where they got it" that "HEXALL" Socket Wrenches to-day

are eclipsing all former selling records. True, " HEXALL " is

"there" in every sense of the word—in fact, we contend that they are

the best socket wrenches in the world.

Seven sets— a "HEXALU' for every need. Fashioned with that

scrupulous regard for perfection that makes it possible to nlace this

"Guarantee of Faith" upon every "HEXALL" before it leaves the

factory

:

"Break any Sedgley Wrench and We
Repair it—No Charge"

Handles are drop-forged; sockets made from bar steel on automatic machines; broached and case-

hardened — with that rare skill that adapts steel to the particular purpose it is to serve.

R. F. SEDGLEY, Inc. Est. i897

Also Makers of "BABY" Hammerless Revolvers
2311-13-15 North 16th St., Philadelphia, Pa.

Canadian Distributors: Lamontagne, Limited, Montreal, Canada.

Sole Agent: Harold F. Watson Co., 208 Coristine Bldg., Montreal, Canada.

"HEXALL" Ratchet Socket Wrench

No. 1—16 Pes. I

'HEXALL" Ratchet Socket Wrench
No. 2—11 pes.

'HEXALL' Socket Wrench No. 5—
8 Pes.

A New Canadian Stamping Plant

Pressed metal parts, light

and medium weight stamp-
ings, card holders, washer,
shims, clips, retainers, spac-

ers, cover plates, shells,

motor, axle, transmission and
clutch stampings—We are at

your service v/i'h quality and
prompt deliveries on any of

this work. Send for folder

listing 1000 different sizes of

washers—Also send us your
blue prints and samples for

estimates.

To insure convenience and prompt ser-

vice to our Canadian customers, we have

established a factory at Walkerville,

Ontario.

The new plant is now ready to do busi-

ness. It is strictly an independent fac-

tory, capable of taking care of any light

and medium weight stamping needs you

have— and capable, too, of producing

the same quality of work which has

maintained the reputation of Kales

Stampings for 15 years.

KALES STAMPING CO. LIMITED
61 Walker Road, Walkerville, Ontario

f/indview'

Auto Mirrors

Mirrors are required by law
in Ontario. "Hindview" is a

mirror that has been making
good for hundreds of dealers

and jobbers in Canada and
the United States. Strictly a

quality mirror—made for

open and closed cars and
trucks. Write for descrip-

tive literature.



Canadian Motor, Tractor and Implement Trade Journal 37

The Embodiment of Strength
The strength of Hercules enabled him to perform wonders and it made

him famous. To-day, as in olden times, people admire anyone or anything
possessmg unusual strength. That is one reason for the wide-spread popu-
larity of the Massey-Harris Tractor, its strength is predominant.

Its very appearance proclaims the ability to do ordinary farm operations
quickly and easily. To see it in operation is to verify your opinion of its
goodness; while to stand on the platform and operate a Massey-Harris Trac-
tor is to experience the delight of having under your control a giant of power
and strength.

The materials used in the Massey-Harris Tractor have passed our labora-
tory's rigid tests, they have strength to carry heavy weight, bear jolts and
jars, and to wear well in constant service. Critical experts examine each
unit and only the perfect in strength and construction have a place in the
Massey-Harris Tractor.

The Agent who handles the Massey-Harris Tractor handles an all-round-
the-year line of implements built by the makers of high-grade farm imple-
ments for over seventy years. Applications for representation in vacant
territories should be addressed to the Manager of the branch nearest you.

MASSEY-HARRIS COMPANY, Limited
Head Office - Toronto, Ont.

AGENCIES EVERYWHERE

WE GIVE

"Quality and Service"

IN

TRACTOR and TRUCK
STEEL CASTINGS

JOLIETTE STEEL CO., LIMITED
JOLIETTE,

P.Q.

Tel. Main 402
9th Floor, Read Building

Montreal, Que.

AUTOMOBILE
SPRINGS

The Guelph Spring and
Axle Co. * ^

Guelph, - Ontario
Manufacture?

AUTO SPRINGS
ALL KINDS
HIGHEST QUALITY

For repairing cracked water jackets. cyiir,der headsand split gas pipes, use

ALUMALL METAL
«fnf1^'"'

crack filler known. Thousands of garagesusing It now. with great satisfaction. $6.00 a box
SolJ Exclusicely hy

Geo. W. Anstett, - McGee, Sask.

BT Pulleys
Are [Best
BT Pulleys are the
strongest and most reli-

able made. The frame
is made of malleable
iron and will not break.
It extends below the
centre axis, so the rope
cannot get in at the side
of the pulley.

No weight falls on the bolt.
The weight falls on a large
axle, which cannot turn and
does not wear nor cut the
sheave. BT Pulleys are made
with iron or wood sheaves in
all the regular sizes.

Beatty Bros., Limited
Fergus, Ont.
Winnipeg
Montreal
Vancouver

London, Ont.
Edmonton.
St. John, N.B.
London, England.
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Big Increases in

Auto^Mirror Sales
The enormous increase in the sales of "Hindview"

Auto Mirrors in 1919 and 1920 proves conclusively

that motorists now consider the Auto Mirror an in-

dispensable aid to safe driving, rather than a mere

fad.

Auto Mirrors are now required by law on all tnicks

in the Province of Ontario.

fiindviQV^. Mffis
are substantially made—guaranteed to be free from

defects, and absolutely waterproof. Clamps are

large and firm; the Ball Joint—and exclusive "Hind-

view" feature,—allows instant and convenient ad-

justment. There is a "Hindview" for every type

of motor car and truck.

Dealers handling the "Hindview" are making big

profits.

May we send you literature ?

KALES STAMPING COMPANY, LIMITED
61 Walker Road, WALKERVILLE, ONT.

Makers of Pressed Metal Parts, Washers, Light and Medium Weight Stampings

"The Sign of Better Service

Burd Quick Seating Piston Rings

Most Popular one piece Piston Ring

Quick Seating Features of a Narrow Ring
Wall Tension of a Wide Ring

Seat in 45 minutes

Instantly approved by Mechanics and Motorists

A "Seat" in perfect harmony with the cylinder walls

is produced in about 45 minutes running. The cen-

tral channel of the ring carries sufficient oil to prevent

undue wear.

Aikenhead Hardware Ltd,

1
iZVT THESE

Toronto Canada

Motorist (arrested for speeding)—
A fine morning isn't it, judge?
Judge—It is. Ten dollars to be ex-

act.

—

Home Sector. L

"Got any mail for Mike Howe?"
asked the stranger at the small town
postoffice window.

"No, nor anybody else's cow," re-

torted the indignant postmaster.

"Where did you get these cigars?"
"A friend of mine sent them up

from Cuba."
"Your friend certainly knows the

ropes down there."

—

The Siren.

Sub Editor—A correspondent wishes
to know why they whitewash the in-

side of a hen-house.
Editor-—Tell him it's to keep the

hens from picking the grain out of

the wood.—Boston Transcript.

"Children," said Teacher, "can any
of you tell me what is the most danger-
ous part of an automobile?" Up went
a hand, and Tommy (who walks to

school) responded shrilly: "Yes'm, 1

can, it's the driver!"

—

Insurance.

Jessie—"How do you like your new
dress?"

Bessie—"It falls just a little below
my expectations."

Jessie—"I noticed that, too. They
are making them awfully short this

year!"
* * •

Four-year-old Charlotte was having
trouble with her English, but she had
entirely passed her difficulties on one
point.

"I see how it is now, mother," she

said the other day. "Hens set and lay;

and people sit and lie, don't they,

mother?"

—

Country Gentleman.

Jenkins and his best girl were motor-
ing a considerable distance to see one
of the last-round cup ties, and the
margin of time was very short.

With about twelve miles to go, he
bade defiance to all police traps, and,

turning to the girl of his heart, ex-

claimed:—We're going at fifty miles

an hour. Are you brave, dear?"
The girl, as she swallowed a quantity

of dust, replied, with emotion: "Yes,

dear; I'm full of grit!"—London Tit-

Bits.

Chug-Chug! Br-r! b-r-r! Honk!
Honk! Gilligillug-gilligillug!

The pedestrian paused at the inter-

section of two busy cross streets.

He looked about. A motor-car was
rushing at him from one direction, a

motor-cycle from another, a steam
truck was coming from behind, and a

taxicab was speedily approaching.
Zip-zip! Zing-glug!
He looked up, and saw directly above

him an air-ship in rapid descent.

There was but one chaiico. He was
standing- upon a manhole cover.

Quickly seizing it, he lifted the lid and
jumped into the hole just in time to

be run over by an underground train.

—London Tit-Bits.

II 1

Lift the Brake

-the Bucket Drops

The BT Manure Carrier

is the only one on which
the bucket drops by its

own weight. It need
only be windlassed up.

To lower it, just lift the brake

and the bucket drops—^no
labor is required.

This is possible because there

are no complicated worm
gears to cause friction and
waste power.

Not only does the BT Bucket
drop by its own weight. It

can be windlassed up more
easily, when filled with 500
to 800 pounds of litter, than
other carriers when empty.

Write our nearest branch for
catalogue and all particulars.

Beatty Bros., Limited
Ferris, Ont.
Winnfipeg
Montreal
Vancouver

London. Ont.
Edmonton.
St. Jrrhn, N.B.
London. Eng.

Manure ^Q^,^ Carriers
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The World's Most Popular
Spark Plug

The unfailing dependability of Champion
quality construction has justified every claim
for it—today it is the world's most popular
spark plug-.

Our "3450" insulators, and our patented cop-
per asbestos, compression-proof gaskets, form
a combination that insures for Champions a

dependability far in excess of ignition service

requirements.

ampion
Dependable Spark Plugs

with "3450" insulators are practically indestructible—and
there's a special plug for every type of motor or gasoline
engine.

Making a feature of Champion dependability is bringing
big business to dealers in automotive equipment.

Why not get in line for your share of this business by
tying your store to our advertising.

Have a full line of Champions in stock so you will be
able to supply all demands.

lET

Champion "X"
A 15— inch

Price - 90c

Adopted by the Ford
Motor Co. as standard

equipment on Ford cars

since 1911.

Order from your jobber today

Champion Spark Plug Company of Canada, Limited
Windsor Ontario

Largest factory in Canada making spark plugs exclusively and the only factory making "Champions'
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Power, Low Upkeep, Long Life

BUILT IN CANADA

Veteran Trucks are designed to stand up under difficult

conditions. Use your Veteran every working day in the

year, fine weather or foul, good roads or bad.

Easy to run and keep running—little attention required.

Immediate delivery from stock

We Have A Good Proposition For Live Dealers

EASTERN CANADA MOTOR TRUCK CO., LTD.
HULL, - QUE.
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Profits in
"CARBON CURE"

We have been telling the public, through wide-
spread advertising, of the great medicine for carbon
troubles m gasoline engines.

It is not "just another carbon remover"

CARBON
REMOVER

works without damage to the engine, and positively
removes all carbon in thirty minutes without laying
up, and does not cut compression.

It is just what the
motorist wants—will he
find it in your stock?
There is good money in
it. Investigate our deal-
er's proposition.

Auto Jack Says:
It's funny how a man who uses
a tooth brush twice daily to pre-
serve his teeth should begrudge
his engine a weekly dose of D-B
—the engine's dentifrice.

The Dustbane Mfg. Co.
Limited

Ottawa, Ont.

Tis better to

give more
than to give

less

Thisvs.That
ToTo give satisfaction, a
Water Bowl must be
deep. The BT Bowl
IS 9 inches deep, in-
side.

The 9 inches of fall
from the tank means
a quick inflow. Shal-
low bowls give only
about 5 inches of fall

;

naturally the inflow
is sluggish.

It's hard to instal

Beatty Bros. Limited
Vancouver Edmonton

London, England.

shallow bowls. Unless
set dead level there's
only two or three in-
ches in the end bowls.
Cows splash water
out of shallow bowls.
With BT Bowls you
can keep the water
about 3 inches from
the top and prevent
this.

With a shallow bowl
there'd be nothing
left to drink.

Model 12-20

The "ESSEX" Tractor

StoSdX '

"r'".^ 'Z^''^
""ighty friendly towards you

Tu . L f P ^'"^'•gency than you claimed it would.
both the Model 12-20 and the Model it: ctor.^ j j i-

power they are rated to give. InT'm ha'vfre^e^veTor e'LTgenc^"' ' " '"'^

l^'aTwefl^s :lsrt;.^Sl\Tn int^^ "deil
' '"^'^ ^^^^ '^'^ ^""^ -P"-

you. Write for it to-day
'"t^resting dealer proposition that we would like to send

Essex Tractor Company, Limited, Essex, Ontario
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A Water System Without A Tank
FOR OPERATION OFF HYDRO OR FARM LIGHT PLANT

Here you have none of the installation troubles and high

expense of the old style gravity systems with their attic tanks,

nor of the equally troublesome pneumatic tank systems at

present so widely used. You, Mr. Dealer, know what they cost

you in Service and Wasted Time, even after they are mstalled.

The PUMP in the "WESTCO" Tankless Water System

has ONLY ONE MOVING PART
Think what this means in Saved Service Expense and Satisfied

Customers.
IT IS COMPLETELY AUTOMATIC IN ITS OPERATION

Opening any faucet starts pump immediately. Close the faucet and pump

stops. It comes completely assembled, as shown in the cut. A man can

carry iit. It pumps from 300 to 500 gallons per hour agamst any pressure

required up to 75 lbs. (175 ft. head).

It Your TerrUory Still Open ? Literature and Full Particular* on Reguett.

Westco Pumps, Ltd., 707 Yonge St., Toronto

The Plug
with the

HOTTER
SPARK

The ball point of the "M & S"

plug creates a larger and hotter

spark, causing more complete

combustion. This hot_ spark

will give your car new life and
more power.

The three-in-one terminal is

adapted to any style ignition

wiring. The high-grade chem-

ically glazed porcelains are in-

terchangeable — one porcelain

fits all plugs.

DEALERS--The "M & S" plug is

standard equipment on the new
Overland "4". Ask your jobber

for them.

Machine & Stamping Co., Ltd.

1209 King Street West
TORONTO

Commercial Dept.

Russell Motor Car Co., Limited

Models

50fr_ya" Standard

501—%" Standard

502—%" Long

503—%" Lone 'with

Chevrolet Ter-
minal

506— Long

504—Regular Porce-
lain

505—Chevrolet Porce-
lain

BALDWIN GREASE CUPS

THE need of effective lubrication to

bearings and all surfaces subject-

ed to friction, has been, and probably

always will be, an outstanding factor

in engineering problems. The varied

conditions under which many mechan-

isms are required to operate makes it

imperative that ample facilities be pro-

vided for proper lubrication, in order

to avoid the inconvenience, and even

destruction, that frequently follows

from insufficient foresight in this con-

nection.

The Baldwin Grease Cup is a new
design of grease cup which is auto-

matic in its action, for when the cup

is once filled and pressure applied, the

feeding proc(;&s is constantly maintain-

ed until all the grease has been deliver-

ed to the bearing. These grease cups

are made in a variety of sizes and de-

signs to suit any desired purpose or

condition, the action of the automatic

principle being identical in every In-

stance. All parts are inter-

changeable on each size of cup,

so that separate* pieces are avail-

tible for any replacements. The cup

may be inverted or located in any posi-

tion without affecting its efficiency.

These cups aie adapted to locomotives,

marine, gas or stationary engines, and

all mechanical equipment where grease

cups are used. They are made and
sold in Canada by the Edward A.

Robinson Co., 228 Craig St. W., Mont-

real.

SAYS THE MASTER MBTH-
A^IC: The Greb Automatic Grip
Puller is a On^Man Puller —
Quick-acting, strong and simple
in the extreme. .May be locked in

any desired poeition. A combina-
tion of two or three arms. Heavy

It ^"'^ capacity 1" to 18"-

JtL ^ Junior Size capacity 1" to 7".F TVJi Two sets of jaws furnished wiUi
mff V>A each size.» .jijj^ DAYS' TRIAX..— If youi

dealer or jobber does not have
them we wUl send you one. Tn'
it ten days. If not satisfactory,

return to us and we will refund your money. We also

make the GKEB RI.M TOOL.

THE GREB COMPANY. 319 State St., BOSTON

Sell

Holton Hood Clips

for Chevrolets

They stop hood rattles.

They do away, with the

troublesome thumb screw.

They sell at sight. Every
Chevrolet owner is a pros-

pect.

Quickly adjusted without

the use of tools. Engine
hood can be opened and
closed in a second or two.

Holton Hood Clips Never
Slip. A real spring clip.

Your Jobber Stocks Them

Patented and Manufactured by

The Holton Hood Clip Co.

WINDSOR, ONTARIO

18 H.P. Drawbar
36 H-P Belt

Goes through the soft spots.

R ight size for general purpose work.

A. high grade, economical tractor.

Y lelds are increased by its use.

T raction always positive. 54-in. drum.

R oils the land ahead of the plows.

A direct drive to the rear.

Contains no bevel gears.

Turns easily in small radius.

O perates a 28-in. or ^o-m. thresher.

Reduces packing of the soil.

Write for detailed information regarding

territory for Aggressive Agents

GRAY TRACTOR CO. OF CANADA, LIMITED
308, Electric Railway Chambers, WINNIPEG, MAN.

Western Distributors:

Norton & Lief Co.. Ltd. C. Waring & Co., The Tractor Co
•

Ltd..

Caleary Alta Moose Jaw, Sask. Saskatoon. - Sask.

The Hub Garage, Yorkton, Sask.
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Glaring Headlight Law to be
Enforced This Year

8" to S%". . . .$4.25
8" to 9%".... 5.25
9%- to . . 6.75

This law which has been on the statute

for several years is at last to become
effective. Within 60 days after the
Ontario House prorogues the law will

be enforced.

Equip Your Car With Legalites Now
And yoii will be complying with all

laws. You will also enjoy greater motor
safety and comfort.

For Legalite Lenses give more light and
throw all of it where it is needed—on
the ground and never more than 42 ins.

above it—with absolutely no glare.

Dealers • ^^^^ owner m your vicinity is a prospect for Legalite

J. , .'.r
Lenses. Get your share of this ibusiness by putting in vour

stock now. Write for special wholesale proposition

Exclusive Canadian Distributors

HYSLOP BROTHERS, LIMITED
TORONTO

^ias'OJLaj-m arijuBteri tx> n.5efmm regular supply.
"A" indicates G-a.sjO^Lann out

- Ic-t in dump at bottom of tank.
;'B" is Gas-O-'Laim intake.
C is r^'i-ve ijas.

Gas-O-Larm—The Watch-Dog in the Tank
With a Gas-O-Larm installed in the tank your Ford or Chevrolet owner
goes anywhere and everywhere without a disturbing thought on his gas
supply. When the supply gets .down to one gallon, Gas-O-Larm gives
fair warnmg by shutting it completely off. Then Mr. Owner opens hisreserve and toots away to the nearest gas station to refill.

Every Ford and Chevrolet Owner will want one
As soon as you commence to tell about Gas-O-Larm. The price $2 00 is
a strong factor for sales There is not an owner on your list that ^ouldnot gladly rid himself of his old measuring stick and his gas worries atthis price. Only takes a minute to install, and anyone can do it.

Write to-day, for our splendid dealer proposition. It's a money-maker.

E. & C. AUTOMOTIVE IMPORT CO.
120 King Street East TORONTO

Gas-0-JL,arm a d -

justed to use "re-
serve" supply.

KEEP POSTED
Through a regular serviceTof

j

We gather information from all publications in Canada and
the United States and can place on your desk news of
changes, enlargements, fires, assignments, new advertising, or
developments that affect your business. Write to

CANADIAN PRESS CLIPPING SERVICE
143-153 University Avenue, TORONTO

REPAIRED by the MANUFACTURER
We [maintain a thoroughly
equipped Repair Department.
Send radiator (any make) by
freight or express, write in-
structions and we promise
immediate and satisfactory
results.

Repairs and shipment made
within 24 hours (or earlier)

after we have received radia-
tor and instructions to pro-
ceed.'

McCORD Mfg. Co., Walkerville, Ont.
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Built Without
Differential Gears

Pulls Itself Out of Trouble—Uses Less

Kerosene—Avoids Tie-Ups and Repairs

Because the Chase has no differ-

ential gears it avoids many fre-

quent causes of tractor trouble.

Unders t a n d how differential

gears affect the operation of a

tractor and the superiority of

the simple design of the Chase is

clear.

Tractors with differential gears can do

their best work only on a straightaway

pull on level land. The moment one

wheel meets an obstacle, the differential

throws all the power into the other

wheel, so, quite often you see such a

tractor with one rear wheel dead ana

the other spinning. That happens when
the tractor gets one wheel in a mud
hole. The very time when extra driving

force is needed the differential gears

rob the motor of its power to move the

tractor.

The same thing occurs in a lesser de-

gree in all ploughing work. For, the

side-draft tends to place moi'e load on

one wheel than on the other and the

differential gears throw the power into

the other wheel.

More than half the time the Tractor

with differential gears is, in effect, a
one-wheel-drive tractor.

Pulls itself out of trouble.

The Chase Tractor, having no differ-

ential gears, drives both rear wheels
with equal power. When the Chase
gets into a hole the driver can use
both rear wheels to pull out. When
obstacles are met, the Chase rides over
them. On side-hill ploughing or on
level ploughing the side-draft cannot
pull the Chase from a true course. The
Chase pulls its load more evenly—is

easier to control—is more constantly
"on the job."

Uses Less Kerosene

This no-differential feature saves kerosene

for two reasons. 1st. Gears waste 10% of

a motor's power. The direct drive of the

Chase saves that 10%. In addition, the

Chase saves the power that would be

wasted by the uneven pull due to dif-

ferential gears.

Avoids Tie-ups and Repairs

Because it pulls evenly the Chase saves

wear on bearings, and avoids strain on all

working parts. This means less adjust-

ing and less replacement of parts. It

means more hours "on the job."

Judge the Chase on Its Construction and

Its Performance

The Chase Tractor is a simple, sturdy
machine.

It has fewer parts than other tractors-

hundreds less than most tractors.

It is a tractor that a farmer can handle
easily either in the field or for Belt

power, and because of its simple construc-

tion and the accessibility of its parts, one
that he can attend to with the least

trouble and loss of time.

It is a low-riding tractor—gets under
trees in orchard work, has sure footing

on side hills.

The Chase turns in a narrow radius. By
throwing either rear wheel out of gear a

sharp turn can be made.

The motor is the heavy-duty tractor type,

built to do continuous service without
overheating, to give high efficiency on
kerosene or low-grade gasoline, to avoia

the waste of lubricating oil, which is cus-

tomary when kerosene is used in ordin-

ary motors. The man w^ho understands
and delights in fine machinery should
examine the Chase Tractor and watch it

in action. The more he knows about trac-

tors, motors and machinery, the greater

respect he will have for a piece of en-

gineering construction like the Chase
Tractor.

Write for literature and information. Find

out, at once, where you can see the Chase

Tractor and investigate for yourself the

claims we make for it.

BEEMAN
One-Horse Garden Tractor

Does everything that one horse can do in garden

or field work—does it better and faster.

Cultivates as close as a hoe—even in 12-inch

rows. Ploughs, harrows, seeds. Hills potatoes.

Ideal for market gardeners. Invaluable to

farmers.

Has a 4 H.P. Motor for belt-work—and trots

from one job to another.

Thousands in use for cutting lawns, golf-courses,

parks.

Fully-illustrated literature sent on request—
Unusual opportunity for wide-awake dealers

everywhere. Write for terms.

CHASE TRACTORS CORPORATION
LIMITED

TORONTO - - ONTARIO
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theyll follow
your example
Put Hold Tite Nut Locks on every automobile,
truck, tractor, engine and agricultural implement
you sell. It not only gives you, at low cost, a new
selling feature of inestimable value, but is the
greatest object lesson in "bolt and nut efficiency"
you could give your customers.

After one experience with a machine that cannot
shake loose your customer will want to follow your
example and nut "Hold Tites" on all his machin-
ery. Naturally, he will come to you for them.

"HOLD TITE"-rAe Nut Lock
Some of the

Satisfied Users
of the

Hold Tite

Nut Lock

B e 1 d i n g Paul
Corticelli, Ltd.,
Montreal, Que.

St. Lawrence
Wagon Co., Ltd.,
Montreal, Que.

Frontenac Brew-
eries, Ltd., Mon-
treal, Que.

A. C. Lariviere,
Montreal, Que.

Montreal Vehicle
Motor Co., Ltd.
Montreal, Que.

MacN a u g h t o n
Motors, Mon-
treal, Que.

Dominion Trans-
port Co., Ltd.,
Montreal, Que.

George Hall Coal
Co., Ltd., Mon-
treal, Que.

M. L. D o h a n,
Quebec City.

Canada Axe and
Harvester Tools
Co., Ltd., Mon-
treal, Que.

E. Patenaude,
Nominingue,
Que

that says: ''It can't Work Loose''
j'Hold Tite" says to the nut: "You'll stay put, you can't work
loose. It IS absolute insurance against loose fastenings.

Under the thousand jars and jolts and the constant stress to which
automobiles, trucks, farm implements and machinery are sub-
jected, "Hold Tite" holds tight. No vibration, however severe
and long contmued, can loosen it.

Inexpensive, simple to put on, impossible to shake loose. Saves
the cost of extra nuts and cotter pins, and holds a hundred per
cent better— the cheapest and most postive means of keeping
machmery efficient and preventing the quick deterioration that
invariably follows in the wake of loose fastenings.

Many manufacturers have made "Hold Tite" Nut Locks stan-
dard equipment on their machinery, which should further popu-
larize this wonderful little safeguard. Dealers are finding it in-
creasingly profitable to push "Hold Tite." They make friends
everywhere; they've never been known to fail in their duty of
holding on like grim death.

Edward A. Robinson Co., Limited
228 Craig Street West, Montreal

Canadian Offices: Bank of Toronto Chambers, 205 Yonge Street, Toronto, Ont.

322 Mclntyre Block, Winnipeg, Man.

American Factory: 166 Montague Street, Brooklyn, N.Y.

Simple Method

of Applying

Use "Hold Tite"
of same size as
nut, placing it

over bolt as illus-
trated above.

2nd
Screw another
nut down onto
"Hold Tite" and
depress it, as
shown in above
illustration.

3rd
Remove second
nut and "Hold
Tite" will be on
to stay, as
shown above.
Simple, isn't it!
and as secure as
it is simple.



This directory will help you with your buying and your planning. The advertisers listed her* are thoroughly reliable and leaders in'

their respective fields. They are looking for live, wide-awake representatives. Study their advertisements carefully because they contain

valuable information which will dovetail with your plans. We are glad to go to the trouble of arranging this list—to make it easy

for you to select new lines. If it so happens that what you want is not here, write us, and we will tell you where to get it.

ACCESSORIES
Advance Machine & Welding Co., Mont-

real.

British & Foreign Agencies, Montreal.
Dustbane Mfg. Co., Ltd., Ottawa.
Geo. W. Anstett, McGee, Sask.
Guelph Spring & Axle Co., Guelph.
Holton Hood Clip Co., Windsor, Ont.
Lions Ignition Co., New York City.

Northern Electric Co.. Ltd., Montreal.
The Goodyear Tire & Rubber Co. of

Canada, Ltd., Toronto.
Apollo Plug Mfg. Co., Birmingham, Eng.

R. F. Sedgeley, Inc., Philadelphia, Pa.

Can. Fairbanks-Morse Co., Ltd., Mont-
real.

E. & C. Autimotive Import Co., Toronto
Kales Stamping Co., Detroit, Mich.
Kinzinger Bruce Co., Niagara Falls, O.

The Greb Co., Boston.
Aikenhead Hardware Co., Toronto.
Hyslop Bros., Toronto.
The Specialties Co., Montreal.
K. P. Products Co., 250 West 54th St.,

New York City.

Perfex Radiator Co., Racine, Wis.
Robinson Co. Ltd., Edward A., Montreal

AUTOMOBILE CHAINS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

BARN EQUIPMENT
Beatty Bros., Ltd., Fergus, Ont.

BEAN MACHINERY
John Deere Mfg. Co., Welland, Ont

BEET MACHINERY
International Harvester Co., of Can..

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.

BINDERS
The Frost &. Wood Co., Ltd., Smiths

Falls, Ont.
Interhational Harvester Co., of Can.,

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

BELTING
The Goodyear Tire & Rubber Co. of
Canada, Ltd., Toronto.

BATTERIES
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

CARRIAGES
Cockshutt Plow Co., Brantford, Ont.

CREAM SEPARATORS
De Laval Co., Ltd., Peterboro, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton. Ont.
King Separator Co., Bridgeburg, Ont.
R. A. Lister Co. (Canada), Ltd., Toronto
Swedish Separator Co., Montreal.

CEMENT MIXERS
Can. Fairhanks-Morse Co., Ltd., Mont-

real.

CASTINisS
Joliette Steel Co., Joliette, P.Q.

CORN HARVESTERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can..

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

CORN MACHINERY
International Harvester Co., of Can..

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.

CULTIVATORS
Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

CUTTERS
Butterfield & Co., Inc., Rock Island, Q.

DAIRY SUPPLIES
Inteirnational Harvester Co., of Can.,

Ltd., Hamilton, Ont.
R. A. Lister Co. (Canada), Ltd., Toronto
DeLaval Dairy Supply Co., Peterboro.

DIES
Butterfield & Co., Inc., Rock Island, Q.

DISCS
Massey-Harris Co., Toronto.

DITCHING MACHINES
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

DRILLS
Massey-Harris Co., Toronto.

DRILLS, TWIST
Butterfield & Co., Inc., Rock Island, Q.

DRILLS, GRAIN
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co.j of Car. ,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

ELECTRICAL EQUIPMENT
Westco Pump Ltd., Toronto.

ENGINES
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

Gilson Mfg. Co., Ltd., Guelph, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
Massey-Harris Co., Toronto.
R. A. Lister Co. (Canada), Ltd., Toronto
Renfrew Mchy. Co., Renfrew, Ont.

ENSILAGE CUTTERS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

Gilson Mfg. Co., Guelph, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

FEEDERS
John Deere Mfg. Co., Welland, Ont.

FARM MACHINERY
Can. Fairbanks-Mor^e Co., Ltd., Mont-

real.

Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
R. A. Lister Co. (Canada), Ltd., Toronto
Gilson Engine Co., Guelph, Ont.

FEED CUTTERS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

Massey-Harris Co., Toronto.
Gilson Engine Co., Guelph, Ont.

GREASE CUPS
The Specialties Co., Montreal.

GRINDSTONES
S. Vessot & Co., Joliette, P.Q.

GRINDERS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

International Harvester Co., of Can..

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.
R. A. Lister Co. ( Canada), Ltd., Toronto
S. Vessot & Co., Joliette, P.Q.
Gilson Engine Co., Guelph, Ont.

HARROWS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

HAY LOADERS
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

HARDWARE
Can. Fairhanks-Morse Co., Ltd., Mont-

real.

Massey-Harris Co., Toronto.

HAY RAKES
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

HAY CARRIERS
Beatty Bros., Ltd., Fergus, Ont.
Massey-Harris Co., Toronto.

HAY PRESSES
Birdsell Mfg. Co., Toronto.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

HULLERS (Clover)
Birdsell Mfg. Co., Toronto.

LIGHTNING SYSTEMS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

R. A. Lister Co. (Canada), Ltd., Toronto
Northern Electric Co., Ltd., Montreal.
Gilson Engine Co., Guelph, Ont.

LIME AND FERTILIZER SOWERS
John Deere Mfg. Co., Welland, Ont

LUBRICANTS
Imperial Oil Co., Toronto.

MANURE CARRIERS
Beatty Bros., Ltd.. Fergus, Ont.

MANURE SPREADERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
Gilson Engine Co., Guelph, Ont.

MARLNE FITTINGS
Northern Electric Co., Ltd., Montreal.

MOWERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

MILKING MACHINES
R. A. Lister Co. (Canada), Ltd., Toronto
The Macartney Milking Machine Co.,

Ltd., Ottawa, Ont.

MILLING CUTTERS
Butterfield & Co., Inc., Rock Island, Q.

NUT LOCKS
Robinson Co., Ltd., Ed. A., Montreal.

OILS
Imperial Oil Co., Toronto.

PISTON RINGS
WedgeRite Piston Ring Co., Ltd.,

Montreal.

PLOWS
Cockshutt Plow Co., Brantford, Ont.

John Deere Mfg. Co., Welland, Ont.

The Frost & Wood Co., Ltd., Smiths
Falls, Ont.

International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

POLICE AND FIRE ALARM EQUIPMENT
Northern Electric Co., Ltd., Montreal.

POWER AND LIGHT EQUIPMENT
Northern Electric Co., Ltd., Montreal.

POWER MACHINERY
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

Gilson Engine Co., Guelph, Ont.

Renfrew Mchy. Co., Renfrew, Ont.

POWER SWITCHBOARDS
Northern Electric Co., Ltd., Montreal.

POTATO MACHINERY
John Deere Mfg. Co., Welland, Ont.

Cockshutt Plow Co., Brantford, Ont.

Can. Potato Mchy. Co., Gait, Ont.
PULVERIZERS

Cockshutt Plow Co., Brantford, Ont.

International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
PULPERS

Cockshutt Plow Co., Brantford, Ont.

PUMPS
Westco Pump Ltd., Toronto.

RAKES
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

The Frost & Wood Co., Ltd., Smiths
Falls, Ont.

REAPERS
International Harvester Co., of Can..

Ltd., Hamilton, Ont.

The Frost & Wood Co., Ltd., Smiths
Falls, Ont.

REAMERS
Butterfield & Co., Inc., Rock Island, Q.

ROLLERS
Cockshutt Plow Co., Brantford, Ont.

Massey-Harris Co., Toronto.

Hyatt Roller Bearing Co., Chicago.

ROLLER BEARINGS
Hyatt Roller Bearing Co., Chicago.

SAW MILL OUTFITS
Massey-Harris Co., Toronto.

SCUFFLERS
Cockshutt Plow Co., Brantford, Ont.
Inteirnational Harvester Co., of Can.,

Ltd., Hamilton. Ont.
John Deere Mfg. Co.. Welland, Ont.

SEEDERS
Massey-Harris Co., Toronto.

SCALES
Renfrew Mchy. Co., Renfrew, Ont.
Can. Fairbanks-Morse Co., Montreal.

SCREW PLATES
Butterfield' & Co., Inc., Rock Island, Q.

STABLE EQUIPMENT
Beatty Bros., Ltd., Fergus, Ont.

SILOS
Gilson Mfg. Co., Guelph, Ont.

SLEIGHS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

SILO FILLERS
Gilson Mfg. Co., Guelph, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

SOCKET WRENCHES
R. F. Sedgley, Inc., Philadelphia, Pa.

SPREADERS, MANURE
Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
International Harvester Co., of Can.

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.
Gilson Mfg. Co., Guelph, Ont.

SPARK PLUGS
Machine & Stamping Co., Toronto.
Champion Spark Plug Co., Windsor, 0.
Apollo Plug Mfg. Co., Birmingham, Eng.
Lions Ignition Co., New York.

SPARK PLUG CLEANERS
Champion Spark Plug Co., Windsor, 0.

TELEPHONE APPARATUS
Northern Electric Co., Ltd., Montreal.

TRACTORS
R. A. Lister Co. (Canada), Ltd., Toronto
Can. Allis-Chalmers, Ltd., Toronto.
Chase Tractors Corp., Ltd., Toronto.
Essex Tractor Co., Essex, Ont.
The Gray Tractor Co. of Canada, Ltd.,

Winnipeg.
Gilson Mfg. Co., Guelph, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
J. I. Case Threshing Machine Co., Inc.,

Racine, Wis.
Massey-Harris Co., Toronto.
Renfrew Mchy. Co., Renfrew, Ont.
The Turner Mfg. Co., Port Washing-

ton, Wis.
TRACTOR PLOWS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.

THRESHERS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
J. I. Case Threshing Machine Co., Inc.,

Racine, Wis.
R. A. Lister Co. (Canada), Ltd., Toronto
Gilson Mfg. Co., Guelph, Ont.

THREAD CUTTING TAPS
Butterfield & Co.. Inc., Rock Island, Q.

TWIST DRILLS
Butterfield & Co., Inc., Rock Island, Q.

TRUCKS
Motor Car Distributors Ltd., Montreal.

Beaver Truck Builders, Ltd., Hamilton
Eastern Canada Motor Truck Co., Ltd.,

Hull, P.Q.
International Harvester Co., of Can..

Ltd., Hamilton, Ont.
WHEELBARROWS

Cockshutt Plow Co., Brantford, Ont.

Massey-Harris Co., Toronto.

WAGONS
Cockshutt Plow Co., Brantford, Ont.

International Harvester Co., of Can.

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

WATER BOWLS
Beatty Bros., Ltd., Fergus, Ont.

WATER SYSTEMS
Westco Pump Limited, Toronto.

WEEDERS
Cockshutt Plow Co., Brantford, Ont.

WIRES AND CABLES
Northern Electric Co., Ltd., Montreal
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BaUerficM
DriUs. Tans. Dies

Reamers
and MILLING CUTTERS

It is after you have completed

several jobs with the same
Butterfield tool that you be-

gin to appreciate Bvitterfield

Quality.

The way they stand up under
long, hard usage, and still

retain their accuracy, en-

dears Butterfield Tools to

mechanics who take pride in

their work.

You will find that Butterfield

Tools save you a great deal

of trouble and invariably pro-

duce a job satisfactory to

your customer and yourself.

Shall we send you our latest

Catalogue?

BUTTERFIELD & CO., ROCK ISLAND, P.Q
TORONTO OFFICE: 220 King St. W.
J L
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He Cannot Afford

to Experiment
^/^OUR average farmer realizes the need for special oils

for various farm machines and depends on the line of

Imperial Farm Lubricants for his requirements.

He and his neighbours in your community use vast quan-
tities of lubricants every year. His business is worth
while to you and highly profitable.

From the line of Imperial Farm Lubricants you can supply
all the requirements of your community. Carry a complete

stock—all grades—all sizes.

Become an authority on farm lubrication problems and you
can become "oil headquarters" in your town.

Extensive advertising in farm papers reaching the majority

of farmers around you is now running. It is a continuation'

of a campaign of education on farm lubrication problems
started several years ago, and the only continuous adver-

tising being done by any Oil Company to help you get this

business.

Link up with this advertising, ask our salesman about
Imperial Sales Helps.

Lubricants
IMPERIAL POLARINE AND

IMPERIAL POLARINE HEAVY
For all gasoline-burning engines

—

automobiles, tractors and trucks.

IMPERIAL POLARINE A
For all motors requiring an un-
usually heavy oil.

IMPERIAL POLARINE
KEROSENE TRACTOR OIL
AND IMPERIAL POLARINE
KEROSENE TRACTOR OIL

EXTRA HEAVY
For kerosene-burning stationary
engines and tractors.

IMPERIAL PRAIRIE
HARVESTER OIL

A heavy-bodied oil for open bear-
ings of threshers, binders and sep-
arators.

IMPERIAL ELDORADO
CASTOR MACHINE OIL

A thick oil for worn and loose
bearings.

IMPERIAL CAPITOL
CYLINDER OIL

For steam cylinder lubrication

—

tractors and stationary engines.

IMPERIAL STANDARD
GAS ENGINE OIL

For stationary and portable engines
using either kerosene or gasoline.

IMPERIAL ARCTIC
CUP GREASE

Made in different consistencies.

Imperial Farm Lubricants are for

sale in 3^, 1 and 4 gallon sealed

cans, half-barrels and barrels.

IMPERIAL OI I> LIMITED
Power - Heat - Light - Lubrication

Branches in all Cities
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Beaver Trucks
"Built For Business"

Built in Canada's Largest
Exclusive Truck Factory

UNQUESTIONABLY
"CANADA'S LOWEST HAULING COST"

Some open territory still available—Catalogues and further
information furnished responsible dealers upon request.

Beaver Truck Builders, Limited
HAMILTON, ONTARIO
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Cuts Down Your Haulage Costs

Built in sizes VA,—2,—2l-i,—3,-3}i,—4 tons

PUT YOUR LOAD ON A JUMBO
For years JUMBO Trucks have stood the gaff day in and day out

under severest conditions in all parts of the world.

Because of its superior design, oversize construction, brute strength,

highest quality units and workmanship, the JUMBO has established

a world wide reputation for economic and dependable service.

Service costs per year for JUMBO Trucks in operation last year

averaged less than ten dollars per truck. A truly remarkable tribute.

JUMBO is the first completely equipped heavy duty internal gear

truck in Canada.

An Investment in a JUMBO TRUCK Wouia Pay Big Interest

WRITE FOR COMPLETE SPECIFICATIONS AND DETAILS

Sole Distributors in Canada

Motor Car Distributors, Limited
27 McGill College Avenue, Montreal, Que.
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APOLLO
No. 1.

Super
Mica
Plug

SPARKING PLUGS
—are sure and satisfactory sellers!
You're on a good thing when you handle APOLLO PLUGS—they represent the highest standard of
British plug manufacture, are fully tested to ensure maximum efficiency and are guaranteed to
give complete satisfaction.

With the APOLLO range of plugs you can promptly meet every plug request—there are models for
every type of Car, Motor Truck and Tractor engine—and every plug carries a GOOD PROFIT for
YOU.

Super Mica Plug, is specially designed for high-

speed, high-compression engines.
. It is unaffected by

excessive heat and of exceptional durability—a plug
that gives a quick start and adds power to the
engine. Retails in the U.K. at

Get on to the APOLLO PLUG proposition and you'll
shipment of all models and supply you with posters,
trade terms and full particulars of our models.

6/-

Porcelain Plug is specially designed for the FORD
engine. It has Solid Brass body, y2-in. gas thread,
is clean to handle, will not rust, fits the special Ford
spanner, is insulated with finest porcelain and
is detachable for cleaning. Retails in the
U.K. at 5/-
do big business in selling plugs. We can give prompt
showcards and advertising literature. Write us for

APOLLO PLUG MFG. CO.
Moseley Street Birmingham, England

Codes: A.B.C. 4th Western Union

Plugs for

APOLLO
Special

all engines

Overtime
Tractor
Plug

APOLLO
L.C.B.
Special
FORD
Plug
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THE
WEDGE

CROSS SECTION OF RING

1. Section pressing outward and
upward.

2. Spring section of ring.

3. Lower outward and downward
section.

ILLUSTRATING THE WEDGE
PRINCIPLE

The Wedge principle employed in

the making of WedgeRite Piston
Rings is shown in the accompany-
ing drawing. Its superiority, mea-
sured by its ability to expand in

WIDTH, as well as in diameter,
means utmost satisfaction for

motorists.

ge Does It

B'ack of WedgeRite Piston Rings is a principle used for ages by
woodmen in splitting giant trees. The advance agents of civiliza-

tion know the value of the wedge and increase efficiency by using
it. In adapting the wedge principle to the construction of piston
rings we have solved one of the most troublesome problems facing
the motorist. The WedgeRite Piston Ring is made up in three

sections—two outer or bearing rings and a wedge-shaped ring

of untempered spring steel. This spring steel ring is slightly

larger than the two outer rings and when placed between them
it exerts a constant outward pressure, wedging the outer rings

apart and pressing them firmly against the groove walls. Wedge-
Rite Piston Rings excel because of this exclusive feature.

More Power—Smoother Operation

WedgeRite Piston Rings are power boosters for the farm tractor.

Running along the level, over rough ground, or up an incline,

WedgeRite Piston Rings hold tight giving the engine every ounce

of power generated. You cannot do a better stroke of business

than sell a farmer friend a set of WedgeRite. They will save him
money and give him more and smoother power. He will want a

set on his motor car, too.

Explain to your customers the principle of WedgeRite. It is so

obviously correct any user of gasoline power will see it.

LIMITED

92 Notre Dame Street E., MONTREAL

Order from Your Favourite Jobber
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The Cream Separator with the REAL
Self-Balancing BowlThe Practical Milker for

the Practical Farmer

Reduce Milking Time
with the

LISTER MILKER
Increase your herd, too, and have more dairy products to
sell at high prices! Surely it is worth any farmer's while
to do these things and pay for a Lister Milker out of the
extra profits.

The Lister does its work to perfection with fewest parts.

A triumph of modern invention, that means lowest ex-

penditure of time and money for repairs. And it is so
simple that any intelligent person without experience can
operate it with ease.

We stand behind every Lister Milker with the world-wide
Lister reputation for quality and reliability. A system of

regular inspection is maintained by the company. Write
for literature to-day.

ALL over Canada farmers are welcoming

again the farmer's friend, the original,

genuine Melotte, famous the world over for

honest quality, for easy cleaning, easy running

—and closest of close skimming.

The original Melotte is available in all sizes

with full line of repair parts and equipment.

Beware of imitations, and remember that the

original

MELOTTE
Cream Separator

is sold in Canada only by R. A. Lister &
Company (Canada) Limited.

If you are using an old,

worn out machine, you are

more than likely losing

each year, enough butter-

fat to pay for the close-

skimming, original Melotte

—the separator with the

real self-balancing bowl.

Other Lister Lines
AVERY FARM TRACTOR (a size for every farm)-LISTER
ENGINE-LISTER SILOS-LISTER GRINDERS, etc.

Announcement to Oea \er^ • ^''^ ty^lcsX advertisements of a series appearing

set prosoects' names .enf in U a ]
Papers throughout the year. All Lister agents shouldget prospects names sent in If there is no dealer m your vicmity write us for agents' proposition and full par-ticulars about the famous Lister lines of Farm Machinery.

proposirion and full par-

R. A. LISTER & CO. (CANADA) LIMITED
58-60 Stewart Street, Toronto. Also at Wall Street, Winnipeg
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MADE IN CANADA

IT STANDS SUPREME
REASONS WHY:—

1—Your Customers Demand the Gilson—Easy Sales—Big Commissions.

2—It has the largest sale of any Silo Filler under the British Flag.

3—Its wonderful performance brings repeat orders.

4—It is the lightest running blower cutter made.
5—Our entire organization is behind you.

Frankly Now, Doesn^t It Look Good?
You cannot afford to let this proposition go!

Don't put it off—write for our special agent's proposition at once.

Tear off, fill in and return the corner of this page. If you don t some one else will.

IT MEANS DOLLARS TO YOU!

Gilson Mfg. Co-
LIMITED

Factory and Head Office:

10118 York Street

GUELPH, ONT.

Branch and Warehouse:

10128 Elgin Ave.
WINNIPEG, MAN.

The Hylo Silo

No farm is complete
without the famous

Hylo.

BIG PROFIT-
EASY SALES

Something worth add-
ing to your lines.
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Universal Cylinder
Reboring Tool

Operating with power-
driven drill press

Tool complete
ready for shipmentThis Tool gives

better service and makes a bigger profit, so
Why send automobile, truck, tractor or gas engine cylin-

ders to the factory to be rebored when you can do them just as
well in your own garage.

Think of the improved service you could give your cus-
tomer, the time you could save him,' the freight charges you
could eliminate, the hundred and one delays you could avoid.

Think of the additional revenue reboring would bring you,
even if you didn't do more cylinders than you are sending to the
factory now. And you know there would be much more rebor-
ing done if It didn't lay a car up for so long.

With a Universal Cylinder Reboring Tool in your garage
you can do as good a job on any cylinder as could be done in
the factory. You can operate it with power or by hand and eet
equally good results.

'

It is used by the manufacturers of the Ford, Dodge, Stude-
baker, Buick, Chalmers, and many other cars and trucks.

Wherever it has been used it has proved a profitable invest-
ment, and has met every requirement as to accuracy
workmanship and general excellence.

Clip this coupon and mail it to us for further information

r
Windsor Machine and Tool Works

86-88 Pitt Street, Windsor, Ontario

I, (or we) are interested in the UNIVERSAL CYLINDER REBORING TOOL, and wouldhke to get more information on this equipment. You claim it will materially increaseprofits of this busmess; if so, I, (or we) are anxious to know about it.

increase

I

Send any literature pertaining to same to

Name .

"1

Operating on a detachable
head motor—by hand

City.

Street p^,^^

We repair the following cars

Name of my jobber
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We Have Created the Demand

You Only Need to Supply It

For years we have been building a reputation

for the dependabiHty of Champion Spark Plugs.

To-day "Champion" on the insulator of a spark

plug is the world's synonym for dependability.

Spark plug visers have come to realize that

''Champion" means satisfactory, efficient spark

plug service.

hampion
Dependable SparK Plugs

have been selected as regular factory equipment

by over 300 manvifacturers of automobiles,

trucks, tractors, farm and stationary engines,

motor boats, and motor cycles in Canada and the

United States.

The demand for "Champions" is already
' established. All you have to do is to supply that

demand, and take your share of the business

our advertising has created for you.

Keep your stock of Champions complete that

you may be able to, at all times, supply the

demand.

Champion Spark Plug Company of Canada, Limited
Windsor, Ontario

Largest factory in Canada making Spark Plugs exclusively and the only factory making " Champions"

Champion ''Heavy Stone'*

B-13, 1/2 -inch B-53, %--18 long

B-43, 78 -inch, 18 B-73, %-inch

B-83, %-in. long

Price $1,25

Specially adapted for heavy
service cars, tractors, trucks,

farm and stationary engines.
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JOHN DEERE PLOWS
FOR JOHN DEERE DEALERS

"The One
Best Line

for the One
BEST DEALER 99

JOHN DEERE
Implements

Are Sold ONLY
by JOHN DEERE
DEALERS

Why YOU Should Handle the J. D. Line
JOHN DEERE dealers have had unqualified success

in handling the JOHN DEERE line of implements.
Backed up by quality and an ever-increasing demand,
dealers have found them easy to sell. They have made
satisfied farmers and this has meant more sales.

This year we are advertising JOHN DEERE
PLOWS especially designed TO MEET SOIL CON-
DITIONS IN ONTARIO. 83 years' experience in
plow buildmg is back of these plows. Ever since
JOHN DEERE invented the first steel plows. We have
been leaders in our field. Mechanically perfect and
constmcted of the highest grade materials, they
mamtam the usual JOHN DEERE standard of quality.

The JOHN DEERE
Quick Detachable Share
It saves 80% of time and is re-
moved by loosening one bolt.
Share fits snug and tight and
wears longer because made of
high carbon steel. This feature
alone should sell many plows.

TRACTOR HITCH
for NEW DEERE Gang
is another feature. It can be sup-
plied for New DEERE gang plows.
Learn more about the line.

Write us at once.

Our business-like policy is another reason why you
should handle this line. WE SELL ONLY THROUGH
DEALERS. They can be bought nowhere else. This
policy is winning us many friends.

Backed up by liberal advertising in farm papers

—

with special folders profusely illustrated—with the
help we give our dealers, you are in a position to
CASH IN on the plow business in your locality this
fall.

Point out the quality, workmanship and exclusive
features of these plows. The rest is easy.

Write for particulars of the full line and open
territory.

WALKING PLOWS, TRACTOR PLOWS, SULKY AND GANG PLOWS
THE JOHN DEERE MANUFACTURING CO., LIMITED

WELLAND ONTARIO
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Taithanks'Morse
"Z"Tjtgme with
'Bosch Magneto

Now'Theve is Only OneFartnEngine
TUST think of the famous *'Z" Engine with a Bosch high-tension, osciilat'

I
ing magneto—which delivers a steady succession of hot, intensive sparks.

/ Every farmer in Canada should at once call on the nearest "Z"
Engine dealer and see the result of this recent epoch-making combination

—

FAIRBANKS'MORSE *'Z" ENGINE WITH BOSCH MAGNETO.
Q Mechanical perfection, plus power—and right price—to date sold the *'Z"

Engine to over 250,000 farmers. QThis quality and quantity production

enabled us to contract for a large proportion of the extensive Bosch facilities

for making this one possible "Z" betterment, which establishes a new farm

engine standard. Q And all Bosch Service Stations throughout Canada will

assist our dealers in delivering maximum engine service.

MADE IN TORONTO, CANADA BY

y/ie Canadian

Fairbanks-Morse
43

Co.Ximited.
Halifax
Hamilton

St. John
St. Catharines

Calgary

Quebec Montreal Ottawa
Windsor Winnipeg Regina

Vancouver Victoria

Toronto
Saskatoon
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General Survey of the 1920 Crop Prospects
Reports from the West Indicate that the Farmers Will Cash in on a BumperCrop While the early Crops in Ontario are not so Good the

Prospects over the Dominion Generally are Encouraging
PRIMARILY, it is the farmer who is interested

in the prospect for the coming harvest. To him
It means the reward, great or small, for his

ganized that other factors modify the degree to which
year's labor. For although his business may be so or-
he can probably turn his soil products into cash, the
soil products themselves are the fundamentals with
which he has to work.

And as the products of the soil—the crops—consti-
tute the basic factor in determining the farmer's
profit for the year, so also do they constitute the
basic factor in determining the dealers' and thence
the manufacturers' profit for the year. For the
farmer must be able to buy before the dealer can sell,
and the dealer must be able to sell before he can,'
in turn, buy of the manufacturer.

The question then, of the crop prospects for 1920,
If of almost as threat moment to the dealer as to the
farmer himself. According to crop, prospects, the
wide-awake dealer will lay his plans for the coming
year.

J^ESPITE the untoward tendencies of early spring,
latest reports from the West are more than

satisfactory. They are rosy.

It will be remembered that the early spring was
most backward. Long after the usual time for the
commencement ox seeding, snow lay deep on the
ground and more came every day.

Then when the seed had been finally sown, it was
scarcely more than sprouted when the grasshopper
menace began to show itsdf of enormous propor-
tions. All of which was decidedly depressing.

But, given any kind of a chance, the crops of the
West are marvelous in their powers of recovery.

Thanks to the persistent efforts of the Provincial
Departments of Agriculture, and of the farmers
themselves, the grasshoppers have been brought
under control, early enough in the season that even
badly infested fields have been able to effect a re-
covery beyond the anticipations of the most optimis-
tic. Then in the middle of June, just at the most
propitious moment showers were almost universal.

JN Southern Saskatchewan it is reported that on
June 14th, one and one-quarter inches of rain fell

This is perhaps greater than the average, but in
most cases the precipitation was sufficient to estab-
lish a connecting film between the surface and the
underlying soil water table. Thus capillary action
will continue to supply the crops with abundant
moisture during their period of fastest growth.

Following the showers the growing weather has
been ideal. A number of correspondents have re-

By J. C. NEALE, B.S.A.

ported as much as five inches of growth, by actual
measurement, in a single week.

Reports from Saskatchewan state that wheat was
eighteen inches high and headed out, over a large
acreage, shortly after the middle of June.

'pHE reports from southern Alberta indicate con-
ditions better than have prevailed since 1915—

the last year of good crops in that section.

In a few areas in Alberta high winds, and conse-
quent soil drifting, have caused very considerable
damage. But these areas are relatively small, and
even there, experts are of.tha opinion that the re-
cent rains will bring along some crop on sixty or
seventy per cent, of the blown land.

Altogether, it may be predicted that, barring an
early frost, the West will harvest a better crop than
for some years past.

JN the East, conditions are somewhat different than
in the West. While the crops still constitute one of

the basic factors governing farm profits, the Eastern
farmer is not so entirely dependent thereon. For the
farmer of the eastern provinces sells relatively little
in the shape of raw products of the soil.

Instead he turns them into the form of milk, beef,
or wool, and markets them as animal products. So

—Hunter in Toronto "Globe"
Premier Drury-'-Isn't it good to get back to ,rhere the robimare real robins and the folks are real fulks!"

while he depends on his own farm for the production
of rough feeds, he buys a great deal of grain con-
certrates from the West.

Hence an abundant crop on the prairies insures a
fair amount of prosperity for the East as well as
for the actual Western producer.

Of course, the eastern dairyman or beef-raiser can-
not buy all of his concentrates and make much profit,
but the fact that most of his income is from the sale
of live-stock products renders him less liable to
failure through mediocre crops on his own farm.

TN Ontario, this year, the spring was also very
backward. Wheat and clover came through the

winter in splendid condition, but were met by several
weeks of cold growth-inhibiting weather.

Spring seeding v/as delayed, and much seed was
sown in a poorly prepared seed-bed. When growth
really commenced it was rapid, but another check
was put on it by a drought of several weeks.

The June rains have saved the day for the later
grain crops, and for corn and roots, but hay and the
early grains are bound to be short.

It is estimated that hay will yield about two-thirds
of a normal crop. But while wheat and barley will
necessarily be short in strav/ there is reason to be-
lieve that a continuation of favorable growing
weather will bring about a very fair yield of grain.
And the present hot weather is ideal for the growth
of silage corn, now such an important crop in all

parts of Ontario.

The shortage of hay cannot fail to cause some dis-

advantage to Ontario farmers, but' with the prospect
of a fair corn yield, and available concentrates from
the West, it is not thought that the feed situation next
winter will be as acute as in the one just passed.

CRUIT prospects, especially for the tender fruits,

were never better. Fruit growers from both the
Niagara district and the Blenheim district in south-
western Ontario, report an abundant setting of all

kinds of fruits and excellent growth up to the pres-
cent. Strawberries now on the market are good in
both size and quality.

Information from the Provincial Fruit Inspectors
cfTice, in British Columbia, is to the efi'ect that con-
ditions there are most favorable, and it is anticipated
that the yield will be even greater than that of last
year.

Altogether, for the Dominion as a whole, the season
of 1920 promises to do much to increase the supply
of food products, thereby relieving some of the strain
on the consumer, but at the same time assuring the
producer, and hence the country generally, of greater
prosperity.



The Pneumatic Tire and the Farm Truck
ByTHE advent of a successful pneumatic

tire for trucks has opened up a

tremendous field for the sale of motor
freight carriers, and truck dealers are now
in a position to conscientiously recommend and sell

trucks that are of practical value in the farm field.

The development of motor truck transportation has

been rapid. It stai'ted w^ith the converting of more
or less passenger automobiles into carriers of freight.

Then came the heavy lumbering vehicle with an extra

strong frame, a heavy duty engine and transmissioi;

to suit. And solid tires were the only possible tire

equipment.

These trucks found their best fields of usefulness

in the cities where excessively big loads had to be

taken over comparatively shoii; distances. Lighter

trucks patterned after the^same design also became
popular in spite of the fact that obvious difficulties

were not overcome in the designing.

In the same way that bicycles were first equipped

with tires of solid rubber and are now on pneumatic
tires, truck and tire engineers realized that the same
development would take place in trucks. And after

years of experimental work and at least five years

of final tests under the most severe conditions it can

safely be said that the pneumatic truck tire is now
a practical and essential factor

in motor truck transportation.

It has proven to be such a

success in inter-city transporta-

tion and for farm work in the

United States that the move-
ment is spreading to Canada
much more rapidly than cai;

conveniently be taken care of

by the truck and tire manu-
facturers.

npHERE are two distinct

advantages of pneumatic
equipment, namely, tractioning

and cushioning.

Under the head of "traction-

ing" we find a most important
advantage and one that applies

very strongly to farmers who
are prospective truck owners.
On soft wet roads big pneu-

matic tires, with their greater

road contact area and with a

tread designed to furnish the
maximum traction, are ideal.

A great number of Canadian
truck owners have found this

particularly beneficial in the
winter time when trucks so

equipped ran even with several

inches of snow, over ground
that motor trucks on solid tires

could not be operated on. A solid tire going over the
road, even when the surface is comparatively smooth,
does not grip smoothly and evenly. The engines on
solid tired trucks are, therefore, not able to work
smoothly, with a steady flow of power to the driving
wheels. With pneumatic equipment, this very rough
condition is eliminated and the engine can continue
at a steady speed and thus operate much more econ-

omically.

Truck engineers estimate the saving of fuel con-

sumption vdth pneumatics at from 15 to 30%, a big
part of which may be easily attributed to "cushion-
ing." Pneumatic tires do cost more than solid tires,

but even without considering such a saving as 25%
reduction in the gasoline and oil bills, the money
comes back to the truck owner in the lessened depre-
ciation to his truck.

A $2,000.00 investment in a truck spread over five

years means an expense of $400.00 a year. With
pneumatic tires even such authorities as the Society

of Automotive Engineers believe the life of a truck
can be doubled. The S. A. E. finds the average life

of a solid tired truck to be 60,000 miles, whereas
pneumatic tired trucks is from 100,000 to 102,000

miles. I

jj

TT is clear therefore that a truck investment of

$400.00 per year becomes $200.00 per year when
pneumatic tires are used. The same cushioning that

prevents depreciation prevents breakage. And repair

bills can also be tremendously reduced when a truck

rides on a cushion of air.

G. R. DONALDSON
Goodyear Tire and Rubber Company

When the time comes when real salesmanship is

required to sell trucks, there is an advantage in the

use of pneumatic truck tires that should not be lost

sight of. In the great majority of cases the farmer
who buys a truck will drive it himself. And a demon-
stration of an easy riding quality of truck so equipped

would do much to complete sales.

BEFORE leaving the subject of cushioning it should

be Noticed that trucks used in hauling livestock

most certainly should be riding on pneumatic tires.

The lessened shrinkage alone would pay for such

equipment.
And in these days when everyone who uses his own

or someone elsfe's automobile is urging on the various

authorities the need for good roads, the destructive

effects of solid tires and the ability of pneumatics to

run on a road without damaging it, are important
considerations.

The dealer organization of this country can benefit

by the experience of dealers throughout the United
States who have already passed through the first

wheels, lack of brake equalizing, improper
inflation, inattention to tread cuts, etc.

From a dealers' standpoint, therefore,

the first consideration is to recognize the

inherent abilities of motor trucks equipped with

pneumatic tires to meet the needs of the farm field.

And such an understanding can only be secured by

studying carefully all of the available data on the

developments in the designing of trucks.-

Equipped then with an intelligent grasp of the

subject, dealers will be able to sell trucks with a

clear recognition of their value to the farmer in his

work in the farm fields. And having mastered the

subject, the need for giving service, which in the

writer's opinion is vitally important, will be really

understood.

A farm truck, e<juipped with pneumatic tires, starting to ford a creek and haul its load over the worst kind of roads.

Truck engineers estimate the saving of fuel consumption with pneumatics at from 15 to 307c

Selling Milking- Machines
CINCE the introduction of the Cream Separator

'^there is perhaps no line of goods more promising

from the point of view of easy sales and wide distri-

bution than the mechanical milker.

The owners of only ten or twelve cows are inquir-

ing about milking machines, whilst the man who
milks anything over twelve

cows is a sure prospect. The
time is past when the milking

machine was a doubtful pro-

position as regards its practical

use. There are many stand-

ard makes of milkers, all of

which are giving excellent satis-

faction, and if anyone of them
falls down, the fault can be

looked for, not in the machine,

but in the method of using and

caring for it.

Wherever a few milking

machines have been installed

that locality is liable very

shortly to be full of these

machines. In other words the

sceptical farmer has only to

see the machine in operation to

become convinced that it will

save him also time, labor and

money. Of course, it is neces-

sary for the dealer to do a

little more talking in selling a

milking machine than is thte

case with a cream separator,

but once he has two or three

sales to his credit, he will be

surprised how easily more sales

are made.

installation of

stages of the coming of motor trucks. They can

prepare now for the business that is going to be

tremendously important in the future.

At the present time it is generally admitted that

the demand for automobiles and trucks far exceeds

the supply. The same authorities say that in two

years' time this condition will be reversed. Then real

honest-to-goodness merchandising will be necessary

for the dealer who wants to stay in business. And
the secret of good merchandising is to give service.

Truck dealers who wish therefore to give service

will have to do more than to merely advertise them-

selves as Service Stations, for this or that kind of

trucks, or this or that kind of tires. The business

will go to those dealers who understand the product

that they are marketing and will do everything in

their power for their customers to receive the greatest

possible benefit from their purchases. And because

the giant pneumatic tires will be such an important

factor in the sale of motor trucks to farmers these

farm dealers should prepare to give service on them.

XJO tires will wear indefinitely. It is the responsi-

"^ bility of every dealer who sells a pneumatic

equipped truck to carry spare tires and spare tubes

of the sizes that are used in his locality.

And almost as important as the carrying of

adequate stocks i? that of helping his truck owner

customers secure the last possible mile of service

from his tires.

The enemies to long tire mileage are well known
and include such things as poor alignment of the

The proper

the milking machine is of vital importance, and most

firms manufacturing or selling milkers have their

own experts to install their machines. This un-

doubtedly is by far the best course for all concern-

ed, as for the sake of their reputation the manu-

facturers will see to it that the machine is satis-

factorily installed, and this means a satisfied cus-

tomer and a satisfied agent. In some cases where an

agent has worked up a big sale he can hire his own
expert installers, which works out very well, but it

will be obvious that he must have a good territory

and good sales in order to keep an expert employed

constantly.

The care of the milking machine after installation

is also of great importance as it is not to the agent's

interests to have any machine lying around idle.

Many manufacturers of milking machines will pro-

vide an annual supervision and overhaul for a small

fixed sum. This relieves the agent of a great deal

of responsibility and ensures that the machines are

well cared for and kept in proper repair. As to the

type of milker, and there are several different types

this is naturally a matter for the individual to de-

cide for himself. His best guide in this matter is

the standing reputation of the firm which manufac-

tures and sells the machine. A live agent will not

neglect the milker agency. If he does he may be

quite sure that some other man will step in and get

the business, as the business is there and only wants

looking after.



Have You the Power Farming Vision?
JT is pretty hard to convince someone

else of something which you yourself
do not believe. The salesman who does

not believe in the line he handles will not
be as good a salesman, other things being equal, as
the man who considers the line which he handles to

be the best of its kind, and believes that it is really

to the advantage of the public to use his product.
The implement dealer is in one sense of the word

only a salesman. If he does not have the power

By ARNOLD P. Y E R K|E S

that the man selling such equipment will do a larger
business and must think and deal in larger figures
than in the past.

For one thing, farming is rapidly changing over
from animal to mechanical power. Perhaps it is not
quite correct to say rapidly, although considering the

as to

giving

in his

One of these tractors. by its satisfactoo performance and backed by a dealer who had the power farming vision
soon sold the other one.

'

farming vision and faith in the future of power farm-
ing, he cannot hope to enjoy as much of the business
in power farming equipment in his territory as he
•otherwise would.

There are quite a good many implement dealers who
sell tractors and other power farming machinery in
a half-hearted way. Some of them have taken the
agency for one or more makes of tractors without
much hope that they would be able to sell very many
machines. A good many of them do not have suffi-

cient faith in the business to even purchase a sample
machine. Their idea of the tractor business is to
have the agency and be prepared to order a tractor
in case some farmer comes to them and wants to
buy one. They make no real attempt to SELL the
tractors to their trade largely because they are un-
familiar with tractors and what they mean to the
modern farmer. In other words they themselves
have not been really "sold" on the tractor and accord-
mgly make little effort to sell others.

The sales of tractors and other power machines
made by this class of dealers are usually far from
•satisfactory. Such dealers are usually ready and
willing to express a poor opinion of the tractor busi-
ness in general. They do not believe that it is des-
tined to amount to very much and do not
see any reason why they should exert themselves to
try to gain or hold a share of it.

These men are living in yesterday. They have
clearly in mind the days of the early tractors and the
-not mfrequent occurrence of an implement dealer sell-
ing a tractor which did not prove entirely satisfac-
tory for some reason or other and on which the profit
was entirely eaten up by the service required to keep
the outfit in operation. They seem willing to close

/
their eyes to the present day development in the
tractor business, which is a very diflferent proposition
from that of a few years ago, until some competing
dealer who has acquired the power farming vision
"has cut the ground from beneath their feet, as it
were, and got in on the ground floor of the tractor
trade for their territory. Then they realize, too
late, that the implement business of the future will
consist very largely in the sale of power farming
equipment.

JT cannot be too often repeated that the implement
dealer of the future will be a difl'erent type of

busmess man from the one of the past. He must be
a much bigger man and must handle a bigger busi-
ness. The amount of capital invested in farm equip-
ment increases each year and from all indications it
will contmue to grow as time goes on, which means

kind of change which is going on it really is a rapid
one., Most radical changes in our modes of living
or ways of doing various kinds of work occur rather
slowly. It is a great deal like watching the tides
build sandbars. Close observation for any short
time fails to reveal much change, but by noting
changes between considerable periods of time we see
that large quantities of sand are being moved. Noting
the changes in the kind of equipment being used on
farms in any given section during one season might
seem to indicate that there is really very little change
taking place and that it will be years before mechani-
cal power is generally used for farm work. How-
ever, when we think of the development which has
occurred during the past five years, we can see what
progress really has been made. Then, by comparing
the growth of the tractor industry with that of the
automobile industry, we can better realize how the
use of tractors will undoubtedly increase more and
•mnre rapidly as time goes on, just as the number of
automobiles used has done.
The implement dealer who cannot see this change

taking place and who does not believe that the use of
mechanical power for farm operations on most of our
farms is to be a reality, is not the man who is likely
to gain and hold a very large share of the tractor

business in his territory. The dealer who
gets the bulk of the tractor business is
usually the one who believes in it most
firmly and who has studied it carefully so
know what types of machines are

the greatest satisfaction on farms
territory and be prepared to answer

farmers' questions intelligently and so be of real help
to his customers in choosing their power equipment
as well as in re-organizing their farm business to
utilize mechanical power to the best advantage.

It really does not require much vision to see clearly
that the change from animal to mechanical power
equipment on our farms is destined to increase very
greatly the sales of farm machines, for one reason
alone, namely, that the increased use of tractors will
make it necessary for most farmers to purchase new
machines for use with the tractor in place of those
which have been used with horses, even though the
latter are not entirely worn out.

'j^HE implement dealer who expects to remain in
the business for any great length of time should

give this matter his most careful consideration, if he
does not already have the power farming vision. And
It may be stated as almost a certainty that unless he
acquires this vision some other dealer will soon be
handling the business which should rightfully be his.
This is not mere theory, but has actually happenedm quite a good many cases and is quite sure to hap-
pen to others in the future. The implement dealer
who does not believe in power farming, therefore,
should either look around to see what is going on and
get the proper viewpoint or else prepare to go into
seme other kind of business.

It is not meant to infer that we are going to do our
farming entirely without horses in the near future.
This is not at all probable. The day of the general
horseless farm is certainly a long way in the future.
Farmers are going to continue to keep some horses
for certain jobs for a good many years to come, but
this fact does not mean that they will not also use
tractors. The dealer should not let himself be mis-
guided because he feels certain that the horse is not
going to be entirely misplaced on farms by tractors.
This is a mistake which dealers frequently make. They
look the situation over carefully and watch the re-
sults being obtained by power farmers, note that most
of them continue to maintain a stable of horses, al-
though perhaps not as large as before, and come to
the conclusion that the horse is here to stay and that
the '^-actor therefore is destined to be a failure. Some
of Jhe propaganda being spread by people engaged
in the horse industry is intended to give this impres-
sion. Horses and tractors will both be used for a
long time to come, but it is just as certain that horses
will gradually disappear from our principal farm-
ing areas as that the automobile and motor truck
have already practically driven him from the road.

'pHE world doesn't progress backwards. While
improvements and changes come gradually, as

already pointed out, they, nevertheless, come surely.
Anything which increases the efficiency of man labor

(Continued on page 13.)

This tractor, and the service furnished for it, helped the dealer sell two more tractors on the same farmlikewise sold a lot of equipment for use with them.
He
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IfTransportation Difficulties

TRANSPORTATION difficulties are becoming

greater every day. We are surrounded,

hemmed in and well nigh engulfed by the trem-

endous problem of inadequate transportation facil-

ities.

Since early spring, and even before, manufacturers

have been at their wits end to find a means whereby

they could ship their goods. Dealers have had to

cancel orders because goods ordered—and often

weeks in advance—have failed to arrive in time.

Some have practically been forced out of business or

are at least faced with that possibility.

For some decades we have been shipping our goods

by rail and have gotten so used to it that we have

come to regard it as the only way.

For some years we have been riding to business,

to the down-town stores and even to the country, by

tram-car, and have gotten used to it so that we look

on such a means of transportation as the only way.

Suddenly we are faced with a railroad strike and

our goods pile up at the depots. A street-car strike

is proclaimed and we walk. We talk of being at the

mercy of organized labor, the big interests and any

other organization we can think of at the moment.

In reality we have reached the point in our civiliza-

tion when a more varied and elastic system of trans-

portation is necessary. Instead of having two great

means of transportation we should have at least four.

Now that we are building solid roads we should

see to it that we get the maximum amount of service

from them.

The railroad and the street car form two useful

and necessary means of transportation but their

scope is limited. The mere fact of their being con-

fined' to a specific road bed hampers and limits their

usefulness.

The nivotor truck and the motor bus operating on

good roads will form a valuable auxiliary to the

railroad and street car. It is even possible that the

future will see the mobile motor bus supplant the

noisy and often ugly street car.

In London, England, and in New York, street cars

don't run on the principal thoroughfares. The London-

er rides all over the city in the motor bus. He finds it

a speedy, safe and convenient mode of travelling.

The motor bus is not an experiment but a firmly es-

tablished and highly satisfactory medium in every

way.
The motor truck on the highway is becoming more

familiar day by day. It is considered by transport

experts the world over as the great transportation

medium of the future. Transportation companies

are being formed to operate large fleets of trucks.

These trucks in the districts in which they operate

touch at every point. The .smallest farmer on the

most obscure route has thus a speedy express

brought to his very door which will enable him to

ship his grain, vegetables and fruit to market with

the least delay and at a reasonably low cost.

When there is a sufficient number of trucks oper-

ating on our highways, feeding every main road and

spur, we need not look on the prospect of a railroad

strike with much apprehension.

Before t^at day arrives, however, there is much

work to be done.

The good road 'programmes we hear so much about

must be turned into miles of solid road bed.

Truck manufacturers must be ready to supply the

great demand there will be then for their product.

And last but just as important, there must be

created an army of salesmen and dealers educated
in the truck business and able to meet every demand
for instructixm and service.

Use Your Trade Papers
'TpHE automobile and implement trades to-day are

grappling with numerous problems which de-

mand immediate solution. The trades themselves
can't do very much owing to the fact that they are
not sufficiently organized. Dealers are scattered far

and wide over the Dominion and even though they

had strong organizations they of themselves can't

hope to cope successfully v.-ith all the probleias.

The trade paper is designed to help the dealers.

Through its pages the scattered members are brought
together and held together and in a sense are form-

—^Rally in Montreal ''Star."

Tempering the wind to the shorn lamb.

ed into one big unit. It is a medium whereby every

dealer-reader can get expression for his ideas.

Occasionally we hear complaints about M. T. I. net

giving sufficient space to the problems that confront

the dealer.

Now this is the Editor's own page and he intends

in this editorial to air his views on certain matters.

One of the complaints—or more strictly speaking

the only complaint—is that we don't boost enough
for the implement dealer in his fight for a better dis-

count.

Now as a matter of fact this is one problem which

we can say without fear of contradiction has been

given considerable sympathy and space. Practically

since its inception M. T. I. has wielded the sword for

a higher margin of profit. Look back over your

M. T. I. file—by the way do you file your trade

papers? If you don't you had better begin now

—

and see how much space we have devoted to this

great problem. It is a great and an urgent problem
and M. T. I. is out to help you solve it.

In this issue there is a splendid article on this sub-
ject under the caption "Stumbling Blocks in the
Implement Trade" by G. H. Sallans. This story
covers the ground thoroughly and we feel sure it

will be read with the degree of interest it merits.
What we want to say is this, if you have anything

on your mind relating to margins, credit business or
any other subject, write us and we will be pleased to
give your thoughts the publicity they deserve.

Don't knock!
Don't blame the Government, the manufacturer

or your ti'ade paper.

Knocking and finding fault will get you nowhere.
What we want is some real constructive ideas.

You cannot surround and capture an army with-
out a plan.

You cannot ameliorate a condition without some
consti'uctive ideas.

Well then, get busy implement and auto dealers,
and put your ideas to paper and shoot them along.
If we have plans from all the districts in all the
provinces in the Dominion we shall soon be in a posi-
tion to capture the city.

We want to help you and in order to do that
adequately we must have your help.

The Danger of Glaring Headlights
VyiTH the rapid increase of motorization in Canada

and our city and country roads becoming more
and more crowded by automobiles the danger of the
glaring headlight becomes more menacing.

In an attempt to solve the problem in Ontario the
Provincial Government has passed a bill to compel all

motorists of the Province to have the headlights of
their cars equipped with approved anti-glare lenses
or devices. This act comes into effect on July 19.

There are many devices on the market designed to
overcome headlight glare but the universal device
suitable to present conditions has yet to appear.
The type of anti-glare device which deflects the

light downward by means of the tilting lamp is one
that is meeting v/ith a degree of success.

On this subject Motor Age says: "It is hoped that
manufacturers of cars will give the subject of tilt-

ing lights the attention it deserves, especially in view
of the many accidents occurring nightly in this
country from glaring lights. Some drivers will dim
their lights, others will not, so legislation will not
altogether solve the problem. The lighting construc-
tion should be such that the human element can be
disregarded."

Fall Fairs
IN an article elsewhere in thig issue the importance

of fall fairs to the implement and automobile trade
is emphasized. The live dealer will not pass up so
valuable a means of publicity as the fair without
serious thought.

Without ah effort on his part interesting prospects
are brought to the dealer's door.

Manufacturers and dealers in the past have profit-

ed much by the exhibition of an automobile truck,
tractor, disk, washing machine, lighting plant, etc.,

at local fairs.

The fair time is now here; rent space and give the
members of your community a chance to pass judg-
ment on your goods and perchance make a few sales.

—Thomas in the Detroit "News."

"City folks get themselvefi into the darnedest messes."

Protect Yourself With Order Forms
A S a practical suggestion to our dealers, says

"Auto Links", we would emphasize the importance
of furnishing purchasing orders at all times. It is

not only a protective policy for the dealer, but is

only businesslike.

We have often wondered why the dealers have
not (more unanimously) adopted this policy, and we
have often been led to believe that we are more in-

terested in the dealers' protection than some of the
dealers themselves.

Fortify yourselves against that puny, picayune
car owner who sneaks up to your desk, grabs your
card or letterhead, and marches down to a jobber
to get a discount. Step on him and the only way is

to have a numbered order .form—protect it and use it

properly.



Keep Your Eye on Rural Motor Express
THE new programme of highway improvement,

recently announced by Hon. F. C. Biggs, Min-
ister of Public Works in the Drury Govern-

ment, makes it a certainty that there will be a very
rapid growth of motor traffic in the Province of
Ontario during the years immediately ahead. Be-
cause the motor truck is usually more economical
than the railway for short hauls of not more than
one hundred and fifty miles over improved roads, it

can be safely predicted that a large amount of
freight traffic, now passing over the railways be-
tween many points in Ontario, will be diverted to
the highways and hauled on motor trucks.

A glance at the map of the highways which the
Provincial Government aims to improve will give
the reader some idea of the immense future of motor
transportation in this province. The chief manufac-
turing centres will be linked together.

Notice how the proposed highway system radiates
in every direction throughout Western Ontario from
the large urban centers at the head waters of Lake
Ontario. A recent canvass in Western Ontario
showed that the

majority of the in-

dustries in towns
and cities would
supply a very
large amount of

freight for motor
haulage. It is not

too much to say
that when motor
transportation has
been placed on a

sound basis indus-

tries will be devel-

oped which cannot
now exist under
the present trans-

portation facilities.

Not only will ur-

ban centers be
linked more close-

ly but the town and
country will be
more intimately

connected. Country
people and city

people will become
more dependent
upon each other

By D. R. COWAN, M.A.
Inv^estigator of Rural Motor Transportation
for the Ontario'Department of Agriculture

in a fairly steady stream throughout the year. Dairy
and truck farming districts and areas of intensive
but diversified agriculture have proven to be the
most profitable for the early development of rural
express.

The character of the tonnage to be moved is also
important. Low-priced, bulky staples, such as hay,
will not usually bear the motor truck rate. On the
other hand, perishables which must be moved to

market promptly if deterioration is to be avoided,
may readily bear a motor express rate because of the
ppeedier service obtainable. Light, bulky products
require an undue amount of space and may prove
unprofitable as a load. In -enerai, loads which have
a high value per unit of weight and bulk offer the
most profitable return. These considerations are im-
portant because on them the salesman should base

an operator to

A map showing in a general way the roads that become Provincial Hig-hways in Ontario.

from an economic point of view. Business between
country and city will become more direct and person-
al, and through the medium of the motor truck a
better understanding of each other's problems will be
likely to arise.

The motor trucks which confer this distinct social
advantage may be owned either by individual farm-
ers or by men operating the rural motor express
routes m productive farming districts as a purely
business enterprise.

TF the motor truck salesman be wide awake he will
know the conditions under which rural motor ex-

press will pay and he will study the rural districts
for the purpose of selling trucks to persons whom
he may be able to interest in t^e question.'
What are the essentials of the economical opera-

tions of rural express? Certain important underly-
ing factors must be considered. These factors fall
into two general divisions— (a) the volume of busi-
ness, and (b) the external conditions which have a
direct bearing on the business.

(a) A motor express business depends for its ex-
istence on the tonnage carried. Speaking generally,
the profits of a route will vary directly with the ton-
nage. The greater the prospective tonnage the
greater will be the profits.

However, the total quantity of agricultural pro-
ducts moving from the territory under survey is not
an entirely accurate guide for the prospective truck
operator. The truck operator in a district producing
gram exclusively, who has offered to have a greater
tonnage that it is possible for him to carry during
September and who has very little freight to haul
during the other eleven months, is likely to fail. The
ideal territory is an area in which not only the total
productivity is large but the products move to market

his decision as to the size of truck and type of body
to be sold to a prospective buyer.

Although rural express routes may be developed
for the purpose of affording more adequate trans-
portation facilities for agricultural communities, it

does not necessarily follow that loads should be con-
fined entirely to agricultural products. In many
cases, tonnage furnished by small industrial plants,
country merchants and city dealers with a rural cli-

entele, has made possible the profitable operation of
a motor express route established primarily to serve
the farming community. Such freight is high-
ly essential because it will bear a higher
rate than farm produoe. Few farming districfts
can support a motor route with a tonnage of farm
products only, but other tonnage should be obtain-
able in the small towns and villages between the
termini.

TPHE possibility of obtaining return loads should not
be overlooked. Usually a motor express route

cannot exist entirely on a one-way load. Here again
the operator must establish contact with commercial
shippers who may provide loads in both directions.
As a rule, country merchants provide a considerable
part of the load coming from the city and the im-
portance of this business cannot be overlooked.

(b) Among the external conditions directly affect-
ing the business, roads are a prime consideration.
The salesman as well as the prospective operator
should know what territories the roads serve and
where they connect; whether they are paved; the
kind of pavement and its condition in wet and dry
weather; the grades; and the traffic conditions at

.
different hours on different days of the week and at
different seasons of the year. If these conditions are
unfavorable, operating expenses may be so high that

ordinary tonnage will not enable
make a profit.

Existing transportation facilities deserve atten-
tion. To offer a motor express service in direct com-
petition with established carriers who are satisfying
patrons, might show lack of judgment. If, however,
the motor truck can make marketing more direct can
move perishable products more speedily, or can offer
a more complete pick-up or delivery service, it may
be possible to establish it successfully as a supple
ment to the older carriers. Special attention should
be given, therefore, to the schedules, collection and
delivery arrangements, and rates of existing car-
riers. No rule for fixing the motor rates can be set
forth in advance, but if it becomes apparent that the
rates by motor truck are going to be much higher
than other local rates without a corresponding in-
crease in service rendered, it is obvious that no per-
manent business will be secured.
When the salesman is certain that the truck he

IS endeavoring to sell will be a paying proposition in
the light of local conditions, he will be able to ad-

vance his argu-
ments fearlessly.

He will also be
able to present to
the prospective
buyer the advant-
ages of rural motor
express, and the
operator may in
turn use them in

advertising h i s

business through-
out the rural com-
munity.

These advant-
ages or benefits
may be enumerat-
ed:

(1) It will tend
to intensify

a g r i culture
and is itself

an example of
s p e c i aliza-

tion in indus-
try.

(2) It may en-

courage diver-
sity in farm

production by widening its market areas.
(3) Men and horses hitherto mostly engaged in

driving to markets may be employed on the
farms.

(4) It may provide a means of marketing food
product.s, formerly unavailable because of the
distance between the farm and the market.

(5) Speedier transportation of food to the con-
sumer will be accomplished.

(6) Perishable products will be marketed in bet-
ter condition because of the rapid transit.

(7) In all probability the farmer will be enabled
to take advantage of a specially high price
for produce of which he has an insufficient
quantity to make it profitable to market in-
dividually.

(8) Supply may be made elastic, and as a con-
sequence the reduction or elimination of
violent price fluctuations will benefit the
whole community.

(9) In place of the disinterested and impersonal
relations with, and the limited liability of
the railroads, it will substitute on short
hauls an agency which personally collects
and delivers produce and performs both
marketing and transportation functions.

(10) It.must eliminate much handling and special
packing of produce involved in shipping by
railway.

(11) It will inevitably serve as a feeder to rail-
ways and steamships.

(12) It may make possible the establishment of
a more direct connection between the farmer'
and the consumer by eliminating some
middlemen.

(13) By reducing the cost of marketing it is
likely to make possible a reduction in prices.



Stumbling Blocks in the Implement Trade
WHAT hopes has the implement dealer of ever

doing business on a strictly cash basis? Will

the time ever come, or is it part of the

millennium, or has it anything to do with

millenniums? Certainly, it is akin to the ideal condi-

tion, and they say the ideal is never quite reached.

Eight at present, it must be admitted, there are

tremendous difficulties in the way of such an adoption.

There is a certain amount of psychology connected

with it, a large amount of the human element, much
tradition, and a brutal proportion of hard fact. The
first named is essentially first, for analytical, or in-

trospective psychology, involves a description of the

mental processes as they are immediately appre-

hended, and, therefore, has its direct bearing on the

other three elements, two of which are characteristics,

and one of which is the result of mental processes.

Therefore, it would appear that a practical ap-

plication of the first to the other three would solve

the difficulty, wash out the credit fog, and establish

the dealer in a new light in his own, the manufac-

turers' and the public's eyes. But it will not. The
education has to be taken reversely, from the hard

fact back to the psychology. Then you get some-

where, by evolution or revolution. By starting at

the root of things, analyzing it as you go, admittedly

you climb, but after you've swept away a lot of the

difficulties and think you're on the way to the open-

ing, you suddenly find you've climbed up the inside

of the pyramid, and all

your reasoning, through -

the different stages of

which you have fought, lies

beneath or behind you,

spread in the four ways,

and availing nothing.

vjO amount of psychology,

for instance, will get

away from or around the

fact that to-day the dealer

is up against the consign-

ment contract in 90 cases

out of 100 of manufactur-

ers, that he can't sell on a

cash basis without some

change, both within himself

and within the manufac-

turer, and that even as it

is he's operating on ap-

proximately a ten per cent,

margin for most of his im-

plements, while his over-

head is 18 per cent, and go-

ing higher. These are

some of the things that a

psychological application

would reveal as existing,

just as the Board of Com-
merce discovered that there

was a sugar shortage in the West several months

after this became painfully apparent to every house-

wife, but it wou],d suggest no possible means of ad-

justment. Therefore, the hard facts have to be con-

sidered and applied to the problem in hand.

And that is just what is being done by the retailers

in the implement world of Saskatchewan. First,

realizing that an ounce of fact is worth a pound of

theory, they have a special representative in their

association office collecting data from far and near,

specific cases by the score, to back their arguments

when they again meet the wholesalers and manufac-

turers. Faith will move mountains, but it takes proof

to move men.
First, the dealer is up against the fact that his

margin has shrunk, in spite of him, from 20 per cent,

and more in 1914 to 10 per cent, and less in 1920.

On some implements it is six, on others higher. But

there you are, and his overhead, economize as he

may, averages around 18 per cent. In the States,

the implement States, of course, it is 17.44 on an

average. It is estimated, and granted, that eight per

cent, is a fair profit over and above cost of purchase,

and doing business.

11 THAT is the result? They're all going in for

something else. They have to—and make im-

plements a side line. But that is a sub-normal state

of affairs, and should not be. And as for cash busi-

ness, why it should be, and what it should be. A mail

By G. H. SALLANS
order house buys direct from the manufacturer at

the jobber's price, and delivers, say, a set of harrows,

at $36.50, where the dealer has to pay $35. But if

the dealer tries to cut out the jobber and get his stuff

direct, he pays the jobber's price just the same. In

other words, we're both going along a road. You
have a straight road, no bends or rises, on your side.

On my side I have obstacles, a little rise, a stile, and
a toll gate half-way along. You get home first, yet

you're not so tired as I. You have expended less,

and got there first. That's the way with the mail

order house, and the co-operative association, buying
direct, while the other fellow stops at the toll gate.

They say the percentage of wholesale contracts

has decreased because it was hard to get dealers

strong enough financially to handle goods under such

a contract. Therefore, the consignment contract has

stepped in, and the dealer's chances for even competi-

tion have stepped out. They had to give credit to

get these men started, so, as they couldn't do that,

they let the dealer give the credit and they dealt in

cash. That was all right. It was good business, for

all but the retailer, who found himself just about 60

per cent, out of luck as a result. From that discovery,

the wholesale contract took a slump in popularity,

until now at least 90 per cent, of the manufacturers

A New Jersey farmer pulling four 11-in. bottoms with a J2-20 Advance Kumcly tractor in very light soil.

deal with the wholesaler, and the retail man gets his

stuff by consignment contract. If that was extended

to all, mail order houses and such, it would be even

chances for all concerned.

All these circumstances are covered by an insuf-

ficient margin, together with several other factors,

which are steadily growing worse for the dealer, in-

cluding the cost of doing repair business, which is out

of all proportion to the worldly gains derived there-

from, and the length of time, six months, which the

wholesaler is allowed to turn back what he finds out

to be bad paper, turned over to him as collateral by

the dealer.

Take these things in turn, the margin first. The
dealer here finds himself up against the groundwork
of all his troubles. It has always been so, of course,

since the start of mail order business and co-opera-

tive buying, but it is worse now than it has ever

been before.

TN 1914, as one instance, a certain well-known binder

cost $170, retail. The landed cost to the dealer,

including $14.50 for freight and dray charges and

$127 factory price, was $141.50, leaving the dealer a

margin of $28.50, or of 16.76 per cent. In 1916 the

selling price of the same binder was $178, landed

cost $152.50, leaving a margin of $25.50, or 14.30

per cent. In 1918 the retail price was $259; landed

cost, $232.50; margin, $26.50, or 10.23 per cent. In

1919 this margin grew slightly, to $26.25, or 10.63

per cent., but this year, though it shows another

slight increase, the dealer's overhead has increased

alarmingly. The retail price is now $284; landed

cost, $253.75; and margin, $30.25, or 10.78 per cent.

These figures are based for an average point in Sas-

katchewan, and the average freight to that point

from Regina up till 1918 was 25 cents a hundred on
carload lots, and since that year 30 cents.

A certain make of double disc drill tells the tale

still more convincingly. In 1914 the retail price of

this drill was $140 and the landed cost $111, leaving

a margin of $29, or 20.71 per cent. To-day the drill

costs the customer $257.50 retail, landed cost is

$231.75, and the dealer's margin has shrunk to $25.75,

or 10.00 per cent, of the sale price. This in face of

the well-recognized fact that his overhead has jumped
to almost twice its former figure. The shrinkage

might well be noted from year to year. In 1916 it

had gone down to 15.13 per cent.; in 1917 it was
14.28 per cent.; in 1918, 11.26 per cent.; 1919, 10.68

per cent.

In considering these facts it must be remembered
that careful estimates show the overhead averages
around 18 per cent, for all retail implement dealers,

and while the wholesalers claim their overhead has
jumped, it is reasonable that the retailer's overhead
has also taken a leap of some sort.

Then there is the question of repairs, which must
be handl'd by all retail dealers, if they wish to

shine as dealers. For mail

order houses fill only a part

of the implement business,

and when it comes to the

odd bolt, or the plow share,

or the hundred and one lit-

tle things that the imple-

ment user needs almost

every day, it's the dealer

who supplies, and works

overtime in doing so. From
the time he sells a binder,

or a plow, or whatever it

is, he is continually sup-

plying something for it. In

the first place it costs him

$7.50 in actual terms of

work alone to set up a

binder. This is taken out

of his margin, of course.

But his repair department

turns in, and from then on

it becomes a matter of ser-

vice where service is de-

manded. It is not really

business. His turnover, on

the average, in the repair

business is once a year.

Take away his plow share

business, and his turnover

would be once in three years.

There is another factor in the repair business,

which is very obvious to the dealer himself, and that

is the smaller the article the smaller the profit. That

is, he makes far less selling ten things for ten dollars

than he makes selling one thing for the same figure.

It often takes him an hour to sell one little contrap-

tion that probably costs 35 cents. On this he prob-

ably makes five cents. On the other hand, he could

sell a self-respecting binder in that time, possibly

less.

As it stands now, also, the wholesaler, supposing

paper is turned over to him by the dealer in October,

for a plow that was sold in May has six months in

which to turn back the note, if he finds it's of no use

to him. The dealers want this cut dowi. to 30 days,

and the nearest they have come to it yet is a con-

ditional compromise that it may be cut down to 60

days. In other words, it means that the buyer has

a year or more to get away or do anything he likes

after he makes his purchase, and the dealer when it

finally comes to him to collect, is under a distinct

disadvantage. He cannot foretell in October what

the financial condition of the farmer will be the next

May. But he believes that if the wholesaler can't

find out in two months, or one month, whether paper

is any good, he won't find out in six, under the system

he employs.

As an illustration of the implement situation, taken

by itself, it is interesting to note that the United
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Grain Growers of Saskatchewan lost just $60,000 on
their machinery department alone in 1916—this, In
spite of their co-operative buying on wholesale con-
tracts, which shows what the dealer is up against
who has not that privilege. But the Grain Growers
contend that five or six years ago the price of imple-
ments in Canada was no lower than it was in the
States, and claim, that their movement was respons-
ible for the reduction on this side of the line.

The overhead of this association, as with mail order
houses, was much lower than the strictest economy
would allow the garden variety dealer. The whole-
sale contract enabled them to get implements from
the manufacturers at the factory price plus duty,
freight, and dray hauling, while the dealer competing
with them, and wishing he could do so on a cash basis,
paid all these, an overhead and profit for the jobber,
and higher freight rates through getting smaller
quantities. Of course, the jobber must be protected
until it comes to a concern which handles just as
big orders as even the jobber himself, and then the
consignment contract is the engine, and the retailer
pays.

As for the prospects of a cure, they are as yet
clouded, but association work in the province is grow-
ing stronger every day, and the rumbling of the
brotherhoods is being heard to take on a quicker
pulsation, with a tenser note. The implement men
have their own section in the Retail Merchants' As-
sociation, and this summer they are convening in
Moose Jaw, June 8, 9, and 10. There the whole
matter will be gone into and a joint meeting will

then be held, for the feeling between the wholesalers
and retailers is by no means inimical. On the other
hand, it has been very friendly, and the wholesalers
have rather shown a desire to improve conditions
wherever possible, so that it is only a matter of time
and organized effort before the cash business will
become an accomplished fact, and the margin be again
widened to a living basis, so that the implement busi-
ness will come into its own as a separate entity, and
not as a side line, to which classification it is ruth-
lessly ruled to-day by the prohibitive aspect of the
profit and loss account.

Several prominent implement men have given this
as their opinion already, and they are quite as eager
for it as the retailer himself, for they realize what
the implement industry should be and what the dis-
tributing business should be. They also realize that
the last straw will break a camel's back and that
psychology may, after all, have something to do with
fish, and that in the rebound they may be left be-
hind. Right now, when co-operative buying is com-
ing into prominence, is the greatest opportunity the
wholesalers and retailers ever had of getting together
and figuring out a working basis, whereby the ser-
vice can be given which will equal co-operative ser-
vice. It can be done, and will be done, or the pros-
pects of the present are not what they appear to be.

DOILED down in resolutions, the situation as pre-

sented at the last meeting between the retailers
and wholesalers, before the year 1920 was ushered

in, with its new developments, was that the average
cost of doing business, based on figures supplied by
dealers, is 18 per cent., that eight per cent, is a fair
profit; and that the tendency to do away vnth the
wholesale contracts is to be deplored, and that there
should be a spread of at least five per cent, between
the invoice price of wholesale and consignment con-
tract, with the same cash discount.

A common charge of the other interests is that
incomoetent men with incompetent methods are in
the implement game on their own, and that, until
better show systems are adopted and books kept on
a better basis, the conditions must remain as they
are. But if it is true that the better men are out of
it, the reason lies in the narrow margin, and psychol-
ogy does the rest. As for the bookkeeping methods,
these can be looked after, and new systems are being
worked out right now.

At the convention this summer a system will be
illustrated whereby three separate sets of books will
be kept: big implements, small implements, and mis-
cellaneous. This is because of the difference in
margins on the three classifications, and will enable
the dealer to find out where he stands, on what
articles of agricultural furniture he makes the
easiest money, and where he can improve on the old.
Taken by and large, the situation is not so bad as
it might be. The war has broken up traditions in
other things, and it has paved the way for a break-
ing up of implement traditions. Organized action
will do the rest.

Are You Getting the Farmer's Viewpoint?
THE implement dealer is in business to make

money. And the amount of money he makes
is dependent principally upon the volume of

farm implements, repairs, and binder twine that he
sells. Naturally, therefore, his goal is a large, steady
volume. The point is, how shall he go about achiev-
ing that volume and maintaining it?

Foolish question to ask an implement dealer, isn't
It? Every dealer knows that a large volume is a
matter of salesmanship, advertising a good line of
favorably known implements for which there is a
demand, a prosperous farming community for a sell-
ing field, and the absence of destructive competition.
But there is one little thing that some dealers seem
to overlook and upon which a STEADY large volume
hinges—THE MATTER OF GETTING THE
FARMER'S VIEWPOINT.

Quite a few implement dealers are retired farmers,
or farmers who have forsaken the farm to sell im-
plements to farmers. These dealers certainly ought
to have the farmer's viewpoint. But apparently they
forget—or shed their old viewpoint for an entirely
new one when entering the new line of endeavor.
Some farmers are retired implement dealers, or deal-
ers who did not make a success of selling implements
because they did not have the farmer's viewpoint.
Through personal experience, they learn it too late.
And still, there is nothing mysterious or difficult
about getting the farmer's viewpoint. Not getting it
is just a matter of being so close to your own busi-
ness that you don't see the other fellow's.

There undoubtedly are quite a number of imple-
ment dealers who consider themselves "live wires"—
aggressive, up-and-doing fellows—who have adopted
as their sales motto: "Go after your prospects hard,
stay with them until they're sold—and sell 'em all
you can." For a temporary large volume—a spas-
modic flurry of prosperity—this rule should be ef-
fective. But the farsighted dealer who considers
carefully the farmer's viewpoint works on a plan of
action something like this: "Go after your prospects
hard, stay with them until they're sold—BUT BE
SURE THAT THE CUSTOMER HAS A REALNEED FOR THE MACHINES YOU SELL HIMAND THAT HE IS IN A POSITION TO PAY FOR
THEM."

'pHAT, in a nutshell, expresses the matter of
getting the farmer's viewpoint—the little "nigger

in the woodpile" that so many otherwise progressive
dealers have a tendency to overlook. This business
of trying to get all that the traffic will stand, which
is a quite general modern tendency, is mighty poor
business for the man who expects to be doing busi-
ness at the same stand some years hence. And yet,

By B. J. PAULSON
that's just what the implement dealer is doing when he
sells a tractor to a farmer whose farm is too small
to make a tractor a paying investment for him; or
who sells a new binder to the farmer who can make
his old one do just as well for a few seasons more by
investing in a few repairs. This dealer is not help-
ing along the farmer's prosperity nor building up the
customer's good will. And because he is not doing
this he is not building up his own future prosperity.
The implement dealer who makes it a point to

know the real needs of his customers and advises
them to the best of his knowledge and ability as to
the new equipment that will prove advantageous, is

laying a solid foundation for future business. He
has the farmer's viewpoint. He puts himself in the
farmer's place and does not sell new equipment to
the customer merely for the sake of the sale. He
takes into consideration the practical value of the
article to the farmer. He puts himself in the farm-
er's place and analyzes his needs.

This does not mean that he does not try to sell a
good volume of equipment to his custonuers. On the
contrary that's just what he DOES do—if the farmer
is financially and agriculturally able to handle it. He
discovers the many loopholes in the average farmer's
equipment—loopholes through which valuable time
and more valuable crops are unnecessarily escaping.
He then makes it a point to point out these loop-
holes to the farmer—and shows him how he can save
time and increase the working capacity of both man
and horse labor on the farm by investing in the
proper equipment. It's jus|; a case of intelligent sales-
manship instead of "hit or miss" selling. The farmer
who buys equipment that proves a real asset instead
of a liability, by so doing places himself on an operat-
ing basis that will result in increasing his future
buying volume through increased prosperity and
efficiency. He is inspired with a greater confidence
in modern time and labor-saving equipment.

A ND next in importance to selling the farmer the^ right equipment is the matter of after-sale service
that will keep such equipment in good working
order. The dealer who gets the farmer's viewpoint
appreciates the importance of carrying on hand a
sufficient stock of repairs to meet the seasonal re-
quirements of his customers, and the necessity for
being able to render expert service. Frequently re-
pairs or adjustments are necessary that the farmer
cannot make properly himself. The dealer should
be sufficiently familiar vdth the implements he sells
to be able to help the farmer out. By giving his

customers prompt, efficient after-sale service he makes
every sale of an implement pave the way for another
sale. In this way a steady, dependable sales volume
is achieved. It isn't the immediate results that make
an implement business but the cumulative results
extending indefinitely into the future.
The foresighted dealer who considers carefully the

future, therefore, builds his business structure upon
a solid foundation of satisfaction to the farmer, which
rests upon the basic bedrock of getting the farmer's
viewpoint. The dealer of lesser vision, however, who
sees only the immediate present and CONSIDERS
THE FARMER AS MERELY A RESERVOIR
INTO WHICH TO POUR FARM IMPLEMENTS
AND PUMP OUT DOLLARS, builds his business
structure upon a precarious foundation that rests on
the loose, uncertain sand of unprofitable service and
dissatisfaction. It pays to get the farmer's view-
point and to observe the Golden Rule to the extent
of selling to the farmer as you wish to be sold to

if you were the farmer and he the implement dealer.

Have You the Power Farming
Vision ?

{Continued from page 9.)

and reduces the expense of production, no matter
whether it is the production of crops or of some man-
factured article, will eventually be generally used.
The tractor does both these things. And furthermore
it offers the opportunity for the human race to issue
an emancipation proclamation to one of man's best
friends who has served him in bondage for centuries—the horse. And the horse's bondage has been no
light one—from youth to old age, in sickness and in
health, in good weather and bad, the horse has been
required to wear the heavy work collar, toiling of-
ten in great pain and under inhuman abuse, at work
which can now be done better, quicker, cheaper, and
far more humanely, by the farm tractor. Some sel-

fish interests may endeavor to prevent the casting
off of the bonds which have made the horse the slave
of man, but right and justice will prevail even for
the work horse, and he will gradually be released by
the motor-driven, man-made machines.
And with his passing we are entering a new era

of agriculture—an era which will be marked by the
same efficiency in food production which we now have
in our factories. And the man who vdll play a great
part in bringing this result to pass, and who will pro-
fit accordingly, will be the implement dealer who has
acquired the power of farming vision and who will
preach the gospel of efficient farm machines to his
customers, to their mutual advantage.
Have you the vision?



age man. It is a
hranch which he can-

not ignore, especially

since the Ford car is

being equipped witK a

starting and lighting

device. The articles in

this series are planned
to help our dealer read-

ers get a real grasp of

battery repair in all

its phases.

The first two articles

dealt with general de-

tails and testing of the

battery. The present

article describes how
to take a battery apart

and gives some valuable

points thereto. The
next article will take

up charging, assembl-

ing and general re-

pairs.

DETAILS IN STORAGE
BATTERY SERVICE

Article No, 3— Taking the Battery Apart
By A M. GLOVER

IN
order to take a battery apart so that it can be

assembled again and give satisfaction, great care

must be exercised and a few simple rules faithful-

ly applied.

We will suppose that we want to remove the sedi-

ment from the bottom of the jars. This is one of the

simplest operations but it will give us an idea as to

how a storage battery is made up.

We must first of all remove the lead cell connectors,

and if the battery has the terminals with taper holes

Grip the jars at the narrow ends firmly, as shown, and
lift steadily without jerking.

to take plugs on the cable, these may have to be re-

moved also. To do this, take a 3-4 or 5-8 drill, ac-

cording to the size of the post, and drill down the

centre of the post about 3-4 of an inch. This should

leave about 1-8 of an inch of lead all around the hole.

By this means the cell post is removed and the con-

nector may be lifted off. If it sticks a little, through

not being drilled quite out, by moving it a little from

side to side or by applying the lead burning torch to

the inside of the hole at the bottom, it will be found

to come quite easily.

We now require to lift out the groups, and we will

do this with the tops (cell covers) in place. Take a

small acetylene torch and heat the hard rubber cov-

ers until they are soft and pliable. The seal around

Bar across end <sf Battery

a jus! uixler handles
|

Lon£j^ bolts thro plank

with nuts at top io

hold clown bar

Battery holder.

o o o o o o Q o o o

o o o o o

o o o o o o

o o o o o o

o o o o o o o o o o o

Holes drilled

the edges can then be lifted or

a narrow chisel kept warm by means of the

torch. Remove as much of the seal as possible

and once more give the tops a good warming up with

the torch.

If a steaming outfit is installed splendid results

can be obtained. In this case all the electrolyte is

poured out of the battery and a

rubber hose inserted in the vent

holes through which live steam is

forced into the battery. The steam

will warm up the whole outfit and

little danger of breaking the hard

rubber parts will be experienced.

Having removed the seal and
warmed up the cell covers, now
place the battery on the floor and
take a firm hold of it between the

feet, or better

still, make the Stand on here

holder shown
in the cut.

With twd pairs

of pliers take

a firm hold on

the portion of

the posts pro-

jecting above

the covers and
lift on both

posts at once.

If the covers

are warm and
the seal re-

moved, the
complete set of

plates and
covers will lift

out. After re-

moving the plates turn them at an angb in the top

of the battery as shown in the cut and leave them to

drain.

After the groups have drained for some time they

may be taken out of the jars completely and placed

on glass. Do not place them on any wood or metal

for the acid still in them will eat into the wood, and

if placed on metal the acid will cause a short circuit

between the plates and ruin the group.

We now have the battery box with only the hard

rubber jars containing the acid. Turn the box up-

side down on your lead sink and let the acid run into

a receptacle. It can be used again if strong jenough

and if it isn't it can be brought up to strength by

the addition of more acid.

When this has drained for a while it will be found

that there is some sediment in the bottom. The quick-

est way to get rid of this sediment is by flushing it

out with the water hose.

Flush it thoroughly and allow it to drain dry, for

we do not want anything but pure distilled water in

it when it is reassembled.

I

WE will suppose that, even though we only intend-

ed to clean out the sediment, we find on exam-

ination of the groups that new separators or plates

are needed; it will be good policy to put these in for

the little extra cost involved.

We shall now proceed to separate the positive from

the negative groups of plates. The cell cover comes

off first. It must be softened by heat, and if the

posts have nuts and rubber washers these must be

screwed off, but most of them just slip over the posts.

Get the top warm, then grasp the group in one hand

and the top in the other, move the groups sideways

until it is loose, then lift straight up and

3' oo'

you have the group without the top.

The next operation is to get rid of the

separators. This is easily done by grasping

a post of each group in each hand and working them

until they can be pulled apart. The separators will

then drop from between the plates. As the separat-

ors can't be used again, scrap them. If on examining

the plates the composition is

found to be loose and falling out,

or the plates buckled, they should

be replaced with a new group. Do
not try to put in one new plate, for if

one of a group has gone the others

will soon go. It is poor policy to

risk having to tear down the bat-

tery again through trying to save

the smail cost of a few plates or

separators.

The nega-

tive group will

be found gen-

erally in the

better condi-

tion of the

two ; but ex-

amine it close-

ly before pass-

ing it as good.

If you find

the plates cov-

ered with a

white lime-like

covering, this

is sulphate, a

s u b s t a nee

which renders

the battery

very ineffi-

cient. Plates

Plank 3X10

to take Pins in positions "to fii different size batteries

Plan of battery holder.

in such condition should all be replaced as no certain

cure so far has been found for sulphated plate. Even

if you put in new positives and the negatives are sul-

phated, the battery will not be in Al condition.

THIS gives a general outline as to the operations

necessary in tearing down batteries, but the con-

struction of the different makes varies. For instance,

on one model U. S. L. battery the cells are placed end

Continued on page 38

Groups lifted out of jars and placed in position to drain.



Good Roads Convention at Winnipeg
Importance of Good Transportation Facilities Emphasized. Motor

Truck and Paved Roads Give Boost to Production

FROM the fishing grounds of Newfoundland to
the fishing grounds of British Columbia, and
from all the provinces in between these two ex-

tremities, government and }nunicipal representatives
gathered in Winnipeg on the opening day of June
to take part in the seventh annual Canadian Good
Roads Convention. There were highway ministers

- and deputy ministers, engineers, farmers, business
men and motorists anxious to learn the latest infor-
mation regarding road building and maintenance.

In the west the earth and gravel road will for
many years be the only thing possible, and the dele-
gates discussed v/ays and means of extending their
present highways in the most economical and effi-

cient manner. There was no need for anyone lo tell

the men from the West thai a country without high-
ways is like a house without windows- -they knew
that and sought merely the solution of the difficul-

ties of the prairie clays and the gumbo soils. And it

is safe to say they went away with a lot of valuable
irformation which will give a fillip to road inainten-
ance in the future.

There is one mile of road for every 22 of the
population of Canada, for there are 350,000 miles
of roads in the Dominion, although many of them
are little more ihan prairie trails. But they are a
beginning, and the lesson that the delegates took
home with them, above all, was that they must strive
to do the best they can with the material nearest at
hand, being assured that with constant day to day
attention they can not only maintain a good road
almost indefinitely, but they will be building up a
foundation ready for more permanent types of high-
way when they are needed.

The keynote of the convention was struck by th >

Hon. S. J. Latta, from Saskatchewan, when he said
that the essence of British patriotism is to be found
in the home, and that if the problems that confront
the Dominion are to be solved it must be by giving
attention to the home and making it attractive by
giving proper facilities for communication and trans-
portation.

The people of the West realize the value of roads,
but they are faced with the triple difficulty of lack
of money, labor and suitable materials. They are
prepared to spend money for roads as witness the
people of British Columbia who ai-e going to spend ?.

million dollars to blast a road ninety miles long
through the rock in order to open up a fertile country.
In Saskatchewan also they are making efforts to
punch a couple of roads to the north for the same
purpose. From other provinces come the same
story—Quebec is preparing to spend another
817,000,000 in the next five years to add to its

$26,000,000 system of present highways.

'T^HE Farmer Government of Ontario, ably re-
• presented by, among others, the Hon. F. C. Biggs,
Minister of Public Works, and the Hon. B. Bowman,
Minister of Colonization, is extending its provincial
highway system from 422 miles to 2,000 miles, and
it was evident there were no more enthusiastic sup-
porters of good roads movement than the farmers.
They aim to link up every county town with good
roads, and the Hon. Mr. Biggs emphatically de-
clared that it was only a matter of another year or
two till every farmer was going to be an automo-
bilist in his province, driving not only a pleasure car,
but the owner of trucks, because they had come to
realize that for the short haul, probably up to 50
or 60 miles, the quickest and most dependable way to
place their products on the market in first class con-
dition was by the rapid transportation of the motor
truck. He looked forward to the time when the
Federal aid for highways would be $100,000,000 in-

stead of $20,000,000 for five years, declaring that all

money honestly spent on road improvement was a
paying investment.

The Hon. Mr. Biggs emphasized the need of great-
er production through the use of higher class
machinery on the farm, and showed how with the
motor truck the farmer on a good road could save

over 200 per cent, of the time he now used in hauling
his produce over a bad road.
The president, S. L. Squire also spoke during the

convention on what the good road means to the
farmer, in that the average cost of hauling produce
per ton mile was cut down by practically half. From
A. P. Sandles, of Columbus O., came the declaration
that the convention was the engine room and power
house for a greater Canada and that commonsense
road building was a national necessity. Further-
more he maintained the time was coming when road
builders would iiisist on special equipment for load-
ing and unloading road material and reduce the time
it took in manpower to transport material.

INTERESTING papers on the most modern kinds
of road machinery, tractors, levellers, scrapers,

graders, drags, etc., were listened to with the closest
attention, and the demonstrations of road dragging

just outside Winnipeg were attended by at least
fifty per cent, of the delegates.

Particularly valuable papers and addresses were
given by A. R. Hirst of Wisconsin, who has a patrol
system of 900 men each looking after about seven
miles of earth road, eight months m the year, with
about 25 sections in which tractors are used; by the
newly-elected president, A. E. Foreman, chief en-
•gineer for the province of British Columbia on the
organization of provincial highway departments;
Deputy Minister H. S. Carpenter of Saskatchewan,
on road dragging and maintenance competitions;
and many others.

The Canadian Good Roads Association has been
put on a firm basis with a growing membership, and
its affairs will be managed by representative board
of directors from each province and by an executive
of which S. L. Squire is the chairman, and George A.
McNamee, of Montreal, the very efficient secretary.

Value of Fairs to the Implement Trade
By W. A. PRUGH

SPRING with its arduous task of sowing has gone
and the crops are advancing rapidly toward
maturity. The farmer is again pausing for

breath and marking time until the strenuous days
of harvest come. Flies, lawn mowers, ice cream
sodas, "swimming holes," hot weather, base ball
games, gardens, ccca-colas, lawn .socials, holidays,
mosquito bites, and fairs are again in fashion, and
Johnny Canuck is making the most of his opportunity
to enjoy him.self before the season of "all work and
no pl'ay" is again upon him. It is safe to presume
that as usual he will dress up in his best—pack the
family into the Ford or McLaughlin six as the case
may be, and drive to the Fair, taking care to have
the "woollen string" wrapped tightly around his
wallet lest the sharpers make inroads upon his bank
roll.

Johnny Canuck does go to ihe Fair. Record crowds
to all the large Western Fairs proves that it is still

a great attraction. What does he go to see? The
horse races, the bright lights of the midway, the air-
plane flights and other amusements come in for a
certain portion of his attention, 'tis true, but a stroll
around the grounds finds him also interested in the
stock and machinery. He goes to see for himself the
products advertised in the farm journals and looks
over the cars, the trucks, and the tractors before he
places his order.

From the standpoint of the manufacturer and the
d'>al2r, l;t us vi'w it without colored glasses—in fact,
turn on the spot light so that the advantages can be
seen.

Fairs are a great meeting place. From every
corner of the Province they have come—manufac-
turers, salesmen, dealers, and farmers, and the most
encouraging part of the whole situation it that they

PROSPERITY!"
-Alley in the Memphis "Commercial Appeal.

take the time to look things over, and discuss the
merits of each article. The manufacturer of a new
line has his best opportunity of presenting his product
to thousands of interested people each day. Compare
the expense and effort of making the same number
of calls and covering as wide an area with the
opportunity of exhibiting at a Fair. It is the greatest
place imaginable to introduse a new product. The
old established firms have the opportunity of
meeting their old customers and their dealers, and
their reappearance each year is conclusive proof of
their reliability and stability.

Rivalry, friendly rivalry, exists no doubt, and
occasionally a salesman forgets himself and starts
to use the hammer, but "knocking" is not common
at the Fairs. A product has a chance to be sold on
its merits—the buyer has a chance to look them all
over and draw his own conclusions.

pAIRS are often condemned because of the promin-
ence also given to fortune tellers, side shows, and

various forms of amusement, but the real value should
not be overlooked because of this fact. After all, "A
little gaiety now and then is relished by the best of
men."

"Machinery Row" as it is usually called is always
alive. The smoke curls upward from the steam
threshers and the gas tractors purr away all day.
Here and there is heard the "pop-pop" of the exhaust
of a stationary gas engine operating a fanning mill
or cream separator. Further along a lighting plant
is in operation, and a blaze of light illuminates the
booth. The noise is almost as apparent as the blare
and clamour from the midway. The machinery is

operated. Not only displayed for inspection but be-
ing put through its paces. "Action" is seen every-
where.

The three links in the chain of industry are here
gathered together. The manufacturer, the dealer,
and the buying public. Business only results from
a close co-operation of the three, and I am safe in
saying that a great stimulus is given to business im-
mediately after these fairs. The three have been, in
touch with each other.

The manufacturer who fails to exhibit is losing a
most valuable opportunity to show his goods.

A dealer who fails to attend and bring along his
lest prospects is losing his opportunity of the co-
operation afforded by the 'manufacturer.

The farmer who stays at home perhaps has saved
the money he would have spent on pink lemonade and
a few side shows, but he has missed his golden op-
portunity of seeing for himself all the latest improv-
ed machinery, and in this day and age new products
are coming in the market so rapidly that he should
not neglect the advantage afforded him in this respect.



Planning for the Fall Campaign
HE days are miirching right

long now, with fall as the

^'next objective. And, as usual,

"time waits for no man." Every

implement dealer, of course, ex-

pects to take an active part in

the fall campaign, but it isn't

every dealer who takes the

time to pause long enough
in the midst of harvest

selling to formulate a sys-

tematic plan of action.

"Time enough to think about selling machines and

implements for the fall trade when the fall season

rolls around," may be a popular slogan among a cer-

tain class of dealers, but it certainly isn't the kind of

a slogan that will help to increase the fali sales vol-

ume. It's the lazy slogan of the procrastinator—the

fellow who is always putting off something until to-

morrow or the next day. And when you come right

down to cases, we all belong to that class to a certain

extent. Sometimes it's mighty hard to seize Time

by the forelock and harness her to a job that we know

ought to be done right away but which we feel in-

clined to put off because of matters that seem more

pressing, which require immediate attention. And

so we keep on putting off until at last we discover

that the job about which there was no hurry at first

has become all important—and no time available for

handling it. We discover to our surprise and con-

sternation that Time is racing past like a flock of

wild horses on the open prairie—no chance to seize

it by the forelock.

But to come back to the business of planning your

fall selling campaign, what's the matter with start-

ing right now? You may think that you are too

busy setting up binders, helping your customers put

their old machines in order and generally taking care

of the seasonal requirements of your customers. But

are you too busy? Isn't future business almost as

important as present business?—especially if it con-

cerns the neaV future? In another part of this

magazine there is an article by an expert on crop

prospects in Canada, indicating that the possibilities

of a good crop are favorable in spite of a late spring.

And good crop prospects and good implement sales

prospects are synonymous. So this is a good time to

grab Time by the forelock, straddle her, and start rid-

ing toward the bright fall prospects.

THE first step, of course, in planning a fall cam-

paign, is to learn the requirements of your trade.

And what better opportunity could a dealer wish for

this, than while he is selling

haying and harvesting ma-

chines and binder twine ? When
a customer comes in for his ma-

chine—or it may be twine or re-

pairs—why isn't it a good plan

to FEEL HIM OUT in regard to

his fall needs? For instance,

^fter you have sold Jim Jones

whatever he happens to want

when he comes in sometime dur-

ing this month of August, why
not start a cenversation some-

thing like this:

"Going to do much fall plow-

ing this year, Jim? What seems

to be the drawback? Haven't got

enough horses and can't get the

labor to plow even your usual

.acreage, eh? Well, now, that's

too bad. I understand Frank

Williams is in the same fix or

rather, he WAS. No, he didn't

have to buy any more horses

and he isn't figuring on getting

another hired man. Fact of the

matter is, he intends to sell four

of his horses and is going to try

to get along without the extra

man he has had working for

him during the summer. How
does he figure on doing it ? Why,
it's simple enough when you

stop to consider. You see he's

placed an order for one of these

10-20 tractors and a three-fur-

row power-lift tractor plow—

a

one-man outfit. With this out-

fit he'll be able to plow as much

By B. J. PAULSON
in a day as he could with two riding gang plows, teii

horses, and two men. Simple when you think of it.

isn't it? Well, come in again when you happen to

be in town, Jim—always glad to see you whether you

buy anything or not. How's the family ? Everybody

well? That's good. Well, so-long."

Jim Jones goes home with the germ of an idea

adroitly planted in his mind—a one-man tractor plow

outfit. Perhaps he thinks about it every now and

then during the harvest—how much more land he

could plow and how much less help he would require

if he had a tractor. The dealer has diplomatically

laid a stone in the foundation of one branch of his

fall selling campaign.

Or instead of a tractor plowing outfit, it may have

been a small thresher that the dealer talked about,

in which case he may have carried on a conversation

something like this:

"Who is going to do your threshing for you this

year, Jones? Old Perkins, you say? I thought his

outfit was just about on its last legs. Some of his

customers last year seemed to think that he ran quite

a bit of good grain into the straw stack—the old sep-

arator isn't working quite as good as it used to. And
then again, when a disinterested crew is running the

outfit you can't expect 'em to look out for your inter-

ests—not during these days. Will you be able to

get Perkins without a long wait? I understand that

he's usually dated up pretty well in spite of the un-

satisfactory service he gives, as he hasn't got much
competition—and old Perk isn't what you could call

noted for speed. That's the trouble with most cus-

tom threshing outfits—^it's hard to depend on 'em.

You plan to have the outfit at your place on a certain

day and are all ready—and then it doesn't show up.

Maybe it's held up by a breakdown or a longer run

at some neighbor's than the thresherman expected.

Or it might be mired in a mud-hole down the road

a ways—or any one of a number of things. Mean-

while you and your grain are waiting for the delayed

outfit. If you happen to be a farmer living in a

section of the country where they do stook threshing,

the chances are that quite a bit of grain will be lost

through shelling if the weather is dry and hot. Or

if you're visited by a wet, rainy spell while waiting

for an outfit like Perkins'es, the chances are that some

of the grain is going to sprout.

"Now, it seems to me, Jones, that if I was a farmer

and had a tractor, I'd get away from all the uncer-

Some farmer may be in need at an ensilage cutter, com husker and shredder, or sheller.

tainty and expense of having my crop threshed by

a custom thresherman. I'd buy myself one of these

little individual threshers—a 20x32 or 22x38~that you

can handle with a 10-20 tractor. No, you don't need

much of a crew; you and your boy with maybe the help

of one or two neighbors would keep it going to full

capacity. Nice thing about one of these outfits is

that you can thresh your crop whenever you're

ready—no expensive delays—and you save the biggest

part of the money that you'd otherwise have to pay

out in threshing fees. Seems kind of foolish, doesn't

it, to share your grain profits with someone who had

no part in the actual production of your crop? An-

other thing about one of these little outfits is that

you can thresh for a few of your neighbors^and you

don't have to maintain a big crew. You keep your

tractor busy too, and in so doing are getting the most

out of your investment. A mighty sensible ar-

rangement any way you care to look at it, say I.

Here's an illustrated catalogue that tells all about

one of these threshers, Jim. Put it in your pocket

and read it while you're driving home. Can't tell

—

maybe some day you or some of your neighbors might

decide to get a little outfit like that."

And Jim Jones goes home with a thresher taking

root in his mind!

COME other farmer may be in need of an ensilage

cutter, corn husker and shredder, or sheller.

Another customer may have use for a power hay

baler. Or it may be a manure spreader, wagon, till-

age tools or grain drill where winter grain crops are

planted. In each case a little diplomatic beating

about the bush should serve to bring a "rise" from

the prospect, indicating the kind of a machine in which

he is interested and the extent of his interest.

Selling or experting in the country—^making ad-

justments and repairs on machines in the field—pre-

sent a still better opportunity to learn the farmers'

fall equipment needs. The dealer or his salesmen or

experts—whoever happens to visit the farmer at his

home—by discreet inquiry and careful observation

should be able to learn just what new fall equipment

the farmer needs.

It is possible, however, to reach only a limited

number of farmers through personal interviews so

the dealer who is after a maximum fall volume en-

lists also the aid of his local newspaper if he has one,

and the mails. Both direct-by-mail and local news-

paper advertising should be begun about six weeks

before the actual selling season. This preliminary

missionary work when conducted systematically and on

the "follow-up" basis, should serve to bring forth a

number of good prospects.

Many dealers naturally will

raise the objection that they

have no time for advertising,

and anyway, they haven't the

advertising training necessary

to make a preliminary cam-
paign resultful. This difficulty,

however, is quickly disposed of

as the leading implement man-
ufacturers are always glad to

co-operate with their dealers

in planning campaigns and pre-

paring advertising matter both

for newspaper display and mail-

ing.

With a good list of prospects

in his possession, developed

through personal interviews and
advertising, the dealer has an
excellent foundation for his fall

selling compaign.

But in order to build an ef-

fective sales structure on this

foundation it is necessary that

the dealer keep in touch with

I (If the prospects—keep them re-

1 minded of the machines in which

they have indicated interest. A
letter, post-card, mailing folder,

catalog or similar message a

week or ten days apart will help

to keep the prospect's interest

alive until the dealer has the

opportunity to interview him
personally.

And, of course, it is always

essential that the dealer have

(Continued on page 38.)
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International Threshers Pro-
vide Your Trade With Full

Sacks arid Clean Stacks

Thorough separation and clean threshing—
these are the things that every thresherman requires
of a thresher.

J^yfRNATIONAL THRESHERS are famous for their thorough separation ar>d clean thresh-ing. Instead of the usual easy-swaying, back-and-forth or up-and-down motion of straw racks thenternational combmes both in a vigorous revolving motion that results in condnuous tossS and

TaZ^u'^I
' ?o that every particle of grain is shaken out. This means thorough separat o"f The

The thresher that assures full sacks and clean stacks is the thresher that sells. INTERNATIONAL
threshers—22 x 38 and 28 x 46 sizes—have the confi-
dence of the farm public. Our advertising is directing
the trade to you for this popular machine. Thresher
time ]s at hand. Communicate with the branch house
and make the most of the opportunity.

International Harvester Company
OF CANADA ^^o.

HAMILTON CANADA
WESTERN BRANCHES- Brandon Winnipeg Man Calgary "pt>u,,k,t„,., .

ESTEVAN. N BATTLEFORa REGInTsaS^ATOON YORktSn IaSK
CASTERN BRANCHES - Hamilton LONDON, Ottawa Ont

. Montreal. Quebec. Que . St John. M a

Twine of Quality
for Canadian Farmers

q^HE matter of supplying the farmer with good binder twine is not merelv a^ twine-sellmg proposition on the part of the Harvester Company. It is much
more than that. It is an obligation.

When the original founders of the Harvester Company gave to the world the
nrst practical twine binders over forty >ears ago, they automatically assumed the
responsibility of insuring satisfactory operation from these machines. They suc-
cessfully met that obligation with good twine.
'1 0-day this inherited responsibility is greater than ever. Proper operation ofinousands ot good binders is threatened bv the many brands of cheap, inferior
twine. It IS part of the Harvester Company's obligation to protect the owners of
tnese machines against the hazards of such twine. This protection is rendered bysupplying the farmers of Canada with twine of quality that insures sure tying and
full length. Such twine bears one of these names:

McCormick Deering^^'^International

Guaranteed for
INTERNATIONAL HARVESTER COMPANY

Weight, Strength and Length
OF CANADA <^to

HAMILTON CANADA



SHOP NOTES FOR THE
GARAGE MAN

PUTTING ON DEMOUNTABLE
TRUCK TIRE

THE following hints on putting on

a demountable truck tire should be

of considerable interest and value to

repairmen, generally, coming as they

do from the repair department of the

Goodrich Tire and Rubber Co.

In the application of both single and

again proceed to tighten the nuts in

the same way as before. Repeat until

all play is taken up.

The application of dual tires in-

volves the identical same steps except

that after the first tire is in place the

centre ring is applied between the

two tires with the segment cut on the

same opposite the cuts in the wedge

rings. There is nothing difficult about

any phase of the work.

Fie. 1

dual tires there are two flange rings,

two wedge rings and a series of bolts

which go through the felloe. The only

addition for dual tires is a centre

band.
In Illustration No. 1 the inside

flange and wedge ring have been ap-

plied and held in place by four bolts.

No. 2.—Next take the tire, seeing

that the greater overhang on the tire

Fig. 2

base is upward, and force it firmly

against the wedge ring. Tap it sharply

all around on the rubber tread with

a hammer.
No. 3.—Slip on the outside wedge

ring, making certain that the segment

cut falls directly above or opposite

the segment cut on the inside wedge
ring. Remove nuts on the four bolts.

REMOVING CARBON
SOME suggestion for the removal

of carbon by other means than

scraping, are given in the "Automatic

Dealer an'd Repairer," by Howard
Greene. He says:

"Turn the engine until two pistons

are at the top of the stroke and then

fill the combustion chamber of the

cylinder with both valves closed full

of alcohol and screw the spark plug

back into place. Let it soak for at

least six hours. Each cylinder will

have to be treated separately, of

course. The alcohol must come into

direct contact with the carbon. This

treatment will spoil the oil, for the

alcohol will run down and mix with it,-

so, after running the engine a little,

throw away the oil and replenish the

supply. Running the engine a little

with the old oil and alcohol will have

the effect of pretty well washing it out

and will do no harm if it is not car-

ried too far.

"A method that is often adopted for

Quickly getting rid of carbon is to do it

v/ith water fed in through the car-

buretor. Run the engine at a gocfd

speed, but not racing, and while run-

ning feed water to the carburetor air

intake. If too much is fed the engine

will slow down and stop, so the quan-

tity must be regulated to a flow that

will not cause too much slowing down.

A good deal of carbon will be loos-

ened and blown out, and in many cases

the combustion chambers and piston

heads will be very thoroughly cleaned

up.
"By judicious use of these methods

the accumulation of carbon can be so

kept down that it will cause no trouble,

and it is far better, from every point

of view, to take a little trouble at fre-

quent intervals than to have overheat-

ing, pre-ignition and so on, followed

by a regular job of carbon scraping at

an inconvenient time—that is, if there

ever is a time when carbon scraping

is not inconvenient."

Fig. 3

but make sure the inside flange ring

is supported from beneath. Apply
outside flange ring, insert all bolts,

apply all nuts and tighten down to a

point where a wrench is necessary. In

tightening nuts start diametrically op-

posite segment cut in outside wedge
ring.
When all nuts are tightened, tap

outside flange ring sharply and then

HOLE IN RIM HELPS REMOVE
TIRES

IN warm weather an automobile tire

is apt to stick to the rim of the

wheel, which makes it difficult to re-

move. This trouble cain be avoided

by making holes in the rim large

COMBINATION VISE

This is a combination vise that per-

forms many varied duties. It combines

the drill press vise, V blocks and angle

plate. The makers say, it enables the

operator to hold a round piece of stock

in a vertical position for drilling holes

in the end of the bar. It provides for

holding the rod or bar at an angle, while

drilling a hole at other than right

angles, an operation that generally re-

sults in a broken drill unless the stock

is held securely. The vise is made by
the Germanow-Simons Machine Works,
Rochester, N. Y. Two sizes are pro-

vided, one that has a jaw opening of

5 inches, and the other a jaw opening
of 7 inches.

RiH snowiNO wncRt
> nOU WAS CUT

enough to admit the tire tool, which is

thrust through the hole and dislodges

the tire. Each aperture is made by

drilling small holes side by side and

joining them together with a file. If

the apertures are made, about a foot

apart, the rim will not be weakened
enough to cause danger.

It consists of two short shafts—an.

idler and driver resting on bearings,

underneath the floor—on each of

which are two grooved pulleys

fixed at the proper distance where the

rear wheels of the car rest, as shown
in the accompanying illustration.

When the car is resting on the pulleys

the rear wheels are about on a level

with the flood. Just what type (of

bearings will be used depends on the

local conditions, such as the construc-

tion of the floor, position of joists or

supports, etc., etc. On one end of the

driver shaft there are two pulleys-
one fast and one loose—connected to

the main shafting by means of a belt.

A car placed in this simple device

can be run for an indefinite period,

or until such time as the stiffness

has disappeared, without attention.

FOR SUPPLING UP STIFF
ENGINES

THE repair man is frequently faced

with the necessity of suppling

up a stiff engine, and in a shop where
there are no facilities for coping with

such a thing it is a harassing job.

The usual procedure in such cases

is to push the car about by hand, or

where practicable to take is out and
run it around until the stiffness is

removed. This method absorbs more
time and man power than the opera-

tion warrants. Then as the modern
tendency is to have the repair room on

an upper storey the advantages of

the system are apparent.
There are several machines on the

market for coping with a stiff engine,

but a satisfactory device, and one

where very little expense is involved,

can be made by any repairman.
This apparatus was devised and is

now being used by Pink's garage,

Pembroke, Ontario.

AUTOMOBILE BODY POLISH

A GOOD automobile body polisii

that has stood the practical test

successfully and calculated to restore

even an old car to a degree of bright-

ness is made by mixing the following

ingredients

:

Turpentine, 1 gallon; paraffine oil,

1 pint; oil of citronella, ^Vt. ounces;

oil of cedar, IVz ounces. Another
scheme is to use a mixture of boiled

linseed oil and turpentine, applying it

sparingly and rubbing absolutely dry.

HOTELS AND GARAGES ACCEPT
OUR MONEY

SCORES of American hotels and

garages have replied to a letter'^sent

them by the Secretary of the Ontario

Motor League in reference to accept-

ing Canadian money at par from
Ontario motorists who present their

membership card. In nearly every in-

stance hotel and garage men state they

will honor Canadian currency without

discount providing the motorist proves

he is a member of the Ontario Motor
League.

Suppling Up Device.
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Frost&Wood Binder
The Farmer's Favorite—Easiest to Sell

As a live Implement Dealer you want
to handle not only the Binder that does
the best work but the one that has
earned the greatest popularity

—

that means the Frost & Wood.

The Binder is the Implement that
''brings home the bacon" for the
farmer. He is more cautious over the
choice of this machine than any other
he buys, and rightly so. The many
years successful experience of the
Frost & Wood Binder is well known
to thousands of farmers all over
Canada. It is the intelligent farmer's
choice because it is known as

—

The Binder that gets all the Crop with

the greatest efficiency in any field
The value of a Binder that will handle satisfactorily
any kind of crop can hardly be over-estimated. The
Frost & Wood through superior design, flexibility and
strength cuts, elevates, and ties a heavy, down or
tangled crop with a thoroughness that is a delight to

Light draft through high grade
materials and best roller bearings

Built for long, hard service and heavy jolts in rough
fields. We have used the highest grades of steel, and
experience has shown us where to put in weight and
where to leave it off. Best roller bearings, dirt and
grit proof yet easily oiled, at all friction points. Very
flexible and easily handled reel adjustment brings the
gram to the cutter bar. Special elevating mechanism
adjustable to any weight of crop—no choking or
wastage. Whole machine is splendidly balanced—no
straining or wrenching—works smoothly in every part.

its owner. It is built not only for ideal conditions but
also for abnormal—the thin and light fields or the
crop that has suffered the battering of a storm. All
this has been demonstrated over so many years of
experience that your time and energy in selling it is

reduced to a minimum.

Large size, carefully fitted, easily oiled and adjustabh
bearings ensure light draft and long life.

Let us send you our complete-line Dealer Proposition. See the splendid business possibilities it
opens up for you.

The Frost& Wood Co.

Montreal

LIMITED

SMITH'S FALLS St. John

Sold in Western Ontario

and Western Canada

hy

Cockshutt Plow Co.
LIMITED

BRANTFORD, ONTARIO
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SffeJ Brace

The Best Stock Pump
The BT No. 5 Ready- ^Sa/ra/r/^
To-Ship Pump has 5t/^le/jo//i

the old wood pump \
beaten to a standstill for
capacity, wear and easy
pumping.

It raises 1,800 gallons an
hour; has 5x12 Iron Cylinder,

Write us for

thi'ee strokes, heavy standard
and large waterways.

One Western Purchaser last
wihter watered sixty head a
day and often gave three
tanks of water to neighbors.
It's the ideal pump for stock
watering.

Circular and Prices

Beatty Bros.,& Limited
Fergus, Ont.
Montreal, Que.
Vancouver, B.C.
London, Ont

WELL

St. John. N.B.
Winnipeg, Man.
Edmonton, Alta.
London, Eng., 16 Holborn Viaduct.

PUMPS

In All Parts
Of the Dominion

Implement dealers and agents can point to

customers who are using the

OK CANADIAN POTATO DIGGER

and getting excellent results.

Many letters have come to us from potato
growers who have bought 0-K CANADIAN
DIGGERS after seeing them operate on
neighboring farms.

The best kind of selling argument is the one
that is built on achievement and satisfactory
service. The achievements of 0-K CANA-
DIAN DIGGERS are satisfying owners all

over Canada.

DEALERS
Write for our selling proposition and
literature to-day. It will interest
you.

Canadian Potato Machinery Co.
r-#\ o 1-* 1

Limited
59 Stone Road - Gait, Ontario

Makers of O-K Canadian Planters, Diggers, and Sprayers, two-row and
four-row, and the O-K-Spra and the 0-K Aylmer Barrell Sprayer.

NEWS OF THE TRADE
FOR THE TRADE

ONTARIO

GRIMSBY.—A plant was opened
here recently for the manufacture of

the "Economic" Electric Iron.

KINGSTON.—Fire caused consider-
able damage recently to Blue Garages
Limited, Brock Street.

ST. CATHARINES.—W. J. Elliott

has been elected a vice-president of the
Whitman & Barnes Mfg. Co., Akron,
Ohio, manufacturers of small tools.

TORONTO.—The Petrol Oil and
Gas Company, Limited, has been
incorporated with a capitalization of
$1,000,000.

TORONTO. — Gabriel Mfg. Co.,
Cleveland, Ohio, manufacturers of
automotive equipment, will open a
Canadian branch in this city.

WINDSOR.—The Canadian Fair-
banks-Morse Co., Ltd., are erecting a
building on Pitt Street, 50x90 feet to
be used for sales offices and warehouse.

TORONTO.— Incorporation is an-
nounced of the East Washing Machine
Company, Limited. Capital $400,000,
divided into 4,000 shares of $100 each.

BROCKVILLE. — The Canadian
Briscoe Motor Company, recently, re-
moved its head office from Toronto ty
Brockville.

TORONTO.—Owing to ill-health,

R. Howell, manager of the Toronto
headquarters of R. A. Lister & Co., has
had to resign his position.

LEAMINGTON.—H. N. Fox Co.,
Ltd., has been incorporated to deal in

automobile accessories, hardware and
electrical supplies.

TORONTO.—Announcement is made
of the incorporation of the Kemp
Metal Auto Wheel Company, Limited,
with a capital of $100,000 divided into

1,000 shares of $100 each.

TORONTO.—Toronto, it is said, now
r.tands second among the cities of
America for the number of automo-
biles in use in proportion to popula-
tion. Los Angeles takes first place.

TORONTO.—Traction Rims, Ltd.,

has been incorporated to manufacture
automobile accessories. Capital $50,-

000, divided into 500 shares of $100
oach.

KITCHENER. — Motor Accessories
and Supplies, Ltd., has been incorpor-
ated with a capital stock of $40,000,
to manufacture automobile supplies,
electric machines, fixtures, etc.

TORONTO.—The Compton Car Co.,

Ltd., has enlarged its present premises
by adding an adjacent building which
was constructed for motor sales and
merchandising.

TORONTO.—Announcement is made
of the incorporation of Canadian Tech-
nical Products Co., Ltd., with a capi
talization of $100,000. The new firm
will manufacture, import and export
motors and dynamos.

TORONTO.—The Massey-Harris Co.

are offering 54 prizes, aggregating
$295, for competition among the em-
ployees for suggestions as to the im-
provement of the operation of the
industry.

CHATHAM.—Fulton Motors Cor-
poration are arranging to manufacture
'he l^-ton truck in Canada. The
Denby Motor Truck Co., Chatham, will

handle the manufacture and distribu-
tion of this truck.

BRANTFORD.—The local manufac-
turers report good business and prac-
tically every factory is working on full
time. The Waterous Engine Works
has put on a night shift to catch up
with orders.

TORONTO.—The Ontario Motor
League's annual picnic for the orphan
children of Toronto, took place recently
when 200 hundred members' cars con-
veyed nearly 1,200 children to Scarboro
Beach.

BRANTFORD.—Large numbers of
the farmers of Brant County, recently,
motored to the Ontario Agricultural
College for the Annual Inspection. The
Brant County Board of Agriculture
was in charge of the excursion.

WOODSTOCK.—J. F. McDonald, a
farmer of Oxford County, with a three-
furrow plow drawn by a tractor,
plowed a twenty-acre field in thirty
hours. With the tractor and an eight-
foot plow the same farmer cultivated
seventy-five acres in thirty-five hours.

PORT ARTHUR.—The Port Arthur
Shipbuilding Company, it is expected,
will go in extensively for the manu-
facture of tractors, road rollers, etc.

They are planning to double the capa-
city of the plant and double the number
of employees.

TORONTO.—Plans are completed
for the erection of an Automobile Club,
garage and service station, at the
south-west corner of Richmond and
Shepard Streets. The building will be
eight storeys high and accommodate
about 1,000 cars.

PETERBORO. — The Peterboro
Automobile Association is agitating
for better motor car service by ferry
from Cobourg to Charlotte, which is

the port of Rochester. The Association
complains that, at present, motors have
to be loaded on freight cars at exorbit-
ant prices.

TORONTO.—The Republic Motors.
Ltd., will shortly open a new two-
storey building on St. Alban's Street.
The new service station is 100x188 feet,

built to accommodate 100 cars on the
ground floor. The upper floor will be
devoted to motor accessories, repairs,
etc.

ST. CATHARINES. — The St.

Catharines Motor Club has started a
campaign with the object of securing

as members of the club all car owners
in St. Catharines. New officers have
been elected for 1920, with A. H.
Wallace as president and J. E. RofFer,

vice-president.

TORONTO.—Leyland Trucks, pro-

duct of Leyland Motors Limited, Eng-
land, will soon be manufactured in

Canada, at Toronto. W. E. Humphreys
is in charge of Leyland Motors,

Limited, of Canada, with temporary
headquarters in the Manning Arcade,
King Street East.

BELLEVILLE.—C. I. White, in b.p

report to the Bellevile City Council on
^

the first year's work of the Industrial

Commission, points out that seven in-

dustries have been secured for Belle-

ville in that period: The Elliott

Machinery Co., the Judge Jones Milling

Co., the H. A. Wood Manufacturing
Co., the Natural Tread Shoe Co., the

Toronto Hat Manufacturing Co., the
A. S. Richardson Co., and the Wood
Harvesting Machine Co.
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I- asp 15-J7 Ki rosene Tractor pulling
3 bottom Llrand Detour i'low.

Now is the Time to Sell

Look for the
EAGLE

Our Trade Mark

NOTE:
We want the public to
know that ourplo ws and
harrows are NOT the
Case plows and harrows
made by the J. I. Case
Plow Works Co.

To avoid confusion, the
J. J. CASE THRESH-
INO MACHINE COM-
PANYdesires to have It
known that it is notnow
and never has been in-
lerestedin, orinanyway
connected or affiliated
with the J. I. Case Plow
Works, or the Wallis
Tractor Company, or
the J. I. CasePlow
Works Co,

Tractor Plowing Rigs
WITHIN a week or so, the farmer, with his grain crop out of the way,

will be at his greatest need of the year for a Case Kerosene Tractor
and the properly related Grand Detour Plow. At the same time, with his
gram crop safe, he will be at the peak of his purchasing power for the year
Sell him the rig he needs.

The 10-18 Case Kerosene Tractor will pull a 2-bottom Grand Detour Plow,
or three 12-inch plows under favorable conditions. The 15-27 Case Kerosene
Iractor will pull a 3-bottora Grand Detour Plow, or four bottoms under favor-
able conditions. The 22-40 Case Kerosene Tractor will pull a 4-bottom Grand
Uetour Flow, or will operate a 5-bottom plow under favorable conditions.

^r.^uJ^^^
Plowing season is over, the Case Kerosene Tractor may be kept

profitably employed throughout the year driving or drawing other farming
machinery bearing the trade mark of the Eagle on the Globe.

J. I. CASE THRESHING MACHINE CO., Inc.
Dept. 0-7, 345-9 Dufferin St., Toronto, Ontario
Making Superior Farm Machinery Since 1842
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Lubricants
IMPERIAL POLARINE AND

IMPERIAL POLARINE HEAVY
For all gasoline-burning engines

—

automobiles, tractors and trucks.

IMPERIAL POLARINE A
For all motors requiring an un-
usually heavy oil.

IMPERIAL POLARINE
KEROSENE TRACTOR OIL
AND IMPERIAL POLARINE
KEROSENE TRACTOR OIL

EXTRA HEAVY
For kerosene-burning stationary
engines and tractors.

IMPERIAL PRAIRIE
HARVESTER OIL

A heavy-bodied oil for open bear-

ings of threshers, binders and sep-

arators,

IMPERIAL ELDokADO
CASTOR MACHINE OIL

A thick oil for worn and loose

bearings.

IMPERIAL CAPITOL
CYLINDER OIL

For steam cylinder lubrication

—

tractors and stationary engines.

IMPERIAL STANDARD
GAS ENGINE OIL

For stationary and portable engines
using either kerosene or gasoline.

IMPERIAL THRESHER
HARD OIL

For grease cup lubrication of

bearings. A clean, solidified oil.

Imperial Farm Lubricants are for

sale in J^, 1 and 4 gallon sealed

cans, half-barrels and barrels.

All Need Lubrication

VERY farm machine needs lubrication and only

the correct lubricating oil or grease will do if

the full work built into the machine by the maker
is to be obtained.

The farm lubricating business in your community is

a big one and a profitable one. Go after it with a

stock of the full line of Imperial Farm Lubricants.

Stock up with the different packages of each grade
and canvass your territory.

Strong, effective selling advertisements are now run-

ning in practically every farm paper in Canada

—

papers which reach into your district.

Imperial Farm Lubricants are the only complete

line of farm lubricants advertised consistently year

after year.

Farmers know their quality well. Ask the Imperial

Oil Salesman about our selling helps.

IMPERIAL OIL LIMITED
Power - Heat - Light - Lubrication

^

Branches in all Cities ^
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News of the Trade

QUEBEC
MONTREAL.—The Northern Elec-

tric Company is considering some
additions to the factory on Shearer St.

MONTREAL. — Hutchinson Car
Roofing Company, Limited, has been
incorporated with a capital stock of
$500,000.

MONTREAL. — A. Dwight Smith,
formerly sales manager of the Nor-
thern Electric Company in the Montreal
District, has been transferred to the
Montreal Head Office.

MONTREAL.—The Northern Elec-
tric Company has inaugurated a plan
for an employees' pension and benefit
fund, the entire cost of which will be
borne by the company.

MONT.MAGNY. — The National
Farming Machinery Co., Ltd., which
is capitalized at $4,000,000, is prepar-
ing to go into the manufacture of all

kinds of farm machinery and station-
ary engines, on a large scale.

MONTREAL.—C. J. Martin, former
manager of the Canadian Fairbanks-
Morse, Winnipeg office, has been ap-
pointed vice-president and general
sales manager with headquarters in
MontreaL

MONTREAL. — Percy Gomery,
director of the Vancouver Automobile
Club started from Montreal recently on
a motor drive to Vancouver, via North
Bay, Sault Ste. Marie and Winnipeg.
He thus inaugurated the initial attempt
to establish a northern trans-conti-
nental motor route to be known as
"The King's International Highway."

ALBERTA
MUNDARE.—P. Pasterick has open-

ed an implement business here.

RIMBEY.—Farrell & Peabody have
opened a new implement business and
report a good number of sales.

CALGARY.—Drilling for oil is
actively proceding in four wells in the
Peace River District, according to a
report of the Peace River Board of
Trade.

CALGARY.—N. S. Richards, who
has been for the past three years con-
nected with the Northern Electric
Company in the Calgary District, has
been transferred to Montreal as a
sales manager of the Montreal Dist-
rict.

CALGARY.—L. B. Cravath, who for
sometime represented the Advance-
Rumely Co., in Calgary, was recently
appointed a special representative of
the Home Office Sales Department of
the J. L Case Plow Works Co., Racine,
Wisconsin.

MANITOBA
BRANDON.—A commercial flying

company has been floated and will be
formed here.

CARTWRIGHT.—A new implement
business has been started here by
Messrs. Mooney and Robinson.

WINNIPEG.—At a recent meting
of the Provincial Good Roads Board
road work was approved amounting to
$161,500.

MELITA.—A Cockshutt agency has
ben opened here by James Duncan who
was connected formerly with Cameron
& Duncan, of Melita.

DAUPHIN.—The Sutherland-Stelck
Company, dealers in implements and
harware, are applying for authority to
increase their capacity stock from
$40,000 to $200,000.

WINNIPEG.— Automobiles driven
over 25 miles an hour will be impounded
according to a recent announcement of
the Police Magistrate. In adtjition to
being deprived of their cars for a week,
speeders will be fined.

WINNIPEG.—Winnipeg is rapidly
increasing in motorization. According
to a recent estimate there are 17,351
cars, or approximately one car to every
15 persons, basing the figures on a
population of 262,000.

WINNIPEG.—Kenneth N. Forbes,
who for the past five years has been
manager for the Canadian Fairbanks-
Morse Co., at St. John, N.B., has been
transferred to the Winnipeg office of
that concern in similar capacity.

SASKATCHEWAN
ESTEVAN.—An implement ware-

house has been opened by W. J. Jaques.

FORT QU'APPELLE.—The Valley
Garage, it is reported, has changed
hands.

ESTON.—Jackson Bros.' is the name
of a new implement concern which has
started business here.

WATROUS.—G. S. Parsons has
purchased the implement business con-
.ducted by W. A. Leslie.

ROLAND.—R. Chanin has pur-
chased the implement business former-
ly conducted by F. T. Dawson.

LENEY.—The implement business
.
conducted by E. P. Horton has been
formed into a company under the name
of Horton's Limited.

BRITISH COLUMBIA

VANCOUVER. — The Strathcona
Garage is the name of a new automobile
business in Vancouver.

VANCOUVER.—Nash Motor Sales,
Ltd., has erected a new building on
George Street, 100x150 feet.

VANCOUVER. — The Vancouver
Brake Lining Service Station is a new
concern with headquarters on Grenville
Street. They will handle brake lining
exclusively.

VICTORIA. — British Columbia is

experiencing what is termed its great-
est tourist season. Victoria is getting
its fair share and is energetically
devoting its attention to the reception
of guests from the Northern States.

MARITIMES
ST. JOHN, N.B.—W. J. Hill has been

appointed local manager for the
Canadian Fairbanks-Morse Co.

FREDERICTON, N.B.—The Provin-
cial Department of Public Works, is
placing road signs on all trunk high-
ways and important by-roads.

ST. JOHN, N.B.—Daylight saving
has been established here during the
months of June, July, August and
September.

e : t er
Value
For Your
Customer

Sell the Time Sav-
er Engine Drive
washer and give
your customer the
best possible
value.

Sell as well, a BT
Line Shaft and a
BT Gasoline En-
gine. The Engine
and Line Shaft
will run churn,
grindstone, separa-
tor, and all the
other small mach-
inery. They are a
111 e a t , compact
power plant for
running the domes-
tic appliances. A
card will bring
full details.

Beatty Bros.
Limited

St. John, N.B.
Montreal, Que.
Fergus, Ont.
London, Ont.
Winnipeg, Man. ,

Edmonton, Alta.
Vancouver, B.C.
London, Eng.

16 Holborn Viaduct

Time Saver
Enijine Drive Washer

Feed Grinder Troubles

are usually plate troubles

Your own experience will
tell you that most kicks on
the efRciency of Feed Grind-
ers are caused by faulty
grinding plates. And it's a
pretty stiff proposition con-
vincing an irate farmer
that he has bought a good
feed grinder—or even that he has dealt with a
reliable dealer—when he isn't getting grain ground
the way he wants it because the grinding plates on

his machine are not
living up to advance
notices.

You take no chance
of a customer coming
back at you if you sell

him a Vessot Feed
Grinder. Vessot
Grinding Plates will

grind better and wear
longer than any plates

he ever heard of.

W'rife the nearest branch of the International Harvester
Company for particulars of the Vessot Agency proposition

S. VESSOT & COMPANY, JOLIETTE, QUEBEC
Sold exclusively in Canada by

International Harvester Co. of Canada, Limited.
Branches: Calgary, Edmonton, Lethbridge, North Battleford, Regina,
baskatoon, Estevan, Yorkton, Brandon, Winnipeg, London, Hamilton,
Ottawa, Montreal, Quebec, St. John.
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Two Renfrew Lines ThatWI
What a Few Renfrew

Separator Users Say

About Their Machines

"I don't think it could be improved
on. It is perfect," writes Mrs. E.

Taggarty, 409 West Quartz street,

Butte, Montana. "It is better in every
way than any other separator."

Mr. Andrew Taylor, Widdifield,

Ont., writes that he would not be
without a Renfrew on any considera-

tion.

"A fair sized child can turn the

Renfrew," says Mr. William J. Eddie,

R. R. No. 4, Glencoe, Ont., who has
a herd of twelve cows.

"We have been highly congratulat-

ed on the cream separated by the

Renfrew." Statement of Maurice
Black, Spencerville, Ont., R. R. No. 2;

herd of 35 cows.

Mrs. Mary Jane Killoran, R. R. No.

7, St. Mary's, Ont., writes: "I like the

Renfrew better because it is easier

turned, easier oiled and cleaned and
makes better, cleaner cream and but-

ter than any other separator."

"The Renfrew is superior to any I

ever saw. I would not ask for any
improvement. It is very easily turn-

ed, and a very easy one to take care

of," writes Mr. John E. Bolser, Port
George, Anna County, N. S. "It is

the machine I would recommend," he
adds.

In four years Mr. George B. Hirtle,

New Germany, N. S., has paid out
nothing for repairs on his Renfrew.
"My children, 10 and 12 years, work
it." He likes it because it is such
a "very close skimmer."

Mr. Hance H. Fidd, R. R. No. 1,

Pugwas, N. S., writes that he con-

siders the Renfrew "better in every
way" than any other separator made.

"I think it is the best I have ever
seen," writes Mr. Wm. Haws, Cal-

lander, Ont. "It skims the milk bet-

ter, and is easier running."

Mr. James H. Carr St. Williams,
Ont., reports that he is more than
pleased with his Renfrew.

Mr. C. A. Cragg, R. R. No. 2,

Thamesville, Ont., who has had his

machine for five years, writes us that
it is superior to any other separator
made, because "it runs easy, skims
close, is easily oiled, and is easy to

keep in order."

"I have the first rubber ring in my
separator now. And I have used the
machine twice a day ever since I

bought it," reports Mr. John Barron,
R. R. No. 1, Princeton, Ontario, who
has owned a Renfrew for four years.
He has paid out nothing for repairs in

that time.

"We have had this one (Renfrew)
five years and never had any trouble
with it whatever. We like it very
much." That is what Mr. John
Amies, R. R. No. 3, Mount Brydges,
Ont., tells us. "What friends we
know have your machine; will always
recommend it at any time."

Mr. Thomas D. Armstrong, Kin-
burn, Ont., has had his separator
seven years, and in that time he has
paid out nothing for repairs. He
likes the close skimming ability of the
Renfrew.

The Cream Separator |

Few articles on the market are as rich in

selling features as the Renfrew Cream
Separator. A shrewd judge of values,

and a careful buyer, the farmer invariably

recognizes its value and many merits.

A Renfrew Separator salesman is never

stumped for sound selling arguments, be-

cause Renfrew merits are really innumer-

able, and they are points that the farmer

will sense as of value to him in his busi-

ness.

Selling Renfrew Cream Separators is no

longer a case for aggressive salesmanship.

We have spent big sums of money adver-

tising the separator in the best farm

papers.

Almost every Canadian farmer now knows
the Renfrew because of these advertisements,

and all that a great many of them need is

simply a visit from you. They will ask

shrewd, pointed questions; they will display

a pretty intimate knowledge of separators,

but the Renfrew selling features will prove

convincing and entirely satisfactory.

Briefly, these are a few of the most important
selling features

:

(a) It gets 99.99^ of the butter fat—proved
again and again by Government Dairy
School Tests. No waste. Money saved.

(b) It is actually so simple of construction

and operation a child can run it perfectly.

Labor-saver.

(c) It is the easiest to keep clean. Time and
trouble-saver.

(d) It is the only separator with a successful

interchangeable capacity. No loss when
herd enlarged.'

(e) It is self-oiling, and requires refilling with
oil only four times a year.

(f) All gearing enclosed. Clothing cannot
get caught or children's fingers hurt.

(g) Produces thicker cream and firmer,

sweeter butter, for which farmer gets

better prices.

(h) Has low supply tank and high crank

—

features which women universally

approve.

These are just a few of its many excellentl

points. There are many others that will in-||

terest the farmer. It is a fine opportunity

for you, for the Canadian farmer is already

more than half-sold on the Renfrew and the

commissions that you can make are really

handsome. Write us to-day for full particu-

lars, as there is still some good territory open.

Cream Separator
The Renfrew Machin

Head Office and ^

Branches: Montreal, Que.; Sussex, N.B., Milwaukee, Wis., U.S.A|^
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1 Bring You Splendid Profits

The Truck Scale
The Renfrew Truck

Scale has proved just

IS spectacular a seller

IS its running partner
—the separator. For
me thing the demand
'or a sturdy, handy
icale for the farm has
)een urgent, and our
cale was exactlywhat
he farmer was look-
ng for.

rhe farmers who have bought them tell
is that they could not get on without them
low, that their losses in deals must have
»een very considerable before, and that
hey are saving money now through hav-
ng them. (A glance at what some Ren-
rew Scale users have written us will show
ou what we mean).

ind yet there are thousands upon thou-
ands of Canadian farmers who have no
cales or else have cumbersome platform
cales that are only proving a nuisance,
'hese farmers are splendid prospects for
ou._ As with the Separator, we have ad-
ertised our Truck Scale very extensively
irough farm papers, and Canadian farm-
ig men and women are familiar with it

irough that medium. A visit from a
:enfrew Scale salesman and perhaps a
emonstration will satisfy the great bulk

of them that they cannot be without one
any longer.

The Renfrew Truck Scale abounds in selling
features, some of which are

:

(a) It will weigh anything from a pound to
a ton in weight.

(b) It is absolutely accurate. Every scale
tested by a Government inspector, his
certificate being attached to each scale.

(c) The farmer can take this light, handy
truck to the articles he wants to weigh.

(d) Has wide wheels which will not Jet it sink
into soft ground.

(e) Is built sturdily to withstand the hardest
wear.

(f ; Can be wheeled around like a truck (see
drawing)

.

(g) When not in use can be stood in a corner
out of the way.

(h) Safeguards farmer in getting full value
when farmer is buying or selling.

(i) It is self-adjusting and will weigh cor-
rectly on uneven ground.

You will have no difficulty in convincing the
farmer that he needs one. As we said, thou-
sands upon thousands of them need only your
visit to help make them decide to buy.

The commissions are unusually large. Terri-
tories are going fast. We advise you to write
us at once for full particulars. /

ind Truck Scale
V Company, Limited
:s: Renfrew, Ont.

Other Lines: Happy Farmer Tractor, Renfrew Oil Engine

Some Compliments

From Owners of

Renfrew Scales

Mr. D. B. Haskett, R. R. No. 5,

London, Ont., writes that "on more
occasions than I can keep track of

the Renfrew Truck Scale has saved
me money. It will weigh anything
from a cow to g chicken."

In a deal in hay, Mr. Rufus Botting,

Godfrey, Ont., reports that his Ren-
frew Truck Scale saved $25.00, in a

grain deal $10,00, and in another in

pigs, it saved $15.00. Altogether in

the three deals he mentions, it saved
him $50.00. In the 51/2 years he has
used it, his scale has proved entirely

satisfactory.

Mr. Wilfrid Quenneville, Desaul-

niers. District of Nipissing, Ont., re-

ports that his Renfrew Truck Scale

saves him money every time he is

selling anything. The self-adjusting

feature has been of value to him when
weighing hay.

"The first fall I had them they sav-

ed me the price of the scales in

wheat alone," writes Mr. Fred Lade-
route, Westmeath, Ont. He thinks

every farmer should have a Renfrew
Scale, because "then the owner
knows what he gets when he buys,

and he doesn't lose anything when he

sells." They give standard weight,

and they are easy to move around.

On one shipment of hogs, John H.
Johnson, R. R. No. 2, Croton, Ont.,

saved $10.00 and shortly afterwards,

he saved $15.00 on a cattle deal. He
also believes every farmer should own
a Renfrew Truck Scale.

"They are the handiest scale on the
market," writes Mr. Alex. Backus,
R. R. No. 1, Simcoe, Ont., who saved
3 bushels of wheat in one load, and 80
pounds on one lot of hogs, thanks to

his Renfrew Scale.

Mr. Kirby Newstead, R. R. No. 3,

Atwood, Ont., weighed 2,500 pounds
on his Renfrew Scale. He finds it ab-

solutely satisfactory and says it has
saved money for him many times.

"I think my scales more than paid
for themselves in a very few days
weighing out hay," writes Mr. Wm. J.

Hough, R. R. No. 2, Prescott, Ont.

Mr. Hugh Fitzgerald, R. R. No. 2,

Jasper, Ont., has owned his Renfrew
for ten years and in that time it has
always given perfect satisfaction. "It

has saved money every time it was
used," reports Mr. Fitzgerald. "It

saves time, takes up no room, and
will last a life time."
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A Complete Line of Farm Implements

for the Massey-Harris Agent

Grain Binders Drag Harrows

Reapers Harrow Carts

Corn Harvesters Feed Cutters

Mowers Pulpers

Rakes Grinders

Side DePy Rakes Ensilage Cutters

Tedders Manure Spreaders

Hay Loaders Cream Separators

Cultivators Plows, Scufflers

Seeders Land Rollers

Hoe Drills Packers

Shoe Drills Wagons

Disc Drills Sleighs

Fertilizer Drills Gasoline Engines

Fertilizer Sowers Saw Outfits

Disc Harrows Tractors, Etc. Etc.

Mail your application for representation in vacant ter-

ritory to the Manager of the Branch nearest you.

MASSEY-HARRIS CO., Limited
Head Office: Toronto, Ont.

Branches at

Montreal Moncton Winnipeg Regina Saskatoon Swift Current

Yorkton Calgary Edmonton

BEATTY BROS. INCREASE STOCK

BEATTY BROS., Fergus, Ont., have
increased their capital stock from

$750,000 to $2,000,000 to provide for

the erection of several factory addi-

tions and for the purchase of equip-

ment to the value of $150,000 this

year.

SEVEN IMPLEMENT CONCERNS
INCORPORATED

WITH a capitalization of $12,000,000

and a personnel consisting of some
of America's best known farm imple-

ment manufacturers, seven large

Eastern plants have consolidated and
incorporated under the name of Bate-

man and Companies, Incorporated. The
Bateman-Wilkinson Company, Limited,

and its sister organization, the Bate-

man Mfg. Company, of Grenloch, New
Jersey are the central figures in the new
organization, Fred. H. Bateman becom-
ing the president, Frank Bateman, Sr.,

becoming a director and vice-president,

and Frank B. Bateman taking the post

of secretary and assistant director of

sales. The other officers of the new
organization are: Phlip N. Curtis of

the Richardson Manufacturing Com-
pany, Worcester, Mass., vice-president

and director of sales, and Frederick J.

Hillman, of Springfield, Mass., trea-

surer.

In addition to the Bateman Mfg.
Company and the Bateman-Wilkinson
Company, Limited, the other concerns
entering the consolidation are: The
McWhorter Mfg. Co., Riverton, N.J.,

Duane H. Nash Inc., Millington, N.J.,

The Richardson Mfg. Co., Worcester,

Mass., The Cutaway Harrow Co., Hig-

ganum, Conn., and Belcher & Taylor
Agricultural Tool Company of Chicopee

Falls, Mass.

It is understood that extensive plans

have been made to take care of the

increase in the demand for implements
which they manufacture. The plans

of the new corporation anticipate com-

bining the manufacture of similar types

of machines in its individual factories,

each specializing in the making of the

machines for which it is best known
and adapted. The same men who in the

past have been in charge of the various

plants will remain in charge, retaining

their close personal contact with their

trade.

FAIRBANKS-MORSE CATALOG

THE Canadian Fairbanks-Morse Co..

Ltd., has just issued number 20

general catalog. It contains a com-

plete list of the company's products.

Particulars regarding design, dimen-

sions and prices are given of oil

engines, valves, pumps, electrical

machinery, automotive equipment,

scales, machine tools, etc.

WE GIVE

Quality and Service

IN

TRACTOR and TRUCK
STEEL CASTINGS

JOLIETTE STEEL CO., LIMITED
Tel. Main 402 JOLIETTE

9th Floor, Read Building p /-|
'

Montreal, Que.

A 24-Hour Radiator
Repair Service

Why fuss with troublesome
radiator repairs? They can be
more cheaply and effectively

executed by the manufacturer.

Ship any make to our Repair
Department and in 24 hours, or

less, it will be on its way back
to you—freight or express as

you instruct.

We promise you no wait ser-

vice and A No. 1 workmanship.

McCORD MFG. CO.
WALKERVILLE, ONTARIO
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A Complete Chain Drive Unit

WHILE the superiority of the chain drive for tractors

and trucks has long been recognized, the intro-

duction of the new Spaulding sprocket, completing
the chain drive unit, makes it unequalled for service and
durability.

All Spaulding sprockets are cut to a new tooth contour,
designed and executed exclusively by Spaulding. This
improved design so scientifically co-ordinates with the
construction of the chain that it insures longer life,

higher efficiency and less noise to the drive.

The big advantage to you in buying both chain and
sprockets from Spaulding is that the same manufacturer
assumes a definite responsibility for the complete chain
drive unit.

Our new ^booklet is useful and instructive. A copy will

gladly be sent upon request.

SPAULDING CHAIN CORPORATION
Fenton J. Spaulding, President

Bloomfield, N.J.
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From such experience
as this

Essex Tractors are the result of the combined
knowledge of a number of men who have
actually used tractors in the field. Their ex-

perience, plus study of Canadian farming
conditions, plus the knowledge of our en-
gineers has evolved a farm power unit that
gives TOO per cent, efficient service.

The "ESSEX"

is just the sort of tractor a farmer would design
nimself if we had the engineering ability.

But that's only one of the reasons why it is

easy to show farmers that the "Essex" is best.
There are a number of other "easy-selling,"
"Essex" reasons we can give you. Write for
them. c

Essex Tractor Co., Limited
Essex - Ontario

AUTOMOBILE HEADLIGHTSW A. McLean, Deputy Minister of
'

' • Highways, has given notice to
manufacturers of devices for the elim-
ination of glare headlights, that those
who wish to have such devices tested
bi- the Department of Public High-
ways, in accordance vdth sub-section
4a of section 9 of the Motor Vehicles
Act, are invited to submit samples at
his office. Each device should be ac-
companied by a written explanation of
its nature and adjustment.
Each application for test is to be

accompanied by a fee of $25.00 for
examination and a further fee of
$25.00 will be charged for the issuance
of a certificate.

ARGENTINA A MARKET FOR
AGRICULTURAL IMPLEMENTS

'pHE Statistical Department of the
Anglo South America Bank, Ltd.,

has issued a bulletin dealing with the
importation of all kinds of agricultural
machinery and implements which should
be of interest to manufacturers and
dealers in implements. The report
deals with agricultural supplies com-
prising machinery, implements, tools,
etc., imported into the Argentine Re-
public during the last nine years, and
shows the quantities of each separate
line, place of origin and principal
manufacturers custom house duties, and
present market conditions. From a
perusal of the report, manufacturers
should be able to obtain sufficient infor-
mation to enable them to decide as
to whether the Argentine market is

worth contending for and whether their
products may be expected to compete
successfully with the importations from
other countries. The yearly average
importations previous to 1914 were
estimated at over $9,000,000 gold. Of
this total 70 per cent, was supplied by
the United States, the British products
showing very little energy and enter-
prise in competition. The imports dur-
ing the years 1915 to 1918 show a
falling off of over 30 per cent, as com-
pared with the previous years, and the
percentage supplied by the United
States increased to 80 per cent, of the
total imports.

A more detailed analysis of the im-
ports and their origin shows that the
United States predominate in ma-
chinery, implements and tools, with
Great Britain a serious competitor with
threshers, and Canada and Australia
with reapers. Great Britain also sup-
plied 35 per cent, of the picks and
shovels, of which one-third was con-
signed to railways and public works;
while scythes came from France and
Germany, the former country also
supplying potato and all other seeds.
Of twine the United supplied no less
than 95 per cent. Potato forks are
principally imported from Great Bri-
tain, which also supplies 75 per cent,
of the horticultural hoes, commanding
the supply because of cheapness. As
regards customs house duties, agricul-
tural machinery was imported free of
duty, with the exception of seeders and
drills, fanning mills and hand corn-
shellers, up to October 1, 1917, since
when a duty of 5 per cent, on value as
per invoice hes been imposed. Seeders
or drillers pay $1.16 gold each, fanning
mills $6.40 gold each, and hand corn-
shellers $0.0075 cents gold per kilo-

gramme. The report as to agricultural
prospects states that record prices
were realized for the 1918 wheat and
maize crops, and it is calculated that in
many districts the ground has pro-
duced during the year more than its

intrinsic value. This should give a
great impetus to agricultual enter-
prise, as a great part of the money will
remain in the hands of the agricultur-
ists who will enreavour to increase
their plots under cultivation in the
coming season, and the year 1920 might
see a record for importation of agri-
cultural supplies.

I.H.C. PURCHASES PLANT
npHE International Harvester Com

pany announced recently its pur-
chase of the American Seeding Machine
Company's plant, Richmond, Ind.,
together with all the finished products,
parts and raw materials on hand. The
change of ownership became effective
with the close of business on June 30,
1920.

Since 1912 the Harvester Company
has been marketing the entire output
of the Richmond plant under a jobbing
contract, so the purchase will not in
any way affect the distribution of the
goods.
No change of personnel is contem-

plated at the Richmond plant. Begin-
ning with July 1st, all employees of the
American Seeding Machine Company,
at the Richmond factory, will be
Harvester Company employees. Mr.
Willard H. Carr, vice president and
Mr. Burton Carr, both sons of president
James A. Carr, will come over to the
Harvester Company and continue their
activities relating to the manufacture
of drills and seeders.
The Richmond plant covers nearly

twelve acres of ground and at present
has a working force of about 800. It

makes the twenty-third Harvester
manufacturing operation in the United
States and Canada and the thirtieth
in the world. Machines produced here
have been and will be distributed
through the Company's 93 branch
houses in the United States, as well as
through the Harvester branches and
selling agencies in foreign countries.
By the present purchase the Har-

vester Company acquires one of the
oldest and fullest lines of drills and
seeding machines in existence, dating
back 71 years. The nucleus of the
Richmond plant was the Hoosier Drill
Company, started by Joseph Ingels, a
pioneer Quaker, at Milton, Indiana, in
1857, and organized as a stock company
in 1867. It was organized in 1873 with
John M. Westcott as the dominant
figure and moved to Richmond in 1878.
When the American Seeding Machine

Company was organized in 1903 it

included, with other concerns, the
Hoosier Company, the Empire Drill
Company and the Kentucky Drill
Company. The Empire Company was
founded in 1849 by the Brown brothers
at Palmyra, New York, and in 1855
moved to Shortsville, New York, the
name "Empire" being then adopted.
The Kentucky Drill Company began at
Louisville, Kentucky, in 1855, as Bren-
nan's South-Western Agricultural
Works. In 1908 both these latter con-
cerns removed their manufacturing to
Richmond, becoming part of the Am-
erican Seeding Machine Company's
home plant, which was trebled in size
for that purpose, the addition including
two four-story warehouses, and up-to-
date foundry, new power plant, more
modern machinery and extensive new
lumber yards.

HAMILTON MANUFACTURERS
PLANNING TRIP

AT a meeting of the board of direc-

tors of the Hamilton Chamber of
Commerce, C. W. Kirkpatrick, in-

dustrial commissioner, explained to
the board a plan for a tour through
the Western Provinces for a number
of Hamilton manufacturers by special
train Which would «arry with it an
exhibit of Made-in-Hamilton goods.
It was considered that a trip of this
kind would be an excellent advertise-
ment for Hamilton and would do a
great deal to promote harmonious
relations between the manufacturers
and business men of the East and
West. The board of directors heartily
andorsed this plan, and will appoint
a committee to take the matter up.

TOO GREAT A SHOCK
The chauffeur had been haled into

court for speeding and running down
a pedestrian.
"Your honor," said the chauffeur^

"it was all my fault. The pedestrian
was not to blame."
And the poor judge dropped dead.



Canadian Motor, Tractor and Implement Trade Journal 29

A Plug That Is Ripe From
Hard Experience

Joly Spark PlugS'-over 5,000,000 of them-'
stood firm in perfect service on every Allied
combat airplane during four years of war.

Here it is—the thoroughly tested Joly
Spark Plug—the one with the longest
record of super-endurance against the
high compression and sustained speed
of the plug-killing airplane motor.

This plug is making the same trem-
endous records on Canadian and Ameri-
can truck, tractor, passenger car, marine,
stationary and airplane engines.

In this splendid creation of design,
material and construction lies your solu-
tion of the long-time question—

"Where can I find the perfect spark
plug?"

^Ij Leaders

of theirKinds
in the World-^

Vents for
Air Cooling

Airplane Type

1
^{;^ Joly Spark Plug will fire a leaner mixture than any other

•I 1

Compare the heavy integral milled fingers of the Joly
with the slender fragile poles of other plugs. It is these fingers
that cause the intensely hot, circular mass spark for which the
Joly IS famous.

The Joly has no leaky joints. You know what a vital ad-
vantage that IS. This plug is compact, sturdy and simple in con-
struction. From Its central electrode to its cap it spells strengthand unlimited endurance. Breakage is virtually impossible.

Joly insulation positively prohibits short circuits. And theheavy insulation is protected by a specially designed milled aper-
ture wall, which also allows no oil leakage.

Dealers:

_

A big proposition awaits the dealer who has the vision to swing
his support to this comparatively new spark plug in this market

r.^J^^\ ^i""^
^^^^ functioned perfectly on the Allied air-

hi.ff^'i f^""^^' P^"^ ^^^^ ^^o^d the intense and sustained

inX n^\^^ T^'^'l
generated-can do the same wonderfulwork on the simple motors of your customers' cars.

How about a trial order?

List price Automobile type $2.00. Airplane type $4.00.

Lyons Ignition Co., 215-219 Fourth Ave., New York

Automobile Type

35 Notre Dame St. East, Montreal, P.Q
Export Dept., Agg^ressive Agencies Co

1 Madison Ave., New York City
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Northern Efectr/c Features

Klaxon Horns
Safety to pedestrians and car

Gabriel Snubbers
Comfort on the roughest road

Boyce Moto-Meters
Accurate knowledge of motor temperature

Automobile Mirrors
Combine safety, comfort and appearance

Write our nearest House for Stock Shipment

NortffQfft Ekctr/c Compafiy
LIMITED

Montreal Halifax Toronto London Winnipeg Calgary Vancouver
Quebec Ottawa Hamilton Windsor Regina Edmonton

AUTOMOBILE
SPRINGS

The Guelph Spring and
Axle Co.

Guelph, - Ontario

Manufacture

AVTO SPRINGS
ALL KINDS
HIGHEST QUALITY

^ SAYlS THE iMASTER MBOH-m AiNllC: The Greb Automatic Gripm Puller is a Oae-IMan Puller —
^^tt^ Quick-acting, strong and simple
^^^H^k in the extreme. ^lay be locked in
^^^^K^^L any desired position. A oombina-
^^l^r tion of two or three arms. Heavy

1» ^^H^ Duty Size capacity 1" to 18"—

9 Junior Size Capacity 1" to 7".y 1>m sets at jaws furnished with
% each size.» TEN DAYS' TRIAL. — If your

dealer or jobber does not have
tihem we will send you one. Tiy
it ten daj-s. If not satisfactory,

return to us and we will refund your money. We also
make the GE/EJB BUM TOOL.
THE GREB COMPANY, 319 State St., BOSTON

For repairing cracked water jackets, cytinder head&
and split gas pipes, use

ALUMALL METAL
the greatest crack filler known. Thousands of garages
using it now, with great satisfaction. $6.00 a box

SoU Exclusiotly by

Geo. W. Anstett, - McGee, Sask.

Charles M. Schwab tells us to laugh
at present-day troubles, so

Let's take our cue from Charlie Schwab
And join the chuckling, laughing mob

—

Ha! Ha! Bread's up another cent;

Ho! Ho! The landlord's raised the rent;
Hee! Hee! We'll soon be in a tent.

Ha Ha! Haw Haw! Hee Hee!

Our coal's to cost a fearful price. Ha!
Ha!

We'll pay a whole lot more for ica.

Haw! Haw!
And higher taxes—ain't that nice?

Hee! Hee!
Now don't say things will cost still

more.
(We got the giggles once before)

We'd have hysterics—kick the floor

—

Tee, hee! Har Har! WOW WOW!
—Brooklyn Eagle

Chauffeur—There's the height of
tough luck. Look in the road.

Passenger—Nothin' funny about a
man fixing a puncture.

Chauffeur—Yes there is; he sells

puncture proof tires.—Houston Post.

Angler (describing a catch)—The
trout was so long—I tell you I never
saw such a fish.

Rustic—Noa. Oi don't supose ye
ever did.—Edinburgh Scotsman.

A London bus driver had cut in

ahead of a cabman rather awkwardly,
bringing upon himself a tirade of abuse
liberally sprinkled with profanity. The
bus driver listened to it all with a
good natured smile and then as he
clicked up his horses he remarked:
"That's what I calls 'avin a horna-
mental haddress presented to you."

—

Boston Transcript.

Two Irishmen were working on the
I'oof of a building one day when one
made a mis-step and fell to the ground

:

the other fellow leaned over and called:

"Are ye dead or alive, Mike?"
"I'm alive," said Mike feebly.

"Sure yer such a liar I don't know
whether to believe ye or not."

"Well, then, I must be dead," said
Mike, "for ye would never dare to

call me a liar if I were alive."

"Why are you driving a mule instead
of a horse these days?"

"I have to have something that
could honk."—Kansas City Journal.

"Did anybody comment on the way
you handled your new car?"
"One man did but he didn't say

much."
"What did he say?"
"All he said was fifty dollars and

costs."—Baltimore American.

Fish Coster—"Fresh! W'y, mum, ti

breathed its last when it saw yer
coming."
Customer (sniffing)

—"And wot a
breath it hatl.—London Blighty.

Doctor— I bought a motor yesterday.
Friend—What sort was it—Diamler,

Austin, Sunbeam, Omax, Simplex?
Doctor—No, but I know it starts

with T.

Friend—Oh, it's a Ford, all the

others start with petrol.—London
Telegraph.

Prof.—"What happened to Baby-
lon?"
Fresh—"It fell."

Prof.—"What happened to Tyre?"
Fresh—"It was pnuctured."

Informant, calling up a city editor—"I wish you would announce in the

paper that the horse show has been
called off."

City Editor—"Called off? For what
reason."

Informant—"Somebody has mislaid

the horse."

The Last Look—The wise pedestrian

should take a look at the street before

he tries to cross it, one reason being

tliat he may never have another chance
to do so if the motorist gets him.
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For Automobiles,

Trucks,

Tractors and

Stationary Engines

A Baldwin Automatic Grease Cup opened,
showing position of plunger when cup is

empty. The tempered coil spring ensures
uniform feed of lubricant at all times.

Why should he worry

about lubrication

The average farmer who buys a tractor, truck, automobile
or stationary engine, knows mighty Httle about lubricat-

ing problems, and less about what lubrication neglect is

liable to cost him.
>

Why should he? He's a farmer, not a machinist. You're
the chap who, in Mr. Farmer's estimation, knows all about
tractors and trucks, and machinery of all kinds.

Such details as lubrication equipment are strictly up to

you, argues Mr. Farmer. "If the dealer sells me some-
thing that won't work, why, he's to blame, or the machine

if

IS.

So the easier it is for Mr. Farmer, to keep his tractor, or

automobile, or truck, or stationary engine in perfect run-

ning order, the greater value will he get from these

machines, the higher will be his regard of you, and the

easier it will be for you to sell him more mechanical
equipment.

And you know, the harder it is for him to neglect lubri-

cation, the better, smoother, longer, more economically
will his machinery operate.

Baldwin Automatic Grease Cups make it almost impossible to neglect lubrica-

tion of important bearings.

They are entirely automatic. All the operator has to do is fill them occasion-

ally—they will feed grease to the vital spot as long as there's grease to feed.

Simply and sturdily constructed of brass and steel. Few parts; practically

trouble proof.

It will prove easier selling machinery equipped with Baldwin Cups, and they

will mean greater satisfaction to your customers.

Let us send you all the particulars. Ask us all the lubrication questions you
, can think of.

The Specialties Company
228 Craig Street West - Montreal



Automotive Accessories and
Implement Equipment

PINES WINTERFRONT
npHE Winterfront is a device consists

ing of a set of drawn steel shiutters
for oovering the radiator of an auto-
mobile in coild weather. It &s manu-
factured by the Pines ManufaotuTing
Co. 408-10 N. Sacrajnento Blvd.,
Chicago, who state the Winterfiront
protects the oarlburetor and intake
manifold from the coM air blast which
wouJd otherwise be throiwn against
them. It makes starting easy and en-
ables the motor to warm up qu'ickly.

Elimdnateis stalling and makes possible
a quick get-a-way with full power. It
also eliminates the lanig drive with the
choker on, thus saving a considerable
amount of gasoline and reducing the
formation of carbon in the cylinders.
By entirely encasing the radiator, dt

conserves all the heat created by the
motor until the radiator temperature
h'as passed 130°. Then the Winter-
front gradiually opens and at 180° F.
is wide open. It opens or closes auto-
miartjicaily as required to maintain the
most efficient temperature for best
moitor performiance. The quickly
warmed motor results in close fitting
pistons preventing the escape of gaso-
line past 'the piston rings to dilute and
destroy the lubricating oil supply.

TRI-CO SHOCK ABSORBER
TpHIS shock absorber for Ford cars

consists of a clip fastener around
the front axle which fits closely into
the channel, and a bracket which
attaches to the frame by removing the
nut whitch holds the front lamp.
The device is made for both front and

rear axles and is practically invisible
when attached to the car. The makers
say it adds to the comfort of driving
and reduces the wear on the car by
forming a solid yet flexible connection
between running gear and the body of
the car. It is manufactured by the
Tri-Continental Corporation, Buffalo,
N.Y.

GEAR SHIFT LEVER EXTENSION
'TpHIS is a device designed to bring

the brake-lever handle on Ford
cars six inches or so nearer the driver.
The long reach required for the stock
models is considerably modified by the
Hughes extension, which places a ball
grip at the point most convenient to
the individual driver's arm length, the
attachment being adjustable as to
length.

It is distributed in Canada by Jos.
St., Mars Company, Sterling Building,
Winnipeg, Man.

NO VALVE GREASE INJECTOR
TpHE Wood No-Valve grease injector

is designed for pumping heavy
grease direct from original grease
barrel into gear cases and transmis-
sions of automobiles, trucks, etc. The
makers say it is quickly and simply
attached to any grease barrel. The
barrel is mounted on a special truck and
can thus be moved to any part of the
garage. The pump throws i/4 pound
of grease per stroke. A special non-
drip nozzle instantly stops the flow
when pumping ceases. The injector is

manufactured by the Bennett Injector
Company, Muskegon, Michigan,

^1
GEMCO TIRE-SAVING JACK

^HIS jack is made entirely of steel,
^ except the hub saddle which is
covered with heavy harness leather.
The makers say they are easily placed
in position and can be adjusted to fit

diff'erent sizes of wheels. A secure
lock holds the jack in place when the
wheel is raised. They are finished in
black enamel and manufactured by the
Gimco Mfg. Company, Milwaukee.

PEERLESS TOOL BOX
nPHE Corcoran Mfg. Co., Cincinnati,
^ Ohio, have put on the market a
tool box for Ford cars. This box is

of convenient size, 22 in. long, 9 in.
wide, and 7 in. deep. The makers say
it is powerfully built and calculated to
keep tools, chains and other valuable
equipment carried by the motorist safe
from thieves.

VELTUM PNEUMATIC VALVE
GRINDER

npHIS valve grinder, with its pneu-
matic principle and throttle control,

gives the operator any speed from 50
to 1,000 strokes per minute, making it

unnecessary, the makers say, to go
over a valve a second time. It operates
on any pressure in the air tank and
supplies enough power to grind any
size of valve.

It also fits over-size valve stems into
valve guides and grinds valve cages.
Delicate work is also practicable with
this grinder, such as grinding carbur-
etor float valve stems and fuel system
valves.

The machine is unusually light as
all castings are made of aluminum.
The manufacturer is the Warnock-
Wirth Co., 624 South Michigan Ave.,
Chicago. The Canadian distributors are
Cochrane-Stephenson and Co., Ltd.,
602 Avenue Block, Winnipeg, Man.

Gear Shift Extension Wood Grease Injector

DUN LOP "SAMSON" FAN BELT
D ECENTLY the Dunlop Tire &
*^ Rubber Goods Co., Limited, Tor-
onto, Ont., put on the market their
"Samson" Fan Belt for automobiles.
It is a rubber belt, well shaped to fit

the pulleys, and has been subjected by
the Dunlop Company to most strenuous
tests, including a soaking in cylinder
oil for 500 hours at one time—usage
considerably harder than the belt
would ever be called upon to undergo.
It came out of the oil, after its 500-hour
soaking, the makers say, unimpaired
and with its friction strength not one
whit lessened.
By tests of similar rigidity, the Dun-

lop Company have "proven that the
tensile strength of the belt is greatly
in excess of any strain that could be
put upon it in actual service.
The belt is being made in various

sizes to fit practically all cars made or
used in Canada. As several makes of
cars take the same size of fan belt, the
Dunlop "Samson" is packed in boxes
containing six of a size, each box bear-
ing a label stating the size and the
diff'erent cars that the belt will fit. In
addition to the box label, each belt
bears an individual label, similar to
that on the box, to assist in case the
latter should become displaced or
i^fl^aced.
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^AN ARMY ""MOTORISTSJ^
MEED THESE ACCESSORIES.^

SCHRADERb
AfR GUAGES

ROSE
TIRE PUMP

They Should Be In Every

Car Owner^s Tool Box
There is some good business for you,
Mr. Dealer, in handling these access-

ories. Every car owner needs them.
Keep a plentiful supply on hand of

Gilmer Fan Belts

Locktite Patcher
Reliable Jacks
Schrader's Air Gauges
Rose Tire Pumps
Weed Tire Chains
Trex Rim Tools

Your customers will appreciate helpful
hints concerning the accessories they
should have. Demonstrate a Schrader
Air Gauge for them. Explain how the
Trex Rim Tool works. A supply of Lock-
tite will enable a motorist to repair
punctures at any time. As with all

C. G. E. Automobile Accessories, these
are

"Tested for Service'*

Canadian General Electric Company, Limited
Head Office, Toronto

Branch Offices: Montreal. Quebec, Sherbrooke, Halifax, Sydney, St. John, Ottawa, Hamilton, London,
Windsor, Cobalt, South Porcupine, Winnipeg, Calgary, Edmonton, Nelson, Vancouver and Victoria.



Saskatchewan Dealers in Convention
Lively Discussion by Auto and ImplementjMen on Auto Repairs Act, One

per cent. Tax, Present Low Margins and Sales to Soldiers

THE annual general convention of the Sask-

atchewan branch of the Retail Merchants' As-
sociation was held in Moose Jaw on June 8, 9

and 10.

In view of the many important events that have
taken place during- the past year, especially in regard

to the automobile and implement industry the con-

vention was looked forward to by decilers with con-

siderable interest. And it has since been voted by
all who were present as one of the most successful

conventions that has yet beea held.

At the implement trade section meeting on Tues-

day evening, June 8, Hugh Rorison, of Moose Jaw,

Saskatoon opened a discussion on 'Present Day Mar-
gins." He referred to the various companies operat-

ing within the province, and the margins allowed by

them ranging from 8% to 13%, this in the face of

an operating cost of from 16% to 20 <y/^. He called

on the secretary, H. T. Pizzey, to sjibstantiate his

statements, who did so using a blackboard and illus-

trating the facts as told the :-!ieeting by Mr. Rorison.

It was brought out during the discussion that there

was really no incentive for the dealers to finance

their own buying inasmuch as the discounts allowed

for cash were not nearly adequate enough. The
secretary stated that under one company's contract

which was originally a wholesale one and was then

changed to a "Farmers' Note Contract"' the same
goods, same year, cost the dealer approximately 8%%
more than under the wholesale contract. In addi-

tion to this the dealer lost O'/b cash discount, and

more in some special cases. However, this shows

roughly a loss of 13%. Then when this company is-

sued a straight consignment contract with its cash

discounts under v/hich the dealers were allowed only

10% for relieving the company of a service for which

they were originally charged 13%. Adding this 3%
loss to the 13% already shown and we have a differ-

ence of 16%' between the net cash price under whole-

sale contract and the consignment contract, when the

paper is turned over to the company. In other words,

for carrying the unsold goods and taking the farm-

ers paper in lieu of cash, the company charges the

dealers 167c and really about 16%% when worked
out on the basis of net cash wholesale price. The
penalty charged the farmer for extending the ac-

commodation of credit to him on the same goods and

in the same year was roughly 5%. The penalties

were shown on the blackboard by the Secretary for

the various companies operating in the Province

which showed that while the company charged the

farmer about 4%% for extending credit to them this

year, the dealers were penalized from 8% to 12%. A
very lively discussion in which all of the dealers

present took part ensued and a resolution committee

consisting of W. J. Keller of Shaunavon, G. W.
Matheson of Craik and W. A. Harvey of Macoun were
appointed to bring in any resolution necessary.

/^N Wednesday, June 9th, at 9.30 a.m., the auto

trade section met, when on the motion of W. H.

Hamilton, . seconded by J. LeBuldus, Mr. Funk of

Herbert was asked to take the chair. Mr. Pickett

then gave a very interesting address on the applica-

tion of the Auto Repairs Act which was passed at

the last session of the Legislature. He dealt with

the Act, clause by clause, and made several sugges-

tions as to amendments. A lively discussion ensued

during which it was suggested that the word
"Vendor" be amended to read "Manufacturer," and

the interpretation of the said word "Manufacturer"

should be extended to include any individual or com-

pany wishing to act as a distributor for the said

manufacturer. C. Alexander stated that the Govern-

ment expressed their opinion that they could not

enact laws restraining trade. At this point the

secretary pointed out that the Farm Implement Act

of 1915 had the same effect as the Auto Repairs Act

would have with the amendments as suggested, and

therefore, could in no way be construed to mean a

restriction of trade.

Another feature which Mr. Pickett dealt with at

some length, was that the warranty does not have

to be expressed in the contract but is only implied.

but the said contract must state a given point where
repair parts may be secured. Mr. Pickett pointed
out that to his way of thinking the dealers should
have a contract prepared for use, which would nullify

the provisions of the act and relieve the vendor of

supplying parts for the cars, until the necessary
amendments can be made to the Act.

The Resolution Committee brought in the follow-

ing resolution:

"WHEREAS your committee believed that the
Auto Repairs Act in its present form is un-
workable, and not in the best interests of the
vendor and purchaser of automobiles and re-

pairs; tve, therefore, recommend that the Re-
tail Merchants' Association take the necessary
steps to have this Act amended at the next ses-

sion of the Legislature."

This resolution was put to the meeting and unani-
mously carried.

A T eleven o'clock, June 9th, the implement trade

^section again met when Mr. Matheson of Craik.

opened the discussion on sales to soldiers, and statd

the companies agreed to sell at cost when the ar-

rangements were made, but that he found in every
case save one where they were operating a straight

consignment contract they were selling at net October
1st. prices and allowing the dealers 7% commission
on this. This meant that the soldier paid from 3%
to 5% more than the actual cost to the dealers under

1^

Nice thing about these outfits is that you can thresh whenever
you are ready—no expensive delays.

a cash transaction, which was the only way that the
various companies would do business under the ar-

rangements with the Soldiers Settlement Board. He
further stated that there was no doubt that the
companies were not entitled to this differential and
in the face of this they were getting all the glory for
being benevolent to the returned man.

Quite an animated discussion ensued and the
opinion of the meeting was that the companies were
deserving of censure for this action inasmuch as

they had not lived up to the statements which they
made when arrangements were entered into with the

Soldiers Settlement Board.
On Thursday afternoon, lune 10th, there was a

general session and during the discussion of new-

business the point was raised by the implement
dealers present that the absorption of the 1% sales

tax inflicted considerable hardship on the retail im-

plement dealers of the province, inasmuch as it con-

sumed 10% of their gross earnings. It was further

stated that under the present legislation the dealers

were not allowed to make this additional charge to

the purchasers inasmuch as the Farm Implement
Act required the selling of goods of not more than
the price filed with the Government. These points

were substantiated by W. J. Keller of Shaunavon;
G. W. Matheson of Craik and the secretary of the

Implement and Auto Trade Section.

A very lively discussion ensued between the above
and the Dominion President of the Association, J. A.

Banfield, who was subsequently brought around to

see the point of view of the retail implement dealers.

and suggested that the secretary wire the Dominion
Secretary, and this was concurred in by the Imple-
ment Dealers present and the following telegram
sent:

"A great injustice is done implement retailers

by having to absorb percentage tax. Govern-
ment here demand filing selling price and won't
allow increase to cover tax. Manufacturers
must absorb tax or gross iajustice is done dealer.

Letter following."

On Friday afternoon June 11th, a meeting of the
provincial executive with the Government was held.

The meeting was arranged in the interests of the re-

tail implement dealers of the province for whom G.
W. Matheson of Craik spoke. The su'oject was the
absorption of the 1% sales tax imposed upon the deal-

ers by the Dominion Government's Budget, inasmuch
as this was passed on to them by the manufacturers
and wholesalers. Mr. Matheson pointed out to th-^;

Government that under the present Provincial Legis-
lation the dealers would have to absorb the 1% sales

tax inasmuch as they were not permitted to raise the
retail price as listed with the Government by the
manufacturers and wholesalers doing business in the
Province, as required under the Farm Implement
Act.

He further pointed out to the Government the hard-
ship this would bring about on the retail implement
dealers of the Province stating that the present
margins allowed to them ranged from 8% to 13%
of the retail sales price and therefore the absorption
of this tax would mean a loss of 10% of their gross
earnings. A member of the Cabinet asked if it was
not possible to have new lists filed and Secretary
Pizzey stated that the manufacturers had no inten-

tion of doing so at the present time. The fjovern-

ment were quite sympathetic and fully appreciated
what this absorption meant to the dealers, but pointed

out that the Farm Implement Act did not control

the retail price of implements but only repairs there-

fore.

The feeling of the Government was that the
implement dealers would be justified in adding the
tax to the listed retail price of the repairs.

'"T^HOSE present at this meeting were as follows: S.
-»• D. McMicken, Moose Jaw, Sask., S. E. Fawcett,
Saskatoon, Sask., G. Garfield Wray, Regina, Sask.,

F. E. Raymond, (Provincial Secretary), Saskatoon,
Sask., H. T. Pizzey, (Secretary, Implement and Auto
Trade Section), Saskatoon, Sask., G. W. Matheson,
Craik, Sask., W. J. Keller, Shaunavon, Sask., W. L.

McQuarrie, Saskatoon, Sask., G. W. Anderson,
Regina, Sask., F. A. Holden, Secretary, Moose Jaw,
Sask., A. E. Tutter, District Secretary, Kerrobert,
Sask., D. S. Saunders, District Secretary, Assiniboia,

Interested in Canadian Journals
pp J. DODD, managing-director, the MacLean Co.,
*-^* of Great Britain, writing from London, says
at the Canadian exhibition the MacLean business and
technical newspapers and magazines were displayed

at the stand of the Department of Overseas Trade,
and that quite a number of copies were sold, mainly
to persons interested in buying from Canada. One
of these was a member of the staff of the Russian
Bolsheviki Trade Ambassador, who followed up the

reading of the papers by a call on the MacLean news-
papers' London oft'ice. It is difficult to know just

what is going to happen in Russia, but one thing is

certain, Russia eannot get on a normal producing
basis without machinery, plant and industrial brains.

The Jews who arc controlling Russia know this, and
there are bound to be developments favorable to

Canada.

TpHE Etemal Battery Company of Winnipeg, has

purchased the premises recently occupied by the

0-Rib-O Manufacturing Company. The latter com-
pany has moved to a new site on Erin street.
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Miracle Men Make
$125 a Week

Here and now is your opportunity
to make $5,000 to $15,000 a year.
This new, scientific chemical dis-
covery opens the road to fortune for a live

man in each community. MIRACLE MOT-
OR GAS positively gives 15 to 40 per cent,
more mileage from every gallon of gasoline
used. It eliminates and prevents carbon,

—

the motor's worst enemy—makes engine
run smoother and better in every way. At
the present price of gasoline, think what it

means to save from One-third to One-half on
your gasoline bills. MIRACLE MOTOR
GAS is one of the most sensational successes
in the automobile field; motorists are amaz-
ed at its wonderful work.

Tremendous Sales Possibilities
—Exclusive Territory

—Big Profits

GAS

of letters from all

There are eight million automo-
biles in the United States alone. Add
to this number the hundreds of
thousands of stationary engines, motor
cycles, trucks and tractors (both gasoline
and kerosene) in use to-day. All need this
wonderful product. You never dreamed of a 'better opportunity than this.
Thousands in your county will want to economize on gasoline and will
be eager to buy MIRACLE MOTOR GAS once they learn what it will

do. Do you see what it means
to be our exclusive Repre-
sentative? It may mean
your fortune. Delighted
customers will boost it to
their friends.

Miracle Motor Gas
Guarantee

We guarantee that MIRACLE
MOTOR GAS, when used according
to directions, will increase mileage
from 15 per cent, to 40 per cent.,
eliminate and prevent carbon de-
posits, cut cost of fuel and make en-
gine run better in every way. We
guarantee that it contains no acids,
alkali, camphor or ether, or other
chemicals that could possibly injure
any part or parts of the motor or
other mechanism of the finest car.
We further guarantee to make good

to any purchaser any injury to his
engine caused through the use of
MIRACLE MOTOR GAS.

(Signed) The Miracle Mfg. Co.,

Toledo, Ohio.
Reference: Commercial Savings Bank
& Trust Co.

REPRESENTING AND SELLING

MIRACLE MOTOR
The Wonderful Chemical Discovery that Increases the Power of Gasoline FULLY ONE-THIRD
Big money-saver for the motorists; greatly increases mileage; saves gas;

prevents carbon; makes engine run smoothly
The motor world has been endeavoring to find a remedy for the high cost of

gasoline. The seeming impossibilities of yesterday are the realities of to-day. The
remedy has been found. It is here. It is MIRACLE MOTOR GAS. You will be
amazed, astonished at the way this wonderful product increases the power of gasoline. An avalanche

over America proves its worth and testifies that it saves up to 40 per cent, of gaso-

^^^^^^^^^^^^^^^^^^^^^ line beside eliminating carbon. MIRACLE
MOTOR GAS is used with gasoline. It is

the combination of MIRACLE MOTOR GAS
and gasoline that gives such phenomenal re-
sults. For example: if 100 gallons of gas-
oline gives you 1600 miles, 100 gallons of
gasoline and one package of MIRACLE MO-
TOR GAS (costing $1.00) will give you
2000 miles. This is equal to 33 extra gallons
of gasoline (costing only $1.00) or 3 cents
for each extra gallon. MIRACLE MOTOR
GAS is used in every state in the U.S. and
in many foreign countries. We guarantee
it to be harmless to the mechanism of your
car. We guarantee results claimed for it
or money refunded. Start using MIRACLE
MOTOR GAS to-day and you will be de-
lighted with results.

Get Busy—We'll Help You
No matter what the size of your bank account, if you mean business we'll

help you. Why make the mistake of being a doubter and losing this oppor-
tuitity ? Our sruarant^e protects both you and your custcymers. Our proven sales plan andsa es helps have assisted many a representative to big success. We furnish poster in four

.r*""
"ame imprinted thereon as our representative; sample packagesof MIRACLE GAS ; tell you how to secure a list of auto owners in your territor?

; sLw^
n"^^ .u^

and sell: explain how to get and appoint sub-agents and in addition to
all of this we spend thousands of dollars a year advertising MIRACLE MOTOR GAS fromocean to ocean. It is your privilege to cash in on this advertising

To convince you beyond the shadow of a doubt as to the merit of this great chemical

MnTn1?^^rf« *^-?v;.^"'^..rtv'^"^
^""^ °°"a'- Packages of MIRACLEMOIOK GAS ($2 worth) with the

understanding that, after you have
used them, if you are not entirely
satisfied, just write and tell us so
and we will refund your dollar.
MIRACLE MOTOR GAS has de-
monstrated what it will do and
now we want hundreds of live sales
representatives. Send in your order
for two packages, or if you prefer,
just sign the coupon for complete
information about this astounding
product. Tell us what territory you
want—we advise you to act quickly—representatives "are being ap-
pointed rapidly. Better get the
coupon on the way to us with a
dollar by return mail. MIRACLE
MOTOR GAS Duty Free in Canada.

A ''SHOW ME" OFFER to Every
Motorist in Canada and America

One Package Miracle Motor Gas Free
You, Mr. Motorist, can save One-third to One-

half on your gasoline bills. To prove to you that
Miracle Motor Gas will do this we make this liberal
offer. Mail the coupon below to us with $1.00. We
will send you TWO $1.00 packages ($2 worth) with
this understanding: If, after using them, you are
not satisfied, tell us so, and we will immediately
return your doller; you don't have to return a thing.
This offer applies on your first order only. Regular
price of MIRACLE MOTOR GAS is $1.00 a package.

Chemical Analysis

Miracle Motor Gas is com-
pletely soluble in gasoline;

leaves no sediment; contains

neither acids nor alkali; can-
not be harmful to engine;

contains no oxygen, camphor,
alcohol or ether; combustion
properties are similar to high
grade gasoline.

C. S. Morgan, Chemist,
536 Ohio Bldg., Toledo, O.

Clip.5i§n 6 Mail TODAY

I

MIRACLE MFG. CO.,
13ft7 Miracle Bldg., Toledo, O.

If your proposition is all you claim for it,
would like exclusive agency for
District. Send for full particulars.

Enclosed is $1.00 for two packages of Miracle
Motor Gas (retail price $1.00 each.) Duty free in
Canada. If I am not satisfied after I have used
them, it is understood that you will return my
dollar.

The Miracle Manufacturing Company
SUCCESSORS TO CHAS

1307 Miracle Building
Reference: Commercial Savings Bank and Trust Co

BUTLER & CO.
Toledo, Ohio

Name .

.

City

Province
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OBTAINABLE

LYON
RESILIENT BAR
BUMPER

KABEE
SPRING ARM CHANNEL

BUMPER
DURABLE BRILLIANT

PATENTED HOOKBOLT ATTACHMENT
FITS 90%0F STANDARD CARS

OBTAINABLE FROM JOBBERS & DEALERS
CATALOGUE ON REQUEST

mwmm mm\i ©mam i
NIAGARA'FALLS. CANADA

iOLE MANUFACTURERS. UNDEj
LYON CANADIAN PATENTS.

The easiest way to re-

move tires from split

rims. Collapses, holds
rim collapsed while
changing and forces the

rim back on tire again
with utmost ease.

PRICE $6.00
Sold by

Northerff Ehctric
Company, Limited

Montreal Ottawa London Regina Edmonton Toronto Winnipeg Calgary Vancouver

K. P. Products Company, Inc., 250 West 54th St., New York City

Cylinders Reground
We also manufacture Pistons, Rings
and Pins, with special equipment
adapted for this purpose. Also parts

to order.

We Do Oxy-Acetylene Welding

Advance Machine & Welding Co,

177F Canning Street, Montreal

SPAULDING QUADRUPLES PLANT

IN order to take care of a greatly in-

creased volume of business, the

Spaulding Chain Corporation has
taken over additional buildings

formerly occupied by the In-

ternational Arms and Fuse
Works. This expansion quadruples the

size of the original Spaulding factory,

and provides for an enormously in-

creased production. With this addi-

tion, the Spaulding plant, already one
of the largest of its kind in the country
becomes a dominating influence in the

Roller Chain and Sprocket Industry.

Although the Spaulding Chain Corpora-
tion has been in operation only a short

period of time, they have struck their

stride in production and are increas-

ing their output each month.

NEW "FRIEND" CATALOGUE

THE "Friend" Manufacturing Com-
pany, pioneers in the sprayer field,

have just issued their twenty-fifth an-

niversary catalogue. The line includes

the' following different model spray
pumps: Model AX, 10 horse-power;
Model DX, 4 horse-power; Model BX,
3% horse-power and Model CX, 2

horse-power. These pumps vary in

capacity from 5 to 20 gallons per min-
ute.

The motors are of the auto-marine
type; four cycle, jump spark ignition,

positive machine cut gear drive be-

tween motor and pump. The larger

outfits are all equipped with adjustable

automatic throttle governor which
works in an oil bath and regulates the

motor to any desired speed. Another
important feature is the unique pres-

sure controller by which any desired

pressure is maintained or instantly re-

leased. In the place of cumbersome
spray poles, the "Friend" spray-gun is

furnished which has a controlling valve

enabling the operator to spray near
or far with equal efficiency and greatly
increased speed. Hyatt Roller Bear-
ings are standard equipment on the
main shaft and countershaft in the

larger models and on the main shaft on
the four horse-power pump.

CALLS FOREMEN "STEERING
GEAR OF PRODUCTION"

<<\7^0U foremen are the steering gear
and controls of production," said

Mr. Edens, Factory Manager of the
John Lauson Manufacturing Company,
New Holstein, Wisconsin, which manu-
facturers tractors and small gas en-
gines, etc., in opening a course of
training for the foremen and other
supervisory executives of the plant.

"Whatever the operating management
desires to do, in whatever course it

wishes to run production, it must
guide and direct through you. The
management controls the machinery
and power of labor through you," he
said.

The object of the course in Modern
Production Methods inaugurated by
the John Lauson Manufacturing Com-
pany, according to Mr. Edens, is to

improve the relations of the manage-
ment with the foremen and therefore

the men. By developing in the fore-

men a wider outlook not only on the
functions of their own departments
but also on the work of the whole
plant and of industry in general it is

hoped that they will become more ef-

fective in their important position in

production.

The course, the details of which
are under the general supervision of

Mr. B. F. Arps, is being studied by
49 of the supervisory force including
factory manager, assistant superin-
tendent, production manager, store

keeper, foremen, general foremen,
cashier, president, cost clerk, etc.

These men meet regularly to discuss

the fundamentals of modern industry
and to apply them to the men's every-

day problems. The subjects taken up

in the course cover the whole range
of industrial organization and opera-
tion. The course brings out the im-
portance of teamwork in the smooth
working of industry; it teaches the
foremen how to handle the employes
under them so that the maximum har-
mony and efficiency will be attained;
it also analyzes and discusses the
most improved methods of factory or-
ganization.

C. M. EASON REJOLNS HYATT

CM. Eason, formerly Manager
• Tractor Bearings Division of the

Hyatt Roller Bearing Company, and
whom it will be recalled resigned that
position early in the year to organize
the Engineering Development Company
of Moline, 111., has again joined the
Hyatt Organization in the capacity of
vice president in charge of all sales
with headquarters at the factory in

Newark, New Jersey.
Mr. Eason is widely known through-

out the Tractor Industry. He first

became identified with Hyatt in Feb-
ruary, 1914, and assumed the manage-
ment of the Tractor Bearings Division
in Desember of the same year. He is

directly responsible for the broad-
gauged, substantial policy of service
and co-operation that has been re-

sponsible for Hyatts progress in the
farm machinery field.

OPEN NEW BRANCH
A NNOUNCEMENT is made by the

Black and Deeker Manufacturing
Company, Towson Heights, Baltimore,
Md., of the removal of their Philadel-
phia Branch Office from the West End
Trust Building to more spacious
quarters at 318 N. Broad street. The
new office has a show window and
show rooms, as well as a completely
equipped service station. It is in

charge of Branch Manager, W. C.
Allen.

Sell

Holton Hood Clips

for Chevrolets

They stop hood rattles

They do away with the
troublesome thumb screw.
They sell at sight. Every
Chevrolet owner is a pros-
pect.

Quickly adjusted without
the use of tools. Engine
hood can be opened and
closed in a second or two.
Holton Hood Clips Never
Slip. A real spring clip.

Your Jobber Stocks Them

Patented and Manufactured by

The Holton Hood Clip Co.
WINDSOR, ONTARIO
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ELTUM
VALVE GRINDER

Does the Job
in

Half theTime
This is not a claim. It's a proven fact, demon-
strated by repeated tests of the Veltum Pneu-
matic. Flexible speed is combined with, perfect
control

Absolutely guaranteed to do
the work and stand up.

The Veltum Pneumatic per-
mits any speed from 50 to
1,000 strokes per minute,
making it unmecessary to go

over valve second time.

Does the entire job on a valve without
stopping.

Operates on 15 to 500 lbs. of air from the air
tank you now have.

Over 20,000
NOW IN USE

Ask us about the Veltum PNEUMATIC

HYSLOP BROTHERS
LIMITED

Shuter and Victoria Streets - TORONTO

Leaders Are in Great Demand

"HEXALL"
Trade Mark Reg. U. S. Pat. Off.

Socket Wrenches
WE ARE bending every effort to meet promptly the record-break-

ing demand for "HEXALL" Socket Wrenches and our factory is

responding splendidly to the in ^.reased pressure that is being put
upon it. But production follows certain well-defined, pre-arranged
schedules where the maintenance of quality requires such unerring pre-
cision, such rigid adherence to standards of workmanship. Therefore, we
urge all dealers and jobbers

—

to keep their stocks complete on "HEXALL" Socket
Wrenches. All indications point to an unprecedented
volume of sales. Don't be caught short.

Dealers—get in quick touch with your jobbers. Jobbers—reach us.

"HEXALL"—comes in seven sets—a "HEXALL"
for every need. Sold under this guarantee:

"Break any Sedgley Wrench and We
Repair it~No Charge'*

R. F. SEDGLEY, Inc. Est, iss?
Also Makers of "BABY" Hammerless Revolvers

2311-13-15 North 16th St., Philadelphia, Pa.

Canadian Distributors: Lamontagne, Limited, Montreal, Canada.
Harold F. Watson Co., Sole Agent: 208 Coristine Bldg., Montreal, Canada.

"HEXALL" Ratchet Socket Wrench
No. 1—16 pes.

'HEXALL" Ratchet Socket Wrench
No. 2—11 pes.

"HEXALL" Socket Wrench No. 5-

8 pes.
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SASKATCHEWAN FARM IMPLE-
MENT ACT

DURING the last session of the

Saskatchewan provincial legisla-

ture an amendment to the Farm Im-
plements Act was made regarding en-

tries in contract forms as required by
the Act. The existing law includes
schedules in the form of contracts to

be used for the sale of farm machinery,
the contracts themselves containing
several blanks. This act was designed
to meet the condition where some
conTpanies were using the printed
forms with the blanks for the interest

rate filled in as "nine per cent."

The act now provides that all

blanks in contracts under the existing

law must be filled in in handwriting
or else the contract becomes inavlid.

SASKATOON MOTOR CLUB STARTS
CAMPAIGN

THE Saskatoon Motor Club has
started a campaign to get new

members and according to the indica-

tions it is going to be a great success.

The committee in charge of member-
ship is out to get every car owner in

Saskatoon to join the club. The mem-
bership fee is comparatively low, be-

ing set at $10.

The membership committee is as fol-

lows: Sid Johns, Captain C. G. Parkin,
E. J. Shaver, Fred H. Webb, Sheriff

Calder, G. A. Stuart, Dr. E. C. Camp-
bell, W. P. Bate, Thomas Underbill,
Ealph R. Dill and A. A. Syman.

MANITOBA RURAL CREDITS

THE Manitoba Government in 1917

passed an act designed to provide

cheaper money for the farmer and
thereby increase production. This act

was called the Rural Credits Act and
is based on the principle of co-operative

credit and provides for the organiza-
tion of Rural Credit Societies with
government and municipal co-operation

to secure short time loans at 7% for

the members of each society at the
security of crops, live-stock, imple-
ments, etc., purchased with the money
thus borrowed.

In 1919, two years after the act be-

came operative, there were thirty-eight
societies which secured loans amount-
ing to $1,051,876. The purpose for
which these loans were used in 1919 is

shown in the following table:

Purchase of live-stock $172,532
Purchase of machinery 94,155
Seeding and harvesting crops 278,748
Breaking new land 247,691
Improvements 18,865
Retiring liabilities 56,742
Sundry items 183,143

There are 52 societies in operation
this season.

VERNON GARAGE REPAIR AERO-
PLANES

'T^HE Vernon Garage located on Main
• street, Vernon, B. C, has an aero-
plane repair department. The pro-
prietors, H. B. Monk and C. L. Wraith
were both in the R. F. C. and R. A. F.
during the recent war and had con-
siderable experience both in rigging
and fitting.

July, 1919, Capts. Hey and Dixon
flew from the coast to Armstrong for
exhibition purposes and drove their
machine to the very limit, which left

it in a very bad condition. Hearing
of the Vernon Garage they instructed
them to put the machine in shape.
This was undertaken by the Vernon
Garage and in due course the airplane
was turned out in first-class shape.

They pulled the engine out and thor-
oughly overhauled it, doing the same
to the rigging. Capts. Hoy and Dixon
were very pleased with the result and
flew back to the coast without mishap.
Then again Lieut. Hall some days

later landed on the Vernon Aerodrome
and has his machine thoroughly look-
ed over by the same people, and ex-
pressed lentire satisfacition with the
efficient manner in which these re-
pairs were accomplished.

The Vernon Garage has been prom-
ised a lot of aeroplane work in 1920
by the above pilots, and in all prob-
ability Vernon will be a large landing
ground for all machines flying from
coast to coast or in any direction where
Vernon can possibly be reached.

B. C. TO FLOAT LOAN
TJON. John Hart, Provincial Treas-
* urer of British Columbia, address-
ing a meeting in Victoria, recently,
said that he and the Government are
considering the suggestion of local
bond and financial men that a local
loan be floated in B. C. so that the in-
terest will remain in the province.

DRIVE TO RIGHT IN B. C.

T^OR some years the British Columbia
Motor League has been strenuous-

ly advocating the "drive to right"
system for all traffic on the highways
and it seems as though its efforts are
to bear fruit. The attorney-general
has introduced a bill into the provin-
cial legislatuie of British Columbia to
make "drive to right the law of the
province. The B. C. motorists are giv-
ing their support to the measure.

ADVERTISING THE DOMINION BY
FILM

/^ANADA is a country of vast agri-
cultural and mineral wealth but the

exploitation of her resources has been
neglected principally on account of the
lack of well directed propaganda dis-
seminated with a view of giving im-
migrants, manufacturers, capitalists
and industries, sound intelligent and
comprehensive information in regard
to the opportunities which abound.
In advertising the multitudinous vital
facts relative to the subject under
notice, no better aid could be enlisted
than that of the moving picture film,
allowing as it does of the graphic
presentation of every phase in such
manner as could never be attained by
the use of cold type. Sometime ago
the Dominion Government created a
moving picture bureau which had
pictures taken of many of Canada's
national industries for exhibition in
Britain and other sources of immigra-
tion. The Hearst Government also
established a bureau which procured
many fine films of an industrial and
scenic character, but so far there has
been no movement to compel the
theatre interests to exhibit the films,

which is of course the essential part
of the whole business. The British
Columbia Government, has moved in
the right direction by introducing in
the Legislature a measure requiring
all moving picture theatres to exhibit
for fifteen minutes during each per-
formance films provided by the Pro-
vincial Bureau. These films will be
of an educative character illustrating
the natural resources and economic and
industrial problems of British Colum-
bia, and also dealing with general
Canadian events of interest.

In advertising the Dominion by
film the Ford Motor Company of Can-

ada has at the present time two motion
picture photographers travelling from
coast to coast of the Dominion, secur-
ing topical material for reproduction.

DETAILS IN STORAGE BATTERY
SERVICE

Continued from page 14

to end, making a long, narrow battery,
used chiefly on Overland cars. This
'oattery in some cases has cell connect-
ors the same shape as the battery, i.e.,

long and narrow with square ends. It
might be thought the plate posts are
square too, but this is not so. If a %
hole is drilled at each end of this con-
connector, it will lift off all right.
Then there are those posts which are

swaged into the hard rubber top to
make an acid-tight top. In this case
the collar of lead must be cut away,
either with a strong knife or a special
tool, that the makers of the battery
can supply. This tool is like a tubular
drill v;hich goes over the post and cuts
around the sides. It is impossible to
take the top off until this collar is re-
moved.
Some batteries have a double cell

cover; the inner one is formed in the
shape of a trough and filled with bat-
tery seal to prevent leakage. A flat

sheet of hard rubber with post holes
and vent is placed on top while the seal
is btill warm. This makes a good tight
top and a clean smooth finish, but has
the disadvantage of taking a lot of
seal and being hard to remove.

Most of the present day batteries
have the single top cover made in the
shape of an inverted trough, with seal
run around the edges to make the joint.
This one is easy to take down and to
assemble, and is in general use to-day.

If a jar is found to be leaking, it

must, of course, be replaced. The
particular jar can be located before
dissembling by watching which cell
loses its electrolyte soonest.

If you do not have time to do this
and are suspicious of them all, a cerj
tain test can be made by filling them
up with pure sulphuric acid. Pure
sulphuric acid will find a leak sooner
than the acid of regular strength. Be
careful in handling it as it is a power-
ful and destructive agent.

A simpler way is to fill all the jars
with boiling water. This will soften
the jars and open up the leak so that
it is easily located. It also has the
advantage of softening the jars so that
they can be easily lifted out of the box.

When the leaky jar has been located,
take two pahs of pliers with long flat

jaws and grip the jar at the narrow
ends firmly, as shown in the cut. Leave
the hot water in and lift at both ends
of the jar, steadily and without jerk-
ing. It may not come at first, but as
soon as the water has been in long
enough to soften the seal it will lift

out easily without damaging the others.

COME makes of batteries have a long
bolt run from one side of the battery

box to the other, pulling the sides of
the box on the jars to hold them firm-
ly without the use of seal. In this
case, of course, it will be necessary to
take out these bolts before trying to
remove the jars. The heads of the
bolts and nuts are flush with the sides
of the box and are often placed under
the lead name plate.

After the jar has been removed and
it is still warm, it should be pressed
into its right shape. As soon as it

cools off it will become very brittle and
hard to handle. Of course it can be
softened by heating again, but if it

is shaped up while still warm this
leaves it in good condition for reassem-
bling.

While the jars are out it is a good
plan to give the inside of the box a
coat of acid-proof paint, and in the
case of jars fastened with bolts the in-
side should be well greased to make
the jars slip in easily.

When a battery is torn apart and
is to stand for some time, waiting for
parts or for the owner's inspection.

everything belonging to it should be
kept in one receptacle and tagged with
lead tags bearing a number. A record
of the customer's name and number
can then be kept in the office or on
the work order. It is useless to use
the ordinary tags on battery work for
r,he acid is bound to strike them at
some time or other; if it doesn't ruin
the tag it will sooner or later destroy
the string it is attached with, putting
you in a muddle with perhaps a dozen
batteries torn down at once. Use lead
tags with lead wire. Acid does not af-
fect these and they can he used over
and over again. In the long run they
are much cheaper than the ordinary
paper or linen tags.

PLANNING FOR THE FALL CAM-
PAIGN

Continued from page 16

on display sample machines and im-
plements that comprise his fall line,

placed so that the prospective pur-
chaser can examine them to his entire
satisfaction. While many dealers are
not fortunate enough to have sample
floors they can, nevertheless, set up
machines in their warehouse room or
lean-to machine shed. No one likes to

buy a machine without knowing how
it looks and how it works.

T^HE fall implement trade should re-

ceive preferred attention from all

live dealers not only because it offers

sales opportunities for large machines
such as tractors, threshers, hay balers,

ensilage cutters, etc., that run Into

considerable volume even on a few
sales, but also because of the fact that
cash is more readily avahable from the
farmer.

In case of a good crop the farmer
naturally feels prosperous. He has the
proceeds from a good share of the crop
tucked away safely in his local banlc

and feels better able financially to buy
new equipment than before harvest
when his crop was still an uncertainty.
And as the farmer improves his oper-
ating equipment he increases at the
same time his production efficiency

and capacity for handling bigger crops.

Thus the dealer who sells implements
intelligently is helping along not only
HIS own prosperity, both present and
future, but is also constructively as-

sisting the farmer.

KITCHENER GETS COMMERCE
TRUCKS

npHE Commerce Truck Company has
decided to locate in Kitchener and

not Guelph as stated formerly. The
Commerce Company made a proposi-
tion to the Kitchener Board of Trade
which was endorsed by that body. The
truck company's proposition included
the erection of houses along with the
factory. Kitchener citizens are inter-
esting themselves in the enterprise.
Securing local capital is one of the im-
portant details of the scheme.

Good Position Open
One of Canada's largest and
most aggressive manufacturing
organizations desires to engage
a representative between the
ages of twenty-eight to thirty-
five to extend present connec-
tions in special lines for the
automotive industry; to intro-
duce and develop special lines
offering sufficient volume to
justify mass production. Me-
chanical ability desirable but
not imperative. The opportuni-
ties are unlimited for one with
the necessary executive ability
and initiative. Apply with full
particulars of age, experience,
and salary required to Box 100.
Motor, Tractor and Implement
Journal, 143 University Ave.,
Toronto, Ontario.
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Leave a good
name behind
at every sale
No matter where you sell a Turner Simplicity Tractor,
nor for what kind of farm job, you can go back at any
time and find it satisfactory. The longer your customer
uses it, the more he is going to boost you.

That is why the best distributors, all over this country
and Canada, are pinning their faith to it. It is the
thing that has made the Turner Tractor break all

speed records for sales increase in the past two years.

Turner Manufacturing Co., 441 Lake Street, Port Washington, Wisconsin

Surplus power without excessive weight, quick
moving, quick turning, adaptability to all kinds
of belt jobs, kerosene or gas burning, thorough
protection from dust, these and dozens of other
qualities are responsible for this smashing sales

record

Get all the facts before sales arrangements are made for

your locality. Write or wire today

The Turner Tractor Sales Co.
WINNIPEG, CANADA

DISTRIBUTORS:

Power Farm Machinery Co.
EDMONTON, ALTA., CANADA
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"The Sign of Better Service"

The Victory Piston Ring Compressor
This compressor is the only tool that is in-

stantaneously adjustable to fit all size piston
rings, from 2 inches to 5% inches in diameter.
Can be used on all type motors for inserting
piston into cylinder.

To operate : Insert piston into cylinder, place
steel band of compressor on piston rings, com-
press and push piston into cylinder. Entire
operation completed in ten seconds.

kit

This tool should be in eyery mechanic's tool

Aikenhead Hardware, Limited
Toronto, Canada

The Plug
with the

Hotter Spark
The ball point of the ''M&S"

spark plug concentrates the current
and intensifies the heat. This gives
a sure, hot spark—producing better
combustion and greater power.
The ''M&S" plug is made in all

styles to suit every make of car

—

it is standard equipment on the
popular new Overland "4."

The ''M&S" plug is made in
Canada and guaranteed to give
complete satisfaction.

Dealers:—Ask your jobbers for
the "M&S" plug.

SPARK
PLUGS

"Made-in-Canada"

No. Models
500- Standard
5*1-— Standard
502- Long
503--%" Long with

Chevrolet

506-
Terminal

—% " Long
504--Regular Porce-

lain
505--Chevrolet Porce-

lain.

Machine & Stamping Co., Limited
1209 King Street West, Toronto, Ontario

Commercial Dept., Russell Motor Car Co., Limited
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STEEL CASTINGS

for

TRACTORS

"— mrn If >

ITIEIEL IF©lUMID)IEni

General Sales Office:

Transportation Building
Montreal

Best for Threshing, [
«« common Clorer Seed

Hulling and Bur E-.li.b or M^moth Cl...r S.ed

^1 ®. j
AUike Clover Seed

Cleaning ( Sweet Clorer Seed

BiRDSELL Clover Hullers

TRACTOR MINUS TWO MEN AND
SIX HORSES

By W. D. SHIPLEY
"HpHE small cost of maintainence

J- and the splendid performance of
iny tractor the first year was a sur-
prise to me," said Mr. G. C. Channon
of Oakwood, Ontario, when asked
what kind of service his tractor had
been giving him.
"My tractor displaced two men and

six horses and all the expense that
goes with them. Isn't that a money
and trouble saver. When I got it in

the spring of nineteen I imagined there
would be something going wrong all

the time, but the tractor prover other-
wise. It required practically no re-
T)air work last summer and was never
touched till I overhauled it this winter.
The cylinders were very slightly car-
bonized due to using gasoline which is

the cheapest in the long run.
"The Cleveland develops about 12

horsepower on the draw bar and
twenty on the belt. It generally takes
the place of six horses in the field.

With three ploughs I usually plough
from five to seven acres a day. With
seven sections of harrows I can harrow
from eight to ten acres an hour. The
performance of the tractor on the
binder shows its great advantage
over the tired horses sweating and
tugging on a hot day. The tractor
doesn't have to stop a hard day's work
at six. There is not the annoyance of
controlling restless fly tortured horses.
Just touch a little lever and you can
leave the tractor anywhere in the field,

and it is very nice at meal times to run
into the house without feeding and
watering the horses. You can always
depend upon the tractor on the hottest
day, and you don't have to give it a
rest as often as horses.

"I am able to get on my land as
early if not earlier than the horses.
My land being so level is very suitable
for a tractor, but I believe the little

Cleveland would give excellent service
on rolling land too. Last summer
when the intense hot weather held up
a lot of farmers from preparing their
corn ground I was able to keep at mine
with the result of a good start and a
heavy crop in the fall.

"I like the caterpillar type very
v/ell. It has more bearing according
to weight and lighter according to
horsepower. It can be handled about
the same as a team of horses and turn-
ed in a twelve foot circle."

APOLLO OFFICE IN TORONTO
TpHE Apollo Plug Manufacturing

Company, Ltd., of Birmingham
and London, England, are making ar-
rangements to open a head office in

Toronto from which centre they hope
to render the trade the best service

possible.

G. D. Smith, the expert manager of
the company, is now in Canada under-
taking a service tour. It is expected
that the Toronto office will be func-
tioning in a week or two.

The Apollo Spark Plug Co., recently
(.oened a service depot at 84A Gt.

Tichfield Street, London, W.I., to take
care of the company's overseas trade
and to facilitate transit abroad and
also to provide a reception and infor-

mation bureau for Canadians and
Americans who might happen to be in

London.

The advent of the Aoollo products
in Canada i;; another instance of a
British organization bringing its

manufactures and service aid to our
very doors.

I.H.C.* VICE-PRESIDENT PASSES
jyUILIP Sidney Post, vice-president

of the International Harvester
Company, died recently at his home in
Winnetka, 111., after a brief illness.

Judge Post was appointed General
Attorney of the Harvester Company
in 1910, having previously served two
years as assistant to the Corporation's

general counsel. After eleven years of
arduous, important and constructive

-service in the law department, he was
elected in May, 1919, to a vice-presi-

dency in the Harvester organization,
with special executive duties, including
full charge of the Company's public
relations.

He had been for several years a
trustee of Knox College, his alma
mater, and took a prominent part in its

recent commencenrvent exercises. He
was a member of the Loyal Legion,
of the American and Illinois Bar
Association and of the Union
League, University, Hamilton, City
and Law Clubs. He is survived by his

widow, a sister, Mrs. James C. Simpson
of Galesburg, 111., and a brother, Maj.
William S. Post, of Los Angeles, Calif.

TRANSPORTATION AND THE
MONEY MARKET

INCREASED discount rates can hard-
ly be expected to do more than check

further borrowing, according to the
National Bank of Commerce in New
York, until the railroad situation im-
proves so as to permit prompt liquida-

tion of commercial and agricultural
credits. In its money market discus-
sion in the July number of its maga-
zine, Commercial Monthly, the bank
declares that the present partial break-
down of transportation, by interfering
with the movement of products, has
prevented the liquidation of a tremen-
dous volume of credits such as is nor-
mally eflFected at this season of the
year.

"During the period from May 16 to

June 15," the bank points out, "the
money market has experienced con-
tinued tension which, largely as a con-
sequence of the traffic situation, had
become pronounced during the preced-
ing month. The strain on credit facil-

ities has been reflected in a further
general advance in money rates. While
some improvement of the traffic situa-
tion, mainly potential rather than
actual, has been accomplished, it ha*
not proceeded sufficiently to release
any considerable part of the credit
which had been looked up, and traffic

Conditions can be expected to improve
only slowly. Meanwhile, the credit re-

quirements of a new crop movement will

become pressing in the not distant
future.

"Until the railroad situation improves
sufficiently to afford an adequate
physical basis for the prompt liquida-

tion of commercial and agricultural
credits, the increased discount rates

adopted by many of the Federal re-

serve banks can hardly be expected to

do more than check further borrow-
ing; thereafter, they should be a strong
influence in effecting a curtailment of

outstanding credit, in preparation for

the heavy autumn requirements."

EXPORT CHASE TRACTORS

THE announcement that the export

business of the Chase Tractors

Corporation is rapidly increasing,

strengthens the opinion that high

grade tractors will soon be in univer-

sal demand.

Already the Chase Corporation have

filled orders received from the Anglo
Brazilian Exploration and Trading
Company of Rio de Janeiro, Brazil and
during the month of June will ship

machines to both England and Jamaica.

The Chase Tractor is built in Canada
by Canadians, and is reputed to be one

of the highest grade tractors made.

BUY CANADIAN SEEDS AND
MACHINERY

THE Eastern Counties Farmers'

Co-Operativte Association, Ltd.,

of loswich, England, are buyers of

Canadian grown agricultural seeds,

such as alsike, timothy, lucern and

red clover. The Association has a

s^eparate department dealing with

machinery, implements and hardware.

THREE SIZES FOR CANADA
Power Required

No. 2 Cylinders 27" x 32". Capacity 3 to 5 bushels per hour. 6 to 8 H. P.

No. 1 Cylinders 30" x 36", Capacity 5 to 7 bushels per hour. 8 to 10 H. P.

No. 8 Cylinders 40" x 52". Capacity 7 to lObushels per hour. 10 to 12 H. P

WE HAVE A SIZE TO SUIT EVERY NEED

ANN ARBOR HAY PRESSES
If in the market for a Hay Baler we can

furnish in any size to meet your requirements.

Write us or call and see us while in the city.

Birdsell Manufacturing Co.
Foot of George Street

Toronto, Canada
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BUjlLT IN CANADA

Catalogue and Performance Data on Request

Openings for Live Dealers in the

Province of Quebec

BUILT BY THE

EASTERN CANADA MOTOR TRUCK CO., LTD.
HULL, QUE.

DI-STRIBUTORS FOR

WEST ONTARIO, MANITOBA, SASKATCHEWAN, ALBERTA AND BRITISH COLUMBIA

COMMERCIAL CARS, LTD.
TORONTO, LONDON, WINNIPEG AND VANCOUVER
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PERFEX
The Perfect Radiator

Perfex radiators for Fords are a quality product em-
bodying features that cannot be had in other radiators. '

A patented spring bracket suspension and a real rad-
iator core of great efficiency.

The last word in Radiator construction

Perfex Radiator Co., Racine, Wisconsin, U.S.A.

p. A. C. McINTYRE & COMPANY
311 Confederation Life Building, Winnipeg

Direct Representatives for

Manitoba, Saskatchewan, Alberta and British Columbia

DEALERS MUST ORGANIZE
TJ T. PIZZEY, secretary of the auto

and implement trade section of
the Saskatchewan Retail Merchants
Association, at the recent convention
of that association in Moose Jaw in
his address to the auto and implement
dealers, emphasized the need for or-
ganization to obtain amelioration from
conditions existing in the trade to-day.
He said in part:

The retail implement dealers are
essential and necessary to every com-
munity, and they can never be dis-
pensed with. No mail order or co-
operative concern can give the same
service that the dealer can and this
service is demanded by the farmers.
This is borne out by the statement of
the general manager of the. United
Grain Growers' Association iji his re-
port in which he says, "When our
laachinery department was first start-
ed, the aim was to handle machinery
with the least possible expense in order
to make the spread between manufac-
turers price and the price to the farm-
ers as low as possible. It was not long
before we found that this method of
doing business was not satisfactory to
either our shareholders or the patrons
of the company. As the business has
developed, the demand for increased
service has grown until at the present
we find ourselves doing what is prac-
tically a semi-retail business at our
elevator points."

We have no age limit, no restrictions
and no compulsory methods, but all

that is required is the desire on the
part of the individual dealer to line
up with us and his fellow retailers.
As an individual dealer you are only
a unit, but by becoming united and
associated with your fellow merchants,
you become part of a strong factor,
and a representative in a large and
influential organization. The cost per
annum is small you are required to
pay and it is as necessary as a fire in-

surance policy with the advantage that
you pay a much smaller premium.
There are approximately 1,300 deal-

ers in implements and aufcos through-
out the province of Saskatchewan and
there is no reason why we shouldn't
have 100% of these in our trade sec-
tions. At the beginning of the year
there were 250 members and this has
now increased to approximately 300.
The idea in view when this was in-
augurated was that it would be pos-
sible to circularize every dealer in the
province, irrespective of being a mem-
ber of the association with matter
appertaining to the lines which he
handles. It is also expected to devise
some system of accounting, which will
establish once and for all times, the ex-
act cost of operating.

In concluding I must reiterate that
if we are to obtain results we must
have the co-operation of every dealer
in the province, and must have his sup-
port both morally and financially. Your
Provincial Committee have spared no
efforts since their appointment, and in
more than one case have neglected
their business to do so, and some re-
sults of the meeting with the whole-
salers can already be seen, in the in-
creases of repair commission allowed
this year.

FARMERS USE MOTOR TRUCKS
ACCORDING to statistics just com-

piled in the United States, farmers
m that country -ire the largest users of
motor trucks. In 1917 there were 79,-
789 motor trucks engaged in hauling
farmers' products. Manufacturers
came second in the list with 73,928 and
the retail merchants third with 71,486.
It is estimated that during the year
350,000,000 tons of farmers' products
were handled by motor trucks by U. S.
farmers and truck gardeners.

Investigations in the United States
show that the per ton mile cost of
hauling wheat and corn with motor

trucks averages 15c, as compared with
S2c with horses. In the South, haul-
ing cotton with horses costs the
planter 48c per ton mile, while the
motor truck performs the same service
for 18c per mile.

QUEBEC PROVINCIAL MOTOR
LEAGUE

'"pHE first annual meeting of the
Quebec Provincial Motor League

was held recently at the Chateau Fron-
tenac, Quebec. The following dele-
gates were present: A. L. Caron,
president, and Geo. C. McNamee,
Montreal; W. S. Bullock, M.P.P., and
A. C. Smith, A. Girard and Barin,
Granby; J. A. Brillant and W. L. Veit,
Matane and Rimouski; Dr. P. Picard,
A. Chateauvert, Hon. Frank Carrel,
and L. C. Beaupre, Quebec.
The president in his report referred

to the formation of local clubs. The
question of drivers of vehicles carry-
ing lights after dark was also referred
to and in this connection he said in
part

:

"The old excuse that the farmers are
opposed to such a measure is now an-
tiquated; the farmers are motorists as
shown by the statistics which disclose
that the majority of autos lo-day in the
province, are owned outside of urban
centers, consequently we should see
that our Provincial Legislators enact
upon the statute books, suitable legis-
lation making it obligatory for the
protection of life and limb that all ve-
hicles carry a light after dark, or else
keep off the highways. There is no
use beating about the bush any longer,
and I would further draw your atten-
tion to the fact that this is not a a
amendment to the motor vehicle law,
it is already included in the act so far
as motor car owners are concerned,
but it is a matter for enactment in the
general laws of the province, and we
should consult the Attorney General in
the matter immediately."

SUCCESSFUL SALES CREW
A CHEW of ten salesmen of the

Champion Spark Plugs Co., of
Canada, Limited, has just completed
a successful campaign in the city of
Montreal. Their work during the past
two weeks has been of more than pass-
ing interest, owing to the fact that the
methods adopted represent the last
word in modern intensive merchandis-
ing.

The campaign was inaugurated with
a zone meeting and dinner, which
were held at the Old Colony Club at
the Windsor Hotel. Mr. J. B. Walden,
Territory Manager, gave the repres-
entatives an address on Canadian con-
ditions and the selling points of their
product. A more elaborate address
was given by Mr. B. W. Ruark, the
Sales Instructor of the Company, on
the subject of "Intensive Selling
Plans." It is interesting to note that
this crew of salesmen are all Cana-
dians.

LAUSON NEWS
npHE Goodwin-Buquors Motor Co., 6ne

of the pioneer implement and trac-
tor distributors in the rice fields, has
contracted to distribute the Lauson
Tractors in the following counties in
Louisiana: St. Martin, Lafayette,
Iberia, Vermilion and St. Mary.
The appointment of the Central

Equipment Co. of St. Louis, to distri-

bute Lauson Tractors in eastern Mis-
souri and southern Illinois is announc-
ed. A supply of tractors and parts has
already been ordered forward to St.

Louis.

manufacturers will be able to success-
fully compete with American machines.
He is on an extended visit in the United
States.

M. A. Macbeath of the Casacarter
Co., S. A., Havana, Cuba, recently
called at the Lauson factory and ar-
ranged for next year's specifications
on tractors and engines. Casacarter,
S.A., Havana, Cuba, of which Mr.
Macbeath is director, is one of the most
important tractor, engine and machine
distributors in Cuba.
Harry Lane Morris, who formerly

had charge of the sale of Cleveland
tractors in Georgia has taken charge
of the Oklahoma territory on Lauson
tractors. Mr. Morris is a well known
figure in tractor and automobile circles

and his wide acquaintance at Okla-
homa assures active Lauson represen-
tation there.

The John Lauson Mfg. Co., has op-
ened up a factory branch at 1739 Wal-
nut St., Kansas City, Mo. A complete
stock of Lauson tractors and repairs
will be carried. The branch will be in
charge of Geo. D. Ash, who has been
representing the Lauson factory in the
capacity of Eastern District Sales Man-
ager for a number of years.

TORONTO WILL WELCOME GOOD
ROADS ENTHUSIASTS

T^HE tourists of the Michigan Pikes
^ Association wil Heave Detroit on
July 14 and will reach Toronto July 16.

They will be the guests of the city of
Toronto and the Province of Ontario
at a banquet to be given at the King
Edward Hotel on the night of July 16.

The banquet will be attended by
members of the Ontario Cabinet, in-

cluding the Premier, Hon. E. C. Drury.
After the banquet a mass meeting, ad-
vocating good roads, will be conducted
in Queen's Park.

G. A. Hodgson, president of the
Ontario Motor League, will be chair-
man of the mass meeting. G. R. Gra-
ham, sales manager of the Pierce-
Arrow Motor Car Company, Buffalo,
will speak for the Michigan visitors.

In the event of inclement weather
Hon. F. C. Biggs, Ontario Minister of
Public Highways, has made arrange-
ments with the Provincial Government
to throw open the Parliament Build-
ings to the good roads enthusiasts.

ATTENDS ACCESSORY EXHIBIT

OP. MOUND, president of the
' Burd High Compression Ring Co.

of Rockford, 111., attended the acces-
sory exhibition held recently in Del

O. P. Mound

D. K. Arstad, director of Kullberg
Co., Christiania, Norway, who has
been distributing Lauson Tractors and
engines over a period of eleven years,
was a recent visitor at the Lauson fac-
tory.

Mr. Arstad is enthusiastic over the
prospect of a good tractor in the Scan-
dinavian countries and states that it

will be a long time before the German

Monte, California. Mr. Mound return-

ed to Rockford through western
Canada.

In company with J. H. Dixon of the
Burd Ring Sales Co., Ltd., of Canada,
he visited the various branches of f/ne

company situated at Calgary, Edmon-
ton, Vancouver and Regina and also

visited the Canadian headquarters of

the Burd Co., at Winnipeg.
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ROLLER BEARINGS
ForAbundant Harvests

TJYATT Bearings are
built on a principle

fundamentally correct

—

carry the severest loads
under all conditions with-
out wear on the rolling
parts and never require
adjustment.

Because of their greater ca-
pacity for lubricant they re-

quire less attention for oil-

ing than any other bearing.

The unequaled quality of
Hyatt Roller Bearings has
been proved by actual and
successful use in almost
every application in which
an anti-friction bearing can
be used.

TO make harvests more abundant— to

make farm profits larger— to make farm
work easier and farm life happier—these
are the achievements of power farming
machinery.

And it is highly significant that in the

best of these machines whether they be
trucks, tractors, plows, threshers or other

agricultural implements, you will find one
constructional feature in common— Hyatt
Bearings.

This universal use of Hyatts expresses

the combined opinion of hundreds of manu-
facturers and thousands of farmers who have
proved to their own satisfaction that Hyatt
Bearings make better farm machinery.

HYATT ROLLER BEARING COMPANY



44 Canadian Motor, Tractor and Implement Trade Journal

THE COWS ADOPTED CHILD

Will You Represent
This Milker in Your
Exclusive Territory?

To the live dealer, in a position to properly
represent it, the MACARTNEY MACHINE
MILKER will bring both prestige and profit.

Because the Macartney Machine Milker—100%
perfect, efficient and durable—offers the man
with cows the easiest and most practical solu-

tion of the prevailing labor problem.

This truth is being tellingly presented by means
of a big advertising campaign in Canada's lead-
ing farm and dairy journals. It is creating the
buying impulse in the minds of the farmers and
dairymen right in your locality—and some one
live dealer there is going to cash in upon it.

Will you be that dealer? Now is the time to

decide. Quick action is advisable as territories

are being rapidly taken up.

Write to-day for our agency proposition. Ask
any questions you wish. Only—don't let this

opportunity pass without at least investigating.

The

Macartney Milking Machine
Co., Limited

Ottawa Canada

Dairy and Household
Supplies

HOW TO SELL ELECTRIC
WASHERS

COME valuable points on selling

power washing machines are given
by Thomas F. Ghantler, of the Society
for Electrical Development, in Farm
Machinery—Farm Power. He says in
part:
Bear in mind, by the way, that it

is not always the wealthy who are
the best prospects. On the contrary,
this class, being able to afford one or
more servants, are often the poorest
prospects. It is really the big middle
class, the women who do their own
housework, who will most appreciate
the advantages of washing electrically.

And in that connection it is interesting
to note that only about 1.5 per cent, of
the families in this country employ
rervants.
Go to the central station and find

out where the largest number of new
customers are coming from. Is there
a new industrial development in your
locality? Don't overlook the negro
v/ashwoman. It is surprising how many
negroes are using electric apliances

—

washers in particular. Consider the
real estate men. For instance, in one
of the new additions in Toledo electric

washers and ranges have been installed
in each house by the builders. Flats
and apartments, contrary to some
opinion, offer excellent opportunity for
washer sales. Classify the prospects,
ararnging them according to location
and financial means and as far as
possible group them. You will save
your salesmans time and your own
money by concentrating on one district

at a time. When you have made one
sale in a block, work harder on the
other prospects therein. Nev^r let an
inquiry get "cold." When you get a
live lead, have it followed up promptly
even if it is outside the district which
you are working at that particular
time.

Select the right kind of salesmen.
If you employ salesmen insist upon
their representing you properly, cred-
itably.

Sell the idea of washing electrically.

The prospect buys the electric washer
because of what it will do, not because
of what it is. She is interested in

learning wherein and why its use will

save time, labor, money; she is inter-

ested in its construction only insofar
as that contributes to those benefits.

Picture the washer as making possible

.?o and so much saving in time and
labor, as saving wear and tear on the
clothes and washing them better, as
a solution of the "help" question, and
so on. Describe those things so that
the housewife can picture herself en-
Joying those benefits. It is for just
that that she desires the washer, and
it is for just that that she will buy it.

CLEANER MILKING MACHINES
r\EALERS have often to face the
'-^ complaint by some of their cus-
tomers that in order to keep the milk-
ing machine in first-class order too
much time is required. This would
seem to be one of the big complaints
and one that practically amounts to

the bug-bear of the milking machine
business.

It is true that the milking machine
must be kept scrupulously clean and
inorder to do this, constant attention
is necessary, but the work if properly
done should not consume much time.
The new York Agricultural College has
published a report giving several sug-
gestions, which, if acted upon, will tend
to reduce the time required for proper
care to a minimum, and still provide
for complete cleaning of the milking
apparatus.

There is considerable waste effort in
this work due to improper methods.
A common fault, says the report, has

been found to be the manner of placing
the rubber tubes and teat cups in the
sterilizing solution. The container,
usually a jar or crock, should be large
enough—20 or 30 gallons for three sets
of tubes—to immerse the tubes without
trapping air in them. It is recom-
mended that the tubes be let down
into the solution slowly, holding them
at one end and keeping them as
straight as possible so that all air is

excluded. When tubes are twisted or
doubled up the solution will be pre-
vented from entering. In cases where
the screw cap at the end of the claw
is without an air opening, this cap
should be removed to allow the solution
to drive out the air and reach all

small passages and turns in the claw
connections. This requires little labor
and is effective in preventing the
growth of bacteria in the milk pas-
sages.

I

SELL CONCRETE FOR SILOS
n^^HE dealer who sells the dairyman
^ his milking machine, cream separa-
tor and electric plant should not over-
look the concrete silo.

The implement dealer is the logical
man to sell concrete. When he sells

a pump, gasoline engine or electric

plant he should also be in a position
to supply the concrete necessary for
the foundation. The concrete silo

would come then as a matter of course.
There is a silo on practically every

farm and the number of concrete silos

built is growing rapidly. A concrete
silo has many advantages and will in

time replace those built of wood. They
are air-tight, waterproof, fireproof,

and vermin-proof—four very important
points in silo construction.

In addition a concrete silo requires
no repairs and does not rot. If you are
thinking of taking on a new line do
not overlook this one. It fits in ad-
mirably and will prove a very profitable

and prospect getting proposition.

COWS GREATLY INCREASE
PRODUCTION

IN 1914 a number of patrons of the

Tyron Creamery, Prince Edward
Island (Canada) , took up cow testing
and have followed the work consistently
right up to the present time. For the
five years ending in 1919, every*farmer
has made a substantial increase in the
average production of his herd.

In one or two herds the increase
was as much as 74 per cent., which
meant that these men received nearly
twice as much milk from the same
number of cows in 1919 as they re-

ceived in 191.5. The average increase
was 33 per cent. One farmer had a
net profit of $78.57 per cow from his

herd of 14 cows, after allowing on an
average of $100 per cow for feed.

If the pToducrtion of ev^ery dairy
cow in Canada could be increased as
much as the production of these
Prince Edward Island herds, it would
mean an increased revenue of many
m.illions of dollars from dairy pro-
ducts. This is just another instance of

what can be accomplished by cow
testing. It pays big returns.—Dairy
Branch, Canadian Department of

Agriculture.

INCREASE SEPARATOR OUTPUT
'"pO increase the output of Primrose
^ cream separators, the International
Harvester Company is enlarging its

Milwaukee plant. The addition will

increase the present floor space by
14,000 sq. feet.
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DE LAVAL business

founded on service
The De Laval Cream Separator is built for service

Its construction and workmanship
are so excellent that it will continue

to give good separator service for

many years.

This is the main reason why 50,000

local agents the world over/sell the

De Laval. They can sell more
machines with less worry and trou-

ble-correcting afterwards, which so

often eats up the profits of sales of

inferior separators.

The De Laval Company is the old-

est and largest separator concern in

the world and its business has been
built from the beginning on service

—when a sale is made the De Laval
Company considers that its obliga-

tion to the user has just started.

There is no better time than
right now to send in an appli-
cation for a De Laval contract

THE DE LAVAL CO., LIMITED
MONTREAL PETERBORO WINNIPEG EDMONTON VANCOUVER

50,000 Branches and Local Agencies the

World Over

•^^;'<,s- A'? , >'.i.\,



This directory will help you with your buying and your planning. The advertisers Usted here are thoroughly reUable and leaders in'the.r respective fields. They are looking for bve, wide-awake representatives. Study their advertisements carefully because they containvaluable information which will dovetail with your plans. We are glad to go to the trouble of arranging this list-to make it^ytor you to select new Unes. If it so happens that what you want is not here, write us, and we will tell you where to get it.

ACCESSORIES
Advance Machine & Welding Co., Mont-

real.

Spaulding Chain Corp., Bloomfield, N.J.
Champion Spark Plug Co., Windsor,

Ont.
Geo. W. Anstett, McGee, Sask.
Guelph Spring & Axle Co., Guelph.
Holton Hood Clip Co., Windsor, Ont.
Lyons Ignition Co., New York City.
Northern Electric Co., Ltd., Montreal.
The Goodyear Tire & Rubber Co. of
Canada, Ltd., Toronto.

Apollo Plug Mfg. Co., Birmingham, Eng.
R. F. Sedgeley, Inc., Philadelphia, Pa.
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

McCord Mfg. Co., Walkervill*. Ont.
Kinzinger Bruce Co., Niagara Falls, O.
The Greb Co., Boston.
Aikenhead Hardware Co., Toronto.
Hyslop Bros., Toronto.
The Specialties Co., Monti-eal.
K. P. Products Co., 250 West 54th St.,

New York City.
Perfex Radiator Co., Racine, Wis.
Miracle Mfg. Co., Toledo, Ohio.
Windsor Machine & Tool Works,
Windsor, Ont.

AUTOMOBILE CHAINS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

BARN EQUIPMENT
Beatty Bros., Ltd., Fergus, Ont.

BEAN MACHINERY
John Deere Mfg. Co., Weliand, Onl

BEET MACHINERY
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Weliand, Ont.

BINDERS
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

BELTING
BATTERIES

Can. Faifbanks-Morse Co., Ltd., Mont-
real.

CARRIAGES
Cockshutt Plow Co., Brantford, Ont.

CREAM SEPARATORS
De Laval Co., Ltd., Peterboro, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton. Ont.
R. A. Lister Co. (Canada), Ltd., Toronto

CEMENT MIXERS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

CASTINGS
Joliette Steel Co., Joliette, P.Q.

CHAINS
Spaulding Chain Corp., Bloomfield, N.J.

CORN HARVESTERS
Cockshutt Plow Co., Brantford, Ont.
Internationa! Harvester Co., of Can..

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

CORN MACHINERY
International Harvester Co., of Can..

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Weliand, Ont.

CULTIVATORS
Cockshutt Plow Co., Brantford, On*-
John Deere Mfg. Co., Weliand, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

CUTTERS
Butterfield & Co., Inc., Rock Island, Q.

DAIRY SUPPLIES
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
R. A. Lister Co. (Canada), Ltd., Toronto
DeLaval Dairy Supply Co., Peterboro.

DIES
Butterfield & Co., Inc., Rock Island, Q.

DISCS
Massey-Harris Co., Toronto.

DITCHING MACHINES
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

DRILLS
Massey-Harris Co., Toronto.

DRILLS, TWIST
Butterfield & Co., Inc., Rock Island, Q.

DRILLS, GRAIN
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can

,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Weliand, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

ELECTRICAL EQUIPMENT
Westco Pump Ltd., Toronto.

ENGINES
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

Gilson Mfg. Co., Ltd., Guelph, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Weliand, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
Massey-Harris Co., Toronto.
R. A. Lister Co. (Canada), Ltd., Toronto
Renfrew Mchy. Co., Renfrew, Ont.
The Turner Mfg. Co., Port Washing-

ton, Wis.

ENSILAGE CUTTERS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

Gilson Mfg. Co., Guelph, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
Massey-Harris Co.. Toronto.

FEEDERS
John Deere Mfg. Co., Weliand, Ont.

FARM MACHINERY
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Weliand, Ont.
International Han'ester Co-, of Can.,

Ltd., Hamilton/ Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls. Ont.
R. A. Lister Co. (Canada), Ltd., Toronto
Gilson Engine Co., Guelph, Ont.

FEED CUTTERS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

Massey-Harris Co., Toronto.
Gilson Engine Co., Guelph, Ont.

GREASE CUPS
The Specialties Co., Montreal.

GRINDSTONES
S, Vessot & Co., Joliette, P.Q.

GRINDERS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

International Harvester Co., of Can..
Ltd., Hamilton, Ont.

Massey-Harris Co., Toronto.
R. A. Lister Co. (Canada), Ltd., Toronto
S. Vessot & Co., Joliette, P.Q.
Gilson Engine Co., Guelph, Ont.

HARROWS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Weliand, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

HAY LOADERS
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Weliand, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

HARDWARE
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

Massey-Harris Co., Toronto.
HAY RAKES
John Deere Mfg. Co., Weliand, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

HAY CARRIERS
Beatty Bros., Ltd., Fergus, Ont.
Massey-Harris Co., Toronto.

HAY PRESSES
Birdsell Mfg. Co., Toronto.
International Harvester Co., of Can.,
Ltd., Hamilton, Ont.

HULLERS (Clover)
Birdsell Mfg. Co., Toronto.

LIGHTNING SYSTEMS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

R. A. Lister Co. (Canada), Ltd., Toronto
Northern Electric Co., Ltd., Montreal.
Gilson Engine Co., Guelph, Ont.

LIME AND FERTILIZER SOWERS
John Deere Mfg. Co., Weliand, Ont.

LUBRICANTS
Imperial Oil Co., Toronto.

MACHINE TOOLS
Windsor Machine and Tool Works,
Windsor, Ont.

MANURE CARRIERS
Beatty Bros., Ltd., Fergus, Ont.

MANURE SPREADERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Weliand, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
Gilson Engine Co., Guelph, Ont.

MARINE FITTINGS
Northern Electric Co., Ltd., Montreal.

MOWERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

MOTOR HORNS (Electric)
Apollo -Mfg. Co., Birmingham, Eng.

MILKING MACHINES
R. A. Lister Co. (Canada), Ltd., Toronto
The Macartney Milking Machine Co.,

Ltd., Ottawa, Ont.

MILLING CUTTERS
Butterfield & Co., Inc., Rock Island, Q.

OILS
Imperial Oil Co., Toronto.

PISTON RINGS
WedgeRite Piston Ring Co., Ltd.,

Montreal.

PLOWS
Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Weliand, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

POLICE AND FIRE ALARM EQUIPMENT
Northern Electric Co., Ltd., Montreal.

POWER AND LIGHT EQUIPMENT
Northern Electric Co., Ltd., Montreal.
R. A. Lister Co. of Canada, Ltd.,

Toronto.
POWER MACHINERY

Can. Fairbanks-Morse Co., Ltd., Mont-
real.

John Deere Mfg. Co., Weliand, Ont.
Massey-Harris Co., Toronto.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
Gilson Engine Co., Guelph, Ont.
Renfrew Mchy. Co., Renfrew, Ont.

POWER SWITCHBOARDS
Northern Electric Co., Ltd., Montreal.

POTATO MACHINERY
John Deere Mfg. Co., Weliand, Ont.
Cockshutt Plow Co., Brantford, Ont.
Can. Potato Mchy. Co., Gait, Ont.

PULVERIZERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
PULPERS

Cockshutt Plow Co., Brantford, Ont.
RAKES

International Harvester Co., of Can.,
Ltd., Hamilton, Ont.

The Frost & Wood Co., Ltd., Smiths
Falls, Ont.

REAPERS
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
REAMERS

Butterfield & Co., Inc., Rock Island, Q.
ROLLERS
Cockshutt Plow Co., Brantford, Ont.
Massey-Harris Co., Toronto.
Hyatt Roller Bearing Co., Ohieago.

ROLLER BEARINGS
Hyatt Roller Bearing Co., Chicago.

SAW MILL OUTFITS
Massey-Harris Co., Toronto.

SCUFFLERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Weliand, Ont.

SEEDERS
Massey-Harris Co., Toronto.

SCALES
Renfrew Mchy. Co., Renfrew, Ont.
Can. Fairbanks-Morse Co., Montreal.

SCREW PLATES
Butterfield & Co., Inc., Rock Island, Q.

STABLE EQUIPMENT
Beatty Bros., Ltd., Fergus, Ont.

SILOS
Gilson Mfg. Co., Guelph, Ont.

SLEIGHS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
SILO FILLERS

Gilson Mfg. Co., Guelph, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

SOCKET WRENCHES
R. F. Sedgley, Inc., Philadelphia, Pa.

SPREADERS, MANURE
Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Weliand, Ont.
International Harvester Co., of Can.

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.
Gilson Mfg. Co., Guelph, Ont.

SPARK PLUGS
Machine & Stamping Co., Toronto.
Champion Spark Plug Co., Windsor, 0.
Apollo Plug Mfg. Co., Birmingham, Eng.
Lyons Ignition Co , New York.

SPARK PLUG CLEANERS
Champion Spark Plug Co., Windsor, 0.

TELEPHONE APPARATUS
Northern Electric Co., Ltd., MontreaL

TRACTORS
R. A. Lister Co. (Canada), Ltd., Toronto
Essex Tractor Co., Essex, Ont.
Gilson Mfg. Co., Guelph, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
J. I. Case Threshing Machine Co., Inc.,

Racine, Wis.
Massey-Harris Co., Toronto.
Renfrew Mchy. Co., Renfrew, Ont.
The Turner Mfg. Co., Port Washing-

ton, Wis.
TRACTOR PLOWS

Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Weliand, Ont.
Massey-Harris Co., Toronto.

TIRES
THRESHERS

Can. Fairt)anks-Morse Co., Ltd., Mont-
real.

International Harvester Co., of Can.,
Ltd., Hamilton, Ont.

J. I. Case Threshing Machine Co., Inc.,

Racine, Wis.
R. A. Lister Co. (Canada), Ltd., Toronto
Gilson Mfg. Co., Guelph, Ont.

THREAD CUTTING TAPS
Butterfield & Co.. Inc., Rock Island, Q.

TWIST DRILLS
Butterfield & Co., Inc., Rock Island, Q.

TRUCKS
Motor Car Distributors Ltd., Montreal.
Beaver Truck Builders, Ltd., Hamilton
Eastern Canada Motor Truck Co., Ltd.,

Hull, P.Q.
International Harvester Co., of Can..

Ltd., Hamilton, Ont.

WHEELBARROWS
Cockshutt Plow Co., Brantford, Ont.
Massey-Harris Co., Toronto.

WAGONS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

WATER BOWLS
Beatty Bros., Ltd., Fergus, Ont.

WEEDERS
Cockshutt Plow Co., Brantford, Ont.

WIRES AND CABLES
Northern Electric Co., Ltd., Montreal
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BtttterBdd
Drills.Ikps,Dies
Reamers and

MILLING CUTTERS
Naturally, when you use

Butterfield High Quality

Tools, you look to them to

do better work than ordin-

ary tools could do.

—and you are not disap-

pointed.

What surprises you is that

even after they have given
all the service one could

reasonably expect they still

continue to cut with their

original accurac}^

—and that makes Butter-

field Tools really cheaper
than inferior instruments.

Butterfield & Company
Rock Island P.Q.

Toronto Office: 220 King Street West
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Bulling Two BarrelsA^ar

THE average tractor owner uses two barrels of lubricating oil a year
for plowing, discing, cultivating, harvesting, threshing and other belt

jobs. The average automobile owner uses about one-third of a barrel.

It will pay you to develop your tractor oil business with farmers.

The first essential is a good product. Sell Imperial Polarine Tractor
Oils. There are three grades—Imp erial Polarine Kerosene Tractor Oil,

Imperial Polarine Kerosene Tractor Oil Extra Heavy, and Imperial Po-

larine Heavy.

From these three grades can be selected a suitable grade for any trac-

tor. The Imperial Chart of Recommendations shows the grade recom-
mended for each machine.

Imperial Polarine Tractor Lubricants save high fuel and repair bills,

assure minimum wear on bearings and give thorough lubrication.

Build your lubricating business on the rock of permanence—on Im-
perial Lubricants.

Sold in four gallon, sealed lithographed cans, half-barrels and barrels.

IMPERIAL OIL LIMITED
jBr» a.iv elves ixv ^11 Ciiie^
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Beaver Trucks
"Built For Business"

Built in Canada's Largest

Exclusive Truck Factory

UNQUESTIONABLY

"CANADA'S LOWEST HAULING COST"

Some open territory still available—Catalogues and further

information furnished responsible dealers upon request.

Beaver Truck Builders, Limited
HAMILTON, ONTARIO
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HIGHWAY EXPRESS

Hauls Tonnage With Speed
The Jumbo Highway Express meets these requirements. It carries a full two

ton load at 25 miles an hour with safety to the truck and load.

It has the power and strength for long, dependable service. It has the

equipment for efficient, economical, comfortable operation.

This latest achievement is a big step forward in motor truck transportation,

as a glance at the following brief specifications and partial list of equipment

will show.

Brief Specifications and Equipment

Standard 56-inch tread, Buda Motor, Clark Internal Gear Drive Axle, Clark Steel Wheels with pneumatic

tires, power tire pump, power take-off, electric lights, starter, horn, generator and storage battery.

Steel cab with 3-man seat, heavy cushions, foredoors and disappearing curtains opening with doors, clear

vision windshield, motometer, hub odometer, pigtail tow hooks, spring draw-bar and many other features.

No extras to buy but the body.

Sole Distributors in Canada

Motor Car Distributors, Limited
27 McGill College Avenue, Montreal, Que.
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Highest quality long-fibre
asbestos spun in the form
of yarn around wire used
as a base.

This shows a surface treat-
ment discarded by us years
ago

Here is partial impregna-
tion also discarded by us

And this illustrates the
COMPLETE and THOR-
OUGH impregnation of
Raybestos

A coil of Raybestos, edged
with Silver, ready for in-
stallation

Sturdy WEAR for

Heavy Service
Raybestos Brake Lining WEARS like a strip of steel.

It is designed and built to WEAR, so that the car

owner receives additional service for less cost. It is

this sturdy WEAR that gives security and control at all

times, in any emergency. Here we show you why we
are able to guarantee one year's WEAR. We use genu-
ine long fibre asbestos. We impregnate every fibre of

Raybestos by a special and secret chemical treatment
which vastly increases its ability to WEAR.

Here is genuine asbestos. Here is genuine impreg-
nation. Here is genuine WEAR. To get genuine
Raybestos, "Look for the Silver Edge."

Canadian Made for Canadian Trade

THE CANADIAN RAYBESTOS COMPANY, Ltd.

PETERBOROUGH - CANADA
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BRASS SPARK PLUGS
—are sure and satisfactory sellers!

You'reonagood thing when you handle APOLLO PLUGS—they repre-

sent the highest standard of British plug manufacture, are fully tested to

ensure maximum efficiency and are guaranteed to give complete

satisfaction.

With the APOLLO range of plugs you can promptly meet every plug re-

quest—there are models for every type of Car, Motor Truck and Tractor

engine—and every plug carries a GOOD PROFIT for YOU.

Super Mica Plug, is specially designed for high-
speed, high-compression engines. It is unaffect-

ed by excessive heat and of exceptional dura-
bility—a plug that gives a quick start and
adds power to the Engine. Retail

price $1.25

Porcelain Plug is specially designed for the

FORD engine. It has Solid Brass body, i^-in.

gas thread, is clean to handle, will not rust, fits

the special Ford spanner, is insulated with

finest porcelain and is detachable for

cleansing. Retails at %/\jQ

Get on to the APOLLO PLUG proposition and you'll do big business in selling plugs. We can give prompt

shipment of all models and supply you with posters, showcards and advertising literature. Write us for

trade terms and full particulars of our models.

APOLLO
No. 1.

Super
Mica
Plug

APOLLO PLUG MFG. CO.
Canadian Head Office:

135 King St. West, Toronto. Factory: Birmingham, Eng.

Plugs for

APOLLO
Special

all engines

Overtime
Tractor
Plug

APOLLO
L.C.B.
Special
FORD
Plug
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Announcement to

LISTER AGENTS
In connection with our exhibit at the

Canadian National Exhibition
Toronto, August 28th to Sept. 11th

Here is one of the most important announcements we have
made for many a day. Taking advantage of the immense
opportunities for meeting customers at the Big Fair, we are
making a

Special Offer
TO OUR CUSTOMERS

Melotte Cream
Separator

Lister Milking

Machine

Lister Premier
Cream
Separator

Lister Farm
Engine

Avery Tractor

Lister Silo

Ensilage Cut-

ters, etc.

To every man or woman who makes, at our
exhibit, a cash purchase of One Hundred Dollars
i$ioo) or more, we will make an allowance equal
to his or her railroad fare both ways to and from
any point in Old Ontario.

How it benefits the agent
Every Lister agent who sends a customer to

our exhibit will receive credit for the purchase
at the exhibit, whether or not the agent makes the
sale.

Send your prospective customers to

our exhibit.

Do not fail to send around the good word to

all your possible customers right away. Tell them
about this splendid opportunity to visit the Can-
adian National Exhibition at our expense for rail-

road fare. It is your opportunity—get busy!

Here is the

OFFER
as explained

in farm .

papers

To everyone who
makes a purchase of
$100 or over at our
exhibit, we will
make an allowance
from the regular
price of any Lister
machine, a sum
equal to the amount
of his railroad fare
(only) to and from
his home station.
This great offer ap-
plies to any point in

"old" Ontario, and
to cash sales only.
It does not include
Pullman car or
similar extra
charges.

R. A. LISTER & COMPANY (CANADA) LIMITED
58-60 Stewart Street, Toronto
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MADE IN CANADA

1
'

IT STANDS SUPREME
REASONS WHY:-

1—Your Customers demand the Gilson—Easy Sales—Big Commissions.

2—It has the largest sale of any Silo Filler under the British Flag.

3—Its wonderful performance brings repeat orders.

4—It is the lightest running blower cutter made.
5—Our entire organization is behind you.

Frankly Now, Doesn't It Look Good ?

You cannot afford to let this proposition go.

Don't put it off—write for our special agent's proposition at once.

Tear off, fill in and return the corner of this page. If you don t someone else will.

IT MEANS DOLLARS TO YOU!

4i

4t

o<5.

Vv

Gilson Mfg. Co.
LIMITED

Factory and Head Office:

10118 York Street

GUELPH, ONT.

Branch and ]Varehouse:

10128 Elgin Ave.

WINNIPEG, MAN.

—pi:

The Hylo Silo

No farm is complete
without the famous

Hylo.

BIG PROFIT-
EASY SALES

Something worth add-
ing to your lines.
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JOHN DEERE
Low-Down Manure Spreader

JOHN DEERE
Van Brunt Grain Drills

VAN BRUNT
Lime and Fertilizer Sower

Hoover Potato Diggers

Hoover Potato Planters

Hoover Potato Cutters

RELIANCE
Field Sprayers

JOHN DEERE
Beet Lifters

JOHN DEERE
Beet Cultivators

JOHN DEERE-DAIN
Rake Bar Hay Loader

JOHN DEERE-DAIN
Side Delivery Rake

JOHN DEERE
No. 999 Corn Planter

JOHN DEERE
"JB" Corn Cultivator

JOHN DEERE
One-Horse Cultivators

JOHN DEERE
Spring Tooth Lever Harrows

JOHN DEERE
Stiff Tooth Cultivators

Grape and Berry Hoes

"WATERLOO BOY"
Kerosene Engines

JOHN DEERE
Tractor Plows

Walking Plows

Riding Plows

One-way Plows

VOL) are cordially invited to Inspect the

JOHN DEERE line of Farm Implements
which will be shown and demonstrated at the

Canadian National Exhibition

Toronto

Your particular attention is directed to the

JOHN DEERE Ime of Plows, which includes

Tractor, Riding- and Walking Plows, designed

especially to meet Ontario soil conditions.

The Salesmanager and other Sales Repre-
sentatives will be there to give you every
attention and demonstrate the outstanding
features of JOHN DEERE Implements.

The

John Deere Manufacturing

Co., Limited

WELLAND ONTARIO
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Be Ready For Fall

This year the demand for Cletracs has

been greater than we could meet. Our
enlarged factory going full blast is speed-

ing up production. The good work will

be kept up and we believe we can take

care of all orders. If any dealer loses out

he will be the one who orders late. First

come, first served. Send your orders in

early.

Cletrac's many distinctive features have made it

the choice of Canada's foremost dealers. Travels

on its own self-laid tracks. Glides over the soil

without packing. Runs on coal oil, (kerosene),

or gasoline. Goes everywhere. Does every job

ot hauling and belt work. Cletrac is needed on

almost very Canadian farm.

i^letrac has back of it the largest tank-type tractor

manufacturing concern in the world. Cletrac

pays you well. It is a speedy seller. Satisfied

owners are boosting Cletrac and Cletrac sales

everywhere.

We have a very profitable dealer proposition for

you. It will pay you to get in on Cletrac now.

Get Cletrac literature. Get a grip on Cletrac facts.

A mighty fine business is yours for the taking.

And ^don *t delay in getting in those orders.

''T'® ClevelandTractor Company
of Canada Limited

HEAOPFFICE: WESTERN SALES OFFICE:

WINDSOR, ONT. REGINA, SASK.
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ROLJLE BARINGS

In these Plows
Avery Co.
B. F. Avery
Blount
Grand Detour
Vulcan

After long field tests, manufacturers of

these plows have adopted Hyatt Roller

Bearings as standard equipment in

coulters.

Experience has shown that plows, as well

as other implements, must be built as well

as the tractor—must be able to work hour
after hour and day after day, giving con-

stantly dependable service.

Hyatt Bearings keep plow coulters running
straight and true and need oil but once a
season. They add to the life of a plow and
are designed, built and installed for perma-
nent service, never requiring adjustment.

This is typical of the advantages that Hyatt
Bearings provide in other farm machin-
ery, such as tractors, threshers, binders,
wind mills, etc.

HYATT ROLLER BEARING COMPANY
Tractor Bearings Division, Chicago

Motor Bearings Division, Detroit Industrial Bearings Div., New York City
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$5,000.00 in Prizes
—will be paid to the Fairbanks-Morse "Z" Engine and "F" Lighting
Plant dealers throughout the Dominion, making the highest record in

relation to the number of farms of his territory.

for the sale of
Fairbanks -Morse
1%, 3 and 6 H. P. "Z" Engines
and 40-Light Plants.

Three dealers in each of the seven selling zones will be winners of prizes

in this contest, and dealers all over Canada will be eligible to

Grand Prize of $1,000.00
which consists of $750.00 plus the zone first prize of $250.00; second and
third zone prizes are $100.00 and $50.00 respectively.

Good territory is still open, but only first-class dealers need apply. Look
over your district. Check up the prospects and write our nearest branch for

full particulars. It means generous profits to you and a chance to win
$1,000.00.

Contest open to Nov. 30th, 1920
Prizes awarded Dec. 24th, 1920
An unusual opportunity for selling is open

to live dealers.
Write to-day for details

The Canadian Fairbanks-Morse Co., Limited
Halifax St. John Quebec Montreal Ottawa Toronto Hamilton

St. Catharines Windsor Winnipeg Saskatoon Calgary Vancouver Victoria
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Make Your Windows Pay Their Way
WHAT would you give to have new customers

brought into your garage or salesroom with the
definitely established idea that you are running

an up-to-date establishment, that you are trustworthy
and reliable? What do you do to disillusion the
average run of motorist who may have the impression
that your automotive department is little more than
a junk shop? What do you think of a man who
throvi's away one of his best means of making sales?

It is a trade axiom that no method of getting sales
and attracting business is to he neglected. Yet the
average run of accessory dealer neglects his windows.
The automobile dealer and garage owner does not
conduct a junk shop. A great many automobile
dealers or garage owners' windows suggest that they
do run a junk shop. Disillusion your customers and
prospective customers by dressing up your windows.
Many windows display chiefly dust and dirt. So in-
frequently is the window changed that it generally
carries only a few pieces of unseasonable or obsolete
equipment. The dealer whose window is so neglect-
ed has overlooked a means of building up his busi-
ness.

When a customer comes to your shop, the first
thing he sees is the window. If it is clean, if it is

attractively and interestingly arranged, he enters
your shop with the impression that he is entering the
establishment of a wide-awake, capable and trust-
worthy dealer. He enters with an introduction which
inspires confidence and which makes him an easy
man to sell. First impressions are the most import-
ant in business. Confidence means renewed sales.
A window display should be changea frequently,

so that interest in the window may not lag. It should
be used to show attractive accessories,
standard repair parts and the seasonable
goods, and should keep abreast of the
times and of trade developments. The
display should be a "live" one, so that
new customers will be brought in. I

know of one window which carries in big
display letters the well-known "Ten little

niggers—" and below, "Ten great Ac-
cessories." Down in the window itself
are ten painted wooden niggers, each
holding out an accessory. It usually
brings a customer in laughing and in
just the frame of mind to buy.

COME dealers believe that they are too
busy to bother about changing their

windov/ displays, and that a showing in
a window seldom brings new business.
Dealers who work on this theory are
taking a big chance that business will
sooner or later ease up sufficiently to
give them more than enoii^h time to
look after their windows. Some dealers
have windows so dirty that one can
scarcely look through them. Others have
the glass so littered with signs and
posters that nothing of the actual dis-
play is visible. This might be all right
for a printing shop.

The window is a medium of free ad-
vertising, and is even more important
than newspaper space, for which you
are required to pay long prices. Many

By F. H . SWEET
dealers appear to believe that sales of auto-
motive equipment come to them without their
influence doing anything to impress the sales.
They think the customer purchases only what
he has made up his mind to buy. This is not
so. The customer may know that he needs a new
set of tires; but it is probable that he also requires
a new lamp or a 3et of chains, and if his attention
is called to these articles he will probably buy them.
The window display should be an important factor
in bringing equipment to the attention of the cus-
tomer. Skilful use of windows calls for the display
of goods which are at once seasonable and not over-
assertive, that is to say, the dealer should endeavor
to display goods which are likely to be in demand
if the customer's attention is drawn to them, but
which otherwise would not be asked for.

VyiNDOW displays should be attractive. They
should be so arranged as to arrest attention at

first glance. This inay generally be achieved by us-
ing helps which art provided by many jobbers and
manufacturers, such as attractive and interesting
cards, demonstrating mechanisms, etc. A window
should not be overcrowded. The average passer-by
will give only a certain amount of attention to a win-
dow, and the greater the number of articles displayed
the less interest he takes in any individual article.
Strive for the happy medium whereat your window
does not look crowded and does not look bare.

If you have decided to feature some trademark

article, get up your displays in conjunction with the
national campaigns of the makers. Use the same
arguments in y&ur showing that the manufacturer
does in his magazine or newspaper advertising. Make
one help out the other. Use the window to tell your
customer that you handle the product which has al-
ready been called to his attention by the national ad-
vertising campaign.

If you do repair work and have a service station,
use your window to tell the inhabitants of your city
or town about it. One of the most attractive displays
possible is that in which some actual repair operation
is performed in fa'] view of all who may be interest-
ed. If your windows are sufficiently large, move
some of your repair machinery into the window some
day, and have one of your workmen carry on in the
vi-indow, mending tires, tubes or parts of automobiles.
You will be astonished when you see how the crowd
collects.

Remember that you must pay rent for the space
taken up by your windows. Therefore your windows
should be yielding an income to you. They may be
made to do this if you use them properly.

An artistic summer window background which can be painted by a good sign painter at
.moderate cost.

—Automobile Dealer and Repairer

I.H.C. Truck Programme
'pHE International Harvester Company will add a

new truck to its lines, known as the Model S
Speed Truck, and the works at Springfield, Ohio,
will be turned over to the exclusive production of
this new model. It is estimated that the develop-
ment of this new model will double the Company's
production as soon as capacity can be reached. The

Model S International will be a
1,500 pcrund capacity truck, 115 inch
wheel base, equipped with 34x5 pneu-
matic truck cord tires and electric lights
and starter. The list price of the chassis
will be $1,500 i. o. b. the factory. The
model will be assembled from approved
standard units and will have an average
speed of from twenty-five to thirty miles
an hour.

Springfield works is a large plant cov-
ering seventy acres of ground, surround-
ed by green fields and wooded lands in

the suburbs of Springfield, Ohio. It

consists of long, roomy buildings, some
of them four stories high, favorably ar-

ranged for modern, progressive assembly.
The work shop for building bodies is an
immense structure four storeys high and
403 feet long. Plans for the factory as

developed for its new use contemplate

fourteen units, consisting of twenty-one
main buildings and ten minor structures.

The plant will be under the works man-
agership of Cyrus McCormick, Jr., who
has had charge of International Motor
Truck production since April, 1919, and
who is an enthusiastic and energetic be-

liever in the present and future of the

motor truck, and his command of this

plant assures the full measure of his

personal attention and supervision.



Good Roads,Automobiles and Implements
Anderson-Langstaff Garage, Kemptville, Ont., is Built for Service;

Customers Visited Every Month

Two men were one day discussing a subject,

which, to the observer, would appear a very

important matter indeed. The elder man—who
was obviously a farmer—seemed to be "all bet up"
about something, judging by his manner in address-

ing the younger man in quick staccato tones, of

nervously clasping and unclasping his hands behind

his back and walking to and i'ro before his companion

with rapid jerky steps. Every now and then when
on his outward trip he would cast a look over his

shoulder at the young man, which plainly said, "Gosh
blink it, you've got all your nerve with you!"

The young man was an automobile salesman and

was endeavoring to close a sale for an automobile.

His excited companion was, as

we hinted, a farmer and the

scene was in front of the farm-
er's house situated in Eastern
Ontario.

If an observer had been close

he would have heard a conver-

sation something like this:

"Say, young man, do you
mean to tell me that that car

has gone up that much in price

since last year? What—do you
think we farmers are, million-

aires? No, no, d it, it's

too much! I can't raise the

price. Besides I can get along
without a car. Come back
another day when you have a

better price, then—maybe—."

'T^HE salesman pointed out

that far from coming back
in a while with a better price

everj^thiug pointed to a decid-

ed rise. He emphasized the fact

that the farmer's family had
now grown up and in order to

keep his boys and girls beside
him the farmer would require
to supply them with the com-
forts and conveniences of mod-
ern days. The distance from the farm to the town
was dwelt on and how necessary it was for him to

have a speedy and comfortable means of communica-
tion. The amount and quality of service the salesman
was prepared to give was also argued.

"Why!" said the salesman, "We guarantee to visit

our customers every month; we will stay with you
until you can run your car; our garage is in a posi-

tion to give the fullest service, from free air to the
most serious repair, including all phases of battery
repairs and charging and vulcanizing."

The farmer was a hard man to sell but the sales-

man "stayed with it" arguing, explaining and ex-

postulating until he got a reluctant: "Aw, well, I'll

see what the wife and girls say."

Needless to say the sale was made—which, by the

way, was for a McLaughlin car—and the car was de-

livered on receipt of a deposit for part payment with
the promise of the remainder in three months. In

six weeks time the farmer paid the balance and ex-

pressed his satisfaction of the service rendered him
and his pleasure in his purchase.

IITE have taken the trouble in writing this rather

lengthy introduction to point out the value of

service, perseverance and tact, and knowledge on the

salesman's part of his customer's conditions, nature
and needs.

The young salesman was G. "S. Anderson, manager
of The Anderson & Langstatf garage of Kemptville,

Ontario. He is a young man full of pep and good
salesmanship. His motto is "Give the service; show
what your goods are worth ; then stay with a customer
till he buys, or "bust'." But, as Mr. Anderson would
hasten to add, there is no occasion to bust if a man
has the right goods and knows their worth.

The Anderson & Langstaif garage came into being

in 1915. It is the latest and perhaps the liveliest

limb of a prosperous and well-organized company.
As the Anderson & Langstaff Company operate a

large departmental store in Kemptville it would
seem at the outset that a garage is as much out of

place as a third eyebrow on a fair lady's face or as

a certain odoriferous animal at a garden party. But,

as a matter of fact, it is really a very logical develop-

ment.

WH. ANDERSON, the father of our salesman
• and the founder of the Anderson & Langstaff

Co., was responsible for the garage. In order to ex-

plain the situation we must give a little history.

Mr. Anderson, senior, came to Kemptville as a

Anderson-Langstaff Garage, showing line up of cars and implemenU.

boy of 14 years, with practically no schooling. He
picked up his education here, there, and every-

where. His first job was working in a store owned
by one Andrew Blackburn. He showed considerable

ability and saved his money so that in the course of

some years he was able to buy out his employer and

established himself as a proprietor. Later he took

Mr. Langstaff in as a partner and after years of

rapid development a joint stock company was form-

ed under the present name. of The Anderson &
Langstaff Company, Ltd. The business was the usual

departmental store, selling everything from pins to

farm implements.

Mr. Anderson early evinced much interest in the

development of good roads which ultimately led to

the formation and operation by the same company oi

the Dominion Concrete Co., Limited. The building of

a specimen mile of macadam road near Kemptville

in 1900 gave W. H. Anderson his inspiration which

brought the Dominion Concrete Co. into existence and

ultimately the garage.

The machinery for this work, with operators, was
furnished free by the Sawyer-Massey Co. in order to

introduce their road making machinery to the dis-

trict. The town of Kemptville and adjacent town-

ships financed the work.

pART of the machinery consisted of forms for mak-

ing culvert pipe. This pipe was made by the

operators in the yard at the rear of the Anderson &
Langstaff store. The pipe is still doing service in

the roadway and the forms were sold to Anderson &

Langstaff who commenced to manufacture this line

of goods, at first to a local market which had to be

created, and finally as the business grew, to shipping

as far East as Halifax and West as Winnipeg to the

extent of three and four hundred carloads per year

—except during ^he war years.

The company also manufactures cement blocks for

building purposes. They provided the blocks for th6

erection of the Kemptville post office which is an.

ornament as well as a utility. Contract work for the

making of good roads, pavement, sidewalks and

bridges became part of the company's business. A
stretch of concrete pavement on the main street of

Kemptville was put down by the company in 1913

and is in perfect condition to-day without a dollar

having been spent on it in the meantime.

This roadway is a part of the good road system of
'

the counties of Leeds and Grenvilie. W. H. Anderson

was one of the moving spirits in this venture to supply

the surrounding townships with solid road beds and

he kept at the work enthusias-

tically till his death in 1918.

IN 1913, to meet a demand the

company, at Mr. Anderson's

suggestion, took on an agency

for a certain car. This was the

first agency of its kind in the

district. The agency proved so

successful and the demand for

service grew so rapidly that, in

1915, they decided to build a

garage.

The garage was put in

charge of G. S. Anderson, son

of the founder of the company,

who has built up a very lively

and up-to-date business. It is,

of course, built of concrete

blocks, 32x50 feet and two

storeys high. The equipment is

up-to-date and is provided for

every branch of repair service.

-

In the machinery department

there is a lathe, drill press,

battery-charging outfit, etc.,

etc. The battery outfit is a

Stahl Rectifier capable of

charging 12 batteries at a time.

Every phase of battery repair

is provided and there are storing racks where up-

wards of 100 batteries can be stored.

A new building at the rear of the garage, 90x20

feet, has been erected for storing surplus cars. It

is the company's intention to extend considerably their

present premises to meet the growing demand for

service.

Besides automobiles, they handle tractors, trucks,

and all kinds of farm implements and buggies.

<</^UR business," said G. S. Anderson, "has been^ built on service. We reckon that satisfied cus-

tomers make our best advertisement, and we accom-

plish this by a policy of seeing every customer once

a month. We keep in close touch all the time and by

doing so make many a sale which we, perhaps, other-

wise would not.

"Our policy of selling is practically for cash. In

some cases where we are sure of our man we allow

some time but every dollar is paid in within the year

of the sale. There is no price cutting and we treat

everybody alike.

"We have a good agricultural district and enjoy

a large volume of implement sales. We have a com-

plete implement and power farming list and also do

a big business in cutters and buggies. In course of

time we expect to sell a large number of trucks. The

good roads we are having built all around us will

help materially to increase our truck and automobile

sales.

"In the matter of trading in second-hand imple-

ments, we long ago decided to shy clear of such a

dangerous business. It doesn't pay and anything

that doesn't measure up should be left severely

alone.

"We advertise in the press continuously and follow

up prospects closely. As I am the principal sales-

man I am out in the country most of the time

—

believing that an incessant and intensive canvas is
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the best method to sell automobiles, trucks, tractors

or implements. It brings results and keeps me in

touch with my prospects, so that I get to know them
and understand the conditions under which they

work and am therefore in a position to determine

their needs.

*'C)^
course we make some sales without apparent

Selling Motor Trucks on an Honest Basis
By G. R. DONALDSON

effort on our part. For instance, not long ago

a school teacher came in and asked the price of a

certain car. We quoted the regular price and after

a few questions about the car he departed. That
same afternoon he 'phoned and instructed us to

send along the car he saw in the morning. That
was a very easy sale but they are not all made so

easily.

"One day I went to a village about eight miles

from Kemptville to talk to an old retired farmer
and try to sell him a car. He was about 65 years
of age and from information in my possession much
interested in a car. I took a new car out with me
for demonstration. The old farmer had a reputation
for being very careful, but he had a companion with
him who was even tighter and known as a notorious

'tight wad.'

"I got the two men in the car, my prospect beside

me in front and the village 'tight wad' in the rear

seat. After riding around a bit I persuaded my
prospect to take the wheel which he did rather ner-

vously. But, as he posed before his companion,
and liked to be thought of as being 'ready for any-
thing that came along,' he determined to make a

good showing. We got on to a road where there was
a deep ditch at one side and, of course he—like the

bird and the snake—got fascinated by the ditch and
went so close we were in danger of having our necks
broken. 'Tight Wad' in the rear yelled out *My
God, William, where are you going,' and William
replied 'By heck, I'm just trying to see what she can
do.' However, when I took the wheel I noticed he

didn't put up much of a kick.

"1I7HEN we returned to William's home all the

village turned out and commenced to give

advice, the burden of which was that William should

not buy the car. In this they were backed up by
Tight Wad. I saw if I meant to make a sale that

I must get my prospect by himself, so I hurried

him into the house, and got him seated on

the back veranda. It was a big pull getting him to

sign the contract, not becauise he didn't want the

car, but because he insisted on knowing everything

about it—how it was lubricated and if he

should do it often;

where the gasoline was
put and how much it

took to run a mile. I

verily believed he asked

me everything that

could be asked and
then some. However,

after the pen had ex-

changed hands about

six times he finally

v/rote his signature.

Now he is an en-

thusiastic motorist
and takes great pleas-

ure out of his car.

"Our greatest diffi-

culty at present is to

get goods. We can

sell as much as we can

get.

"If it were possible

to express in one word
the reason for the

measure of success we
have achieved I should

have no hesitation in

saying that that word
is SERVICE."
The Anderson-Lang-

staff garage have agen-

cies for McLaughlin,
Ford, and Briscoe cars

and Ford truck, togeth-
er with all implements
including tractors, bug-
gies and cutters. They
are out to sell satis-
faction believing that
that is the commodity
to sell if their busi-
ness is to be successful.

EVERY reader of M. T. I. is anxious to do his

part to keep the sale of motor trucks in Canada
going on the proper iinos so that conditions will

not develop where the banks may stop advancing
money to truck dealers, simply because of improper
merchandising methods that could easily bring the
truck industry into disrepute.

With competition becoming more keen every day,

there has lately developed among some truck dealers

the habit of making exaggerated claims for the trucks
they are selling. This practice, if continued, will

certainly be dangerous to the whole industry.

A 32x3 1^ solid truck tire is designed to carry 1,30(5

lbs. The steel base and i-ubber compounds that go to

make up the tire are balanced so that under a maxi-
mum load of 1,300 lbs. the tire will give resiliency

and traction and have a long life. While it is true
this tire will carry more than 1,300 lbs., is it good
business to sell that tire, even under the pressure of

strong competition, to a purchaser who will expect it

to carry more than 1,300 lbs.? Would not it be better

tc be honest about it and say that to carry more than
1,300 lbs. he should have a 4 in. tire, which has a
carrying capacity of 1,700 lbs.?

Exactly the same condition applies when truck
dealers sell a 2-ton truck to a man on the under-
standing that the truck is so sturdily built that it

will carry far more than 2 tons. It is hardly fair,

under such conditions, to blame the truck operator
for overloading and causing the premature break-
down of his truck. Every time this happens—and it

happens only too often—the truck dealer has put a

most serious handicap on the future of motor freight

transportation in the Dominion.

npRUCK manufacturers realize these conditions,

but it is rather difficult to cope with them. One
manufacturer has considered it so serious, however,
as to withdraw the tonnage rating customarily used,

identifying the various sizes of trucks by a model
number, and then selecting a type for each individual

requirement.

A truck on the streets cf a city will most of the
time be on smooth pavements and is undoubtedly able

to withstand the injurious effects of overloading to a
degree. But put the same truck on the sti-eets of a
'"itv with steep hills and rough roads, and overload-

ing of even a small amount would be indeed a serious
consideration.

A truck moving only short distances over good
roads could be operated at a reasonable cost with
solid tire equipment. The same truck used in inter-
city hauling, where the time element and bad roads
ire important considerations, would undoubtedly bo
more economically operated if pneumatic -tires were
used. The old saying that "You can't get something
for nothing" holds true in the merchandising of
trucks as in everything else. The buyer of a truck
cannot expect to have a 3^ -ton capacity truck when
he is only spending enough money to buy a 2-ton
truck, and he must expect to pay a reasonable price
to secure a worth-while article in retarn.

TN designing a truck, or designing truck tires, there
is an allowance made to take care of particularly

severe usage under emergency conditions. The con-
struction is such that the rated capacity can be car-
ried under average normal conditions, but if the road
conditions, as an example, are a little worse than the
truck designer expected the truck to work on day
after day, there is an extra strain. This is taken up
by the emergency allowance built into the truck and
the truck tires. It is pretty well known that dealers
sometimes, under the stress of keen competition, make
exaggerated claims and in some cases actually advise
overloading by telling the ^ruck purchaser that his

truck is so well built that while it is rated at a cer-

tain tonnage capacity, it will carry 50% more with
complete safety.

Tires make up one of the largest items of trans-
portation expense, and while allowance is built into

them to take care of particularly severe conditions,

it is just as impossible to expect long mileage when
the truck is overloaded as to expect good service from
the truck constantly working under a strain.

To keep the merchandising of motor trucks on a
solid financial foundation, it will be necessary for
all truck dealers to recognize that there are physical
limitations to every truck and every truck tire. Best
results can only be obtained by co-operating with the
manufacturer who is doing his best to produce an
article of worth that will give satisfactory service in

exchange for the money invested in it.

A section of the concrete roadway built by the Dominion Concrete Co. for the Town of Kemptville.
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Electric Railway vs. Motor Bus

ALIj over the world to-day street car systems
whether under private or public ownership, are

facing financial losses. It is a difficult mat-
ter to put the finger on the particular reason or

reasons, for these losses. Increased rates for ser-

vice is undoubtedly one of the reasons, but it is not

the whole reason by_ any means. Some companies
are advocating increasing the rates, but the public

is quite emphatic in its opinion that present rates

are high enough. If the rates are raised there is

every possibilty that large numbers of people will

walk more, especially those who take the cars over
the short hauls, and as everybody knows the short
haul is the cream of the business.

Discussing the problem, the Kegina Leader says:

'The truth of the matter seems to be that the

day of the fixed electric tramway is past. The
coming of the motor car in its tens of thousands,
paved streets and good roads have sounded the doom
of the fixed tramway; with its arbitrary routes, and
expensive rail and overhead equipment and large cen-

tral generating station. Today astute financiers do
not look with favor upon the securities of electric

tramway systems. They do not consider them a
safe and profitable investment.

"Regina has such a system now, and must make
the best of it, but our citizens would be shortsighted
indeed if they did not look forward to the time in

the not distant future when the whole system will

have to be scrapped. The day is surely coming
when it will be more economical to scrap the system
than to maintain it. At the present time the system
is not only losing money on the investment, but it

has never provided one cent towards depreciation, a

depreciation which will amount to 100 per cent, in,

we believe, the not distant future, a truly serious
condition to contemplate."

Premier Drury has insisted on an investigation

of the Hydro Radial projects for Ontario. The
Hydro power production is not questioned by the
Drury Government, but they insist on a scrutiny of
the radial policy before the province is committed
to a highly expensive system.

There is a strong impression among thinking
men that the motor bus and motor truck should have
a fair trial to meet the world's transportation needs.
The automobile and truck traffic is growing at a
remarkable rate and the good roads policy of the
various governments is increasing that traffic. As
we have pointed out before, we are of the opinion
that the truck and motor bus will more and more
carry the world's merchandise and take care of the
travelling needs of the public. If there is grave
doubts in the minds of financiers and experts, con-
cerning street railways NOW, what effect will the
rapidly increasing automotive traffic have in the
same minds in the very near future.

It may be that there is an economic use for the
radial in the future, but it is as certain as night
follows day that the motor truck and the motor bus
will take an important part in the transportation
future.

It is because we believe this that we have been for
months urging our implement and auto dealers to get
in on the truck business. The truck day is coming—
if not now at our doors—and the dealer who gets in

early will be the man who wdll benefit by the enor-
mous sales predicted for the near future.

The New Taxes Defined
'T^HE Montreal Automobile Trade Association has

issued a bulletin in which it discloses the reply
of the Inland Revenue Department to questions re-

lating to the application of the excise taxes on auto-
mobile products.

The questions of the Association and the answers
of the Revenue department follow:

"Do we understand that the 15 per cent, or 20
per cent, excise tax is payable on the United States
manufacturers' net price plus the 5 per cent. United
States war tax, plus the Canadian 35 per cent, duty?"
(in other words, the duty paid price.)

"The tax of 15 per cent, or 20 per cent., as the case
may be, is collectible on the duty paid value."

"Do the words 'retailing for not more than $3,000'

mean that the United States manufacturers' list price,

plus the Canadian 35 per conl. duty, shall not exceed
$3,000?"

"The words 'retailing for not more than $3,000,'

referred to in the resolution, means that the United
States manufacturers' list price, plus the customs
duty, shall not exceed $3,000."

"Do we understand that the I per cent, and 2 per
cent, sales tax collected at lime of paying duty
applies on the United States manufacturers' net price

plus the United States war tax, plus the Canadian
duty?" (in other words, the duty paid price.)

"As respects imported goods the tax of 1 per cent,

and 2 per cent., respectively, is payable to customs
upon the duty value at the lime of importation."

"In addition to paying 1 per cent, or 2 per cent,

sales tax on cars when imported, do we pay an addi-
tional 1 per cent, when sold:

"a. To the ultimate consumer, or

"b. When sold to a sub-dealer, who in turn sells to

the ultimate consumer?"

"The tax of 2 per cent, is applicable only upon im-
portation by a retailer or u.ser, in which case no
further sales tax is payable. If imported by a whole-
saler, the tax of 1 per cent, is collectible and again
applicable when sold by him."

"Do we pay 1 per cent, or 2 per cent, sales tax on

"a. Repairs made to cars?

"b. Parts used on such repairs (sales tax already
having been paid when imported) ?-

"c. Accessories, tires, or repair parts, etc., bought
by us from Canadian manufacturers or from im-
porters and sold by us to

"1. The ultimate consumer,

"2. To sub-dealers or garages?"

"a. No excise tax is collectible as respects labor
involved in making bona fide repairs;

"b. Assuming you are wholesalers, a tax of 1 per

To Which Class Do You Belong?

—E. B. Dealers' Magazine.

cent, is collectible on parts sold for repairs to auto-
mobiles

;

"c. When accessories, tires or repair parts, etc.,

are bought by you from Canadian manufacturers or
from importers and sold to

"1. The ultimate consumer or
"2. Sub-dealers or garages, the sales tax of 1 per

cent, is payable thereon."

The Wrong Kind of Service
A MOTORIST dropped into our office one day re-

cently and in the course of a discussion on batter-
ies—this man wa.', at one time a battery expert—re-
lated the following, which we pass on to our readers.

At the close of last season, when he was laying
up his car for the winter months, one of the leading
garage men in his town approached him about his
batteries. This garage man claimed to do first class
battery repairs and advised the motorist if he left

his battery with him he v/ould put it in first class
repair and have it all ready for him when next season
opened. The motorist gave him the battery and at
the opening of the season called at the garage for it,

only to be inforitied that it wasn't quite ready as one
of the cells had a short circuit.

The motorist was naturally surprised and irri-

tated and demanded to know why, if the battery had
been properly repaired and in the garage all wintei',

it should now have a short circuit. The garage
man had. nothing to say except that "he did.i't know;
it was all right at one time!"

After a delay of several days, the battery was
sent to the motorist as being O. K. The motorist
found it anything but O. K. and had to send it to the
manufacturers to have it overhauled.

In spite of the fact that the motorist in the
terms of the battery contract was entitled to free
service—having purchased the battery from the
garage man—he received a bill which under any cir-

cumstances would be considered high.

Now, honestly, what do you think of such ser-
vice? Is it any wonder that this garage man is

losing business? He deserves to lose it and lose it

quick. We are glad to say, however, that such a
case as the foregoing is exceptional, but it serves to
emphasize the fact that only by giving real, honest
service can the garage man hope to be successful.

Carry Less Currency
<'17'EEP less currency in your pocket," was an ap-

^)eal made by Richard S- Hawes of the American
bankers' association to the delegates in attendance at
the recent convention of credit men.

'The federal reserve system has given us ma-
chinery for the supplying of our legitimate require-
ments. But we now know that it is highly desir-
able that the issue of federal reserve notes should
not go beyond the present point, in fact, that the
volume should be reduced. And one way to reduce
the volume is to quicken the circulation of this cur-
rency in the hands of the people and we can help
assure this process by not carrying pocket money be-
yond reasonable needs.

"The hoarding of currency is to be especially
condemned. The tendency to hoard among foreign-
born workers whose earnings are today in excess of
anything they have enjoyed before, is well known.
They hoard because they do not understand or appre-
ciate the safety of our savings institutions, and feel
that the money coming into their hands and not
spent for necessities must be kept in their pockets,
or their stockings, or some other hiding place. Our
efforts should be to establish their confidence in
our various classes of savings institutions and get in

circulation all this large amount of currency which
they keep in hiding."

The Anti-Glare Law
'T^HE Ontario anti-glare law, which requires all

Ontario motorists to have their car lamps equip-
ped with an approved anti-glare device, came into
effect on July 19, but it will be impossible to enforce
it at present. Appliances are now being tested and
the Deputy Minister of Highways, W. H. McLean,
has stated that the department will publish in the
near future a list of firms whose equipment for re-
ducing glare and throwing the light down on the
road had received approval. A reasonable time wiil
be allowed motorists to com.ply with the law, after
the list has been published.



Machinery and the Farm Labor Problem
IN most sections of America the farm labor short-

age bugaboo is at present kicking up a big rum-
pus. Farm laborers and the potential farmers

of tomorrow—boys just ripening into manhood—are
migrating to the cities in flocks and droves, seeking
the not-so-elusive golden fleece of high wages and
short working days. Many farmers are selling out
their livestock and equipment and following suit.

In the States the epidemic is even worse than
in Canada. It is estimated that within a year 24,000
farms have been abandoned in New York State, and
CO.OOO in the State of Michigan. If one were to trail

the city-journeying farmers represented by this ex-
tensive exodus, many of them, no doubt, would be

By B. J. PAULSON
ing by the broadcasting method, he could plant ap-
proximately eight acres in a day, resulting, incident-
ally, in a deplorable waste of good seed, because of
wind-blowing or bird banqueting. When harvest
time came round he could cut half an acre a day with
a sickle if he had a strong back, or if he had one of
those highly developed harvesting tools of that day,
the cradle-scythe, he could harvest upward of 2%
acres in a day by steady, unremitting swinging of
the cumbersome implement. And after the harvest
was garnered it was threshed out with a flail—at th?

To-day the small thresher operates at the rate of 75 to 150 bushels of wheat an hour.

run to earth in the conveniently located, prospering
automobile factories.

Many people have become panicky at this very
concrete manifestation of rural unrest and in some
cases the press and various civic organizations have
instituted "back to the farm" movements in the
large cities, in a vain attempt to stem the tide of
farm labor, which is sweeping into the great indus-
trial centers everywhere.

But isn't a great deal of this futile hullabaloo
uncalled for? If we'd look at the situation with an
analytical eye, perhaps it wouldn't seem quite as
desperate and hopeless as it otherwise does. It may
be that this cityward movement is all for the best
and may prove the foundation for a greater and bet-
ter agriculture. True many farmers are seriously
handicapped by lack of labor during the present tran-
.sitional period—but therein lie.s the great opportun-
ity for the farm implement dealer. At no time has
the implement dealer occupied so important a place
in the economic and industrial scheme of things as at
present—and the future holds even greater promise
for him. This is so because modern farm equipment
IS the logical solution of the farm labor shortage,
which affects the entire fabric of industry and ex-
istence.

QNE hundred years ago between 60 and 80 per
cent, of the people in America lived on farms.

This high percentage of farmers was necessary be-
cause of the small individual farm production possible
by hand methods. The farm.er raised but very little
more than enough to feed himself and family. He
made his own boots and shoes and his own clothing,
and often manufactured his own farm equipment or
had it made in a backwoods blacksmith shop. He
could not devote all of his time to the actual business
of farming as does the farmer of today, for he was
a jack-of-all-trades who had to provide, constructive-
ly, for the outer man as well as the inner man. And
on top of this, his farm operating equipment was
hopelessly inadequate to produce much more than
enough food to supply his own needs. The surplus
left over for city consumption was limited. What
he lacked in equipment had to be made up for in
man power.

With a one-horse walking plow of a century ago
one man could plow, perhaps two acres a day. Seed-

rate of 7 bushels of wheat in a day, 18 bushels of
oats, 15 bushels of barley or 20 bushels of buck-
wheat, according to Thomas' book on Farm Machin-
ery. Or he could thresh it by treading out the grain
with oxen at the rate of almost two bushels an
hour and, of course, having the oxen tramp on the
grain added greatly to the flavor of the flour, or
meal, for which the farmer made no extra charge!

And in the matter of haying, a farmer did well
to cut an acre a day with a scythe and raked the hay
by hand at the same rate.

That was less than one hundred years ago.
Consider the contrast of present-day methods:

Today one man with a 10-20 tractor and a three-
furrow power-lift plow can turn from 71/2 to 10
acres in a day, while with a large tractor 30 acres

of ground can be plowed in the same length of time
Compare this to the two acres a day of the one-
furrow plodder, who still is very much in evidence.

Today one man with a tractor and two 8-foot
gram drills can plant 40 acres in a day and be as-
sured of practically 100 per cent, germinaton of seed
as contrasted to the 8 acres a day and 50 per cent.'
germination of seed by the broadcasting method.

And when it comes to harvesting, the present-
day farmer runs up an acreage of from 10 to 20
acres m a day, according to the size of binder he is
using, which may include cutting, tying into sheaves-
and stooking, (the latest combination), all done in
the same length of time that one man would require
to cut merely 2V2 acres by hand. In some of the
western provinces modern harvesting goes even a
step further for there the harvester-thresher cuts
threshes, cleans and sacks the grain as a one-unit
operation, at the rate of from 15 to 125 acres in a
day!

^ND so it goes. Where one man threshed seven
bushels of wheat in a day with a flail one hun-

dred years ago, one man and one or two helpers
with a small individual threshing outfit, can now
thresh 50 bushels an hour, while a large thresher will
handle wheat at the rate of from 220 to 375 bushel^
an hour. Wher^ the farmer made one trip to town
with a load of farm produce with a team and wagon
—and still does, for that matter—the progressive
agriculturist of today makes three or four trips with
his motor truck, saving the difference in time for
essential farm work. Where one man cut one acre
of hay in a day with a scythe, he can, with a mower
cut ten acres without difficulty and with a horse
rake gathers twelve times as mueh hay in a given
time as by hand. Where it took three men 25 min-
utes to throw on a load of hay by hand, one man can
do the same work in fifteen minutes today. Such
is the labor-saving value of modern farm imple-
ments.

And so today farming isn't so much a matter ofmen as of macnines. With proper farming equip-
ment 10 per cent, of the present population should
be able to feed the other 90 per cent., which is an
extreme reversal of the situation that existed a cen-
tury ago. Wonderful progress has been made dur-
ing the past decade in the development of farm
machinery and still greater progress is due to tran-
spire withm the next few years. The present migra-
tion from the city to the farm will serve as a stimu-
lus to this progress. And the retail implement deal-
er, together with the manufacturer, will reap the
benefits incidental to the increased demand for farm
equipment, brought about by the decreased labor
supply.

The journeyings to the city of many farmers
and farm labor is by no means the tragedy that
• (Continued on page 2U)

The present-day farmer harvests hii grain crop with a binder at the rate of from 10 to 20 acres s day.

In
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"M AX, a disgrace it is the way our car looks,

and I bet Mrs. Cohen she smiles sneeringly

ever time she sees us ridin' in it," said Mrs.

Rosenheim to her husband. Max Rosenheim, pi-oprietor

of the Scotch Woolen Mills Emporium, High Grade

Men's and Boys' Clothing.

"And it is little I care for Mrs. Cohen. With such

a face and disposishun what she has got she has

mighty little amusement anyway, so she can laugh

her dam head off for all I care. I'll admit without

any argyment that the car looks rotten, but ewer
time I make up my mind on a nineteen twenty model,

right away they boost the price another hundred or

two. What with them fool overall clubs puttin' the

clothing business on the bum, railroads a strikin' and

taxes gettin' higher ewer minnut, it looks like if

war is hell, whadda ye call peace? Spose mebbe now
all the clothing factories, dealers and tailors would

resolve that the price of ottermoMles should be

brought down to where the poor bizness man could

afford as good a car as a bricklayer or a plumber, and

should start a movement that ewerboddy should

ride in a second-hand flivver, mebbe it would help

some."

"Mebbe it would, Max, but if it should become
fashionable to ride in them
patched up cars, with ours

lookin' the way it does, we
would be leaders in society.

Never will I ride in it again, unless you paint it anl

fix it up anyway."
"Now, Rachel, that's an idee," said Max enthus-

iastically. "After all there ain't reely nothing the

matter with that car, and I bet if it was painted and

new curtains and fenders, it would look like a new

car. I just guess I go down to Aaron Finckheim and

get him to give me a price on the job."

\irHEN Max returned in the evening his early en-
' ' thusiasm had vanished. "Yes, I see Aaron
Finckheim, Isaac Grabenburg, Sol Meyers and Her-

man Goldstein. And such robbers they all are. One
hundred and forty dollars is the lowest price I can

get. You would think them fellers had nothin' in

their employ but high grade portrait painters what

worked on motor cars between sittins for millyun-

aires. I guess if that car is painted I paint it myself."

"Why, Max, you ain't no painter," said Rachel

scornfully.

"No, and I ain't no barber, but I shave myself

and cut Abie's hair, and I ain't no plumber, but

didn't I set up the gas stove? It is just foolishness

to think that no one but a painter can paint anything.

Paint is all ready mixed, and you just buy a brush

and spread it on even. Now all we got to decide is

the color and right away I fix it up."

"Well," said Rachel, "I kinda like green with red

wheels."

"Green paint is too expensive, I asked, and if

you have a different color for the wheels you got to

have another brush. Mayroon is a nice color, ain't

it? Besides Isadore Frankel has a lot of it what he

will sell reasonable."

"But, Max, Isadore Frankel sells paint for houses.

Don't you have to get a higher grade for auter-

mobiles?"

"Paint is paint, Rachel, and mayroon is mayroon

whether it is on a house or a car, so I tell him I takes

eight gallons at three dollars a gallon and he throws

a brush for nothin'."

"Max, you're crazy. A gallon would paint

the car I'm sure."

"Well, this ain't going to be any skimpy job.

Me I would feel cheap to have the car half

painted and when I go to get more paint to

have Isadore tell me that on account of the

mayroon trees dyin' suddenly or the linseed oil

wells bin closed down on account of a strike

by the bakers' union, that paino has gone up and

would cost me six dollars a gallon."

Max rolled the car out of the garage into the

back yard and opened a can of paint.

"Say, Max," called Rachel from the kitchen

door, "ain't you going to put on a old suit or

overalls or somethin'?"

"No. I only work on this an hour or so be-

fore I go by the store, so there is no use puttin'

on an old suit, and as for overalls, believe me,

as a clothing merchant I don't like 'em any

more."

"ly/fAX dipped his brush deep into the paint

and lifted it out with the paint dripping.

He slapped the brush on the side of the car and a

liberal quantity of the mixture splattered in all

directions, a few drops taking him in the left eye.

Max lifted his right hand to remove the foreign

substance to allow clearer vision, but he forgot the

brush, with the result that the paint oozed down the

back of his neck and outside his coat.

"Hey, pop," yelled Abie, "you don't want to put

so much on the brush."

"Abie, you shut up with your adwice. You just

run in the house and tell mommer to send out some

rags."

With Abie's help

Max removed the paini

from his face, hands

and coat, and resumed
operations. By de-

grees he became more
skillful in the opera-

tion, learning by ex-

perience that an over-

loaded paint brush
will leak, but be-

fore his determin-

ed hour had passed,

the running board,

his clothes, shoes,

and concrete walk
all were spotted

and splashed with

maroon.
As his neigh-

bors passed they

made remarks as

neighbors will,
usually, "Ah, Mr.
R(jHpnheim, paint-

ing your own car,

are you?"
Max grew tired

of this absurd salutation and finally when Cohen
leaned over the fence and remarked, "Hey, Max,
what you doin'? Paintin' your car?" he laid the

brush carefully on the grass, wiped the paint from
his hands and said, "Cohen, come here a minnut. I

want to tell to you somethin" special."

/^OHEN entered the yard and Max escorted him be-

^ hind the garage.

"What is it. Max?" he asked in a whisper.

"Cohen," said Rosenheim solemnly, "you have

known me for twenty years, and ain't I a man whose
word is to be relied on abserlutely?"

"Sure, Max, ewerboddy know.<; that."

"Well, Cohen, I'm glad to hear you say it. I am
rejoiced that all my old friends have such a con-

ferdence in what I say, and I ain't considered a liar.

I'm going to tell you somethin', Cohen, and I know
that you'll be willin' to believe me, no matter what
the appearances are. You will believe me, won't you? '

"Sure, I will. Max. What Is it?'

"Cohen, just now you stopped and looked at me
and asked me if I was paintin' my car. Now, Cohen,

man to man, with no intention to deceive, I tell you
honestly and frankly, I am," and Max walked back

to where he left his brush, while Cohen strode angrily

away.
Max succeeded in giving the car a liberal coat,

and despite the waste, the first gallon was hardly

disturbed. "It is just as I was sayin', Rachel," said

Max, as he cleaned up preparatory to departing.

"Them robbers don't use hardly any paint at all, you
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see, and they wanted to charge nie a hundred and
forty dollars for the job."

"Well, you've rooned that suit anyway," said the
somewhat pessimistic Rachel.

"You keep Abie away from that car, and don't

let him touch the paint, and this evening I go over it

again, and then in the inornin' I give it another
coat," said Max as he departed.

In all probability, if Mrs. Rosenheim had not men-
tioned to Abie that he was to keep away from the
car, the youngster would not have given the machine
a thought, but with the strict injunction not to go
near it, as the novelist would say, he was intrigued
by its fascinating possibilities, and hovered in the
neighborhood wistfully, constituting himself a guar-
dian.

Mrs. Mulcahy arrived for the purpose of doing the
Rosenheim washing, accompanied by Mickey, about
Abie's age. Mickey headed for the automobile at
once, jumping on the running board and of course
getting both hands on the fresh paint.

"Hey, Mickey, come away from the car already, or
pop will be sore," called out Abie.

"Ah, I ain't a goin' to hurt yer old car. Gee, but
de paint is fresh, ain't it?" paid Mickey looking at
his bedaubed hands. "Say, Abie, gimme a brush full
of paint and I'll give her a swipe where me hands
rubbed de paint off."

^BIE, however, refused, and Mickey now fascinated
with the idea of wielding the brush, ran to the

garage and returned with paint dripping in his wake.
Abie, horrified at the act, ran forward and attempted
to dissuade him, and in the struggle the paint went
everywhere but in the intended spot.

The strong arm of Mickey's mother separated them.
"It's a nice pair of young hoodlums ye are, ain't you?
Go long now and clane yer hands and faces and hilp
me with this clothes line."

Of course the car was squaiely across the right
of way for the clothes line, between the kitchen
porch and the garage, but since it was forbidden to
touch the machine the laundress thought it would
be all right by having a long clothes prop.

This arrangement was apparently safe for Mrs.

Rosenheim's georgette crepe waist cleared the car
by a good foot.

By this time Mickey and Abie had forgotten the
car and their dispute, and were plajnng amicably a
game called, "Tag, you're it." Abie was "It" and

came around the corner of the kitchen at high speed,
pursued by Mickey. In his haste to escape, Abie col-
lided with the clothes prop, and the filmy waist drap-
ed itself over the hood, where the paint was freshest.
"What Max will say, I dunno," said Mrs. Rosen-

heim as she peeled the ruined garment off the hood,
"and who should get the blame? Max for leavin' the
car out like thai;, me for not sendin' such a vallyble
piece to a good laundry, Abie and Mickey for playin
such a foolish game, or Mrs. Mnlcahy for not bavin'
sense enough to hang somethin' cheap in that spot."

TPHAT night, the seven gallons of paint that was
unopened, disappeared, but Max took the loss

philosophically, because it was evident that it would
not be needed. It wasn't, for with the car finally
painted, about a quart remained.

"It's a shame to waste it," said Max thoughtfully,
"I guess I paint the fence."

Without consulting Rachel regarding the desir-
ability of having a fence painted to match the car,
Max began his labors, the paint being exhausted when
he was about half through. "Now, to finish it I
h.'jve to buy more," and he sent Abie down for another
gallon. When the fence was finished he again had a
surplus, and decided to paint the garage. Again he
ran out of paint before finiohing the jab, and another
supply had to be procured. "I hope I come out even
this time anyway."

He did, but not just as he figured.

Max was on. the step ladder giving some finishing
touches to the top of the garage door, with Abie as an
interested spectator. Around the corner from the
alley came a frightened cat pursued by a dog. The
dog in his haste did not swerve when he reached
Abie. Max gave a yell as the step iadder toppled,
and down he crashed, hitting the concrete with a
grunt and Abie, the unfortunate, received all that
was left in the paint can.

ACCORDING to Rosenheim's figures the cost was
^ as follows:

Ten gallons of paint $ 30.00
Paint brush throwed in for nothin 0.00
Suit of clothes, fair condition 80.00
Broken step ladder 7.00
Abie's new suit, total loss 40.00
Doctor's bill 16.00
Mrs. Rosenheim's georgette waist fell on

hood while paint was wet. Total loss 15.00

$198.00

"Seein' you could have got a first-class, number
one job of paintin' on the car done for a hundred and
forty dollars," said Rachel, "I don't see as how you
saved much money. And Max, the car looks worse
than ever, and if you expect me to ride in it I teli
you right now you got to have it painted by a man
who is a reglar painter."

The Story of a Remarkable Salesman
LAST July in a certain section of the country

just as far away from the midwest automobile
manufacturing belt as a state could be located

and still gain admission to the Union, a company
was organized for the purpose of building motor
cars. High-class motor cars these were to be, nothing
cheap, nothing tawdry, cars that would meet the
fastidious demands of the newly rich.
Among other visible assets of the company was a

young fellow who had the habit of doing things.
He was rather a boastful sort of a chap, too, but

boasting with him was something of a virtue be-
cause he followed it up with real sweat and he
usually made good on his claims. He was a big man
with the new organization. He was going to do
the purchasing, superintend the factory, chase ma-
tenal,_and look after sales and advertising during
his spare time! He assured his associates that it
would be easy to get some cars built in time for the
January Chicago Show—surest thing he knew—and
he got on the train and went to Detroit—went to
Detroit to buy material.

And there's where the rub came; in Detroit he
got a big jolt!

He was ready to buy and had the money to pay
and his company to back him up, but the part makers
were not in a position to sell. They were running
behind schedule on outstanding contracts. The de-
mand for high quality units was greater than the
supply. They did not become infected with his en-
thusiasm, not even when he showed them clippings
from his home town paper! They couldn't handle
any more business, and frankly told him so. But
the embryo car builder just simply couldn't see their
side of the story. The law of supply and demand
meant nothing in his young life—what he wanted
was delivery dates on axles, motors, and frames.
For three weeks he besieged them. For thre-

By H. G. WEAVER
weeks he coaxed, persuaded, begged, pteaded, cajoled,
wheedled, beseeched, and threatened. For three
weeks he listened to learned discourses on labor
troubles, traffic congestions, steel shortages, recon-
struction periods, and Bolshevism!
He went to Cleveland.
There again he put forth his best efforts and

again he got the same answer. He stormed, fussed,
and fumed, but without result.

Then, leaving turbulence in his wake, he moved
eastward, eastward to New York City, still in quest
of material.

En route he caught a severe cold, which settled
in the side of his face, resulting in an abscessed
tooth.

QN the day following his arrival he took a few
minutes ofl' and dropped into a quick service den-

tal parlor. It was one of those places with the latest
1920 model false plates artistically displayed in the
show window.
He had his tooth extracted, came out from under

the gas, blinked his eyes a few times, and then
hustled over to Newark, where he had a business
appointment.
That night his face swelled up. The next morning

he was taken to the hospital with a terrific fever.
An X-ray photo showed an infection of the entire
lower jaw. He was out of his head for several days.
A nurse, a dentist, and a surgeon attended him
constantly.

Blood poison set in. It was necessary to extract
all of his teeth, scrape out the sockets and remove
a niece of the jaw bone.
Time slipped by.

Before he was able to talk he supplemented his
corps of attendants with a stenographer and kept
a telegraph messenger busy for several hours.

Eight days later he left for Detroit on a stretcher.
He arrived in due course, whereupon he had the

nurse call up everyone with whom he had formerly
negotiated, and, without disclosing any names, she
succeeded in getting them down to the hotel. They
were escorted into his room as they arrived. He
reclined on pillows, presenting an entirely different
spectacle than formerly. His cheek bones protruded,
his jaws were caved in, no one could have recog-
nized him.

With great effort he spoke. His voice was weak.
Slowly, but firmly, he again told them of his com-
pany, its needs, its aims, its future possibilities. He
insisted on parts and units. Again he told them
what he wanted, what he must have, what his com-
pany expected of him and what they must do to help
him.

—and he finished his remarks by saying that he
wasn't feeling so good, couldn't talk much, didn't
feel like going out to their factories, so would just
leave the matter in their hands and depend on them
taking care of his requirements.
And right before them, then and there, he h^d the

nurse wire his office that material from each of them
would go forward immediately!
—and he lay back on the pillows and opened his

mouth, opened it wide so they all might see.
The doctor came; the visitors excused themselves.

* :S *

Three weeks later the patient was able to return
to his factory.

Some of the parts had already arrived. Corre-
spondence indicated other material en route.

The cars were built and tested. The show jobs
Continved on Page 38.



Battery work is be-

coming an important
and necessary btisiness

with the modern gar-

age man. It is a
branch which he can-

not ignore, especially

since the Ford car is

being equipped with a

device. The articles in

this series are planned
to help our dealer read-

ers get a real grasp of
battery repair in all

its phases.

The first three articles

dealt with general de-
tails, testing, and tak-
ing the battery apart.
The present article de-
scribes how the battery
is assembled and gives
some valuable hints. We
hope to publish a con-
cluding article on
charging and general
repairs.

t'\ THEN you have the new groups of plates and

separators to put into the battery the
" ' first thing to do is to get the unit for eacii

jar ready. To do this, take a set of positive plates

in one hand, and a set of negative plates in the

other. The negative group will have one more plate

than the positive, so that in placing them together

there will be a negative plate to start with, and also

to finish. Now place the jar cover over the two posts;

this will keep them in the right position when the

top is placed in position after the group is inserted

in the jar. If this is not done the posts will be

found too near or too far from each other to take the

cover properly when you are ready to put it on and

it will then be impossible to move the groups without

taking out all the separators.

With the plates and jar cover in place, lay them on

their edge and begin inserting the separators. A
start must be made from the centre to do this, and

by the time they are nearly all in it will be found

that they are hard to insert. It is a good plan to

use a strip of wood about an inch wide and 6 in.

long to press them into place, as they are very fragile

and easily broken. The corrugated side of the

separator must go next to the positive plate to allow

the gases thrown off the plate, when battery is being

charged or discharged, free movement. It is always

well to check up the group to see that there is positive-

ly a separator on each side of each positive plate.

If one is missed it will ruin the whole job and it is

surprising how easy it is to miss one. If a separator

should be cracked in inserting, do not pass it, as it

will soon be the cause of a short circuit between the

plates and the fungus-like growth forming through

the crack between the plates. Also take particular

care to have the separators come at least a quarter

of an inch above the plates, so that should anything

be dropped in the battery after it is m.ade up, it will

not lie across the plates to cause a short circuit, but

will rest on top of the separators out of harm's way,
or between them and only touching one plate which
could not cause a "short."

VTTE now have our group assembled but more than

likely it will be found that the plates are spread

apart and the group is too wide for the jar, and the

separators project out at the sides. To overcome
this trouble place the whole group in a press with lead

or wood face plates and squeeze the whole good and
tight and while it is in the press and held tight, trim

off any projecting ends of separators with a good

DETAILS IN STORAGE
BATTERY SERVICE

Article No. 4—Re- Assembltng the Battery
By A. M. GLOVER

sharp knife. Have the knife sharp or it will

not cut the separator but split it up the grain.

More than likely, it will be found quite easy to

insert the group in the jar now, but, 'f it is a little too

tight, the jar should be warmed either over the torch

cr with the steam or hot water. If this is not done
the jar is likely to cracked at the corners, for when
cold it is very brittle and a very small pressure will

crack it. Before beginning to put the groups in the

jars, have them all ready so that all the jars can be

warmed up at once and the whole unit put together
while warm. This will give the jars a chance to

conform to each other and be a good tight fit in the

box.

We have now the groups in the jars, and in the

right position so that the negative post of one group
will join up to the positive group of the adjoining

cell.

Before finishing our assembling, we want to find out

if our work has had the results we aimed at, an<
now is the time to do it.

t^ILL each jar with electrolyte of 1,300 strength un-
•*• til the plates and separators are completely cov-

ered and make temporary connections between the

cells as they will be when finished, and put the battery

on charge at a low rate for twenty-four hours. Im-

mediately after the acid has been put in the cells, the

strength will be found to fall to about 1,100 or 1,125

and a chemical action can be seen to be taking place.

Until this action has ceased do not give the battery a

charge but if it is allowed to stand "overnight it will

be all right.

After it has been on charge for 24 hours at a low
rate of from 4 to 6 amperes the strength of the acid

should rise again to 1,300. If it does not there has

been some error in assembling, the probable fault be-

ing that a separator has been missed, causing a

short circuit. Or it may rise above 1,300 in which
case some must be taken out with the hydrometer
syringe and distilled water added to replace the acid

—Froir New York "Tribune."

What trill happen when they meetT

taken out. Give the battery a short charge
mix up the solution and test again repeating the
operation until the acid is the right strength.

At this stage each cell should show a voltage of
2V2 and hold this after the lights have been burning
for some time. It is a good plan to fit up a socket so
that wires can be attached to the battery, and a lamp
left burning on it for 10 to 12 hours and then test
the voltage before finishing the assembling. Every-
thing is now ready for the finishing touches, so take
the tops and if the old seal has not already been
cleaned off do this by warming them up, and scrap-
ing, in any case warm them up until they are pliable
placing them over the posts and inside the jar in
their original position.

Now, warm up the seal in a kettle without a solder-
ed bottom, for it will need to be too hot for soldered
bottom, and when it is just running nicely pour it

around the edges of the top cover and posts, smooth-
ing it off afterwards with the aceteylene torch taking
care not to burn the hard rubber parts.

VlfE have now to put on the cell connectors and the
terminals. Build up the posts if they are short

by burning on new lead by means of post builders
supplied by the battery manufacturers, and be sure
and get a good connection between the old post and
the new one. Now we have the posts projecting
about % of an inch above the cell covers and they
need joining up with lead connector. Take the old

ones, scraping out the inside of the whole until it is

quite clean—cleanliness is quite as important in lead
burning as in soldering—and place same over the
posts in the correct position and the same as original-

ly. Now, melt down any post remaining above the
connector and make a good connection between the
post and connector before trying to make a finish as
the good connection is far more important than tools

Care must be taken to keep the heat as far from the
edge of the connector while burning same to the post

or the edges will fall away and you will have to start

all over again from the time of building the post.

To prevent the edges of the cell connector getting

too hot use a slow flame on the oxy-aceteylene torch

until you are thoroughly familiar with the peculiar-

ities of lead burning and play the point of this flame

in the centre of the post working outwards by
means of a spiral motion and then back to the

centre. By this means the post will be kept in a

molten state and the outer walls will keep cool enough
to hold their shape and keep the molten lead in

place. This operation in assembling is the one that

needs the most experience and it would be wise to

practise on some old posts and connectors before at-

tempting the work on a customer's battery.

\ LWAYS be sure that you have a perfect connec-

tion for unless you do the battery will give very

unsatisfactory service and the trouble will be hard
to locate.

When putting on the final connections for taking

the cables leading to starter, etc., be sure and get

them at the same angle and in the same position as

originally as these cables are stiff and will not fit

properly into a terminal that is at the wrong angle.

It must be apparent to even the most casual reader

that the great thing in battery repair work is to

make sure of one operation before proceeding to the

next. If you are not satisfied with an operation

and have a suspicion that all is not right stop and

investigate carefully. It is better to lose a little time

in the early stages of the repair than to be faced

in the end with a dud battery.



What the Tractor Can Do in the Fall
<<r2>|ATAN finds some mischief still for idle hands
^^to do," says the old adage, which, if true,

means that Satan is sotting a good example for
farmers to follow with regard to their farm
machinery. That is, they should find something for
it to do so as to keep it from standing idle so far as is

practicable—not mischief, to be sure, but useful work.
There are few industries in which machinery is

idle during so large a part of the year, on the whole,
as in agriculture. On most farms, the equipment is

used only a few days each year and this fact makes
the daily charge for the use of the various machines
comparatively high, yet at the same time the small

By ARNOLD P. YERKES
great many more days per year than he ever dream-
ed of when he purchased it, and by noting the ex-
periences of others, he can often go them One better.

During the last few years the perfection and wide
introduction of small sized threshers, which sell at
prices low enough to permit even a small grain grow-
er to own his individual throshiiig outfit, has furnish-
ed a great deal of belt work for medium sized tractors
which owners had originally bought principally for
field work, but which often proved ahnost invaluable

Tractor operating a small thresher.

amount of work done per year does not materially
lengthen the life of the machine in years, as there
is a certain amount of deterioration whether the
machine is being used or standing idle.

The only purpose in selling and buying machinery
is to have it earn more money for its owner. No
machine earns while it is standing idle, and it is a
function of good management to keep the equipment
engaged at profitable work during as many days of
the year as is practicable.

In the case of many machines there is little that
can be done to increase the number of days during
which they can be used. Take the grain drill for
example, there is only a certain amount of drilling
to be done, after which the drill must stand idle until
the next season, and so with most other machines.
The tractor, however, is not 'n this category. Its
wide range of usefulness and ability to perform so
many kinds of work makes it comparatively easy for
the owner to keep it engaged at profitable jobs a
great many more days each year than most other
farm machines.

The tractor is a power plant and should not be con-
sidered in the same way as other items of farm
equipment. It should be regarded much the same as
the work stock. No farmer wants to keep in his
stable a large number of work horses which he will
use only a few days each year—he will either reduce
the number of horses kept or arrange so as to pro-
vide work for them. Just such a plan should be fol-
lowed with the tractor, and fortunately it is even
easier to provide employment for the tractor than for
work stock, because the tractor can be used for so
many kinds of belt jobs which are entirely beyond
the province of the horse.

npHE most profitable tractor, other things being
equal, is the one which docs the most work per

year, and a great many tractor owners fully realize
this fact. This has resulted in maiiy of them devis-
ing plans which provide for a large amount of profit-
able work for the tractor during tae seasons when
it cannot be used for field operations.
The odd jobs which tractors do on various farms

are so numerous that a complete list would fill a
page. It is, of course, impossible or at least im-
practicable for any one farmer to use his tractor for
all of the jobs which we find tractors performing,
but by noting what other men have been able to do
with their tractors and endeavoring to profit by their
experience, it will often be possible for a tractor
owner to use his tractor to excellent advantage for a

in enabling the threshing to be done at just the right
time and at a minimum expense. The use of the
tractor for this purpose has become so common that
il scarcely need be mentioned.
A less common use, but one which has proved to

be quite valuable on many farms, is the use of the
tractor for grinding feed where considerable live-
stock is kept. As every farmer knows the increased
feeding value of feed, through grinding, is usually
more than sufficient to pay the cost of the work and
a tractor offers an excellent means of doing this
work on the home farm at a minimum expense and
with really less labor than would be required to haul
the grain to a neighboring mill for the purpose of
having it ground, a practice which has not been un-
common in some sections.

TN localities where only a few tractors are owned,
tractor owners very often find a smail feed grinder

or flour mill not only of value in grinding their own
grain but are enabled to do considerable custom work
for their neighbors, thus providing profitable em-
ployment for themselves and the machine on days
during slack seasons.

There are numerous other kinds of belt work such
as silo filling, corn shelling, fodder shredding, hay
baling, etc., which are found on certain types or
farms in some sections. And there are not infre-

quently cases where the use of the tractor for buzzing
wood, pumping water for irrigation, drainage, etc.,
may provide several days' work each year.
But "busy work" with the tractor in the fall is not

entirely limited to belt operations. If all the other
farm work has been completed before the ground is
frozen, the tractor can often be used to excellent ad-
vantage in clearing up brush land, filling ditches,
grading rough land, and other similar jobs which add
to the value of the farm and increase the tillable
acreage.

Then there is the moving of buildings and other
heavy objects—this kind of work is often very profit-
able. And, while the tractor cannot compare with
the motor truck for efficiency in general hauling,
there are cases and conditions where it can be used'
to great advantage for hauling

JN an article of this length it is impossible to even
touch upon the numerous other odd jobs for which

the tractor may be used. It has accomplished its
purpose, however, if it succeeds in causing some
dealers to instruct their tractor owners to give care-
ful consideration to the possibilities of using tractors
during the slack fall and winter season, for if such
consideration is given it is a certainty that a great
many jobs will be found for the tractor, and incident-
ally more sales for the dealer.

It is quite common to find tractor owners who
bought their machine for the purpose of getting
their plowing ynd other field operations completed
in proper season and who for the first season or two
scarcely give a thought to other kinds of work for
which the tractor might be used. However, as time
goes on and they become better acquainted with the
tractor and its possibilities they begin to make use of
it in dozens of ways which never occurred to them
when they bought the machine. This partly ac-
counts for the interesting fact that in nearly all in-
vestigations which have been made to ascertain the
value of the tractor for farm work, it has been found
that men who had owned their tractors for two or
more seasons used their machines a greater number
of days per year, on an average, than owners of only
one season's experience.

Flax-Pulling Harvester a Success
rjNDER the supervision of R. J. Hutchison, chief

of the branch of the Department of Agriculture,
Ottawa, a test of a new flax-pulling machine was re-
cently carried out on a farm at Jeanette Creek, near
Chatham, Ontario. The test was the first of its kind
performed in Canada and experts in attendance were
highly satisfied in every respect with the results. The
machine was the Vessot flax harvester, the product
of the Perfection Flax-Pulling Machine, Limited of
Toronto, Ontario.

'

The machine is designed to take the place of 40
hand-pullers and in the present test pulled an acre
and a half of flax in two and a half hours.

Mr. Hutchison, commenting on the first day's de-
monstration, said that the machine was doing excel-
lent work and under test proved that at last we had
a perfect machine.

Tractor on belt work operating a stone cnisher.



The LIVE Dealer is an "All-Seasons" Man
Success Comes to the Agent Who Goes Out After the Business

To strike right at the root of the thing the great

bulk of implement men seem possessed of the

hallucination that to succeed all that is neces-

sary is to establish a warehouse with a dinky little

office in one corner of it, put in a nice, conxfortabk

swivel chair and wait for business to come to them.

In countless numbers of warehouses visited these men

are to be found—waiting. They invariably believe,

too, that business cannot be done in certain seasons

cf the year.

Walk in on one of these dealers and ask him if he

employs any special methods of drawing business,

and you have him floored at the outset. Many will

argue that it does not pay to urge the farmer to buy;

that he knows his business, and that when he wants

any implements he will come

Mn his own good time and buy

them. They argue that their

game is to wait until they

come. They state that they

cannot go after business be-

cause in their absence a cus-

tomer might come to the

warehouse and they might

lose a sale. They can't afford

to keep an assistant who

would stay in the office, they

say. They depend for a liv-

ing largely on the business

done in the spring months of

the year.

To such a dealer the argu-

ment was advanced that a

wholesale house would soon

go broke if it simply waited

for business to come to it, but

he was right there with the

alibi that it was altogether a

differont case.

Meantime, while these deal-

ers are waiting, what hap-

pens? The farmers, with

more money to invest than

ever before, are looking for

more up-to-date appliances.

Not being constantly invited

and urged to replace their old

equipment of worn-out imple-

ments, or go in for moderr,

methods of farming with

tractors, individual threshing

macliines, gasoline stationarj

engines, power pumping out

fits, lighting systems, or any
of the lines that the imple-

ment dealer has for sale, they,

perhaps, buy more land, buy
their equipment from the mail

order houses, and lay out

money for phonographs and
other things. Somebody gets

the money, and you can lay a dollar to a doughnut
that it is the man who goes after it.

\ ND this suggests that portion of the story which

deals with that section of the trade who are out

after business and who invariably are getting it.

The first thing that puts you wise to the live wire

dealer is that he is an advertiser. Not only does he

advertise his goods in the newspaper, using all those

helps provided by the manufacturer, such as cuts and
prepared literature of a high class, but he advertises

himself. He is usually a man of some personality,

self-developed through his pushing proclivities. He
is a good mixer, he cultivates optimism even when
his business looks blue, he takes a prominent part in

church and lodge life, he takes part in the affairs of

the town—in brief, he seeks by every means in his

power to make friends, and in a country district,

friendship is nine-tenths of the battle. The success-

ful dealer is always an "all-season" man. He tries to

forget that there are any seasons, for he aims to put

in so many sidelines that there will always be a big de-

mand for some article he carries. He goes by the

principle that if you can get people coming to your

By F. H. SWEET
shop on any pretext, you are establishing custom and
building up trade. And so he takes several trade

magazines, and is constantly "taking his pen in

hand" to inquire about new lines that are being placed

on the market, and to seek the agency for them in his

town and district. He is not fussy about whether the

new line is closely allied with the implement business.

The main thing with him is to get the coin, and when
ho has stocked up on all the lines of implements,

tractors and automobiles he can carry, consistent

with the trade offered and crop conditions, he goes in

for gas engines, pumps, lighting systems, auto acces-

to one who is already overburdened with debt.

The successful implement dealer is usually to be

found located in a prominent position where he can

display his goods to advantage, for this business is

the same as any other in that respect, and goods well

displayed brings buyers. Even a side street location

can be made by erecting an elevated platform for

the placing of the various lines offered, by the use of

a little paint, and by some good painted signs.

Coupled with the display of goods a live dealer will

have a card file giving the names and addresses of

all the farmers within 30 or 40 miles of his town.

This he will compile from the tax lists, and from the

telephone directory, and be gradually building it up.

He will not only send farmers his own printed litera-

ture, but will co-operate with

the various manufacturers in

supplying them with lists of

names for the mailing of clev-

erly worded circulars from the

head office. He will insist

upon this co-operation if it is

not voluntarily proffered by
the manufacturer, and they

will appreciate his enterprise.

Best of all he will find a

way of getting out after busi-

ness personally. In these days

of motor cars, it is not a diffi-

cult thing for a man to run
ten or fifteen miles out into

the country now and again in

search of business. If it is

impossible to leave his wife

or fion in charge of the shop

in his absence, he can run out

early in the morning or in the

evening to offer his goods to

the farmer at his own dodr.

There will be no fear of the

farmer taking offence at that.

Fact i'^, on the word of suc-

cessful dealers, he likes it. It

flatters him to think he is

getting a little attention, and
he almost invariably opens his

heart and talks business, tell-

ing of his requirements, his

likes and dislikes, and be-

comes a friend and prospect.

And at those periods of the

year that are generally de-

scribed by his slacker friends

in the trade as "off seasons,"

it will pay him to get right

out after business, and spend

one-half of his time on the

road.

"Making the agrricultural world go 'round."
—"Farm Implemen

sories, power washing machines, lightning rods, hail

insurance, phonographs, ranges, safes, cream separ-

ators, bob sleighs, cutters, grain crushers, fanning

mills, small threshing machines, windmills, etc. He
is a busy man. He looks it, he acts it, and his very

activity brings trade.

One of the primary reasons for the success of this

man is that he studies the need of the community.

He makes a study of what implements the farmers

want to deal with, the nature of the soil in that dis-

trict. He never allows himself to become loaded up

with dead stock through negligence in this regard.

If he finds that, the haying season is coming to a

close, and he has a stock of mowers and rakes on

hand, he sacrifices them to get rid of them rather

than carry them over another year. He believes in

making friends by giving an occasional bargain, and

that there is money in quick t'lrnovers.

TNCIDENTALLY, the live wire is careful with his

^ credits. He uses diplomacy. He does not rush to

offer goods on fall terms without first attempting to

have the farmer secure the money from the bank. He
does not hesitate to gauge his man, and refuses credit

t News.' A PART from everything

else, the hustling imple-

ment dealer will give generous and unstinting service

in the matter of repairs. Through no other agency

will he make quicker friends of the farmers. He will

be willing to go out at any time of the day or night,

for that matter, to render service when it is urgently

required in the busy season.

To sum up, the difference between the dead and the

live agent is: the latter follows in the lines of all

modern business by using every method and every

agent in his power to invite and land trade. The very

fact that he is a live wire and busy takes him out of

himself and makes him more sociable and approach-

able. His spirit to win is contagious. The fact of

the matter is that if a man is going to do business,

whether he is an implement agent or a peanut mer-

chant, he must get out and start something. Nothing

nowadays comes to the man who waits.

NORWAY is the first country in the world to pro-

pose national legislation specifying that motor

trucks up to two tons capacity must be equipped with

pneumatic tires, so as to prevent damage to roads

and to cut down the excessive cost of highway re-

pairs due to the use of solid tires.
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International Threshers Pro-

vide Your Trade With Full

Sacks and Clean Stacks.

Thorough separation and clean threshing—
these are the things that every thresherman requires
of a thresher.

INTERNATIONAL THRESHERS are famous for their thorough separation and clean thresh-
ing. Instead of the usual easy-swaying, back-and-forth or up-and-down motion of straw racks, the
International combines both in a vigorous revolving motion that results in continuous tossing' and
turning of the straw so that every particle of grain is shaken out. This means thorough separation The
adjustable sieves and shoe clean the grain thoroughly and deliver all of it to the grain spout instead
of some of it to the wind stacker.

The thresher that assures full sacks and clean stacks is the thresher that sells. INTERNATIONAL
threshers— 22 x 38 and 28 x 46 sizes— have the con-
fidence of the farm public. Our advertising is directing
the trade to you for this popular machine. Thresher
time is at hand. Communicate with the branch house
and make the most of the opportunity.

International Harvester Company
OF CANADA '"^

HAMILTON CANADA
WESTERN BRANCHES - BRANDON Winnipeg, Man . Calgaby Edmonton Lethbridge AltaESTEVAN, N BATTLEFORO, ReGINA. SASKATOON YORKTON. SASK
EASTERN BRAIJCHES - Hamilton London Ottawa, Ont. Montreal, Quebec. Que.. St John, n b

The Reward
of Many Years

International Harvester Company
or Canada ^ro.

HAMILTON CANADA
WESTERN BRANCHES -Brandon.' Winnipeg, Man.. Calgary Edmonton. Lethbridge Alt*.

'

ESTEVAN. N. BATTLEFORO. REGINA. SASKATOON. YORKTON. SASK.
EASTERN BRANCHES - HAMILTON LONDON. OTTAWA Ont.. MONTREAL QUEBEC. QUE . ST JOHN. N B.'

^
This Company has lived a remarkable history.

To tell it in the way of history would be to un-
fold a story of many pages—a story as wide as
world-agriculture and nearly as long in years
as a century.

But the story is being told every day in vital

and more interesting terms. It is being told in

countless fields of the nation, where Titan Trac-
tors are steadily turning kerosene into farm
power. Here is summed up the true history of

Harvester purpose and success. It is

a story of action, rather than of words.
In 1831, Cyrus McCormick placed

the first reaper in the grain field and
opened the wav to a future full of vast

Dossi'bilities. Then began a m.anu-
facturine career that has placed mil-
lions of oractical machines on Ameri-
can farms and now finds its most
modern expression in the Than 10-20

Tractor.

It is no accident that Titans to-day
are toiling the world over, to the end that farm
harvests may be greater and better. This tractor

is the careful product of ninety years' accumu-
lated endeavor, experience, and contact with the

problems in farming. That fart accounts for

Titan predominance.



SHOP NOTES
GARAGE

FOR THE
MAN •

TEMPERING STEEL TOOLS

THE following hints on tempering

ste©l tools taken tfrom Canadian

Machinery will 'je found useful to the

repairman

:

All steel tools that require temper-

ing have to be hardened first. This

is done in many ways, the tool being

turned over from time to time, until

it is evenly heahed to a cherry-red col-

or. It is then plunged into either a

solution of plain water, salt water, or

a solution of cyanide of potash in wa-

ter, according to the preference of the

temper. The cyanide and salt water

solutions make a tool very hard. When
used to turn rolls, no drawing of the

temper needs to be done, the metal be-

ing ready for use if it has been pre-

viously ground. In tempering machin-

ists' lathe tools, etc., the method

adopted by good blacksmiths is to first

harden the metal in the manner pre-

viously described, with the exception

of not plunging all parts of the tool

in the hardening solution; but leaving

some heat in its shank, while the cut-

ting edges are cold. The edges are then

quickly rubbed with an old file or a

piece of firebrick or emery cloth tack-

ed upon a block of wood. This is done

so that the color can be easily seen—
the color travelling down toward the

shank or point. When the desired col-

or reaches the cutting edge, the tool is

plunged into cold water and the job

is done. Appended is a list of tem-

pering colors, each one representing a

lower degree of hardness than the one

preceding it.

last of Tempering Colors

Straw color is the hardest. Brown
the next. Now comes light purple,

dark purple, deep blue and pale blue.

Straw color is suitable for cold chis-

els where light blows are struck, or

for other work where great hardness

is required. Where heavy blows are

delivered, it is best to temper the chisel

to a brown color. Screwdrivers

should be colored a light purple and

springs or other articles that require

to have great toughness with a reason-

able amount of hardness should be

tempered to a deep blue color.

There is another kind of steel on the

market called "high-speed" steel. This

is a most remarkable metal and is the

best tool steel for roughing down work
that the writer has ever used, it being

cf such toughness and hardness that

very heavy cuts can be taken; so

heavy, in fact, that the cutting edge

gets red hot and it operates for a long

time in that condition before requiring

regrinding. The writer has also tried

this class of steel for turning rolls,

with the exception of chilled rolls,

which the steel would not cut at all, it

proved to be very fine on all other

classes of rolls, enabling the work to

be completed in far quicker time than

1-he best crucible tool steel would al-

low. The crucible steel tools seemed
to be better suited for turning chilled

rolls, and also the ones containing man-
ganese, the carbon element being the

ingredient required for turning chilled

work. Singularly enough, the high-

speed variety of steel contains very
little carbon in comparison with the

crucible or open-hearth metal; it

depending for its hardness and tough-

ness upon the addition of chromium,
cobalt, molybdenum, tungsten, nickel,

vanadium and other rare metals which
impart to it the extraordinary charac-

teristics of cutting metal when the

point of the tool is red hot, the chip

in this case coming off with a. deep blue

color. Each manufacturer has his pet

formula for manufacturing this kind

of tool steel, they using some or all of

the above ingredients. High-speed
steel is very expensive and on account

of this fact, all shops do not use it,

but the demand is increasing every

year, the late war making very heavy
demands on it. High-speed steel cuts

the ovei-head cost of manufacturing
down to a minimiim by allowing a far

greater output to be secured from ma-
, nines in a day's work.
This class of steel requires different

treatment in hardening, it being neces-

sary to heat it to a "white heat," which
atter would positively ruin the best

-rucible or any of the usual kinds of

tool-cuttinsr stools. The bast plan for

rooline hich-sri'-rd is to do the work in

an air-blast, although oil can be used.

I find it will not hold its cutting edge
for as long a time as when the air-

blast is used as a cooling medium. This

steel, unlike crucible steel, does not

need tempering after hardening, as it

gives the best service when left hard.

be removed and washed thoroughly

with distilled water. After washing
place them in a cell containing a two
to five per cent, solution containing

caustic soda in water and send a charg-

ing current through the cell.

If during the time of the ordinary

charge the sulphate on the positive

plate does not disappear and the solu-

tion gives an acid reaction with lit-

mus paper, more caustic soda must be

added to the solution and the charg-

ing continued until the plate has the

usual chocolate appearance. When you
are satisfied that the plates are clean

they should be removed from the soda

solution, well washed, replaced in the

sulphuric acid solution in the cell and
the charging continued until gassing

begins. This treatment has often

raised the efliciency of cells from 25 to

75 per cent. Six hours' charge should

be sufficient.

HOLDING A ROUND SHAFT
SOMETIMES in the busy season when
- every available piece of equipment
is in use, the repairman may be faced

with a rush job which makes it neces-

sary to hold a smooth round shaft

securely to prevent it rotating while

fittings are being dismantled from it.

An ordinary vice or pipe wrench may
not be used for fear of damaging the

shaft. A simple, but effective method
for coping with such an operation is

to wind a length of thick cord or

thin rope, according to the size of

shaft, round the shaft and round a

piece of timber as shown in the illus-

tration.

No difficulty v.'ill be experienced in

holding the shaft securely, if a long

piece of timber be used. The rope

and wood must be arranged according

to the direction in which the shaft has
to be turned or prevented from turn-

ing.

HOW TO TREAT SULPHATED
PLATES

IF a storage battery cell, under test,

sinks to fifty per cent, below effi-

ciency, there is of course something
seriously wrong. The plates should

TO PREVENT TIRE PUNCTURES
<*TT is safe to say that during the

1 last twentv-five years hundreds of

patents have been taken out for the

prevention of punctures in pneumatic

tires. In most of them the central idea

was to' make the tire impenetrable to

nails and other .injurious articles,""

says Chambers's Journal. "A recent

inventor approached the problem from
a new angle by studying the process

bv which the nail gets in to the tire.

He found that (!) nearly all nails lie

flat on the road; (2) in motor-cycles

md cars 90 p^-r cent, of nail punctures

are in the rear tires; (3) punctures oc-

cur most readilv at high speeds and on

dry roads; (4) the front tires are

nierced by short nails, the rear tires

by long nails.

"From these observed facts he con-

cluded that rear-tire punctures are

caused by the front tire turning objects

on end. with the result that if the rear

tire reaches them before they fall

again, it is pierced. Experiments con-

ducted over a track strewn with nails

verified this theory; not only were the

nails seen to act thus, but they were
caueht 'red-handed,' as it were, by a

high-speed camera. The puncture-pre-

venter designed as the outcome of these

observations and experiments turns

down nails as fast as the front tire

turns them up, 'and so the rear tire is

saved. The form of it suitable for

motor-cvcles .'onsists of a specially con-

structed rubber canvas flap, 3 inches

wide, usually mounted on a scroll

spring attached to a curved steel

bracket fixed by one bolt through the

pnd of the rear mudguard, but occas-

ionally attached to the silencer or to

a special adapter. The flap 'covers'

the rear tire, and clears the road by
half-an-inch. It lasts for' about 25,-

000 miles and can then be removed
cheanly.
"The puncture - preventer has kept

the inventor free from punctures for

25,000 miles: previously he had forty-

seven in 11.000 miles. On one occasion

he rode for seven hours over a track

strewn with thousands of nails.
_
So

long as the apparatus was in position,

no damage was done; when it was re-

moved, rear jmnctures came thick and
fast. Forms of the preventer suitable

for motor-cycles are already on the

British market; models suitable for

cars and cycles will be ready shortly."

BATTERY BENCH
TN these days when battery repairs

are being done by practically every
garage man, a hint as to what kind of

bench should be used may perhaps be
helpful, as everybody knows the acid

used in a battery is very powerful and
will, in time, djestroy an lorddnary

wooden bench. To overcome this the
bench should bo covered with sheet

lead and graded slightly so that the
acid as it drains from the battery
will be carried to one corner where a
hole is cut in the bench. A lead pipe
is led from this hole to a large
earthenware receptacle underneath the
bench where the acid is caught.
Another type of battery bench which

will be found serviceable is made by
cutting a square hole in the top of the
bench slightly larger than the largest
battery. This hole is covered with a
grating and lead-lined tank is placed
underneath provided with an outlet for
draining the acid.

REMOVING STUBBORN NUT
A NUT which has become rusted in

'^nlace will often resist the ordinary
methods adopted for removal and other
methods have to be employed. A good
method for removing such a nul- is

to heat a large nut that will fit over
the stiff nut and let it rest around the
stubborn member for a few minutes.
The heat will generally expand the nut
vnthout producing expansion of tthe

bolt and it may be unscrewed. Kero-
sene may be poured around the threads
with 0ood effect. Sieveral alternate
heatings and applications of oil may
be necessary before the nut is loosen-
ed. A light tapping with a hammer
on all the facets of the nut will help
to loosen it on the threads.

USE OF BLACK JAPAN
A TIN of black Japan is most useful

in the gar?.ge, particularly with
a new car. It is sufficiently liquid to

hide brush marks, but dries so quickly
that if thinly applied it will not run
into blobs. A 1 in. hat oil brush, and
a small water color brush for touch-
ing out minute chips on wings, if these
are black, should be used. There are
generally small plated pieces on most
cars that cannot be polished, and sonw
plated butterfly nuts that are of such
poor quality that the rust comes
through at once. A little thought will

easily decide what parts are best paint-

ed over, but a few typical places are
name plate and butterfly nuts on ac-

cumulator box; all armored electric

cables, except the last length to the

lamps, if these are plated; name plates

on black lamps; and the whole of the

tail lamp, if brass or plated, as it is

impossible to keep this polished. If

black, the chanee-speed lever, brake
lever, and pedals will be improved by
receiving a coat.

A new chassis is often very roughly
painted, and patches of rust will ap-

pear after the first wash, if not be-

fore, especially on odd bolt heads.

These should be painted over, while a
thick coat applied to the thread of any
chassis bolts from which the nut is

likely to jar loose after the latter has
been screwed up is often as good as a

spring washer.

—

Autoca/r.
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Frost & Wood Corn Binder
If you have customers who grow corn in quantity you can count on ready sales for the Frost
& Wood Corn Binder. It is the great, modern. Frost & Wood answer to the farmer's annual
corn problem—''How can I get my corn crop in without 5 or 6 men at the job—just when it
is ready to cut, which means just when its feeding value is highest." And more—it is the
Bmder that cuts and bundles any kind of crop, lodged and tangled as well as straight and
easy.

"Corn is King"—and the splendid, modern de-
sign of this machine shows our appreciation of it

The Frost & Wood Corn Binder is built for long service,. lots of it-
even in the hands of an inexperienced operator. It is light in draft-
like all Frost & Wood Implements—because we believe in using only
the highest grades of steel and wood and because we use high grade
roller bearings at every friction point and provide plenty of dust-proof
oil cups.

Take a look at the main frame illustrated here. See the substantial
bracing and riveting. Large, heavy castings hold the horizontal and
vertical shafts in place. They do not bind, run hard or stick.

Main drive wheel and grain wheel are same size, preventing jarring
on uneven ground. Long dividing arms work close to the ground.
The elevating, cutting and binding attachments work smoothly — no
choking or sticking. Adjustable to thin and short or long and heavy
crops. Thoroughly tested and tried out before it leaves our factory,
guaranteeing efficient field service.

This main frame of the Frost & Wood
Corn Binder is worth your special
study. Ask us to mail you copy of our
folder, "Corn is King" and get the
whole story.

Our Dealer Proposition shows how you can do new and better business with a big, complete,
quality line of well-advertised, popular implements. Let us send it to you.

The Frost & Wood Co.
LIMITED

Montreal SMITH'S FALLS St. John

Sold in Western Ontario

and Western Canada

hy

Cockshutt Plow Co.
LIMITED

BRANTFORD, ONTARIO



Automotive Accessories and

Implement Equipment

SILENT SALESMAN

THIS accessory case is built with a

small frame, highly finished. One

of the features of the case, the makers

say, is its indexing system, which

serves as an automatic clerk. By
numbering the backs of the doors and

hanging up an index in a convenient

location even the .
most inexperienced

clerk by reference to the index can

locate quickly any article.

The case is made of oak—the stand-

ard finish is golden oak—and birch

finished mahogany. It has a beveled

plate glass top, and double strength

glass front and ends. The drawers are

made with a wood partition that can

be removed if desired. It is manufac-

tured by the Detroit Show Case Co.,

Detroit.

BATTERY DISCHARGE TEST SET

'"pHE Allen-Bradley Company of Mil-

A waukee, Wisconsin, have placed

upon the market a storage battery test

set containing many features of in-

terest to users of storage batteries,

service stations, and garages. It is a

well-known fact that to judge the in-

ternal condition of a storage battery

from a hydrometer reading is as diffi-

cult as to judge the physical condition

of a patient simply by taking his tem-

perature. The hydrometer in storage

battery work corresponds roughly to

the thermometer used by the physician.

If the reading is not normal, some-

thing is wrong, but to determine just

what is wrong, or where the disease

is ravaging, oTher tests must be made.

To enable the storage battery service

station to render a quick and accurate

opinion of the condition of a battery,

a high-rate discharge test must be

made, in addition to the density test,

thus giving the service man an oppor-

tunity to test the battery under the

actual conditions of service.

The Allen-Bradley type L2502 Bat-

tery Discharge Test Set, developed ex-

clusively the makers say, for making*
high rate discharge tests of storage

batteries, is a portable panel weighing

about fifteen pounds, equipped with an

ammeter having a range of 300-0-300

amperes, a set of test cords and clips,

and an adjustable graphite compres-

sion discharge resistor.

The battery to be tested is discharg-

ed through the test set at a rate of

six or seven times the normal dis-

charge rate, and voltmeter readings

are taken across each cell while the

battery is discharging at the high

rate. A variation among the voltage

readings of the several cells, if in ex-

cess of one-tenth volt, indicates im-

mediate need of inspection of the low

cells, and when the readings obtained

with this test set are compared with

the hydrometer readings of the same
cells, it is at once evident whether an

individual ceil is dead or discharged

below the safe minimum; it also is

possible to discover loose straps, brok-

en connectors, damaged or buckled

plates, sediment, or any of the ills of

storage batteries in a moment's time.

Canadian Fairbanks-Morse Company
are the sole distributors of the Allen-

Bradley discharge test sets in Canada.

Battery Discharge Set

Weston Fault Finder. Stevens Exhaust Relief Valve.

Gas Humidifier.

STEVENS SNAP
I'^HE Stevens snap, an exhaust re-

lief valve for Fords, is a simple,

positive acting pedal, with direct con-

trol of extra large damper which
makes a quick and efficient cut-out and
motor tester. The makers say it is

easily installed having no hooks or

catches and its operation is very
simple. The eccentric damper spring
is controlled directly by an adjustable
steel rod. It requires only a V-shaped
cut in the pipe to install. The makers
are Stevens and Company, 375 Broad-
way, New York.

GAS HUMIDIFIERS
THE R. S. Whitney Mfg. Co., 74

Nichols St., Lewiston, Maine,
U.S.A., are putting on the market a
new device for humidifying the atmos-
pheric condition of the gas mixture in

automobile engines which they state

will give the car pronounced flexibility,

power and speed.
The Whitney gas humidifier is the

trade name of the new device which the

makers say is an upright cylindrical

tank acting as a reservoir for water
and by means of copper tubing, water
vapor is drav/n by vacuum through
these ducts and a dash sight feed

gauge into the intake manifold. With-
in the humidifier is an ^titoniatic shut-

off valve placed at the lowest possible

water level which checks ine inrush of

air into the motor when the humidifier

becomes emptied of water, therefore

it cannot act as an auxiliary valve if

neglected.
Other features pointed out by the

manufacturers are: The gauge is fin-

ished in nickel plate and is designed to

be mounted on the dash or cowl board,

it being piped with the motor and
humidifier, acting as a constant tell-

tale on the action of the humidifier, by
showing the rate of feed, when the

humidifier requires refilling or ceases

feeding. Thi.-- gauge combines no com-
plications and enables the driver to

control the amount of water-vapor en-

tering the motor. Occasionally this

valve may be opened a complete turn

and the motor flushed with water,

creating a steaming-out process to re-

move carbon which is positive in its

action. It is manufactured in three

models for motor cars, trucks, tractors,

motorcycles; marine, portable ana
stationary gasoline or kerosene en-

gines.

Silent Salesman Accessory Case.

WESTON FAULT FINDER
^'^HE Weston Electrical Instrument
A Co., of Newark, N. J., has placed

on the market a fault finder of consid-

erable value to the garage man.
It consists of a voltmeter and an

ammeter mounted in a compact case

with a carrying handle and a hinged

cover. It is furnished with a pair of

special, flexible, well-insulated cables

six feet in length. On one end of each

cable is a plug terminal for making
connections to the instrument while the

other ends have lead covered, spring

clip terminals to make rapid and posi-

tive connections to the circuits under

measurement.
The Weston fault finder is distribut-

ed in Canada by the Northern Electric

Company and A. H. Winter-Joyner,

02 Front Street West, Toronto.
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Koppermn^

in a SparkPlu^
FIRING the gas vapor, driving down the piston-

head hour after hour with an exploding sheet

of flame, demands character—not mere metal

and insulation—but character expressed in design,

in construction methods and in workmanship.

The Kopper King is a prestige builder. Inci-

dentally, it shows the Dealer a greater margin of

profit than any competing plug. The Rust-proof

Copper surface prevents Carbon deposits ; carbon
will not adhere to copper under Electrial Heat.

The Kopper King is without a peer among Spark

Plugs. It is a quality plug from first to last.

C. G. E. Automobile Accessories are " Tested for Service."

Canadian General Electric Company, Ltd.
Head Office TORONTO

Branch Offices: Montreal, Sherbrooke, Quebec, Halifax, Sydney, St. John, Ottawa, Hamilton, London,

Windsor, Cobalt, South Porcupine, Winnipeg, Calgary, Edmonton, Nelson, Vancouver and Victoria.
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Ensure Perfect

Compression
Your customers bid a glad fare-

well to compression troubles when
you set them right with

E
XCELLENC

TWO-PIECE
PISTON RINGS E

They positively prevent leak-

age between piston and cylinder

walls, and keep spark plugs

clean and efficient. They allow

the required amount'of oil, and

no more, to pass for the smooth
working and long life of the

piston. A perfectly sealed firing

chamber is the result, and every

ounce of power is exerted on

the piston head.

Excellence Rings are now being supplied in

the following sizes: 3% x i/J, 3% x 3 16, and
3 11 16 X 3 16. Other sizes will be available

soon.

Manufactured exclusively and
distributed bv

LAMONTAGNE LIMITED
Wholesale Dealers in Automotive Equipment

QUEBEC MONTREAL WINNIPEG

PERFEX
The Perfect Radiator

Perfex radiators for Fords are a quality product em-
bodying features that cannot be had in other radiators.

A patented spring bracket suspension and a real rad-
iator core of great efficiency.

The last word in Radiator construction

Perfex Radiator Co., Racine, Wisconsin, U.S.A.

p. A. C. McINTYRE & COMPANY
311 Confederation Life Building, Winnipeg

Direct Representatives for

Manitoba, Saskatchewan, Alberta and British Columbia

UNOCCUPIED LANDS FOR SALE
''pHE superintendent of the Natural

Resource,; Intelligence Branch of
the Department of the Interior, al

Ottawa, has {jivcn out the following
report:

Among th-i natural resources of

Canada agricultural land is by far tht:

most important, the value of field

t-rops alone being four times as great
in 1919 as that of all other raw
products of mines, fisheries and forests
combined.
Canada has a land area of 2,306,502,-

400 acres, hut obviously much of this is

riot adapted for cultivation. Without
taking into consideration forest or
swamp land, much of which will ul-

timately be tilled, nor of unexplored
northern areas, there remain at least
300,000,000 acres available for agricul-
tural development.

Only about one-sixth of these 300
million acres are under cultivation,
and 250 million are still unimproved.
It is estimated that there are in

Canada .about 180 million acres of
agricultural land in private ownership
Vv^ith a rural population of AV-z millions;
in other words, not taking into account
mining, lumbering, fishing, domestic
duties and other activities, each Cana-
dian man, woman and child living out-
side of a tov/ii may on the average be
assumed to be farming 40 acres. In
Northern Europe the rural population
on the same basis, but with far less

widespread occupation is attending to

4y2 acres, per head.

To utilize 'he agricultural land and
thus widen the basic factor of Canada's
production is, then, all important, for
it is on this that the development of

tlie other natural resoui'ces depend.
Ihe day of the free homestead within
easy reach of a railway is rapidly be-

coming a thing of the past, and means
other than free grants must be looked
to for rural development.

For the man who intends to farm
there is, as stated above, a vast area
in private ownership, a large propor-
tion of which is of necessity unoccu-
pied and available for sale at reason-
able prices. 'J he prospective purchaser
who relies upon his own sources of in-

formation may, however, find it more
or less difficult toy, obtain a knowledge
of lands for sale suitable to his means
and requirements. This difficulty is

now to a large extent overcome by
the publication by the Department of

the Interior of lists of unoccupied
lands for sale in the Prairie and Mari-
time Provinces.

These lists, as a rule, give a short
description of the land, its location, the
price at which it is held for sale and
the name and address of the owner.
The great value of such information is

that it places the intending purchaser
directly in touch with those who, for

one reason or another, have been un-
able to cultivate their holdings and
who, therefore, are often willing to sell

at inviting prices.

Lists cove;-ing the Province of Mani-
toba and the south-eastern portion of

Saskatchewan are now ready, while
lists covering the balance of the
Prairie Provinces are now being com-
piled and will be available for distri-

bution before very long.

As there is a series of twenty-three
lists covering the Western provinces
alone, applicants must specify the
particular locality in which they are
interested. These lists may be obtain-

ed free of charge on application to the
Superintendent, Natural Resources In-

telligence Branch, Department of the
Interior, Ottawa.

TRAVELLERS AS HARVESTERS
TN ORDER to assist in meeting the

demand for harvest help, says the
Toronto Globe, especially in the West,
one of the largest manufacturers of
agricultural implements in Ontario
makes the following suggestion:

"All commercial travellers, in the
older Provinces especially, who are
able physically to work in the harvest
fields should be asked to leave their
beaten paths in the East and join with
the harvesters to take care of the
crop. It is safe to say that two-thirds
of the travellers at present combing
the trade could leave their route for
eight or ten weeks without any ser-

ious detriment to the business of the
country, while they could perform a
very useful service in helping to take
off the crop."

TRACTOR DEMONSTRATION
npHE Macdonald College Farm, Que-

bee, will this year be the scene of

a Plowing Match, Tractor and Farm
Machinery Demonstration, on October
12, 13 and 14. It is being held under
the auspices of the Eastern Ontario
and Western Quebec Plowmen's Asso-
ciation. It is expected that it will be
even more successful than the fine
demonstration staged by the same or-

ganization at Ottawa last year. The
Quebec Government has promised to

make a grant to the Association. L.

C. McQuat of Macdonald College, is

secretary of the Association and the
president is John Hay, M.P.P., of La-
chute, Quebec. A large program and
prize list is being prepared.

NEW FORD AUTO
A NEW automobile, bearing the hall-

^ * mark of Henry Ford has just been
perfected; a machine which is almost
ready to be used as the pattern for

millions like it to supplant the well

known Ford motor car. Announce-
ment of the new type automobile fol-

lowed the payment of $35,000,000 made
by Ford recently to clear up the $60,-

000,000 commercial note issue arrang-

ed by the company a year ago.

PENTIGTON.—The Auto Supply
Co., has erected a new garage. All re-

pairs are done and a large line of ac-
cessories, gas, oils, etc., carried. W.
Hunnable is manager.

Oversize Pistons

Many makes and models in stock.

Write us for quotations and delivery

on your requirements.

Cylinders reground. Pins and Rings to Order

Advance Machine & Welding Co.

177F Canning Street, Montreal
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Models
500—Vi" Standard

501—%" Standard

502—%" Long
503—Va" Long with

Chevrolet T e r-

minal

506—Ms" Long
504—Regular Porce»

lain

505—Chevrolet Porce-
lain

The Plug
with the

HOTTER
SPARK

The ball point of the "M & S"
plug creates a larger and hotter

spark, causing more complete
combustion. This hot spark
will give your car new life and
more power.
The three-in-one terminal is

adapted to any style ignition

wiring. The high-grade chem-
ically glazed porcelains are in-

terchangeable — one porcelain
fits all plugs.

DEALERS- The "M <& S" Plug is

standard equipment on the new
Overland " 4." Ask your jobber
for them.

Machine & Stamping Co., Ltd.
1209 King Street West

TORONTO
Commercial Dept.

Russell Motor Car Co., Limited

When a Left Turn Means Disaster

—

The motorist whose car is equipped with a "Hindview"
drives safely.

He is able to view the traffic behind without turning his
head—without losing sight of the road behind him.

ffindviQvi^. auto mirrors
constantly warn the driver against turning out or slowing
down at the wrong time—and causing an accident.
This mirror has many exclusive selling features. A style
for every purpose. Write for our folder.

V/e also^manufacture pressed metal
parts, light andmedium weight stamp-
ings, card holders, washers, shims, etc.
Send specifications or blueprint for our
estimate.

Kales Stamping Co., Limited
61 Walker Road

WALKERVILLE, Ont.

SEE THE WONDERFUL "STRAIGHT DISC"
AT THE

Toronto - London - Ottawa Fairs
Let us show you that

—

—the "Viking" has made good both in making satisfied users
and as a money-making proposition for dealers;—we have dealers in Ontario who have sold over forty
"Vikmgs" during the last six months;—more good dealers have contracted for the "Viking" agency
durmg last ten months than ever contracted for any other
separator in the same length of time

;

—the "Viking" way of doing business, liberal treatment of
customers, fairness in dealing with dealers, and actual ser-
vice rendered, offers dealers greater advantages;

—the upkeep of the "Viking" for ten years costs the customer
practically nothing;

—by selling the "Viking" the dealer makes more profit

;

—and that, it is the wonderful "Straight Disc" of the "Viking"
which skims to 3/100 of 1 per cent, or better, that makes
easier sales for the dealers.

Spend a few minutes at the "Viking Separator" Exhibit
—watch the wonderful "Straight Disc" at work see how it
pleases the farm-wife to know that the "Viking" Straight
Disc is never taken apart, but is washed as one piece in a
jiffy—let us show you the list of Ontario dealers—the 'num-
ber of "Vikings" sold—let us show you letters from the

Send for one of our large Circulars, to-day
Then you will know why you should not miss seeing
the "Viking" Straight Disc operating, when you

attend the Fair

happy, money-making owners of "Vikings"—examine every
part of the "Viking" so as to convince yourself that there is
no other separator that has as many suDerior merits to make
sales easier—and your profits on each sale bigger, because
of the service we render both our dealers and owners.
A few territories now open, so write us at once, and get our
liberal proposition.

Swedish Separator Co.
422 Powers Building, MONTREAL, Que.
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OBTAINABLE FROM JOBBERS & DEALERS

CATALOGUE ON REQUEST

NIAGARA-FALLS, CANADA
MANUFACTURERS. UNDE

LYON CANADI/^N PATENTS.
M/////m/////M////m/y^̂

"The Sign ofBetter Service"

THE "SIOUX" BUSHINGljREMOVER

Solves the old time-wasting and patience-trying job of
removing bushings.
Consider the time that has been spent needlessly in re-

pair shops removing bushings with a punch or other un-
satisfactory and tedious method. Many times you have
charged such work at a loss because the actual cost would
have seemed unreasonable to your customers. It is no
longer necessary to waste time and lose money in this

way. Bushings can now be removed in less time than it

takes to tell about it—with the "Sioux" Bushing Re-
mover. It greatly reduces the expense incident to the
old method.

Aikenhead Hardware Limited
TORONTO CANADA

CANADA'S NATIONAL
EXHIBITION

The Canadian National Exhibition,

Toronto, will take place from August
28th to Sept. 11th. This year again
there will be a large display of auto-
mcbiles, trucks, tractors and imple-
ments.

Canada's only National Automobile
Show, held in conjunction with the
Canadian National Exhibition, will be
better housed this year than ever be-

fore. The Transportation Building
has been redecorated artistically, and
will be given over to passenger cars
exclusively. The two demobilization
barracks to the west will house the
truck and accessory exhibits. These
have a combined floor space nearly
equal to the Transportation Building.

By next year it is hoped the much-
heralded Automobile Palace will be
erected to house all the automobile ex-
hibits.

The following is a list of the entries

to date in the tractor and farm im-
plement lines: Aspinwall-Drew Co.,

Ltd., T. E. Bissell Co., Oliver Plow
Co., Peter Hamilton Co., John Deere
Co., H. F. Bailey & Son, Spraymotor
Co., Ontario Wind Engine & Pump Co.,

Monarch Tractor, Limited, Lake
Breeze Co., Ford Tractor Company,
Chase Tractors Company, Canadian
Motors (Varna), Wettlaufer Bros.,

Swedish Separator Company, New
Britain Machine Co., R. A. Lister Co.,

(Canada), Gilson Mfg. Co., Birdsell

Mfg. Co., Cockshutt Plow Co., A. R.
Williams Machinery Co., Sawyer-Mas-
sey Co., Macdonald Thresher Co., A. R.
Lumry, Robt. Bell Thresher Co., In-

ternational Harvester Co., Goodison
Thresher Cc, Fairbanks-Morse Co.,

Delco-Light, Sampson Tractor Com-
pany, Cleveland Tractor Co., Kardell
Tractor Co.. DeLaval Separator Co.,

Bateman-Wilkinson, U. S. Tractor Co.,

Renfrew Mac. Co., Hoag Oil Engine,
Massey-Harris Company, Automotive
Corporation, Toledo, A. Hemme &
Sons, S. Vessot & Co., Marsh Machin-
ery Co., Kline Fanning Mill, Gould,
Shapley & Muir Co., Ltd.

PREDICTS CONTINUED HIGH
PRICES FOR FOOD PRODUCTS

IN their weekly business Irtter,

Hayden. Stone & Co., investment
brokers, New York, have the follow-

ing to say regarding general condi-

tions:

—

Whether due to a change in the
psychological atmosphere, owing to re-

ports of cancellations and to reduc-
tions in price by large merchandise
retailers, or to badly crippled trans-
portation facilities or to both, it has
now become quite evident that there is

a distinct recession in many lines of

business. While such an interruption

to progress of business as has been
occasioned by the outlaw railroad

strike is most regrettable, it has also

furnished a greatly needed object les-

son, which could, perhaps, be supplied

in no other way—that no body of men
employed in such a vital industry can
quit work without seriously affecting

t-reat numbers of other wage-earners.
The fact is that the transportation sys-

tem of this country is at the best so

inadequate, and has been still further
so crippled by the action of these men,
that even were all other conditions

favorable, this alone would make it

impossible to continue business opera-
tions at anything like the volume nec-

essary to show the best results. Nor is

this a condition that, even if the

roads generally could command the

necessary capital, could be remedied
in a, week or a month. It would take
years to supply the equipment neces-

sary to put the railroads on a basis

where they could adequately serve the

business of the country.

The point has been well made that

there has never been an instance of

any serious financial depression when
there has been such a general scarcity

of goods, but the difficulty in securing

goods, owing largely to transportation
conditions, is apt to blind one to the

fact that productive capacity is prob-

ably well up, and, perhaps, in some
lines exceeds consumption. The pro-

ductive capacity of steel in this coun-
try to-day must be fully 50,000,000
tons.

The movement of labor from the
farms has become alarming. This
will in time be corrected by the lessen-

ing of pressure for labor in manufac-
turing industries, but this will take
time, and, meantime, food products
ai-e bound to remain high.

The one outstanding and controlling

factor to-day—not only in this country
but throughout the world—is the
shortage of capital. This is due to

three causes: the destruction of

capital in the war; the tremendous
expansion of industry as evidenced by
the great outpouring of securities in

the last few years, and, finally, by the

absorption in taxes of profits that

would otherwise be available for en-

larging business facilities. The fact

is being brought home that there is a
vast difference between currency and
capital; that inflating currency does
not increase the supply of loanable

capital. It seems to us that this

shortage of capital, which, after all,

is but a synonym for accumulated
wages or savings, is bound to result

in continued high rates, which of it-

self is a restrictive and deflating in-

fluence.

MACHINERY AND THE FARM
LABOR PROBLEM

(Continued from page 11)

some would have you believe. For
the most part these farmers have
either been unsuccessful or else they
have made such a big success of farm-
ing that they can afford to retire, in

which case the farm will be rented to

a good tenant. In the former case,

some neighboring farmer will either

purchase or lease the abandoned farm
and in so doing will have need for

labor-saving equipment, sucTi as a

tractor, small thresher, etc., that he
wouldn't require, perhaps, to operate

his smaller former acreage holdings.

Instead of a calamity, the abandon-
ment of small farms in many instan-

ces should be regarded as a blessing,

both for the farmer, the implement
dealer and the country at large. Small
unit production can never be placed on
the same economic production as large

units for in the latter case equipment
can be kept busy, working at maxi-
mum capacity. Bigger fields will re-

sult in a fuller utilization of labor and
equipment and will bring about needs

for larger farm machines—and the

larger the machines, the greater the

labor-saving value. For instance, no
tractor would prove a paying invest-

ment in the small, checker-board
fields of many of the farms in East-

ern Canada, enclosed as they are by
land-wasting, weed-breeding rail fen-

ces of the snake or zig-zag variety.

A tractor would spent most of its

time turning around in the corners

instead of increasing agricultural pro-

duction. But remove a few of these

fences, combine several fields into

one, and with tractor equipment the

farmer could farm a bigger acreage,

utilizing every foot of land, and do it

at a smaller cost and with less labor

than he is at present. And in the

same way production, efficiency and
economy can be effected by combining
one or more small farms, putting the

resulting larger farm on a business

efficiency basis instead of the hap-
hazard .dabbling in agriculture that

characterizes so many of our small

farms. It's just like operating a big

city industrial enterprise—-the bigger

the business, the smaller the overhead
expense on the pro rata volume.

The implement dealer has a very de-

finite place in bringing system and
order out of near-chaos in localities

where such conditions exist. If he
will analyze the needs of the farmer
who corflplains of a labor shortage, he

can, no doubt, discover ways and
means of helping that farmer by sup-

plying him with labor-saving, produc-
tion-increasing equipment. The world
must have food and if sufficient farm
labor cannot be found to produce it,

then machinery must more and more
tak£ the place of labor.
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Business Better Than Usual—
That's the slogan for 1920-21—adopted by all representatives of

"HEXALL"
Trade Mark Reg. U. S. Pat. Office

Socket Wrenches
'X'HERE will be no break in the demand for "HEXALL" SocketA Wrenches. You can bank on that! In fact, all indications point to a
continued, logical, healthy increase.

It's your game as well as ours! Do not be misled by the bleatings of calam-
ity-howlers. Business is better than' usual. Do your part!
Be prepared with complete lines of the best socket wrenches in the world—
"HEXALL"—the name universally known and asked for—socket wrenches
so dependable that this guarantee goes with every one — a challenge to
makers and users alike :

—

"Break any Sedgley Wrench and We
Repair it~No Charge*'

Handles are drop-forged; sockets made from bar steel on automatic
machines; broached and case-hardened. Brute strength, unfailing in
dependability.

There are seven sets—a "HEXALL" for every need!
Let's continue to talk big business for 1920-21

!

R. F. SEDGLEY, Inc. Est. 1397

Also Makers of "BABY" Hammerless Revolvers
2311-13-15 North 16th St., Philadelphia, Pa.

Canadian Distributors: Lamontagne, Limited, Montreal, Canada.
Sole Agent: Harold F. Watson Co., 208 Coristine Bldg., Montreal, Canada.

'HEXALL" Ratchet Socket Wrench
No. 1—16 Pes.

'HEXALL" Ratchet Socket Wrench
No. 2—11 Pes.

'HEXALL" Socket Wrench No. 5—
8 Pes.

"'" "" "I" I Ill"" "iii'i'i^i I'lii'iiiii'iiiinn inminiinniiiiiii I liimmiiiiiiin i iiiiiiiiiiiiiiiiiiiiiiiii iiiiiiiininiiniim
, ,ini iii,iii,i,i,|i

Unprecedented Demand for Automotiv
A De Luxe Combination

Streamline Hood and
Radiator Mask

'"""'lllll^l'l'lllllllllllllilllllllllllllllllll^lllllll llllllllilllllllllllllllllllllll^

e Equipment

Adds wonderfully to the appear-
ance, value and efficiency of any
1912 to 1916 Ford.
The patented De Luxe Streamline
Hood and Radiator Mask is the
most distinctive and exclusive out-
fit for Ford cars on the market.
The front of radiator section is
nicely pressed or rounded out,
both top, sides and bottom.
The hood is perfectly plain on
top, the sides being rather low,
leaving the perfect streamline from
dash to front of radiator. Suf-
ficient louvers are made for ven-
tilation

No. 6422 — Price, for 1911-
1914 Fords with flat dash. $17.00

No. 6423 — Price, for 1915-
1916 Fords with cowl dash 17.00

The Automobile Industry is now regarded as -the second
largest on the continent. Therefore, dealers are optimistic
regarding the future sales of Automotive Equipment.
They report an unprecedented demand for Equipment and
Supplies,. especially of articles that cater to the welfare of
car owners, by adding to the beauty of their cars, or to
the comfort and convenience of automobiling.

The HYSLOP Line
ensures the dealer unlimited business possibilities This
Ime has won the approval of the great bulk of Canadian
car owiiers, because every item placed on the market
represents Quality and Utmost Value m Servicp. Any
dealer who keeps a well balanced Hyslop Line is sure to
capture the business in his territory, besides receiving
handsome profits and making permanent customers. Sell
the Hyslop Line exclusively.

Exhibition Message to Dealers :

iulldW '^A,i?,t^9«S%"^«'^"P ^r^^ ^" the Automobile Accessorycuimmg, August 28th to September 11th, 1920.

Your visit to the Toronto Exhibition will be incomplete unless vou

ZV:it datrL^M-'^"^-^^^."
wiuTeThe latest ^nd

tX^i^S-S-ttoSvL^lquipS.'^ '^'^

Our salesmen will be on hand to conduct you through our premises

and Ihe S liS.'T -^""^ ^^^^"^^ the "magnitudf\rourXcks
eqipSent^';^*1^pp'i;L.'""^ -'^-^

HYSLOP BROTHERS LIMITED,

Adamson Foot
Accelerator

for Fords

A Practical Device, giving
the operator complete con-
trol of the throttle with
the foot. It operates entirely
independent of the hand throttle.
Same as that regularly used on
all other cars and is of equal
convenience to the Ford driver.
No fitting or altering whatever
is necessary, so simple anyone
can install it.

No. 6447—Price. .$2.00

SHUTER AND VICTORIA
STREETS Toronto, Ontario OPPOSITE

MASSEY HALL
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MALLEABLE
CASTINGS

for

TRACTORS

The Pratt & Letchworth
Co., Limited

General Sales Office:

Transportation Building
Montreal

Best for Threshing,
Hulling and
Cleaning

Little Red or Common Clover Seed

Bic English or Mammoth Clover Seed

Alsike Clover Seed

Sweet Clover Seed

NEWS OF THE TRADE
FOR THE TRADE

BiRDSELL Clover Hullers

ONTARIO
TORONTO.—Manson Motors, Limit-

ed, has been incorporated with a capital

stock of $1,500,000.

TORONTO.—The East Washing
Machine Company has been incorpor-

ated with a capitalization of $400,000.

ST. CATHARINES.—Reece McKin-
ley, pioneer wheel and spoke manu-
facturer, died recently aged 90 years.

YARKER.—A. W. Benjamin, head
of the Benjamin Wheel Co., died re-

cently.

HAMILTON.—The employees and
staff of the International Harvester
Company held their annual picnic re-

cently at Wabasso.

PEORIA.—The Hart Grain Weigher
Company has applied for permission
to increase its capital stock from
$350,000 to $1,100,000.

FERGUS.—Beatty Bros. Limited,
have issued their new B. T. Barn
Book which contains information on
barn plans and equipment.

MIDLAND.—Incorporation is an-
nounced of the Glen Transportation
Company, Limited, with a capitaliza-

tion of $500,000.

PETROLIA.—Orton Motor Com-
pany, Limited, is a new concern in-

corporated recently with a capitaliza-

tion of $500,000.

HAMILTON.—The Beaver Motor
Truck Corporation Limited, has been
incorporated with a capitalization of

$1,000,000.

ST. CATHARINES. — The St.

Catharines Automobile Club is putting
on a membership campaign and arrang-
ing to hold club runs to other cities.

PETERBORO.—J. G. Campazzie has
resigned from the De Laval Company
to become general sales manager of a

Boston company engaged in manufac-
turing automobile parts.

NEW HAMBURG. — Simpson
Meoner, who was for many years en-

gaged in the manufacturing of agricul-

tural implements, died recently at 71

years of age.

OTTAWA.—A return in the Com-
mons shows the following importation
of automobiles in 1918 and 1919: (1918)
16,848, $15,022,400; (1919) 7,762,

$6,769,179.

MORRISBURG.—Harback & Barr,

who were established this spring, are

doing a good business in vulcanizing

and general reoairs. Their garage is

50x50 feet.

BEAVERTON.—Jeaston Badgerow,
who for many years conducted an im-

plement business in Beaverton and re-

tired in 1907 to live in Toronto, died

at his Toronto home on July 14.

GALT.—As the result of an explosion

of a gasoline torch at Scriver's Garage
recently. Master Cecil Scriver, son of

the proprietor, and W. Laveny, an em-
ployee of the garage, are in the hospital

suffering from severe burns.

TORONTO.—The incorporation is

announced of the Cornfield Wheel Com-
pany, with an authorized capital of

$750,000. The ;iew concern will manu-
facture and deal in motor and motor
truck wheels.

NORTH BAY.—The name of the

Nipissing Motor League has been
changed to that of Northern Ontario

Motor League. Thomas Wallace is

president, E. W. Ross vice-president

and T. Noble is secretary-treasurer.

TORONTO.—A branch office has
been opened by the Elgin Gas Motor
Company, manufacturers of the
"Hafa-Hors" engine, and is in charge
of Ike Woods from the Winnipeg
branch.

HAMILTON. — The International
Harvester Company, Hamilton, has in
the Harvester Athletic Association a
sporting organization of considerable
importance. It has participated in
Hamilton sport with much success.

KITCHENER.—Chief of Police
O'Neil announced recently that, in ac-
cordance with an amendment to the
traffic by-law by the City Council,
parking cars along King street, the.

city's principal thoroughfare, would
not be allowed.

WELLAND.—The Plymouth Cord-
age Co., of North Plymouth, Mass., and
AVelland are presenting a film story of
their product from the cultivation of
sisal hemp to the finished rope and
binder twine.

FORT WILLIAM.—About 500 men,
including members and non-members
of the Twin Port Motor Club, at the
instigation of the club agreed to help
in one afternoon to improve a four
mile stretch of road, leading to one of
the best bathing beaches, which was in
poor condition.

WESTON. — The Willys-Overland
Motor Co. has purchased the buildings
and four and a half acre site of the
Roman Stone Company of Weston. It
is understood the buildings, which con-
tain 40,000 square feet, will be occu-
pied by the Moline Plow Co., which is

establishing a branch in Canada.

WESTON.—A new automobile com-
pany is being floated and the manufac-
turing plant will be situated in Weston
district. The new company, it is un-
derstood, will manufacture its own car
and will not be a subsidiary of an
American concern. Weston people are
being asked to buy stock.

FALKENBURG.—E. C. Hagerman,
a salesman far the Goodyear Tire and
Rubber Co., Toronto, was killed on
July 27 when .in automobile in which
he was riding was struck by a train at
Moore's Crossing, near Falkenburg.
He was a native of Oakville and serv-
ed in the British Navy during the war.

BROCKVILLE.—The shareholders
of Canada Foundries and Forgings
met in a special meeting recently to
act upon a by-law by the directors
authorizing the purchase of the busi-
ness undertaking of the Mann Axe and
Tool Company of St. Stephen, N. B.,

and the sale thereof to the Mann Axe
Company Limited, of the same place.

OTTAWA.—Ov July 26 Keith
Dwyer of Ottawa was sent to Guelph
Prison B'arm by Magistrate Askwith
for a term of not less than one or
more than two years for theft of his
father's automobile. Dwyer took the
automobile without permission on a
joyride and wrecked it on Aylmer road.
His father laid the charge against
him. Dwyer is considered incorrigible.

Oshawa. — The General Motors
Corporation has presented to the town
through Mayor Stacey two cheques,
one for $3,000 and the other for $6,000
and the deed for a 65-acre farm situat-
ed on the lake shore. The farm has to
be converted into a park and the $3,000
to be used in initial improvements. The
$6,000 is for the procuring and equip-
ping of a park and play ground in the
Southeast ward.

THREE SIZES FOR CANADA
Power Requited

No. 2 Cylinders 27" X 32", Capacity 3 to 5 bushels per hour, 6 to 8 H. P.

No. I Cylihders 30" x 36". Capacity 5 to 7 bushels per hour. 8 to 10 H. P.

No. 8 Cylinders 40" x 52". Capacity 7 to 10 bushels per hour, 10 to 12 H. P

WE HAVE A SIZE TO SUIT EVERY NEED

ANN ARBOR HAY PRESSES
If in the market for a Hay Baler we can

furnish in any size to meet your requirements.

Write us or call and see us while in the city.

Birdsell Manufacturing Co.
Foot of George Street

Toronto, Canada
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FILLER CAP

Sectional View of
Case Air Washer

Note that the air is
drawn downward
throueh the water,
passing through a
fine submerged screen,
which breaks up the
bubbles ; then upward
through the water,
washing out every
particle of dusL

SCREEN

WATER LEVEL

GAUGE

FLOAT

AIR INLET

00 NOT ALLOW SEDIMENT
ABOVE MIDDLE OF PIPE

The glass jar illustrated,
approximately 34 gallon ca-
pacity, shows sediment re-
moved from Case Air Washer
after a 5 hour run.

Look for the
EAGLE

Our Trade Mark

To avoid confusion, the
J. I. CASE THRESH-
ING MACHINE COM-
PANY desires to haveit
known that it isnotnow
and never has been in-
terested in. or in any
way connected or affili-
ated with the J. I. Case
Plow Works, or the
Wallis Tractor Com-
pany, or the J. I. Case
Plow Works Co.

DRAIN PLUG

Case 10-18 Kerosene Tractor

Case 15-27 Kerosene Tractor

The Case Air Washer
The "Dust-mask" That Protects

Case Kerosene Tractors
T^UST and grit are just as surely fatal to tractor cylinders

and pistons as is poison gas to human lungs. Workingm dusty fields, the unprotected tractor sucks in sand and grit
which passes through the carburetor and into the cylinders.
The result is scoring of cylinder walls and piston rings,
causing loss of compression and power.

The Case Air Washer, shown in sectional view above,
prevents dust or grit entering the cylinders of Case Kerosene
Tractors. All air drawn into the motor by the suction of the
pistons must pass through water and through a screen
submerged m water. This removes every particle of dust and
grit. It also moistens the air, thus increasing the efficiency
of the motor.

The half-gallon jar illustrated above, shows the dust and
grit collected by a Case Air Washer during a five hour run
ot a Case Kerosene Tractor in a dusty field. Just imagine
the damage possible from working this grit through a tractor
motor in five hours; then multiply that damage by every
halt-day the tractor works, and you will understand one of
the many points of superiority of Case Kerosene Tractors.
Write tor catalog showing their other advantages.

J. I. CASE THRESHING MACHINE CO., Inc.
Dept. 0-8, 345-9 Dufferin St., Toronto, Ont.

Making Superior Farm Machinery Since 1842

Case 22-40 Kerosene Tractor bade MAHKS REa U.S pat OfT.

'

KEROSENE^ TRACTORS
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AUTOMOTIVE-EQUIPMENT

AUTOMOBILE
SPRINGS

The Guelph Spring and
Axle Co.

Guelph, - Ontario

Manufacture

AVTO SPRINGS
ALL KINDS
HIGHEST QUALITY

return
make

SAYiS THE MASTER MBOH-
ANIC: The Greb Automatic Grip
Puller is a One-ftlan Puller —
Quick-acting, strong and simple
in the extreme. May be locked in

any desired x>ositioii. A combina-
tion of two or three arms. Heavy
Duty Size capacity 1" to 18"—
Junior Size Capacity 1" to 7".

Two sets of jaws furnished with
each size.

TEN DATS' TRIAL. — If your
dealer or jobber does not have
them we will send you one. T17
it ten days. If not satisfactory,

to us and we will refimd your money. We also

the GBEB RBI TOOL.
THE GREB COMPANY, 319 State St., BOSTON

"What time next train go to Wash-
ington?" a travelling Chinese asked
the railroad information clerk.

"Two-two," replied the official.

"You no undei'&tandee," insisted the
Celestial. "I know the train go too-

too. I no ask how he go; I ask when
he go!"

—

World Outlook.

Small Girl (to her little brother)—
"Why can't yer enjoy yerself? Yer've
seen two fights an' a naccident, an'
been trod on by a Y. C. Yer wouldn't
'ave 'ad treats like them if the Ger-
mans 'ad won. Ungrateful little

monkey."—London Tid-Bits.
* * *

"What will you give me for this

horse?"
"A load of hay," replied the farmer.
"What would I want with hay and

no horse to eat it?"
" Well, I'd be willing to lend you the

horse till the hay was all gone."

—

Boston Transcript.
* * *

Want ad. in the Wichita Falls

Times: "For sale—a full-loaded cow,
giving milk, three tons of hay, a lot

of chickens and several stoves."

AT THESE

Humorous Artist: "What's the
matter? It's a good joke, isn't it?"

Editor: "It's a very good joke. The
first time I heard that joke I laugh-
ed till the tears rolled down my bib."

Hint to Speeders.—First Constable—"Did yer git that feller's number?'

Second Constable—"No, he was too
gold-derned fast for me. Thet was a
perty pert-lookin' gal in the back seat,

wasn't it?"

First Constable—"She shure was!"—Hum Bug.

"You'll get run in," said the pedes-
trian to the cyclist, "if you ride with-
out a light."

"You'll get run into," responded the
rider, as he knocked the other down.

"You'll get run in, too," said the
policeman, as he stepped forward and
seized the cyclist.

Just then amther scorcher came
along without a light, so the police-

man was run into, too, and had to run
in two.

—

The Mirror.

Gilfer.—"What's the matter, Sandy?
Aren't you going to play this after-
noon?"

Sandy—"Man, have you not heard?
I've lost ma bnll."

—

Punch.

The Sunday School teacher was il-

lustrating the Text: "Arise and take
the young child and its mother, and
flee into Egypt."
Showing a picture, she asked: "Now

isn't that splendid? Here is the mother,
here is the young child, there's Egypt
in the distance."

One child looked disappointed and
finally said : "Please, teacher, where's
the flea?"

Dibbins—"I hear that your daughter
married a struggling young man."

Jibbins—"Well, yes, he did struggle,
but he couldn't get away."

A Chink by the name of Ching Ling
Fell off of a street car—bing! bing!

—

The con turned his head,
To the passengers said:

"The car's lost a washer"—ding ding!

"We had raisin pie for dinner and
pa got awful mad."

"What's tho matter? Doesn't he
like raisin pie?"

"Yep, but he told ma he'd bought
those raisins for another purpose."

"Is you' husband much of a provider,
Malindy?"
"He jes' ain't nothin' else, ma'am. He

gwine to git some new furniture provid-
in' he gits de money; he gwine to git de
money providin' he go to work; he go
to work providin' de job suits him. I

never see such a providin' man in aii

mah days."—N. D. News.

The highway was dark. The man
felt his way along the wall toward
his wife's room. A dim figure loomed
up in front of him. Thinking it was
the maid, he caught her to him and
kissed her full on the lips. He waited.
His wife's voice broke the silence!

"Oh, Henry," she breathed.
His name was John.
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HARVESTER COMPANY SECURES
NEW SITE

'TPHE International Motor Truck is to

be put as '?oon as possible into
greatly extended production. Harvest-
er Company officials have just secur-
ed a site for the erection of the larg-
est motor truck plant in the world to
provide their truck with manufactur-
ing facilities inore in keeping with
American and world demand.
The site of the new plant, which will

be in addition to Akron Works, is sit-

uated at Fort Wayne, Indiana. The
facilities for International Motor
Truck manufacture and distribution
were investigated of twenty-eight in-
dustrial centres in the United States
before the Fort Wayne site was select-
ed, in order to find the very best base
for International Motor Truck exten-
sion. In a word. Fort Wayne was
selected for its strategic situation with
respect to the delivery of raw materials
from the Company's mining and lum-
ber and steel producing properties
and from available sources of pur-
chase and with respect to the quick
and facile distribution of the finished
product.

"Fort Wayne's position," says Cyrus
McCormick Jr., works manager, "is
favorable geographically and its rail-
roads and their connections are the
most completely supplied with that
special equipment which is needed for
delivering International motor trucks
to the company'^ dealers and distri-
butors the country over and to the 107
International Harvester branch houses
in the United States and Canada.
An arrangement has been made be-
tween the Harvester Company and the
Fort Wayne Chamber of Commerce
for the completion, as the first quota,
of 1,000 new homes for International
Harvester men and their families.
These homes will not be concentrated
in an industrial home centre, but will
be distributed among a number of at-
tractive suburb-,. As a safety meas-
ure, all plans must be approved both
by the company and the Fort Wayne
organization which has the construction
in charge. The homes will be sold to
employees at actual cost plus ten per
cent, on the amount of investment.

"It is a notev/crthy fact that the site
purchased for this great new plan:
comprises 140 acres of land and that
this represents the greatest acreage
for manufacturing purposes of any of
the International Harvester plants on
the American continent, of which thio
will be the 24th, or of the European
plants of the Company, which are seven
in number. Health and comfort
of the workers and ease, efficiency and
perfection of work will be the major
ends involved. The machinery and
equipment will follow the same prin-
ciple and no expense or pains will be
spared to equip the great plant for the
happiest and most satisfied workmen
and for making the best and most
economical motor truck which can be
built."

Plowing time is testing time for

Tractors

When harvesting

operations have
been completed the

farmer enters on a

busy season of

plowing. This is

the season when
farm tractors are

weighed in the bal-

ance, both in the

farmer's mind and
in his fields.

And the big fact

they must prove is,

strength and power
to stand up under
the strain of day-in-

and-day-out opera-

tion on the heaviest

job on the farm.

Dealers handling "Essex" Tractors should reap
a rich harvest now. The farmer is at the height
of his buying power, and he's up against a big
job, and he needs help. "Essex" Tractors already
placed on neighboring farms advertise the fact
that "Essex" develops the power and has the
strength of construction to do economically all

the work claimed for it.

If you are not an "Essex" Dealer ask us to tell you why you should be.

ESSEX TRACTOR CO., LIMITED, Essex, Ontario

The easiest way to re-

move tires from split

rims. Collapses, holds
rim collapsed while
changing and forces
the rim back on tire

again with utmost
ease.

PRICE $6.00
Sold by

Northerfi Electric
Company, Limited

Montreal Ottawa London Regina Edmonton Toronto Winnipeg Calgary Vancouver
K. P. Products Company, Inc., 250 West 54th St., New York City

A 24-Hour Radiator
Repair Service

Why fuss with troublesome
radiator repairs? They can be
more cheaply and effectively
executed by the manufacturer.

Ship any make to our Repair
Department and in 24 hours, or
less, it will be on its way back
to you—freight or express as
you instruct.

We promise you no wait ser-
vice and A No. 1 workmanship.

McCORD MFG. CO.
WALKERVILLE, ONTARIO
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^implicitq

THERE is a Simplicity Engine for

every power purpose on the farm.

No complicated parts to get out of

order. The simple construction means free-

dom from trouble, long life and full power.

Everything in full view. Easy to under-

stand and to adjust.

9 Simplicity Features

Simple Construction— Easy to under-

stand and operate. Free from trouble.

Surplus Power built into every Sim-

plicity Engine.

Hi§h Grade Material used in every

part.

Absolute Safety — All moving parts

guarded.

Smooth Running—Fly wheels are care-

fully turned, trued and balanced.

Built- in-Magneto starts and operates

the engine without batteries.

Oil-Tight Cranio Case and guard pre-

vents throwing and splashing of oil.

Great Economy owing to the simple and

perfect working carburetor.

Fully Guaranteed— Every Simplicity

Engine is backed by strong and liberal

guarantee.

5i2e5—Gasoline, 1 H to 16 H.P. ; kero-

sene, 3 to 16 H.P. ;
stationary, skidded

or portable.

Send for Price List and Catalog

Turner Tractor Sales Co.
WINNIPEG, MAN.

Power Farm Machinery Co.
EDMONTON, ALTA.

Turner Mfg. Co., 441 Lake St., Port Washington, Wis., U.S.A.

Export Department. 44 Whitehall St.. New York, N.Y.

News of the Trade

QUEBEC
QUEBEC—The Canada Motors is

the name of a new garage opened re-

cently. F. J. Bambrooke is manager.

MONTREAL.—The incorporation is

announced of the C. F. N. Gas Engine
Company of Canada with a capitaliza-

tion of $100,000.

MONTREAL.—Dunn's Auto Makers,
Limited, has been incorporated with a
capital stock of $1,000,000, with head-
quarters in Montreal.

ST. .JOHN'S.—Four persons were
injured, one probably fatally, recently,

when an automobile containing five

persons was struck by a freight train
on the St. James street crossing at St.

John's. The occupants were thrown
out and landed some 25 feet away, the

car being badly smashed.

ALBERTA
TOFIELD.—G. Symington, a local

implement dealer, has given up busi-

ness.

LETHBRIDGE. — The fourteenth
annual convention of the Western
Canada Irrigation Association was
held here on .fuly 28, 29, and 30th.

CALGARY.—A Goodyear Truck
Tire Service Station has been establish-

ed in the Irving-McKillop Company's
farage (formerly Webber's Garage),
he most modern equipment in tire ser-

vice has been installed in this, one of
Canada's best garages.

MANITOBA
WINNIPEG.—The Motorcycle police

of Winnipeg are a nifty corps. They
I'.ave practically chased the auto thief

from the city.

PORTAGE LA PRAIRIE.—W. Urn-
bach, western manager of the Waterloo
Manufacturing Company, was married
recently to Miss E. A. Cameron.
BRANDON.—The Townsley Manu-

facturing Co. has registered an appli-

cation for permission to increase its

capital stock from $20,000 to $60,000.

PORTAGE LA PRAIRIE.—An in-

terested visitor to the provincial plow-
ing match was K. N. Forbes, manager
of the Winnipeg branch of the Cana-
dian Fairbanks-Morse Company.
WINNIPEG.—A. C. McRae, im-

plement and automobile dealer, died
recently at the General Hospital, Win-
nipeg. Mr. .McRae was one of the
moving spirits in the establishment of

the exhibition in Winnipeg and was
for years an active member of the
board.

SASKATCHEWAN
WADENA.—O. Newman has pur-

chased the implement business of W.
H. Walker.

SASKATOON.—The incorporation
of the Rodless End Gate Co., with
authorized capital stated to be $200,000,
was recently announced.

REGINA.—H. H. Kohlman, assist-

ant manager of the John Deere Plow
Co., Regina Branch, has been appoint-
ed manager of the same branch.

INDIAN HEAD.—The McKenzie
Thresher Co.. Ltd., is doing a big busi-

ness in all lines. The company is

handling some second hand tractors.

REGINA.—The Provincial Exhibi-
tion was held from July 26 to 31. The
attendance and attractions were bigger
than ever.

REGINA.—W. Harrington, manager
of the Regina office of the Canadian
Oliver Chilled Plow Co. was a visitor

at the head offices of that company
recently.

HUMBOLDT.—Messrs. Kelly Bros,
will erect a new garage and show room
on Livingston street. The building
will be two storeys and constructed of
red brick and will cost in the neighbor-
hood of $25,000.

SASKATOON. — Four American
army planes arrived in Saskatoon on
July 26 after flying from New York
against a 40-raile wind. They averag-
ed 70 miles an hour and covered the
distance in fifteen hours.

BRITISH COLUMBIA
LUMSDEN.—Alexander Bros, have

taken over the garage formerly occu-
pied by T. B. Cook. They keep a
stock of Ford parts and handle all re-
pairs.

NEW WESTMINSTER. — Show
rooms will shortly ibe opened by
Owners Limited, at the corner of
Columbia and Church Streets. They
wilL handle Studiebaker am/d Gray Dort
cars.

VANCOUVER.—The directors of
the Vancouver Automobile Club at a
recent meeting decided to impose an
entrance fee for new members of $5,
starting from June 1st, and to in-
crease the membership fee to $10 per
year instead of $5, as from January
1st, 1921.

THE STORY OF A REMARKABLE
SALESMAN

Continued from page 13

v/ere in Chicago three days ahead of
schedule time.
Something less than six months—

a

record-breaking achievement even
under normal conditions!

This story really doesn't need to
h.ive its moral pointed out. Like the

yellow-labelled almond bar, "it's chock-
full of 'em."
The company is building cars and

selling cars. The car is bringing a
high price—and it's worth it!

Automobiles and tractors are more
than just so much iron and steel.

There's a certain indefinable element
of humanness that they seem to absorb
from the men who make and sell them.
This has a real dollar-and-cents value,
and you don't have to be a sentiment-
alist to recognize it either!
And again, it isn't so much a ques-

tion of geography. Lots of these cars
are being sold two thousand miles
away from the factory. Some of them
are going rig-ht back to the parts
makers' own town!

No, sir! geography doesn't make a
whole lot of difference. If this par-
ticular bird is a fair sample of the or-

ganization, they could build their stuff
way down in the south end of the Fiji
Islands and still attract a Detroit mar-
ket!

It's a tribute that 's paid to the man
who gets things done; gets them done
irrespective of conditions; gets them
done without wasting time looking for
obstacles!

It's easy to find excuses for not
doing a job; it's darn hard to find
reasons.
A peptomist looks for neither!!
If there were no difficulties in the

way of getting things done, lots of us,

Corona and i.iyself included, would be
out of a job. And those who kept
their jobs wouldn't get much satisfac-
tion out of working.

After all, I guess there are plenty
of opportunities for the man who can
meet an emergency by changing the
liability into an asset, by turning the
obstacle into a constructive force.

It's being done, too. Yes, sir! it's

being done every day, and the birds
who are doing it are getting ahead!
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NEW LAND MAP
\ NEW edition of a map of Manitoba,

-' » Saskatchewan and Alberta giving
the number of quarter-sections avail-
able for homestead entry in each town-
ship with the boundaries and offices of
Government land agencies has been is-
sued by the Natural Resources Intelli-
gence Branch of the Department of the
Interior. This new edition clearly in-
dicates all railways, forest reserves,
parks and Indian reserves, also the
land which has been reserved for soldier
settlement purposes. The size of the
map is 24 in. by 36 in. and the scale
35 miles to one inch.
The importance of the new edition

at the present time is apparent to pros-
pective settlers, officials of banks, rail-
way companies and land agencies in
fact everyone interested in the develop-
ment of land in the Western provinces.
A copy of this publication, which is
known as the "Small Land Map of
Manitoba, Saskatchewan and Alberta,"
may be obtained free of charge by ap-
plying to the Superintendent of the
Natural Resources Intelligence Branch
of the Department of the Interior, at
Ottawa.

DEFEAT GOVERNMENT ON LUX-
l RY TAX

'TPHE British Columbia Retail Mer-
chants Association at their conclud-

ing session at New Westminster re-
cently passed resolutions urging that
the luxury tax be collected from the
source of supply, manufacturers and
importers. "Give me a little more
time and we'll defeat the Government
on this luxury tax," declared Dominion
President Banlleia during a lively dis-
cussion.

FARMERS OWN MOST CARS IN
SASKATCHEWAN

ACCORDING to J. Paxton, chief of
* the motor license department,

Regina, 52,500 automobile licenses for
the first six months were issued by the
provincial secretary's department as
against 50,57') issued during the cor-
responding period last year. The total
number issued m 1919 was 54,816.
These figures do not, however, accurate-
ly represent the number of motor ve-
hicles owned in Saskatchewan as the
law requires a new license to be issued
whenever a car already in the province
passes from one owner to another
Only 7,842 of zhe cars licensed by the
branch last year were city owned, as

oooT^L Kegina, 2,629; Saskatoon,
^JZS; Moose Jaw, 1,418; Swift Cur-
rent, 429; Prince Albert, 377; Wey-
burn, 429; North Battleford, 332.

TRACTOR PLOWING COMPETITION
T'HE annual Manitoba Provincial

Plowing Match held at Portage la
Prairie recently was largely attended
and the farmers showed considerable
interest in the tractor plowing events
The following Iractors and outfits led
111 the various classes. All tractors
used kerosene and were operated by
the owners.
Class 5—Bert Craig, driving a Ford-

son, 11-22 h.p. with a 2-furrow Hamil-
;on plow. Score, 81 points.
Class 6.—L. Wishart, driving a

FJeider 10-18 h.p. tractor, with a 2-
:urrow Rock Island plow. Score 84
Joints-

'

9,l^?s 7.—W. J. McCuaig, handling
I Walhs 15-25 h.p. tractor with a 3-
lottom J. I. Case Plow. Score 88
Joints.

Class 8.—J. W. Brydon, operating a
iVaterloo Boy, 12-25 h.p. pulling a 3-
i.rrow John Deere Plow. Score 811/2
oints.

Class 9.—R. A. McDonald, operatingm Imperial 15-30 h.p. tractor, pulling
I 4-furrow Cockshutt plow.

r.'R. TOLMIE ISSUES WARNING
CPEAKING before the Canadian
'•'Club at Regira on July 26, Dr. Tol-
mie, Dominion Minister of Agriculture,
according to a Canadian Press dis-
patch, declared that $500,000,000, or
one-fourth of Canada's national debt,
could be added annually to the wpalth
of the country by adoption of mor(-
intelligent and enterprising methods
oL agriculture.
The one-crop system was doomed,

said Dr. Tolmie, and mixed farming
with stock raising as its basis, was
destined to come into its own. Whih^
the acreage under crop in Canada had
greatly increased during the last de-
cade, there had been a marked falling'
off in the yield per acre.
"The whole tendency has been

downhill," said Dr. Tolmie, "and mor?
intelligence and enterprise on the part
of the farmers would be required to
stay this downward progress."

J KACTORS IN THE WEST
pONSUL-GENERAL, J. L Brittain,

Winnipeg, has published reports
indicating that 53 tractor manufac-
turers through their dealers sold trac-
tors m Western Canada. In Manitoba
Saskatchewan and Alberta there were
sold 8,844 tractors and during the same
period, 104 steam traction engines. At
present there are owned in the three
provinces apnroximately 25,000 trac-
tors; 7,500 were purchased in 1918
and about 5,000 in 1917. It is estimat-
ed, that about 10,000 tractors will be
sold during the year 1920. In 1919
there was invested in tractors about
$14,500,000, and there will be about
$17,500,000 invested in 1920. General-
ly speaking, the tractors sold comprise
five classes. There was sold in 1919
as near as can be ascertained, the fol-
lowing of the various classes: 8 to 16
to 10 to 30 hp., 4,791; 14 to 25 to 16
to 30 hp., 2,011; 11 to 22 to 12 to 25

i'f7'.n\*^° 3^ *° 20 to 40 hp.,
^74 22 to 45 hp. and over, 181; steam
traction engines, 104.
During the year 1919 one firm sold

^''-'''^^'^he^ari and Alberta
over 1,000 tractors.

NEW BURD DEPOT
"THE Dalzell-Beers Co., of Winnipeg,
' have opened a distributing depot
or Burd high compression and Burd
luick seating piston rings. B. E
Jalzell, formerly with the Wood-
/allence Co., of Winnipeg, is in charge,
^hey will open at Regina a distribut-
ng centre for Saskatchewan. A full
tock of rings will be carried suitable
or all makes of autos, trucks and
ractors.

HOLD EXCURSION
'pHE Winnipeg Motor Industries'

Social and Athletic Association re-
cently held their annual basket picnic
at Kenora Park. Sports and dancing
contests were features of the occasion.

WINNIPEG PARKING REGULA-
TIONS

'pHE Winnipeg City Council will pass
judgment soon on new parking re-

gulations for down-town districts ac-
cording to the Winnipeg Telegram,
rhese regulations include time limits
for parking of cars on the main
thoroughfares, and the turning of
boulevards on the streets adjoining
Portage jivenue into parking positions
_

1 he committee of works is consider-
ing taking over all boulevards on
streets adjoining Portage avenue for
a distance of one or two blocks. The
curb stones would be removed and cars
permitted to park nose-in to the edge
01 the sidewalks.

BT SWel Stalls

No steel stall is stronger than the clamps. If theclamps break or slip, the stall is weakened at once
1 he patented one-bolt clamp on BT Stalls is made ofmalleable iron. It will not crack or break. It cannot
shp because a solid 1/2 inch bolt goes right through both

fiSn'^Thlf 1^^^ ^^TP depLd oninction. There is only one bolt to tighten.

Beatty Bros. Limited
Fergus, Ont.
Montreal
Vancouver
London, Ont.

St. John
Winnipeg
Edmonton
London, England

You can sell

anybody who needs
a Feed Grinder
There are nine sizes of 'Tessot"
Feed Grinders—one for every
grinding need—from the 6i/>

inch to the husky 15 inch Mill
Type. No matter what demands
a customer makes on his grinder
if you handle the

'

VESSOT99

Line you are able to give him just
what he needs to get the most effi-
cient service.

Remember "Vessot" Feed Grinders
are the only ones equipped with the
celebrated "Vessot" Grinding
-flates, the cleanest cutting and
most durable plates on the market
Genuine "Vessot" plates bear the
trade-mark "S.V."
Any branch of the International
Harvester Company will supply you
with details of the liberal "Vessot"
Agency Plan.

INVENTED AND MANUFACTURED BY

S. Vessot & Co., Joliette, Quebec
Sold exclusively in Canada by

International Harvester Co. of Canada, Limited
Branches: Calgary Edmonton, Lethbridge, North Battleford, ReginaSaskatoon, Yorkton, Brandon, Winnipeg, London, Hamilton,

Ottawa, Montreal, Quebec, St. John.
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A Money Maker!

THE COW'S ADOPTED CHILD p

Before you accept the agency for any
|

particular milking machine, ask your-
|

self "Which one will it pay me best to |
sell?"

I

The answer, after you've made the
|

most searching investigation, is sure to |
be

"The Macartney Machine Milker" |
THE COW'S ADOPTED CHILD

|

Approved by the most successful dairymen |
and endorsed by the leading agricultural |
colleges, the Macartney Machine Milker is

|
a labor-saver and a money-maker for the

|
farmer or dairyman and a constant source g
of bigger profits for the Macartney agent. - |

Just think—one dealer made $6,000 in five months |
with the Macartney Machine Milker! The agency ^
proposition which made that record possible for him ^
is awaiting you now. And back of you will be a g
campaign of consumer advertising, educating every g
farmer and dairyman in your locality to the advan- g
tages of the Macartney Machine Milker. g

Anyhow it involves no obligation on your part to g
learn all about this proposition. But we advise =
prompt enquiry as territories are being closed up =
everywhere. So—write us to-day. ^

The
I

Macartney Milking Machine
|

Co., Limited |

316 CATHERINE ST. - - OTTAWA |

Dairy and Household
Supplies

MORE HOUSEHOLD DEVICES
NEEDED

A SURVEY was recently under-

taken by an official of the United
States Department of Agriculture cov-

ering thirty-three states and 10,000

farm homes. The facts collected show
that the average farm wife works over

thirteen hours per day in summer and
ten and one half hours in winter.

Vacations are few and only about 13

per cent, enjoy them.
Nor are the conditions under which

the farmers' wives carry on their

daily household and outside toil great-

ly alleviated by labor saving devices.

Nearly two-thirds depend on pumps or

springs for water; only 60 per cent,

have washing machines; but 20 per

cent, have power in the house, although

48 per cent, of the farms reported on

have power in the outbuildings; 79 per

cent, still depend on oil lamps that

must be cleaned daily; 80 per cent, are

without that modern sanitary con-

venience, the bath tub supplied with

running water, and 96 per cent, still

have to make use of the outside closet.

While there has been no survey

carried out in Canada it is safe to say

that the Canadian farm wife is in

much the same position as her Ameri-

can sister. The result of such condi-

tions is that ;n the United States the

women are showing the same reluctance

as the men to staying on the farm and

are migrating to the cities.

"The loss to family and community
by such waste of woman power as the

reports describe," concludes this sug-

gestive survey, "could be prevented by

a reasonable amount of planning and

well-directed investment in modern
equipment. Everywhere we hear of

the economic importance of a contented

rural population. Economists of our

country, seeing the steady migration

cityward, and lecognizing the dearth of

farm labor as a limiting factor in pro-

duction, and connecting this with the

isolation and inconvenience of rural

living conditions, are pointing out that

where these exist it is doubtful business

policy to use increased income to buy

more land with heavy interest charges

against it rather than spend part of

that income in raising the standards of

living so that young people will not go

to the cities in search of attractive

living conditions and amusements."

The implement dealer should take

his cue from this survey and go out

after the household
_
and dairy equip-

ment end of his business.

The machines are needed and need-

ed badly and it only requires .an in-

telligent and persistent sales effort to

place them. There is no question

about the need for such devices as

lighting systenH, water systems, wash-

ing machines, carpet sweepers, cream
separators, milking machines, etc., etc.,

it is purely a question of education.

Educate the farmer to the necessity,

yes the urgent reces.^ity of equipping

his home as well as his farm with the

modern conveniences. The catalogues

and other sales help offered by the

m.anufacturers coupled with personal

letters emphasizing the fact that the

farmer's wife is as much in need of

mechanical help as the farmer himself

and showing where time lost by old

methods is money lost will help greatly

to prepare the way for sales.

was out. I started the fire and was
just putting dinner on the stove to

cook when John came in, expecting to

get his dinner at once, as he wanted
to go to town after dinner to get some
repairs.

I told him dinner was not ready, and
what he said was "aplenty." When he
finished I told him of a few things I

could use to advantage, and one of

them was a power washer. I said that

if he could afford a car, manure
spreader, hay loader and all those

things, I could afford some of the

things I wanted. He said he didn't

know of any of the neighbor women
having those conveniences. That's

generally a man's excuse.

The question was dropped and I

never expected that he would give it

even a thought, but about a week later

iie came home from town with a new
power washer, with wringer attached,

with a small gasoline engine. We had
a wash house 14x20 feet. Into this

he put the washer and engine, connect-

ing them by a line shaft.

The power washer was a decided

sjccess and reduced the hard work of

washing to a minimum. We have since

put running v.'ater, a drain and a

stove to heat the water in the wash
house. This saves unnecessary steps

carrying water. I can now do my
weekly washing in less than two hours,

and it formerly took all day. A power
washer certainly takes the hard work
out of wash day.

The cost of operating is but a few
cents an hour. The engine also runs

the churn, separator, emery wheel

grindstone and a small ripping saw;

therefore the power cost for each unit

is small.

Farmers of to-day are investing in

labor-saving equipment as never be-

fore. The manure spreader, hay load-

er, tractor and numerous inventions

are helping to make the farmer's work
easier. Therefore I thmk the farmer's

wife is entitled to a power washer, not

a luxury, but a necessity. The time

saved in a few months will pay for it.

We find our power washer as efficient

a labor-saving device as we have

on the farm.—L. M. D. in Farm and

Home.

A LATE DINNER, A HUNGRY
P ARMER AND A POWER WASHER

I HAD been busy all forenoon, so busy

in fact, that I forgot about getting

dinner until I noticed John coming

from the field with the team. I left

the old wash house and hurried to the

kitchen. When I got there the fire

EMPIRE IN NEW OFFICE

THE Empire Cream Separator Com-
pany, who moved their executive

offices to New York City pending the

building of a new office home at the

Bloomfield, N.J. plant, are now oc-

cupying the new building, which will

be both the head office and the factory

headquarters as well.

LOCATION OF SILO

AN important consideration in sell-

ing silos is to see that a suitable

location is secured when installing. If

the silo is convenient for filling and

feeding, the farmer is more likely to

be satisfied with his purchase. If the

silo is located outside, a position south

of the farm buildings is to be pre-

pared because of the reduction in freez-

ing danger.

Provision should be made for locat-

ing the filling outfit and for ease in

reaching with the teams hauling the

corn. It is also important that the

silo should be so placed that a chute

can be easily constructed through which

the ensilage can be dropped near the

manger of the cattle. In other words

the whole plan should be so arranged

that the entire operations of filling and

feeding can be carried on with the least

possible inconvenience and expenditure

of labor.
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Do not sign

an ''up-hilV
contract

DE LAVAL
SEPARATORS

ARE EASIER TO SELL
De Laval Cream Separators are easiest and most profitable to sell, for several rea-

sons: First, mechanical superiority—the De Laval is the closest skimmer, is easiest to

turn and to wash, and lasts longest. Second, service rendered — the manufacturers al-

ways render prompt and intelligent service. Third, prestige—the De Laval is the best-

known cream separator in the world; there are more of them in use than all other makes
combined. Fourth, it is constantly advertised in farm papers and by direct-to-the-farm

folders and letters. Fifth, there is a De Laval salesman conveniently located in every
dairy community, ready to help De Laval dealers.

This IS easy

sledding

There is no better time than
right now to send in an appli-
cation for a De Laval contract

THE DE LAVAL COMPANY, Ltd.
MONTREAL PETERBORO WINNIPEG EDMONTON VANCOUVER

50,000 Branches and Local Agencies the World Over
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The Call
for the

O K CANADIAN POTATO DIGGER

this season should find every dealer pre-

pared.

OK CANADIAN DIGGERS have
been solving the digging problems of

the potato growers for the past ten years,

and their record of satisfactory service

stands dominant over all others.

The OK line is a seller. It has been, and
is being, advertised extensively all over

the Dominion, and every year is creat-

ing a bigger demand. .

Our selling proposition and
literature ivill interest all dealers.

Canadian Potato Machinery Co.
59 Stone Road

Gait, Ont.

Makers of the OK Canadian Planters

row and four-row, and the OK-Spra,
Ayhiier Sprayer.

Limited

Diggers, Sprayers, iwo-
and the OK Canadian

Sell

Holton Hood Clips

for Chevrolets

They stop hood rattles

They do away with the
troublesome thumb screw.
They sell at sight. Every
Chevrolet owner is a pros-
pect.

Quickly adjusted without
the use of tools. Engine
hood can be opened and
closed in a second or two.
Holton Hood Clips Never
Slip. A real spring clip.

Your Jobber Stocks Them

Patented and Manufactured by

The Holton Hood Clip Co.
WINDSOR, ONTARIO

IF YOU SHOULD DIE!—
IVTO matter how vigorous your health
^ ' may be, no matter how prosperous
your business mav be, some morning
your friends will wake to the disagree-
able duty of attending your funeral in
the afternoon.

Have you ever stopped to consider
what would happen to you, your
family and your business, if you were
to drop off tonight? If everything is

not in satisfactory shape, the time
to begin putting your affairs in order
is now for the sake of good business
alone.

Are your prepared to die? Not from
a religious, but from a business, stand-
point.

Stop and think a moment just what
would happen in your store tomorrow
if before night you should be assassi-

nated by the bomb of an anarchist or
drop lifeless v/alking along the street.

If your business and family affairs

are complicated, have you protected
your wife and your children by a
will?

Have you a trained assistant in the
shop who knows the details of your
business and has the ability to keep
things going as they are for at least

a few weeks, or until they can be
properly adjusted?

Have you confided any business or,

professional secrets you may have to

your wife, yoar son or a trusted friend,

so that they may continue to exist as an
asset?

Have you safeguarded your credit
so that those who are left will not be
worried and huunded and find it im-
possible to get new supplies?

These are but a few things of the
many questions that will occur to the
business man who will put his affairs

in such condition that they will be
proof against almost anything that can
happen.

—

Merchants' Journal and
Commerce.

UWE TRACTOR DEMONS I'RATION COLUMBUS GETS TRACTOR SHOW
/^OOK BROS., implement dealers of^ Hensall, Ontario, gave a tractor
plowing demonstration on J. P. Row's
farm, Zurich, Ont., recently. The
farmers who witnessed the demonstra-
tion were favorably impressed. Cook
Bros, received a car load of seven
tiactors recorjtly and have sold them
nil but one.

K. Sr S. TIRE AND RUBBER
npHE director,; cf the K. and S. Tire

and Rubber Goods recently declar-
ed a dividend at the rate of 1% per
cent, on preferred stock payable on
July 15 to shareholders of record
June 30. This company some time ago
was incorporated to take over the K.
and S. Canadian Tire and Rubber
Company. Thei-e has been a steadily
growing demand for this company's
products.

roCKSHUTT TO ERECT NEW
WAREHOUSE

'pHE Cockshutt Plow Co., Ltd., who
for the past four years have had

their offices over the C. N. R. Tele-
graph office in Edmonton, are erecting
a two-.storey brick building with a full
concrete basement on 9,909,102 A. on
Rice street, opposite the city market
stiuare. The building will be fifty feet
wide and eighty-five feet long. The
main floor will be used as a display
room, while the second floor will be
used entirely for offices, from whicn
all of the company's work for central
and northern Alberta will be directed.
Manager Fred Pickles says that busi-
ness in the niachine line this year is

better than ever, and tl;:.i, twe prospects
for the future are bctver than at any
time during the five years that the
company have their offices lo-
cated here. With a display room in the
centre of the "ity he expects that they
will be able to more efficiently handle
the local trade.

WILL CONDUCT "SAFETY SCHOOL"
TpHE Ontario Safety League will

conduct a "School of Safety In-
struction," for persons employed in in-
dustries in Toronto. The classes will
meet fortnightly and from twelve to
fifteen lectures will be given by ex-
perts on each subject up for considera-
tion. The lectures will cover such
subjects as: Design and Construction
of Safeguards; What the Foreman
Can do to Pi-omote Safety; Electrical
Hazards; First Aid; Eye Protection;
Plant Sanitation, and so on.

BEATTY BROS. EXTEND FAC-
TORIES

TN addition to large extensions to their

factories in London, Ont., Beatty
Bros. Limited, manufacturers of
stable equipment, churns, washers,
ladders, etc., are making extensive ad-
ditions and improvements to their fac-
tories in Fergus, Ont. The installa-
tion of the Sidman Patent Dry Kiln,
for drying green lumber in from eight
to ten days, is now complete.
Large additions to their stable equip-

ment factory in Fergus are now near-
ing completion. By August 1st, they
hope to have an additional floor space
of nearly three acres at their main
Fergus factory alone. The additions
are being built with pressed brick
fronts, steel sash and prism glass.

The extra space is necessary to

handle the greatly increased demand for
the company's products. Some idea of
the expansion may be gathered from
the fact that the new shipping room
alone will measure 144 ft. by 144 ft.

WILL DISCUSS FARM LABOR
THE Hyatt Roller Bearing Company

announces that the next five or

six issues of their publication, "The
Tractor Tract." will be devoted to a
discussion of the farm labor problem.
Much data has been collected

through their close contact with the
field. The subject will be treated
from a constructive viewpoint and con-
crete suggestions will be submitted.

T^HE Sixth Annual Tractor Show,
which will be held at Columbus,

Ohio, February 7th to 12th inclusive,
in the permanent brick buildings at the
Ohio State Fair Grounds, will be an
educational and service rather than a
sales, show, and the arrangement and
design of exhibits as well as the
supplemental educational program are
being planned with the idea of selling

the farmers of the Central and East-
ern States the general idea of power
farming, upon as nearly as possible
the right basis.

With this idea in view companies
that have not proved their product and
are not fully organized for production,

• sales and service will not be admitted as
exhibitors. The farmers of the terri-

tory will be pv( tected, so far as is pos-
sible by the show management, from
exploitation by individuals and com-
panies who aro interested only in ob-
taining the farmers' money and who
have no interest in what they ge't ini
return.
An educational program is being,

worked out and the best agricultural
authorities in tlie country will be call-

ed in to assist in putting on this pro-
gram. The show management feels
that the honest, auchoritative state-
ments of these men will go far to
counteract the careless, misinformed
statements which too frequently have
been made by men whose only object
has been to make sales.

At this show all the latest, worth-
while developments in the power farm
equipment line will be shown. All the
space in the eight brick buildings, in-

cluding the Coliseum, will be used for
exhibit and lecture purposes. These
buildings lend themselves readily to

pleasins: decorative effects and are
easily lighted and ventilated. Special
heating equipment will be installed and
fuel oil will be used for fuel instead
cf coal or gas. The show management
guarantees not only an attractive and
pleasing show but one that will be
comfortable in the coldest weather.

Every effort is being made that this

show shall have an especial appeal to

the farmer and be of real value to him.
The primary object is to interest the
farmer in the usv"" of power on the farm
and to do this intelligently and con-
servatively.

NEW CREAM SEPARATOR
ACCORDING to the U. S. Vice-1

Consul of Stockholm a Swedish
company has been organized to manu-
facture an improved and cheaper cream
separator. The inventor is E. G.

Salenim. In the bowl is a corrugated
block of porous pottery, in the centre
of which is a conductor pipe through
v/hich air is blown. The milk is blown
into a froth, the cream forming in

drops on top of the skirfi milk. There
are two openings at the upper part of'

the bowl, the higher one for cream,
the lower one for skim milk. It is

said that the capital btock of the com-
pany will be not less than $2,044,000

and that American caoital is interested.

COCKSHUTT EXPANDS
THE Adams Wagon Company, Limit-

ed, of Brantford, a subsidiary of

the Cockshutt Plow Company, Limited,

Brantford, Ontario, have secured the

plant of the Petrolia Wagon Works,
Petrolia, Ontario, and are fitting it up.

especially for the manufacture of-

sleighs and trucks. The plant is no
in operation and will be working to'

capacity in a month's time. The pres?

ent plant of the Adams Wagon Com-
pany at Brantford was not equal to the

demand for its products and this new
arrangement will enable the Brantford
plant to devote its capacity to the pro-

duction of farm wagons, dump wagons,
drays, etc.

Contract has been let for an import-^,

ant addition io the plant of the Cock-
shutt Plow Company, Limited, Brantt
ford, Ontario. An extension 200 ft.'

by 70 ft. is to be built to their forge

department immediately and will give'

them additional capacity in this de->

partment, the necessity for which has

been felt for some time.
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A TRACTOR THAT WALKS LIKE
A HORSE

ANEW type of tractor that has re-

cently been developed has a series

of legs and walks like a horse. The
machine is of the six-cylinder type but
has no clutch. Ther*. are four crank-
shafts, each having a set of four legs,

giving the tractor sixteen legs on
which it walks. In addition there are
four wheels automatically operated by
the tractor engine, so that they can be
lowered to the roadbed, thus convert-
ing the machine into a motor truck.
The feet are shod to conform to the

ground conditions. A sharp chisel foot
may be used to penetrate the soil to any
desired depth, breaking up the plow-
pan and cupping it, allowing the mois-
ture to settle into the cuppings, thus
making it possible to produce larger
crops; or a foot like that of a horse
may be used on hard ground and In
mowing grass or harvesting grain, or a
foot may be used which is especially
designed for soft, muddy ground.
The walking or propelling legs may

be used to break up or puncture the
subsoil to a greater or less degree, ac-
cording to the work performed and the
nature of the crop, or may be adjusted
to take care of the proper pitch or
working angles to suit different soil

conditions, or adapted to side-hill work.
When the propelling legs are used for

puncturing or breaking up the subsoil
it aerates and fertilizes the subsoil and
forms moisture-holding or retaining
pockets, enabling a full crop of vegeta-
tion to be obtained with a greatly re-
duced rainfall.

When the machine is being used as a
truck the propelling legs are raised
clear from obstructions; but when it

is found necessary to obtain great trac-
tion, these legs jnay be easily lowered
and used in conjunction with the
wheels, thus giving the machine a
great advantage on muddy roads or in
climbing hills. The machine will plow,
seed, cultivate, harrow, mow and har-
vest, rake, furnish power for other
machinery as a tractor and power plant
and will also act as a truck for road
work and heavy hauling. — Scientific
American.

WANTS CANADIAN AND AMERI-
CAN TRACTORS

ACCORDING to a United States
Commerce Report Britain is a

greedy market for American motor
tractors and automobiles. In the Leeds
district the trade demand was phen-
omenal in 1919. The report says:

Prices during the year had a rising
tendency, owing to increased cost of
freight, labor, insurance, and the rate
of exchange. At the end of 1919 the
prices asked for American motor ve-
hicles in Yorkshire had increased from
15 to 20 per cer.t. as compared with
the early part of the year, and those
asked at the beginning of 1920 are
at least 100 per cent, higher than the
pre-war prices. The price of petrol
also increased during 1919 and is now
3s. 6d. (85 cents) a gallon; the cost of
lubricating oils also increased consid-
erably. Prospects in 1920 for trade
in American cars are excellent, as de-
liveries are rapidly improving.

INJECTOR COMPANY CHANGES
HANDS

qpHE A. J. Wood Mfg. Co., of Grand
Rapids, Mich., has been purchased

by the Bennett Injector Company, of
Muskegon, Michigan. For the past
few years the A. J. Wood Mfg. Co., has
been manufacturing the Wood grease
injector.

Thomas B. Bennett, formerly of the
Koelbel-Bennett Auto Supply Com-
pany, Muskegon, is president and
general manager.

KOHLEK EXPANDS
'pHE Kohler Co., Kohler, Wis., manu-

facturers of motor-generator units
for farm lighting and power plants,
will erect a brick and steeel addition.
105x300 feet, to furnish additiona/
factory space for the manufacture of
their products.

FARM IMPLEMENTS
THAT SELL THEMSELVES

No matter in what district you live, Massey-
Harris Implements are known to every
farmer. They need no introduction. They
are known for their dependable quality,

sterling worth, and soundness of construc-
tion. Their good qualities have won the
confidence and goodwill of all who use them.

The year round they make it easy to win a
livelihood from the soil. Plowing, seeding,
mowing, reaping, harvesting and marketing
are done with complete satisfaction by means
of Massey-Harris Implements.

When a man needs a new machine, past
experience with Massey-Harris Implements
will guide him to choose another of the same
line. Every Massey-Harris machine in use
helps to sell another bearing the same name.

Address all applications for representation
in vacant territories to the manager of the
branch nearest you.

MAISSEY-HARRIS CO., LIMITED
Head Office Toronto, Ont.

Branches at: Montreal Moncton Winnipeg Regina Saskatoon
Swift Current Yorkton Calgary Edmonton

Good Position Open
One of Canada's largest and
most aggressive manufacturing
organizations desires to engage
a representative between the
ages of twenty-eight to thirty-
five to extend present connec-
tions in special lines for the
automotive industry; to intro-
duce and devlop special lines
offering sufficient volume to
justify mass production. Me-
chanical ability desirable but
not imperative. The opportuni-
ties are unlimited for one with
the necessary executive ability
and initiative. Apply with full
particulars of age, experience,
and salary required to Box 100,
Motor, Tractor and Implement
Journal, 143 University Ave..
Toronto, Ontario.

WE GIVE

"Quality and Service"
IN

TRACTOR and TRUCK
STEEL CASTINGS

Joliette Castings & Forgings Limited
Head Office :

Transportation Bldg., Montreal
Works

:

Joliette, Que.
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VETERAN
MOTOR TRUCKS

Built in Canada

The

Best

Truck,

Bay

In

Canada

1 0-day

A truck built in the States with essentials similar to

those used in the Veteran will cost you from

$1000.00 to $1200.00 more.

A Line to the Factory or Our Distributors Will Bring You Full Details.

Distributors for Western Ontario, Manitoba, Saskatchewan, Alberta and British Columbia.

Commercial Cars Limited, Toronto, London, Winnipeg, Vancouver.

EASTERN CANADA MOTOR TRUCK CO.
Limited

HULL, - QUEBEC
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ANNOUNCING THE

SAM

WHAT THE SAMSON DOES
DRAW BAR
—will pull a two or three bottom plow.
—^will pull a tandem disc harrow

—will pull two 20-ft. spike-tooth harrows.

—will pull two four-horse grain drills.

—wiU pull two 7 ft. binders

—will pull large road grader or do any other heavg-dufa^

draw-bar job.

BELT POWER
•—will handle any heavy-du^ belt-power job.

—will run a 22 to 24 inch grain separator

—will run a 4 to 6 hole corn sheller.

POWER FARMING WITH THE
SAMSON

The Samson Tractor is a prodiKrt of" General Motors,

makers oFsuch well known cars as the McLaughlin,

Cadillac, Chevrolet, Oidsmobile, G. M. C. Trucks, etc

The Samson is the last word in modem down-to-the-

minute Tractor construction—^a close coupled power unit

Gom radiator to rear wheels.

The Samson will take the place of a bam fuD of horses.

It has no lost motion for it is built and lubricated like a
high-priced automobile. The even disiribution of weight,

compact unit design, and low center of gravity give the
—will run a heavy buzz saw, Samson great stability, making it hug the ground and pre-

will run a heavy-dutp grinder or ensilage cutter up to 14" venting all danger of rearing.up and tipping over.—will run a centri£xgal water pump for irrigation purposes. _ „
—will handle stone crusher or large concrete mixer

Samson Model «M" is the one tractor you should

—will handle large hay balers, and, in feet will do any
^^^""^ ^"^ ^ Tractor of ang make or kind,

belt-power job requiring st^dy, reliable power within The Samson line includes Tractors, Farm Implements,
the range of the machme fiom morning tiU night. Motor Trucks and every device for power farming.

The Samson Model "M" will be at the Toronto Exhibition.
WrUe for LUerature. Liot Dealers write or wire for open territory

The Samson Tractor Co. of Canada, Limited
Subsidiary of General motors of Canada, limited

OSHAWA, CANADA



This directory wiU help you with your buying and your planning. The advertisers Ksted her« are thoroughly reliable and leaders in'
their respective fields. They are looking for live, wide-awake representatives. Study their advertisements carefully because they contain
valuable information which will dovetail with your plans. We are glad to go to the trouble of arranging this list—to make it easy
for you to select new lines. If it so happens that what you want ia not here, write us, and we will tell you where to get it.

ACCESSORIES
Advance Machine & Welding Co., Mont-

real.

Champion Spark Plug Co., Windsor
Ont.

Guelph Spring & Axle Co., Guelph.
Holton Hood Clip Co., Windsor, Ont.
Northern Electric Co., Ltd., Montreal.
The Goodyear Tire & Rubber Co. of
Canada, Ltd., Toronto.

Apollo Plug Mfg. Co., Birmingham, Eng.
R. F. Sedgeley, Inc., Philadelphia, Pa.
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

McCord Mfg. Co., Walkervill*, Ont.
Kinzinger Bruce Co., Niagara Falls, O
The Greb Co., Boston.
Aikenhead Hardware Co., Toronto.
Hyslop Bros., Toronto.
K. P. Products Co., 250 West 54th St.,
New York City.

Perfex Radiator Co., Racine, Wis.

AUTOMOBILE BUMPERS
Kinzinger, Bruce & Co., Ltd., Niagara

Falls, Ont.

AUTOMOBILE CHAINS
AUTOMOBILE JACKS

Kinzinger, Bruce & Co., Ltd., Niagara
Falls, Ont.

Can. Fairbanks-Mouse Co., Ltd., Mont-
real.

BARN EQUIPMENT
Beatty Bros., Ltd., Fergus, Ont.

BEAN MACHINERY
John Deere Mfg. Co., Welland, Onf

BEET MACHINERY
International Harvester Co., of Can

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont

BINDERS
'^^4 * Co., Ltd., Smiths

Falls, Ont.
International Harvester Co., of Can

Ltd., Hamilton, Ont.
*'

Massey-Harris Co., Toronto.
BELTING
BATTERIES

Can. Faii-banks-Morse Co., Ltd., Mont-
real.

CARRIAGES
Cockshutt Plow Co., Brantford, Ont

CREAM SEPARATORS
De Laval Co., Ltd., Peterboro, Ont
International Harvester Co., of Can

Ltd., Hamilton. Ont.
''

R. A. Lister Co. (Canada), Ltd., Toronto
CEMENT MIXERS

Can. Fairbanks-Morse Co., Ltd., Mont-
real.

CASTINGS
Joliette Castings & Forgings Ltd

Montreal and Joliette, Que.
CORN HARVESTERS

Cockshutt Plow Co., Brantford, Ont
International Harvester Co., of Can

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

CORN MACHINERY
Inteimational Harvester Co., of Can

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.

CULTIVATORS
Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto

* Co., Ltd., Smiths
Palls, Ont.

International Harvester Co., of Can
Ltd., Hamilton, Ont.

CUTTERS
Butterfield & Co., Inc., Rock Island, Q

DAIRY SUPPLIES
International Harvester Co., of Can

Ltd., Hamilton, Ont.
R. A. Lister Co. (Canada), Ltd., Toro:ito
DeLayal Dairy Supply Co., Peterboro.
Swedish Separator Co., Montreal, Que

DIES
Butterfield & Co., Inc., Rock Island, Q.

DISCS
Massey-Harris Co., Toronto.

DITCHING MACHINES
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

DRILLS
Massey-Harris Co., Toronto.

DRILLS, TWIST
Butterfield & Co., Inc., Rock Island, Q.

DRILLS, GRAIN
Cockshutt Plow Co., Brantford, Ont.
InteTnational Harvester Co.j of Can

,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

ELECTRICAL EQUIPMENT
Westco Pump Ltd., Toronto.

ENGINES
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

Gilson Mfg. Co., Ltd., Guelph, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
Massey-Harris Co., Toronto.
R. A. Lister Co. (Canada), Ltd., Toronto
Renfrew Mchy. Co., Renfrew, Ont.
The Turner Mfg. Co., Port Washing-

ton, Wis.

ENSILAGE CUTTERS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

Gilson Mfg. Co., Guelph, Ont.
International Harvester Co., of Can

Ltd., Hamilton, Ont.
Massey-Harris Co.. Toronto.

FEEDERS
John Deere Mfg. Co., Welland. Ont.

FARM MACHINERY
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
R. A. Lister Co. (Canada), Ltd., Toronto
Gilson Engine Co., Guelph, Ont.

FEED CUTTERS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

Massey-Harris Co., Toronto.
Gilson Engine Co., Guelph, Ont.

GREASE CUPS
The Specialties Co., Montreal.

GRINDSTONES
S. Vessot & Co., Joliette, P.Q.

GRINDERS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

International Harvester Co., of Can..
Ltd., Hamilton, Ont.

Massey-Harris Co., Toronto.
R. A. Lister Co. (Canada), Ltd., Toronto
S. Vessot & Co., Joliette, P.Q.
Gilson Engine Co., Guelph, Ont.

HARROWS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

HAY LOADERS
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

HARDWARE
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

Massey-Harris Co., Toronto.
HAY RAKES
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

HAY CARRIERS
Beatty Bros., Ltd., Fergus, Ont.
Massey-Harris Co., Toronto.

HAY PRESSES
Birdsell Mfg. Co., Toronto.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

HULLERS (Clover)
Birdsell Mfg. Co., Toronto.

LIGHTNING SYSTEMS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

R. A. Lister Co. (Canada), Ltd., Toronto
Northern Electric Co., Ltd., Montreal.
Gilson Engine Co., Guelph, Ont.

LIME AND FERTILIZER SOWERS
John Deere Mfg. Co., Welland, Ont.

LUBRICANTS
Imperial Oil Co., Toronto.

MACHINE TOOLS
Windsor Machine and Tool Works,
Windsor, Ont.

MANURE CARRIERS
Beatty Bros., Ltd., Fergus, Ont.

MANURE SPREADERS
Cockshutt Plow Co., Brantford, Ont.
Intemational Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
Gilson Engine Co., Guelph, Ont.

MARINE FITTINGS
Northern Electric Co., Ltd., Montreal.

MOWERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

MOTOR HORNS (Electric)
Apollo Mfg. Co., Birmingham, Eng.

MILKING MACHINES
R. A. Lister Co. (Canada), Ltd., Toronto
The Macartney Milking Machine Co.,

Ltd., Ottawa, Ont.

MILLING CUTTERS
Butterfield & Co., Inc., Rock Island, Q.

OILS
Imperial Oil Co., Toronto.

PISTON RINGS
Lamontagne Ltd., Montreal, Que.

PLOWS
Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

POLICE AND FIRE ALARM EQUIPMENT
Northern Electric Co., Ltd., Montreal.

POWER AND LIGHT EQUIPMENT
Northern Electric Co., Ltd., Montreal.
R. A. Lister Co. of Canada, Ltd.,
Toronto.

POWER MACHINERY
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
Gilson Engine Co., Guelph, Ont.
Renfrew Mchy. Co., Renfrew, Ont.

POWER SWITCHBOARDS
Northern Electric Co., Ltd., Montreal.

POTATO MACHINERY
John Deere Mfg. Co., Welland, Ont.
Cockshutt Plow Co., Brantford, Ont.
Can. Potato Mchy. Co., Gait, Ont.

PULVERIZERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
PULPERS

Cockshutt Plow Co., Brantford, Ont.
RAKES

International Harvester Co., of Can.,
Ltd., Hamilton, Ont.

The Frost & Wood Co., Ltd., Smiths
Falls, Ont.

REAPERS
Intemational Harvester Co., of Can.,

Ltd., Hamilton, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
REAMERS

Butterfield & Co., Inc., Rock Island, Q.
ROLLERS
Cockshutt Plow Co., Brantford, Ont.
Massey-Harris Co., Toronto.
Hyatt Roller Bearing Co., Chicago.

ROLLER BEARINGS
Hyatt Roller Bearing Co., Chicago.

SAW MILL OUTFITS
Massey-Harris Co., Toronto.

SCUFFLERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.

SEEDERS
Massey-Harris Co., Toronto.

SCALES
Renfrew Mchy. Co., Renfrew, Ont.
Can. Fairbanks-Morse Co., Montreal.

SCREW PLATES
Butterfield & Co., Inc., Rock Island, Q.

STABLE EQUIPMENT
Beatty Bros., Ltd., Fergus, Ont.

SILOS
Gilson Mfg. Co., Guelph, Ont.

SLEIGHS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can..

Ltd., Hamilton, Ont.
SILO FILLERS

Gilson Mfg. Co., Guelph, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

SOCKET WRENCHES
R. F. Sedgley, Inc., Philadelphia, Pa.

SEPARATORS (CREAM)
Swedish Separator Co., Montreal, Que.

SPREADERS, MANURE
Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
International Harvester Co., of Can.

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.
Gilson Mfg. Co., Guelph, Ont.

SPARK PLUGS
Machine & Stamping Co., Toronto.
Champion Spark Plug Co., Windsor, O.
Apollo Plug Mfg. Co., Birmingham, Eng.

SPARK PLUG CLEANERS
Champion Spark Plug Co., Windsor, 0.

TELEPHONE APPARATUS
Northern Electric Co., Ltd., Montreal.

TRACTORS
R. A. Lister Co. (Canada), Ltd., Toronto
Essex Tractor Co., Essex, Ont.
Gilson Mfg. Co., Guelph, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
J. I. Case Threshing Machine Co., Inc.,

Racine, Wis.
Sampson Tractor Co. of Canada,
Oshawa, Ont.

Massey-Harris Co., Toronto.
Renfrew Mchy. Co., Renfrew, Ont.
The Turner Mfg. Co., Port Washing-

ton, Wis.
TRACTOR PLOWS

Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.

TIRES
THRESHERS

Can. Faifbanks-Morse Co., Ltd., Mont-
real.

Intemational Harvester Co., of Can.,
Ltd., Hamilton, Ont.

J. I. Case Threshing Machine Co., Inc.,

Racine, Wis.
R. A. Lister Co. (Canada), Ltd., Toronto
Gilson Mfg. Co., Guelph, Ont.

THREAD CUTTING TAPS
Butterfield & Co.. Inc., Rock Island, Q.

TWIST DRILLS
Butterfield & Co., Inc., Rock Island, Q.

TRUCKS
Motor Car Distributors Ltd., Montreal.
Beaver Truck Builders, Ltd., Hamilton
Eastern Canada Motor Truck Co., Ltd.,

Hull, P.Q.
Intemational Harvester Co., of Can..

Ltd., Hamilton, Ont.

WHEELBARROWS
Cockshutt Plow Co., Brantford, Ont.
Massey-Harris Co., Toronto.

WAGONS
Cockshutt Plow Co., Brantford, Ont.
Intel-national Harvester Co., of Can.

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

WATER BOWLS
Beatty Bros., Ltd., Fergus, Ont.

WEEDERS
Cockshutt Plow Co., Brantford, Ont.

WIRES AND CABLES
Northern Electric Co., Ltd., Montreal
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BUTTERFIELD
If you could look into a "Butterfield"

tool room to-day you would see a

number of skilled tool-makers very

much absorbed in their different tasks.

And noting the infinite care with

which each one did his work, the

painstaking attention to each slight

detail, and the unconscious attitude of

pride in the finished job, you would
get one of the big reasons why Butter-

field drills, taps, dies, reamers and

milling cutters cut cleaner and last

longer than ordinary tools.

"Butterfield" workmen are proud of

their part in providing you with

\ honest, long-lived tools.

And their pride is

justified by results.

^^^^€^ -

Butterfield & Company
Rock Island P. Q.
Toronto Office; 220 King Street Wesl
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The Quickest Selling
Spark Plug

To-day Spark Plug users don't hesitate when buy-
ing plugs. They say ''Champion" from habit.

They know that "Champion" on the insulator of a

spark plug is their assurance of absolute dependa-
bility, efficient service, satisfaction and economy.

hampion
Dependable Spark Plugs

have an unfailing dependabihty that has made
them the most popular spark plug for every type of

motor or engine.

Our Dominion-wide selling campaign has cre-

ated a demand that makes them the quickest selling

spark plug on the market.

There's bigger business waiting for you if you
feature Champions, for they bring customers to

your store for other dependable motor goods.

See that your stock of Champions is complete.

There's a special plug for every type of motor. If

you haven't a full stock on hand, order what you
need from your jobber to-day.

CHAMPION A A 53

J4 inch, 18 long. Price $1.00.

For use in McLaughlin Cars,
Tractors, Trucks and Station-
ary Engines.

Champion Spark Plug Co. of Canada, Limited
Windsor, Ontario

Largest factory in Canada making Spark Plugs exclusively

and the only factory making "Champions.**

110
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Beaver Trucks
^'Built For Business

99

Built in Canada's Largest

Exclusive Truck Factory

UNQUESTIONABLY

"CANADA'S LOWEST HAULING COST"

Some open territory still available—Catalogues and further
information furnished responsible dealers upon request.

Beaver Truck Builders, Limited
HAMILTON, ONTARIO
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IMPLEMENT DEALERS:
If you are not selling motor trucks you are overlook-
ing an important source of added profit. The sale of
motor trucks is a natural step for implement dealers
keen enough to sense the tremendous demand for motor
transportation now just beginning among farmers.

For implement dealers who have built up a solid busi-
ness by selling reliable machines to farmers, Jumbo
Motor Trucks offer an unusual opportunity to expand
that business safely and surely— you can sell Jumbo
Trucks to your customers and be certain that every
sale is an additional asset, the source of repeat orders
and increased good reputation. Jumbo users are, with-
out exception, satisfied customers.

These JumboFeatures

Lower SalesResistance
The construction and equipment

features listed below help sell Jumbo
Trucks to farmers. Those features are

responsible for the performance that has

enabled many owners to run their Jumbo
Trucks 20,000 to 30,000 miles without

replacing a single part.

Powerful Buda Motor, Eisemann
Magneto, Clark Internal Gear Axle

—

these are some of the units which are

used in Jumbo Trucks, nothing but the

very best combined in a design which
gets the most efficient use from every

part.

Every piece of equipment that

makes efficient, comfortable operation is

standard on Jumbo Trucks. Steel cab
with three-man seat, heavy cushions,

foredoors, sliding sash curtains opening
with doors, Alemite pressure lubricating

system (no grease cups), electric lights,

motometer, hub odometer and many
other features.

Investigate the possibilities in the

sale of motor trucks. The Jnmho
sales plan.' has proved a^ business-

getter for other dealers. Write to-day

for full details.

Radiator guard i

mounted independent of
radiator. Shutters con-
trolled by driver assure
maximum engine effi-

ciency at all times.
Frame extended in front
forms bumper. Over-
size ball thrust in steer-
ing knuckle gives Jumbo
Trucks the steering ease
of a passenger car.

The Steel Cab is part
of the standard equip-
ment on Jumbo medium
and heavy duty models.
Foredoors with sliding
sash curtains opening
with doors.. Heavily
stuffed cushions provide
comfort for driver.
Clear vision windshield
set in rubber to prevent
rattling.

Even the Tail Light
bears evidence of
Jumbo engineering skill.

It is a minor detail but
the little things count
in truck construction.
The tail lights in Jumbo
Trucks are mounted
flush in the frame to
prevent breakage. The
spring Draw-Bar is an-
other feature of Jumbo
Trucks.

Manufactured by

NELSON MOTOR TRUCK COMPANY - SAGINAW, MICHIGAN, U.S.A.

MOTOR CAR DISTRIBUTORS LTD. Sole Canadian Distributors
27 McGill College Avenue, Montreal, Que,
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BRASS SPARK PLUGS
—are sure and satisfactory sellers!
You're on a good thing when you handle APOLLO PLUGS—they represent the highest standard of
British plug manufacture, are fully tested to ensure maximum efficiency and are guaranteed to
give complete satisfaction.

With the APOLLO range of plugs you can promptly meet every plug request—there are models for
^v^ry type ot Car, Motor Tnjck and Tractor engine—and every plug carries a GOOD PROFIT for

Porcelain Plug is specially designed for the FORD
engine. It has Solid Brass body, 1/2-1x1. gas thread,
is clean to handle, will not rust, fits the special Ford
spanner, is insulated with finest porcelain and
is detachable for cleansing. Retails
at 90c

Super Mica Plug is specially designed for high-
speed, high-compression engines. It is unaffected
by excessive heat and of exceptional durability—

a

plug that gives a quick start and adds /h r>fpower to the Engine. Retail price Jj) 1

?ht^Vt"o^lu^dtu L^}^^
propositfon and you'll do big business in selling plugs. We can give prompt

trarrrrUVnd f^a'pttfculatro? oV mo^' ^^^^^'^'"^ ''"^ ^"''^ ^

APOLLO PLUG MFG. CO
Canadian Head Office:

135 King St. West, Toronto. Factory; Birmingham, Eng

Plugs for

APOLLO
Special

all engines

Overtime
Tractor
Plug

APOLLO
L.C.B.
Special
FORD
Plug
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Wedge
Does

It

The Mighty Force that

Holds the Reins

of Power

The finest motor in the world cannot
deliver the power which it is otherwise
capable of furnishing if there is loss of
compression.

To fully protect themselves against
los-s of compr.ession by their engines,
thousands of motorists are utilizing the
mighty force of the "\\^edge" — by
installing WEDGERITE PISTON
PINGS.

As the WEDGERITE equipped piston
comes up on the compression stroke the
impenetrable "wedge" pressure of these
remarkable Rings prevents the slightest
escape of gas or oil. Result : Perfect com-
pression; lob'/'^ generation of power.

Ask your repair man to show you these
fuel and tire-saving rings.

/I

'7-.r-'

CROSS SECTION OF RING
SHOWN IN CIRCLE

1——Section pressing outward and
upward.

2—Spring section of ring.

3—Lower outward and downward
section.

ILLUSTRATING THE WEDGE
PRINCIPLE

The wedge principle employed in
the making of WedgeRite Piston
Rings is shown in the accompany-
ing drawing. Its superiority, mea-
sured by its ability to expand in
WIDTH as well as in diameter,
means utmost satisfaction for
motorists. The repairman who
uses WedgeRite Rings is one who
can be trusted. By using the Best
Piston Ring he shows a real de-
sire to give you better repair
service.

THE
WEDGE

LIMITED
92 Notre Dame St. E., Montreal

ORDER FROM YOUR FAVOURITE JOBBER
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Sell "Good Old
British Reliability"
Sell the line that is already half sold—the
"Good Old British Reliability" Lister line.

The man who can put "Lister" on his signboard has a long start on his com-
petitors Join up your own reputation with that enjoyed by the Lister name
and you have an unbeatable selling force behind you. Now is the time to sell the

Some Lister Points of
SUPERIORITY

/•

1. Easy to install.

2. Easy to clean and manage.
3. Easy to connect with any form of

power.

4. No oil or dirt gets into the milk.
5. Low cost of up-keep. Parts easily re-

newed in case of accident.

6. The Lister Patent Vacuum Tap makes
It unnecessary even to pull off a rub-
ber hose during the milking.

7. If you need extra capacity you can add
more milking pails without any fuss.

We gladly furnish fullest particulars and
stand behind every machine we sell. Write
to-day for literature and attractive pro-
position to dealers.

LISTER
MILKER
Our advertising- has taught farmers every-
where to look for reliability, and the ma-
chine in operation never fails to make good.

The Lister is the milker of milkers on
which you can stake your reputation and
make money.

The Lister is simplicity itself—any intelli-

gent person can run it from the start

with ease—fewest parts to get out of order.

Other Lister Lines of Reliability : The famous Melotte Cream
Separator—Lister Engine—Lister Silo Filler—Lister Grinder—Avery Tractor.

R. A. Lister & Company (Canada) Limited
58-60 Stewart Street - Toronto
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IT STANDS SUPREME
REASONS WHY:-

1—Your Customers demand the Gilson—Easy Sales—Big Commissions.

2—It has the largest sale of any Silo Filler under the British Flag.

3—Its wonderful performance brings repeat orders.

4—It is the lightest running blower cutter made.
5—Our entire organization is behind you.

Frankly Now, Doesn't It Look Good?
You cannot afford to let this proposition go.

Don t put it off—write for our special agent's proposition at once.

Tear off, fill in and return the corner of this page. If you don t someone else will.

IT MEANS DOLLARS TO YOU!

4-

OS Ox

^4-

4c

A

Gilson Mfg. Co.
LIMITED

Factory and Head Office:

10118 York Street

GUELPH, ONT.

Branch and Warehouse:

10128 Elgin Ave.
WINNIPEG, MAN.

The Hylo Silo

No farm is complete
without the famous

Hylo.

BIG PROFIT-
EASY SALES

Something worth add-
ing to your lines.



Placing the Fast-

ener in position.
.

Putting on the
clip. Right hand
works handle.
Left hand places
clip.

Burlington Steel Fence Posts

Strong— Permanent— Economical
Offer an unusual opportunity for Dealers to build up a profitable
business at small expense and effort. The demand is increasing.

Our experience in manufacturing special

steel bars for reinforcements has been of

untold value in the making of steel fence

posts. These posts are made of the same

high quality of steel as used for concrete

reinforcement and for other purposes

where strength and rigidity are absolutely

necessary.

The Special "U" Shape
The "U" shape is exclusive with our posts.

It allows the post to be driven easily and
straight. It makes it anchor firmly and
prevents sagging or bending. No sharp

points—no special devices needed to hold

it in the ground. Can be set in place in

a fraction of the time required to set

wooden posts.

The Clip Fastener

fastens the clips quicker than staples can
be driven. Clips hold the fence tight. It

cannot slip.

DEALERS
Nation-wide advertising is placing the

advantages of Burlington Steel Fence
Posts before the farmers of Canada. Our
special book on Steel Fence Posts and
sample section mailed on request. Cash
in on the demand in your locality. Sell

Burlington Steel Fence Posts. Immediate
delivery from stock.

The Clips easily and
quickly put on. Made
of Galvanized Wire.
About forty to the

pound.

Clip Fastener is

simple and efficient.

Fastens clips quicker
than staples can be
driven.

Section of Post, show-
ing actual size : Note
unusual thickness.

Burlington Products, Limited
325 Sherman Avenue North HAMILTON, CANADA



In Line for Big Business
Cletrac dealers are in line for big business this fall if they get in their orders

early. Our enlarged factory is driving ahead on production, but orders have

yet to be filled in their turn. If we are unable to supply any dealer on time

it will be his own fault in failing to send in his requisition early enough.

Cletrac's popularity is growing daily.

Farmers are recognizing that the sturdy

Cletrac travelling "wheels-on-track" is the

most adaptable and dependable source of

draw-bar and belt power on the market.
Cletrac showed its superiority over all

others from the beginning. It has proved
itself a speedy seller. Dealers are finding

Cletrac a mighty profitable proposition to

handle. Satisfied Cletrac owners are help-

ing sales by proclaiming Cletrac's merits

from the Atlantic to the Pacific.

We have very generous dealer terms for

you. Good dealers everywhere recognize

Cletrac's superiority—that is the reasonnve

have been unable to meet the demand. Get

in the Cletrac line-up. Get and study Cle-

trac literature. Cletrac will boost your

sales by leaps and bounds.

But- -get your orders in early

The Cleveland Tractor Company
of Canada Limited

Head Office Western Sales Office

WINDSOR, ONT. REGINA, SASK.



JOHN DEERE LINES
FOR JOHN DEERE DEALERS
Less Parts to get

out of order

Light Draft,

Wide Spread

Endless Apron.

Big Drive Wheels

Only Hip High,

No Follow-board.

"The SPREADER

with the BEATER

on the AXLE"

Gears are covered

watertight and cannot freeze or

become clogged.

"WATERLOO BOY"
KEROSENE ENGINE

Powerful Durable Reliable

The perfected Kerosene Engine.
The result of twenty-five years' manufacturing experience. It is simple
and carefully proportioned and built on the four-cycle principle.
JOHN DEERE quality is back of these engines. They are giving perfect
satisfaction everywhere. Built in sizes from 2 to 25 horsepower.
Every farmer in your district, who does not own an engine, is a prospect.

Now is the time to sell Manure
Spreaders.

The crops are off and the far-

mer is preparing to get ready for

next season's harvest.

The advantages of Power on
the farm are fully recognized
by the farmer. The "WATER-
LOO BOY" Kerosene Engine is

the logical solution of the power
problem.

JOHN DEERE QUALITY is

back of these lines and back of
all is the JOHN DEERE policy

of selling only through dealers.

Write to-day for full particulars

and open territory.

The

John Deere Manufacturing

Co.y Limited

WELLAND ONTARIO



Corn Harvest
Brings You

Sales Harvest
ACASE Kerosene Tractor means speed,

. economy and efficiency in the har-
vesting of the corn crop, as compared with
the sweltering labor of the slower and
more expensive process of cutting by
hand, or with horse-drawn implements.

Use the corn harvest as an opportunity
to reap a harvest of Case Kerosene
Tractor sales.

The 10-18 Case Kerosene Tractor has
ample power to operate any corn har-
vester or small cornhusker and shredder.

The 15-27 or 22-40 Case Kerosene Tractors
will do the same work with the same
efficiency, and have the greater power

required for heavier work on belt or draw-
bar, especially on farms of £reat acreage.

The illustrations show a 10-18 Case
Kerosene Tractor drawing a corn har-

vester, and the same tractor, later, fur-
nishing belt power for husking and shred-
ding the same crop.

Case Kerosene Tractors arc mechan-
ically capable of long service, and agri-

culturally adaptable to any service re-

quiring dependable farm power.

Write for catalogs showing why Case
Kerosene Tractors are salable in every
month in the year.
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The Use of Tractors for Orchard Work
TRACTORS are so commonly referred to as the

"farm tractor" that we are apt to overlook
their value for other lines of productive work.

Power farming is becoming as much a part of the
routine of fruit growing as of agriculture, and the
big orchards of the country are finding the tractor

to be a necessary part of their equipment.

Pacific coast orchards are famous all over the
world, for the fruit grown in them finds a ready
market in all countries. Where the distance is too
great to permit of the shipment of fresh fruit, the
product reaches the market in cans, or in a drier!

state. Through co-operative organizations for the
marketing of the products of their orchards, hor-
ticulturists in that district have developed their in-

dustry to an extent requiring the production of crops
of uniformly high standards, and the growers are
quick to adopt any new m.-jchine or method that will

enable them to keep up their standard. In many sec-

tions of California, the orchardists were the first to

appreciate the value of tractors in keeping their soil

in proper condition, and they bought the machines
and put them to work while many agriculturists
were debating whether they could afford to try
them. As a consequence, wherever one goes through-
out the fruit raising sections of the Pacific coast
the tractor will be found working in the orchards.
Not only is it used in field operations, like plowing,
but it is used to a considerable extent in hauling fruit
and supplies. With it the fruit grower is able to
put in cover crops to enrich the soil, and in orange
culture, where the mysterious but disastrous "June
drop" occurs, the tractor has helped many owners
to reduce materially their loss from this annual
visitation.

On account of the overhanging branches of fruit
trees, the type of tractor best adapted to orchard
work is the small, low endless belt or tracklaying
machine. To meet the needs of the orchardists,
practically all of the orchard tractor manufacturers
put out small models, possessing considerable power,
but low in height and capable of plovnng close to
tree trunks and turning sharp corners. With these
machines, and specially fitted plows, it is possible
to plow up the ground to within a few inches of tree
trunks, and the damage to overhanging branches
is not nearly so great as with horses. By an ad-
justment of the plow blades it is also possible to
avoid cutting off the tree roots and feelers found
near the surface, and in all respects the tractor has
been found to be a superior source of power for
orchard plowing. The even distribution of weight
of the track-laying tractor also prevents packing
of the soil, as often happened when horses had to be
manoeuvred in orchard corners hard to turn in and
they stamped about a great deal.

JN many respects orchard plowing is harder than
ordinary field plowing, because there is not the

free space to work in. When horses are used, the
necessity for plowing around trees subjects them to
unusual strains and there is more friction from the
harness, developing numerous shoulder sores which
frequently incapacitates the work stock when most
badly needed. One orchardist who used a tractor
and horses on his place declared that his machine

By F. H. SWEET
was worth the cost just for the deep plowing alone,
as with it he could save his work stock for the lighter
jobs and always had them m fit condition for any job.

In developing tractors especially designed for or-

chard work the manufacturers found their greatest
difficulty to lie in the necessity to negotiate a full

load on a very short turn. Some manufacturers
retain the differential drive, but provide easily oper-
able brakes on each side of same to allow the operator
to retard or to stop the pivotal track while pulling the
load and turning with the other. Some manufacturers
have done away with the differential drive and made
use of a design which gives to the operator two
easily operable levers which control individual clutch-
es, one for each track, so that a turn may be made
by slipping or throwing out the clutch controlling the
pivotal track, allowing the turn to be made and the
load pulled by the other track. Still another type
of tractor is built to utilize only one track. This
single track is mounted in the same frame on which
are positioned the engine and transmission meant
for driving the same, and the entire outfit is sup-
ported by and steered from a frame held on two rear
wheels, whose axle forms the drawbar for attachment
to the implement. By this arrangement the entire load
can be easily and quickly turned in any direction.

;

TN MANY orchards, where a tractor of sufficient

power is avalaible, the outfit is so adjusted that
plowing is done up one row and down the other. The
machine will pull subsoilers, clod-mashers or other
implements, and sharper turns can be made than with
horses.

The tractor motor is frequently utilized by or-

chardists in operating a spraying machine. By
mounting the spraying outfit on the tractor it can be
moved about from tree to tree, and the spraying mix-
ture pumped under pressure by the motor.

One man owns six hundred and forty acres of land,

of which three hundred are in orchard or vineyard
and the balance used for grain. Before he bought a

tractor, this man kept from sixteen to eighteen
mules on the place, which required the assistance

of a hired man. At certain seasons of the year he
hired from twelve to twenty extra head and more
laborers. To-day, with an 18-horse power tractor

he does all the work alone and there is not an ani-

mal on the ranch. In speaking of his experience

with a tractor, this man says:

"The saving of trees and vines cannot be estim-

ated. I have lost but few if any trees through bruis-

ing or skinning in cultivating with the tractor. My
cost for caring for trees, vines and grain crops is

one-fourth of what same would be with stock when
one figures labor, feed for stock, and board for

men."

Another owner has found that through the use of

a tractor his apple crop will average eighty per

cent, "extra fancy," thus commanding a premium.
This result he attributes to the timely cultivation and
spraying he is able to do with the machine. He
uses the tractor to pull his spraying machine be-

cause he can pull it through the softest spots in his

orchard with the tanks full of spraying mixture, a

thing he has found impossible to do with horses. The
tractor is also used for performing all kinds of work
in the orchard, from plowing to hauling the apples

to the packing plant.

M

"What's the matter, doesn't he teeter?"

—Donahey in Cleveland "Plain Dealer."

Welland Gets Rubber Plant
ANUFACTURE of hard rubber goods, plates and

cells for batteries, etc., will be undertaken in

Welland by Joseph Stokes Rubber Company, of Tren-
ton, N.J., who have acquired a three-acre site in that

city, adjoining the Grand Trunk Railway. The new
plant will be directly opposite the Canadian Billings-

Spencer factory. It is proposed to start erection

of the rubber factory as soon as material can be
placed on the ground. Karno-Smith Company, of

Trenton, N.J., who have conducted the investigation

for location, have been awarded the contract. G. N.

Robinson of the above company is in charge of the

field office that is being erected on the site.

The size of the first unit will be 65x160 feet, with

a separate power house and office. The railway spur

is being laid the entire length of the property, so

that shipping facilities will be available to other units

as they are added. The company expect to operate by
December and estimate the number of employees at

150 by the end of the second month. About 1,500

people are employed by the parent organization in

Trenton, N.J.

The company will be incorporated under an Ontario

charter, and a by-law will be submitted to Welland
ratepayers at the next municipal election giving a

fixed tax assessment to cover everything except spec-

ial and school taxes for a ten-year period.



Problems of Saskatchewan Auto Dealers
In Spite of Discourag-ements During- the Past Year the Saskatchewan

Dealers Are Looking- Forward to Big Business by
Reason of the Large Wheat Crops

'EVEE, in the history of the
automobile industry, with its

up? and downs, has there been
such a year for business as
the one just ended. Never,
since the first gasoline wag-
on appeared, have so many
discouraging elements de-
veloped within the compass of
twelve months, constituting

a formidable whole that has well nigh crippled the
mainstays of the dealers' world, and has entirely
burst the bubble of prosperity for a large number.
And yet, with such a period of general rottenness

in conditions just behind them, the dealers of Wes-
tern Canada are able to perk up, throw out their
chests and say: "This fall we'll have a good business.
Every seller should get his surplus after this crop."
The reason for the optimism will be

manifest after a glance at the prairie
wheat fields, for without a wheat crop
the west is not, and with a wheat crop
it most decidedly is. And the honor
and glory, and the spirit (more or less

dauntless after all) and the commercial
pulse of the great west are mirrored
faithfully in the automobile industry.
There you find the reflection of every
ache and pain, great and small, of the
joy attendant on a successful reaping,
and of the wholesome and just discon-
tentment resultant from a safety razor
harvest, and lastly, but by no means
least, the partially camouflaged but all

the more pitiable confusion which is

the offspring of financial discomfiture.
Having stated that last year was a

rotten one for business, that the present
is no better, and that next year is going
to see a big change, it is well to remem-
ber, before going further, that in look-
ing at the automobile industry of the
west we of necessity view it as a rural
thing. It is not the few scattered cen-
tres of the prairies that swallow the fin-

ished product and its necessities of life,

prominent among which are gasoline
and accessories. By no means.
Go to the fields. There is where you

will find the heart of the motor dealer, there is whero
you can lay your finger on the pulse of his business.
This of course, applies to other lines, but we are
just at present strafing the automobile problem with
what effectiveness we can muster.

In plain figures, ninety per cent, of the motor deal-
er's business lies in the country. The other ten per
cent, is found on the paved streets. That is believed
a fair estimate, and explains in short how vital is

the head of the golden grain to his family tabic,
whether he sells twelve cylinder palaces or four cylin-
der road lice.

But to get back to the crux of the whole matter, the
why and wherefore of the commercial ennui which
has smitten the automobile trade as a sleeping sick-
ness, until some of its victims have passed peace-
fully out, still asleep (this last applying, believe me,
to that particular atomical part called the agency,
and not to the man concerned in the perpetuation of
it—for he has been troubled with no superfluity of
somnolence.)

In the first place, the staggering blow came to
western business, this from the dealers themselves,
about the middle of last summer, just before the
fields where there should have been wheat would
have been yellowing in the ardor of the sun, provid-
ed there had been anything to yellow, which there
was not in many places. In scattered cases the ad-
venturous soul proceeded, drawn by the joyful sound
of the exhaust, fascinated by the mobility of the buzz
vehicle, and heedless of the gaunt and lean days
which the grasshoppers chanted in their seedy voices,
as they jumped from meadow to meadow, finishing off

By G. H. SjALL^ANS
what few stocks of wheat had inadvertently come on
toward maturity. But in most cases the prudent one
filled and trimmed his lamps while yet he might, gave
heed to the faint but long-drawn moan of the wolf,
which he estimated might soon become a howl, got
down to plain food and broke the news to the family.

So far so bad. The winter followed, early enough
in all truth, smothering in a blinding snow storm
what forlorn hopes remained of a fair season in

second-hand stuff throughout the fall. By the middle
of October a large part of the west snuggled under
the white blanket, which lay on it like a pall until
late this spring. Thus 1919 passed. Even at that,
most dealers had disposed of the bulk of their stuff,

and were dug in for a fairly good winter of it, having

The Saskatchewan dealer has been hard hit by the Saskatchewan Auto Repair Act.

enough in prospect to keep them in the game.
Then the spring opened un and with it came a short

and somewhat deceiving spurt to the trade, arising
from perfectly natural causes, but lending a highly
colored promise nevertheless. Then this died down
and second-hand business had its day, short, serene
and happy, before it also was relegated, and both
aspects of the business settled down for a sub-nor-
mal summer, just as they had dug in for the winter.
For just a moment we have to localise, for Sas-

katchewan was hit hard just about this time by the
legislature. That august body evolved what has
since been regarded by many as one of the most
marvellous acts of modern times, being entirely un-
workable from start to finish. With slight amend-
ments it was finally passed, obligating the dealer to

keep repairs for everything he sold, for a period of

five years, and worse than that, to keep the secretary
of the department supplied with an up-to-date list

of all things whatsoever handled by him or through
him, their price, his price and all other prices. If

these were to vary by the smallest fraction he must

series of sledge-hammer blows.

forthwith come through with an entirely new list,

and must by no means sell over the list price.

This has been found to work in the following man-
ner: A certain article, accessory or repair, costs two
dollars, counting exchange, and all other things.

Next day, owing to exchange, or an advance from the

factory end, it costs $2.17, next day $2.20, next day
$2.15 and so on. There are about one million parts,

more or less, in the sum total of automobile fixtures,

which must be handled by the dealer. A new list

costs about $200 in the preparation. This meant
$200 per day—if strictly adhered to. In other words,
it does not work at all.

Then, in fast succession, came a series of sledge-

hammer blows to the trade in motors in the west.

There has been a government tax of 10 per cent., later

15, the wholesalers' tax of one per cent., more re-

cently the additional freight, about 40 per cent.,

and further advances in price by the

factory, until to-day, united with the

omnipresent exchange bugbear, they
have formed an almost insurmountable
obstacle in the way of good business.

A car costs $1,500 in the city of its

making. By the time it gets out west,

with 42 per cent, duty, 15 per cent, tax,

one per cent, turnover tax, 40 per cent,

more freight, a small addition necessary

to allow for incidentals, it has advanced
in price, in round numbers, from 75 to

100 per cent., and the dealer is power-
less to prevent it.

After he gets the car here, surmount-
'ing great difficulties in so doing, he finds

that his troubles are commencing with
a rush. First there is the great dearth

of cash, which must always be consid-

ered. Take a note, six months, eight

months, a year, whatever it may be.

This is not always, but sometimes. Now
for repairs, get enough on hand to sup-

ply all these cars for five years. Per-

haps 50 per cent, of them will never be

turned over, but will accumulate a cer-

tain amount of mould, a large portion

of antipathy, and lie in the store-room
for five years, representing five, ten,

fifteen thousand dollars dead capital,

dead loss to the business.

All this has been fairly dismal, not a ray of sun-

shine anywhere. But the automobile business al-

ways looked rosy, pretty good money on everything,

and all that. So rosy that, after staying in the shop
for eighteen hours out of every
twenty-four, the garage man,
or the dealer, looks over his

array of chattels and takes ac-

count of his stewardship unto
himself, and finds that he has
perhaps lost what money he
did ai one time possess. Many
of them have made good, but
by no means most of them.
There has been too mucli
against them.

As a matter of fact, 8 per cent,

of them have come through, made
absolutely good. The other

ninety-two have remained sta-

tionary, gone back, or gone out

of the business and into some-
thing else. This represents

general business in the automobile industry, and does

not apply to any particular area. For after all, the

trade is not rosy. It is not a soft job. All dealers

know that. It is a business of many discouragements,
outnumbering by many the encouragements. A man
comes in with a car, gets it fixed, thinks it ought to

run for a year with that repairing. Perhaps it took

two hours. He thinks it should have been done in

fifteen minutes—and says so. Perhaps he got a spare

part. Cost two dollars. Should have cost thirty

1
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cents, he says. This is more or less a matter of soft
soap in city or town trade. But it becomes serious
when it comes to out-of-town trade. In this way.
One dealer told me it cost him from twenty-five to
thirty dollars a month for small things which had
been turned back by intending customers at country
points. Carrier charges on these are a small thing
in themselves, but in aggregate they make a signifi-
cant break into the profit margin, and eat a respect-
able hole into the auto-man's expense account.

"I have travelled all over the two Americas, and
have worked at many things. I thought I had learned
to study humanity. Then 1 came to this town, and
got into the automobile business, and I have learned
more about human nature in five years than I did in
all my life before." This from one man. He has
found out that psychology is a great thing in the
garage.

"What will be the upshot of all this?" I asked
another dealer, after he had told me his business in
general was fair, though the selling end was flat.

"It means that cars arc going so high that cus-
tomers won't buy them," he said.

"But," I persisted, "if they have the money (I
jingled a few forlorn coins in my pocket as I spoke
and added, 'which they have not') they'll buy a car
now just the same as they would have years ago.
Cars, after all, haven't advanced disproportionately to
othgr commodities."

He said this was right. He then admitted that
he had been fortunate, having disposed of all his spare
stuff, second-hand and otherwise, in spite of times
which could scarcely be called hard—prudent is the
better word—and that he looked for a big change.
Boiled down, his opinion was the same as others,
that the wheat fields would tell the ultimate tale!
That the West is full of optimism. That this opti-

mism cannot be downed, though it may be tempor-
arily stifled.

So I hied me to a second-hand king. He runs a
big garage, does all sorts of repair work, which is
merely paying expenses in the West as in other coun-
tries, and depends in the main on sales and quick
turnovers. He did some calculating. Used a cent piece
on the brick wall. Last year he had turned over
three times the business he had done this year.
Would the increased freight charges, and the Gov-
ernment tax and those other evils, boost the second-
hand business ?

He said it would, undoubtedly. But he added a
rider that it had not done so up to the present. Hun-
dreds of men have come in with their cars, trying to
sell them. Not getting as much cash as they had
vaguely hoped for, they keep their burdens, and con-
tinue to pay the cost of running them. Just sort of
hanging on. Don't know what they will eventually
do, but they intend to wait and see. This, I took it,

was a good omen for the second-hand business.
But against all this there is the indisputable fact

that the big, expensive car is selling in the West, even
this year. The two extremes, the great big bus, and
the tin lizzie, are moving ahead, and centre is slowed
down, just for the time.

Perchance, I met an automobile man in the street.
I had just sauntered across the said street on the
dead run, looking both ways at once. Four expen-
sive cars and five Fords had come at me simultan-
eously from different directions.

I said to this man: "You fellows shouldn't kick
about hard times. Look at the cars on this one
street." He looked. So did I. In the one block
there were nearly sixty cars parked. Fortunately,
this town has wide streets, so that the parking is not
the evil it might otherwise be.

"Yes," he said, "but they're all standing still.

rhey re not running." Accuse him of a commercial
soul as I would, large numbers of cars passing to
and fro notwithstanding, I could not but see that he
was right. His expert's eye had seen what I had
missed. There was somewhat of a languid air about
all these cars. True, the number in motion was large
but infinitesimal as compared with those at rest

'

I figured. It was my turn. Ninety-five per cent
or more of these cars always standing. The other
five per cent, or less running, and part time at that
Where did the repair business come in?

It is a fact. A more prosperous year would have
seen a bigger proportion of them in motion—in
the summer months particularly. Some, they say
have housed their cars, say they can't afford to run

w\u ^f^^^^"^'
I believe, are few, judging from

what the dealers say.

But all this is a matter of season only. Given a
good crop, which -the west has this year, the auto-
mobile business will see a greater boom than it ever
had, m spite of the higher cost of gasoline. The
call of the buzz buggy was never so strong as it is
to-day. Bank clerks are buying them. Drug clerks
run them, office men of all kinds have them, even
newspaper men are trading off their old ones for new
It IS the age of cars. That phrase is hackneyed, but
nevertheless startling, in view of the staggering
blows the industry has had recently. In the west
particularly, the car is not now a luxury, it is a ne-
cessity. (As I write a blow-out has occurred be-
neath the window. It will cost twice as much to re-
pair It as formerly. But it will be repaired).
And the trend is not toward the cheaper car the

every day or garden variety. It is to the soft cush-
ions and the rocking chair, gliding effect that can
only be acquired by large expenditure. Where the
dollar has lost in power, it has gained in numbers
and that factor is the root of all.

'

Abuse of "Service" in Automotive Trades
IT

is high time, to my way of thinking, that some
definite stand was taken on this question by the
whole "trade."

There is no other line of merchandising in which the
customer expects or gets so much for nothing under
the claim of service as he does in the automobile and
associated lines. The reason for this state of affairs
is solely through the lack of some definite outline
being laid down and adhered to by dealers, of what
shall constitute service.

In his district a dealer will do practically all run-
ning repairs for the whole of the first year charging it

to service, in spite of the fact that manufacturers
very plainly state a much shorter time in their
advertising matter wherein they will replace any
defective part. When the manufacturers offer to re-
place the part they say "this does not include fitting
it to the car or taking the old one out." Why,
therefore, should the dealer, who is really just a
small part of a manufacturers' organization, take
upon himself to do something that his principal will
not. It is not as if he got an exorbitant profit on
cars; as a rule the best it will run is 15 per cent.
Unless a manufacturer did not make more, and a
good deal more, gross profit on his goods, he would
soon be "in the hole;" for remember when a manu-
facturer tells you he is only getting 10 per cent, or
so profit on his goods, he has mads allowance for all
overhead and other expenses and the 10 per cent, is
absolutely clear profit. Whereas out of the 15 per
cent, or so discount he is good enought to give you, the
dealer, on his goods you have to pay the operating
expenses of your garage, such as rent or interest on
the value of your building, taxes, light, telephone,
mechanics' wages, gasoline and tires used in demon-
strating, and salary to yourself—for you would be
worth something surely if you were working for an-
other firm. After you have paid all these items,
what you have left may be termed "profit" and more
than likely you will find it pretty slim.

gUT wait a minute, we have still to consider the
claim "Service" makes on the little profit you

were deluding yourself you had left. Maybe yon will
be called on to replace some part or parts on a car
that you know were necessitated by the owner's own
fault. You have no definite proof of this, so, instead
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of making a "kicker" out of a man, you replace it
free and call it service. You do this just because
you think your competitor round the corner is laying
in wait to steal your prospects, and might use this
kicker as a lever to pry some of your customers
away from you.

If we could get all together and lay down a de-
finite limit to what we would do under "service" we
would all make more money; and in the end the custom-
er would be better satisfied for he would know just
what he could not expect and when we refused re-
quest for some free repairs, instead of him wishing
he had bought the other make of car, feeling they
would have done it free, he would know that when
we refused to do that work under service all the
others would turn it down too.

This idea does not apply only to automobiles, it
applies to every line in our business including tract-
ors, tires, batteries and all other equipment. The
big idea to get hammered into the customer is that
"service" does not mean "something for nothing"
but that it means having on hand the parts a custom-
er wants, when he wants them, and at a fair price.

It is too much to expect that this abuse will be
wiped out within a short time but it will have to be
wiped out before the business is on a satisfactory
basis and if we never make a start it will never be
done. Does a shoe dealei- keep your boots in repair
for 12 months just because you bought them from
him; or the tailor your suit pressed up and all the
buttons on? No, not by a long shot. If anything
goes wrong with the boots or clothes he will tell you
to send them back to the maker and he will probably
address a label for you but that is as far as he will
go.

I could give countless instances of what I have
seen dem.anded on free service and the customer has
got away with it. One instance was where a man
had driven his car 4,500 miles and it developed a
knock when idling. He demanded this eliminated
under service. The firm knew he was not entitled
to it but as he was a man of some importance they
decided to go ahead and do it even though he had
long overrun his legal guarantee. The knock still

persisted after oearings, etc. had been tightened up
and finally it was necessary to put in a new set of
cylinders and pistons with a good many other parts
at a cost of about $400. He had given the whole
engine a bad twist which threw it out of alignment
by overdriving it in winter and on rough roads. In
all fairness he was not entitled to a single copper's
worth of work but because he put up the service
cry and because the dealer wanted to keep him quiet
he got away with it.

A great many customers also think that you should
clean out the carbon and grind the valves once or twice
under service. Why should you? Carbon will
form in any engine, and valves need regrinding
through no fault whatever of the engine; they have
absolutely no ground for their claim but they get away
with it on the ground of service.

It seems that the old proverb "Give him an inch
and he will take a yard" was never truer than in the
case of some automobile owners, for the more you
do for them the more they will expect. They will
soon be expecting us to keep the wheels and whole
chains greased and oiled up, and after that we will
in addition have to keep the car washed and polished
under service.

_

It is time a firm stand was taken and a definite
limit laid down on what will constitute Free Service
for we are in business for our own good and not
merely for the benefit of every Tom, Dick or Harry
who happens to buy a few goods from us. By this
I do not mean to say that we are not to extend the
courtesies of good business but I do mean to say
that we should consider our own interests as well as
the customers'. It is well to remember that it needs
two to every deal, a buyer and a seller, and the seller
is just as important as the buyer and is entitled to
consideration just as the buyer expects consideration.
Remember most any argument for free service can

bo made to work both ways.

'T^HE Tractor Bearings Division of the Hyatt Roller
Bearing Company has just issued a series of

folders covering the use of anti-friction bearings in
various kinds and types of farm equipment, including
motor cultivators, threshing machines, plows, bind-
ers, ensilage cutters, windmills, etc. A separate
folder is devoted to each machine.



Farm Machinery and Autos at the C.N.E.
Largest Display of Power Farming Machinery, Trucks, Automobiles

and Accessories Ever Seen at Toronto Fair

IT
was evident to even the most casual onlooker,

when viewing the farm machinery and automo-

bile displays at the Canadian National Exhibi-

tion this year, that Canada as a nation believes in be-

ing thoroughly motorized. Thousands of people

inspected these exhibits and took a keen interest in

their function and operation.

The power farming section was bigger than ever

and showed several new developments. The farm
tinick and the small thresher were big features and
mark the trend in farming to a more intensive use

of power machinery.

Those who expected prices in machinery to take

a drop this season will be disappointed. In fact

the prices in practically all lines show an increase

over the prices quoted at last year's exhibition and
if conditions remain as tliey are the trend will be
higher instead of lower. The main factors which

go to keep the price up of implements and automo-
biles, as every one knows, are the excessively high

cost of raw materials, the increased cost and scarcity

of transportation facilities and the high wages paid

to the workers. Then in many parts of the country

the demand for farm machinery, especially tractors,

is away ahead of the supply. In Saskatchewan
alone, in spite of the fact that the farmers have pur-

chased tractors to the extent of $6,000,000, this year,

the dealers can't get enough supplies to meet the

demand. So long as such conditions prevail there

is very little prospect of prices coming down in the

near future.

p^VERY variety of tractor was shown; some hitched

up to plows, cultivators, discs, etc., and some on

belt work operating small threshers, silo fillers, corn

shellers, etc. There are no new developments in

tractor design although some of the manufacturers

have added new features. For instance, the J. I.

Case Threshing Machine Company is equipping its

10-18 tractor with a force feed lubricating system.

The new Fordson is also being equipped from the

factory with a Taco governor. That the tractor is

being used on the road for haulage purposes is evi-

denced by the fact that there is now on the Canadian

market an equipment for thfr Fordson, which trans-

forms it into a haulage machine. The equip-

ment consists of four extra wheels; the two

front wheels are fitted with solid rubber tires and the

rear wheels have slabs of rubber fitted around the

rim. The four extra wheels are approximately the

same size as the regular tractor wheels. The makers
say with this outfit the tractor can make from 9 to

15 miles an hour.

Though the makers of all three types of tractor

—

the light, the medium, and the heavy—all feel that

their particular weight of machine is in most demand
the farmers and the dealers very often had their own
preferences. The I.H.C. and the J. I. Case Threshing

Machine Company representatives stated that their

small tractor was the one in general favor for all

purposes.

A distinctly new tractor to the Canadian market
exhibited is the Samson model M, manufactured by
the Samson Tractor Company, of Canada, Limited.

It is a four wheel tractor and is designed to furnish

heavy draft horse power at the draw bar and belt

and is equipped complete with governor, power take-
off, platform and fenders and brackets for canopy
top and regular cleats. This tractor will be available

for the Canadian dealer aiid farmer by October 1st.

The I.H.C. exhibited and have put on the Canadian
market their new Dunham Culti-Packer operated by
a tractor; it is a combination pulverizer, packer and
cultivator.

'TpHE other power farming machines such as gaso-

line and kerosine engines, milking machiijes,

cream separators, farm lighting plants, etc., etc.,

were well represented. The Renfrew Machinery
Company's new engine run on compression—n,o

carburetor, batteries, spark plug nor magneto

—

created much interest.

Practically all the manufacturers of milking ma-
chines were represented. A number of the firms re-

presented reported that business in this line had been

remarkably good.

A new farm lighting unit was exhibited by the

Dominion Steel Products Company, Ltd., of Brant-

ford, Ontario. The Dominion Light is a self con-

tained power-developing unit, with an auxiliary stor-

age battery equipment to meet 24-hour demands for

electric current. It has a rating of one K.W. (1,000

watts); height 36 inches, floor space 19x26 ^2 inches,

and 532 pounds in weight. The engine is 2 1-4 h.p.,

bore 2 7-8-inches, stroke 5 1-2-inches, speed under

load 1,000 r.p.m. It burns either kerosene or gaso-

line. The farai lighting manufacturers were well

represented and showed considerable activity; bril-

liant illuminations at night were a distinctive feature

of these exhibits.

The percentage of horse drawn implements shown

at the C.N.E. is smaller each year, practically all of

the manufacturers have gone in strongly for the pro-

duction of power machinery. The exhibits of trac-

tor-drawn implements were very large. .Altogether

the power farming exhibit was the largest and most

inspiring of its kind ever seen at the Toronto fair.

The Samson Tractor Company is the latest addition to the Canadian Iractur industry.
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Some of the small threshers seen at the Toronto Exhibition-the small thresher is becoming very popu'ar a

Th« Small Thresher at Toronto
Exhibition

of

of

'pHE outstanding feature in this year's power
farming exhibit at the Canadian National Ex

hibition was, undoubtedly, the fine showing
the small individual thresher. That the small
thresher has come to stay goes without saying. Its
development was logical and inevitable. Where is
the farmer, after his crops have been cut, who has
not waited for days consumed in anxiety for the old-
fashioned threshing gang to come along? Regard-
less of weather or grain condition, or the pressing
necessity of more important work, he had to take his
turn or lose the opportunity of getting his threshing
done.

The progressive farmer has beeome tired ^
such a system, and has glady embraced this lateso
development in power-farming.

Just as the farmer took hold of the tractor so will
he take hold of the individual thresher. And one
point that was clearly demonstrated at the Toronto
Exhibition was the fact that the small and medium
sized tractors are quite capable of operating the in-
dividual threshers.

All of the machines shown were being operated
from the ordinary farm tractor. It is quite obvious
that a farmer who is a prospect for a tractor is a
prospect for a small thresher. The dealer who sells
the farmer his tractor stands the best chance of
gettmg the cream of the thresher business, providing
he goes after it. The manufacturers' representatives
spoken to by M. T. I. were unanimous in stating that
the thresner as built by reputable firms requires but
little or no service.

The thresher can be sold to a community of two
three, four or more farmers, and that seems to be the

popular method in selling at present. The price
ranges around $1,500, which may seem to some farm-
ers who have just purcha.^ed a tractor and other ex-
pensive machinery a little out of reach, but when the
burden is being shared by a group of farmers the in-
dividual cost is negligible.

The production in small threshers since 1916 has
increased enormously. In connection with one
thresher company, according to a recent report, in
1916 less than one per cent, of its output was small
threshers. In 1017 it was over 16 per cent.; in 1918,
64 per cent.; in 19ly, 59 per cent, and this year small
machines will constitute 65 per cent, of the com-
pany's production. Another company in 1916 did not
build a machine smaller than 28 in. This year it will
produce more than 1,000 20 and 22 in. sizes and all
have been sold.

Implement dealers from all over Ontario inspect-
ed the small threshers and studied them while they
were in operation. Doubtless they will go back
to their work with the determination to add the small
thresher to their line. It was the biggest display of
its kind ever seen at the C.N.E. and drew around it-

self throngs of interested people from the implement
store, the farm and even the city. In these days of
farm labor problems and underproduction, especially
of the necessities of life, every development in power
that will mean ? saving in labor and increased pro-
duction should be gladly welcomed. Suci' machines
will speed up production all along the line.

Small threshers were shown by the International
Harvester Company, of Canada, Hamilton, Ont.,
Goodison Thresher Co., Ltd., Sarnia, Ont., J. I. Case
Threshing Machine Co., Sawyer-Massey Co., Ltd..
Hamilton, Ont.; The Robert Bell Engine and Thresher
Co., Seaforth, Ont.; MacDonald Thresher Co.; George
White and Sons, Limited, London, Ont.

mong: dealers and farmers.

New Autos and Trucks at C.N.E.
'T^HIS year the Transportation Building was given

over entirely to automobiles. Trucks and ac
cessories shared the twin demobilization armories to
the west of the Transportation Building. Overflow
trucks were housed under canvas. Though scattered,
the automotive display was one of the most note-
worthy ever held. There were several new models
among the automobiles shown and one entirely new
car. The cars were arranged tastefully and at-
tractively around the four walls and in two hollow
squares in the centre of the hall.

One of the new models which attracted attention
was the new 1921 McLaughlin seven-passenger open
car, known as the Master-Six. The engine is the
valve-in-head type and mechanically the new Master-
Six is a worthy successor to the previous models pro-
duced by this company. The Master-Six line for
1921 comprises seven new m.odels—three open and four
closed models.

Another new car was the Paige Lakewood seven-
passenger touring car. This car is mounted on a
chassis, new in one sense but thoroughtly tested out
in principle on ten thousann smaller chassis. The
motor is six cylinder cast en bloc with detachable
head: 3% -inch bore; 5-inch stroke.

The lubrication is an automatic, adjustable, pres-
sure feed by gear pump. Oil forced to crankshaft
and connecting rod bearings Camshaft, timing gears
and cylinders lubricated by splash. The starting
and lighting is the Gray and Davis separate starting
motor fitted with Bendix drive. The Atwater-Kent
high tension distributor ignition with automatic spark
advance is used. The carburetor is a Rayfield and the
clutch is Borg and Beck 12-inch three plate. The

(Continued on page 15)
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Canadian jacent farms an early service. And in justice to the
private inventions for powder, it must be admitted that
many are efficient with an overhead cost that is not
at a disadvantage when compared with the Hydro.
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A Vexedj Question

DEALERS in many districts of Ontario are

faced with a serious problem at present in

connection with the sale of farm electric light-

ing systems. The difficulty does not arise because

the farmer lacks interest m providing his home and

buildings with electricity. He is thoroughly sold on

the proposition and is anxious to have a clean, safe

lighting system but, and here is where the trouble

lies, he is waiting for Hydro power. Just why he

should wait for Hydro is not quite clear. True,

Hydro has been promised him; but when is a matter

that may be asked of the four winds with about an

equal chance of a definite answer. If the Hydro
Commission would come out with a definite state-

ment as to the districts they are likely to link up

within a reasonable time and those which are im-

possible for them ever to touch, the farmer would

know where he stood and the dealer would be able

to proceed with his plans. As it is, there is a dead-

lock and until something i.-, done the dealer will suf-

fer in this particular branch of his business. The

situation affects not only the sale of lighting plants

in certain districts but also the sale of stationary

engines. And, as every dealer knows, stationary

engine sales bulk largely in the implement business.

Farmer's Magazine, in an editorial discussing the

question from the farmer's standpoint, says in part:

Premier Drury, speaking recently at Peterboro,

intimated that the future of Hydro power was likel\

to be discouraging to farmers who were depending

upon it for lighting and power. The immense cost

of development work and the present limitations

of power production, with the insistent demands from
cities and manufacturing plants, were items that

were affecting the outlook.

Another thing is discouraging to farmers. A new
schedule of rates is being made and the vexed ques-

tion of a proper division of costs between the com-
mercial and rural routes has to be settled. If farmers

could get the flat rate for the current that is pos-

sible where the users are many and the peak load

more constant, they would be in a favorable position.

But the fact that rural lines do not use power con-

stantly and that they are all likely to call upon the

service when it is running near the limit introduces

questions which it will take time to settle.

The overhead costs for installation have been too

high on many individual farmers and if the power
is going to be as uncertain as it has been on certain

lines this winter, many will be well advised to make
arrangements for a private power plant if they wish
to enjoy these advantages in the next few years.

Many farmers even in close proximity to the power
development have decided to put in their own power
plants and light their premises as well as operate

their smaller power requirements by the same plant,

while gasoline engine power at the barn, from tractor

or stationary engine, proves cheaper than the electric.

Many farmers will so see it this year. In fact, we
would advise farmers not to wait for Hydro power
if they can get a system where its installation equip-

ment can be readily connected with the Hydro, if it

should reach them in the next decade. The running
of a radial line near by does not guarantee to ad-

Bow to the "Power" Dealer
TN M.T.I, we have been, tnrough our editorial pages,

talking about the Power Farming dealer, the
Automotive dealer, believing that the time was rap-

idly approaching when these two would be as one.

That time has practically come. There have been
countless articles written on the subject of who is

the legitimate tractor dealer—who should sell the
farmer his truck—his automobile—his farm lighting

system. The old fashioned implement dealer is rap-

idly disappearing and a new man making his bow.
Any one who had the privilege of visiting the Can-

adian National Exhibition and viewed the farm ma-
chinery section must have been struck by the almost
universal use power is being put to on the farm.
The horse-drawn implements are becoming fewer
each year and are confined to a certain limited class.

The advent of the tractor necessitated a new class

of dealer. He was the Power Farming dealer. Now
that the farmer is buying automobiles faster than

any other class and the motor truck has appeared

on the horizon the Power Farming dealer has become
the Power or Automotive dealer. The new dealer

is being formed from two classes, the automobile

dealer and the implement dealer.

The progressive element in both classes is forcing

the issue. In the cities and towns—outside of the

very largest cities—the automobile dealer has been

selling tractors and the progressive element mention-

ed above is selling farm lighting, stationary engines,

cream separators, milking machines, etc. The im-

plement dealer naturally was the first to handle

tractors. The introduction of power into his busi-

ness opened up a new field. In order to give the re-

quired service he had to study internal combustion

engines sufficiently to keep his machines in smooth

working order. The progressive element in this clas.%

seeing the farmer take hold of the automobile, the

tractor and the motor truck, gradually extended his

business until he embraced all these.

So, while we have in some districts automobile

dealers who do not handle tractors and other farm
machinery, and implement dealers who do not handle

automobiles and trucks, th-^re is gradually developing

the "All Power" man—the Automotive man we have

seen coming for a long time—from out of the two

classes.

Sell Farm Lighting by Demon-
stration

PRACTICALLY every implement dealer now
* handles farm lighting plants, and has had some
experience in selling them. Without a doubt the

best way to sell electric lighting plants is by giving

practical demonstrations. In discussing the subject

of selling electric lighting plants the manager of the

power and light department of a large electric com-
pany said to M.T.I, recently:

"Ten thousand Canadian farmers are anxious and
willing to spend ten million dollars this year for elec-

tric plants and water systems, but they are not going

to buy until the dealers show them just what they

are to get for their money.

"Suppose ten years ago you had just taken up the

agency for a car. There was none in. your territory,

and you had no demonstrator, and you figured that

John Brown of Brownsville could afford one, and
suppose some fine day you hitched up your horse

and rig and drove out to see him, and told of this

wonderful new machine. You told him that he could

make the ten miles to town in almost the time he

would be hitching up the old horse and rig and that

he would be riding with the greatest of comfort,

gliding along on tires filled with air, and that all

he had to do was to sit up and "give her more gas,"

and when he was through with his trip, it could

stand in the barn for weeks and would not eat jts

head off in oats, and that he could take out the

whole family, and of all the other wonderful thihgs

a car does. Don't you think that Mr. Prospect

would say, "Yes, that sure is a fine machine, but 1

would like to see one before buying."

"Yet there are hundreds of dealers in Canada to-day-

trying to sell lighting plants in exactly this way.
They are talking about pushing a button and flood-

ing the barn with light, and. turning the switch and

doing the family washing, and giving the farmer
dozens of other appealing arguments, but he is not

going to buy until you show him that 'It can be

done,' and just as you do, he will buy."

The manufacturers of lighting plants usually have

demonstration trucks all fitted up to send out under

competent demonstrators tc "show the farmer how."

These demonstrations are of considerable educational

value, but, in the opinion of some manufacturers, are

not so effective in actual selling as the local dealer's

own more informal demonstration.

By supplying the light for garden parties—those

garden parties where the local member for parlia-

ment is being entertained and where the farmers for

miles around attend are sure prospect getters. There

are many ways in which the dealer can get publicity

and an interested audience without the appearance of

actual advertising. Such demonstrations are by rea-

son of their informal nature the most effective.

Therefore, Mr. Dealer, have your demonstration

outfit and be ready at all times to catch the prospects

on the wing, so to speak.

Keep Advertising
TUST because a company, or dealer, or branch

house is sold out is no reason why it should quit

advertising. Whe:i you stop advertising, all that you

have done before begins to crumble and the time

will come when you are not sold out and when you

will need the power that is built up by advertising.

A continuation of advertising continues this force

and keeps it ready for emergencies.

If you are sold out it merely means that you can

be more careful about your advertising and direct

your aim better than when you are in a hurry and

greatly need its immediate effects. If you haven't

anything to sell you can continue to sell the public

on your name and keep it from forgetting what

a fine company or dealer you are, what good products

you handle and how honestly and efficiently you do

business. You can use the over-sold period to sell

the public on your policies and purposes in being in

business.—The Harvester World.

HELP!
"Morning Albertan'

Ontario Headlight Lau^

'TpHE Headlight Anti-glare Law for the Province of

^ Ontario is expected to become effective about the

middle of September. The work of examining

headlight lenses and other devices for the elimination

of glare has taken longer than anticipated. Profes-

sor Lang, of Toronto University, is superintending

the inspection of devices and he expects the list of

acceptable devices will be complete within the next

few days. As soon as the list is complete and has

been published the law will immediately become ef-

fective.



Selling Implements by Human Appeal
This Implement Concern Sells Machinery by Making- Friends Through

The Service Department

I
HE implement and power farming dealer
who 'sticks around' his store these days gets
nowhere. To make a success of this busi-

' ness a man has to get out and hustle; and his hustle
has to be no blind rush either. In our own busi-
ness we make it a strong point to know our prospects.
We try to make friends everywhere we go, and this
necessitates a close study of every prospect we come
in contact with."

The man who delivered "himself of the foregoing
was J. A. Wilson, of the Wilson and Hubbs farm
implement concern of Belleville, Ontario. This con-
cern although only a year old is as fine an implement
organization as there is in Eastern Ontario. Both
partners have had wide
experience as salesmen
and both were born and
reared on a farm. Mr. Wil-
son, in discussing his

business with the M.T.I,
representative, expressed
himself of the opinion
that the man selling farm
machinery who has been
reared on a farm has a

distinct advantage over his
town or city born compe-
titor in that he has inside
knowledge of the farmer'.,
conditions.

The partners each have
their separate duties; Mr.
Wilson is the salesman and
Mr. Hubbs is in charge of
the office end of the busi-
ness. With this arrange-
ment a salesman can be
out on the road all thj
time.

"WE believe in can-
vassing," said Mr.

Wilson. "It seems to u.3

to be the only way to sell
farm machinery. It may
seem a surprising thing
to say, but there are la'^

bor saving machines on
the market to-day which
are unknown to many
farmers. Some farmers
in our experience have
stood amazed when we
introduced certain lines to
them. While it is true
that the average farmer to-day is a rc^.d-r thereare a great many who do little or no reading It;s a mistake therefore to presume tha every farme
.s aware of all the important labor saving mach.^ethat are on the market. It seems to us then Sacanvassing .s the one way to make sure, and the besmeans of educating all the farmers
"Then coming into personal contact with prospectsat regular intervals gives us an opportunity of studj-mg them on their home ground. We try to makeour calls as informal as possible. It isn't good TusT-ness to let a farmer think you have come t^o see hf^tor the single purpose of selling him something Thefarmer IS conservative and very much afraid of beingstung^ So It is best to make friends right awayand the only way to accomplish that is by taking areal interest in him and his problems.
'•We talk to him about his problems and sell ourmachines from that angle. We sell something tosolve a problem, something that will make his work

Mghter, do It quicker and produce greater profits.Of course we send out letters and advertising mater-
ial and have found it is profitable to do so, but such
material IS read only by the more progressive farm'-

it tJ """-jeaders I spoke of absolutely ignore
It The most effective way to use advertising mater-

*° by a personal canvas."
Mr. Wilson is very enthusiastic and has a lot

to say about selling farm machinery. He loves

the game—as he calls it—and from his earliest years
longed to sell something. Before he entered into
partnership in his present business he was a sales-
man for another concern for some years. 'While
with this concern he got considerable experience in
the farm implement field both inside and out on the
road. Mr. Hubbs, his partner, has also been a sales-
man for many years and has had wide experience in
selling to the public.

Their warehouse is located on the principal street
in the heart of the business section. It is 30x100
feet and occupies the ground floor. They carry a
large stock of machines and have them arranged in
a neat and accessible manner and all assembled

This picture shows Wilson & Hubbs' implement store. Notice the signs indicating some of

ready to be shipped. They aim to have in stock at
least one sample of all the goods they handle. When
seen by M.T.I, they had about twenty thousand dollars
worth of machines and about seven or eight thousand
dollars worth of parts on hand.

There is a special room where repair parts are
kept. They are arranged in boxes around the room,
each box ticketed with name of part and number.
One section is devoted entirely to plow parts and
another section to tillage and harvesting parts. In
this way confusion is avoided and parts readily got
at.

"^HEN we sell a man a machine," said Mr. Wil-
son, "he ha's the assurance that we are in a

position to take care of all his service requirements.
If there is a breakdown anywhere we can supply the
necessary repair parts and have it fixed within a
few hours of receiving the call for help. The ad-
vantage of such service to a farmer in the height
of his busy season cannot be over-estimated. Our
reputation for prompt service is one of our best ad-
vertisements.

"Selling farm machinery and selling service are
synonymous. The two are inseparably bound to-
gether. When a man buys a machine he must be
looked after. He must be educated in the operation
and care of his machine and helped out of every dif-

ficulty. Theoretically it seems an impossible task
but in reality it is a simple matter indeed." Farmers
are becoming educated more and more in the care
and operation of machinery and the dealer's task is
consequently getting lighter. There are still, how-
ever, a great many service calls and the dealer who
handles such calls promptly and effectively is the
man in whom the farmer puts his trust.

."lyE never neglect a call for service whether it is
in connection with a machine we sold ourselves

or one sold by a competitor. We have made a lot of
good friends, resulting in many sales, simply by giv-
ing a man good service at a critical moment.

"We had a telephone
call from a farmer
one day asking us to help
him fix up his binder
which had broken down
while being operated at
a busy time. This binder
had been sold to the
farmer by a competitor
who refused to give the
service when asked to do
so. We went out and
saw the farmer out of his
difficulty and were in-
formed by him that on
account of his not pur-
chasing all of his equip-
ment from the dealer who
sold the machine the ser-
vice was refused. He
buys everything from us
now and through him we
have been put in the way
of numerous new pros-
pects which led to sales.

"We are thoroughly
convinced that this busi-
ness is built up on. ser-
vice. Whether service is

given free or charged for
it should be given to sat-
isfy. Satisfaction is

a sure guarantee for fu-
ture sales and greater
profits. We have even
found it profitable to give
service when it cost us
money to do so. We made
a good customer out
of a man some time ago
by rendering him service

the lines they handle.

on a machine, which we did not sell to him, and
charging him only for the parts use in the repair."

Wilson and Hubbs have a very fine territory of
about 40 square miles. It is bordering on Hastings
and Prince Edward counties and is one of the richest
mixed farming districts in eastern Ontario. There
is a big market for all kinds of farm machinery.
Wilson and Hubbs handle everything connected

with power farming. Or their floor can be seen
at any time practically every implement or machine
used on a farm.

'yHEY believe there is a big future for the small
thresher in their districtt. Just as the farmer

has taken hold of the tractor so will he take hold of
the small individual thresher, and in the very near
future. They have already sold a few threshers
and are looking forward to big sales.

They are having some difficulty in selling farm
lighting plants because the farmers are holding off,
waiting for Hydro. The farmers in their territory
are anxious for electricity and have an idea that they
will soon have Hydro. Nobody knows, in Mr. Wil-
son's opinion, just where they got this idea, except
that Hydro has been promised them some day, but
whether that day is separated from the present by
one year or twenty no one in the district has the

Continued on page 30



Demonstrations Will Sell Your Tractors
H OW many people do you know n

who bought their automobiles j
without having a demonstration

of the particular kind of car which they bought ? Net

very many, if any. It does occasionally happen that

a person will buy a car entirely on its reputation and

without ever having ridden in a machine of that par

ticular make, but these cases are comparatively rai'^

—usually the purchaser wants to take a little spin

and see for himself how the machine rides, how much

power it seems to have for hills, and "get-away."

In spite of the fact that automobiles are very

largely standardized and are no longer a new thing

—

in spite of the fact that the purchaser is reasonably

sure that the machine he is considering buying is i

good one and will be reasonably satisfactory, inas-

much as he usually knows that similar cars are giv-

ing satisfaction to thousands of other users, he still,

wishes to try it for himself.

And yet a great many tractor dealers seem to

think that a farmer should be willing to buy a tractor

merely on the claims which he and the manufacturers

make for it, and without having an opportunity to

see the machine actually at work under the conditions

found on their own farms until after the order has

been signed.

Not all dealers take this at-

titude, however, and it is pro-

bably safe to say that the

best dealers do not try to

sell tractors on this basis, but

make a practice of demon-

strating their tractors to

prospects jusit the same as

an automobile salesman de-

monstrates his car.

If the automobile in its

present state of development

and general use is still sold

principally by means of de-

monstrations to the pros-

pects, it would seem obvious

that demonstrations of trac-

tors would also be valuable

sales helps.

pvEMONSTRATING tractors

*-^is not a new thing. A num-
ber of large national tractor

demonstrations and countless

smaller ones have been held

all over the country, some-
times by an individual dealer,

or by the dealers of a county
or town.

The large tractor demonstra-
tion where a hundred or more
machines are all at work in the

same field is of questionable

value, because such demonstra-
tions tend to cause confusion in the minds of the farm-
ers who visit them, but there is a very important place
in the tractor industry for tractor demonstrations of
the right kind. "Which kind will be the best for any par-
ticular dealer might be an open question—it may be the
one where several local dealers put their machines in

the same field and give a semi- competitive demon-
stration, at which the farmers of the neighborhood
have an opportunity to judge as to the relative merits
of the different makes of aiachines sold by dealers in

the community for the particular conditions there
found. It is obvious, however, that this sort of de-
monstration is likely to be of the greatest benefit to the
dealer whose machine makes the best showing, pro-
vided the price is right and other things are equal.
Another type of demonstration which has been used

to excellent advantage in numerous cases is one held
by the individual dealer, and to which the farmers of

the neighborhood, or such o+ them as the dealer con-
siders good prospects, are invited. In this way the
dealer is enabled to show his machine at work to a

large number of farmers at one time, and thus reaches
individual prospects at a minimum cost.

Still another type of demonstration has been found
profitable by a great many dealers. This is one which
is given on the farm of the prospect, without the pros-

pect signing an order or assuming any obligations

whatever—the dealer believes that the prospect really

needs a tractor and that he can take a machine to the

ARNOLD P. YERKES
farm and demonstrate to tho farmer's satisfaction that

the outfit is practicable and profitable for his condi-

tions, and proceeds to make sucli demonstration. In

some cases this sort of demonstration will be made by
a machine which the dealer keeps for this purpose. In

other cases, the machine used will be a new one and
the prospect buys that particular machine, in case

a sale is made.

COME dealers take the attitude that they cannot af-

'^ ford to make a tractor second hand by keeping it

for use only in demonstrations and later sell it at a re-

duced price because such use has made it a second-hand

article. Other dealers, however, believe that this is the

best and most satisfactory method, as all the machines
in stock are then brand new, and if the prospect can

be induced to sign an order a new machine is started

up and delivered to him. The practicability of these

two plans of course depends upon the number of ma-
chines which the dealer sells. Keeping a machine

specially for demonstration purposes is profitable only

where a number of sales art made.

The odd jobs which tractors do on various farms are very numerous. Here is one employed

advantagreously clearing up brushland.

npHERE is yet another type of demonstration which
1

is frequently practised, namely, that of having a

customer demonstrate his machine for the benefit of

prospects—either for a single individual or several

at one time. This method has certain advantages in-

asmuch as it demonstrates to the prospects the fact

that a neighboring farmer has bought the machine,

learned to operate it satisfactorily, and is able to do

good work with it. However, this kind of demonstra-

tion savors too much of the days when automobile

dealers followed the same practice, that is, they bought

no car of their own to be used for demonstration pur-

poses, and after they had made a sale they depended

upon that customer for demonstrating the machine to

other prospects. It has not been so very many yearr,

ago since this was a very common practice in the

automobile business, but as the volume of business in-

creased the automobile dealers found that this prac-

tice was not as satisfactory as giving their own de-

monstrations. Furthermore, the fact that a dealer

was willing to buy a machine of his own to be used

largely for demonstration purposes gave added confi-

dence to the prospects.

The same objections as in the case of automobiles

hold against this type of demonstration so far as

tractors are concerned. It indicates to the thinking

farmer that the dealer does not have a great deal of

confidence in his ability to sell the machine, and pro-

bably in the machine itself—otherwise
he would keep several in stock and be
preparied to give his own demonstration.

It is far better for the dealer to have oh hand at least

one machine which he can put in the field and show
its capabilities rather than to depend upon using a
machine already sold.

But, regardless of the particular kind of demon-
stration which the dealer wishes to give, there are
certain points which should be carefully observed
in order to avoid having tne prospects receive an un
favorable impression of the tractor.

It is not at all uncomm.on, at tractor demonstra-
tions, to see a very poor quality of work done because
the plow has not been properly polished beforehand
is out of adjustment, improperly hitched, coulters not

set right, jointers not provided, or for some other

cause which could have been overcome had proper
precautions been taken. Nor are all failui'es to

give a good demonstration confined to the plow. Quite

often the tractor will be in the hands of a green op-

erator or one who, while he may be entirely compe-
tent to adjust and repair the tractor, has had so little

field experience that he is incapable of doing a first-

class job of plowing or other work in which he may
be engaged.

Then there are a great

many small details which are

often overlooked, but which
serve to give the visitors an
unfavorable impression of the

outfit It may be a lack of

cooling water, due to the care-

lessness of the operator. Per-

haps the clutch on the new
machine has not been properly

adjusted and begins slipping,

causing delays and trouble. A
list of the minor details in ad-

justment of the tractor and
equipment which have been re-

sponsible for poor showings

in tractor demonstrations

would fill the page. Yet near-

ly all of them could have been

prevented by a little more
care and thought on the part

of the operator or whoever
was in charge of the demon-
stration.

A POOR showing at a de-

monstration is worse than

no demonstration at all. When
a person attends an advertis-

ing demonstration of a ma-
chine he goes writh the idea

that the outfit will be in the

hands of experts and that the

showing which it makes will

be the very best of which it is capable. This feeling

is only natural, as no one will expect a business man
to advertise a demonstration of his product at. which

he would permit the outfit to make an inferior show-

ing. Under such circumstances, if a tractor fails to

deliver its full power because of misadjustment, poor

fuel, or any other cause, or time must be spent by the

operator in fussing with and adjusting the outfit, the

impression made on those present cannot be as fav-

orable as when everything runs smoothly and with-

out a hitch—they naturally feel that such difficulties

are the invariable accompaniment of tractor opera-

tion or that they would otherwise have been avoided.

The tractor dealer should fix these points in his

mind: first, that well-handled demonstrations are ex-

cellent sales helps, and second, that if the demonstra-

tion is not to be a good one it is better to have none

at all. Before attempting to put on a demonstration,

therefore, the wise dealer will take every possible

precaution to insure having the machine make a cred-

itable showing.
^

It is impossible to give suggestions covering all

the details which must be considered. First and

foremost, of course, is the necessity of having a com-

petent operator and one who not only can handle the

tractor well but who is also capable of doing a first-

class job of plowing or whatever kind of work he is

supposed to demonstrate.

Next in importance is the proper adjustment of the
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entire outfit, both tractor and tools. This usually
means that the machine must be operated in the field

previous to the day of the demonstration in order to
insure having everything working first-class. A
preliminary trial of this kind will determine just
where the rolling coulters of the plow should be set,

whether a jointer is desirable, the proper hitch for
the depth at which the plows are to be set, and all

such details.

The mistake should never be made of taking a
brand new plow into the field and attempting to make
a good demonstration with it before it has been
polished up and properly adjusted. A great many
farmers judge the quality of the tractor by the work
done by the plow which it pulls. This is, of course,
a mistake but since it is a fact the dealer should
make every effort to have the plow do as good work
as possible. The necessity for taking the precau-
tions referred to are, therefore, obvious.
The old adage that "if it is worth doing at all, it

is worth doing well" applies very forcibly to tractor
demonstrations. This is not merely theory, but has
been abundantly proved in actual experience by trac-
tor dealers all over the country. The best results
from tractor demonstrations have been obtained by
the dealers who have their machines make the best
showing.

Make Utility
THERE are two ways of selling farm imple-

ments:—selling them either ju^t as imple
ments, or as farm utJIity equipment. The one

is a matter of taking orders while the other is a little

study in salesmanship. When you sell a customer an
implement and nothing more, you can just bet your
last dollar that you are supplying him with some-
thing that he wanted and had already made up his
mind to buy. But when you sell the customer an
implement or machine that he needs, but which he
doesn't know he needs, then you are selling him some-
thing on a utility basis. To illustrate:

Let's suppose you are a dealer who sells implements
just as mechanical tools. Farmer Mangus Mac-
Gregor, who owns a good-sized farm, comes in to

buy a new walking plow. All right, you sell him
the walking plow—and let it go at that. You are
selling him an implement as an implement, and noth
ing more.

Now on the other hand, let's suppose you are a
"utility equipment" dealer. When Mangus MacGregor
comes in and asks about a walking plow you give
him all the infor.mation he wants about this particu-
lar plow, but, .at the same time, as you happen to
know that Mr. MacGregor is pretty well fixed both
financially and in the matter of land and know that
a tractor plowing outfit would pi-ove of much greater
utility on his farm than his walking plow, you
adroitly proceed to turn his thoughts from the little

walking plow to a power-lift tractor plow and a
tractor. You explain to him the comparative utility
of the two. You appeal to his sense of thrift and
economy by explaining to him how a 10-20 tractor
and a three-furrow plow will accomplish as much
work in a given time as four men with single-furrow
walking plows or two men with gang plows, and will
work at about one-half the cost of horse operation

—

no feed for the tractor when it isn't working. You
appeal to his sense of acquisitiveness by showing
him how, with a tractor outfit on his farm, he will be
able to plow, plant and harvest a greater acreage
than would be possible otherwise and that he will
derive a greater profit from his crops because of the
fact that the tractor outfit reduces the farm operating
expense.

TF you are a good salesm.an you probably will suc-

ceed in convincing Mr. MacGregor of the much
greater utility of a tractor outfit, for his particular
needs, than a horse walking plow. And when he be-
comes convinced that the saving in labor and horse
feed, plus the increased acreage and proportionately
increased crop production resulting from tractor op-
eration will more than offset the difference in price

between the tractor outfit and the walking plow —
when you convince him of this, he is as good as sold.

And thus, by selling him this outfit on the farm
utility basis, you make a large sale instead of a small

'J^HE best results, however, have not always been
obtained easily. In a great many cases the deal-

er has gone to considerable trouble to insure having
the demonstration show the best results possible.
There is a story of one tractor dealer who, before at-
tempting to sell a single m.achine, spent six months
with the tractor which he intended to handle, work-
ing it on the farm and learning every detail of its

operation and of the machines which it pulled. He
did this so as to be prepared to answer any and all

questions which prospects might ask and to be able
not only to tell them but to show them what the trac-
tor could do. He gave lots of demonstrations and
they were run almost without a hitch. The results
were all, or probably more than could have been ex-
pected, and well repaid the time and trouble which
had been spent in acquiring the degree of proficiency
necessary to give such demonstrations. This dealer
is credited with having sold more tractors than any
other ten tractor dealers in his territory.

The fact must not be overlooked that farmers to-

day give the matter of service a good deal of consid-
eration and that it cannot help but have a favorable
effect on tractor prospects when they see the dealer
operating a tractor in a competent manner, able to
make adjustments instantly, and to keep the machine
in first-class working order Any thinking farmer

By B. J. PAUL?SON
one. and by so doing increase the customer's farm op-
erating efficiency and chances for future prosperity,
because of the farmer's increased buying power.
As you increase the customer's buying power, so will
ycu also increase your selling power. And "utility
equipment" is the trick that will do it.

nR.A.CTICALLY all new farm machines and imple-
ments must be sold on a utility basis—the work

that they can accomplish and saving they will effect in
time, labor, money. The stationary engine is a good
example of farm equipment that must be sold on thib
basis. If you leave it entirely to the farmer, you
won't sell many engines. The average farmer has
been getting along without an engine all his life

—

and his father before him got along without one and
seemed to come through ail right. You've got to
convince the farmer of the great utility of an engine
on the farm before he'll buy one. You've got to show
him what an engine will do for him—how it will pump
water for the livestock during cold winter days and
the hot days of the harvest rush when every minute
is precious and the wind-mill becalmed, as it often
is; how it will take the hard work out of sawing wood,
shelling corn, turning the grindstone; how it will
conserve the strength of the women folk and give
them more leisui'e by operating the washing machine,
churn, and cream separator; how it will earn money
for the farmer during odd days between seasons by
operating a feed grinder, grinding feed not only
for himself but for his neighbors—at a good profit.

As a result of this "utility education" the farmer
discovers a necessity that he did not I'ealize existed
before—and the necessity is an engine. And after
he buys the engine he discovers other "utility neces-
sities" needed to make the engine most effective

—

a pump jack, power corn sheller, feed grinder, power
wash machine, buzz saw, etc. The dealer, by selling

the engine, starts a chain of future sales that may
even include an air pressure water system for the
home or a farm electric lighting plant. One thing
leads to another, for an engine, like a tractor, is a
progressive machine that promotes a march of pro-
gress on the farm—each has a long list of belt power
machines waiting to answer the call of willing power.

Machines and implements which the farmer has
used and with which he is thoroughly familiar
do not require "utility" salesmanship but there are
a great many that do. For instance, every farmer
is sold on mowers, and hay rakes but there are many
who are not sold on the side delivery rake, sweep
rake, tedder, loader and stacker. These items must
be sold on a utility basis. Every farmer is sold on
farm wagons but how many will you find, compar-
atively speaking, who are doing their farm hauling

would prefer to buy a machine from a dealer of this
kind in preference to one who was poorly informed
concerning the outfit which he handled and who de-
pended on hired help to operate his machine in de-
monstrations and to make adjustments and repairs
which his customers might require.
Some dealers feel that it is not incumbent upon

them to handle the tractor in their demonstrations.
There is a certain psychological effect, however, in
having the dealer operate the machine which should
not be ignored. The farmer knows that the dealer
will always be on the job, but he has no assurance
whatever that a hired mechanic, no matter how good
he may be, will remain in the service of the dealer
for any length of time. Unless there is some ex-
cellent reason, therefore, why a tractor dealer cannot
operate the tractor personally, it will nearly always
be found advantageous for him to give his own de-
monstration, at least in large part. It may be de-
sirable to have some one else ready to assume charge
of the tractor after considerable work has been done,
in order to give the dealer time to talk to prospects
and explain various features of the machine or its
work. But the advantage of showing the prospects
that the dealer himself is perfectly capable of operat-
ing and caring for the tractor and knows how to make
it do first-class work is too great to be passed up.

by motor truck? Here again we meet the problem
of utility—the superior utility of the motor truck as
compared to the lesser utility of the wagon. In the
same way we can go on down the line—cream separ-
ators, stalk cutters, potato diggers, potato planters,
feed grinders, manifre spreaders, fertilizer drills,
corn buskers and shredders, corn pickers, ensilage
cutters, hay baling presses—each of these must be
sold on a utility basis if the dealer is to sell a profit-
able volume.
Most of the present-day farm implement adver-

tising where implements not in general use by all

farmers are concerned is designed to sell the farmer
on utility performance—what the machines will do
and save for him But advertising alone cannot sell
implements—^the dealer must do the actual selling.
Therefore, it's up to him to cook up a mess of good
utility arguments and serve them hot to customers
who don't know that they need machines that they
really do need. That's all there is to it.

New Autos and Trucks at C.N.E.
(Coiiturued from page 11)

wheelbase is 131 inches; standard tread 56 inches.
The new Packard model is very attractive.

We hope in a later issue to give a more detailed ac-
count of this model. Specifications were not avail-
able at time of writing.

One of the sensations of the motor show was the
new "La .Marne" introduced by the Anglo-American
Motors Ltd., Toronto. This is an entirely new car
containing many new and .startling innovations. It

won't be under production for some time as a fac-
tory has yet to be built. It has an 8 cylinder ver-
ticle type motor, 314 -inch bore and SV^-inch stroke;
33 horsepower. The wheel base is 132 inches, the
length overall 17 feet 6 inches and weight 2,900
pounds. It is expected that the price will be about
$3,000. We will give further particulars of this
car also in a later issue.

The new four-thirty Briscoe shown, in finish and
equipment, is a credit to the manufacturers. The
Briscoe motor is four cylinders cast en bloc, L-head
type, 3 3-8 by 5-inch stroke. The car has a tilted

radiator giving a straight line drive from front
bearing to the rear axle. The new Briscoe is finish-

ed in blue with upholstering in long grain leather.

Among the trucks the one adapted for farm use was
specially featured. All the big maufacturers in this

line were represented by several models. It was
noticeable that the pneumatic tire is now becoming
almost universal as truck equipment. Many and
wonderful were the self-dumping and emptying de-

vices. Passenger trucks, farm trucks, trucks adapt-
ed for city use and many others were found in the
exhibition.

the Keynote of Your Sales



What the Truck Salesman Should Know
Knowledge of Fixed Charges, Maintenance and Operation Costs

Vital to Success of Truck Industry

NOT long ago the wi'iter met the owner of sev-

eral large trucks used in hauling milk and
other products to an urban centre. This

man was quite boastful about the business he was
building up and the profits he was making. Some
doubts were raised, and in proof of what he said

the truck owner granted the privilege of making an
actual analysis of his truck costs as they were to be
found in his accounts. It was found that he made
no systematic allowance for fixed and maintenance
charges, and when these were deducted from his

gross revenue he was just breaking even. He had
room to boast about the business he was doing, but

it did him no good because he was serving the public

for nothing.

In the above instance, the owner was more fortun-

ate than many others who have found that after sev-

eral years it is necessary to replace the old, worn-out
trucks and they had not the funds with which to do

it.

When a situation of this kind becomes general it

gives the motor transportation industry a great set-

back. The multitude of failures among motor truck

operators in the United States two years ago was
a direct result of meagre appreciation of truck costs,

especially fixed charges. The majority of truck own-

ers know their gasoline and oil mileage ^nd their

drivers' wages, but very few give any thought to

fixed and maintenance costs. They frequently fail;

and when the salesman call? upon them again he will

usually find that not only these men but their friends

are poor prospects for further sales. Salesmen do

their business and the whole motor transportation

industry a great injury by selling trucks to men
who they know have not sufficient knowledge of cost

keeping or enough freight to

haul to pay all costs.

Complete truck costs should

be recorded for three rea-

sons:

(a) To compare the entire

cost or any item of the cost

of operation of one truck with

that of another truck of the

same capacity in the same

class of work, and in the same

locality.

(b) To compare the cost of

motor transportation with

the cost of other methods of

freighting.

(c) To determine the rates

to be charged when the truck

is used in public haulage.

There is not a fixed cost for

any capacity or kind of truck.

Every truck must be consid-

ered separately, and its econ-

omy of service must be deter-

mined from its own record of

operating costs.

TN the second instance com-

plete truck costs should be

recorded in order to compete

intelligently with other trans-

portation agencies. While rail-

way and steamship costs are

usually reckoned only from
terrainal to terminal truck

costs generally cover the en-

tire cost of delivery from
consignor to consignee, there-

fore in comparing railway and

truck costs the former should

include terminal expenses, ex-

tra crating unnecessary for

shipment by truck, and the

weight of extra crating. In

a similar manner, horse and
motor transportation should

be compared.

By D. R. COWAN, M.A.

To sell trucks intelligently demands a thorough
knowledge on the dealer's part of the product he is

handLng and of the conditions of his prospect's busi-
ness. The dealer who KNOWS is the man who will
succeed. He must be able to SHOW the prospect
where truck transportation will be an asset. In order
to do this he must have a thorough understanding
of fixed charges, maintenayice and operation costs and
insurance. The salesman must put himself in his
prospect's place and ask himself what he would ex-
pect of a truck if he were buying it. The necessity
for study is at once apparent when the dealer applies
this test. The following article was specially written
for M.T.I, truck dealers by D. R. Cowan, M^A., who
has made a special study of motor truck transporta-
tion. It will help the dealer to a better understand-
ing of this all-important subject.

Thirdly few truck owners can succeed in hauling
goods for profit if the real cost of operating the trucks
is unknown. The entire cost of doing business, plus
the desired profit, must determine the price or rate
at which the service will continue to be rendered.
The monthly record of the operating cost of a

truck should be made in ihree divisions—operating
charges, maintenance charges, and fixed charges.
Operating charges should include such items of cost
as gasoline, oil, grease, current, driver's wages, and
similar items which vary in direct ratio to the amount
of use which the truck is given. They are properly
called operating costs.

Maintenance charges should include expenditures
for the upkeep of tires and truck equipment. Their
amount depends as much upon the way in which the

truck is used as the mileage. A careless driver will

GETTING INTO HIS STRIDE.

cause maintenance charges to rise so rapidly that
they will be out of all proportion to the actual work
done.

Fixed charges should be made up of fire, liability
and collision insurance, interest on investment, and
depreciation of equipment. These items are most
likely to be overlooked by the inexperienced motor
truck owner.

In general there are five distinct kinds of motor
truck insurance:

1. Liability.

2. Collision.

3. Fire.

4. Theft.

5. On Goods Carried.

Of these the most important is liability insurance
and it falls into two classes:

(a) Insurance against injury to persons, and (b)
insurance against damage to property. The first class
protects not only the owner of the truck but also
the driver against the payment of damages up to a
certain amount for injury to persons. The second
class covers damage done by the truck to another
person's passenger car, truck, buildings, or other
property.

/nOLLISION insurance only covers damages sus-^ tained by the insured truck and does not cover
damages inflicted. This distinction should be kept
clearly in mind when purchasing truck insurance.

Insurance against fire and theft is obviously neces-
sary if the business is to be removed from the realm
of speculative enterprise.

On liability, collision, fire, and theft policies the

rates are determined according to:

1. The class of business.

2. The cost of the truck
and its age.

3. The particular business
in which the truck is used.

4. The particular locality

in which the truck is oper-

ated.

Insurance on goods car-

ried may be either blanket
insurance on all goods car-

ried during a given period

of time, or insurance on a

certain load at a particular

time. Blanket insurance is

highly desirable for public

truck haulers but is difficult

to obtain. The general re-

putation of the applicant of-

ten determines whether he

will get it and what the rate

will be.

Trucking, "like any other

business, has its risks. The
cost of carrying these risks

is a necessary and legitimate

charge which should be in-

cluded in the operating costs

of the motor truck. The up-

to-date operator will insure

his business.

Of all the items which
should be considered in cal-

culating the cost of giving a
trucking service, the interest

on the truck investment is

the one usually neglected by
the small truck owner. It

may equal the cost of lubri-

cation or even repairs when
the truck is new.

At present, truck owners
use two methods in calculat-

ing the interest on the in-

vestment. One method is to

charge 6 per cent, each year

on the original investment.

Continued on page 35
—"Motor World.'



HEIM

Pinched (With Permission) From "Timken Magazine."
Sketches by CLYDE E. DARK.

t("f TTELL, I see the market is up six points

Y/y again already," remarked Meyer Goldman
to his friend Max Rosenheim, proprietor

of the Scotch Woolen Mills Emporium, High Grade
Men's and Boys' Clothing.

"So it is, Meyer," replied Max, "also the ther-
mometer is up eight points, which interests me a lot
more seein' I have an A number one line of Panerma
hats and Palm Beach suits."

"All the same, Max, them fellers in Wall Street
make a lot of money out of the stock business."
"Sure they do, Meyer, otherwise, you understand,

they would have jobs in sumpin' else. But they don't
make the money off of each other. The fellers on the
outside pours their money into 'the stock market and
the brokers pass it back and forth like a football. If
you ever talk to a broker or get one of his, now, re-
liarble market letters, you alius notis that he is' op-

termistic, predictin' a great Bull movement and ad-
visin' buyin' heavy on symperthetic reactions. And no
matter whether you buy or sell a stock the broker
gets his commishun, with added interest on the
amount not covered by your margin, and another
eighth on sales less than one hundred shares. You
may win some of the time and lose some of the
time, but the broker wins all the time, unless he
hypnertises himself that one of the sure things he is

handlin' out advice on is really a good thing. Then
he goes broke just like any other sucker, only quicker.
Wall street, Meyer, has a graveyard at one end and
a river at the other, so it don't make any difference
which way you go, the finish is alius goin' to be the
same."

"Yet I have an idea in this here stock business,"
began Meyer, when he was interrupted by the en-
trance of a young fellow dressed up to the minute,
who rushed forward with outstretched hand.

"Well, well, if it ain't Meyer Goldman as nacheral
as ever, and Max Rosenheim, the greatest merchant
that ever made Main street sit up and take notice.
Greetings, and how is every little thing?"

"Well, well, Max, do you see who it is? Little

Moe Bernstein, Sol Bernstein's oldest boy, who has
been away for five or six years. The world seems to
be treatin' you all right, Moe. What are you doin"
for a livin' anyway?"
"You mean who, not what, don't you, Meyer. Me

and work never agreed very long at a time, believe
me, and in these times the pickin' is so good that it'd

be a crime to do any real work. In New York I work
for a while in a broker's cffice till I learn the ropes,
and there I get wise to the fact that a feller is a
boob to let his muscles or his head ache knockin' a
livin' out of the world. And I want to tell you that
I got the stock market eatir' right out of my hand."
"What is it I tell you. Max," said Meyer. "Here is

proof of what I say. Here is little Moe Bernstein
what used to loaf around here and we predict he will
never amount to nothin.' And now look at his
clothes and diamonds."

"It looks that way, Meyer." said Max, rubbing his
chin thoughtfully. "Me, I ain't sayin' there ain't
money to be made in the stock market. I'm alius ready
to admit that. But you gotter admit that it is the
suckers what buys the brokers' limmerseens."

"Say," remarked Moe eagerly, "are you two inter-
ested in the market? If you are, don't you fall for
any of the phony stuff like thirty-day puts and calls,
or ten-point margin on stocks that don't vary three
points in three months, where you pay commission
and interest and then have to sell out about where
you bought. Listen to little old me if you want the
real stuff. I'm wise to al! the inside dope. I know
what the insiders, the big fellows, are doing. I can
send a wire to certain parties in the big burg and in
an hour can get information that is right on any
security listed on the exchange."

"Well, why don't you go right along and get rich?"
inquired the cautious Max.

"I'm going to, I can let a limited number of my old
home town friends in on it. Now, see here, if you
two are in earnest I can wise you up to a killing that
is due within the next three months. It was bein'
cooked up when I was in that broker's office and it

is about ready to be served. Are you game?"
"What do you say. Max? Shall we take it the

chance?" asked Meyer, and the eager light in his
eyes showed a desire to embark in the fascinating
game.

"Ordnarly," said Max, "I should say no. But
seein' Moe here is an old friend and has got reliarble
infermation, I don't consider it so much of a gamble.
It's just as I was a tellin' you, Meyer. The mistake
is when a sucker trusts to his own judgment. Now,
Moe, what is the propersishun ?"

"It's this. Sure no one can overhear us?" and he
looked furtively around.
"Oh, it's all safe," said Max, but he moved over

and closed the door. Then the three pulled their
chairs closer together.

"It's Holdfast copper, u new mining proposition
that has just been listed. It's selling now around
twenty-five, but it's being manipulated and is due to
ride to seventy. Then comes the big blow-off. The
insiders unload and the public has the stock at the

top price. Now I know all the inside plans. If we
buy at the market to-day and hold for the top price,

we make only about fifty points. If we margin two
thousand shares and get out at the high figure, how-
ever, we make only a hundred thousand dollars,

which ain't a real killin' at all."

"If you ask me I think a hundred thousand is a
fair profit for a few months' investment," said Max.

"Oh, it's a fair bunch of coin. But what's the use
of piking on a sure thing. Here's the ticket. This
stock ain't going to jump to seventy over night.

The insiders don't do business that way. It will

jump ten points up, and then down she will go 5 or

6 points. The suckers will get scared and sell short.
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Then the wise guys will bull the market and shake

the shorts loose. Up she goes fifteen points. What
we do is to sell on a good substantial rise. Then we
go short on the market and clean up on the reaction,

then we buy in again, and margin more shares with

our winnings."

"But, Moe," said Max, "ain't it just as you said

we are suckers when we sell short? Ain't we doo to

get that shocking down?"

"Not at all, because I am on the inside and know
when to buy and when to let go. Now I tell you
frankly I ain't got the money to swing much on this

deal. I got quite a lot of capital but it's tied up on

a long-pull speculation and if I close now I lose, but

by holdin' on for a year or two I make a clean-up.

You understand of course how that is?"

Both his auditors nodded knowingly.

"Well, what it is you want us to do, give you the

money and let you handle it?" inquired Max suspic-

iously. "Me, I don't know about that, Moe, you see"

—

"Not a-tall, not a-tall," hastily interrupted Moe
"You would be fine suckers to hand your money over

to any one, let alone a feller you ain't seen for five

years who may be a low-lifer and a crook for all

you know. No, we work it this way. I tell you when
to buy and when to sell. You take your money to any
broker you want to deal with and you needn't even

tell me his name. You just give me twenty-five per

cent, of the profits as you cash in."

"But, Moe," said Meyer, "that ain't fair to you.

You should have half anyway."

"No, Meyer, when I do business with old friends

like you and Max, I ain't a Shylocker. Twenty-five

per cent, should give me a neat profit."

Under instructions from Moe, Max and Meyer
margined two hundred shares of Holdfast copper,

and true to his prediction, within a week the stock

jumped ten points, and he advised them to sell. And
with the five hundred dollars in his pocket, the canny

Moe told them to go short for a five-point drop, and

to call the stock when it reached this figure. The
advice was followed, and the profits taken.

During the next three months, Max and Meyer
played the stock market game under the direction of

the expert Moe, with the usual experience of specu-

lators—having losing days and winning days, but

always a rosy hope for the future.

"I tell you, Meyer," said Max to his friend as they

were talking over market conditions in the private

office of the Emporium, "Alius I did say to you that

Moe Bernstein is one smart boy. I don't see how he

does it. Of course it ain't alius as he says exactly,

but you can't blame the boy for a sudden strike, or

a freight embargo or anything like that which sends

the market down, or for court decisions and fluctu-

ation in forrin' exchange v/hat sends it up when we
expect it the other way. Of course as it stands now
we are with the slump yesterday about five hundred

dollars to the bad, which is what I call lucky consid-

erin' evverthing, and I think Moe will have it all

doped out how we can make that killin' before long,

Moe is a smart boy, Meyer, he is a boy wl.al: any man
could be proud to own as a son, Moe is a boy what—

"

"Say, what are you fellers conspirin' about," broke

in a new voice, and they looked up to see the smiling

face of Abe Morgenberg.

"Oh, hello, Abe, come on in," said Max genially.

"Meyer and I were just talkin' over the stock market
in a general way. What do you th^nk, Abe, i-; condi-

tions in Europe goin' to get any better? Moe, he
says," and then Max stopped, for Moe had exacted

a solemn promise that no mention should be made
of his connection with the speculating firm of Rosen-
heim and Goldman.

"So," said Morgenberg, "Moe Bernstein has got

you fellers interested in the stock market. Well, Moe
is one smart boy, and I don't mind tellin' you that he
gives me advice too. Of cour.se he don't alius hit it;

like last Tuesday he tells me to sell Holdfast copper
bccauijG the coal miners' .•'.trik-.' is sure to depress the

market—

"

"Hey, Abe, you make a mistake. I have it down
here. On last Tuesday Moe told you to buy Hold-
fast copper because the supply in France already

is exhausted and demand will send the stock up."

"No, Max, I made no mistake. And two weeks ago

and out of the lives of Rosenheim, Goldman and
Morgenberg.

"So," said Max, "that was how he worked it. He
gets his twenty-five per cent, of the profits, and one

of us is sure to win. Here we are, thinkin' one day
we are bears and the next day we are bulls, when all

the time we are goats."

"Just the same. Max," said Mieyer stubbornly,

'I say as I said before, that there is a lot of easy
money to be made in the stock market."

"Sure," said Max, "I've seen it done."

Two New Mercer Closed Models
1\ /TERCER distributors and dealers have been
'•^1 notified by Hare's Motors, Inc., 16 West 61st,

New York, of two new Mercer models, a touring

limousine and a four-passenger coupe as permanent
models of the Mercer line. They will be mounted on

Mercer Touring Limousine.

Friday he tells me to buy Amalgamated Iron which
was another little mistake—

"

"Wait, wait," said Max excitedly. "That day it

was I remember he tell us to sell Amalgamated Iron

short and we clean up a thousand in one day. Abe
I think we better compare our buying and selling

orders."

The comparison told the whole story. The foxy

Moe played a sure thing. When he advised Max and

Meyer to buy, he advised Abe to sell short. As he

always recommended a stock that fluctuated over a

wide range it was sure to go up, or down, anywhere
from ten to fifty points.

While they were comparing records a light step

sounded in the hall outside, but they were too busy
to look up. The dapper Moe appeared for an instant

in the doorway, glanced at the absorbed trio, and re-

alized that comparisons arc indeed odious, as Shakes-

peare says. Silently he turned, tiptoed to the en-

trance and faded out of the store, out of the town.

Mercer Coupe,

a standard "22.5" Mercer chassis of 132-inch wheel-
base.

Announcement of these closed cars as permanent
fixtures on the Mercer line, which has always been
practically an open car line, was a pleasant surprise
to the Mercer distributing organization in all parts
of the world. It is the first announcement of new
models since Hare's Motors Inc., took over the cor
trol of the production and distribution of the Loco-
mobile and Mercer factories. While closed cars have
long been a feature of the Locomobile line at tht

Mercer plant open models have predominated.

The method of body construction employed on the
new Mercer limousine and coupe is that of the best

custom body builders. The frame work is of Western
ash with all joints mortised, glued and bolted. This
frame is covered with the finest grade of aluminum
sheets carefully selected and free of blemish. The
metal joints are finished v/ith aluminum instead of

brass moulding welded with a non-corroding flux.

Thus the possibility of electroyltic action, which is

produced by using brass moulding, is eliminated. The
roofs are of straight grain, bright finish leather over
a padded hardwood base. The painting consists of
fourteen separate coats. All hardv/are is of heavily
nickel-plated brass. In order to preserve the popular
Mercer body lines forward the radiator, fenders,

bonnet and dash are the same as on the open models.
All movable floor boards are interchangeable.

The touring limousine has two compartments,
separated by an adjustable glass partition, which,
when lowered, gives

,
an owner the advantages of a

sedan. There are two doors to each compartment
and the forward compartment is trimmed in hand-
buffed leather and the upper part of the rear com-
partment in cloth with wool carpet and silk roller

shades to match. There is ample leg room in both
compartments. In the rear are two folding, front

facing auxiliary seats. Dome and corner lights are
controlled by a button on the right hand door pillar.

Vanity cases are of inlaid wood.
The coupe has permanent wide seats for driver

and two passengers, with folding auxiliary seat for

the fourth person. Behind the d} iving seat is a
closed storage space and there is a larger, water and
dust proof space under the rear deck.
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Your ambassador to the farmer.

Let the International Engine re-

present you and prove the merits

of International Machines

APPOINT a small crowd of dependable International
Kerosene Engines to go and look after,your interests on

the farms^of a new picked list of your customer-prospects.

Whenever you place one of these little brothers of International tractors, it will come immediately into

year-round demand by man and woman. To-day in thousands of farm homes it is considered the

greatest handler of drudge-jobs to be found on any market. It is acknowledged the most sensible

engine for pumping, washing, separator-turning, churning, grind-

ing, shelling, etc. Made in 11/2, 3, 6, and 10 h.p.

Do not underestimate the power of International Kerosene
Engines for building good will. Trade thrives on satisfaction.

Take these engines out on your territory and let them go to work
here and there in their dependable, satisfactory manner. They
will prove the merits of International Farm Machines. Ask
the International blockman about the complete and thorough sell-

ing assistance we have ready to apply.

International Harvester Company
OF CANADA -^to

HAMILTON CANADA
WESTERN BRANCHES — BRANDON. Winnipeg. Man.. Calgary. Edmonton. Lethbridge. Alta..

ESTEVAN. N BATTLEFORD. REGINA. SASKATOON. YORKTON, SASK.

EASTERN BRANCHES — HAMILTON. LONDON. OTTAWA. ONT., MONTREAL. QUEBEC. QUE.. ST JOHN. N. B.

J

IF you are the International

agent—putting International Hay
Presses out on your territory in the

near future will be one of your op-

portunities. The high hay market
makes it especially worth your

while to build hay press sales. One
of our advertisements is shown
here. Let the branch house help

you to make the most of the oppor-

tunity.

The High Hay Market
Stacked hay or hay in the mow does not represent

hay at its best. Tuck your hay into snug, tight bales
with an International Hay Press and get all of it

under cover. You can ship these snug bales to the

outside markets and command top prices. You can
bale for your neighbors and make considerable profit.

You can bale straw just as well as hay—keep the out-

fit busy during odd weeks between seasons.

Your light tractor will furnish ample power to
operate an International Power Press. If you do not
have separate power, a 6 h.p. International Kerosene
Engine can be mounted on the front end of the frame
of the two smaller size presses and belted direct to

the baler—always ready for immediate service. The
extra large drive gears compound the engine's power
enormously—make snug, tight bales of uniform
weight.

International Hay Presses are made in three sizes—14 X 18, 16 X 18, and 17 x 22—horse and power
styles. See your International agent about one—and
meanwhile ask us to mail you a catalog.

International Harvester Company
OF CANADA

HAMILTON CANADA
,
WESTERN BRANCHES — Brandon. Winnipeg Man . Calgary Edmonton. Lethbridge. Alta..:

ESTEVAN. N BATTLEFORD. REGINA. SASKATOON YORKTON. SASK

EASTERN BRANCHES - HAMILTON LONDON OTTAWA ONT . MONTREAL QUEBEC. QUE . ST JOHN. M Bk'



The Future of the Automobile Industry
"The Wise Merchandisers are Preparing for the Time when They will Have

to Sell in the Wake of Keen Competition," says S. M. How, General
Sales Manager of the Haynes Automobile Co.

t^fT^ HE time is not very far distant when auto-

I
mobiles priced at two thousand dollars and
over will have to be sold through intensive

selling methods, because of the keen competition,
which is certain to accrue," says S. M. How, General
Sales Manager of The Haynes Automobile Company.
"For the past year there has been a great and un-
usual demand for automobiles of all descriptions.
The insatiable cry for dependable cars still exists,

but the big problem with most all of the automobile
factories is solely one of production. Almost every
factory can boast of a roster of a thousand or more
unfilled orders.

"This state cf affairs has brought about some-
thing more than the fact that automobiles are needed
and wanted by people the world over. It has led

executives to higher ambitions. It has imbued the
men who control the outputs of large automobile fac-
tories with the desire to fill as big a part of this

demand with their product as they possibly can.
You can pick up almost any automobile trade
paper and read about some mammoth factory or p
factory addition being started or contemplated. t
The daily newspapers contain similar items.
There are also many write-ups announcing new P-}

automobil.e productions. All these things must ^-

surely indicate future trade monopolies and
keen competition ahead.

"This year there is plenty of room for all.

In fact there is a demand for a great many more
cars than will be manufactured. It seems that
everybody wants an automobile. Today it is

not a question of selling, but one of filling the
demand. How long is this favorable situation
going to last? Certainly there will come a time
when the gap between supply and demand will

not be so pronounced. When this time comes
it will call upon every bit of resourcefulness that
automobile merchandisers possess to influence
the car-buying classes to choose their particular
cars. Intensive selling methods will consequent-
ly have to be called into operation.

interval automobile dealers, and manufacturers as

well are prone to forget rhat an intensive selling

period is ahead. Many have slackened their pace.

Business today is waiting for them. They do not

have to go after it. But this situation won't last

forever. It can't.

"The wise merchandisers are preparing for the

time when they Avill have to sell in the wake of keen
competition. Keen competition brings with it its ex-

pensive methods. Numerous automobile dealers and
manufacturers will not be ready to meet the expense
and force of unrelenting competition. They will be

forced to drop out of the race unless they have
planned far enough ahead to cope successfully with
the gruelling task of selling in highly competitive

times.

"It is not the intention to give a negative im-

pression about the future of the automobile business,

but it is desirable for all concerned to realize that the

<<pVENTUALLY the automobile business will

go through what is called the process of
elimination. A new era will be reached. It will
be the survival of the fittest. In this era there
will, of course, be found hundreds of thousands
of automobile buyers, but they will show their
preference and choose from a limited number of
kmds of automobiles. There will be no room for the
car that was hastily designed without regard for the
user's interest. Only the well-known cars that have
stood the test of time will be considered by the as-
tute purchaser. Countless cars will be engulfed in
this vortex of discrimination. Countless cars will
be eliminated. The future success of automobiles
will depend entirely on the amount of prestige they
will accumulate from day to day through consistent
performance in the hands of owners.

"To easily imagine what the future of the auto-
mobile industry will be, one need only recall to
mind the process of elimination experienced by the
bicycle, the typewriter, and the cash register busi-
ness. One can quickly count the remaining institu-
tions that control the present outputs of these daily
necessities. The public, however, is responsible for
this situation, and rightly so, because the public in-
variably demands the quality product. These mono-
polies exist today because those large institutions
have demonstrated to the buying public ttat they are
better equipped and qualified to produce those re-
quirements. The many other concerns which had
equal opportunities at the start failed to compete be-
cause they did not build for permanence, nor did they
prepare for that inevitable time when supply meets
demand and the process of elimination follows.

"Now what about the automobile industry?
What about its merchandisers? The automobile in-
dustry is a great business. Every one realizes that.
The automobile industry ranks third in the list of
America's industries. It is experiencing an unus-
ually successful period of prosperity. During this

lectures delivered by Oliver B. Zimmerman of the
company's engineering start.

The well illustrated text is logically arranged,
starting with a brief discussion of the development
of the internal combusion engine., then taking up the
problems of design with a classification of engine
parts on the basis of the functions which they per-

form. Next the question cf fuels and lubrication is

discussed. Following this there is a consideration

of tractor requirements, plowing speeds, materials
used in engines and tractors and processes in hand-
ling materials.

Four chapters are devoted to various phases of

tractor operatic a. One of these gives a very com-
plete list of tractor troubles, with methods of diagno.s-

ing and remedies. The final chapter is devoted to

a discussion of plow adjustments, care and oper-
;

ation. Dealers and users can get much valuable infor-

mation from this work. The manner of treat-

ment is simple and the use of technical terms ha.'i

been reduced to a minimum.

Is thU the oldest Ford? The distinction of having the oldest "fliwer"
belonged to W. D. Walsh, of 9t. Louis, with a Model B, made in 1903,
until the Price Auto Service Co. recently unearthed a Ford Model A at
Putnam, Kansas, built in 1902. With the exception of tires and rims

the car is just as it was turned out. and it still runs.

time is not so very far distant when it will be neces-

sary to sell cars in the same decisive manner that

one typewriter today is sold in preference to an-

other.

"The whole matter of future business resolves

down to the necessity of a good product plus inten-

sive selling methods to sell the public on that pro-

duct. If automobiles always occupy the same rela-

tive and important position in our daily lives as they

do today, and there is every reason to believe that

they will, there will always be that great demand for

them.

"The future is bright, but the car-buying public

more than before will demand the bast that

engineering brains can give them. Therefore, those

automobile manufacturers who are concentrating on
serving the public in the most efficient and thorough
manner, and those dealers who are laying their plans

for the highly competitive period which is bound to

come sometime in the not distant future, will remain
leaders in their communities as they questionably are

at this time."

Quebec Tractor Demonstration
npHE annual plowing match and tractor de-

monstration under the auspices of the Eas-
tern Ontario and Western Quefbec Plowmen's
Association will be held at Macdonald College 'jj

Farm, St. Anne de Bellevue, Quebec, on Oct. 12,

13, 14, of this year.

The demonstration has been somewhat reor-

ganized this year. In connection with the trac-

tors substantial prize? are being offered in a

class for bona-fide farmers, the quality of the

work alone to be considered, as in horse plowing.

This is being done by the promoters to stim-

ulate greater interest on the part of the farmers
in tractors and tractor operation.

Then there is a class for manufacturing com-
panies—ploughing competition in sod. In this

class the machines will be rated on speed, quali-

ity of work, and fuel efficiency.

In addition to these two classes arrangements
have been made for public and private demon-
strations. The program will be handled as

follows:

Setting up day and trying out machinery Oct. 12.

Oct. 13th at 9 a.m. manufacturing companies' trac-

tor plowing competition. In this class each tractor

will only be given the amount of land it can finish by
noon. There will be no demonstrating while this

competition is on.

From 1 p.m. until 3.30 or 4 p.m. the public

demonstration in plowing, disking and cul-

tivating will be held. After this event

each company will be alloted a piece of ground to

public demonstrations and at 4 p.m. private demon-
strations for the benefit of their prospective custom-
ers.

On Oct. 14th, at 9 a.m., the bona-fide farmers trac-

tor plowing competition will take place. At 1 p.m.

public demonstration and at 4 p.m. private demonstra-

strations as on the 13th.

The association has secured the services of Prof.

W. H. Day, of Guelph, as Field Manager and Dr.

C. J. Lynde, of Macdonald College, as Inspection

Manager. • These men are well qualified to handle

the events in an orderly and inipartial manner and"

the association is looking forward to the co-operation^

of the various companies to make this the best edu-^-

I.H.C. Engine and Tractor Book
r^UE to increasing demands which are coming

from all parts of the world, the International

Harvester Co. has published another edition of In-

ternal Combustion Engines and Tractors, a 175-page
book dealing with problems of development, design,

construction, function and maintenance of engines
and tractors, which is compiled from a series of

cational ,event of the year.

The arrangements are in the capable hanijs of L •

C. McQuat, of Macdonald College, secretary of the

association.

Professor C. F. Mabery, of the Case School of Ap-
plied Science, Cleveland, Ohio, in an address beforp

the Engineers' Club predicted that within two years

gasoline will be retailing at from fifty to seventy-

five cents a gallon in all parts of the United States.
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Cockshutt Tractor Plow
The easiest sold Plow in Canada to-day. Its reputation for

splendid plowing in any soil and with any make of Tractor
makes it one of the best "self-sellers" you ever handled.

An implement specially designed by experts

for tractor plowing. Has heavy beams, heavy
braces and substantial construction all through
—yet it's surprisingly light in draft. This is

due largely to the correct design of the bot-

toms— they turn clean-cut furrows. Two

easily reached and readily operated levers set

the plow for its work. Can be hitched to any

make of Tractor. Adjustments up and down
as well as sideways are provided. A plow that

"stays sold" and makes firm friends for you
with your customers.

Built in 2 and 3 furrow sizes with 10 ,
12" or 14" bottoms. We

have larger sizes in independent beam plows, and a big line of
Tractor Disc Plows and other Tractor implements. Let us send
you full particulars.

Cockshutt Plow Co.

Regina

LIMITED

Brantford Winnipeg
Calgary Saskatoon

Sold in Eastern Ontario

and Eastern Canada

hy

The Frost& Wood Co,
LIMITED

SMITHS FALLS, ONT.
Montreal St. John

This is one of the most popular of a com-

plete line of Cockshutt and Frost &
Wood implements. Backed by big ad-

vertising and Dealer Service that never

lets up.



m SHOP NOTES FOR THE
GARAGE MAN

Special Appliances for Expediting

Automobile Process

By VICTOR W. PAGE, M.S.A.E., in Everyday Engineering

THE production of enormous quan-

tities of popular priced automo-
biles has created a new industry and
that is the production of special tools,

jigs and fixtures for making repair

work easier on such makes of cars as

are sold in quantities. In the early

days the repairman was forced to make
his own special fixtures because none
were obtainable on the market and it

was not often a profitable thing to do

because it was seldom automobiles of

one make would be received for repairs

to warrant the expenditure of money
and labor. Now conditions are changed
and so many cars of certain popular
makes such as the Ford and the Over-
land are used in even small communi-
ties that almost any service station is

justified in stocking certain fixtures.

Even the smallest shop should in

elude valve head and valve seat ream-

Special Lathe Chuck for turning piston ring
grooves.

ers, valve grinding tools, bushing ex-

tractors, gear pullers and other de-

vices of that kind. Shops of greater
pretensions can now obtain engine sup-
porting stands, special cylinder boring
tools, rebabbitting jigs, piston chucks
and vices, connecting rods, aligning
and rebabbitting fixtures and numer-
ous others that reduce labor and re-

pair costs and yet that can be procured
at much lower cost than they could
make the devices in their own shops
because they are the product of manu-
faeturjers specializing on such tools

and appliances.

The Ekern motor stand is one of the
handiest devices of its kind for use in

shops and garages doing Ford car
work. The Ford motor, when taken
from a car, can be fastened to the stand
by the two cap screws which screw
into the side of the motor where the
water inlet connection is fastened. The
stand is so constructed that the part
screwed to the motor will revolve in

the clamp on the stand and can be
locked by tightening the lock-screw,

which will hold the motor in any posi-

tion or angle desired to suit the work-

man. It is provided with two large trays,

22 inches by 24 inches for convenience,

where the workman can place his tools,

motor and axle parts. The stand is

mounted o.i three 4-inch diameter

wheels. The rear castor wheel is so

constructed that by pulling the plung-

er lock the castor will swing up off

of the floor and the stand will then

rest firmly on its legs. By kicking the

castor lever down the stand will go
back on its wheels and lock automa-
tically.

The work bench is also equipped with

a machinist's vise, which has a 3-inch

jaw with a 4-inch opening which will

handle any work required in overhaul-

ing a Ford motor or axle, also other

kinds of work that will suggest itself

to the repairman. The work bench
and engine stand is 36 inches high and
takes 27x42 inches floor space, it

weighs but 120 pounds and can be mov-
ed from one part of the shop to the

other or used on the road as part of

ihe equipment of an emergency repair

car.

Useful Spanner Wrenches

There are various points in an auto-

mobile or gasoline engine that cannot

be reached handily with the usual form
of adjustable spanner wrenches. One
of these points is the packing nut on
the water pump which is generally

hard to reach and which is so large as

to require a special wrench. The simple
wrench shown at A in the accompany-
ing illustration may be made by any
one handy with tools by cutting a piece

of i/g-inch thick sheet steel to the de-

sired shape, then carefully fitting the

jaws so that they will be the exact
size of the rut on the stuffing box, by
filing. After the wrench is completed
the jaws should be case hardened. The
handle is made by riveting two pieces

of fiber to the bent portion or off-set

of the wrench.

When a number of nuts are to be re-

moved from a point where the bolt

heads must be held from turning, as

those holding the lower portion of the

engine crank case to the upper part of

it or keeping a differential housing to-

gether the speed wrench shown at D is

a very useful fitting that can be made
by any repairman and will save its

small cost on a single job. It will

readily assemble, or disassemble, any
flanged parts held together by a ser-

ies of bolts because it holds the head
of the bolt from turning while the nut

is unscrewed or replaced. A socket

wrench is brazed or welded to the

shank of a cheap bit stock or a simple

bar of steel may be bent to perform
the same functions, and a handle placed

on the end as a hand grip. The wrench
that holds the bolt head from turning

is welded to the end of a forged bai

shaped something like a hack saw
frame and braving a bearing at the end
opposite the head of the wrench to re-

ceive the extension from the bit stock.

A spring is used between the head of

the movable socket wrench and the

bearing on the forged bar carrying the

fixed socket wrench.
This may be made as strong as de-

sired and is intended to hold tiie

wrench firmly in place on the nut. A
stop-pin may be placed in the bit stock

if desired to keep the movable wrench
from backing out too far. When it is

desired to move the wrench from one
bolt to another the spring is compress-
ed by pulling back on the bit stock

and the wrench may be readily with-

drawn and moved to a new bolt. If the

movable socket is made long enough
it will hold several nuts, forming a

magazine tiiat need not be emptied
each time a nut is removed from its

bolt. The general construction is clear-

ly shown and the design can be dupli-

cated by one possessing even a modi-
cum of mechanical skill.

To fabricate a socket wrench is not
difficult as the simple socket wrenches
to fit square or hexagon nuts may be
readily made as shown in the accom-
panying illustration. With that method
it is necessary to secure a piece of

seamless pipe or tubing of a size just

large enough to go over the nut. For
example, if a 3-4-inch square nut is to

be removed, the wrench must be made
from tubing having at least 3-4-inch

inside diameter. The end of the tube,

when heated to a red heat is placed
over the nut and then hammered down
on each facet, so that the tube end is

hammered down and shaped to fit the
nut at the s.ime time. If a deeper
wrench is desired, a piece of hexagon
or square rod of the proper size n.ay
be used as a mandrel to form the re-

quired length of socket. Seamless steel

tubing is the best material to use and
after the wrench is made it may be
well to case harden the formed end.
The tube is cut to any desired length,
six inches being the average for ordin-
ary work and a 1-4 inch or 5-16 inch
hole is drilled 1-2 inch from the top

Socket Wrenchet

Th:s Part Does
^ Not Turn ••--Bitstock

Handle-

How to moke simple Socket Wrenches to fit

Square NOts.

Pump Stuffina Box
Wrench

Quick Action Speed Wrench for
Bolts holding Flanged Surfaces

end of the pipe through which a short
piece of iron or steel rod of the pro-
per size may be inserted as a handle.

In the case of a hexagon wrench
three holes are usually drilled through
the end to correspond with the facets

of the nut, one being placed below the
other in the handle end of the tube.

Connecting Rod
Bending Fork

Special wrenches that are easily made by the repairman make it possible to remove stubborn nuts
and bolts easily.

Special tools for Hudson cars may be modified
for work on other makes.

For a square wrench, it is only neces-
sary to drill two holes, these being at

right angles to each other as indicated.

How Automobile Factories Help

It is remarkable how the various
automobile factories now co-operate
with the repair-man in giving service

to the owners of their cars. Some of the

special tools furnished by the Hudson
Motor Car Co. and described in a
special pamphlet are intended pri-

marily for work on the Super-Six but
there is no reason why modifications of

these tools should not prove valuable
to repairers of other makes of cars.

These tools are shown in accompany-
ing illustrations and a brief recapitu-
lation of their use follows:

Piston Ring Spreader

This is a convenient tool used to in-

stall or take out piston rings and its

use will prevent chance of breaking the

ring or burring the edges. It may be

used on any car.

Piston Ring Binder

This device is used for compressing
rings into the cylinder. It is placed
about the piston and rings and the pis-

Co7itinued on page 30
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The Garage Owner who prides him-

self on service will install a Universal

Cylinder Reboring Tool

The annoying delays that follow the sending of automobile, tmck, tractor

or gas engine cylinders to the factory for reboring can be eliminated.

Your customers can get as good a job—a bore as smooth and round as

when it left the factory—right in your garage.

You can give prompt, efficient, satisfactory service, and
earn considerably greater profits—You can if you have a

Universal Cylinder Reboring Tool.

This tool is used and recommended by nearly every

manufacturer of pleasure cars and trucks, including

Ford, Dodge, Studebaker, Buick, Page-Detroit, Chal-

mers, and many others.

In every garage where it is used it has

proven a highly profitable investment and
has met every requirement as to accuracy,

workmanship and general excellence.

It may be operated in conjunction with a

power-driven drill press with the cylinder

on the table, as well as by hand.

Clip this coupon and mail it to us. Get fully

posted on the merits of this service-giver

and profit-bringer.

Operating on a detachable
head motor—by hand

Tool complete

ready for

shipment

Windsor Machine and Tool Works
86-88 Pitt Street, Windsor, Ontario

I, (or we) am interested in the UNIVERSAL CYLINDER REBORING TOOL, and would like
to get more information on this equipment. You claim it will materially increase profits of
this business; if so, I (or we) am anxious to know about it.

Send any literature pertaining to same to

Name , City

Street Prov

We repair the following cars

Operating with

power-driven

^ drill press



Automotive Accessories and
Implement Equipment

FORD POSITIVE OILER AND
GAGE

THIS is a positive oiler and sight dash

gage for the Ford car. It insures

the Ford driver that he has a supply

of oil, for as soon as the oil is low

or the danger point is reached the gage

becomes inoperative. The danger of

running the car for miles with low oil

is eliminated. This gage also sup-

plies an additional quantity of oil

to that furnished by the internal pipe

in the Ford engine. An oil strainer

is provided which continually strains

the oil as it is circulated. The instal-

lation of this device is very simple. It

is only necessary to remove the old

transmission cover and replace it with

the new one. The pipe leading to the

gage is threaded underneath the floor

board to the gage which is placed on

the dash. The second lead from the

gage runs directly to the oil filler of

the engine, for which a special plug

is provided in which is placed a fine

mesh screen. This device is made by

the Automotive Material Co., 208 N
Wabash Ave., Chicago.

H. B. BATTERY CHARGER

THIS outfit is known as the H. B.

500 Watt Battery Charger and has

ample capacity to charge one to eight

six volt batteries with a special auto-

matic voltage control that enables the

operator, the makers say, to recharge

six, twelve or twenty-four volt batter-

ies at the same time. The charger is

self-starting, using city power, either

alternating or high voltage direct cur-

rent. It is easy to install and oper-

ate, as it is self contained and mounted

on one base complete with switch pan-

el and the necessary instruments.

The battery charger is 26 inches

high, 27 inches long and weighs 280

pounds. Its capacity is 10 amperes,

60 to 70 volts, varied by the number
of batteries on charge. The switch

board is made of clear black electrical

slate, equipped with ammeter, field

rheostat, voltage lamps and two con-

tvolline switches. The outfit is man-
ufactured by the Hobart Brothers

Company, Troy. Ohio, and distributed

in Canada bv the Battery Service and

Sales Co., of Hamilton, Ontario.

E. B. COMBINATION MANIFOLD

THE E. B. Combination Manifold

for tractors is manufactured by
the Emerson-Brantingham Company, of

Rockford, Illinois. High fuel economy
and practically complete burning of

kerosene, say the makers,, is secured

by the Stromberg kerosene carbure-

tor and the E. B. Combination Mani-
fold as shown in the diagram, the in-

take is inside the exhaust manifold
where the lower side is in contact with

the hot burnt gases. When the part

of the fuel that did not gasify readily

at the carbureter reaches the heated
intake, the heavier particles settle to

the bottom or heated part, where the

heat breaks them up into a gas. By
having the upper side of the intake

cool, the inrushing charges are pre-

vented from reaching such a temper-

ature that the explosive power is less-

ened.

r

PAJNTEO
TO AVOID
ON HANDS &
C1.0THES

STEEL EVES
REMOVE STRAIN
FROM CABtE

DOUBLE CABLE WHERE
STRAIN IS GREATEST -
VS/RAPPED TO PROTECT CAR

"COOPERTOW LINE"

Peters' Crankshaft Grinder

Full-ray Headlight Deflector.

Positive Oiler and Gage.

Hobart Bros.' Battery Charger.

FULL RAY HEADLIGHT DE-
FLECTOR

npHE motorist who drives at night
is faced with the problem of get-

ting sufficient illumination of the road
ahead of him and still complying with
the anti-glare law. The non-transparent
deflector shown in the illustration will,

the makers claim, eliminate all harm-
ful glare without interfering with the
intensity of the illumination where it

is needed for driving and where the
law demands it. It is an arrangement
of non-transparent metal slats which
permit the reflected light to be thrown
on the road ip front of the car. The
rest of the light is thrown ahead and
kept below the 42-inch line required by
the law. It is manufactured by the
Bradsto Appliances, Inc., 65 Main
Street, Buffalo, N.Y.

COOPER TOW LINE

THE Cooper Tow Line has an ingen-

ious patented spring which the
makers claim takes up the jerk, pre-
vents breakage, and eliminates the
bending of axles and loosening of

springs. When a jerk occurs the
spring acts immediately and compress-
es with the strain until the yoke rests
on the shoulder. The loops for at-

taching to the car are wrapped to pre-
vent scratching and marring running
gear.
The cable is made of heavy cast steel

wire, 6x7 strand dry core. It is made
by the Cooper Manufacturing Co.,

Marshalltown, Iowa.

E. B. Tractor Combination Manifold.

PETERS' CRANKSHAFT GRINDER

THIS tool, made by the Aluminum
Brazing Solder Co., Philadelphia,

Pa., is designed for truing up eccentric

crankshaft pins. The difficulty of

truing up a crankshaft lies in centering
the crankshaft pins, which are eccen-
tric to the main bearing pins. The
shape of a crankshaft is such that
spring action is unavoidable, say up
to a quarter of a thousandth of an
inch.

It consists of a chuck-like housing,
made of aluminum, an inch and one-
quarter wide, to go between any size

bearing now used in the motors of

autos or motor boats. The housing is

split and hinged to allow the tool to go
around the pin, thereby eliminating
any centering.
The tool has eight high-speed steel

cutters, which work toward the centre
and which are operated by means of a
screw-plate, which moves all of the
cutters to and from the centre uni-

versally.

To operate, open the tool and place
it around the pin, turn the screw-plate
with the spanner wrench until the cut-

ters start to cut. A few complete
turns of the tool will remove the high
spots, leaving a perfectly round,
smooth surface. The entire operation
takes but one-fifth the time ordinarily
required on a lathe.

This tool can be adjusted to

one-five .
thousandths of an inch. It

requires no service for re-sharpening,
as the equipment includes a re-grind-
ing device, which enables the user to

keep the knives in perfect cutting con-
dition at all times. The makers guar-
antee it for one year against all physi-
cal defects.



Canadian Motor, Tractor and Implement Trade Journal 25

Goliath
Built for Endurance."

Nothing Succeeds Like Success

TT is significant that the more Goliath Spark Plugs we sell, the more
repeat orders we receive. The demand is phenomenal.

A spark plug is more than mere metal and insulation—it is the all-

important transmitter of electrical energy which determines power, pick-up

and that smooth purr of the engine in which all motorists take so much
pride.

Every spark plug you sell influences the minds of your customers, favorably

or otherwise, towards your business. Experimenting is costly. Goliath

Plugs have been " Tested for Service."

LIST PRICE 75c EACH
Our Nearest Sales Branch Can Supply You

Canadian General Electric Co., Limited
Head Office TORONTO

Branch Offices: Montreal, Quebec, Sherbrooke, Halifax, Sydney, St. John, Ottawa, Hamilton, London,
Windsor, Cobalt, South Porcupine, Winnipeg, Calgary, Edmonton, Nelson, Vancouver and Victoria.
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Nelson Adds a New Jumbo Truck Model
THE latest, model added by the

Nelson Motor Truck Co., of Sagi-
naw, Mich., to their Jumbo line is the

"Hierhway Express," Model 20, which
is built to meet the demand for a
truck of 4,000 pounds pay-load capacity
capable of standing up at high road
speed.

This truck is the first of its carrying
capacity to be built for fast freight
tran.sportation. The manufacturers
say it is of unusually strong construc-
tion to sustain the strains of high speed
operation and provision has been made

its own weal automatically and is non-
adjustable.

Brake tumbling shafts are provided
with brake equalizers in addition to
adjusting turnbuckles. Arvac new type
universals are used. The propeller
shaft of Arvac make is divided, with
large SKF ))earing in centre support.
The front axle is "Stan-par" with
back bearings. Springs are chrome
vanadium steel, and each leaf is

cupped at the centre, to prevent spring
slippage.

The radiator is tubular with square

'•1

The new Jumbo Highway Express, Model No. 20.

to cushion and absorb resultant vibra-
tions so that undue wear is avoided. By
reason of its road speed ability on
pnuematic tires it is well adapted for
long distance hauling where time is an
important element and speed is essen-
tial, such as the produce of dairymen,
general farmers, market gardeners
and fruit growers, etc.

The standard body size is 5 ft., 4
in., X 10 ft., 6in. The space back of
the cab to the rear end of the frame
is 120 inches. The new model is also
admirably suited for passenger work.
A 24 to 26 passenger bus body can bo
used without exceeding the rated
carrying capacity. The comfort of the
driver has been given serious consider-
ation. The cab is of steel and there
is plenty of leg and seat room for
three big men. The doors swing back
and may be locked securely against
side of cab. The side and back cur-
tains are fitted on steel frames and
disappear into the sash panels when
not in use. The door curtain^ are
fastened to steel rods and open with
the doors.
The motor is a Buda C.T.U. Model,

3% in. bore x 5i/4 in. stroke, with an
'A.S.E. horse-power rating of 22.5,
V removable cylinder head, and full force
' feed lubrication. The oil-pump is

,
gear driven oft' the cam shaft. Centri-
fugal pump distributes water first

around the valves before reaching the
cylinder walls. A hot spot manifold
is used. The motor rocks in a large
pilot bearing in specially designed "I"
beam motor support which is easily
removed witn the motor, when lifting
same out of chassis. Alemite lubric-
ating system is used throughout. A
fan shroud forms a perfect air tunnel,
enabling uniform passage of air
through entire surface of radiator core.

Clark internal gear axle is used.
The gear reduction is 7.2 to 1. Road
clearance on pneumatic tires is 14
inches. The brake drums are 16 in. in
diameter. The bearings are Hyatt.
Fuller transmission with nickel steel
gears, chrome nickel steel shafts, hard-
ened and ground. Raybestos multiple
dry disc clutch is used. The discs are
of saw steel type, heat treated, harden-
ed and tempered. The clutch takes up

pins. The tubes are easily removable
for replacement when same is neces-
sary, by lifting off the top section.
The Model 20 and Model 15 have the

same chassis and the same equipment—Model 15 on solid tires and model
20 on pneumatic tires. Model 20 on
pneumatic tires is given a rated pay-
load carrying capacity of 4,000 pounds.
The body allowance is 1,000 pounds,
and weight of chassis 3,750 pounds.

Model 15 on solid tires is given a
rated pay-load carrying capacity of
3,000 pounds. The body allowance
1,000 pound?, and weight of chassis,
3,600 pounds. The sole distributors
for these trucks in Canada are the
Motor Car Distributors, Ltd., 27 McGill
College Avenue, Montreal.

I.H.C. EUROPEAN VICE-PRESI-
DENT DEAD

A CABLEGRAM from Brussels, Bei-
gium, on Wednesday, August 4.

brought to the general oflfices of
the International Harvester Com-
pany, at Chicago the distressing
news that one of its highest
officers had passed away — William
V. Couchman, vice-president in charge

of European manufacturing, sales, ana
experimental work.

It had been known that Mr. Couch-
man was suffering from what appear-
ed to be a slight affection of the throat
and that he had intended to undergo
surgical treatment for it. According
to the cablegram death came suddenly
while he was in the hands of the sur-

geons.
Mr. Couchman was born February

27, 1865, at Minneapolis, Minnesota,
and entered the employ of the McCor-
mick Harvesting Machine Company's
branch house there in 1882. He was
then a high-school student and worked
after school hours as office and errand
boy. From the beginning he showed
such aptitude and zeal, and so strong
a personality, that opportunity and
promotion swiftly followed. In a short
time he had progressed through the
repairs and bookkeeping departments of
the branch house and had also proved
his mettle as a salesman on the road.

At the age of 21 he was appointed
general agent of the McCormick Com-
pany, at Marshalltown, Iowa. In the
twelve years during which he held this

position he exhibited so broad and
clear a comprehension of the whole
farm implement field that when the
McCormick Company sought a man in

its American establishment fitted for
still higher service abroad the choice
unhesitatingly tell upon him. In 1899
he was given charge of the McCormick
Company's European headquarters at

Hamburg. He remained there until

the Harvester Company was formed in

1902, when he was assigned to take
charge of the company's interests in

what are known as the Central and
Eastern European Districts.

Upon the removal of the Harvester
headquarter's office in ir<i2, Mr. Couch-
man was given the responsibility of

all European sales, and during the next
four years his rare faculty for organi-
zation and his ability in developing
business were of the utmost value in

perfecting the Harvester System of

distributing its products in Europe.
In 1916 he was recalled to the Unit-

ed States, being appointed division

manager in charge of all sales, for-

eign and domestic. During the war
years that followed he rendered to the

company service of the utmost value.

Early in 1919, as soon after the end
of the war as the transfer could be
arranged, Mr. Couchman was sent

abroad once more, this time with the
rank and title of vice-president and
with authority to direct all the Com-
pany's manufacturing, sales, and ex-

perimental work in Europe. In the

face of all the difficulties accompanying-
rehabilitation on the Continent he had
already gone far toward building the
European organization anew, re-estab-

lishing connections that had long been
broken or abandoned, and resorting the

company's business.

Mr. Couchman is survived by his wi-

dow, formerly of Marshalltown, Iowa,

and by two sons, William V., Jr., and
Carl, both ol whom are connected with
the Harvester Company's Company or-

ganization.

SHERBROOKE FAIR
T?ROM an implement point of view
^ the Sherbrooke Exhibition, Quebec,
was a very poor one. For five years
the implement manufacturers have re-

fused to exhibit, giving as their

reason that they are oversold and that
such exhibiting would be needless ex-
pense.

There was one tractor there, the
Cleveland Tractor, and that one unfor-
tunately was not even given the prom-
inence it should have received. It was
not until Friday that the management
and the Cleveland Tractor people were
able to get together and arrange the
demonstration before the Grand Stand.
It is hoped in future that the manage-
ment of the Shebrooke Exhibition will

arrange for some such demonstration
during the days of the fair and not at

the close when very few are there to

witness it.

The tractor is not as popular in the
Eastern Townships as it should be, the
farmers claiming that the country is

hilly, with numerous brooks and rivers

and is not adaptable to the tractor.

However, the caterpillar tractor has
been used successfully in this locality,

and the farmers will in time be edu-
cated in usjng the tractor and will

realize its economic value.

A. Belanger Manufacturing Com-
pany had a fine exhibit of their harrow
and plow and it was through their ag-
gressiveness in conjunction with the
Cleveland Tractor people that the ti"ac-

tor demonstration was made on Friday.

There was always an interested
crowd around the exhibit of the Ren-
frew Machinery Company demonstrat-
ing their new engine run on compres-
sion, no carburetor, no batteries, no

_

spark plug, no magneto.

The Powe'" Milking Machine was the
only farm implement that was well re-

presented. The De Laval Milking
Machines, the Sharpies milking
machine. Empire milking machines,
Macartney Milking Machine Co. all had
representatives and a great deal of in-

terest was shown in these machines.
De Laval and Simplex separators were
also well exhibited.

Dr. Tolmip in his speech referred to

the use of modern machinery as a
great saving of labor and time, and
urged the adoption of the co-operative
system by which implements could be
purchased at a low individual cost.

The management of the exhibition
interviewed the Dominion Minister anci

asked him to use his influence in hav-
ing the implement manufacturers
exhibit at fairs.

The farmers in the Eastern Town-
ships are siowly awakening to the
economy of power farming. In a few
years it is expected that power fann-
ing will be adopted on a large scale in

the Eastern Townships—one of the best
if not the best dairy farming districts

in Canada.

CASKATCHEWAN has a population
of 750,000 and about 60,999 auto-

mobiles. This is one to every twelve
persons.

On the left—The new Jumbo removable core radiator with specially
designed pins radiating heat away quickly. Due to a straight line
design from filler cap to bottom of radiator. The overflow pipe

can't be clogged.

The cut directly above shows the rear end of the new Jumbo fitted
with electric tail light set flush with frame to prevent lamp break-
age. Also shows diagonal braces and presser steel cross members.
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XCELLENG
TWO-PIECE

PISTON RINGS E
Making every ounce

of Gasoline do its work
The instant of explosion, when the gas is hurled with full force

against the piston head, is the moment that proves the absolute

tightness of Excellence Rings. Fitting snugly, expanding and
contracting as necessary, they form a perfect seal for the firing

chamber. Every ounce of gasoline exerts its full force on the

piston head, every nickel spent on fuel is returned full value

in power.

No gasoline can shirk its duty to provide power in a cylinder

sealed with Excellence Rings. Excellence Rings are now be-

ing supplied in the following sizes— 3^ x ^, 3^4 x 3-16, and

3 11-16x3-16. Other sizes available soon.

Manufactured exclusively and distributed by

LAMONTAGNE LIMITED
QUEBEC

Wholesale Dealers in Automotive Equipment

MONTREAL WINNIPEG

YOU TELL 'EM!
MOST—if not all cars—furnish tool-kits as standard equipment

containing tools for practically every purpose.

Yet, you can tell every automobile owner, every chauffeur who en-

ters your place that his outfit is not comolete unless he has a

"HEXALL"
Trade Mark Reg. U. S. Pat. Office

Socket Wrench
For speedy repair to out-of-the-way parts; for thorough and depend-
able use under all road conditions; for consistent, long and satisfac-

tory service

—

there is none to equal "HEXALL."
Seven sets—a "HEXALL" for every need—sold under this guaran-
tee :

—

"Break any Sedgley Wrench and We
Repair it—No Charge '

'

No car comas standard-equipped with a much-needed accessory—a revolver that is small
enough to tuck away out of sight yet is instantly ready for an emergency; one that is
SAFE, with every desirable feature of its hig brothers and none of their handicaps.
The "BABY" Hammerless Revolver filb this need. It measures only 4 inches overall:
weighs but 6 oz., and shoots 6, sureshot, .22 calibre, short, rimfire cartridges. Hammerless';
has folding trigger and interchangeable parts.

R. F. SEDGLEY, Inc. e^*-

2311-13-15 North 16th St., PHILADELPHIA, PA.
Canadian Distributors: Lamontagne, Limited, Montreal, Canada.

Harold F. Watson Co., Sole Agent: 208 Coristine Bldg., Montreal, Canada.

'HEXALL" Ratchet Socket Wrench No. 1-16 pes.

'HEXALL" Ratchet Socket Wrench No. 2-11 pes.

I ^^SsSUfflfesBg" I II III

fi B ^ B
"HEXALL" Socket Wrench No. 5-8 pes.
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-^The Plug
with the

Hotter Spark
The ball point of the ''M&S"

spark plug concentrates the current
and intensifies the heat. This gives
a sure, hot spark—producing better
combustion and greater power.
The "M&S" plug is made in all

styles to suit every make of car

—

it is standard e^juipment on the
popular new Overland ''4."

The ''M&S" plug is made in

Canada and guaranteed to give
complete satisfaction.

Dealers:—Ask your jobbei^ for
the "M&S" plug.

SPARK
PLUGS

"Made-in-
Canada"

No. Models
500—Va" Standard

501—T-i.- Standard
502—ys" Long
503—%" Long with

Chevrolet T e r-

minal

506—M;" Long
504—Regular Porce>-

lain

505—Chevrolet Porce-
lain

Machine & Stamping Company, Limited
1209 King Street West, Toronto, Ontario

Commercial Dept., Russell Motor Car Co., Limited

PERFEX
THE PERFECT RADIATOR
Direct cooling systems of highest qual-
ity, built by specialists. Efficient ser-
vice guaranteed by nine years of past
performance. Submit your specifica-
tions. Our engineering department is

at your service.

PERFEX RADIATOR COMPANY
FLETT AVENUE RACINE, WISCONSIN

MALLEABLE
CASTINGS

for

TRACTORS

The Pratt& Letchworth
Co., Limited

General Sales Office;

Transportation Building
Montreal

THE PERFECT RADIATOa

^mplicitif
"pARMERS appreciate simple construc-
A tion in an engine. They know that
simplicity means more power, longer life

and freedom from engine trouble.

Note the design of Simplicity Engines.
Clean-cut, strong, powerful. No compli-
cated parts to break and get out of order.
Everything in full view—easy to under-
stand and adjust.

Sizes—Gasoline, li/. to 16 H.P.; kero-
sene, 3 to 16 H.P.; stationary, skidded
or portable.

Send for Price List and Catalog

THE TURNER TRACTOR SALES CO.
WINNIPEG, MAN.

POWER FARM MACHINERY CO.
EDMONTON, ALTA.

THE TURNER MANUFACTURING CO.
441 LAKE STREET, PORT WASHINGTON, WIS.

Export Dept.

44 Whitehall
St., New York

City
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NEWS OF THE TRADE
FOR THE TRADE

ONTARIO
TORONTO—The H. C. Tomlin Com-

pany, 791-793 St. Clair avenue, has

been appointed Chevrolet dealers.

HAMILTON.—Hamilton officials arc

agitating to have the 20-mile-an-hour

speed limit reduced to 15 miles.

PETERBORO.—Edgar Burnham has
secured the Oldsmobile agency for Pet-

erboro and district.

AURORA—J. Fleury and Sons are

planning the erection of a large addi-

tion to their moulding shop.

ST. THOMAS.—The Elgin Garage
has been sold by C. Ma:guire to Ford
Willsie.

CHATHAM, — Incorporation is an-
nounced of the North Shore Motors,
Ltd., with a capital stock of $45,000.

WALKERVILLE. — The Wilt Twist
Drill Co., Ltd., is now making a com-
plete line of Ford reamers.

LONDON. — The crops in Western
Ontario are exceptionally good this

year. On some farms crop records
have been established.

BRIDGEBURG. — When a motor
truck upset on the Niagara Boulevard,
near here, several people attending a
picnic were injui'ed.

WESTON — Graham and Carton's
new garage was used recently by the

Weston Horticultural Society for its

tenth annual exhibition.

HAMILTON. — Erection of a wire
fence plant is planned by the Steel

Company of Canada to cost approxi-
mately $250,000.

WINDSOR. — Several factories con-
nected with the automobile industiy
have closed down for two weeks on ac-

count of the annual stock-taking.

HAMILTON. — H. W. Hutchinson,
vice-president of the Sawyer-Massey
Co., visited Minneapolis and other cit-

ies in the Western States recently.

WINDSOR. — Woollatt and Love-
ridge, Ltd., has been incorporated with
a capital stock of $50,000 to manufac-
ture automobiles, trucks, tractors, etc.

WIARTON.—An up-to-date garage
and service station will be built here
by Hay and Hoover, local agents for
Gray-Dort Motors.

ST. CATHARINES. — Fruit growers
from this district are shipping their
fruit by motor truck to Toronto with
much success.

TORONTO.—The Oak Tire and Rub-
ber Company. Limited, has been in-

corporated with a capitalization of
$3,000,000. Head office is in Toronto.

BRANTFORD. — The Brantford
Washing Machine Company, Limited,
has been incorporated with a capital
stock of $100,000.

HAMILTON.—The incorporation is

announced of Electric Stampings,
Limited, with an authorized capital of
$100,000.

TORONTO.—The Bailey-Drummond
Motor Company, Limited, has been
incorporated with capital authorized
at $100,000. Head office is in Toronto.

KINGSTON. — The Kingston Street
Railway Company, it is expected, will
ask the City Council to allow it to es-
tablish a straight five-cent fare for all

passengers.

ST. CATHARINES. — While pre-
paring to start a gasoline engine re-
cently, George Goffin, aged 57, mana-
ger of the Martindale fruit and stock
farm, dropped dead.

MIDLAND. — J. L. Craighead, au-
tomobile dealer, has added to his line
mowers, cream separators and all
other farm implements. His garage
is situated on Bay Street W., and is
well equipped.

STRATFORD. — The City Council at
a special meeting, recently, passed a
by-law for the purchase of a motor-
driven hook and ladder waggon at a
cost of $11,450.

BELLEVILLE. — Wilson and Hubbs,
implement dealers, have had a very
successful year. They carry a large
line including tractors, engines, thresh-
ers, etc.

TILLSONBURG. — A. A. Rea, is-

suer of motor licenses for Oxford
County, reports that up to July 28
some 3,200 licenses were issued in

Oxford county.

TORONTO.—The Wychwood Gar-
age, at 1415 Bathurst Street, has been
purchased by J. T. Brownridge, of
Brampton and J. A. Barber, of Winni-
peg, from Crozier Coulter for $47,500.

BRANTFORD. — The Cockshutt
Plow Company will make an addition
to its blacksmith shop, for which a
building permit has been taken out
for $45,000.

ST. CATHARINES. — Ajax Wire
and Wheel, Ltd., Canadian manufac-
turers of Honk and House quick change
wire wheels, are erecting a large fac-
tory here with about fifteen thousand
feet of floor space.

WINDSOR.—The local branch of the
Humane Society may be abandoned, it

is reported, because there is nothing
for its officers to do. Automobiles and
motor trucks have almost entirely
eliminated horses from the streets of
the city.

WELLAND.—The Joseph Stokes
Rubber Company, of Trenton, N.J., has
decided to erect a factory here for the
manufacture of hard rubber good.3,
plates and cells for batteries, etc. Work
on the new factory will commence im-
mediately.

TORONTO. — Kenneth MacKinnon,
formerly a salesman with the Toronto
branch of the McLaughlin Motor Car
Co., Ltd., has been appointed manager
of the Sales Department of British
and American Motors, Ltd., formerly
Wolseley Motors Ltd., Avenue Road.

LEFROY.—U.F.O. members with
their families and friends celebrated
Dominion D,ay by a monster picnic held
at Killarney Beach near Lefroy. It
was estimated that there were in the
neighborhood of seven hundred auto-
mobiles on the grounds.

KITCHENER.—Local motorists are
complaining about the recent amend-
ment to the traffic by-law, which limits
the parking of automobiles on King
Street to two minutes. An eff'ort will
be made to have a modification of the
restrictions.

BLENHEIM.—Reeve J. A. Cameron,
of Harwich township, completed his
wheat thrashing a few days ago and
had from the machine 3,100 bushels.
This is the product of 105 acres. Be-
sides this crop he has a large acreage
of oats, corn and tobacco.

STRATFORD. — D. J. Moore, of El-
lice township, was fatally injured re-
cently while assisting in thrashing on
W. Bean's farm in Fullerton township.
While adjusting a belt on a thrashing
machine his arm was dragged into the
niachinery and badly mangled. He
died before medical aid could be secur-
ed.

PETERBORO.—The Raybestos Com-
pany, of Bridgeport, Conn., brake lin-
ing manufacturers, who were incorpor-
ated recently to do business in Can-
ada as the Canadian Raybestos Com-
pany, with a capital stock of of $250,-
000, has purchased the Lundy tool and
shovel factory and has equipped
it to manufacture their product. Can-
adian sales headquarters are at 131
King Street, W., Toronto.

KABEE'
SPRING ARM CHANNEL

BUMPER
DURAB LE BRILLIANT fINISH

PATENTED "HOOKBOLr' ATTACHMENT
FITS 90%0F STANDARD CARS

OBTAINABLE FROM JOBBERS & DEALERS
CATALOGUE ON REQUEST

FALLS, CANADA
'{PLE MANUFACTURERS. UNDg

LYON CANADIAN PATENTS.

Which

is

Safer

Driving ?

Driving with no means of viewing the rear traffic except by
twisting around in your seat each time you wish to stop or
turn—or watching every object in the rear with a conveni-
ent, clear vision Kales "Hindview" Auto Mirror?

KALES
ffindviQvi^^ Auto mirrors

are guaranteed to be perfect in worlcmanship—are built to
outlast your car—have many exclusive features of conveni-
ent adjustment. A style for every car and truck.

Dealers are finding the Kales "Hindview"
an exceptionally profitable accessory. In
Ontario, every motor truck must be equip-
ped with a mirror. Let us tell you more
about the Kales "Hindview" features.

Manufacturers of Metal Stampings, Washers and Card Holders

KALES STAMPING CO., Limited
61 Walker Roadj Walkerville, Ontario
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*'The Sign of Better Service"

GREB WHEEL AND GEAR PULLER

Quick, strong, durable, efficient, and can be locked in any desired position.

Positive grip, cannot unhook, and adjusts to work. Long arms are also

furnished.

Made in Three Sizes—
JUNIOR, INTERMEDIATE, and SENIOR

Aikenhead Hardware Limited
TORONTO, CANADA

The Heart of Your Car

We regrind Cylinders, make Pistons,
Rings and Pins, with special equip-
ment adapted for this purpose. Also
parts to order.

We Do Oxy-Acetylene Welding

Advance Machine & Welding Co.
177F Canning Street, Montreal

SPECIAL APPLIANCES FOR
EXPEDITING AUTOMOBILE

PROCESS
(Continued from page 22)

ton is pushed into the cylinder. The
binder remains with the lower edge on
the top edge of the cylinder, and, of
course, drops off when the piston is

completely inserted.

Spicer Universat Companion-Flange
Puller

This puller facilitates the removal
of companion flanges on any Spicer
universal, which flange is forced onto
the gearset mainshaft and rear-axle
pinion shaft to insure a perfect fit.

Valve-Tappet Adjusting Wrench

The wrench is designed to hook the
tappet from the back. The design of
the wrench gives more strength than
is found in the conventional type. It
is particularly applicable to the Hud-
son because of the lack of clearance
between the valve tappet and tappet-
guide clamp.

Valve-Reseating Tool

The tool illustrated is easy to oper-
ate and is valuable in truing up the
valve seats after the motor has seen
considerable service.

Piston Alignment Fixture
This device consists of a standard

cylinder block cut in half. To use,
it is bolted to the crank case and gives
an efficient means of lining up the pis-
tons in re-assembling a motor.

Connecting-Rod Bending Fork

This may be used in conjunction
with the piston alignment fixture for
lining up pistons. The slot is slipped
over the arm of the connecting-rod
and the leverage is sufficient to bend
the rod any desired amount.

Oil Reservoir Drain Plug Wrench

This wrench is made of ordinary
stock of cold- rolled square steel and is

used to remove oil reservoir drain
plugs.

Valve Lifter

This lifter is forged out of machine
steel. It is equipped with a slip ring
so that, if necessary, the valve spring
may be held in a compressed position.
It may be used in practically any motor
with the valves on its side.

Cylinder - Plate and Generator - Screw
Driver

A powerful driver has many uses in
any repair shop. The one illustrated
is designed particularly for use on
valve covers and generator-field coils,

but may be put to a number of other
uses where good leverage is required.

Radiator Outlet Hose Clamp

This simple tool greatly assists in

getting the hose line started back onto
the water pump when installing a de-
mountable rjidiator.

Carbureter Packing Nut Wrench

Gasoline mileage is often reduced be-
cause of leakage around the feed regu-
lator of a carbureter. Tightening the
gland forces the packing closer around
the adjusting sleeve and prevents leaks.
This wrench is made for that purpose.

Gasoline-Tank Gauge Clamp Wrench
Tank gasoline gauges are often held

in position by a knurled cap which is

tightened securely in place at the fac-
tory. Such a tool as the one illustrat-
ed is required to remove it.

Cylinder-Head Lifter

In removing a cylinder head it is

often the case that some of the studs
bind. Necessary variation of manu-
facturing limits create this condition.
The removal of the head may be great-
ly facilitated by the use of lifter such
as the one illustrated.

Piston Chuck
After an internal combustion engine

has run for a period of six months to
a year, depending upon the amount
of use it has received, the piston rings
will wear the ring grooves in the pis-

ton, so that it is necessary to true the
ring grooves, eliminate the shoulders
formed at their base and to fit new pis-
ton rings to secure maximum engine
power and to keep the engine from
pumping oil. The ordinary method
of doing this by taking the piston off
of the connecting rod and chucking it

in a lathe is of course a practical
method but one that requires consid-
erable tin»e, as the pistons must be re-
moved from the rods before they are
placed in the chuck and afterwards re-
assembled when the job is completed.
The new piston chuck illustrated

makes it unnecessary to remove the wrist
pin and connecting rod from the pis-
ton, as it may be chucked in the spec-
ial fitting with these parts in place.
Another advantage is that « trouble
from cracking the piston, as some-
times occurs when the ordinary forrt.
of lathe chuck is used, is prevented.
The construction of this device and the
method of using it can be readily as-
certained by referring to the clear il-

lustration herewith

SELLING IMPLEMENTS BY
HUMAN APPEAL

(Continued from page 13)

slightest notion. The uncertainty sur-
rounding Hydro is even affecting their
•ordinary engine sales. Until this mat-
ter is settled one way or the other the
dealers in that territory will suffer 'n
this important branch of their busi-
ness.

It is the policy of Wilson and Hubbs
to sell well ahead of the time when
the machines will be needed. In this
way they have a reasonable assurance
of delivery at the proper time.

There is one price for everybody
and every machine is priced in plain
figures.

Wilson and Hubbs practise courtesy
and use a great deal of diplomacy. The
farmer's wife is never ignored. In
fact she is recognized by them as being
the farmer's right hand man, so to
speak; the chief counsel at all times.
Even through the children can the
heart of the dourest farmer be reached.
Not long ago a farmer came into their
warehouse accompanied by his little

boy. They tried to sell him something
but he seemed to be too grouchy even
to talk. JusL as he was about to go
Mr. Hubbs, who is fond of children,
spoke to the little boy, patted him on
the head and gave him a "nickel."
This was done in a simple and natural
way without any design whatever other
than just pure kindliness toward a
child. The farmer immediately capi-
tulated, much to their surprise, and
before he left the store he had bought
several hundred dollars' worth of
goods.

This business is conducted along
rational and human lines. The appeal
to the human side never fails. There
is something in this for every dealer.
By studying the prospect, being courte-
ous at all times, selling a real utility,
giving the best service, Wilson and
Hubbs have made a sure place for
themselves on the power farming map.

B. C. LICENSE RULESW H. HANDLEY, of the British
Columbia provincial palice motor

license office in the court house reminds
motorists that under the new regula-
tions all old forms for applications, re-
newals and transfers are cancelled.
New forms as authorized by the regu-
lations can be obtained at the provin-
cial police office. Mr. Handley also
issues a reminder that there is now a
statutory fee of one dollar for trans-
ters, a fact that several applicants
since the new regulations came into ef-
fect were unaware of.

The reduction of the license fee in
proportion to the number of months
yet to run, when a new license is taken
out, in no ca.=e reduces the fee to less
than $10. Thus, a new license taken
out now at the rate of $15 for the year
would not be $7.50, but $10, although
the reduction on a license costing $20
or over would be 50 per cent.
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Make Your Garage More Efficient
Motor Stand

For all Makes of Automobile Engines

This Motor
Stand is manu-
factured under
basic patents,

and is the only

stand of its

kind permitted

to be manufac-
tured that can

be securely
locked at any

desired posi-

tion or angle,

and changed

and locked as

desired.

This permits

tne mecnanic to
arrange the motor in just the position where he may
obtain the best light and where he may get to the
part he is working on with the most^ase.

It is a universal stand and will handle all types of
motors, including Fords.

No. 6123—Price, Universal Motor Stand $97.50

Weaver Auto Ambulance

ero 1 1 FOOT
TELESCOPING
rONGUE

rORREARAXtE

The Weaver Auto
Ambuleunce is the
only thoroughly prac-
tical and universal
device ever perfected
for pulling disabled
cars into the repair
shop. Readily attach-
ed to either axle of
the car; easily han-
dled by one man

;

quickly adjusted to

meet every conting-
ency ;

comparatively
light, but amply
strong

;
telescoping

tongue.

The wheels are of

cast steel and very
strongly designed. 14 inches in diameter with 3-inch face'.

Can be used on country roads with entire satisfaction.

Broad Roller Bearings permit heaviest loads to be towed
with little energy.

General Construction.—The construction throughout is

extremely strong but designed so as to eliminate all un-
necessary weight. The telescoping tongue is of double
strength steel tubing; li/^-inch steel axle extends entirely
through the frame; malleable iron saddles; 20 in. tread;
shipping weight, complete, 145 pounds.

No. 6115—Price, Weaver Auto Ambulance, Net . .$51.75

HYSLOP BROTHERS LIMITED, TORONTO, ONT.

He has more money now

Don't put it off any longer. Link up with the "Essex"
Tractor without delay. In the matter of tractor sales
the Fall can be made a time of harvest for the
''Essex" Dealer.

Mr. Farmer is commencing to collect dividends on his
year's work. Ready money is coming in in fairly
large sums. He feels prosperous, he will listen to sug-
gestions tending to lessen his labor for the following
year.

It's the time to sell him an "Essex."

In the "Essex" you have a proposition that instantly
appeals to the practical farmer. There is a great
deal of farming experience incorporated in the
"Essex" ; it is just the sort of tractor a farmer with
mechanical ability would build.

Ask us to tell you all about the "Essex" and the lucra-
tive "Essex" Agency.

ESSEX TRACTOR CO., LIMITED, Essex, Ontario
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BiRDSELL Clover Hullers
Best for Threshing, common Clover Seed

Hulling, and ) ^
Cleaning ( Sweet Clover Seed

THREE SIZES FOR CANADA
Power Required

;iNo. 2 Cylinders 27" x 32". Capacity 3 to 5 bushels per hour. 6 to 8 H. P.

'

No. I Cylinders 30" x 36", Capacity 5 to 7 bushels per hour. 8 to 10 H. P.

No. 8 Cylinders 40" x 52", Capacity 7 to 10 bushels per hour. 10 to 12 H. P

WE HAVE A SIZE TO SUIT EVERY NEED
|

ANN ARBOR HAY PRESSES
i

if in the market for a Hay Baler we car\

furnish in any size to meet your requirements. •

Write us or call and see us while in the city.

Birdsell Manufacturing Co.
Foot of George Street

|

Toronto, Canada

It Docks at Your Desk
Our service brings to your desk news
items collected from the newspapers
relating to your line of business.

Often you plan your affairs on market
conditions or new developments, but
you could plan much better with all

information before you from the
whole of Canada.

These newspaper clippings have
proved most valuable to business
houses, saving time in searching files

and often being turned to good
account, getting contracts and orders.

We cover all parts of Canada and
United States and read for all sub-
jects discussed in the press.

Have the news packets arrive regu-
larly at your desk with a cargo of
timely news.

Canadian
Press Clipping Service

143-153 UNIVERSITY AVE., TORONTO

Dairy and Household
Supplies

SOME DON'TS IN SEPARATOR
OPERATION

wash the bowl housing or any
-L^ part of a separator frame with a
wet dish cloth. A dry cloth, or prefer-
ably one saturated with a little separa-
tor oil, will prevent the possibility of
getting moipture into the gears and
preserve the enamel on the frame.

Don't put wet, dripping tinware and
bowl parts in supply can and replace
it on frame \vith open faucet directly
over the bowl spindle; it's apt to get
moisture into the gearing and cause
rust.

Don't flush a separator with scald-
ing hot water; it cooks the milk solids
on to the tinware instead of washing
them off. Water a little warmer than
new milk is preferable.

Don't remove the covers and stop
the bowl after separating. The bowl
and spindle may be injured by so do-
ing—let it stop by itself.

Don't attempt to turn a separator
until the oil chamber has been filled
with separator oil. A separator may
be ruined if permitted to run dry.

Don't wash cream separator imware
with any gritty scouring compound;
it means ruin to the ti*i plating.

Don't assemble bowl parts until
ready to separate.

Don't turn milk on until separator
is up to speed.

Don't install a separator in a base-
ment if it can be avoided. Basements
are usually ('amp. Better fix a separa-
tor room in some dry place.

Don't hammer the exposed threads
on the tubular shaft if the bowl shell
sticks after separating. Unscrew the
bowl nut part way, hold it in the left
hand and strike the nut on it with the
palm of the hand. This method will
prevent injury to the threads on the
tubular shaft.

Don't start a new separator without
first flushing the gears with kerosene.

FARM LIGHTING SYSTEM
/^NE of the United States agricul-^ tural colleges 'issued a bulletin re-
cently on farm lighting plants from
which the fo'lowing extract is taken:
One of the most important farm

home conveniences is a good lighting
system, a system which will do away
with the dirty, ill-smelling kerosene
lamp, which is a constant source of
danger, is inconvenient, inefficient, and
a care to the busy housewife, says E.
W. Lehmann; of the University of
Missouri College of Agriculture.

Conditions change from year to
year and what were considered luxur-
ies a few years ago are now considered
necessities. This is particularly true
with reference to conditions on the
farm. Things are no longer "all
right because our fathers got along
with them." The up-to-date farmer
must have his home equipped with all
modern conveniences, not only because
they add to the pleasure of living, but
also because they make him more effi-

cient in his farm work.

THE VEGA CREAM SEPARATOR
npHE Vega Cream Separator, manu-

factured at Eskilstuna, Sweden,
was recently introduced into the north-
western territory by Munson-Thomp-
.^on, Inc., Minneapolis. A unique de-
parture from the standard American
separator is the small sized machine
which is manufactured for the use of
farmers who have but few cows. The
capacity is but 150 pounds per hour,
and parts are in direct proportion to
this small size. The largest machine

has a capacity of 900 pounds. The driv-
ing mechanism is unique. Only two
gears are used, the first of which en-
gages with a worm on the shaft on
which the second is mounted, and the
second engages with a worm on the
shaft on which the bowl and discs are
mounted. The first gear is somewhat
larger than the second and in that
way steps up the speed to the proper
point for efficient skimming. The bowl
is self balancing and is hung so that
it will come into balance when full
speed is attained.

A NEW DISC FOR CREAM SEP-
ARATORS

TTERETOFORE all discs in cream
A ^ separators have been of the cone
shape design. The whole milk flowing
in at the top has had to travel down-
ward, between these numerous discs
placed but %-inch or less apart

Naturally, with the extreme velocity,
and due also to the fact that both milk

and butter-fat particles enter at the
exreme edge of the discs, not all of the
butter-fat particles get out of the
way, or, in other words, back up
against this tremendous pressure, and
are therefore carried along and out
into the "skim-milk." This causes
quite a loss of cream.

The Swedish Separator Company,
Chicago, is marketing what is known

CKZAM OUTLCT i

CREAM DISC

as the "straight disc;" the whole milk
flowing first to the bottom and then
entering each disc at its centre, which
gives the butter-fat particles (B) a
chance to slip back towards the cream
outlet, and out of the way of the heav-
ier milk particles (A), thus producing
a separation that the Swedish Company
guarantees to lose but 3-100 of 1 per
cent., or less.
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The Creed of a
De Laval Traveler

The following creed was sent in volun-

tarily to The De Laval Company by a

De Laval Division Superintendent, and
was first published in the De Laval
monthly.

T BELIEVE in the De Laval Cream Separator, because
^ in its making the greatest accomplishments in modern
centrifugal cream separation are embodied.

I believe in the De Laval Cream Separator, because I

know beneath the lustre of its furnace-baked enamel is the
expression of honesty and integrity, from the sanitary base
to the seamless supply tank.

I believe there is bound up within the matchless frame a
polished gearing that proclaims the standard throughout
the world; and in offering the De Laval to the dairyman, I

know I am selling a machine constructed of materials and
character that reflects its superiority by the continued ex-
pressions of satisfaction from its users.

My faith is not alone in the machine. It is also in the
ideals of the men who are responsible for the success of the
Company, for I know that back of the large factories, the
ever-present thought in the minds of these men is continually
to evolve new and better methods of cream separation, and
to render the best possible service to the user.

And so I stand in my conviction that honest goods can be
sold by honest methods, and with this truth as my guiding
star, I will through honest effort uphold the policy of these
pioneers, by selling a machine built by honest effort and of
honest materials, to be sold by straightforward, manly
methods.

THE DE LAVAL COMPANY, LIMITED
MONTREAL PETERBORO WINNIPEG EDMONTON VANCOUVER

50,000 Branches and Local Agencies the World Over
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If you could find

the equal of

"Vessot"

Grinding Plates

You might find a

Feed Grinder as

good as the "Ves-
sot." As yet no

other manufacturer has been able to con-

struct plates that approach the ''Vessot" in

grinding efficiency and wearing qualities.

Note the trade-mark "SV" cast in the

plate. Nine different sizes from 6
1/2

to 15 inch.

Get the "Vessot" Agency Plan from
the nearest branch of the International
Harvester Company. It will

surely interest you.

Invented and Manufactured by

S. Vessot & Co.
JOLIETTE, QUE.

Sold Exclusively in Canada by

International Harvester ^
Co. of Canada, Limited r-.'"<

Bran(*es : Calgary, Edmonton,
Lethbridge, North Battleford, Re-
sina. Saskatoon, Yorkton, Brandon,
Winnipeg, London, Hamilton, Ot-
tawa. Montreal, Quebec, St. John. Grinder with Elevator and Bagger

A 24-Hour Radiator
Repair Service

Why fuss with troublesome
radiator repairs? They can be
more cheaply and effectively
executed by the manufacturer.

Ship any make to our Repair
Department and in 24 hours, or
less, it will be on its way back
to you—freight or express as
you instruct.

We promise you no wait ser-
vice and A No. 1 workmanship.

McCORD MFG. CO.
WALKERVILLE, ONTARIO

The easiest way to re-

move tires from split

rims. Collapses, holds
rim collapsed while
changing and forces

the rim back on tire

again with utmost
ease.

PRICE $6.00
Sold by

NorthQt/i E(ectr/c
Company, Limited

Montreal Ottawa London Regina Edmonton Toronto Winnipeg Calgary Vancouver

K. P. Products Company, Inc., 250 West 54th St., New York City

News of the Trade

QUEBEC
SHERBROOKE. — N. N. Walley has

sold his garage to H. Veilleux, who in

turn sold it to Messrs. Hebert and For-
tier of East Sherbrooke.

QUEBEC.—Eugene Julien, founder
of Eugene Julien and Co., Limited,
vehicle and feed merchants, died re-

cently at the age of 44 from an attack
of typhoid fever.

MONTREAL. — The Automobile
Club of Canada has been advised by
the agent of the Grand Trunk Railway
that, for the convenience of patrons
crossing Victoria Bridge by automobile,
tickets can be purchased at the city

ticket office, 230 St. James street and
at the Bonaventure Station ticket of-

fice. This will enable motorists to

secure tickets in advance.

MANITOBA
PORTAGE LA PRAIRIE. — A new

concern, the Portage Auto Top Co., has
commenced business here.

WINNIPEG.—Motor busses will be
used here to combat the increased
street car fares.

MINNEDOSA. — A new implement
concern has opened here under the
name of Londry and Scott.

WINNIPEG. — Winnipeg Motor
Cars Ltd. has been incorporated with
a capital stock of $1,000,000.

BRANDON. — A fire recently caus-
ed considerable damage to the plant
of the Currie Mfg. Co., manufacturers
of fanning mills.

WINNIPEG. — W. White, formerly
manager of wholesale sales for Breen
Motor Co. has been transferred to that
firm's Chevrolet showroom at 391 Port-
age avenue, as manager.

WELLWOOD. — A tractor and auto-
mobile repair business has been opened
by J. R. Thomson. It is equipped to

do all manner of repairs on cars and
tractors.

MINNEDOSA. — Wilkie Grant has
opened a general automobile and trac-
tor repair establishment. He will do
all kinds of repairs including acetylene
welding and cutting.

WINNIPEG. — The Parker Motor
Car Company, Limited, has been in-

corporated with an authorized capital
of $3,000,000 The incorporators are
F. W. Louthood and R. E. Ford, ac-

countants and W. A. Deacon, barrister-

at-law, and others.

SASKATCHEWAN
SASKATOON. — The Universal Tire

Filler Co. has been incorporated.

MOOSE JAW. — A large oil refining
plant will be erected here by the Wes-
tern Oil Co., Ltd.

SASKATOON. — The Imperial Oil
Co. will erect a station here to cost ap-
proximately $100,000.

LOREBURN. — G. Baldwin, imple-
ment dealer, has sold his business to

W. J. Drummond.
EASTEND.—Messrs. Crawford and

Jones have secured the agency for Ford
cars.

BENTLEY. — An automobile ana
tractor repair shop has been opened
here by Bjornson Bros.

HIGH RIVER.—A new implement
business has opened up here conducted
by W. H. Sanders.

EDMONTON.—Incorporation has
been announced of the Western Tire
and Rubber Works.

EDMONTON. — A new incorpora-
tion is the Northern Threshing Ma
chines Limited.

BAWLF.—Martin Molstad, imple-
ment dealer, has added an up-to-date
garage to his implement business.

ATHABASCA LANDING. — G. N.
Kydd, a returned soldier, is an imple-
ment and power farming dealer here.

WAPELLA.—Charles H. Clements,

of the farm implement firm of Kidd
and Clements died recently at the age
of 58.

MOOSE JAW.—The incorporation
was announced recently of the Hilts
Stooking Machine Co. with an author-
ized capital of $10,000.

YORKTON.—The Yorkton Auto and
Garage Co., has been selected by the
Dominion Trails Association as its

official garage in this district.

SWIFT CURRENT. — S. G. Farrell,
of Gravelbourg, was instantly killed

and James Grimes, of Ponteix, fatally
injured recently as the result of an
auto crash near here.

LOUGHEED. — W. C. Reed, Cana-
dian Fairbanks-Morse agent here, has
installed a 40-light Type "F" lighting
plant in the town barber shop and pool
room recently.

SASKATOON. — The directors of the
Saskatoon Auto Club are planning to

develop the Pike Lake resort and in

order to secure the success of the
scheme an important membership drive
is being carried on.

EASTEND.—W. Wilton has sold half
interest in his garage to C. Davis anc
the business will now be carried on
under the name of Wilton and Davis.
The new partners recently signed a
contract for the Chevrolet agency.

MILESTONE. — The Milestone Gar-
age has been purchased by S. Krozoski
of Regina from J. E. Johnson and he
will continue to operate a general re-

pair shop. He will handle the Gray
Dort car.

WEYBURN.—Clarke's Garage is the
name of a new garage being built here.
It is 50x100 feet, one storey, and is to

cost in the neighborhood of $10,000;
brick, tile and cement, steam heated
and equipped in the most modern way
to do all kinds of repair work includ-

ing vulcanizing.

BRITISH COLUMBIA

VANCOUVER. — Knight Higman
Motors Limited have moved to new
quarters at 418 Georgia street.

CAWSTON. — J. T. Law, of Indian
Head, has opened a garage here. Owing
to difficulty in procuring a suitable

building he is at present conducting
his business in a tent.

VICTORIA. — Negotiations at pre-

sent proceeding between the civic au-
thorities and the B. C. Electric Rail-

way Company make it practically cer-

tain that Victorians will be paying a
seven-cent street car fare before many
months have passed.

VANCOUVER. — The Britannia
Wire Rope Co.. is getting in shape to

operate at their plant on Granville

Island, B. C. The machinery for most
of the plant is now on the way from
England. C. H. Gill is the British

director, and Robert Gibson manag-
ing director.

NEW WESTMINISTER.—A large

cordage plant to be known as the

Canada Western Cordage Co., Ltd., is

to be established here. The stock will

be owned by returned soldiers and the

business will be conducted on a co-

operative basis. The Government has
loaned the company $200,000 to be re-

paid in twenty years.
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WHAT THE TRUCK SALESMAN
SHOULD KNOW

(Continued from page 16)

The other is to assure a different book
value of the truck at the end of each
year. The first method is the simpler
but it is only justifiable when an allow-
ance for depreciation is not made. If
a sinking fund is kept and accumulated
each year the increasing amount of
interest earned hy it should counter-
balance the reduction in the amount of
interest charged against the invest-
ment because the value of the truck has
depreciated for each year of its employ-
ment. In other words, the interest on
the sinking fund plus the interest on
the present book value of the truck
should equal interest on the original
investment.

Too many truck owners make in-
sufficient allowance for depreciation,
usually they are under the impression
the trucks are being operated at a
profit, but when new trucks have to be
purchased the imaginary profits are
converted into deficits. Repairs and
depreciation charges should not be con-
fused. Though repairs increase the life

of a truck, the time will come when it

will be more economical to buy a new
truck than to continue spending money
on repairs.

Rate of depreciation depends upon
the class of work performed, roads,
loads, speed, maintenance, and other
factors. A truck operated with good
care over paved roads or streets, with-
out overloading, may last for eight or
^en years, while the same truck care-
lessly operated, overloaded, over heavy
roads may last only two or three years.
In making his estimate of the annual
amount to be allowed for depreciation
and placed in a sinking fund, the
operator should vei-y carefully consider
the conditions under which he gives
his truck service.

The importance for making proper
provision in truck costs for mainten-
ance and fixed charges—especially the
latter including insurance, interest,
and depreciation—cannot be too greatly
emphasized. The salesman who argues
that his truck is the best because it

will run more miles on a gallon of
gasoline than any other truck, will not
find his argument will convince the
sound business man. In fairness to his
own business and also to that of the
prospective purchaser, the salesman
should sell his truck because it will
give the most efficient and cheapest
service, all costs, operation, mainten-
ance, and fixed charges considered.

THE MOTOR TRUCK—AN ECON-
OMIC NECESSITY

A SK the next ten men you meet what
^industry is the most vital to the
nation, and every one of them will
answer farming—raising food.

But the foodstuffs do very little good
until they are transported to our cities,
and transportation in this country is
very badly demoralized.

The railways are short 700,000
freight cars and 4,000 locomotives. This
equipment could not be built in the
next three years, even if all railway
shops were to work full blast. But
even when this shortage of equipment
is met there will not be enough rails
to run it on. The railways are tied
up, not only from the lack of cars and
engines, but from a shortage of rails
and adequate terminal facilities.

Think of it! The average freight
car moves only twenty-five miles a
day. This slow progress is due almost
entirely to congestion. Relieve this
congestion, and you can increase the
average rate of travel to thirty miles
a day.

This increase in travel would mean
an equivalent of 600,000 cars, which
would almost make up for the cars the
railways are now short. The point is,
the railways now get very little good
out of the cars they have. What they
want is less congestion.

There are 2,400,000 freight cars in
use, and they can take care of the

Horth^r/i E/actr/c
Profit-Producing Equipment for Every Garage

HAYWOOD MODEL L VULCANIZER
handles each and every injury to which a
pneumatic tire or tube is liable, including
tread cuts, sand boils, fabric

breaks, rim cuts, loose beads
and blow-outs, and replaces

small sections of worn tread.

Its rans:e is remarkable

—

FIVE TIRES AND FOUR
INNER TUBES CAN BE
CURED AT ONE
TIME. The Model
L will handle all the

work two men can get ready for it. It will turn
out $75.00 worth of work in a day when oper-
ated to capacity.

With the Model L are supplied all necessary
bead plates and clamps, and a set of working
tools.

TEMCO GARAGE OUTFITS
eliminate handwork, thereby speeding up pro-
duction. The outfit consists of the Temco
Model B Portable Electric Drill with Emery
Wheel and Valve Grinding Attachments, and
comes with cord and attachment plug, ready for
use.^

I 1

A single control switch
right near the handle
starts, stops, and re-'

verses the motor at any^
time.

Curtis

Air Compressors

Pure Air for your cus-

tomer means good ser-

vice because oil ruins
tires and, AIR FREE
FROM OIL, means few-
er blow-outs — fewer
punctures—greater tire

mileage — less repairs,

saving the customer
many dollars up-keep
every month.

The CURTIS is the

only compressor whose
design and construction
gives a guarantee for

pure air—AIR FREE
FROM OIL.

Write our nearest House for prices and full details

Northern Ekctr/c Compaffv
LIMITED ^

Montreal Halifax Toronto London Winnipeg Calgary Vancouver
Quebec Ottawa Hamilton Windsor Regina Edmonton

country's transportation, provided they
are not held up by the short-haul busi-
ness that is responsible for the present
tie-up.

That's where the motor truck steps
in. It must take the short-haul busi-
ness—hauls up to sixty miles. The
railways admit they lose money on
hauls shorter than this distance and if

they are to survive they must either
raise freight rates to offset this loss or
turn the short haul over to the motor
truck.

But an increase in rates will not re-
lieve this congestion; will not solve the
problem.

The motor truck can and must solve
it. The railways see this. They are
not hostile to the truck.

The motor truck is not running in
competition with the railways It is

simply helping them out of a bad
pinch, and turning the loss into a p^'o-

fitable business, which will solve ons
of the nation's most vital problems.
Motor-truck transportation is one ji
the vital necessities of the country to-
day.

In these days when bankers are not
looking around to find some one to
whom to loan money, they are support-
ing the motor-truck industry in a man-
ner which indicates that they realize
not only the growing demand for trucks
but their absolute necessity.
The motor truck is a good invest-

ment. It pays for itself. It is a busi-
ness proposition, pure and simple, and
is helping solve the transportation
problem that is one of the most ser-
ious considerations that the nation has
to face at this time.

From "Service."

AUTOMOBILE
SPRINGS

The Guelph Spring and
Axle Co.

Guelph - Ontario

Manufacture

AVTO SPRINGS
ALL KINDS
HIGHEST QUALITY
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FARM IMPLEMENTS
THAT SELL THEMSELVES

No matter in what district you live, Massey-

Harris Implements are known to every

farmer. They need no introduction. They
are known for their dependable quality,

sterling worth, and soundness of construc-

tion. Their good qualities have won the

confidence and goodwill of all who use them.

The year round they make it easy to win a

livelihood from the soil. Plowing, seeding,

mowing, reaping, harvesting and marketing
are done with complete satisfaction by means
of Massey-Harris Implements.

When a man needs a new machine, past

experience with Massey-Harris Implements
will guide him to choose another of the same
line. Every Massey-Harris machine in use

helps to sell another bearing the same name.

Address all applications for representation

in vacant territories to the manager of the

branch nearest you.

MASSEIY-HARRIS CO., LIMITED
Head Office Toronto, Ont.

Branches at: Montreal Moncton Winnipeg Regina Saskatoon
Swift Current Yorkton Calgary Edmonton

WE GIVE

" Quality and Service

IN

TRACTOR and TRUCK
STEEL CASTINGS

Joliette Castings & Forgings Limited
Head Office :

Transportation Bldg., Montreal
Works :

Joliette, Que.

Good Position Open
One of Canada's largest and
most aggressive manufacturing
organizations desires to engage
a representative between the
ages of twenty-eight to thirty-
five to extend present connec-
tions in special lines for the
automotive industry; to intro-
duce and develop special lines
offering sufficient volume to
justify mass production. Me-
chanical ability desirable but
not imperative. The opportuni-
ties are unlimited for one with
the necessary executive ability
and initiative. Apply with full
particulars of age, experience,
and salary required to Box 100,
Motor, Tractor and Implement
Journal, 143 University Ave.,
Toronto, Ontario.

"I get a lot of fun out of my flivver."
"Then you're foolish to spend so

much time in it."—Boston Transcript.

Friend (viewing picture) — "How
realistic! It fairly makes my mouth
water."

Artist.—"A sunset mak^s
water ?"

Friend.—"Bless me! I thought it wasj

fried egg."—Boston Transcript.

your

"Mr. Johbles," said the head of thel
firm, "I notice there's a considerable
item for meals in your expense ac-
count."
"Er—I was entertaining customers

and prospective buyers, sir."

"All right. I'm not complaining, but
I hope you will bear in mind that we
are selling tractors, and no lady of the
chorus ever buys a tractor."

* * 3f

The temperance reformer was justly
proud of having converted the biggest
drunkard in a Scottish town and inuuc-
ed him—he was the local grave-digger
—to get up on the platform and testify.
This is how he did it: "My friends,"
he said, "I never thocht to stand upon
this platform with the provost on one
side of me and toon clerk on th' ither
side of me. I never thocht to tell you
that for a whole month I've not touched
a drop of anything. I've saved enoujch
to buy me a braw oak coffin wi' brass
handles and brass nails, and if I'm a
teetotaler for anither month I shall be
wantin' it."

Here is a new form of an old story:
A small storekeeper put in his window
not long ago an elaborate new blind.
Quoth his neighbor: "Nice blind of
yours, Isaac." "Yes," was the reply.
"Who paid for it, Isaac?" "The cus-
tomers paid" "What? You say the
customers paid for it, Isaac?" "Yes.
I put a leedle box on my counter and
labeled it, 'For the Blind,' and they
paid for it."

* > *

Director.—"Charlie, we're going to
take a movie of your laundry this
afternoon.
One Lung.—"You clazy man! No-

body can makee me movee; me gotta
lease."—Film. Fun.

"It is becoming more expensive
every day to run an automobile."

"Yes," replied Mr. Chuggins. "Some
of us motorists won't be able to keep
going unless the Government comes to
the rescue the same as they did for
the railroads."—Washington Star.

"And what is that lad of yours go-
ing to be when he grows up?"

"I rather fancy he'll be a golf cad-
dy."

"Really!"
"Yes. The last tanning I gave him,

he turned round and told me I wasn't
holding the stick the right way."

—

London Opinion.

"Why do so many young men want
to leave the farm?"

"Hadn't noticed that they do," re-

plied Farmer Corntossel. "Most of'm
around here seems to have discovered
that it is a heap harder to set without
workin' in the city than it is at the

dear old home."—Washington Star.

i

i



VETERAN
MOTOR TRUCKS

Built in Canada

The

Best

Trucli

Buy

In

Canada

To-day

The biggest expense of ^XUdleness-is practically eliminated
in the Feteran. All that is required is fair treatment
in the way of inspection and minor maintenance
and your truck will give you service at all times.

A Line to the Factory or Our Distributors Will Bring You Full Details.

Distributors for Western Ontario, Manitoba, Saskatchewan, Alberta and British Columbia:

Commercial Cars Limited, Toronto, London, Winnipeg, Vancouver.

EASTERN CANADA MOTOR TRUCK CO.
Limited

HULL, - QUEBEC
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This directory will help you with your buying and your planning. The advertisers listed here are thoroughly reliable and leaders in
their respective fields. They are looking for live, wide-awake representatives. Study their advertisements carefully because they contain
valuable information which will dovetail with your plans. We are glad to go to the trouble of arranging this list—to make it easy
for you to select new lines. If it so happens that what you want is not here, write us, and we will tell you where to get it.

ACCESSORIES
Advance Machine & Welding Co., Mont-

real.

Burlington Products, Ltd., Hamilton,
Ont.

Canadian Car & Foundry Co., Mont-
real, Que.

Canadian Raybestos Co., Peterborouerh,
Ont.

^

Champion Spark Plug Co., Windsor,
Ont.

Guelph Spring & Axle Co., Guelph.
Northern Electric Co., Ltd., Montreal.
Apollo Plug Mfg. Co., Birmingham, Eng.
R. F. Sedgeley, Inc., Philadelphia, Pa.
McCord Mfg. Co., Walkervill*, Ont.
Kinzinger Bruce Co., Niagara Falls, 0.
Aikenhead Hardware Co., Toronto.
Hyslop Bros.. Toronto.
Kale Stamping Co., Walkerville, Ont.
K. P. Products Co., 250 West 54th St.,
New York City.

Lamontagne, Ltd., Montreal.
Perfex Radiator Co., Racine, Wis.
Wedgerite Piston Rings, Montreal, Que.

AUTOMOBILE BUMPERS
_Kinzinger, Bruce & Co., Ltd., Niagara

Falls, Ont.

AUTOMOBILE CHAINS
AUTOMOBILE JACKS

Kinzinger, Bruce & Co., Ltd., Niagara
Falls, Ont.

BARN EQUIPMENT
BEAN MACHINERY
John Deere Mfg. Co., Welland, Ont

BEET MACHINERY
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.

BINDERS
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

BELTING
BREAK LINING
Canadian Raybe.'it.os Co., Peterboroueh
Ont. ^ '

BATTERIES

CARRIAGES
Cockshutt Plow Co., Brantford, Ont.

CREAM SEPARATORS
De Laval Co., Ltd., Peterboro, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton. Ont.
R. A. Lister Co. (Canada), Ltd., Toronto

CEMENT MIXERS
CASTINGS

Joliette Castings & Forgings Ltd.,
Montreal and Joliette, Que.

CORN HARVESTERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can..

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

CORN MACHINERY
International Harvester Co., of Can..

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.

CULTIVATORS
Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
International Harvester Co., of Can.

Ltd., Hamilton, Ont.

CUTTERS
Butterfield & Co., Inc., Rock Island, Q.

DAIRY SUPPLIES
Internationa! Harvester Co., of Can.,

Ltd., Hamilton, Ont.
R. A. Lister Co. (Canada), Ltd., Toronto
DeLaval Dairy Supply Co., Peterboro.

DIES
Butterfield & Co., Inc., Rock Island, Q.

DISCS
Massey-Harris Co., Toronto.

DITCHING MACHINES
DRILLS

-Massey-Harris Co., Toronto.

DRILLS, TWIST
Butterfield & Co., Inc., Rock Island, Q.

DRILLS, GRAIN
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co.^ of Can

,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

ELECTRICAL EQUIPMENT
ENGINES

Gilson Mfg. Co., Ltd., Guelph, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
Massey-Harris Co., Toronto.
R. A. Lister Co. (Canada), Ltd., Toronto
The Turner Mfg. Co., Port Washing-

ton, Wis.

ENSILAGE CUTTERS
Gilson Mfg. Co., Guelph, Ont.
International Harvester Co., of Can

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

FEEDERS
John Deere Mfg. Co., Welland. Ont.

FARM MACHINERY
Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
R. A. Lister Co. (Canada), Ltd., Toronto
Gilson Engine Co., Guelph, Ont.

FEED CUTTERS
Massey-Harris Co., Toronto.
Gilson Engine Co., Guelph, Ont.

GREASE CUPS
GRINDSTONES

. S. Vessot & Co., Joliette, P.Q.

GRINDERS
International Harvester Co., of Can

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.
R. A. Lister Co. (Canada), Ltd., Toronto
S. Vessot & Co., Joliette, P.Q.
Gilson Engine Co., Guelph, Ont.

HARROWS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

HAY LOADERS
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

HARDWARE
Massey-Harris Co., Toronto.

HAY RAKES
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

HAY CARRIERS
Massey-Harris Co., Toronto.

HAY PRESSES
Birdsell Mfg. Co., Toronto.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

HULLERS (Clover)

Birdsell Mfg. Co., Toronto.

LIGHTNING SYSTEMS
R. A. Lister Co. (Canada), Ltd., Toronto
Northern Electric Co., Ltd., Montreal.
Gilson Engine Co., Guelph, Ont.

LIME AND FERTILIZER SOWERS
John Deere Mfg. Co., Welland, Ont.

LUBRICANTS
MACHINE TOOLS
Windsor Machine and Tool Works,
Windsor, Ont.

MANURE CARRIERS

MANURE SPREADERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
Gilson Engine Co., Guelph, Ont.

MARINE FITTINGS
Northern Electric Co., Ltd., Montreal.

MOWERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

MOTOR HORNS (Electric)
Apollo Mfg. Co., Birmingham, Eng.

MILKING MACHINES
R. A. Lister Co. (Canada), Ltd., Toronto

MILLING CUTTERS
Butterfield & Co., Inc., Rock Island, Q.

OILS

PISTON RINGS
Lamontagne Ltd., Montreal, Que.
Wedgerite Piston Rings, Montreal, Que.

PLOWS
Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

POLICE AND FIRE ALARM EQUIPMENT
Northern Electric Co., Ltd., Montreal.

POWER AND LIGHT EQUIPMENT
Northern Electric Co., Ltd., Montreal.
R. A. Lister Co. of Canada, Ltd.,
Toronto.

POWER MACHINERY
John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.
International Harvester Co.. of Can.,

Ltd., Hamilton, Ont.
Gilson Engine Co., Guelph, Ont.

POWER SWITCHBOARDS
Northern Electric Co., Ltd., Montreal.

POTATO MACHINERY
John Deere Mfg. Co., Welland, Ont.
Cockshutt Plow Co., Brantford, Ont.

PULVERIZERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

PULPERS
Cockshutt Plow Co., Brantford, Ont.

RAKES
International Harvester Co., of Can.,

Ltd.. Hamilton, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls. Ont.

REAPERS
International Harvester Co., of Can..

Ltd., Hamilton, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls. Ont.

REAMERS
Butterfield & Co., Inc., Rock Island, Q.

ROLLERS
Cockshutt Plow Co., Brantford, Ont.
Massey-Harris Co., Toronto.

ROLLER BEARINGS
SAW MILL OUTFITS
Massey-Harris Co., Toronto.

SCUFFLERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.

SEEDERS
Massey-Harris Co., Toronto.

SCALES
Can. Fairbanks-Morse Co., Montreal.

SCREW PLATES
Butterfield & Co., Inc., Rock Island, Q.

'

STABLE EQUIPMENT
SILOS

Gilson Mfg. Co., Guelph, Ont.

SLEIGHS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co.. of Can..

Ltd.. Hamilton, Ont.

SILO FILLERS
Gilson Mfg. Co., Guelph, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

SOCKET WRENCHES
R. F. Sedgley, Inc., Philadelphia, Pa.

SEPARATORS (CREAM)
R. A. Lister Co., Toronto.

SPREADERS, MANURE
Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
International Harvester Co., of Can.

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.
Gilson Mfg. Co., Guelph, Ont.

SPARK PLUGS
Machine & Stamping Co., Toronto.
Champion Spark Plug Co., Windsor, 0.
Apollo Plug Mfg. Co., Birmingham, Eng.

SPARK PLUG CLEANERS
Champion Spark Plug Co., Windsor, O.

TELEPHONE APPARATUS
Northern Electric Co., Ltd., Montreal.

TRACTORS
Cleveland Tractor Co., Windsor, Ont.
R. A. Lister Co. (Canada), Ltd., Toronto
Essex Tractor Co., Essex, Ont.
Gilson Mfg. Co., Guelph, Ont.
International Harvester Co., of Can..

Ltd., Hamilton, Ont.
J. I. Case Threshing Machine Co., Inc.,

Racine, Wis.
Massey-Harris Co., Toronto.
The Turner Mfg. Co., Port Washing-

ton. Wis.

TRACTOR PLOWS
Cockshutt Plow Cj., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.

TIRES

THRESHERS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

International Harvester Co., of Can.,
Ltd., Hamilton, Ont.

J. I. Case Threshing Machine Co., Inc.,

Racine, Wis.
R. A. Lister Co. (Canada), Ltd., Toronto
Gilson Mfg. Co., Guelph, Ont.

THREAD CUTTING TAPS
Butterfield & Co., Inc., Rock Island, Q.

TWIST DRILLS
Butterfield & Co., Inc., Rock Island, Q.

TRUCKS
Motor Car Distributors Ltd., Montreal.
Beaver Truck Builders, Ltd., Hamilton
Eastern Canada Motor Truck Co., Ltd.,

Hull, P.Q.
International Harvester Co., of Can..

Ltd., Hamilton, Ont.

WHEELBARROWS
Cockshutt Plow Co., Brantford, Ont.
Massey-Harris Co., Toronto.

WAGONS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

WATER BOWLS
WEEDERS

Cockshutt Plow Co., Brantford, Ont.

WIRES AND CABLES
Northern Electric Co., Ltd., Montreal
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When speaking of drills, taps,

dies, reamers and milling cut-

ters the name "Butterfield" has

come to be synonymous with

quality.

Among mechanics who use

such tools there is a steadily

growing conviction, founded on

experience, that " Butterfield"

tools are so carefully made that

they just can't go wrong.

Butterfield & Company, Rock Island, Quebec
Toronto Office: - - 220 King Street West
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"3450" Insulators Are
Practically Indestructible

They are so hard and tough that they stand
up under treatment that is never experi^enced

even in emergency use in a motor or engine.

You can heat them white hot then douse them
in water—knock them with a wrench—drive
them through a cake of lead—drop them on the
floor, and you won't find a chip or crack in the
elaze.

Do you realize what this means in ignition
efficiencv?

ion
Dependable Spark Plugs

all have "3450" insulators. There's a type that
will help to increase the efficiency of every motor
car, truck, tractor, farm engine, motor boat,
motor cycle or aeroplane.

Knowledge of this wonderful efficiency is a
big sales help to the dealer who handles Cham-
pions. It creates business without the necessity
of having to "sell" each customer.

Link up your store with our advertising and
selling campaign, by displaying Champions and
our dealer helps. It will put many dollars in
your pocket without a great deal of effort on your
part.

Keep the full line of Champions on hand, and
get the full benefit of our promotion.

Champion Spark Plug Co. of Canada, Limited
Windsor, Ontario

CHAMPION A 43

inch, 18 long, Price $1.00

For use in heavy service motors,
trucks, tractors and farm engines

Largest factory in Canada making Spark Plugs exclusively
and the only factory making "Champions." Ill
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Beaver Trucks
m

''Built For Business"

Built in Canada^s Largest

Exclusive Truck Factory

UNQUESTIONABLY

"CANADA'S LOWEST HAULING COST"

Some open territory still available—Catalogues and further
information furnished responsible dealers upon request.

Beaver Truck Builders, Limited
HAMILTON, ONTARIO
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BALANCE
the Secret of Longer Truck Life

Balance is responsible for the success of the new Jumbo Highway
Express. It carries 4,000 pounds at 25 miles an hour with safety to
the truck and load-without sacrificing any part of the long, de-
pendable service for which Jumbo Trucks are so well known.

This Jumbo balance is the result of long, painstaking study of
every part under difficult operating conditions, changing sizes
and materials until each part, no matter how small, is strong
enough for any emergency, yet without excessive bulk or weight.

In a truck of theoretically perfect balance, all parts should wear
out at the same instant—no breakage. Here's proof that Jumbo
Trucks are as near perfectly balanced as is humanly possible : many
Jumbo owners with records of 20,000 to 30,000 miles have not
spent a cent for repair parts. The total cost of repair parts for all
Jumbo Trucks has averaged less than $10 per year per truck.

Jumbo dealers are successful. Jumbo Trucks satisfy their purchasers.
Satisfied customers mean steady, substantial business growth.

Implement dealers find the Jumbo line of motor trucks a safe means of entering the
truck transportation field. The unusual service Jumbo trucks give their users is a
valuable asset to any dealer. Write to-day for full information on the Jumbo line,

IH to 4 tons completely equipped, and the sales plan which has helped to put power-
ul sales arguments before truck buyers.

Manufactured by

NELSON MOTOR TRUCK COMPANY, Saginaw, Michigan, U.S.A.

Sole Distributors in Canada

MOTOR CAR DISTRIBUTORS LIMITED
27 McGill College Ave., Montreal, Que.



A. IMAD I A.N

Trade Journal
MONTREAL. Soatham Bide.

Published Monthly by THE MACLEAN PUBLISHING COMPANY, LIMITED. TORONTO
WINNIPEG, 1103 Union Trust BIdg.NEW YORK, 1133 Broadway. „„„ VANCOUVER, 314 Carter-Cotton BIdg., 198 Hastings St WBOSTON, 734 Old South Bldg. CHICAGO, 405-6 TrlLportation BIdg.

LONDON, ENG., 88 Fleet St., B.C. 4

VOL. II, No. lo TORONTO, OCTOBER, 1920 Subscription Price
S2.00 Per Year

T>RAKE LINING that does not WEAR^ well is a loss at any cost. You pay
to put it on and you pay again to rip it
out. For heavy duty, use Raybestos,
the lining that is built for sturdy WEAR.
Look for the Silver Edge.

THE CANADIAN RAYBESTOS CO.
Limitedl

Peterborough Ontario

(hmdianMade
for

dnadianTrade
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BRASS SPARK PLUGS
—are sure and satisfactory sellers!

You're on a good thing when you handle APOLLO PLUGS—they repre-

sent the highest standard of British plug manufacture, are fully tested to

ensure maximum efficiency and are guaranteed to give complete

satisfaction.

With the APOLLO range of plugs you can promptly meet every plug
request—there are models for every type of Car, Motor Truck and Tractor

engine—and every plug carries a GOOD PROFIT for YOU.

Super Mica Plug is specially designed for high-

speed, high-compression engines. It is unaffect-

ed by excessive heat and of exceptional dura-

bility — a plug that gives a quick start and
adds power to the Engine. Retail

price *p 1

Porcelain Plug is specially designed for the

FORD engine. It has Solid Brass body, i/o-in.

gas thread, is clean to handle, will not rust, fits

the special Ford spanner, is insulated with

finest porcelain and is detachable for

cleansing. Retails at 90c

APOLLO
No. 1.

Super
Mica
Plug

Get on to the APOLLO PLUG proposition and you'll do big business in selling plugs. We can give prompt
shipment of all models and supply you with posters, showcards and advertising literature. Write us for

trade terms and full particulars of our models.

APOLLO PLUG MFG. CO.
Canadian Head Office:

135 King St. West, Toronto. Factory: Birmingham, Eng.

Plugs for

BRITISH

all engines

APOLLO
Special

Overtime
Tractor
Plug

APOLLO
L.C.B.
Special
FORD
Plug



LISTER
MILKER
THE man who can put "Lister" on his sign-

board has a long start on his competitors.

Join up your own reputation with that

enjoyed by the Lister name and you have an

unbeatable selling force behind you.

Sell the line that is already half sold—the

''Good Old British Reliability'' Lister Line

Sell "Good Old British

Some Lister Points of

SUPERIORITY
—No oil or dirt gets into the milk.
—Low cost of upkeep. Parts easily re-
newed in case of accident.

—Easy to clean and manage.
—Easy to connect with any form of

power.

—The Lister Patent Vacuum Tap makes
It unnecessary even to pull off a rub-
ber hose during the milking.

—If you need extra capacity you can add
• more Lister Milkers without any fuss.

We gladly furnish fullest particulars
and stand behind every machine we sell
VVnte to-day for literaturfe and attrac-
tive proposition to dealers.

Other Lister Lines of Reliability : The
Famous Melotte Cream Separator-
Lister Engine—Lister Silo Filler—Lister
Grinder—Avery Tractor.

Reliability"
Our advertising has taught farmers every-

where to look iox reliability, ^wA the machine in

operation never fails to make good.

The Lister is the milker of milkers, on which
you can stake your reputation and make money.

The Lister is simplicity itself—any intelligent
person can run it from the start with ease—few-
est parts to get out of order.

R. A. Lister & Company (Canada) Limited
58-60 Stewart Street - Toronto
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"JOHNNY-ON-

Gilson

55THE-SPOT

Engine
"Goes Like Sixty"

If and 2J Horse Power
"The Universal Small Engine

Hello! Mr. Implement Man!
Other Gilson

Money-Making
Products

Silo Fillers

Silos

Tractors

Manure Spreaders

Feed Grinders

Wood Saws
Threshers, Etc.

4^

I know a whole lot of farmers near your town who want me to go

to work for them. Tm some worker, you bet!

Now listen, you implement dealer!

The farmer who needs me will pay you a nice round profit if you

will put me on his farm. And every time I

go to work for one of your customers, his

neighbors will want me or one of my larger

GILSON brothers. I have made money

for hundreds of dealers, and the hst is

growing fast.

Believe Me, Mister, this is your opportunity to make big

money—don't fail to grasp it! Our wonderful, money-
making proposition is ready for you. Get a piece of

paper and pencil and write us! AND DO IT NOW!
Please, Mister—DO IT NOW!

Yours for more sales,

"Johnny-on-the-Spot

"

o
4^

•A

GILSON MFG. CO.
LIMITED

Dept. A. Guelph, Can.

Vv
Branch Office:

352 Elgin Ave., Winnipeg

Johnny-on-the-Spot
—is the lowest priced "Quality"

small engine in Canada

—has the largest sale of Any engine

of the same size in Canada

—will bring you "repeat" orders and

boost your engine sales on all sizes

—will make you the most money
and

the leading "Power Merchant" in

your territory.

GET OUR PROPOSITION
TO-DAY
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WATERLOO BOY"
The Perfect

KEROSENE ENGINE

P VERY farm needs a good stationary or portable

^ engine. Its use leads to the elimination of farm
drudgery. Its use makes farm work profitable and
pleasant.

Economical to Operate
The throttle governor principle of this engine assures

perfect working under any load. A steady flow of kero-
sene IS fed to the mixer by a pump located in the mixer
body. The butterfly throttle valve controls the speed
of the engine by suitable connection to the governor.

Ignition—Simple, Safe and Reliable
All "Waterloo Boy" engines are equipped with mag-

neto and require no battery. It gives a hot spark. It is

safe and reliable.

All Parts Fit Perfectly
On the "Waterloo Boy" the machine work is accurate,

which insures perfect working of all parts. The valves
are ground to a perfect seat. The Crank Shaft is made
from one piece of solid steel, machined and ground to
perfect size and high finish. Connecting Rods are "I"
beam of finest grade malleable iron, insuring strength
and reliability. Piston and Piston Rings are carefully
ground to size, insuring good compression.

All sizes, 2 to 25 H.P., portable and stationary.
John Deere quality and twenty-five years' experience

is back of these engines.

You can depend on them.

Dealers—This is the age of power farming.
Almost every farmer is a prospect for some
kind of power engine, either portable or
stationary. Why not take advantage of the
opportunities and build up a nice business for
yourselves?

John Deere lines are sold only through dealers
and this business-like policy, backed up by
liberal advertising co-operation and lines of
superior quality, is gaining the confidence of
dealers and farmers throughout Ontario.

JOHN DEERE
TRACTOR PLOWS
build prestige, assure easy sales, and secure
steadfast customers for John Deere dealers
everywhere. The John Deere No. 5 Tractor
Plow—2 or 3 bottom—is built especially to
successfully meet every soil condition in the
province, and will sell on its merits in direct
competition with any other tractor plow on the
market. The best of material and workman-
ship that can be obtained is used in their con-
struction.

The John Deere Contract means a profitable business to live dealersin open territory. Write for literature and complete information.

THE JOHN DEERE MANUFACTURING CO., LIMITED
WELLAND ONTARIO
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ROLLER BEARINGS
For Ensilage Cutters

^T^HE farmer must handle his silage at the right

season and have a dependable machine that will

get the job done in time.

Hyatt Bearings in ensilage cutters make for more de-

pendable operation. They require far less time for

oiling, provide more economical operation, decrease

the need for repairs and add greatly to the life of the

machine. They never need to be adjusted.

And this is the kind of service that Hyatt Bearings

also give in tractors,trucks, plows,threshing machines,

gfrain binders, wind mills and other farm machinery
Send for the Ensilage Cutter Bookie t.

HYATT ROLLER BEARING COMPANY
Tractor Bearings Division

Chicago
Motor Bearings Ehvision, Detroit Industrial Bearings Div., New York City

Hyatt Roller Bear-
ings are used in
the following
makes of ensilage
cutters: Rowell,
Holstein and Ply-
mouth.
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The Proper Speeds for Tractor Plowing
WHENEVER a practical plowman gets down to

hard facts and deep thought on the subject
of plowing speeds, there are almost sure to

be two considerations which stand head and shoulders
above any others which can be brought up. The first
one is the effect of speed upon the life and safety of
the outfit and the second is the effect of different speeds
on the quality of the work done. There are some dis-
tricts in Ontario, for instance, where tractor plowing
IS almost certain suicide for both tractor and plows
because of the prevalence of boulders or hard heads'
Again, we find land that can be plowed with tractors,
but there are hard heads enough present to make fast
moving perilous to the outfit; while in some dis-
tricts—happy thought—there are no obstructions
but long, level stretches of deep black soil to prevent
a plowman from moving just as fast as he may care
to go. In such cases, the speed at which we may plow
the ground is governed only by the quality of the
work and the power of the engine pulling the plows
There is a great deal of misunderstanding caused

by the fact that many of our 10-20 engines are sold
as three-plow tractors, while other engines, also 10-
20 s, are rated as two-plow machines. At first sight
something seems to be wrong, but when we consider
that the 3-plow 10-20 moves at 2 miles per hour
while the 2-plow, 10-20, moves at three miles per hour'
we find that all other things being equal, when the
day IS over both have done the same amount of plow-
ing. So that after all one of the things we want
to know when we consider plowing speeds and num-
ber of plows an engine will pull is how many acres
will this particular outfit turn over per hour or per
day, not how many plows the engine pulls.

yyE must, however, go farther than this. While
the number of acres turned over may be the same

what has been the effect of the day's work upon thetwo engines ? We find that the two-plow tractor must
travel three miles to every two of the three-plow ma-
chine. Now, if the life of an engine, a wheel, a gear
a drive chain, or a bearing can be measured by the
number of working revolutions possible, then thetwo-plow high speed machine is the shorter lived ma-
chine of the two. We must not forget, however, that
the three plow 10-20 is likely to be the heavier
machine and that the amount of dead weight mover
per mile goes quite a distance toward evening up the
score piled up against the small engine on the speed
question. Giving the lighter, faster engine every-
thing we can in the way of credit the consensus of
opinion among practical men seems to be that the
three-plow outfit has a better chance for a long life
of usefulness than the faster speeded lighter engineWhen we come to ground in which we are liable to
strike an occasional boulder everyone knows that
three miles an hour is a faster speed than is healthy
tor either plow or plowman whether drawn by horses
or an engme. True, the outfit is equipped with
breaking pins or automatic "unhitches," but when we
have been obliged to lose good, long days waiting for
a new plow beam to replace one which was bent be-
tore the pm broke, or when we have had the
pleasure of digging deep into our jeans to pay for
the broken points which were snapped off when a
certain boulder intercepted our progress, we begin
to feel sure that we were going too fast for safety

L . G H E I IVf P F T
operator who plows a straight furrow is indeed a

on stony ground. Almost every tractor man will
.//"""^ connection between the furrow slice and

agree that the worst break occur when the speed s
^^^^"^^^ ^° ^ ^e much desired in a

the greatest-and breaks cost money furrow °"'hJ l^'"
" \ "/'"'^

l^'^'^t' furrow. Here we have an argument for speed. The
faster the furrow turns—within certain limits—the
better this connection with the subsoil. Furthermore,
the faster the furrow is handled the more it is broken
up, which generally speaking; is another desirable
feature. Both of these requirements are, however,
very well obtained by a two mile speed.

A great deal more can doubtless be said, pro or
con, on this question, yet we are convinced that when
the speed at which a plow is drawn exceeds a certain
point, under average conditions, the engine and plow
are subject to excessive strains. The quality of the
work deteriorates at about the same point. What
this point is in miles per hour is not very well de-
fined, but we are j)retty safe in placing it between
two and two and one-half miles per hour.

'JpHERE are a few outstanding qualities demanded
by all good plowmen in a plowing job, as follows:

(1) A well turned furrow.

(2) A well packed furrow.

(3) Trash well buried.

(4) Good granulation of the furrow slice.

Because the champion plowman in a plowing match
crawls along at a snail's pace when he does his best
work does not mean that it is impossible to do ^ood
work at a higher speed, yet all experienced plowmen
will admit that the plowman who "lets his team out,"
as the saying is, is not doing Al work. The same is
true with a tractor plow. As soon as the speed of
the plow becomes great enough to throw the furrow
from its mold-board, instead of pushing it over, the
appearance of the work is impaired. When a jointer
is used the slice cut by it should be laid over in the
furrow in the form of a ribbon. With proper ad-
justment and drawn at a proper speed this is possible,
but no matter how good the adjustment, once a cer-
tain speed is surpassed, the jointer slice is thrown
into the furrow in lumps or heaps and the furrow
slice following cannot possibly present an even sur-
face under these conditions.
When an engine runs with one wheel in the furrow

the steering of the engine is a comparatively easy
matter at even a three or three and one-half mile
clip, but, when an engine runs on top of the ground the

Invents Anti-Glare Device
T C. RYAN, a Toronto mechanic, has devised and
•'•perfected the Ryan Anti-Glare Automatic Auto-
mobile Headlight. This device has been subjected to
severe tests and is said to be a revelation. It spreads
the rays like a fan and is automatically controlled
so that the rays, no matter at what angle the car is

travelling or on what incline, the lamps adjust them-
selves to the road. All glare is eliminated, but there
is abundance of light ahead of the car and on each
side of the roadway equal to the ordinary glare
lights.

The reflector is of concave form, and may be
constructed in any ordinary manner. At its upper
side this reflector is hinged to the upper part of the
yoke by means of the trunnions, which are threaded
through the ends of the yoke and provided with suit-
able locknuts, by means of which they may be locked
as adjusted. The reflector thus swings from its

upper side well above the centre of gravity. It fol-
lows from this that the reflector always tends to
remain with its optical axis at a constant angle to
the horizontal, despite c?ianges in the grade over
which the vehicle may be running. This prevents
the beam of light from the reflector being thrown
into the air when the vehicle passes over the crest of
a rise, being thrown in a downward direction when
the car tips after passing the crest of a rise.

As, however, the reflector would tend to oscil-
late, more or less under the influence of inequalities
in the road. To further prevent direct rays from the
reflector being directed upwards into the eyes of a
driver of approaching vehicle, a segmental concave
shield and reflector is provided, one edge of which is

substantially coterminous with the upper part of
the rim of the main reflector. The free rim of the
shield is so positioned as to cut off all rays from the
main reflector, which pass above the horizontal line
when the vehicle is standing on level ground.

The patents for Canada, France, United States,
Great Britain and Italy have been secured. The
Wolseley Motors, Ltd., Toronto, have under construc-
tion the first ten sets of these lamps.



The Coming Tractor—What will it be Like?
THE coming tractor necessarily is one that has

not yet been produced. For the purpose of this

discussion I will ask that you divest your mind
of all preconceived notions and attack the problem
with me as an analytical one.

Some may say, "Why discuss the coming tractor?
Has not the tractor already arrived?" To be sure,
some things have been achieved, but the man who is

satisfied with having produced a selling success and
who thinks the end has been reached in design, or
even in establishing a type, is either a newcomer in

the industry or an optimistic inventor. On page 20
of the October 15th, 1919, issue of Power Farming
Dealer, Mr. B. J. Walters analyzed the results of the
Ohio tractor tests and drew some conclusions justi-

fied by the analysis. When it is considered that the
conclusions arrived at are drawn from data of maxi-
mum performances of many tractors for the whole
series of tests, it is not very comforting to have to
admit the correctness of his conclusions, such as the
following:

1. "The drawbar rating of a tractor, at least of the
round-wheel type, is practically meaningless unless
the quality of footing is definitely specified."

2. "Beyond a certain point, a high ratio of draw-
bar pull to tractor weight decreases rather than in-

creases drawbar efficiency."

3. "Slippage is the greatest variable quantity in

the power loss between motor and drawbar."

4. "Four-wheel tractors of typical design are like-

ly to show decreased power and efficiency when the

drawbar pull exceeds approximately 40 per cent, of

the tractor weight."

That the present tractor has proved useful for

plowing and allied operations must be con-

ceded. Such machines and the problems pre-

sented in their production and sale are entirely out-

side the scope of this discussion. The coming trac-

tor must displace the farm horse. The horse does
not fill silos, saw wood, and thresh grain. He furnishes
the tractive power to haul loads from place to place

on the farm.

The coming tractor must do all the horse does

—

and more.

The coming tractor—what size will it be?

I

CEVERAL yeais ago when I first began studying
^ the problem" of producing a machine for the
general farmer of the middle west, I made a rather
extensive investigation in two states which I thought
were representative, namely, Iowa and Indiana. I

found on farms of 100 acres and less only one man
and not to exceed four horses. On farms of 100 to

200 acres, usually one man and a boy, and not to ex-

ceed six horses. These farms were fenced and cross

fenced into fields ranging usually from 20 to 40 acres.

On the large farms of 500 acres and over, I would ask
the owner: "How large is your largest field?" An-
swer: "Eighty acres." Question: "Do you leave it in

eighty acre size from preference or will you some
day fence it into two forties?" Answer: "It costs

money to fence, but some time I'll put it in, I guess."
Question: "If your farm were improved just the way
you would like to have it, would you have any fields

larger than forty acres?" Answer: "No." It is

not necessary for me to set down in detail the rea-

sons given which covered, among other things, crop
rotation, growing of ensilage, feed and pasturing of

sheep, hogs and cattle.

I offer for your consideration that the coming trac-

tor will be the one with which one man can most
effectively do all the work required on 40-acre fields.

I will try to outline an ideal which any propos-
ed design should approximate and which in my estim-
ation will be embodied in the coming tractor.

First, it must do all the work. I have no patience

with a program which would try to compromise with
this problem and build different units, each one de-

signed to do part of the tractive work on the small

farm. As a manufacturing program, it is unthink-

able to compound the use of metal by building spec-

ialized machines. Unless tractive machinery is built

to function accurately and has a built-in permanence,
it is not worth owning. The coming tractor must
combine within itself a design and type which will

allow all the farm work to be done with its simple,

By J. H.McCOLLOUGH, Jr.
In The Timken

light, high-grade, and efficient structure. It certainly

is not possible to think of a program of manufacture,
calling for the making of specialized machines, as

anything but a temporary expedient.

The coming tractor will be an efficient unit of power
which can be used for plowing, for preparing a seed

bed, for cultivating, and for harvesting, so that the

farmer can do his work more cheaply and satisfac-

torily with power equipment than he now does it wit'i

animals. The machine will be of a type or design
which will be efficient on any kind of soil conditions.

The farmers' sons are intimate with the power horse.

which will suffer only slightly because of ground re-

sistance, which will not damage the land by compres-
sion, which will be able to turn short and accurately
with its load on even the softest soil, which can be
easily and accurately driven by the most inexperienc-

ed and which will form a one-pian outfit when hitched

to any kind of useful farm machinery.

TTAVING read thus far, some practical engineer

is likely to say: "He is cracked on track-con-

struction." Not necessarily. Let no one confuse

the issue by considering Jetai's If the work can be
done without it, it is an end to be sought, just as it

would be a distinct gain to find something cheaper and
more satisfactory to displace pneumatic tires on
automobiles. Years have gone by and the most that

has been done is to build better quality and last ser-

vice into pneumatic tires, and the world is waiting

to acclaim the inventive genius who will displace the

pneumatic tire.

The coming tractor will show a superior kind of

efficiency. Its usable drawbar pull will not vary

all the way from zero to a maximum because of ad-

verse or favorable ground conditions. Its usable

drawbar pull will fall no lower because of adverse

soil and moisture conditions than two-thirds of its

working load on favorable conditions. Fuel economy
will be assured by reduction to a minimum of such
factors of limitation as ground resistance, differential

losses, transmission losses, and even crankshaft fric-

tional losses.

The coming tractor will have to await the build-
ing of an ideal into actual metal. The practical pro-
blems to be met in this endeavor are such as to stag-
ger the imagination. It is a challenge to the en-
gineers of this generation. I have confidence in the
ability of the engineering profession to produce what
i:: wanted, and if in the endeavor I can be conscious
of contributing anything useful, I shall be pleased
indeed.

Ploughing Match at Hamilton
T TNDER the auspices of the Ontario Plowmen's^ Association a plowing match and tractor and
farm machinery demonstration will be held at the
Hospital Farm, Hamilton, Ont., Oct. 20, 22, 1920.

On the first day tractors and all kinds of farm
machinery will be in operation. Interesting demon-
strations will be made with newest types of imple-
ments used by the farmers of Canada.

The second day will be devoted to plowing com-
petition events for horse drawn implements, divided
into thirteen classes.

The third day will see the tractor competitions
staged. There are two classes in the tractor competi-
tion, the first is an open class and the second open
only to those solely engaged in farming.

Entries for farm machinery may be made to J.

Lockie Wilson, Parliament Buildings, Toronto, on or
before Oct. 13. Entries for all other competitions
must be made at the headquarters tent, on the grounds
at the Hospital Farm before 8.30 a.m., October 21.

The officials of the Ontario and Dominion Depart-
ments of Agriculture are co-operating with the muni-
cipalities of Ontario to make this the most success-

ful agricultural demonstration held in Canada.
The committee made arrangements for the com-

fort and accommodation of visitors. There will be
ample room for the parking of automobiles and meals
at reasonable rates will be obtainable on the grounds.

Grand Trunk, Canadian Pacific, T., H. and B.,

Michigan Central and also four electric lines as well

as steamboat facilities make Hamilton an ideal loca-

tion for the demonstration.

The committee are looking forward to a large ex-

hibit of power farming machinery covering all the

machinery and implements used on the farm. A mini-

mum fee of $10 for 20-ft. frontage will be charged,

and 50 cents extra for each additional foot frontage

required by exhibitors. Application for space should

be made as early as possible to J. Lockie Wilson, Par-

liament Buildings, Toronto.

Dealers in power farming won't pass up this op-

portunity of seeing the latest in farm machinery on

exhibit and in operation, and of comparing the dif-

ferent makes while in action.

—— •
-

The tractor is invading Canadian farms with a rush. This is a fall wheat field ready for the seed.



A Tire Hospital and a Real Tire Doctor
This Firm Says "Let the Real Tire Men Give Real Service and the Hoodoo

Tire Seller and Price Cutter will Soon Disappear"
UR customers boost us!"

So said H. A. H. Evans, of the Belleville

Vulcanizing Co., of Belleville, Ontario,
when asked by M. T. I. what he considered was the
greatest factor in the building up of their business.
Not merely was that an answer to a question asked

—

it is their motto!

"Our customers boost us!"

That means customers are satisfied. Which again
implies that good service is given.

Good service is certainly given. If a man has
trouble five miles, or ten miles out from town the
Belleville Vulcanizing Co. will go to him on a min-
ute's notice. They have placed signs at road cross-
ings, and all likely places

where motorists can see

them, bearing the legend
"If it's tire trouble,'phone
661." If they see a cus-
tomer's tires need slight

repairs they advise having
them done over when a
dollar will do it rather
than wait until the repairs
will cost many dollars.

The Belleville Vulcan-
izing Co. was started in

1914. The proprietors are
H. A. H. Evans and F. W.
H. Evans. Their busi-
ness was the first of its

kind to be established be-
tween Montreal and Tor-
onto; and to-day it is one
of the best equipped. Each
of the brothers has his
side of the business {to

look after. H. A. H. is

the vulcanizer, while his
brother looks after the
office and business end.
They are both young men,
clean cut, active and full
of enthusiasm.

H. A. H. learned his
trade in one of the large
tire factories and after
being constantly urged by
the dealer through them to open up a tire hospital
somewhere between Montreal and Toronto, he finally
decided to start business in Belleville. His early ex-
perience is just like the experience of every other
young man in a new business—lots of anxiety and
very little business.

_

The first twenty-five cents the Belleville Vulcaniz-
ing Company took in was for repairing a puncture ona football bladder. They had about a dozen new tires
in stock and at one time even that seemed too many.At the end of the first year they didn't sell over
?1,500 worth of tires, and the weekly repair business
was about thirty-five dollars. The business then
could only support one man. The other brother was
working at something else during the day and com-
ing m in the evenings to help in the bookkeeping
JLvans Bros, are now doing over $200 worth of re-
pairs each week, and last year they sold $20 000
worth of new tires.

'pHE business has grown up rapidly and now sup-
ports four men, all working hard every day in

the week. They take turn about at night work and
on Sundays.

_

The workshop is equipped with the latest devicesm modern vulcanizing. The equipment consists of
an air compressor with a capacity of 300 pounds- sec-
tional moulds from 3 to 51/2 inches; mandrils 3% to
5 1-2 inches; 100-inch tube plate; tire spreader; buflF-mg stand, and a 2 h.p. motor.
A special feature of the equipment, devised by H.

Evans, is a clock which automatically tells when a
tire is cured. It consists of an ordinary kitchen

clock with the dial hisulated from the works and with
holes bored or punched at each minute mark. There
are a number of plugs or pins bearing numbers cor-
responding to the numbers on the molds. The clock
is operated from dry cells. One wire is connected
from the batteries to the works, one from the dial
to a small bell fastened on the side of the clock, and
another wire direct from the battel ies to the bell.

When a tire is put on a mold to be cured the plug cor-
responding to the number on the mold is taken and
put in at a hole separated from the starting point by
the number of minutes the tire is allowed to be cured.
When the minute hand touches the plug at, say 45
minutes, the circuit is made between works and bell,

This picture shows Evans Bros, believe in signs

the bell rings and the tire is ready to come off the
mold. Several tires can be on the molds at once and
each will ring off at its own time. With this system
the men are free to do some other work without
worrying about the curing. The bell rings louder
than a telephone bell and can be heard all over the
W( ikshop.

I

'J^HERE is a room lined with asbestos and equipped
with an electric heater for speeding up the dry-

ing out of damp tires. Tires taken off a car in wet
and muddy weather are put in this room overnight
and are in condition to be repaired in the morning.
The new-tire room is fitted up with racks on which
are stored about $10,000 worth of tires of all sizes-
cord and fabric.

Tires are not kept from one year to another by the
Belleville Vulcanizing Company. Their stock is so
arranged that one year's supply is sold the same
year and a new stock brought in, usually in the spring.
Thus the danger of depreciation in tires stocked for
sale is brought to the minimum, and customers are as-
sured of tires of maximum virility.

Evans Bros, back up every tire they sell by their
own personal guarantee. That does not mean, of
course, that Evans Bros, have to come good for tires
that fail to measure up under favorable usage—for
all tire manufacturers guarantee their product and
are willing to compensate customers whose tires
break down through faulty material or workmanship
—but it does mean that should the manufacturer fail
to make the adjustment Evans Bros, will not fail.

However, so far, they have not been called upon to
make good their guarantee.

"In the vulcanizing business," said Mr. H. Evans,
"service is the only thing that counts. Service is very
important in all branches of the automobile industry
but in vulcanizing it is most important of all. A vul-
canizer cannot do faulty work and get away with it

for long.

"Not only must the tire man do sound repairing
but he must also do some sound advising. I

mean by that it is necessary for him to advise his
customers whether a tire needs repairing, and
whether it is worth repairing. We never attempt to
repair a tire if it is, in our judgment, ready for the

scrap heap.

"At first when we adop-

ted this policy some of

our customers were in-

clined to demur and even

insist that we make a re-

pair. I am glad to say
now they invariably abide

by our decision. A man
one day brought in three

tires and after examining
them I advised him to

scrap them as they were
beyond uepair, but he
thought they were worth
it and insisted that I

go ahead with the repair-

ing. I repaired them on
his responsibility but af-

ter they were irf use a
short time they played
out. He came in to me
afterwards and said he
should have relied on my
judgment. Now what-
ever I advise he relies on
it and is one of our best

friends.

"Our policy is so well

known now we have no
trouble; whatever we say
goes.

"In the sale of new
tires we also do our best

to advise our customers.
"Some years, for no known reason, one make of

tires will fall away from their usual high
standard. This happens to the best of tires, and
the reason for this falling off, as I said, is a mys-
tery. In a case like this I advise my customers what
to buy. Last summer a local fruit dealer came
into our store and wanted to purchase two tires. We
had six different makes for him to choose from. He
asked for a certain make and as it happened to be
the one off color that season I advised him to pur-
chase another tire. He said he had always had good
satisfaction from the tire he wanted and thought he
would prefer to buy it again. He bought that tire
and lived to regret it. He is content now to take
our advice.

"For every dollar we take from a man we give him
a dollar's worth of service and we are proud to say
we have not lost a customer in our history.
"We pay particular attention to our lady custom-

ers. We never allow a woman to inflate the tires
on her car no do anything else that is likely to cause
her work or soil her hands or dress. We make it

our business to be on the spot when ladies come
around.

"We get publicity by sending out circular letters,
monthly calendars, and placing signs at all road
crossings and other places where motorists are likely
to see them. We find by this policy of advertising
we reach our real customers. We also keep in close
touch with the different garages where vulcanizing
is not done and find we get a large percentage of our
work that way.

"During the winter months when there are not
(Continued on page 35.)



Belting Requirements for Farm Machinery
PRACTICALLY every tractor and gasoline en-

gine sold means the sale of a belt to be used
in driving the machinery which the engine w^as

bought to operate. Very often a number of belts

will be required to drive different machines, espec-
ially where a stationary engine is to drive a line shaft

connected to several machines. The sale of belting,

therefore, should be a profita:ble line for the imple-
ment dealer.

More or less trouble is experienced by farmers in

selecting and using the belts they require for use in

By ARNOLD P. YERKES
will have no occasion to handle any leather belting

excepting the single-ply. They may have occasional

customers who have had experience in machine shops
or have been informed by some mechanic that a two-
ply leather belt is much superior to the single-ply,

as for some kinds of shops' use this is the case. A
double-ply belt cannot be used satisfactorily on pul-

leys less than about a foot in diameter and therefore

Corn shelter operated from small gasoline tnijinc

connection with their tractors and stationary en-
gines. A great many farmers have little or no idea

of just what kind of belt, or what size, they need for a
given purpose. They often have trouble in determ-
ining the proper length of belts. Then there are many
cases where an engine with a fixed speed is to be used
with some machine on which the pulley is not the
right diameter to give the proper speed with the
normal belt speed of the engine.

Since a great many farmers are entirely at a loss

in the matter of choosing, putting into use and caring
for the belts required for farm machines, the imple-
ment dealer often has an opportunity to render to

his customers some service along this line which
may be of great value to them, and which costs the
dealer nothing but the time required to obtain the
necessary information. If he does not care to go to
the trouble of memorizing the necessary data and in-

formation, he should at least keep handy for refer-
ence, when needed, the information regarding the
proper width and thickness of belts for machines
commonly found on farms in his neighborhood and
for which farmers are likely to need belts, the form-
ulas for computing belt speeds, speeds of pulleys,
etc. A little advice at the time the belt is purchased,
so as to insure getting one which will give satisfac-
tion, may avoid a great deal of trouble for the pur-
chaser and more or less ill feeling on his part toward
the dealer who sold him a belt which was unsuited
for the work for which it was intended.
Large leather belts for driving separators, etc.,

are seldom called for to-day, but there are still a few
in use and when men who have been accustomed
to using leather belts, either on the farm or in shops,
wish to buy a canvas or rubber belt they are quite
likely to inquire regarding the relative strengths of
the different materials. Canvas and rubber belts
come in different thicknesses, being made up of var-
ious layers or "plies." A 4-ply canvas or rubber belt
is usually considered the equivalent of a single-ply
leather belt, inch for inch of width. Therefore, if

a rubber or canvas belt is required to replace a sin-

gle-ply leather belt six inches wide a 4-ply of the
same width will be the proper thing to use.

Double-ply leather belting is not very often used
on farm machines, and most implement dealers

this kind of belting has little place on farm ma-
chines. In case a customer inquires for double-ply

leather belting, therefore, he should be informed that

this will not work satisfactory on small pulleys, and
unless the belt is to be used during a large part of

the year the double-ply belting will not pay on farm
machines. There may be some few exceptions to

this rule where a large pump is to be operated for

several months for irrigation purposes or some sim-

ilar work where the double-ply belting may be desir-

able, but such exceptions will be rare.

Thick canvas or rubber belts will stand up better
than double-ply leather belts when run over small
pulleys, but it is never advisable to use too thick a

belt. Strength should be obtained by width rather
than thickness where practicable. Using an un-
necessarily thick belt wastes power because it takes

more power to bend it as it passes around the pul-

leys. Furthermore, the thick belt tends to destroy it-

self, as the plies which are on the outside, as the belt

passes over a pulley, are badly stretched, while those
on the inside are crushed together.

For this reason it is not usually advisable to use a
belt heavier than 4-ply. This thickness is the one in

most common use and is quite satisfactory under
most conditions.

Of course the canvas and rubber belts do not al-

ways have the same thickness of material—some
makes will be heavier than others—but 4-ply belts of

any good standard make will usually be as thick as

should be used, although some threshermen prefer

5 or 6-ply.

Some makes of cotton belts are woven in one piece,

and not made of separate layers. These are general-

ly sold as 4-ply, 5-ply„ etc., for purpose of compari-

son, the "4-ply" being about the same thickness as

a 4-ply belt made of 4 separate layers.

The width of belt which should be used in a given

case depends upon the amount of power transmitted

and the speed at which the belt is i-un. For in-

stance, a belt four inches wide will transmit 12 horse

power at a speed of 3,000 feet per minute and be

within its safe capacity. However, if the same
amount of power was transmitted at a belt speed of

only 1,500 feet per minute the pull on the belt would
necessarily be twice as great and an eight-inch belt

should therefore be used. Or if 24 horsepower is

to be transmitted with a belt speed of 3,000 feet, the

pull would necessarily be twice as great as when only

12 horsepower is being transmitted at the same
speed, therefore, twice as wide a belt should be used,

that is, one 8-inches wide.

/^NLY one formula need be kept in mind to figure

the horsepower which a belt will transmit, viz.,

velocity in feet per minute times width of belt in

inches divided by 1,000 equals the normal horsepower

which a single-ply leather belt should transmit with

a tension of thirty-three pounds per inch of width,

This shows eflfects of running belt twisted over pulleys out of line.

not hang flat.

One edge badly stretched so that the belt does



Canadian Motor, Tractor and Implement Trade Journal 9

which is approximately the tension under which a belt
will work without slipping under ordinary conditions.
By keeping in mind the fact that four plies of rub-

ber or canvas belting are equal to one single ply lea-
ther belt this formula can be used for any thickness
of rubber or canvas belting. For example, a six-
ply rubber or canvas belting of given widtPi would
transmit fifty per cent, more horsepower than the fig-

ure obtained by the above formula for a belt of the
same width and which is based on a 4-ply belt.

It is not very often that a dealer needs to figure
the length of belt required between two pulleys or
fixed shafts. Such measurements are usually requir-
ed only for the small belts on separators or between
a line shaft in farm power and some stationary ma-
chines. In most such cases the farmer will measure
the length of belt required by passing a cord or rope
around the pulleys and measuring the rope. How-
ever, in case a farmer asks for a belt long enough to
go around two pulleys of given diameter on shafts a
certain distance apart, the length can be computed
by the rule used by engineers as follows:
Add together the diameters of the two pulleys,

divide the sum by two, multiply the quotient by 3 1-4
and add the product to twice the distance between the
centres of the shafts.

In buying belts for farm machines the natural ten-
dency of the inexperienced farmer is to buy one as
short as it will be practicable to use in order to keep
down the cost as much as possible. Farmers who
have had experience with belt-driven machines, how-
ever, will realize that considerable length of belt is

necessary in driving most machines, as the weight of
the belt on the pulleys gives the required friction to
drive the outfit. With a short belt the friction is less
and slippage will occur. At the same time it should
be kept in mind that the less power to be transmitted
the less friction will be required, and a shorter belt
can therefore be used safely.

COMETIMES the mistake is made of purchasing for
a small separator which is to be operated by a

small tractor a belt just as long as will be used with
a powerful engine and large separator. In some cas-
es the belts purchased have been so long and heavy
that a small tractor did not even have power enough
to raise them from the ground. Such a belt not only
costs more than is necessary but is unsatisfactory in
operation with such an outfit. It also places a great
deal of unnecessary pressure and wear on the bear-
ings of the shafts on which the pulleys are mounted.
The belt should be only long enough and heavy enough
to prevent slippage.

It does not necessarily follow, however, that be-
cause a long heavy belt grips the pulley tighter, and
will pull more without slippage than will a shorter
or lighter one, that all slippage troubles are due to
too short a belt or one which is too light. The con-
dition of the contact surface of the belt has a great
deal to do with belt slippage.

Even a heavy leather belt will slip badly if it is

allowed to become dry or hard. In this condition it

cannot hug the surface of the belt puiiv^ close enough
to create the necessary friction. Leather belts should
be kept soft and pliable to work satisfactorily. To
keep them this way will require an occasional dress-
ing of neatsfoot oil or some good belt dressing. Most
good belt dressings, however, are composed largely of
neatsfoot oil. The not uncommon practice of using or-
dinary rosin, tar or other sticky substance to prevent
slippage of leather belts is not to be recommended.
Such substances may afford temporary relief, but they
tend to build up a hard, slippery surface on the belt
which will give more trouble later on. Leather belts
•hould be run with the hair side next to the pulley,
and if kept soft and pliable as above mentioned, ap-
plications of rosin or similar substances will be un-
necessary, provided the belt is of the proper width
and the pulleys not too small. In the latter case
lagging the pulley on which the belt is slipping will
often offer relief; if it will not, a larger pulley is

probably the best solution.

Changing the size of either the driver or driven
pulley without making a corresponding change in
the other will of course change the speed at which
the machine will be run. This may sometimes be off-
set by setting the governor of the engine so as to run
at the proper speed to compensate for the change,
or by changing the size of both pulleys.
Most machines must be run steadily at some par-

ticular speed in order to do their best work. This
is particularly true of threshers, and here again is

where the dealer should be well posted in order to

help his customers to get the right combination of
pulleys to .obtain the proper speed. The proper
speed of most machines is printed on them, or given
in the catalog. The belt speed of most tractors and
engines is also given in the literature. But many
farmers do not know just how to tell from these fig-

ures whether their engine will drive the machine at
the proper speed.

It is simple enough, upon a moment's reflection.
It is obvious that a belt running at say 3,000 feet

Tractor placed nearly 18 inches out of line, but front end turned to
right as in No. 4 of diag-rnm—to show that because belt runs to

left, the tractor Is not necessarily too far to right.

per minute will turn a pulley as many times per min-
ute as the circumference of the pulley is contained in
3,000—that is, if a belt running at 3,000 feet per min-
ute passes around a pulley which is two feet around
(about 1V2 inches in diameter) it will turn the pul-
ley 1,500 times every minute, because it will require
two feet of belt to make the pulley turn around once.
Any belt speed and any diameter of pulley can be

worked out the same way—simply by finding how
many feet or inches of belt are required to turn the
pulley once and dividing this into the number of feet
of belt passing over the pulley each minute; the re-

so'-/'

IB

Shows how tractor should be placed—belt puKeys in perfect
ahgrnment.
Pulleys almost in alignment, but tractor not standing square—belt will run to inside of drive pulley.
Front of tractor toward left—belt will run off drive pulley.
Tractor too far to left, but front turned to right—belt may run
in centre, to right, or to left, depending upon angle of tractor-
sec above cuts.
Shows how one side of twisted belt must stretch when tractor
IS 6 out of line. Straight line measures 50 feet—diagonal
line 50 feet 1 inch. This practice causes belt trouble.

suit is the number of times the pulley will turn over
per minute. Sometimes it will be easier to figure it
out in inches, ignoring small fractions, as the result
will be close enough. The circumference of a pulley
is equal to 3 1-7 times its diameter, and by figuring
this in whole numbers, ignoring fractions of an inch
and dividing it into the speed of the belt in feet per
minute times twelve, the result will be the required
figure.

Then, supposing the pulley is not the right size
to give the proper speed and it is desired to ascertain
what size of pulley will answer, simply divide the
number of revolutions the pulley should make into
the number of feet per minute the belt is travelling
—this will give the circumference necessary to pro-
duce the proper speed, and, then, to find the proper
diameter, divide by 3 1-7. For example: Suppose a
tractor gives a belt speed of 2,600 feet per minute
and It is wanted to drive a separator which should
run at 1,200 r.p.m. Twelve hundred goes into 2,600
2 1-6 times, so the pulley would have to be 2 1-6 feet
around to give the right speed. Two and one-sixth
feet equal twenty-six inches, which, divided by 3 1-7,
equals 8 1-3, approximately. The pulley therefore
should be about 8 1-3 inches in diameter.
other problems which are likely to come up can

be worked out similarly with just a little reasoning.
It does not require an engineer, but merely the ex-
ercise of a little reasoning and common sense.

^ GREAT deal of trouble with belts on farm ma-
chines is due to abuse. In the case of leather

belts, they are frequently allowed to become so dry
and hard that they slip badly or crack and break.
Canvas and rubber belts are often stored in places
where they become more or less damaged by weather
and exposure.

One of the most common ways in which belts are
abused is by running them over pulleys which are notm proper alignment. This practice, especially when
the belt is twisted, will stretch one side of the belt
more than the other—thus throwing a greater strain
on one side of the belt than on the other, tending to
cause belt slippage because the belt does not hug the
pulley evenly across its entire v/idth.

Belts are often run out of line in this way when
the operators think they are in proper position. Some
men have the idea that so long as the- driving belt
runs in the centre of both pulleys, the pulleys must
be in alignment. A long drive belt, such as is used
on threshers, can be run a foot or two out of align-

,ment, and yet have it run on the centre of the driv-
'

ing pulley on the tractor, or even toward the side of
the pulley farthest out of line (as most threshers are
equipped with a belt guide, the belt canno't run off
the pulley on the cylinder shaft).
The reason for this is that if the tractor does not

stand square with the thresher, the drive pulley will
present a slight angle to the line in which the belt
should run and the belt will tend to run to one side
of the drive pulley.

One of the accompanying cuts shows a tractor
drive pulley which is about eighteen inches to the
left of its proper position. The tractor, however,
is turned slightly to the right, and the drive belt,'
instead of running off of the pulley to the right, as
might be expected from the fact that the tractor
is too far to the left, really runs toward the left hand
side of the pulley as shown in the cut. The picture
shows the belt in the actual position in which it was
running. The white line is made by a cord which
was placed in the position in which the belt should
have been run.

JT is not uncommon to see operators place a tractor
to operate a thresher, and after trying the bel-

aud finding that it runs to one side or the other
move the tractor toward the side to which the belt
ran, when all that was really ne'eded was to set the
tractor square with the thresher.

It is a rather common practice for threshermen
to set tractors out of line when a cross wind is in-
terfering with the belt. Quite often setting the
tractor at a slight angle, but with the belt pulley in
practically the same position as before, will accom-
plish the same result, that is, keeping the belt from
being run off by the wind. Whenever possible, how-
ever, the outfit should be placed so as to have the
wind blowing lengthwise with the belt, as it will then
not interfere to any great extent. Where this is
impossible and the belt cannot be kept on the pulley
a guide in the form of a smooth piece of wide metal
pipe, etc., can be used to keep the belt from running
off.



Banking Credit for Power Farming Dealers
The Progress of any Farming- Community To-day Depends to a Very Large Extent

on Power Farming and How it is Handled. The Success or Failure Depends
a Good Deal on the Support it Gets from the Banker

THE part played in the life of the community
to-day by the dealer in power farming and au-

tomotive goods is no inconsiderable one, and
with the present day rapid advent of the tractor and
truck on the farm is receiving acknowledgment as

one of the leading factors in successful agricultural

community development.

High wages and scarcity of farm labor force the

farmer to curtail his production or invest in labor-

saving machinery. Given the opportunity, he will

do the latter, for few farmers feel that they can cur-
tail their operations to any great extent under the
present economic situation.

It is a fact that to-day but an exceedingly small
fraction of the farms in this country are taking ad-
vantage of the labor-saving, production-increasing
machines that are on the market, and as a result the
whole world suffers—the farmer because his operat-
ing costs are so high as to eat up a large share of

his income, and the consumer because food production
is low and prices are high.

Another influence of modern power farming ma-
chinery—and a vitally important one—is the stem-
ming of the city-ward tide of farm boys. Give the
average farm youth a complete outfit of up-to-date
equipment, including a tractor for his field work and
a truck for his road work and the farm becomes a
far more interesting place and with a much stronger
appeal than the city could ever hold out.

May not the solution of the present problem of un-
rest be a matter of less talk and more work—a clear-
ing out of the congested centres of population—

a

bringing of people from cities to soil and a reversion
of the flood to the big towns from the farm which
has been characteristic of the past generation?

JF it is to prove popular with the coming generation,
however, agricultural production must be digni-

fied with administrative effort in true keeping with
its position—modern methods must be applied to
farming as they are to other forms of industry.

It is a well known fact that the business men of the
town mold the habits of the farmers tributary to
their particular community, hence the opportunity
for the power farming dealer and his banker to in-

crease farm production, reduce costs and in general
raise the standard of operation on the farms in their
community.

Bankers as a whole are to-day thoroughly alive to
the advantages of power equipment on the farm and
show themselves willing to cooperate in extending the
power farming dealer's program.

The dealer has two financing problems to cope with.
First, he must take care of his wholesale shipments
and then he must finance his retail sales.

Most dealers require accommodation of some sort in
handling wholesale shipments of tractors, trucks, au-
tomobiles, etc., in carload lots—the only economical
way to handle these goods on account of the saving
in freight.

Accommodation with respect to wholesale ship-
ments is to-day being generally accorded by bankers,
warehouse receipts or trust receipts covering the
goods shipped being held as collateral, proceeds of
retail sales being applied as made to reduce the obli-
gation given for wholesale shipments.

r\OUBT in the minds of bankers as to security value
and marketability of automotive and power farm-

ing goods manufactured by concerns of good standing
has been dispersed by the satisfactory manner in
which obligations covering these goods are generally
handled. While the amount of the accommodation
usually required is fairly large, still at the same time
the goods turn quickly, and a wide-awake dealer need
never be burdened with dead stock on his hands.

Commercial discount companies located in large
financial centres make a business of financing whole-
sale automotive and power farming shipments on a

By J. McCULLOUGH
large scale, but since the dealer must necessarily
work at long range with these concerns, it is not near-
ly so satisfactory as working with a local bank.

Assuming that the dealer has been satisfactorily

taken care of on his wholesale requirements, let us
consider the proposition from a retail standpoint. A
good customer comes in to buy a tractor, a tractor
plow and a disc, the entire sale amounts to something
over two thousand dollars. This customers owns 240
acres of good land, clear of encumbrance, and bears
a good record in the community. However, he can
pay only five hundred dollars in cash on his purchase
at present, and wishes time on the balance until fall.

The purchase of the tractor will enable the farmer
to sell some of his horses that have been standing
in the barn all winter eating their heads off, and will

enable him to get along without that hired man that
has been loafing around the farm to the tune of se-

venty dollars a month and board. With the tract-

or's increased capacity for work the farmer can rent
a neighboring quarter section and put it into crop.

It is obvious that the dealer, having paid cash for
his tractor wholesale, must have his settlement with
his customer on a basis that will enable him to get
his cash from the transaction.

Here is a proposition that is just as much a neces-
sity to successful farming as a good barn, and the

banker who finances the tractor sale gives his cus-
tomer a lift toward the goal of financial independence,
and helps him put his farm on a basis approximating
the modern science of management.

The tractor, truck, automobile or other power farm-
ing implement is of itself good security and lends it-

self as an additional factor of safety collateral to

the loan.

npHE automotive industries just at this time are

playing a very important part in cementing to-

gether in a bond of common relationship the farm
and town.

When it is known that 38 per cent, of the entire

gross volume of business out of Minneapolis and St.

Paul for the year 1919 was automotive (tractors,

trucks, automobiles, power implements, accessories,

etc.) one realizes the extent to which this business
has grown.

Production and transportation—the two big pro-

blems faced by every farmer—are bound up with
tractor, truck, automobile and power farming imple-

ments.

PACKING
HOUSES

CLOSED

NO

EATS

GROCERY
STORES

CLOSED

LACK OF HELP
IF THE FARMER DOES
AS ME Says he will

RAISES ONLY, ENOUGH FOR HIMSELF

The progress of any farming community to-day
depends to a very great extent on the manner in
which the automotive business is handled—and the
success or failure of the local automotive and power
farming dealer depends a good deal on what kind of
co-operation he gets from his banker.
The writer of this article, now a dealer of the type

above described, and formerly a banker, has given the
matter close observation, and it is his opinion, that
while there are still a few bankers that are skeptical

as to the outcome of power farming, the large ma-
jority of bankers are enthusiastically behind the
movement, like the bankers of the country always
are whenever anything worth while comes to their

attention requesting support. For the banker knows
that anything that tends toward the success of the
farmer and the community in general means success
for himself and his bank.

SUPPOSE HE DIDt

Must Have Farmers' Confidence
DEING a successful merchant does not consist in

only carrying a stock of goods, pricing them righL
and advertising, for after all these things the out-

standing important thing is for the merchant to

have the confidence of the buying public.

The retail implement merchant has a real job
confronting him to establish the confidence in the
farmer's mind that he is the proper and economical
source of distribution for all the farmer's needs.

The amount of misrepresentation that has been
going the rounds about the average implement deal-

er should have worked out to wake the dealer up to

his duty in this connection, for ever since the war
conditions came on us and other interests who were
before engaged in other lines, but who entered the
implement field, there has been a steady effort to

discredit the implement merchants and this has had
its effect on the farmer.

Papers calculated to serve the farmer have by
various methods tried to show the farmer that the
source of his buying service was wrong, for these
papers were quick to see in the unrest of the farm-
er a chance to curry his favor and get his subscrip-

tion that could be used on the manufacturer to secure
expensive advertising.

That the various methods employed have had
the effect on the farmer to make him distrustful is

plain to any dealer, and so we say that the import-

ant thing for the retail merchant to do is to fight

against this and to show the farmer that his business

is after all so organized as to help him and to do
that at the smallest possible cost.

With the growing tendency to disturb the farm-
er and talk to him about new methods of buying, it.

is high time that the merchants of every community
got together and by concerted action headed off the
lie and supplanted it with the truth.

The mail order house is active and soon we shall

show pictures of new buildings here in the East that
will appeal to some, but surely to all make plain that

this form of competition is real and must be met.
With the proper community understanding and

team work no mail order house could live and do
business, and the fault of it all lies in the apathy of
the retail merchant.

The towns in the East who have active Cham-
bers of Commerce, organizations, or some other form
that vdll do the same work, are very few, and yet
the ones who have this can show wonderful results

following an educational campaign to show the home
folks that their community is the best on earth and
that the people of that community ought to look on
many things with the same eyes and with the same
purpose.

Our advice is for you to start something in your
section. Talk it f^ver with every man, the preacher,

the banker, the school teacher, and every merchant
and manufacturer, and you will find a lot of these

people thinking as you do, but just waiting for some
leader to show the way.

—

Eastern Dealer.
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Increased Railway Rates Boost Truck Sales
NCE again the railway
companies of this country

*i have succeeded in obtain-
ing an increase in their re-

venue amounting to many
millions of dollars. This
increase was approved
by the Board of Railway
Commissioners and went
into effect on September
13th, 1920. By it, railway
rates were given a boost
of 35 per cent, in Western
Canada and 40 per cent, in

Eastern Canada. Coming
at a time when all classes

of business are face to face
with a slackening of de-

mand, restriction of credit,

and lowering of prices, th* new railway rates are an
additional embarrassment to business men and a
heavy burden upon the consuming public.

The railways should not expect to carry the same
volume of traffic as they carried before the new
schedule of rates came into effect. It is a funda-
mental economic law
that a rise in the cost

of goods or services

will tend to bring

about a slackening of

demand. The agencies

of transportation ren-

der an extremely im-

portant service to

humanity by carrying

the goods which the

factories, the farms,
and the general pub-
lic require. If the

cost of the service

rendered by the rail-

ways is increased,

those persons who,
under competitive con-
ditions, were hardly
able to bear the old

railway rates will

either be forced out
of business or will

have to employ cheap-
er agencies of trans-
portation to satisfy
their wants.

For extensive over-
land haulings between
local points the logi-

cal alternative is the
motor truck. During
the past two years
enterprising truck op-
erators have demon-
strated that in many
cases where the roads are fairly good, they could haul
more cheaply than the railways between the manu-
facturing centres and the intensive farming districts
of Southern Ontario. Their rates for trucking were
seldom higher, and in most cases they were lower
than the railway rates, especially if there be added
to the latter the cost of cartage at the terminals.
As local railway rates are almost always higher

than through rates the proportionate increase ap-
proved by the railway commissioners will bring about
a greater gross increase in the former than in the
latter, and the burden will fall upon the small cities,
towns, and country villages. As the motor truck
usually has the advantage over the railway in short
hauls, the tremendous increase in local railway freight
rates will widen the scope, lengthen the haul, and
increase the use of the motor truck in sections of
Canada, especially in Ontario, where the distances be-
tween the cities, the towns, and the rich agricultural
districts are not very great.

It is commonly known that one of the important
economies to be accomplished by the use of the motor
truck is the direct shipment of goods from consignor
to consignee. It eliminates the cartage of freight
to and from the railway terminals, the cost of which
should be added to actual railway charges when a
comparison with motor transportation rates is made.

By DONALD R. COWAN
In recent years the increases in the cost of cartage
at railway terminals have ranged from sixty to
one hundred per cent. In some cases the terminal
charges are actually greater than the railway rates
on short haul shipments of freight, especially in
less than car lots. When cartage rates and local
freight rates are both making rapid advances the
most cautious observer cannot avoid drawing the
conclusion that there is no ground for pessimism re-
garding the future of motor transportation.

T^HERE is another consideration of decided impor-
tance. Freight of high value per unit of weight

and bulk has always been more profitable for the
motor truck to haul than freight of the opposite
character because it will bear a high rate. Especially
is this true of perishable goods. Up to the present
motor truck operators have preferred to leave all

bulky commodities of low value for the railways
to carry because these commodities were not paying
freight. Besides, business men shipping this kind
of freight have not employed motor trucks because

fruit on the market or allowing it to go to waste
Furthermore, there is good reason to believe that
motor trucks give better distribution and haul the
fruit at a lower rate than the railways. The truck
may make delivery to the consumer's door and that is
the link m the marketing of commodities which can-
not be fulfilled by the railway. Also, the point that
the hauling of fruit by rail is cheaper than by truckmay be disputed. A case which came under the
personal observation of the writer during an inves-
tigation of the marketing of fruit by truck, may be
cited in support of the contention that the truckmay haul fruit cheaper than the railway.

QN September 15th, 1919, the owner of a fruit store
in Cobourg began a journey by truck to Toronto

at 2 a.m. He was accompanied by a helper and ar-
rived at 10 a.m. after covering a distance of 72 miles
The load consisted of 116 eleven quart baskets of
tomatoes, IVa tons in weight, and it was sold at
the fruit market. The return load purchased at the
fruit market consisted of as many baskets of peaches
and grapes. The express charges on the fruit
hauled would have been $45.00. This enterprising Co-
bourg business man estimated the cost of his jour-

ney as follows:

—

12 gal. gasoline
at 38c $4.56

4 quarts oil at
25c 1.00

2 men's wages.. 8.00
Depreciation on

tiruck 4.00

Bridging the gap

the railway rates were cheaper. In a great many
instances the advance in railway rates will make it

fairly profitable to haul bulky freight by motor
truck, and the railways will lose a large volume of
local traffic of this character to the more efficient
highway transportation companies. As a conse-
quence the avenue will be opened up for the sale of
the more expensive trucks, especially those equipped
with extra large bodies.

Under the present circumstances the wide awake
truck distributor will not allow the present oppor-
tunity of selling trucks to fruit grov.-ers to pass by
without making at least a thorough canvass of the
situation. This year the fruit growers in the Nia-
gara Peninsula have a record harvest, but the fruit
is going to waste because the proper baskets and
crates are not available and the railway companies
are unable to carry the fruit except in regulation
containers. Consequently the fruit growers are los-
ing thousands of dollars, and the consuming public
are unable to buy the fruit, at the very low prices
which would be brought about by the rapid and effi-
cient shipment of fruit to the large centres of dis-
tribution.

Some persons may object that truck rates would be
greater than the railway rates, but that is a minor
consideration when it is a question of placing the

$17.56
Placing the total cost
of his trip at $20.00,
he effected a saving
of $25.00.

Moreover, by the
use of the truck, the
cost a)nd inconven-
ience of hauling the
tomatoes to the train
and loading them, and
the unloading of the
peaches and hauling
them to the store,

were eliminated. A
further saving was
accomplished by sell-

ing and buying on
the fruit market in

person. It was es-

timated that the to-

matoes were sold at
10 cents per basket
above the price ob-
tainable when ship-

ped by train and that
the grapes and peach-
es were purchased at

from 10 to 15 cents less than the prevailing prices.
It was possible also to inspect the fruit before pur-
chasing. Fruit in poor condition is frequently ship-
ped to purchasers, and when complaint is made, the
blame is wrongly placed upon the express company
In the experience of this trip is illustrated the pos-
sibility of decreasing the cost of marketing and
of selling to the consumer fruit in better condition
at a lower price.

TF the express rates are raised to correspond With
the new schedule of railway freight rates, as has

been already intimated by those interested, economy
of using motor trucks in marketing fruit as well as
other commodities vdll become even more apparent.
The recent boost in railway rates will cause many

large urban and rural shippers who were formerly
indifferent spectators to take a decided interest in
the motor truck because its use will likely point the
way to an actual saving of many dollars in shipping
costs. They are more likely than in the past to call
for advice and actual cost figures from the distribu-
tor and salesman of motor trucks. There is no real
ground for pessimism in the motor truck industry.
It is true that the demand for motor vehicles is slack
at the present time, but are not all phases of industry
experiencing, or about to experience, a depression?
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Quebec-Hamilton, Let's Go
POWER farming dealers who live in Ontario and

Quebec should not fail to attend the tractor

plowing matches to be held this month at Macdon-
ald College Farm, St. Anne de Bellevue and at Hamil-

ton, Ont. The Quebec demonstration will be held on

Oct. 12-14 and the Hamilton demonstration Oct. 20-22.

It is expected that there will be a large showing by

the various tractor manufacturers. Besides the

plowing matches there will be large exhibits of power
farming machinery at these demonstrations. The

live dealer will see in these demonstrations a great

opportunity of comparing the different machines in

action and of meeting with farmers who are interest-

ed in power machinery and who, probably, may be his

future customers.

Preventing Fire

/CLEANLINESS is the surest protection against

^ fire. Almost any day we pick up a paper and

read that a certain garage was destroyed by fire

caused by—spontaneous combustion in oily rags and

waste—automobile back firing set floor on fiise—man
stepped on match and set oily waste lying on floor

on fire—a careless workman or customer threw a

lighted cigarette end into an open pail full of gaso-

line, etc., etc. If cleanliness had been the rule in

these garages there would have been no fire. There

would be no film of oil on the shop floor; oily waste

would not be left lying around; there would be no

open pail full of gasoline, and no workman or cus-

tomer would be allowed to smoke or throw cigar-

ette ends where there is any combustible element.

Garage men should insist on a thorough cleaning up

periodically and floors scrubbed at least once a week.

Metal receptacles should be kept handy where the

workman can deposit all dirty rags and waste used

during the day, and each night these receptacles

should be emptied and the contents burned away from

the garage, otherwise the garage man is taking a

big risk. Not only is he taking a big risk from fire

but customers are liable to be "shooed" away. No
one likes to do business with a concern that tolerates

dirt and carelessness.

Neglected Brother of Your Business
"IN every line there is a neglected little brother

—

some subordinate item which doesn't get the at-

tention it deserves, says Printer's Ink. Perhaps it's a

new arrival that has not been impressed as yet upon
the salesm.en's consciousness; perhaps it's sopiething

difficult for them to sell; perhaps it's something outside

the regular line that they take no interest in; perhaps
even it's a new little baby that they didn't want at all.

Whatever it is, something must be done to help it.

It is general experience that it is very difficult for

salesmen to handle side lines, either of their own
company or of some other. There was, for ex-

ample, a spark plug manufacturer who added grease-

ciips as' a side line and turned it over to his salesmen

to sell. They talked the spark plug first and then

brought out the grease cup. The results were not

APPROVED ANTI-GLARE DEVICES

TpHE Ontario Department of Highways
has issued the names of twenty-three

anti-glare auto devices which the Depart-
ment will accept as conforming with the
anti-glare law passed at last session. The
act makes it unlawful for any motor ve-
hicle to carry headlights that throw a beam
of light that rises higher from the gro^md
than U2 inches when measured 70 feet from
the lamps. The following devices are con-
sidered by the Department as meeting with
all the requirements of the act. The motor-
ist should choose from this list:—Sun-Ray,
Sills (green top), Sills (clear) Holophane,
Benzer, Primolite, Violet-Ray, Sunlight,
Kopps, Liberty, Macbeth, Clamert, Warner-
Patterson, Lee Knight, McBride, Levelite,
Raydex, Conophore, (clear), Conophore,
(covial), McKee, Osgood, Shaler Road-
lighter, Legalite.

The act is effective now but won't be en-
forced until January 1. 1921. This will
give motorists ample time to comply with
the act.

satisfactory. Coming up after the customer thought
the interview was all done, it did not give a good im-
pression. Some of the salesmen began to forget to
talk the side line. A change was made and exclusive
salesmen put out handling the grease cup and a sep-
arate section of the sales department was made en-
tirely responsible for the sales.

An automobile agency had an accessories depart-
ment, but found it was selling few tires and was
doing nothing remarkable on other items. It occur-
red to some one to go over the sales records to find

out how much in the way of accessories was sold by
the salesmen with each new car. The result of the
investigation was surprising indeed. Evidently the
new owner went off and bought his extra tires, bump-
er, spotlight, and other "fixin's" elsewhere.

This point brought out, the reason was quite
plain. The salesman's commission was based on
the net price of the car alone and he received noth-
ing extra for the accessories. A five per cent, com-
mission was then offered the car salesman; and in

addition the contract form was modified so that the

extra tires and the main accessories were already
listed on the form to serve as a further reminder
both to salesman and customer.

Thereafter hardly a car went out of the agency
that was not well equipped with extras. Indeed
it was made a practice to put the extra tires and sup-
plementary equipment on each car placed on display.

The whole problem simmers down to this: All

salesmen tend to favor some lines and overlook others.

In a line of high-priced articles with one or two sup-
plementary low-priced lines, the latter is neglected.

Still Ranning Wild.

—Bronstrup in San Francisco "Chronicle."

It then becomes necessary to find some means of

stimulating the interest; or if this is found to be im-
practical, to make special arrangements for the neg-
lected member's sale.

Garage Men Read This
/PARAGE men are enquiring all the time as to

whether a dealer has any recourse against an
individual who has been supplied with repairs or had
repair work done on his automobile, and for the bene-
fit of the auto accessory dealers and garage men we
publish the legislation covering cases of this kind.

It will be seen from Chapter 150, Section 40 of the
Mechanics' Lien Act, which is published below, that
if an account remains unpaid after three months have
elapsed, garage men have a lien *on the automobile
for which the repairs have been supplied or the work
has been done, and they have the right to sell the

same on giving one month's notice by advertising in

the local newspaper, or if there is no such paper in

their locality, by posting at least five such notices

as prescribed by the Act, vdthin a radius of ten miles

from the place where the work was done, stating the

time and place of sale and the name of the auctioneer,

and in addition leave a like notice at the residence

of the owner of the automobile. Further, they may
apply the proceeds of the sale on the amount of their

bill, after deducting the expenses incurred, and should

there be any balance, it must be returned to the

owner.

The following is the Section covering the above:

—

Chapter 150, Section 40. Liens for Improvements
of Chattels. EA'ery mechanic or other person who
has bestowed money or skill and materials upon any
chattel or thing in the alteration and the improvement
of its properties or for the purpose of imparting ad-

ditional value to it so as to thereby be entitled to .a

lien upon such chattel or thing for the amount of the

value of the money or skill and materials bestowed
shall, while such lien exists but not afterwards in

case the amount to which he is entitled remains un-

paid for three months after the same ought to have
been paid have the right in addition to all other rem-
edies provided by law to sell the chattel or thing in

respect of which the lien exists on giving one month's

notice by advertisement in the newspaper published

in such locality in which the work was done or in case

there is no such paper published in such Ideality or

within ten miles of where such work was done then

by posting up not less than five such notices in the

most public places within the locality for one month
stating the name of the person indebted, the amount
of the debt, and the description of the chattel or

thing to be sold, the time and place of sale and the

name of the auctioneer and leaving a like notice in

writing at the residence or last known place of resi-

dence, if any, of the owner, as the case may be, or by

mailing the same to him by registered letter if his

address be known.

(2) Such mechanic or other person shall apply the

proceeds of the sale in payment of the amount due

him and the costs of advertising and sale and shall

upon application pay over any surplus to the person

entitled thereto.

Pays Tribute to Business Press
"HpHAT in the opinion of this Congress, it is de-

sirable that, with a view to the encouragement
of closer trade relations within the Empire, special

efforts should be made to secure the wider distribu-

tion of trade journals throughout the Empire, and
that more favorable postal facilities should be ac-

corded by the various governments to this end."

The above is a copy of resolution unanimously pass-

ed at the meeting of the British Chambers of Com-
merce held in Toronto.

This important resolution stands out in bold con-

trast with the effort put forward by M. E. Nicholls,

director of National Publicity for the Government at

Ottawa, to legislate the trade and technical papers

out of business. In spite of the opposition of M. E.

Nicholls and J. E. Atkinson, of Toronto "Star," the

Chambers of Commerce of the entire British Empire,

composed of many of the best trained business and

technical experts, has seen fit to pass this resolution,

emphasizing the great importance of the specialized

business and technical press to those who would bet-

ter understand conditions in the various parts of the

Empire.



Implement Dealer Should Sell FarmTrucks
W""

HY is 'the power farming dealer the logical
farm motor truck dealer? You know.

It's because he is in closer touch with
the farmer and his problems than any other
business man in town. He deals exclusively with the
farmer. The farmer's problems are his problems

—

or should be, at any rate. And to-day one of the
biggest problems facing the farmer is the matter of
transportation—hauling between the farm and the
local market and also between the farm and the
more distant large markets (in some localities).

Good roads and the motor truck will go a long way

By B. J. PAULSON
makes no difference in so far as the necessity for
motor trucks is concerned. Of a list of 4,293 replies
received to a questionnaire sent out by the Good-
year Company, 252 farmers were found to be motor
truck owners and reports from grange masters rep-
resenting 42,281 farmers showed that of this num-
ber 5,298 were owners of motor trucks. It was also
found that 42 per cent, of the truck owners also own
tractors, indicating that a farmer who had been

Motor truck hauling grain from threshers to elevator.

towards solving this problem. "Ship by Truck" is
becoming a popular slogan everywhere. But trucks
must be sold to the farmer by someone — and isn't
the implement dealer the logical "someone"?

The internal combustion tractor and its many
labor-saving and efficiency-increasing consorts have
speeded up farm production to a great extent, but it
is impossible for the tractor farmer to get the most
out of his tractor equipment unless he speeds up
farm operations all along the line, which includes
hauling.

Farm hauling with horses, as every implement
dealer knows, is a time-consuming job that usually
is shunted to one side until seasonal work on the farm
isn't pressing — or if the market is high or the
farmer is in need of a little ready money, he fre-
quently holds up his farm work while he transfers
part of his crop from his granary to the local ele-
vator. In either event, he loses. When grain haul-
ing, for instance, is postponed for several months
after harvest an appreciable loss is often sustain-
ed through the depredations of rats and mice and
through loss of weight by drying out. These losses
often counterbalance any slight increase in the mar-

. ket price that might develop several months after
harvest. On the other hand, if the market is high
at the time the grain is being threshed and the farm-
er hauls direct from the thresher to the elevator,
he is losing money through sacrificing valuable time
from his fall plowing, disking, seeding, etc.

'pHE motor truck will prevent such losses to a
great extent. It has been proved conclusively

.through reliable ipvestigation that farmers owning
motor trucks make three round trips to town in
the same length of time as other farmers make one
round trip with horses — and the motor trucks
average a 50 per cent, heavier load than with wagons
and cover more mileage. These same investigations
also show that the cost of hauling with motor trucks
averages one-half and one-third of the cost of liorse
and wagon hauling.

A recent market analysis of the farm motor
truck market in the States by the Goodyear Tire
and Rubber Company reveals the interesting fact
that 80,000 farmers down there are using motor
trucks at present and that 800,000 farmers have
considered buying a truck. The analysis shows
further that the same general interest in trucks is
manifested by farmers in the dairying sections,
fruit belt, live stock sections and grain country. In
other words, the kind of farming that is being done

educated up to the value of one form of farm power
readily falls in with the idea of generally motorizing
his farm.

While the foregoing figures are for the States,
still the potential farm motor truck market in Can-
ada should be very much the same, in pro rata
proportion to population, of course.
And as stated at the beginning, the power farming

dealer is the logical motor truck retailer. This great
potential market for motor trucks is closer to him
than to anyone else. When you sell a farmer a trac-
tor, you are educating him up to the power idea.
Thereby half the battle of selling this same farmer
a motor truck later on is already won — provided
you sell the farmer a good tractor that will give him
satisfactory service and provided further that you

render after-sale service that is efficient and that
the farmer knows h^ can depend upon.

"Y^ES, the power farming dealer certainly is the
logical man to sell motor trucks, to farmers BUT

(there's always an unwelcome "but" hanging around
some place), but, I reiterate, the power farming dealer
isn't always the best dealer to sell motor trucks.
Before he can become successful as a motor truck
dealer he must first take a lesson in service from
the automobile dealer.

The automobile men learned early in the game
that service was the big word in selling a machine,
the intricacies of construction and operation of which
are beyond the average layman. They found that
automobiles sold without dependable, always-avail-
able after-sale service were unsatisfactory sales.
The owners would experience difficulties that in-
variably made them regret their purchase, resulting
in loss of goodwill to the dealer. And so to-day
you will find that every successful automobile dealer
is a "service station." He employs expert mechani-
cians who know how to adjust and repair automo-
biles sold by him. He carries on hand a supply of
essential parts that are subjected most frequently
to damage or wear. The purchaser has assurance
of satisfactory performance of his purchase because
he knows that .service both in the matter of repairs
and expert adjustment is always to be had. He does
not have to depend upon his own inadequate knowl-
edge.

Yes, this is a lesson that the average implement
dealer has not yet learned, but which he must learn
befoce he can sell motor trucks successfully. A
motor truck is a source of profit to a farmer only
while it is working — and the necessity for keep-
ing it in first-class working condition all the time is
more important than in the case of the automobile.
The average farmer is not competent to make re-
pairs and adjustments himself, although the tractor-
owning farmer has progressed considerably in this
direction. If a dealer sells a motor truck without
after-sale service the chances are that that truck
will be back on his hands before many months—

a

second-hand truck to be disposed of with the handi-
cap of unsatisfactory service tied to it. The dealer
loses money on such business. No matter how good
a truck may be, there comes a time in its life when
it needs expert attention — and it's up to the dealer
to render that service.

So the whole thing resolves itself down to a mat-
ter of "Service." The power farming dealer who
adopts this as his motto is not only the logical man
to sell farm motor trucks, but also the best one

BE A BEST ONE.

For hauling livestock from farm to market the motor truck is becoming increasingly popular.



The small things in

a business are often
overlooked. The garage
man cannot be too care-

ful in checking up the

small things, such as
bolts, pins, lubricating

oil, etc., etc., used in

doing repair jobs and
seeing that they are
properly charged for.

Besides these items
there are other things
which help to keep the

profits of the small
garage down. The in-

discriminate use of
waste, electricity, gas,
writing paper, etc.,

form serious leaks in
many otherwise good
businesses.

Read the following
article and if you are
an offender in any of
the things mentioned,
resolve to make an ad-
justment and you will
be surprised at the re-

sults. The little things
always count.

PROFIT-SHARING events occur on all sides and

are familiar to everyone. But there is a cer-

tain form of profit-losing not so well known,
which is a serious item to small repair shops, and

even large ones that have not provided an adequate

check system. This is the loss of parts and material

used in repair jobs and not charged to the car own-

ers.

The average mechanic is somewhat prejudiced

against anything resembling bookkeeping, and small

shop owners are likely to feel that too much time is

required in carrying out the ideas to make them worth

while. Where each mechanic has the privilege of

going to the shelves and selecting the parts he needs,

a certain percentage is never charged. Even where

the owner or foreman selects and turns the parts

over to the men, listing the items at his first oppor-

tunity, a good many get by.

Especially is this true of small things. Quite a

sum of money ia lost in a year's time just in such

small things as bolts, nuts, lock washers, gaskets,

cotter pins, gasoline and kerosene used in washing,

etc., which are easily forgotten. For example, you

buy a box of 100 3-8-inch cap screws. First thing

you know, all are used and you are lucky if you find

that 50 of them were charged out. You have lost not

what they cost but what you could have charged for

them. Don't overlook the small things.

A GOOD idea ia to check carefully every work card

when the job is finished. If a crank case was
washed out, see that lubricating oil and kerosene are

charged. If bearings were refitted, or work you

know required cotter pins and none are charged by
the mechanic, add them on. Or if a differential

or some part is washed and you know gas was used

in washing, see that a sufficient quantity of gasoline

is charged. Free use of waste is expensive, although

I believe most shops now charge this to the car owner

and very few owners object. But do not make a

practice of adding little things that were not used

or fudging on the amount of grease and oil. Any
unfair dealing or cheating is not only dishonest but

is a poor business policy and vdll lose in the end. A
certain mechanic got this habit. He said the cus-

tomer never kicked at the small things he added,

hardly even looked at them on the bill, and picking up

a dollar or so extra on every job of any size helped

to make up for items lost or overlooked. The habit

grew from little things to big things, until one day

he charged for a new set of piston rings when he had

used an old set. The job was far from satisfactory,

and this man's assistant, having some sort of griev-

KEEP TRACK OF THE PROFIT
LOSING ITEMS

By F. H. SWEET

ance against him, told the customer what he

had done. The result almost put the man out

of business, for it so happened that he

tried his trick on the wrong man. He was afraid to

fire the assistant, who knew too much. He had to

turn over a new leaf and is now prospering as an

honest man should and, I really believe, feels indebt-

ed to his assistant.

In one shop, employing six or eight men, they have

found a practical method of keeping track of parts,

in the use of small wooden box with a slot cut in the

lid. This box is kept in a convenient place near the

parts' shelves. By it is a small pad of blank paper

and a pencil attached to a chain to prevent it being

taken away. When a mechanic takes any material,

he is required to write on one of these slips: First,

the date—they usually date a number of blanks each

morning with a rubber stamp; next, the car owner's

name or license number; then parts of material; and

his initials at the bottom. This slip is then dropped

iji the box.

TN addition to this, the mechanic must list the items

^ on the work card in spaces provided. Each work

card is kept on the car to which U belongs, being

fastened to the windshield by means of a paper snap

fastener. After work or the first thing next morn-

ing, the cards are taken from the different cars, to

the desk, the parts box is opened and all items are

checked and properly charged in a short time. The
proper working out of this kind of a system rests

largely with the men. Some mechanics are
careless or indifferent as to what they use,

and these are going to waste their employ-
er's money, while others save a third of their salaries

by doing what is expected of them. This shop uses

only one style of work card. When a car is brought
into the shop, one of these cards is filled in as per

the customer's order. Then each line is checked off

as the work is completed. The mechanic enters the

date, his initials, and the amount of time put in on
each job.

For keeping the mechanics' time, small inexpensive

memorandum books are used, one for each man, or

one book can be used for two or three men. The date

is rubber stamped in this book. The mechanic enters

under the date the car owner's name and his time for

each job he worked on that day. Any time put in

cleaning the shop, or lost, will show in this book,

as a full eight hours' time for each day must be ac-

counted for.

One book lasts several months and makes a good,

permanent record. The books will get soiled and
greasy, but mechanics can be trained to wipe their

hands before making entries and keep the books as

clean as possible. The time books are checked up
similar to the parts' slips. Mechanics are required

to put down their time as soon as they are through
each job, so if a car is completed and goes out, say
in the middle of the afternoon, the time and material

can be readily checked.

Very little labor or material used in this shop is

overlooked.

Road Transportation Cheaper Than Rail
By LORD MONTAGU OF BEAULIEU

A RECENT article in the London (Eng.) Sunday
Times compares the present cost of transportation

both for freight and passengers by road and by rail

and shows that for journeys up to 100 miles road

journeys are now cheaper than by railway. Petrol

in England costs 84 cents a gallon, on the other hand,

the roads are far better than in Canada. But ad-

mitting that conditions vary in the two countries

this comparison of costs cannot fail to interest Can-

adians. The article in part runs as follows:

A passenger and a ton of goods cost more to con-

vey now than they have ever before since railways

were started some eighty years ago. The point is

already reached at which, with certain exceptions,

transport by road is being used more and more, be-

cause it is actually cheaper. ' Moreover, the ten-

dency for the cost of railway transport to increase

will continue for some time to come, as far as one

can see.

On the other hand, our roads will become better

as time goes on. Road traffic will be operated as a

whole more cheaply, and before long a cheaper motive

power other than the motor spirit used to-day will

be available. Then there is the advantage of direct

delivery from producer to consumer, from origin to

destination, which wall tell more and more as labor

in handling becomes increasingly expensive. The out-

look financially and scientifically is therefore distinct-

ly in favor of road against railway transport.

I want my readers to realize, however, that I do

not put these facts forward in any sense with an anti-

railway bias. Railways are still a necessary part of

the transport system of the country, and for certain

classes of traffic they remain the best form of trans-

port.

An actual comparison in terms of miles and money

between road and rail transport, according to the

prices of to-day, is necessary, and my readers must
not forget that railway fares are shortly to be in-

creased by another average all-round rise of about
50 per cent.

To get some idea of the relative costs we will take

two classes of vehicles and endeavor to ascertain

the approximate costs of running per mile. First

of all, there is the char-a-banc or motor-bus convey-

ing anything between twenty to forty people, accord-

ing to size. Such a vehicle, taking everything—wag-
es, fuel, depreciation, and a fair profit—into consid-

eration, costs about 66 cents a mile, which, with an
average of, say, thirty-three passengers—many ve-

hicles take far more—^works out at 2 cents per mile

per person. This compares with an average of 3

cents per mile for third-class rail fares now charged.

The road journey is slower, but it is more comfort-

able and cheaper, and on a holiday an hour or two
extra does not count. Thus nearly all journeys by
road up to, say, 100 miles distance or a day's journey

are now cheaper than railway.

Now, we will take as a second instance the motor
bicycle—the "useful horse" of the road-using democ-

racy. While one person drives the motor-cycle an-

other can sit behind on a cushion, and sufficient lug-

gage for both of them can also be strapped on. The

average motor-cycle will run anything from 50 to 70

miles to a gallon of petrol, and cost less than 2 cents

a mile for tires, lubrication, and depreciation. If we
put dovra the cost of running, therefore, at 3 cents

per mile, we are on a safe basis, and at this 3 cents

a mile the man and his friend or wife can accomplish

150 to 200 miles a day comfortably, as against 3 cents

a mile each in third-class fares. In this case the

expense of the journey is halved.



The New Meaning of Tractor Service
THE word "service" was at one time synony-

mous with "free repair work." This definition

has been proved a fallacy because there is no
such thing as "free" repair work. Repair work costs

money. Repair work costs lots of money. Some-
body has to furnish this money and for a number of

years the broad meaning of the word itself has been
overlooked in an effort on the part of the manufac-
turer, dealer and user to shift the burden of this

expense to the other fellow. The definition of the
word "service" in so far as it relates to the tractor

industry has undergone an evolution.

Service is a summation of those constructive ef-

forts on the part of the manufacturer and the dealer
that eflfectively aid the farmer in getting the maxi-
mum return from his investment.

The farmer wants cheaper plowing rather than
cheaper tractors" or "free" repair work.

In this formula the time element is of prime con-
sideration. The cost of a repair part is in many in-

stances negligible as compared with the expensive
delays involved. All other things being equal, or
anywhere near equal, the usefulness of a tractor is

inversely proportional to the time lost on account of
repairs.

Service is the first consideration. Since time im-
memorial in all branches of the
automotive industry there has
been a tendency on the part of the
manufacturer to take the stand
that the dealer should assume the
biggest share of the service re-

sponsibility. The dealer was look-
ed upon as the connecting link—or
the "shock absorber"—between
maker and user. He was the direct

point of contact. He must earn
his commission. On the other
hand, the dealer assumed the at-

titude that the manufacturer
should build his product so well
that it would not require profit-

consuming service. Both sides
were right. Both sides were
wrong. There is, however, one
common point of agreement which
is beginning to be generally re-
cognized and that is the need of
more educational work on the part
of everyone. a

gVEN if it were possible for
some imaginary hokus-pokus to give unstinted

free service, the recipient of such service could not
possibly derive the same benefit from his tractor as
the farmer who knows how to guard against trouble,
make an occasional adjustment and do the ordinary
repair job without assistance.

The most important function of a service depart-
ment is to prevent trouble rather than remedy it. A
service department properly conducted is the greatest
educational influence in the tractor industry. Ip
the case of the automobile the necessity for efficient
service was recognized some years ago and service is
unquestionably the foundation of the truck industry.
The farm tractor has to withstand conditions never

before expected of self-propelled vehicle. The loco-
motive, for instance, travels on a carefully constructed
steel track which is essentially a part of the machine
itself. The motor car and truck are equipped with
highly resilient tires and other shock absorbing de-
vices which minimize the slight irregularities of the
highway. The tractor, in striking contrast, must op-
erate on rough farm lands, blazing its own trail
through mud and sand, over prairie stubble and rocky
hill country. Irrespective of climate and temperature,
it must, under the most adverse conditions, accom-
plish more work in less time than a corps of husky
farm animals. The locomotive is never entrusted
to other than experienced hands. An engineer must
go through years of experience before he is qualified
to handle a train and—in addition—there is a round-
house and a repair shop within only a few hours
run of any point on his division. The automobile and
truck are essentially machines for annihilating dis-
tance. Troubles that completely cripple them are
the exception rather than the rule and at this day
and time it is rather hard to find a locality in any

By H. O. K. MEISTER
Manager Tractor Bearings Division, Hyatt Roller

Bearing Company

section of the country that isn't within shouting dis-
tance of a garage.

TN the case of the farm tractor, service cannot be
effectively accomplished at a repair shop remote

from the farm. A delay of a few days or even hours,
often represents the difference between making a
crop or failing to make one. Service must be taken
to the farm. The most logical way to get service to
the farm is through the farmer himself. The work
of educating the farmer should begin with the trac-
tor salesman. He should give the farmer reliable

information. He should avoid making exaggerated
statements.

Again drawing a comparison or rather a contrast
to the automobile—a motor car salesman may swear
that his car will travel seventy miles an hour—but
the chances are that the buyer will never check him
up. On the other hand a tractor salesman who claims
three bottoms for a two bottom tractor is a menace
to the industry. A farmer buys a tractor for busi-

that time until he has received the maximum return
from his investment. Horses may ultimately become
obsolete but there will always be a need for good old-
fashioned "horse-sense"—even on the completely
motorized farm.
The burden of this educational responsibility lies,

with engineers, manufacturers, service men and sales-
men.

tractor engaged in harvesting at Macdonald Callege Farm, Quebec.

ness purposes. It would be unbusinesslike for him
to operate it below the advocated capacity.

The tractor salesman has overlooked his greatest
field of usefulness if he is not an educator. He should
work in closer co-operation with the service depart-
ment. When the farmer has trouble he calls on the
service man to remedy it—not the salesman. There-
fore the service department should have something
to say regarding the claims and promises of the
ultra-enthusiastic salesman. When a man resorts
to untruths or to promises which he knows cannot be
fulfilled it is an admission that he is lacking in real
sales ability.

TT is decidedly unfair to draw a comparison between
power farming and animal farming until the

farmer becomes as thoroughly conversant with one
as he is with the other. The farmer needs education-
al service. He is receptive towards such service.
He must be trained to understand his tractor just
as thoroughly as he understands his horse. A farmer
would not think of taking chances by experimenting
with his live stock. He would not try to sustain a
pedigreed equine on mildewed oats—neither would he
allow it to drink stagnant water even if the animal
itself were willing to take a chance. However, the
same farmer will unhesitatingly operate his trac-
tor without the air cleaner just to see what will hap-
pen and the chances are that he will use an inferior
lubricating oil unless he has been properly instructed.

What would happen to the old time-honored methods
of agriculture if the farmer didn't know any more
about horses than he does about tractors?

It is my conviction that the greatest future pro-
gress of the power farming machinery industry lies

in giving the farmer educational instruction—not only
at the time of delivery, but before that time and alter

About Car Prices
'jpHE automobile industry of Canada and the general

public as well have been engaged, during the past
two weeks in talking about car prices and speculat-
ing as to what is going to happen.

Henry Ford certainly startled the public two
weeks ago when he announced in flaring headlines
in the press that he was reducing his prices to pre-
war standards. Since then there have been other
reductions and probably there will be some more but
£0 far the reductions have not been serious. On the
other hand some big corporations like the General
Motors and Packard have decided not to lower their
prices. They take the stand that present market
conditions do not warrant a reduction. What Henry
Ford's motive is in lowering his prices at the present

time, considering the general con-
ditions of the markets, is not

I
quite clear. Speaking in this
connection the Financial Post

"It must be evident that pro-
duction is not likely to be increas-
ed, nor costs reduced merely by
the adoption of such a policy.

Wages are to be maintained. The
plant's production is now oversold.
It would seem that Ford has been
making large profits, that he is

willing to take a loss for a time,
or that he feels that he can de-
velop to take care of the increased
market which low prices will give
him and again adjust to a success-
ful operating basis on a larger
scale. In this event, and if the re-
sult is more and cheaper cars for
the benefit of a large number of
people, there can be no objection
to the policy.

"Price reductions, however, will
come by process of adjustment of all the factors
rather than at one fell swoop. But if Ford is leading
the way to a healthier basis—and is not precipitating
a crisis—and is at the same time prepared to in-

crease the number of owners of low priced cars he
will add to the benefactions which an idea and organ-
ization have made possible."

Some dealers fear that the public will slow up in

purchasing cars expecting lower prices in the future.

It is true that at the present moment the automobile
industry is experiencing a falling off in sales but it is

not alone due to the drop in price. There was a slow-
ing up before the cut came. This slowing up is

noticeable in other lines as well as the automotive in-

dustry. In the opinion of Mr. Cowan, of the Pack-
ard-Ontario Motor Car Co., the public is refraining

from buying just now because of the season and the
general condition of things. He is of the opinion that
there is nothing in the situation to be pessimistic

about but rather does he see in the tendency of the
public to spend carefully the first sign that things

are coming to a proper level. His company has not
lowered its prices nor does it anticipate doing so, in

fact the Packard guarantee to refund to purchasers
of Packard cars or trucks now, whatever reduction is

made before July 1921 should the conditions warrant
a reduction. Other distributors seen expressed them-
selves of similar views. Mr. Rouse, of the Automo-
bile and Supply Co., distributors of Paige and Hup-
mobile cars, said there was a slight reduction in the

Paige models but none in the Hupmobile. The Paige
prices are guaranteed until July, 1921. Mr. Rouse
is of the opinion that prices cannot drop very much
for some time to come and with the beginning of the
new year there will be a big car business.



Adjusting the Disk Harrow Tractor Hitch
ONE of the farm papers some years ago print-

ed the following sentence with reference to

the disk harrow: "Next to the lead pencil

the disk harrow is the most important implement
on the farm."

This statement has always come to mind when
I saw a disk harrow. At first it seemed to me that

it was putting it a little too strong. I couldn't

quite get the plow, the binder and the thresher out

of my mind. I thought perhaps the party who made

Fig. 1.

the statement had an axe to grind. Such, however,
1 know now was not the case.

King says: "The early stirring up of the soil in

the spring, preparatory to seeding, has for its main
object the changing of the soil texture so that it

will become: First, warmer; second, drier; third,

better aerated; fourth, better suited to lessen the
rate of evaporation of the deeper soil water."
A disk haiTow in a measure can do this. It can

mellow the soil. It can open and aerate the soil

particles. It has the capacity to do this work be-

cause of its peculiarly shaped disks and the angle
at which they work. There is no harrow which so

thoroughly pulverizes a soil in the spring after fall

plowing as this tool, nor is there a farm tool that
can do more good before and after spring plowing
than the disk harrow.

It has its limitations, of course. The depth it.

can reach is a factor that prevents its use to dis-

place the plow. Its limitation in some very hard
soils, too, also handicaps it for plowing.

Anyhow, it was never made to do the work that
should be done by, and rightfully belongs to, the
plow. Its field of usefulness lies in the fact that
with the plow it can serve to make an ideal seed bed.
The disk harrow has another function, or the same
one, but in other terms—that is, to mulch the top-
soil. To conserve moisture is one of the greatest of

our farm problems.

When it is found that, owing to weather condi-

tions, it becomes impossible to plow early in spring,
a thorough disking is a means of saving a lot of

moisture. King says that "the disk harrow is one
of the best tools for early use in the spring to work
the soil and develop mulches."

npHE disk harrow is one of the most simple of im-
^ plements to "hitch to the tractor. In the first

place, the harrow has its draw eye located centrally
with reference to the frame and its draft. This,
first of all, means a hitch without side draft on
the drawn implements.

Cutting, as harrows do, a width which ^in prac-
tically all cases exceeds the extreme width of the
tractor, the harrow can be hitched to the centre of

the tractor drawbar. This entirely eliminates all

side draft on the tractor. We, therefore, have an
ideal combination of farm power equipment and one
of the most simple.

Hitching a double disk to the tractor, however,
calls for care in getting the correct height. When
no forecarriage is used on these implements the
drawbar should be very low. Disks rarely exceed
20 inches in diameter, and more often are 18. It

follows that the centre line of pull should theoretic-

ally come in the centre of the disk. The average
height of the drawbar eye on a disk harrow is about

By^. N. G. KRANICH
1'2V2 inches. The tractor drawbar, therefore, is ad-

justable, and should be set about this height. On trac-

tors where the drawbar is much higher it is good
policy to use a chain, eight or twelve inches in length,

between the drawbar on the tractor and the disk har-

row draw eye. This reduces the tendency to lift

the front of the disk out of the ground, which would

1

1
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require weighting to get penetration. In fact, using
a chain is often the remedy for lack of penetration
of the forward gangs.

What has been said about hitching double-disk
harrows to tractors refers also to .the present horse
harrow which has the customary forecarriage as a
part of its equipment. The chains are rarely neces-
sary in such cases, however, because of the extra
length of this forecarriage rig. Yet, if trouble should
arise, lengthening the hitch would help and enable
the operator to get good penetration without adding
weight. Weight added to the harrow increases the
draft, as will be explained later in this paper.

Hitching two double-disk harrows behind the trac-

tor is a little more difficult. One of the best de-
vices for this combination is to hitch on each side
separately. In this case the drawbars extending
to the left and right at the rear of the tractor are
hinged to swing vertically. This permits passing
through gates from one field to another by simply

Fig. 3.

hooking these drawbars up in a vertical position. The
disks are hitched near the end of the chain which
supports these arms. These drawbars can be ad-
justed to get a high or low hitch for the harrow.

The disk harrow is attached in the usual manner.
The disks are set as close as convenient to cover the

ground completely. This device permits turning the
tractor either to the right or left without danger of

the disk conflicting. If a spring or pegtooth drag
harrow is to be used in combination with the two
double-disk harrows, their draw chains are secured
directly to these extending drawbars.

Som,e farmers prefer using a long heavy oak or
Southern-pine drawbar about 12 or 14 feet long, and

attaching the disk to this directly. In this case
turning isn't quite so convenient, neither is moving
from field to field so easily and quickly accomp-
lished.

It is plainly evident that for a disk blade to do
good work and have light draft its edge must be
set. at an angle so it will cut the soil straight, as
shown in Figure 3. In this case, too, it has better
penetration. It keeps its edge sharp for a longer
period of time. When it does strike an obstruction
—a hidden stump, a piece of wood or a stone—it

is not nearly so apt to be cracked and broken. Then,
too, the strain and stress on the whole machine is

reduced to a minimum for the work accomplished.

It can readily be seen that when skidding through
the soil the disks have a decided tendency to pack
the soil sideways. Therefore, instead of really mel-
lowing the soil and mulching it, the reverse is -what
happens. I have said that the draft would be in-

creased. In one sense it would be reduced because
the disk runs shallow; what was meant was that the
draft would be more for the same depth, because it

then becomes necessary to add weight to the harrow
to get the same penetration. This added weight
causes the added draft. Therefore, besides doing
poorer work, its added draft means power loss and
more expense.

In our present power-farming era the disk harrow
has found a place as a valuable part of the farmer's
equipment. As all horse-drawn implements ulti-

mately will, it has already evolved into a special tool
for use wtih the tractor. The present double-disk
harrow is a valuable machine and needs good care
to get good results from it. It works in the dust and
dirt, and great care should be exercised to keep its

chilled-steel or wood bearings well lubricated and in

good condition. It should be carefully gone over each
day before starting out. The entire lot of grease cups
should be filled and these grease cups should be
screwed down a trifle every hour or two during the
day's work. Delays due to stoppage to repair, to
adjust or to oil are an expense. This is particularly
noticeable when we consider what it means to stop
a tractor of from eight to fifteen drawbar horse
power every time adjustments must be made or oil-

ing is necessary.

The matter of draft is a big one. So many fac-
tors influence this problem that no definite rule may
be given that will hold good in all conditions. The
angle at which the disks are set has the greatest in-

fluence on the draft. The lubrication and condition
of the bearings have an influence. Added weight.

LJI ^^^^ ILJ

Fig.

as shown above, due to too much angle to get pene-
tration, means added draft. Trying to work wet
or very damp plowed ground causes increased draft,

boo.

I

/"\N a test of a ten-foot disk harrow with bearings

run without lubrication and another well lubri-

cated the difference in draft was nearly 150 pounds.
In another test, using a ten-foot, double-disk harrow,
disking • before plowing and after plowing, it was
found that the draft was about 425 pounds more
when disking the plowed ground. This is due to the

fact that the disks are able to enter the ground het-

Continued on page 35
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nmrose
Primrose Separator popularity reaches into every section

where there are cows and milk and cream. Each sale made
by the agent—each Primrose established in the hands of a
new owner—makes future business the more secure. Prim-
rose quality and efficiency is nowhere denied.

Nevertheless it is true of Primrose agents that Providence
helps him who helps himself. Help yourself to scores of
sales with the aid of our advertising campaign. Supply the
branch house with a list of Primrose prospects. To all of
them we will mail a series of catalogs, folders, etc., unusually
attractive, printed in colors, full of strong selling features. In
addition, we will furnish you with a display for your show
window, newspaper advertisements, reading notices for your
local newspaper, demonstration tags, etc.

This comprehensive campaign goes with every Primrose
contract. Primroses sell fast and may be made to sell faster.
See the blockman.

International Harvester Company
OF CANADA

HAMILTON 'CANADA
WESTERN BRANCHES — BRANDON Winnipeg, Man . Calgary Edmonton Lethbridge. Alta..'

ESTEVAN. N BATTLEFORD REGINA. SASKATOON. YORKTON. SASK
EASTERN BRANCHES — Hamilton London Ottawa Ont.. Montreal Quebec. Que.. St John. N B.

Help Your Customers Build Up Their Land with McCormick or Peering Manure Spreaders
•

There is every good reason why the
farmers of your territory should build
better crops by building up their soil with
manure—valuable plant food that will
give life and strength to healthy seed.
And there is no better or quicker way to
spread manure than with a McCormick
or Deering manure spreader.

We are making them realize that much
depends upon even, uniform spreading.
Spreaders bearing the names McCormick
and Deering are noted for their thorough
pulverization of the manure and for even
spreading. This is backed by practical
facts. It is due to the effective operation
of the positive apron feed, the chisel-
Dointed steel teeth of the fast-working,
broad-diameter steel beater, and the
spiral wide-spreading attachment, which j
gives the manure a second beating, as it

distributes it finely and evenly well be- f
yond the wheels on both sides.

Our advertisements refer readers to
the nearby International local agents. We
tell them that you will be glad to tell them
more about McCormick and Deering
SDreaders. Let us co-operate with you to
the fullest extent in the sale of more
manure spreaders.

International Harvester Company
OF CANADA ^^o.

HAMILTON CANADA
WESTERN BRANCHES — BRANDON, Winnipeg, Man., Calgary. Edmonton. Lethbridge. Alta .

ESTEVAN, N. BATTLEFORD. REGINA. SASKATOON. YORKTON. SASK.
EASTERN BRANCHES — HAMILTON LONDON. OTTAWA. ONT . MONTREAL. QUEBEC. QUE.. ST JOHN. N. S



SHOP NOTES FOR THE
GARAGE MAN

VALVE GRINDING TOOL
REPAIEMEN who have experienced

the difficulty of regrinding the

valves in the rear cylinder of the Ford
engine with the ordinary valve grind-

ing tool have often been compelled to

devise a tool that would handle this

operation successfully. A simple tool

that can be made by any repairman is

here illustrated. It is constructed of

cold-rolled steel stock 5-16 or 3-8-inch

in diameter bent up as shown in sketch.

:Forcl Dash

Hand Resi-

Crank Handle
'

^ -P/ns Riveied m

An off-set is provided to carry the

hand rest, which may be made of a

small door-knob or a piece of hard-
wood turned to the proper shape. The
hand rest should be of free fit on the
upwardly extending off-set, working
on the principle of a carpenter's bor-
ing brace. A grinding handle is pro-
vided, and the pins which fit in the
holes in the valve head are inserted in

a slightly flattened section and riveted
in place.

TO MAKE A HOLE IN GLASS
IV/IAKE a circle of clay or cement
•''-» rather larger than the intended
hole; pour some kerosene into the cup
thus formed, ignite, place the plate
upon a moderately hard support, and
with a stick rather smaller than the
hole required, and a hammer, strike a
rather sharp blow. This will leave a
rough-edged hole, which may be
smoothed with a file. Cold water is

said to answer even better than a
blow.

SPEEDING UP TIRE DEFLATION
npHE repairman often spends time

waiting on a tire to deflate, which
could be used to better advantage. The
wire tool shown in the illustration

holds the tire valve open allowing the
air to escape rapidly. The tool is simp-
ly a short piece of stiff wire with a
hook on one end to hold the valve open,
and a loop on the other end to catch on
the threads of the valve stenii

TEN COMMANDMENTS IN VUL-
CANIZING

1ALL fabric surfaces must be dry
• before applying cement.
2. The first coat of cement must be

applied thin.

3. Cushion stock must be applied in

every case regardless of size of repair.

4. It is necessary, after building up
the injured part of the tire, that all

the air be removed from the fabric,

cushion and breaker fabric before ap-
plying the tread stock.

5. It is absolutely necessary to work
according to specifications laid down
by the factory in curing our repair ma-
terials.

6. It is not possible to mix cements
fabrics and gums of different manufac-
ture and get good results.

7. Steam gauges must be tested of-

ten to get accurate knowledge of tem-
perature. We advise the use of a

thermometer.
8. Vulcanizing equipments should

be cleaned at regular intervals to elim-

inate the danger of trapped air and
condensation.

9. Proper containers should be built

in every shop to keep stock clean and
free from dust.

10. If difficulties do arise do not
blame the materials until a sample of

the trouble has been sent to Head Of-
fice and investigated.—Goodyear Tire
News.

REMOVING MOTOR TRUCK
WHEELS

A DEVICE for removing motor
truck wheels if the dual type and

especially serviceable where one man
has to do the work, is made from a
two-inch plank, cut to the desired

length and width. Jack up the wheel
several inches from the floor, lay four
rollers, made from either iron pipe or

old shafting, on the floor beneath the
wheel, place the plank on top of them
and chock the wheel at each side. Af-
ter the wheel has been loosened on its

axle it can be easily adjusted on the
movable platform for further work.

—

Automobile Journal.

TO STRAIGHTEN RADIATOR PINS

A HANDY tool for straightening

the pins on water-tuTje or tubular

radiators is made by welding two piec-

es of 4xlxl-8-in. steel at right angles

to the nose of a pair of blacksmith's
tongs, so that the faces of the steel

pieces will be parallel. Such a tool

will do a nice job of straightening no
matter how badly the pins are bent.

SOLDERING STAND
TTERE is a soldering stand which any
•- garage man can make. It is con-
structed of one-half of the differential

housing of an old car fitted into a

heavy base plate. A tin plate witlf a

A tin plate fitted mside oj the
round part of the hoasinq, near
the top, holds the coke.

3-16-inch hole is fitted inside of the

round part of the housing near the
top to hold the coke. A piece of tub-
ing and small length of air hose fitted

with an ordinary tire valve to regulate
the air, supplies the draft for the fire.

BATTERY TESTING VOLTMETER

THE Weston Model 443 battery test-

ing voltmeter is a new device placed

on the market by the Weston Electrical

Instrument Company, Newark, New
Jersey, for meeting practically every

requirement of the battery service sta-

tion.

The case is made of Bakelite and is

acid proof. The makers say the scale

is very legible and dependable readings

can be made throughout the entire scale

of to 3 volts. The instrument is in

addition calibrated so that a portion of

its scale—to the right and left of zero

—is specially divided and figured for

making the Cadmium test. The ordin-

ary method of using the instrument is

to attach the small spike terminal to

the lower binding post (as shown in the

illustration). With the instrument held

firmly in one hand and in position that

the scale is visible, the spike can be

jabbed into any part of the circuit

under test. The connection is com-
pleted through the cable having the
spike terminal, which is connected to

the other binding post. Any errors in

the zero position of the pointer can in-

stantly be corrected by meqns of the

zero coixecter, which is located in the

back of the instrument.

ATTACHMENT FOR ADJUSTABLE
WRENCH

NO matter how many soldid wrenches
are about, there is always room

for the adjustable wrench—and the fact

that a man needs to have only one
with him under a car to handle a num-
ber of nut sizes makes the adjustable
wrench the favorite in most cases. This
applies with equal force to the car
owner who is doing his work at home
and to the garage mechanic.
The chief objection to the adjust-

able S wrench, or the monkey-wrench,
is its changeability; a touch on the
screw or the jars of service turn the
screw enough to make the opening too
large or too small, though for the first

pull or two it was a nice fit. This is

particularly exasperating when the
tool is being worked at arm's length
or out of sight. If only the screw
would not move, the S wrench would
possess most of the desirable features

of the solid wrench.
A simple attachment described here-

with will convert the adjustable wrench
into a satisfactory soldid wrench for the
time being. A No. 8 tapped hole is

put into the head of the wrench near
the adjusting screw, for a round headed
screw which holds a spring which may
be made from a piece of a hack saw
blade. The blade must be softened to-

drill the hole through and while it is

hot it is given a slight "camber" and
the end is turned up for the thumb
spot. The camber of the spring causes
it to hug the screw with enough pres-
sure to prevent its jarring, but the
pressure is not so great as to interfere
with being turned around out of the
locking position by the thumb when so
desired. This attachment is well

worth a trial—usually the owner feels

that it pays for itself in an hour's
time.—Automobile Dealer and Repairs.

TESTING INNER TUBES
"

\ SIMPLE method of testing rapidly
the inner tube of a tire is shown

in the accompanying illustration. The
tube is blown up to a pressure suffici-

ent to hold its shape when set up rest-

ing against a wall as shown. A hat
pin or some similar object is stuck into
the wall above it so as just to touch

the rubber at the highest part of the
tube. The smallest leak will show in

five minutes by the tube sinking away
from the pin. It is a much quicker
and surer way of testing a tire than
the method of hanging it up over
night. It is safe to say if the tire

does not sink from the pin in five

minutes it is airtight.
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Cockshutt Tractor Plow
The easiest sold Plow in Canada to-day. Its reputation for

splendid plowing in any soil and with any make of Tractor
makes it one of the best "self-sellers" you ever handled.

An implement specially designed by experts

tor tractor plowing. Has heavy beams, heavy
braces and substantial construction all through
—yet it's surprisingly light in draft. This is

due largely to the correct design of the bot-

toms— they turn clean-cut furrows. Two

easily reached and readily operated levers set

the plow for its work. Can be hitched to any
make of Tractor. Adjustments up and down
as well as sideways are provided. A plow that

"stays sold" and makes firm friends for you
with your customers.

Built in 2 and 3 furrow sizes with 10 ,
12" or 14 bottoms. We

have larger sizes in independent beam plows, and a big line of
Tractor Disc Plows and other Tractor implements. Let us send
you full particulars.

Cockshutt Plow Co.
LIMITED

Brantford Winnipeg
Regina Calgary Saskatoon

Sold in Eastern Ontario

and Eastern Canada

hy

The Frost & Wood Co.

Montreal

LIMITED

SMITHS FALLS, ONT.
St. John

This is one of the most popular of a

complete line of Cockshutt and Frost &
Wood implements. Backed by big ad-

vertising and Dealer Service that never

lets up.
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As strong as
its plates
A Feed Grinder is a serviceable machine
only when its grinding- plates are ser-

viceable.

What your farmer customer is looking
for when he enquires for a feed grinder
is a machine that will reduce grain to

any size desired and do this day
in and day out. Even though
he doesn't realize it, what
he is most keenly in

terested in is the grind-
ing plates.

We challenge the
world to produce
better - cutting,

longei--wearing plates
than the "Vessot." No

matter what size "Vessot"
Feed Grinder your customer

decides on, he will get the
same quality plates, each marked
with the "S.V." that denotes the
genuine "Vessot." Sell the "Ves-
sot" Feed Grinder to the cus-
tomers you want to keep.

The nearest branch of the Inter-
national Harvester Company
will give you particulars of the
"Vessot" Agency.

INVENTORS AND MANUFACTURERS

S. Vessot & Co., Joliette, Quebec
Sold exclusively in Canada by

International Harvester Co. of Canada, Limited.
Branches: Calgary, Edmonton, Lethbridge, North Battleford, Regina, Saskatoon
Yorkton, Brandon, Winnipeg. London, Hamilton, Ottawa, Montreal, Quebec, St. John.

Models
500-—Vz" Standard

501-—Vs" Standard

502-—%" Long
503-—Vs" Long with

Chevrolet Ter-
minal

506-—%" Long
504-—Regular Porce-

lain

505-—Chevrolet Porce-
lain

The Plug
with the

HOTTER
SPARK

The ball point of the & S"
plug creates a larger and hotter
spark, causing more complete
combustion. This hot spark
will give your car new life and
more power.

The three-in-one terminal is

adapted to any style ignition
wiring. The high-grade chem-
ically glazed porcelains are in-

terchangeable — one porcelain
fits all plugs.

DEALERS. -The "M. & S." plug is

standard equipment on the new
Overland "4". Ask your jobber
for them.

Machine & Stamping Co., Ltd.
1209 King Street West

TORONTO
Commercial Dept.

Russell Motor Car Co., Limited

J. I. CASE PLOW WORKS COMPANY
MAKES AGENCY CHANGE

|T is announced that the advertising
account of the J. L Case Plow Works

Company, at Racine, Wisconsin, is be-
ing handled this fiscal year beginning
July 1st by the McJunkin Advertising
Company, Chicago. Joseph Finn, in
charge of the account at the McJunkin
Agency, recently sent a staff of Mc-
Junkin men to accompany a party
conducted in July and August by C. C.
Younggreen, advertising manager of
the J. I. Case Plow Works Company,
through many counties of Iowa, Ne-
braska and Kansas. The tour of the
advertising men was a complete suc-
cess. First hand information was se-
cured regarding the work of the Wal-
lis Thresher, Wallis Tractor, and of
the plows and tillage tools of the J. L
Case line of implements. A photo-
grapher accompanied the party and
views of the machinery in action were
added to the fund of inspiring infor-
mation and field reports secured.

NEW PLANT FOR FORDSONS
T^HE Ford Motor Co. will erect a
-»- million dollar tractor assembling
plant in Kansas City adjoining the
present assembling work with a daily
capacity of 100 Fordsons. It will have
a floor space of 200,000 square feet
and will employ 600 men. Construc-
tion will probably be finished within
SIX months. Peter F. Minnock, man-
ager of the present assembling plant,
will be in charge of both the tractor
and motor car operations.

COQUITLAM BURNS
The business section of the town of

Coquitlam, seventeen miles east of the
city of Vancouver, B.C., is reported de-
stroyed by fire recently. Several
stores, a hotel and the fire hall are said
to have been burned. The loss is esti-
mated at $100,000.

CANADIAN RAYBESTOS COM-
PANY

npHE Canadian Raybestos Company
is the Canadian offspring of the

Raybestos Company, of Bridgeport,
Connecticut. It has purchased two
plants at Peterboro, that formerly were
occupied by the Lundy Tool and Shovel
Company and that of the Henry Hope
and Sons, of Canada. Machinery has
already been installed in the Lundy
plant and manufacturing operations
have been begun there on a small
scale.

On Friday, July 30th, the first loom
was started in a testing operation and
the crew wove the first strip of asbes-
tos brake lining ever woven in Can-
ada. This company is the pioneer in
this kind of asbestos weaving.

According to E. F. Kelley, superin-
tendent, the company's plans for ex-
pansion are extensive and embrace
covering the present property with
buildings within the next five years
which would practically double the
present capacity of the plant.

That the company may introduce the
manufacture of some article other than
asbestos brake lining is likely, though
what this article will be has not yet
been disclosed.

ELIMINATE DUTIES ON
IMPLEMENTS

npHE elimination of the duties now
-*- levied on farm implements enter-
ing this country and the taking off,
within five years, of duties now levied
on British goods coming into Canada,
was asked for by representatives of
the United Farmers of Alberta, who
appeared before the Tariff Commis-
sion at Winnipeg, September
15, according to a Canadian Press
Despatch.

FIRE DESTROYS GARAGE
T^IRE of unknown origin recently de-

stroyed in Saskatoon a garage,
motor car and quantity of contractor's
supplies, owned by George W. Wheton.
No insurance was carried.

TALK ON SALESMANSHIP
''HpHE best way to. get even with an

J- unreasonable customer is to sell

to him and get his money," said J. 0.
Mclntyre when addressing the motor
dealers' section of the Vancouver Board
of Trade recently on the subject
"Salesmanship."

"There is a feeling of pessimism
throughout the world today and there
is no reason for it," declared the
speaker. "It might be that sales are
harder to make, but the country is

prosperous and sales can be made. One
thing that a salesman must never do
and that is lose his ambition.
"The worst example of ambition is

that of a greyhound chasing a rabbit
and both walking. Salesmen must
never let their ambition lag. Very
often you are just on the point of
putting over a sale when you give up.
Never quit.

"Man's desire to buy any single
article is of short duration. Any
movement is hard to imitate but once
it starts it attains its object or runs
past it. And so it is with man when
he is in the mood to buy. Keep after
him before he loses the desire to pur-
chase your article. You must use the
principle of determination coupled with
action," he concluded.

AUTO DISPLAY AT VANCOUVER
FAIR

T TNDER the auspices of the Vancou-^ ver Automobile Dealers' Associa-
tion a large automobile show was
staged at the Vancouver Fair from
September 11 to September 18. Auto-
mobiles and motor trucks comprising
80 different makes were housed in

the big "L" building at the exhibition
grounds. Twenty or more accessory
dealers also participated in the ex-

hibition.

ONTARIO'S FIRE LOSS

ONTARIO'S fire loss for July this

year totalled $676,297 against $1,-

028,833 during July last year. The
fire loss for the seven months of the
year aggregated $5,842,536 as against
$6,843,788 last year. The above fig-

ures emphasize the need for a more
general use of efficient lightning rod
systems. The loss where such sys-
tems are installed is practically nil.

HESSE BROS. GARAGE
npHE new garage recently opened at

Wilcox, Saskatchewan by Hesse
Brothers, is a great acquisition to

Wilcox. It is situated right in the
centre of Main street and is 100x50
feet. The repair room is in the base-
ment, where some of the most modern
appliances have been installed. A
feature of the building is a specially
built dust-proof paint and varnish
room. J. Hesse is an expert in paint-
ing and remodelling and all work will

be guaranteed. Hesse Brothers are
all round automotive man, having the
agency for Dodge cars. Advance Rume-
ly tractors and Ideal separators.

TRACTORS IN SASKATCHEWAN
npHE farm.ers of Saskatchewan have

purchased tractors to the value of
six million dollars this year, according
to an estimate made by some promin-
ent Regina dealers. The demand for
tractors has been exceedingly good
and much in advance of any of the pre-
ceding three years. Some difficulty is

being experienced to secure supplies
fast enough to meet the demand.

FARMER'S OPINION
<'TF you ask me," said a real farmer,
•*"what is needed in Ontario is more

practical demonstrations on the farms
as to the way things ought to be done.
Either the Government or the agricul-
tural implement manufacturers should
make them. And if that suggestion
were carried out it would do more good
in the way of crop production than all

the agricultural colleges that ever were
instituted."
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Look for the
EAGLE

Our Trade Mark

To avoid confusion, the J. I.

CASE THRESHING MA-
CHINE COMPANY desires
to have it known that it is

not now and never has been
interested in, or in any way
connected or affiliated with
the J. I. Case Plow Works,
or the Wallis Tractor Com-
payiy, or the J. I. Case Plow
Works Co.

Makes Short Work
of Corn Husking

CORN husking and fodder shredding is just one more of
the many jobs of farm work best done with the power

of a Case Kerosene Tractor. Just another instance of the
remarkable adaptability that makes Case Kerosene Tractors
salable in every month in the year. Day after day—job after
job; the "Case," under proper management is always busy.

Case Kerosene Tractors are built in standardized design in
10-18, 15-27 and 22-40 H. P. They are similar in all essential
features, differing only in such details as are necessitated by
differences in size and power.

All have the snappy, flexible, four cylinder motor, mounted
crosswise on the frame

;
forged, cut-steel, spur gears, running

in housings that exclude all dust and grit and retain a supply
of lubricant; the Case Air Washer (patented), which pro-
longs the life of the motor by delivering clean air from which
all dust and grit has been washed and strained.

Write for catalog showing all the reasons why Case Kero-
sene Tractors are profitable to the dealer who sells them and
the customers who buy them.

J. I. CASE THRESHING MACHINE CO.
(INCORPORATED)

O-IO
, 345-9 Dufferin St., Toronto, Ont.

Making Superior Farm Machinery Since 1842



Automotive Accessories and

Implement Equipment

VALVE GRINDING COMPOUND
npHE Northwestern Chemical Co.,

Marietta, Ohio and Montreal, Que.,
Canada, have added to their line of
nationally known automotive utilities

Three-an-One Valve Grinding Com-
pound, holding three ounces coarse and
one ounce fine. The makers say it con-
tains no ground glass, sand or emery
—but does contain the highest grade
abrasive obtainable. In order to grind
valves quickly and uniformly the
mechanic must use a high grade valve
grinding compound.
The three-an-one can is unique. By

removing the lid one has access to the
fine grade and by removing the fine

grade compartment one has access to
the coarse. Both compartments face-
up and you don't have to keep revers-
ing the position of the can when you
want to change from one grade com-
nound to the other.

AMES HOLDEN TIRE CO.

pONVINCED that there is a big
future for the Canadian automobile

trade and to provide for the increasing
demand for automobile casings and
tubes, the Ames Holden Tire Company
have built and equipped at Kitchener,
Ont., a modern tire manufacturing
plant. The sales organization of Ames
Holden McCready Ltd., is avail-
able -for marketing the products
of the Ames Holden Tire Co. through-
out Canada. The tire being manufac-
tured by this company has a distinctive
tread as will be seen from the illustra-
tion showed herewith. This is known
as the "Universal" tread and many
advantages are claimed for it. Tubes,
both grey and red, are also being
manufactured. The officers and opera-
tives of the company are said to be
experienced tire men, and "Canadian
from the ground up" is the proud
claim of the company.

of

LUXURY SHOCK ABSORBERS
T^HESE shock absorbers are design

ed for Ford cars. They are
double spring construction and are
easy to install. No holes are required
to be drilled, they are just bolted on as
shown in the illustration. They are
manufactured by the Specialty De-
vice Co., lOG W. Third St., Cincinnati,
Ohio.

TRANSMISSION BAND SPRING
COMPRESSOR

T^HE Roberge transmission band
spring compressor is used for re-

placing the cover on Ford transmis-
sion. It compresses all three springs
at the same time and leaves a space
of one inch on each of the springs, al-

lowing plenty of room for the bands
to slip in place. In using this tool
place the transmission cover on the
floor or work bench, unscrew the nuts
on the ends of the shafts as far as they
will go, press springs together with
the compressor. The link m the top of
the handle will hold the tool in posi-
tion while replacing the cover.

This device is manufactured by the
Roberge and Sons Manufacturing Co.,
Dallas, Texas, and distributed in Can-
ada by the Independent Electric Com-
pany, Ltd., Regina, Saskatchewan.

Valve Lifter for Ford. Morgan Utility Tool.

Transmission Spring Compressor.

Luxury Shock
Absorber.

MORGAN UTILITY TOOL
THIS tool is designed for a variety

of uses in the repair shops. The
makers say it can be used as a hand
vise, a drill iig, as a valve lifter and
as a patch press.

It is of strong construction, with a
steel stamped base; the screw is ma-
chined from cold rolled steel; the slid-

ing part is a malleable iron casting.

The handle is of steel, pressed up and
riveted together; the nut is a brass
screw and the ratchet is reversible.

The tool is rust proofed and locks
automatically in either direction. It

is manufactured by the Morgan Man-
ufacturing Co., Inc., Keene, N.H.,
U.S.A.

VALVE LIFTER FOR FORD
STEVENS and Co., 375 Broadway,
New York City, N. Y., are offering

to the trade their new valve lifter for

use on Ford engines, and which, they
claim, is easy to operate and will give

sure, quick results, and owing to the
construction of the two ends will suc-

cessfully handle the operation of tak-

ing out the pin or assembling the

spring without the necessity of remov-
ing either the manifold or carburetor.

The manufacturers state their new
product is entirely made of metal in

one solid piece, one end being of a
wedge-shaped design, which instantly

forces the spring up so that the pin

may be easily removed. The tool may
then be left in this position while the

valve is being ground, thus enabling
the operator to replace the valve and
pin without annoyance.

The other end of the tool, the manu-
facturers describe as having a hammer
claw end which they claim will instant-

ly raise the spring off the push rod

guide, and with a quick upward thrust

will lift the spring past the pin hole.

The length over all is inches.

TRANSMISSION BAND ADJUSTER
THE Strong Transmission Band Ad-

juster is designed for adjusting the

brakes on Ford cars. The makers say
the "Strong" makes it possible to ad-

just the brakes in one minute at any
time under any conditions and by
keeping the brakes in proper adjust-

ment, the life of the transmission band
is lengthened considerably.

The device is easy to install and is

made from cold rolled steel turned
down to fit perfectly. The pins are
pressed in by power press, eliminating
all danger of them pulling out.

The adjuster is manufactured by the
Nattanch and Strong Company, 207
Sixth Avenue, Des Moines, Iowa.

Transmission Band Adjuster.

Ames-Holden
Tire

BEARING AND RACE ATTACH-
MENT

THE Greb Company, Inc., 172 State

Street, Boston, Mass., are manu-
facturing a new attachment for the
No. 2 Greb Grip Puller. This attach-

ment has a knife edge and can be
forced behind the magneto, electrical

generator and self starter bearings
where it is impossible for an ordin-

ary puller to be attached. It will pull

bearings and races up to and includ-

ing two inches.
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A Selling

Point

That Sells

Kopper King Spark
Plugs are anti-fouling

and rustproof. This is a

selling feature that

really appeals to the

car owner. A Kopper
King Plug will not rust

into the cylinder head.

This enables you to sell

your customers a Spark Plug

that ensures freedom from

trouble.

The Kopper King is a sales-

builder—once a car owner
buys his first one, he will, in

future, enthusiastically speci-

fy Kopper King Spark Plugs

throughout.

Rust- proof

A heavy coating of cop-

per protects the body of

the plug. This prevents

carbon deposits; carbon
under electrical heat will

not adhere to copper.

Kopper King Spark Plugs ensure you
a better margin of profit than any com-
peting plug. They meet every require-

ment. Once sold, they stay sold.

Tested for Service**

Canadian General Electric Company, Ltd,
Head Office TORONTO

Branch Offices: Montreal, Sherbrooke, Quebec, Halifax, Sydney, St. John, Ottawa, Hamilton, London,
Windsor, Cobalt, South Porcupine, Winnipeg, Calgary, Edmonton, Nelson, Vancouver and Victoria.

\
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TRI-CO FRICTION JOINT MIRROR
THIS is a flexible mirror bracket

which, the makers say, may be in-

stantly set at any desired angle with a

touch of the hand. It is fitted with a>self

adjusting friction joint allowing the

free manipulation of the glass from
various angles, at the same time hold-

ing its position against the action of

any vibration. The mirror is bevel-

ed French plate, size 7x2i3^ inches.

This mirror is suitable for adjustment
to any enclosed car, fitting snugly
against the top or brought down for

service to command a clear and com-
plete view of the entire roadway at the

rear. Also made with windshield

clamp for attachment to the open cars.

May be instantly shifted so as to al-

low either driver or passenger to have
command of the roadway at the rear.

It is made by the Tri-Continental

Corporation Mfgs., Buffalo, N.Y.

EX-L RADIATOR
THIS radiator is for Ford trucks and

fits all models 1917 to 1920. It has

cast-iron tanks and frame, oval brass

tubes and is mounted on heavy springs

which, the makers say, protect the rad-

iator from road shocks. Car can be

run for long distances without refilling

radiator. The radiator is designed

to withstand the effects of freezing. It

is made by the Auto Radiator Manufac-
turing Co., 1712-1714 South Michigan
Avenue, Chicago.

HYRATE CADMO VOLT READER
THE Hyrate Cadmo Volt Reader is a

high grade voltmeter with combin-
ation handle and base, designed for

many uses in connection with storage

battery work. The principal uses are:

Voltage test of cells on charge or

discharge. Cadmium test to determine
accurately the state of charge of either

or both groups of positive and negative

plates. Polarity test to insure proper

assembly and direction of charging cur-

rent.

A cadmium test of a storage battery
is the only method of determining which
group of plates fails to give capacity

or to become charged, and will locate

defects such as lack of porosity in the

active material not evidenced by in-

specting the plates.

The Hyrate Cadmo Volt Reader is

most convenient to handle and is en-

tirely self-contained. The instrument
itself has two reading scales, one for

cadmium and another for voltage. The
stationary contact spike, the supporting
clip as well as the flexible conductors,

cadmium and conductor contact points,

are integral with the instrument but
can be easily renewed when necessary.
It is manufactured by the Service Sta-
tem Supply Co., Detroit.

CRANK-PIN RE-TURNING TOOL
THE Weber crank-pin re-turning tool

is designed for trueing up worn
crank shaft pins. In using the Weber,
the crank shaft is placed between
centres on the lathe; the tool is clamp-
ed on the pins to be turned and rides

around with the pins. The handle rests

against the ways of the lathe. it is

not necessary, the makers say, to off-

set the crank shaft. The cutter is a
forming tool the full width of the pin
to be turned. This cutter is rounded
on each end to take the fillets. The
pin is firmly held by three supports,
one of which is adjustable while the
tool is in operation. These supports
hold the pin independent of the cutter.

The cutter cuts perpendicular and par-
allel to one of the back supports, and
thus generates a round pin. It cuts

only on the high spots of the pin and
makes the pin perfectly round at the
same time, leaving the least possible

amjount of material. A micrometer
dial is placed below the hand wheel
which feeds the cutter to enable the

operator to gauge the cut and duplicate

diameters.
The makers are the Sawyer-Weber

Tool Manufacturing Co., Lo§ Angeles,
California.

Wayne Bumper. Ez-L Radiator.

Tri-Co Mirror.

De Luxe Piston.

Weston Voltmeter.

Hoof Ford Transmission Tool. Crank-pin Tool.

Fender for Fordson Tractor.

CLARK TURNER PISTON
npHE Clark-Turner De Luxe grey iron

piston is a highly developed form
of piston, extremely light in weight.
The interior of the piston is ribbed with
a great number of small reinforcing
bands, thus producing a strong piston
which is yet light in weight. It is

furnished for all makes of automo-
biles, trucks and tractors and is manu-
factured by the Clark-Turner Piston
Company, 1246 South, Los Angeles St.,

Los Angeles. Canadian distributors

are the Precision Machine Co., Calgary,
Alberta, Bowman Brothers, Limited,
Regina, Sask., Duplessis, Bezier & Val-
iquet, Montreal, Plewes, Limited and
Sterling Engine Works, Winnipeg.

FORDSON FENDERS

THESE fenders, made by the Moore
Manufacturing Co., Waterloo,

Iowa, are for the Fordson tractor. The
construction is very durable. The bra-

ces are made of heavy material to

withstand vibration. The bracing does

not interfere with the driver getting

on or out. The fender is made of

No. 20 gauge steel and reinforced with
1-in. T-iron.

THE HOOF FORD TRANSMISSION
TOOL

THE Hoof Tool Co., 522 Boston

Block, Minneapolis, Minn., are offer-

ing a new tool which they claim saves

half to two-thirds of the time usually

consumed in changing Ford transmis-

sion and brake lining.

It is constructed of high-grade steel

castings, black japanned, with spring

clevis of specially tempered wire guar-

anteed to hold its shape against the

pressure of the bands.

It is designed to do away with the old

troublesome method of assembling and
changing transmission linings and that

its use in repair shops and garages
saves the time of high-priced men, en-

ables them to accomplish more by giv-

ing them a tool that will do away with
the disposition of wrecking part of the

job.

DUFF AUTOMOBILE JACK
'T'^HE Duff Mfg. Co., Pittsburgh, Pa.,

are offering a new universal auto
jack No. 411 for which they claim spe-

cial features. It has a handle twice as

long as the ordinary one, making it

easy to operate with increased leverage

and avoiding soiled clothing. When not

in use handle uncouples to half its

length. The jack is said to operate with

a long or short stroke as desired and
with handle inclined at any angle, mak-
ing it specially suitable for cars with
gasoline tank or other obstructions in

rear.

The range of adjustment possible is

from 4 to 18 inches and capacity 1 1-2

tons.

THE WAYNE BUMPER

THE Wayne Bumper Co., Fort
Wayne, Indiana, is manufacturing

and distributing a new bumper which
has been endorsed by the Willys-Over-
land Co. as the best spring bar bumper
for the Overland "4."

The makers claim that it is strong
and durable, looks neat and is easily
attached in six minutes without remov-
ing any part of car or drilling of holes.
All the attachments, including bolts,
brass, etc., are covered by the pan cov-
ering the springs, giving the bumper
the appearance of an original part of
the car.

BATTERY TESTING VOLTMETER
npHE Weston Model 443 battery test-

ing volmeter is a new device placed
on the market by the Weston Electrical
Instrument Company, Newark, New
Jersey, for meeting practically every
requirement of the battery service sta-
tion. A fuller description of this device
is found on page 18.
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The style illustrated

with patented
"Hookbolt" attach-

ment fits 90% stan-

dard cars. Special

style Lyon Bump-
ers for all other

cars.

TVrite for illustrated

Bumper catalog

On Slippery Pavement
Drivers have less control of their cars when pave-
ments are slippery from water, snow and ice, and are
more liable to damage their cars, or to have them
damaged by other drivers.

If owners appreciated the protection afforded by

I

you would have less difficulty in selling this equipment to men
.

who have been driving cars without it in the past.

• We would suggest pushing Lyon Bumpers during the fall
season when sales are comparatively quiet.

For sale by dealers and jobbers throughout Canada.
Sole manufacturers under Lyon Canadian Patent.

Kinzinger, Bruce & Co., Limited
NIAGARA FALLS, ONTARIO

You're Interested MoM in How They Sell—

"HEXALL"
Trade Mark Reg. U. S. Pat. Office

Socket Wrenches
PROM the moment a ''HEXALL" passes the lynx eyes of our factorv in-

t ,«P^,^tors as
'
standard''-a]l along the line-from shipper to job^^^^

tion WHY?""
consumer,- it is accepted at its face value without ques-

^HeTa^ T^''^^^^^ w experience, that the makers themselves know thatHEXALL Socket Wrenches are mechanically-perfect, durable depend-able, built to withstand 6very-day usage. That, to bind t^eii p;-om?se ofperformance, they guarantee'every^HEXALL":—
promise ot

''Break any ,Sedgley Wrench and We
Repair it—No Charge''

Write for prices arrd discounts. Dealers reach your jobbers; jobbers reach us.

R. F. SEDGLEY, Inc. Est. 1397
2311-13-15 North 16th St., PHILADELPHIA, PA.

Haro^rF'*w".°"*?''"'r^'
'1''"°"'"^""' ^^o^t-al, Canada.

IWT^^ " '"^ Coristine Bldg., Montreal. Canada.
IVll rP • imagine anyone passing by an attractivA on,,^*^,. „

1 .
window display of the "BABY" with'o^^^1nti^^oneT™nk ifoV^^^

Patented
May 1, 1917

"HEX ALL" Ratchet Socket Wrench No. 1-16 pes.

May 1. lair
"HEXALL" Ratchet Socket Wrench No. 2—11 pes.

Patented Dec. 31, 1918

"HEXALL" Socket Wrench No. 5—8
\

"BABY"—as It appears
in proportion to the
size of the hand.
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AUTO PRESS M K NO. P-2

THE Auto Press M K No. P-2 was
designed particularly for work in

the garage and automobile repair shop.
It is so built, the makers say, that it

embodies the idea of a number of men
who have had years of experience in

repair shops and will do the great var-
iety of work that is required there

of a press in the quickest time. The
frame of the press is made of a special

steel casting. The ten-inch hand wheel
at the top is used for bringing the screw
down on the work for light pressure
and a 3-4-inch rod passed through an
eye in the head will exert sufficient

pressure to bend 2 1-2-inch stock. The
screw is made of special alloy steel,

the square thread running four to the

inch and is capped by a notched swivel-

led nut turning on a bronze bearing
plate. Where the screw passes through
the frame of the press it turns on a

nut which is entirely separate from
the frame and can be renewed if ne-

cessary.
The "V" blocks on which the work

rest? when being straightened are

movable and ^lide to and from the

screw; tongues ryflpipg in the grooves
keep them centered with the screw at

all times, Below the screw is a 7-

inch plate which has foui" slots, the

openings being 3-4-in., 1-in., i/^-in. and
2 1-2-in. This gives quick adjustment

iov any shaft when pressing off gears.

The testing attachment is supported

by two heavy brackets and can be put

into place or removed very quickly. It

is only necessary to turn one set screw

oh each bracket to do this. The shaft

passing through these brackets is 1 7-16

inches in diameter and is movable
and has a slot throughout its length

in which the guides of the center sup-

ports travel. This slot keeps the cen-

ter lined up when their supporting
arms are moved back and forth on the

shaft.
The press is powerful and can easily

be moved where required. Its base is

10x17 1-2 and has four holes by which
it may be bolted down. The
height between the plate and the

swivel is 12 1-4 inches and between
the face on which the bevel

blocks rest, 13 3-4 inches. It will

press off gears up to 12 inches in dia-

meter, and straighten stock up to

2% inches in diameter. Any length of

bar 'can be straightened under this

press and special work can be done by
replacing the metal blocks with wood
or iron blocks of various shapes. It

can be used for straightening axles,

pressing on and off gears, straighten-
ing bent crank shafts, straightening
parts sprung in tempering, etc., etc.

It is made by the Columbia Mfg. Co.,

of Belleville, Illinois.

MOSPICO CASTER SPINDLE
npHE Mospico caster trailing spindle

is a new offset front axle spindle
for Ford cars. The makers say it

works on the same principle as the
casters on a chair and prevents side
thrust and skidding. It is designed to
make steering easier and to enable the
driver to drive through sand and mud
with the same ease as on smooth roads.
They are strongly made and can be in-

stalled in less than 45 minutes. They
are made by the Motor Spindle Cor-
poration, 214 East Jefferson, Detroit,
Mich.

CONNECTING ROD ALIGNMENT
MACHINES

THESE machines are designed^for
straightening and lining up auto-

mobile connecting rods. One is ad-
justable and one solid. The arbor pins
are intended for Ford connecting rods
and bushings are used for the different

sizes of crank shafts. Special pins
can be furnished for any type of rod.

All plates, bushings and pins are hard-
ened and ground. The makers furnish
with these machines the sleeve for the
Fordson tractor crank shaft size. Both
machines are manufactured by the
Carswell-Hammond Mfg. Co., Boone,
Iowa.

Automatic Battery Water Filler.

Alignment Machine Adjustable Alignment Machine

Klinch-Linx

Mospico Caster Spindle

Hydrate Trouble Detector

PATENT APPL'D. FOR.

Duplex Timer

AUTOMATIC BATTERY WATER
FILLER

'TpHIS device is for automatically
supplying a battery with the pro-

per quantity of water. It consists of
an aluminum container, a piece of rub-
ber tubing encased in flexible metal
tubing, and automatic valves attached
to the regular vent caps. It is easily
installed; all that is required, the mak-
ers say, is to attach the aluminum con-
tainer to the dash of the car and
replace the battery vent caps with fill-

er caps, attach metal covered hose tO'

end cap nearest the dash and cut small
hose to required length and attach
from cap to cap. When the container
is filled with distilled water and the
cap turned on an equal distribution of
water is fed to each battery automa-
tically. The electroljrte is kept at the
same level no matter how the water
may evaporate.

It is manufactured by the John.
Hunter Corp., Fulton, N.Y.

HYRATE ELECTRO TROUBLE DE-
TECTOR

THE Service Station Supply Co., of

30 East Lamed Street, Detroit,.

Mich., has developed a combination in-

strument for detecting troubles in the
electrical apparatus of any make of
automobile, known as the Hyrate Elec-

tric Trouble Detector. It combines
five instruments in one, the makers
state, and is so designed that a series

of simple tests, readily made and re-

quiring no special electrical training,

will enable anyone with this instru-

ment to discover the cause of any de-

fect or failure in the generator, start-

ing motor, lights, horn, switches, wir-
ing, battery or ignition apparatus. It

is a combined voltmeter and ammeter,,

with 3 voltage and 2 ampere scales for
aecurately testing any electrical pres-

sure or current found in automobile-

equipment. Leads, prods, clips, and a
Cadmium test electrode, are furnished',

with the detector.

DICKINSON MUD LUG
THE "Dickinson" emergency mud lug.'

I for autos has many interesting

features, the makers say. By clamping
a lug, on each rear wheel when becom-
ing stalled in mud or sand, the motor-
ist is out and on his way without delay-

It can be attached or detached very
quickly; it can be instantly adjusted to-

fit any rim; it will not mar the paint

or injure spokes or rims, one pair of
lugs can be carried in a space 8 by 6'

inches and 4 inches deep. The lug is-

manufactured by the Liberty Manufac-
turing Company, of Chicago Heights,

HI., U.S.Al, who contemplate estab-
lishing a factory in Ontario for man-
ufacture and distribution over Cana-
dian territory.

- KLINCH-LINX

KLINCH-LINX, manufactured by the-

American Auto Products Co.,,

1319 L Street, N.W., Washington, D.C.,

are designed to replace broken side-

links of tire chains. They simply slip

into place and are clinched with a.

hammer or pair of pliers. The mak-
ers say they can be used in an emer-
gency to temporarily replace broken,

chain hooks.

Auto Press M.K. No. P-2

THE DUPLEX TIMER

THE Franco-British Supply Co., of
Winnipeg, Man., are marketing a

timer which the makers claim combines-

the accurate firing of the roller type-

and the superior contact of the mag-
neto and gives user a double duty
timer. The Duplex Timer consists of
a case made of solid stamped, cold-

rolled steel, eliminating internal con-

densation of moisture.

The only revolving part in the Du-
plex is a double row enclosed type rol-

ler which the makers claim has suffi-

cient lubrication, avoiding the necessity

of oiling the timer..
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E
XCELLENC
TWO-PIECE
PISTON RINGSE

A Perfectly Sealed

Firing Chamber
There can be no lost power
where ExcellencE Two-Piece
Piston Rings are used. They
seal tight—absolutely.

Examine an ExcellencE Ring
and you will be at once struck
with the simple and positive

action. The two pieces are so
fitted together that they will

readily contract or expand as
necessary, but will always be
tight. No gas, oil or compres-
sion can pass, all power must
be exerted on the piston head.

These sizes of ExcellencE Rings
are now available: 3% x 14,

S% X 3-16 and 3 11-16 x 3-16.

Other sizes will be ready soon.

Manufactured exclusively and
distributed by

Lamontagne Limited
WholeMale Dealert in Automotive

Equipment

Quebec Montreal Winnipeg

The Only Perfect Piston Ring

A 24-Hour Radiator
Repair Service

Why fuss with troublesome
radiator repairs? They can be
more cheaply and effectively
executed by the manufacturer.

Ship any make to our Repair
Department and in 24 hours, or
less, it will be on its way back
to you—freight or express as
you instruct.

We promise you no wait ser-
vice and A No. 1 workmanship.

McCORD MFG. CO.
WALKERVILLE, ONTARIO

The easiest way to re-

move tires from split

rims. Collapses, holds
rim collapsed while
changing and forces
the rim back on tire

again with utmost
ease.

PRICE $6.00
Sold by

Northerft E/(^ctric
Company, Limited

Montreal Ottawa London Regina Edmonton Toronto Winnipeg Calgary Vancouver

K. P. Products Company, Inc., 250 West 54th St., New York City

Make Your Fall and Winter Months Prosperous

Turn your garage or store into a local Auin^n^LI ^^^^ owners will, therefore, look to dealers for service,

ment and NecesSties.
Automotive Equipment Service Station by selling the Hyslop line of Winter Equip-

Dealers who SELL THE HYSLOP LINE ARE SURE TO GET TTTF rttt v nv' t^ah ^ ^jt- ^ t> ^
prises the largest and most complete stock of Winter Eauin^^.t J^H m ^ and Winter Business because it com-
and safety during the cold weather months

^^^^er Equipment and Necessities designed to cater to warmth, comfort
A well-balanced stock of seasonable cold weather Equipment will make your Winter months prosperous ones.

Heavy Quilted

Fan Front

Engine Hood
Covers
The FAN FRONT is the lat-
est and most popular type
of Engine Hood Cover. Ii
is simple and as easy to
open and close as a lady's
fan. You do not even have
to remove your glove; simply
pull the handle. The con-
venience alone is well worth
twice the additional cost
Hundreds of well-satlsfled
users have told us how well
they liked them, and you
simply cannot afford to talte
chances without the protec-
tion they can give you.

Fur Motor Robes
Price

No. 6190—Gray Goat, 70 x 60
in $30.00

No. 6191—Brown Dyed Goat,
70 X 60 in 42.00

No. 6192—Black Dyed Goat,
70 X 60 in 42.00

The above items represent a few of the

Made from extra choice materials thev aAA ir. ti,„ •luauciiaia, iney add to the appearance of the car.

No.
No.
No.
No.
No.
No.
No.
No.
No.
No.
No.
No.

Price
6202—Ford 191T-20 J15 nn
6203—Chevrolet 490 , . .

. " iboo
6204—Gray-Dort ,800
6205—Maxwell 20.00
6206—Dodge / '

20 00
6207—McLaughlin D-35 20 006208—Overland, 4-cyl. model 22 00
6209—Studebaker. 4-cyl. model 26 00
6210—McLaughlin, 4-cyl. model . . 27.00
6211—Reo, 4-cyI. model 26,00
6212—Cadillac, 4-cyl. model 27.00
6213—Chalmers and other 4-cyi.

models 28.00

No. 6215—McLaughlin, Studebaker, Chal-
mers, Reo. Hudson,
Chandler, Packard, Wolse-
ley and other 6-cyl.
models $28.00

No. 6214—Chevrolet Baby Grand 28.00
No. 6216—Cadillac, Peerless, Cole and

other 8-cyl, models 28.00
No. 6217—Packard, Pathfinder and

other 12-cyI. models 30,00

Fabric leather or silk mohair in special
colors to match color of car, extra. .. .$5,00

hundreds of live Winter Necessities which we have in stock.
mation and prices.

The

Utility

Protected

Heater

The Orna-
mental Foot
Rail which
R a d i a t es
Heat.

Utilizes the
heat from
the exhaust.
E q u i pped
with valve
for turning the heat on or off.

Price
No. 6193 — Utility Protected

Heater $33.00

No. 6194 — Utility Front Seat
Heater 20.6O

No. 6195—Utility Junior Heater.. 14.85

Consult your Hyslop catalogue for further infor-

HYSLOP BROTHERS, LIMITED, SHUTER AND VICTORIA STREETS, TORONTO
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P ERF EX
The Perfect Radiator

Perfex radiators for Fords are a quality product em-
bodying features that cannot be liad in other radiators.

A patented spring bracket suspension and a real rad-
iator core of great efficiency.

The last word in Radiator construction

Perfex Radiator Co., Racine, Wisconsin, U.S.A.

p. A. C. McINTYRE & COMPANY
311 Confederation Life Building, Winnipeg

Direct Representatives for

Manitoba, Saskatchewan, Alberta and British Columbia

Ten Points That Sell

Kales Auto Mirrors
1—The Auto Mirror is an effective and inexpensive form of accident
insurance. It prevents numerous rear-end and side collisions.

2—The driver whose car is equipped with a Kales "Hindview" can keep
his eyes on the road at all times. He is never forced to twist around in
his seat to view the rear traffic when he wishes to slow down or turn out.
3—The Kales "Hindview" gives an accurate reflection. Every glass is as
perfect as possible to obtain.
4—The mirror is round, as is the ball of your eye, focussing entirely upon
the traffic behind. It shows no unnecessary part of the rear of your car.
5—No water can get to the rear surface of the mirror, causing the silver
to curl or spot. The brass back is waterproof; it is of one piece, turned
over the beveled edge of the glass.

6—Each part is substantially made and put together. Mirror and frame
cannot come apart.

7—All parts are rust-proof and enameled.
8—Mirror is immediately adjustable from the driver's seat. It is unne-
cessary to use a tool, or even turn a thumb-nut, to change the adjustment.
9—Clamps are large and firm. No vibration can affect the position of the
mirror.

10—The practicability of the auto mirror as a factor of safety in driving
is best proven by the fact that laws of the Province of Ontario
now require the installation of mirrors on all Motor Trucks.

A style for every car and truck.

KALES STAMPING CO., LTD.
61 Walker Road

kerville, Ont.

Makers of

Pressed Metal
Parts, Washers,
Clips, Shims,
Card Holders,
etc.

XTT7\I7C OF THE TRADE
1 > IL VV O FOR THE TRADE

ONTARIO
BROCKVILLE.—Brockville reverted

to standard time on September 5.

COLLINGWOOD. — The Imperial
Steel and Wire Company have begun
excavating for *;heir new factory.

BROCKVILLE.—The Briscoe Motor
Co., Ltd., has moved its head offices

from Toronto to the factory here.

LONDON. — The London Concrete
Machinery Co. has prepared plans for
a $100,000 addition to the present plant.

HAMILTON.—The 'A. McKim adver-
tising agency has opened a branch of-

fice in Hamilton.

BARRIE. — Messrs. Ferguson and
Owens opened a new garage here re-

cently.

CHATHAM.—Messrs. Warren ' and
Hay have purchased the 'Rankin Gar-
age from Messrs. Porter and _Miller.

NEWMARKET.—J. E. Nesbitt, im-
plement dealer, was a visitor at the
Toronto exhibition.

HAMILTON.—The city has purchas-
ed a 1,200-gallon motor driven street

flusher from the Tiffan Company.

AGINCOURT.—Delos Reesor, tractor
and implement dealer here, assisted at
the J. I. Case Threshing Machine Com-
pany exhibit at the C.N.E.

*

TORONTO. — The incorporation is

announced of the Universal Gas and Oil

Limited, with a capital stock of $1,500,-

000.

TORONTO.—The CellulaK Pneumatic
Tire and Rubber Company of Canada,
Limited, has been incorporated with
authorized capital of $250,000.

HAMILTON.—The officials • of the
Sawyer-Massey Company say they have
secured a contract for all their output
for the next three years.

CHATHAM.—Robert Gray, president
of the Gray-Dort Automobile Co., has
been elected a director of the Standard
Bank of Canada.

GUELPH.—The Shinn' Mfg. Co., of
Canada, manufacturers of Shinn flat

lightening rods, will enlarge their plant
this fall.

WALKERVILLE.—The Fisher Body
Co., manufacturers of motor car bodies,
are erecting a new factory to. cosf $175,-

000.

WHITBY.—The town of WJiitby is

negotiating with the Mauson Motor
Company for the location of a plant by
that company in the municipality.

SUDBURY.—The proprietors of tlie

McLeod Garage are doing a big busi-

ness in autos, tractors and- accessories.

They keep two tractors in stock fo'r

demonstration purposes.

KITCHENER.—A spark from an en-
gine operating a corn cutting machine
caused a fire which destroyed the barn
and adjoining buildings of Allen Bru-
bacher near here.

KITCHENER. — Lincoln Kuehner,
foreman at the Dominion Tire plant,

died suddenly in a dental chair here
recently, while he was being prepared
for the operation of having his teeth
extracted.

TORONTO.—J. A. Goudy, of Hyslop
Bros., Ltd., Cadillac distributors, has
attended every motor show held' in con-
junction with the Canadian National
Exhibition. He- claims to have sold more
Cadillacs than any other Canadian
salesman.

CHATHAM.—Local implement deal-
ers report a boom in the sale of farm
implements. An unprecedented rush is

reported for corn harvesters, com bind-
ers and silo filling machines.

BELLEVILLE.—The Belleville Vul-
canizing Company have enjoyed a big
business during the past year. They
are equipped for every kind of tire
repair and service.

WATFORD. — The Andrews Wire
Works of Canada, Ltd., is enlarging its

plant here. The new addition will give
75,000 square feet of increased floor
space.

BRIGHTON.—Fred Wright, proprie-
tor of Wright's Garage, has taken into
partnership J. C. Harry, of Belleville.

Henceforth the firm name will be
Brighton Garage.

PETERBORO. — The Laundryette
Manufacturing Company, of Cleveland,
Ohio, are opening a branch factory
here for the manufacture of their pat-
ented domestic laundry machine, which
both washes and dries clothes.

OWEN SOUND.—Mr. Armstrong,
the new manager of the- Northern
Bolt, Screw and Wii'e Co., recently
took over his duties in succession to
W. L. Nelson, who resigned to go to
Detroit.

TORONTO.—The Dominion Automo-
bile Co., Bay Street, has purchased pro-
perty 90 X 50 feet at the southeast
corner of Yonge and Isabella Streets,

to be used for the erection of sales
rooms.

TORONTO.—A jury in the County
Court awarded the Russell Hardware
Co. $325 in the action against Abe
Brown, of Woodstock, for $700 for the
damage done to their truck in a col-

lision on the Toronto-Hamilton high-
way last May.

TORONTO. — The Wilkinson Plow
Works have sold part of their land to
the Willard Storage Battery Company
for $70,000. The purchasers intend to
start at once on the erection of the
first unit of a series of buildings for
the manufaclure of storage batteries.

LONDON.—The Chamber of Com-
merce has concluded arrangements
whereby the Service Motor Truck Com-
pany, of Wabash, Ind., will open a
branch factory in this city. The plant
will cost about $500,000. The Ruggles
Motor Company, of Alma, Mich., has
also decided to locate here.

I

NEW TORONTO. — The Lion Tire
and Rubber Company, Ltd., recently in-

corporated, propose to erect a plant
here, on the Toronto-Hamilton high-
way. The new factory will be thorough-
ly up-to-date and equipped for the
manufacture of fabric and cord rubber
tires, as well as a line of inner tubes
for all kinds of motor vehicles.

ST. THOMAS.—W. Powers and Mrs.
A. Pettit, local residents, were severely
injured recently near this city when the
car in which they were riding overturn-
ed in a ditch. The accident is alleged
to have been caused by the glaring
headlights of a large American car
which blinded the driver of the auto
in which the injured persons were rid-

ing.

QUEBEC
MONTREAL.—The Downtown Gar-

age, Limited, has been incorporated
with a capital stock of $100,000.

MONTREAL.—The Ford Motor Com-
pany will establish shortly a new five-
raillion-dollar factory near Dominion
Park.
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CHAMPION SPARK PLUG CONVEN-

TION
'T^HE eighth annual sales convention

of the Champion Spark Plug Co.,
was held at Toledo, Ohio, July 19th to
31st, and was a most enthusiastic gath-
ering. The number totaled over 150
men, who make up the sales force in
Canada and the United States. The ter-
ritory represented was from Edmonton
to Key West, Fla., and from Newfound-
land to San Francisco. This convention
covered two weeks and the program
contained many innovations. The first
week was given up entirely to business,
and the second week almost wholly to
festivities, except for round table dis-
cussions and general "gingering up"
talks.

One of the pleasant incidents of the
convention was the arrival of F. B.
Caswell, vice-president and general
manager of the Canadian plant, and the
general director of sales, who reached
the plant at Windsor, Ont., just in ad-
vance of the visit of inspection of the
entire convention, and the men certain-
ly gave him a rousing welcome.
One of the days of the convention

included an educational trip through
the Champion insulator factory—the
Jeffrey-Dewitt plant in Detroit—where
the men saw the clay arrive and fol-
lowed the processes of construction
through each stage. A special train
carried the men to and from Detroit
and a fleet of 35 Columbia cars took
care of the visitors during the day.
Luncheon and dinner were served at the
Detroit Athletic Club.
The sales force in Canada is ever in-

creasing. Lately there has been added
to the force D. S. Pocock, for the Pro-
vince of Manitoba; D. J. Dowling, for
Saskatchewan, and W. T. Dodds, for
Alberta and British Columbia.

BEATTY BROS. SUMMER SALES
CONVENTION

TpHE Ontario Salesmen of Beatty
* Bros., Ltd., met together recently in
a three-day whirlwind Sales Conven-
tion. This company's new business
year commenced Sept. 1st and during
the convention plans were made and
quotas set for the forthcoming year.
The year of 1919-20 was a most "suc-
cessful one and there is every prospect
for still greater things next year. An
interesting feature was the visit of the
wives of the salesmen who were invited
to come with their husbands. The head
office thus had the pleasure of meeting
practically all the "better halves" of
their Ontario men. As well as being
profitable in a business way the con-
vention was a splendid "get together"
meeting and a pleasurable time as well.

MOTOR TRUCK AS TRACTOR
"T^HE motor truck is constantly prov-

ing its versatility and adaptability
to all kinds of work on the farm, says
the Scientific American. Not only is
its usefulness increasing for delivery
vv'ork on and about the farm but it has
also demonstrated that it can work in
uncultivated fields in case of an em-
ergency. This is the discovery of
William Berkenstock, of Fullerton,
California, who used a three-ton, four-
wheel-drive truck to disk and sub-soil
a ten-acre orchard, in which he was
preparing to plant young citrus
trees. When his tractor broke down
and he was confronted with the task
of disking the field before the trees
arrived he hooked the disk onto the
truck and dragged the entire tract with
ease. While this is unusual work for
a truck it demonstrates, nevertheless,
its versatility and power in emergency
cfises and also brought out the tractive
power of the four-wheel-drive principle
in an unmistakable manner.

GOES TO ENGLAND
nPHE British Government Trade Com-

missioner in Ontario, F. W. Field,
will leave Toronto on the 8th October
on an official visit to the United King-
dom to confer with the Department of
Overseas Trade, London, Chambers of
Commerce and manufacturers and mer-
chants throughout the British Isles.
He will be overseas three months or
more.

North(ir/i Ekctr/c
POWER and UGHT

A Complete Line of

Electric Farm Plants
and Accessories

Belt-Connected Plant — operates
from any good engine

Belt-Connected Plants
Direct-Connected

Plants

Water Systems
Portable Motors
Farm Accessories

Wires and Supplies

This line will make
you the Electrical Head-
quarters of your Dis-
trict.

TlWith the plant you can
usually sell a Water Sys-
tem, while limitless fol-

low-up sales possibilities

are yours with Utility

Motors, Electric Churns,
Vacuum Cleaners,

Washing Machines,
Dishwashers, Irons,
Toasters, Percolators,

Wiring- Devices of all

kinds. Fixtures, etc.

Direct-Connected Utility Plant
% K.W.—32 Volt

Automatic Water System, show-
ing Tank, Pump and Motor.

Capacities 100 to 1,400 gals, per
hour

VKnfe Our Nearest House
Now

Be the Farm Electrifier
of Your District Titan Storage Battery, 16 cells

supplied with each plant. 110
or 200 Ampere Hours.

Northern Ehctrfc Company
MONTREAL LIMITED

HATTP'Av
LONDON WINNIPEG EDMONTONHALIFAX TORONTO QUEBEC REGINA

VANCOUVER
CALGARY

AUTOMOBILE
SPRINGS

The Guelph Spring and
Axle Co.

Guelph - Ontario
Manufacture

AVTO SPRINGS
ALL KINDS
HIGHEST QUALITY

Keeping Tab on Conditions
During the unsettled conditions of to-day it is necessary to
watch the markets and the trade news very carefully.
An order for Press Clippings will hring to your desk' each
day the particular news you want, culled from the news-
papers of Canada. You are kept posted right up to the
minute and there is no hetter time than the present to make
use of our service.

SUBSCRIBE TO-DAY

Canadian Press Clipping Service
'f43- 153- University Ave., Toronto
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How About Your

Pet Investment?

WHAT did the recent sharp decline mean as

regards that stock in which you have money
invested? Are you a little perplexed, perhaps a

little worried?

THERE are facts you should know—facts

regarding the influence general business con-

ditions will have on profits. Perhaps there is some
intimate information regarding the company un-

known to you.

What Are You Going To Do
About It?

WHY not do the obvious thing—ask about the stock?

Ask someone who knows, or who can find out.

Ask the editor of THE FINANCIAL POST.

EVERY week THE FINANCIAL POST prints scores

of facts bearing on stocks, bonds and other invest-

ments. But it is impossible to deal with every security.

If you want special information on something, write the

editor. You will get a reply which will help you with

your investment problem.

REMEMBER, this is an additional service THE
POST offers every subscriber.

If you aren't already a subscriber hadn't you better

take steps to become one at once? Fill in the

coupon below and mail to us with any inquiry you
may want to make. Remember there's no limit

to the number of inquiries.

THE FINANCIAL POST
The Canadian Newspaper for

Business Men and Investors

143-153 UNIVERSITY AVE., TORONTO

$5.00 May Make or Save You $500.00 or $5,000.00

Annual Subscription $5.00.

THE FINANCIAL POST,
143-153 University Ave., Toronto.

Please enter me a regular subscriber, commencing at once. I

'.TiM^ $5.00 to pay for my subscription for the first year.

Name

Address
Please write plainly

PREMIER ON UNIFORM CON-
TRACTS

npHE following communication was
received from Premier Martin, of

the Province of Saskatchewan, by the
Saskatchewan R.M.A., relative to the
resolution passed by the Implement
Trade Section at their annual Conven-
tion held in June, asking that the
Government enact legislation which
would make uniform the contracts be-
tween the dealers and the manufactur-
ers and the purchasers and the deal-
ers:

"I have your letter of the 28th of
June enclosing a copy of a resolution
passed at the Annual Convention of
the Retail Merchants' Association with
regard to the implement trade. I am
having the resolution given every con-
sideration but I would point out to you
that, on account of the fact that the
manufacturers are located outside of
the province the enacting of a contract
to be effective between the manufac-
turer and the retailer would be a very
difficult problem. However, the subject
will be given the most careful con-
sideration.

Yours faithfully,

(Signed) W. M. MARTIN."

On receiving the above the secretary
got in touch with the members of

the Provincial Committee of the Im-
plement Trade Section, notifying them
of the contents of the letter and ask-
ing for suggestions as to the reply to

be sent, and the following letter was
dispatched to the Premier:

"Dear and Honorable Sir: I have
withheld acknowledgment of receipt of
your letter of July 12th relative to the
resolution passed at the Annual Con-
vention of the Association regarding
the inaugurating of a uniform con-
tract, as I wished to brmg the contents
of your letter before uie Provincial
Committee of the Implement and Auto
Trade Sections, in order to obtain
their ideas as to that part of your
letter in which you say that on ac-
count of the fact that the manufac-
turers are located outside the jurisdic-

tion of the Province, the enacting of a
contract to be effective between the
manufacturers and the retailers would
be a very difficult problem.

"I am instructed by the Provincial
Committee to point out to you that in-

asmuch as the Government was able
to regulate the dealings of the manu-
facturers doing business in the pi'O-

vince with the public, there should not
be very much more, if any, difficulty

in controlling their policies with the
agents or dealers.

"May I also point out to you that in

the past every contract has been one-
sided, the dealer not figuring in the
matter at all except with his name at
the bottom of the contract. I am at-

taching herewith a contract which is

typical of those in use by the various

manufacturers of farm machinery,
from which you will see in a few mom-
ents that the contract does a gross in-

justice to the retail dealers.

"The Provincial Committee of the Im-
plement and Auto Trade Section of the
Association desired me to extend to

you their sincere thanks for the con-
sideration which you intimate will be
given to this resolution, and in clos-

ing I would say that the retail imple-
ment dealers of the province only
wish to be protected to the same ex-
tent as the public are protected under
the Farm Implement Act.
"We will be very pleased to hear

from you further in this respect at
your earliest convenience."

NEWS OF SASKATCHEWAN
DEALERS

THE Provincial Office of the Sas-

katchewan R.M.A. is making ar-
rangements for the preparation of a
contract, which will serve between the
retail implement dealers and the man-
ufacturers or wholesalers. P. M.
Anderson, K.C., of Regina, has been
asked to undertake this work, and
while it is a lengthy job, it is hoped
before very long to have the contract

in shape so that they may be in a posi-
tion to present the same to the Pro-
vincial Government. It will be remem-
bered that the Implement and Automo-
bile section of this association at the
Moose Jaw convenion held in June al-
ready asked the Government to enact
legislation which will make the con-
tract uniform as between the retail
dealer and the purchaser, and the deal-
er and the manufacturer or wholesal-
er.

"In drawing up this contract," says
H. T. Pizzey, secretary of the Imple-
ment and Auto Section, " the provis-
ions of the Farm Implement Act
must be kept in view, and the finished
product must be as fair to one as to
.he other, if the dealers are to get ac-
tion from the Government. There isno doubt but that the wholesalers and
manufacturers will fight this all theway. By every individual dealer get-
ting behind the Association, we should
be able to get it through.
"The moral behind this last state-ment IS organization, for just as organ-

ised labor can obtain their demands
so can the implement dealers of the
Province obtain what is rightfully
theirs as members of a complete andthorough organization."

VETERANS GET IMPLEMENTS ATREDUCED RATES
TpHE Soldier Settlement Board has

made arrangements with manufac-
turers of implements, harness, etc., togive soldier settlers the benefit of spec-
ial and substantial reductions m price
Arrangements have also been madewhereby live-stock, particularly horses

will be purchased at lowest possible
prices and re-sold to settlers at cost
to the Board.

.

The Livestock Branch of the Domin-
ion Department of Agriculture is as-
sisting the Board in the selection of
livestock.

Thf Board also has been able to se-
o'lrf. from the Cana.Iian Lumbermen's
A.s-cciation in arrangement by which
"c 6.er settlers wil be given - ery fav-
orable rates on lumber purchases
Ihese rates amount to wholesale prices
plus ten per cent, to cover cost of
handling. These prices apply to mater-
ial of stock sizes.

Equipment purchased by the Board
for settlers remains the property of the
Board till loan obligations nre dis-
charged. The sale of livestock, im-
plements or other property of the
Board without its conseni; is a crim-
inal offence.

Settlers . requiring further informa-
tion on stock and equipment should ap-
ply to the District Superintendent of
the Soldier Settlement Board for pam-
phlets on implements, livestock and
buildings.

FIRE PREVENTION DAY PRO-
CLAIMED FOR OCT. 9

A ROYAL proclamation has been is-
sued by His Excellency the Gover-

nor-General, designating October 9 as
Fire Prevention Day throughout the
Dominion, according to a Canadian
Press Despatch.

SAYS FARMERS PAYING OFF
LOANS BEFORE DUE

t> EPORTS from rural credit societies
throughout the Province of Mani-

toba show that farmers, due to excel-
lent crops this year, are entering a
period of unsurpassed prosperity, ac-
cording to a Canadian Press despatch.
As an indication of a good year, C.
Gifford, Supervisor of Rural Credit
Societies for the Province, stated to-
day that farmers, in a large number of
cases, are repaying loans before they
are due. Loans totalling $1,900,000
have been advanced to Manitoba farm-
ers since January 1 through the Rural
Credit Department of the Provincial
Government. Of this amount the Pro-
vincial Government advanced $1,300,-
000 after the banks had refused fur-
ther credits, Mr. Gifford stated.
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OPENING FOR MOTOR TRACTORS
IN FORMOSA

A GRICULTURAL motor - tractors
were first used on sugar plantation

work in the early summer of 1919,
writes H.M. Acting Consul at Tamsui,
in the British Board of Trade Journal.
At present there appears to be about
20 of such tractors in use in the island.
All are of American manufacture and
range up to 75 horse-power, so far as
has been ascertained. They were im-
ported through the medium of a British
firm.
Two of the sugar companies have

more tractors on order, and it is under-
stood that a third is also about to make
use of them.

Those companies which have tractors
already in use seem to be well satisfied
with them, and it is probable that a
good number of the other companies
will follow suit in the course of time.
To give some idea of the opening

which may exist for the sale of agri-
cultural tractors it may be mentioned
that the area under sugar cane in For-
mosa is, in an average year, about 250,-
000 acres. There are probably over 30
companies with a capital of not less
than 1,000,000 yen each, engaged in the
sugar industry. The aggregate auth-
orized capital of these companies is
over 200,000,000 yen, one-half of which
has been called up. One company has
an authorized capital of 40,000,000 yen
and three others a capital of 25,000,-
000 yen each. Nearly all the older es-
tablished concerns have been making
enormous profits during the past few
years, and the present is an excellent
opportunity for pushing the sale of
modern appliances and machinery.
Competition, however, will become in-
creasingly difficult as time goes on.

NEW GARAGE
npHE Ross Motors Company, Limited,

of Winnipeg, a recently incorpor-
ated concern, is building a new garage
on Sherbrooke Street. The new build-
ing will be 120 feet deep and 100 feet
wide, and will be one of the biggest all

garage structures in the city. The
construction is of tile, trimmed with
red brick and finished with cream
stucco. Two driveways will lead into
the garage. The new firm will special-
ize in automobiles, repairs and storage.

Those financially interested in the
new concern are George and Gordon
Ross, Fred Sorenson ana D. J. Mooney.
Mr. Sorenson was with the Western
Canada Motor Car Co., Ltd., as head of
the mechanical department, for several
years, later heading the same depart-
ment of the Willys-Overland, Ltd. For
the past two years he has been in the
garage business at Dufferin, Man. He
will have charge of mechanical work.
Gordon Ross has been with the West-
ern Canada Motor Car Co. for the past
four or five years.

FORD PROFITS 67 PER CENT.
PROFITS equivalent to 67 per. cent.
A of the $7,000,000 of capital stock
were earned by the Ford Motor Co., of
Canada, in the year ending July 31.
George M. McGregor, vice-president

and general manager of the plant, re-
ports that net profits for the year were
$4,696,243, after deduction of $968,-
590 in business profits, taxes and all
other expenses.

Dividends paid amounted to $1,750,-
000, leaving surplus on July 31 last
at $8,216,305, as compared with $5,-
270,061 at July 31, 1919.
The showing is made on a pro-

duction of 55,616 cars, exclusive of
tractors.

FOUNDRIES AND FORGINGS
CHAREHOLDERS of Canada Foun-
^ dries & Forgings, Ltd., approved
the sale of the Delaney Iron & Forge
Co., Inc., of Buffalo, at a special meet-
ing last week. At a previous meeting
of the directors a by-law authorizing
the sale of the property was passed,
and this was later approved by the
shareholders. Provision is made that
the bargain must be finally completed
within the next sixty days.

COMMERCIAL MOTOR EXHIBITION,
OLYMPIA, LONDON

'TpHE greatest progress made by in-
-*• dustrial motors will "be strikingly
revealed in the forthcoming Commer-
cial Show at Olympia, London, England,
which will be held in October, from
the 14th to the 23rd.
The exhibition will constitute a

world's record, being the largest of its
kind ever organized. Over 400 indus-
trial motor vehicles of all types (pe-
trol, steam and electric) will be shown.
This will include not only road trans-
port vehicles, but municipal service
vehicles, such as road-sweepers, fire-
engines, etc. Also road-tractors, fac-
tory trucks, etc. Government officials
representing practically every country
have been invited to vist the exhibition.

J. I. CASE WOKKS EXPANDS
r\UE to an increase in the demand
-^^ for their products the J. I. Case
Plow Works Company announce a night
shift will be added to their force of
day workers at Racine, Wis.

This new addition of men is crowding
the present factory somewhat but
workmen are bringing to completion
the new buildings which formed the
building program this year of this com-
pany. This building program takes
in six up-to-date, modern constructed
buildings. Work is being rushed on
these buildings as fast as possible,
especially the buildings that will com-
prise the units of the mew WaWis
Tractor plant. The moving of the
entire Wallis Tractor plant to its new
buildings will be started immediately

CONCRETE MOTOR CAR
AN English concern announces that

^ ^ it is building a car which will re-
tail at $250. The new car will be con-
structed of a new substance which is
described as a kind of concrete, which
is light but strong and durable, pro-
duced from waste materials, such as
slag, clinkers and sawdust, and cover-
ed with a metal solution. All parts,
including wheels and chassis, will be
stamped out, each complete in one piece
and then fitted together.

JOHN DEERE EXTENDING PLANT
'TpHE John Deere Manufacturing Co.,

Ltd., of Welland, Ontario, are mak-
ing some additions to their plant. The
additions consist of a new office build-
ing, additions to the steel storage, the
paint shop and the warehouse. The
old office buildings will be used for
manufacturing operations.
With these additions the firm hopes

that the plant will be able to increase
materially the output of the John Deere
implements.

AN OPEN SHOP
'TPHE labor unions of Chicago have

purchased a cemetery, where only
members of the union may be buried.—News item.

All his life in a union shop
He'd daily earned his bread:

They buried him in a union grave
When the union man was dead.

He had a union doctor.
And he had a union nurse;

He had a union coffin
And he had a union hearse.

They put him in a union grave
Wlien he was good and dead;

They put a union monument
Just above his head.

And then he went to heaven.
But to stay he didn't care;

He kicked because he said that some
Nonunion men wore there.

He went down to the other place.
And there produced his card.

Then Satan drew an earnest face
And studied good and hard.

And then he laughed, his hands did rub.
Till he thought he'd never stop.
Lord bless my soul," said Beelzebub,
'Why, this is an open shop."

"The Sign of Better Service'*

Weaver Auto Hotst

Single or Double Suspension—Safety—Worm Hoist—Ball and Roller
Bearing Casters.

This is one of the most convenient and useful articles of garage
equipment on the market. Note particularly the unobstructed space
under the car, allowing ample room for two or more mechanics towork with absolute freedom.

The peculiar design of this Hoist permits it to be operated in
very cramped quarters. It can be run into position over a car in
a crowded shop without requiring more than 12 to 14 inches space
on either side of the car.

The frame of the Weaver Auto Hoist is designed so as to permit
the height of the arch to be increased approximately 12 inches
allowing the uprights to be raised to the desired height in the
|braces on either side, by means of the chain hoist. This increased
height enables the Hoist to raise the rear end of a limousine or a
touring car with the top up, for removing the rear system.

Price, $183.00

AIKENHEAD HARDWARE LIMITED
TORONTO, CANADA

BiRDSELL Clover Hullers
Best for Threshing,

Hulling and
Cleaning

Little Red or Common Clover Seed
Big English or Mammoth Clover Seed
Alsike Clover Seed

Sweet Clover Seed

THREE SIZES FOR CANADA
No. 2 Cylinders 27" x 32". Capacity 3 to 5 bushel* per hour, to' s'h'.'p
No. 1 Cylihders 30" x 36", Capacity 5 to 7 bushels per hour. 8 to 10 H P
No. 8 Cylinders 40" x 52". Capacity 7 to lObushels per hour. 10 to 12 H. P

WE HAVE A SIZE TO SUIT EVERY NEED

ANN ARBOR HAY PRESSES
If in the market for a Hay Baler we can
furnish in any size to meet your requirements.
Write us or call and see us while in the city.

Birdsell Manufacturing Co.
Foot of George Street

.
Toronto, Canada
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MALLEABLE
CASTINGS

for

TRACTORS

The Pratt & Letchworth
Co., Limited

General Sales Office:

Transportation Building
Montreal

Cylinders Reground
Our plant is specially equipped for this work and
our mechanics are experts, many of them with
automobile factory experience,

PISTONS, RINGS AND PINS
made on short notice.

OXY-ACETYLENE WELDING
Special discount to trade.

Advance Machine & Welding Company
177F Canning St., MONTREAL

WE GIVE

Quality and Service

IN

TRACTOR and TRUCK
STEEL CASTINGS

Joliette Castings & Forgings Limited
Head Office: Works:

Transportation Bldg., Montreal Joliette, Que.

MANITOBA
WINNIPEG. — The Auto Painting

Co. has removed from 603 Wall Street
to 424 Graham Avenue.

BINSCARTH. — Pizzey Bros, have
sold their implement and automobile
business to J. K. Hay.

BRANDON.—Authority to inci-ease

their capital stock has been received by
the Townsley Manufacturing Company.

ALBERTA
MAGRATH.—N. F. Kent, an imple-

ment dealer here, died recently.

EDMONTON.—A new auto accesso-
ries and specialties business has been
opened here by Messrs. Moyan and
Kitchen.

MANTON. — Rhodes Bros, have
bought the Nanton Garage and machine
shop formerly conducted by C. M. Wals-
worth.

CAMROSE.—Mr. Smith, of the im-
plement business of Peters and Smith,
has severed his connection with that
concern.

HANNA.—T. H. Williams has pur-
chased the tire hospital formerly con-
ducted by Strathern and Marshall. He
will handle all kinds of repairs, includ-

ing retreading.

WETASKIWIN.—Fire recently des-

troyed an automobile and private gar-
age owned by Mr. Baldry, Thusis
Street. The damage is estimated at

about $700.

EDMONTON.—The Empire Garage
on 102nd Street, is a new addition to

the city's automobile industry. It is

a fire-proof building and has all modern
equipment. There is renting space
for 150 cars.

CALGARY.—The new Motor Truck
License has boosted the monthly re-

turns of the city license office. Four
hundred and eight licenses were issued,

and .$1,856.53 collected during the month
of. August against the $996.28 collected

during the same month last year. One
hundred and twelve motor trucks pro-

vided $570 of this money.

SASKATCHEWAN
REGINA. — Incorporation is an-

nounced of the City Vulcanizing Com-
pany.

MILESTONE.—S. Krovoski has pur-

chased the implement business former-

ly conducted by J. E. Johnstone.

NOKOMIS.—The implement business

of Jamieson and McKirdy has been pur-

chased by G. C. Felske.

REGINA.—The Cleveland Tractor

Co. is considering erecting a warehouse
on Ottawa Street.

MOOSE JAW.—The Moose Jaw Auto
Supply Company was incorporated re-

cently.

MONTMARTRE.—G. W. Brown has

sold his implement business to the

Legal Trading Company.

LUMSDEN.—G. S. Felsk has pur-

chased the implement business of Mc-
Laren and Brown.

YORKTON.—The Auto Supply Co.

has purchased the property on which

their garage is located. It is 50 x 120

feet.

DRUID. — The Druid Automobile

Club has erected sign posts east and

west of the town for the guidance of

motorists travelling through this dis-

trict.

EASTEND.—C. Davis has purchased

a half interest in the garage business

of W. Wilton. The business will hence-

forth be conducted under the name of

Wilton and Davis. They have the Chev-

rolet agency.

ELBOW.—J. Todd is erecting a new
garage on Main Street. It will be of
concrete, 40 x 80 feet, and will be up-
to-date in every respect.

STAR CITY.—F. B. Mclntyre has
taken a partner into his implement
business. The firm's name is now Mc-
lntyre and Dorwood.

REGINA.—The Moynan Motor Com-
pany, Ltd., has been organized with a
capital of $100,000. The company will

handle the Studebaker and Nash cars.

SASKATOON.—The Samson Tractor
Company of Canada, whose headquar-
ters are at Oshawa, has been register-
ed to do business in Saskatchewan,
Alberta and Manitoba.

WEYBURN.—Messrs. Clark Bros,
and Bell have erected a new garage in

which they have now taken up their
headquarters. The garage is 50 x 100
feet, built of brick and tile, and is

equipped with modern machinery.

KERROBERT.—J. M. Kosid has de-
cided to erect a new garage to replace
the one destroyed by fire recently. It

will be 50 x 33, one storey high, and
built of brick. The building will be
steam heated throughout.

BRITISH COLUMBIA
VANCOUVER. — The Giant Motor

Truck Company, Limited, has been in-

corporated with authorized capital of

$100,000.

VICTORIA.—The Island Vulcanizing
and Accessory Works has gone out of
business.

KEREMEOS.—J. F. Madore, proprie-
tor of the Keremeos Garage, has en-
larged his premises. He has the Chev-
rolet and Ford agencies.

VERNON.—Crydeman and Kennedy,
Ltd., is the new name of the imple-
ment concern formerly conducted un-
der the name of Neil and Crydeman.

VANCOUVER. — The auto supply
and repair men of British Columbia,
who decided in March to throw in their
lot with the Retail Merchants' Asso-
ciation, are now enjoying the full bene-
fits of the association, as their trade
section is now a materialized fact.

BECOMES MINISTER OF AGRICUL-
TURE

GJ. H. MALCOLM, a member of
• the Manitoba Legislature for

eleven years and a prominent grain
grower, was formally sworn in as Min-
ister of Agriculture for Manitoba to-

day. Mr. Malcolm is the member for
Birtle, and succeeds the late Hon. Val-
entine Winkler, deceased.

THESE MEN ARE ALIVE
npHE following implement and auto

dealers were present at the annual
convention held in Moose Jaw on June
8th, 9th and 10th, 1920:—
W. W. Gardiner, Aneroid; G. W.

Matheson, Craik; John Hewitson,
Craik; C. W. Wilson, Central Butte;
T. T. Turner, Eyebrow; J. A. Forcier,
Gravelbourg; F. Martz, Holdfast; W.
H. Jays, Hawarden; J. F. Funk, Her-
bert; S. Krescy, Kipling; J. H. Wil-
liams, Kincaid; E. R. Caldwell, Law-
son; J. M. Walkup, Limerick; Clem.
Alexander, Hugh Rorison, F. Nason
and J. M. Murdock, Moose Jaw; J.

Hodges, Mortlach; J. S. Dart, Meota;
W. A. Harvey, Macoun; Jcwin Doan
and H. A. Davidson, Pense; C. E.
Conlin, Rosetown; W. J. Keller,

Shaunavon; A. B. Foote, Success; J.

H. Hannah, Truax; G. A. Turner,
Tugaske; H. E. Hamilton, Unity; J.

LeBoldus, Vibank; H. C. Nickel,
Wymark; J. J. Poison, Regina; A. A.
Thomson, Winnipeg,
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An old Scotch woman, very fond of
gossip and a dram, was induced to be-
gin the New Year by signing the tem-
perance pledge. Calling upon a friend
one day, the bottle was produced, and
a glass handed to her, "Na, na, Mrs.
Mitchell," said the gossip. "I have
signed the pledge ne'er to touch nor
handle a glass again; but if ye'll put
a wee drap in a cup I'll tak' it."

Case Eagle.
« « *

A colored Baptist was exhorting.
"Now, breddern and sistern, come up

to the altar and have yo' sins washed
away."

All came up but one man.
"Why, Brudder Jones, don't yo' want

yo' sins washed away?"
"I done had my sins washed away."
"Yo' has, Whar' yo' had yo' sins

washed away?"
"Ober at the Methodist Church."
"Ah, Brudder Jones, yo' ain't been

washed; yo' jes been dry cleaned."
The Barrett Trail.

Little Sarah Brown, on her way to
school, fell into a pool of water, with
the result that she had to turn home-
wards again, all dripping wet. The
next day her mother sent the following
note to the teacher:

"Please excuse Sara, as she fell in
the mud. By doing same you will
greatly oblige."—Sharpies News.

* > *

A young Clevelander who is always
generous with his touring car tells us
that he offered to take the old colored
janitor of the apartment in which he
resides, downtown the other day.

"Suh," grinned the ancient function-
ary.

"I reckon I'll wait and go on the
street cyah."
"What's the matter, uncle? Are

you afraid?"
"No suh—me afraid? No suh. I

got to wait."
"Uncle, have you ever been in an

automobile ?"

"Nevah, but once, and den I didn't
let all my weight down."

Cleveland Plain Dealer.

* * *

Master of the house—"Why did you
tell the mistress what time I came in
this morning, after I expressly paid
you and told you not to?"
_

The cook—"Sure, sir, an Oi didn't
tell her. She asked me what time vou
you got in; Oi told her Oi was so busy
getting the breakfast that Oi didn't
look at the clock."—Sharpies News.

* * *

A preacher was describing the "bad
place" to a congregation of naval
cadets.

"Friends," he said, "You've seen
molten iron running out of a furnace,
haven't you? It comes out white
hot, sizzling, and hissing.
Well—" ^

The preacher pointed a long, lean
finger at the lads.

"Well," he continued, "they use that
stuff for ice cream in the place I have
been speaking of." London Tit-
Bits.

A teacher asked a Cleveland boy in
the sixth grade to write an essay
on the zones. He handed this in:
"The world is divided in two zones,
the male and female. The male zone
1^ temperate, intemperate or drunk.
The female frigid, torrid or horrid."—Case Eagle.

NorrhmEWtnc
AUTOMOTIVE-EQUIPMENT ^

National Advertising and Household Budgets
We are hearing a lot these days about Budgets. They aii'ect every household in Canada. They
call for mtelhgent and scientific distribution of expenditures. They call for the purchase of mer-
chandise of dependable and uniform high quality at lowest possible prices.

Canadian housewives are greatly interested in Budgets— in keeping household expenses at low
level—without sacrificing the quality of the food they eat, the clothes they wear, the musical
instruments they use, and the household furnishings and labor-saving devices they buy.

National advertising takes the guesswork out of buying. It is the advertiser's expression of faithm his merchandise. It is a guarantee of qualitv. Advertising keeps the quality up. Inferior
merchandise cannot masquerade in the quality clothes of advertising. National advertising in-
creases demand and production and lowers the selling price to you.

Advertisements show you how to buy most efficiently and economically. Read the advertisements.
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FOUR-RANGE HEADLIGHT
A NEW four-range headlight is being

offered the trade by the Alvo Man-
ufacturing Co., Ashland, Ohio. One of
the most important features of the
new headlight is the non-glare range
which the makers claim is a distribu-
tion of light produced by shielding the
lamp bulb from view so that the rays
have a maximum height of 42 inches
above the road and cannot throw a
glare into the eyes of approaching mo-
torists. The advantage of this non-
glare range is that glare is made im-
possible without the sacrifice of light-
ing efficiency.

The four ranges of light are pro-
duced the makers say, by the use of two
reflectors, one above the other. The
upper reflector is 5 inches in diameter
and the lower reflector (which is cut
off in the centre by a horizontal shield)
is 6 inches in diameter.
The upper reflector is a paraboloid,

and the lower reflector half of a para-
boloid. Both reflectors are scientifi-
cally accurate in design. They are
made of spun brass, with a polished
nickel surface covered by a highly
polished silvered coating.

The second range meets the regula-
tion against glare, the lamp bulb is
hidden from view and the light so
controlled by being cut off at the hori-
zontal eliminating the possibility of
glare reaching the eyes of approaching
motorists.

The various ranges of light are ob-
tained by a simple switch arrange-
ment on the dash.

SWIVEL VALVE TIRE PUMP
I^HE E. M. Grant Mfg. Co., Ethbridge,

Tenn., have placed on the Canadian
market a new swivel valve tire pump
The makers state that in the construc-
tion of the pump the barrel is made of
heavy 18 gauge steel tubing, and is
fmished in green enamel. The leather
washer is oil treated and after long
idleness it can be used without effici-
ency being impaired. The pump is madem three sizes. No. 1 has a IVi inch
cylinder with a 20-inch stroke. No. 2
has a li^-inch cylinder and 24-inch
stroke. No. 3 has a 1 1/2 -inch cylinder
with a 20-inch stroke.

ADJUSTABLE ACCELERATOR
PEDAL

'pHE Williams Soft Pedal Co., of
•* Cedar Rapids, Iowa, have put on
the market a device which they claim
eliminates leg strain on long drives
jerky acceleration, foot discomfort and
spoiled shoes and prevents your driving
foot from -coming in contact with the
heated accelerator.

_
The illustration shows how the pedal

IS constructed and it is adjusted for
both men and women's heels. When
not in use the rest folds out of the way
or when it is desired to move floor
boards. It fits any car and can be
quickly attached.

CLARK HEATER
'T^HIS is a car heater which burns the

_
Clark carbon brick. The makers

claim that it is smokeless and odorless
and IS quick and easy to operate. The
same heater can be placed in the
hood on the opposite side from the car-
buretor to keep the engine warm when
the car is standing in the garage or
on the street, thus ensuring good
starting. It is manufactured by the
Chicago Flexible Shaft Company, 5,600
Koad Roosevelt Road, Chicago, 111

GARAGE DOOR HOLDER
T^HE Stanley Works, of New Britain,

Conn., have brought out a new
garage door holder, the purpose of
which is to prevent doors slamming
and doing damage to cars. The holder
consists of a V shaped arm of heavy
steel with springs, covered by a cylin-
der, which are said to act as a cushion.
The holders are furnished in different
finishes and are reversible and can be
applied to right or left hand and square
or curved top doors.

',\.
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MOTOR DRIVEN HORN
A NEW motor driven horn has been

placed on the market by the
Klaxon Company, of Newark, N.J.,
known as the Klaxon 5 Ford type. It
is a motor driven safety signal especi-
ally designed for Ford cars, the makers
say, and can be installed on Ford cars
equipped with self-starters.

The following directions for install-
ing are given by the makers:

Place a washer under the nut on the
bolt which passes through the steering
column flange; remove the centre cyl-
inder head screw on left hand side of
the engine, pass it through the large
hole in the horn bracket, hold the
bracket firmly against the engine, cut
off brass terminal on the black horn
wire and scrape off IVz inches of in-
sulation; remove the same amount of
insulation from the short piece sup-
plied with the device, twist both se-
curely together and tape joint. Change
the black wire leading to the push but-
ton from its original position to the
second terminal block on the dash and
tighten the screws. A loud, clear
sound should be produced.

MOTOR GRIP TRANSMISSION LOCK
npHIS is a new lock for Ford cars

operating on somewhat different
principles from conventional transmis-
sion locks. It is easy to install, the
makers say, only a screwdriver being
required for that purpose. A small hole
is bored in the floor for allowing the
barrel housing of the lock to extend
through the floor a short distance for
inserting the key. In operation the
mechanism of the lock forces a tooth-
ed cam against the fly-wheel of the en-
gine and at such an angle that should
attempt be made to turn the engine
over it would resVilt in forcing the cam
even more tightly.

At the same time the cam locks the
fly-wheel the housing cover is locked
in place on the underside so that it

is impossible to force the cover off by
means of a jimmy. Thus the Motor-
grip lock at one operation locks the
engine, fuel feed, transmission, crank-
shaft and itself. It is manufactured by
the Wrighlt Accessories Corporation,
Atlanta, Ga.

SHOCK ABSORBER
THE Float-a-Ford shock absorber

manufactured by Motors Sundries,
Ltd., 42 Foy Bldg., Toronto. The prin-
ciple of this device is to absorb both
upward and downward shocks, three
springs being provided for the purpose.
The makers claim that the device al-

lows free expansion and contraction of

the Ford spring and prevents side

thrusts. The shock absorbers are pro-
duced in three weights—touring, coupe,
sedan and commercial and roadster.

Four-range headlight Garage door holder

AUTOMATIC SHUTTER RADIATOR
COVER

THE Nathan Novelty Mfg. Co., 55
Fifty Avenue, New York, have

placed on the market a new radiator

cover. It consists of a frame coated

with rubber and rubberized to the Ker-
sey felt lining. It is operated from
the driver's seat, and the makers say
unlimited adjustment can be made even
when the car is in motion. The spring
shutter regulates the temperature of
the motor as it operates from the bot-
tom up, and radiators freeze at the bot-
tom first.

IRONCLAD MOTOR HEATER
npHIS motor heater is said to be an

improvement on the Mayall heater.
The makers claim that less current is

consumed than formerly and the ele-

ment is adjustable. The device allows
the motorist to take advantage of ar-

rangements made by some municipali-
ties for power outlet on the street to
which heaters on motor cars may be
attached. The heater consists of a
steel housing with enlarged space for
water in which is inserted the nickel

attachment. It is the product of
Motor Sundries Ltd., 42 Foy Building,
Toronto.
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ADJUSTING THE DISK HARROW
HITCH

(Continued from page 16.)

ter. In neither case was there any
weight on the harrow.
The disk blades are high-carbon

steel. They are accurately made and
have a sharp edge when delivered to
the dealer. This sharp edge is put on
the disk blades because they are sup-
posed to cut the soil, and to do this
well calls for a sharp cutting edge. In
manufacture, this edge is put on the
blades by rolling. The blade is set on
a pin and revolved by and between the
two hard rollers through which the
edge passes. Pressure on these rollers
draws out the edge, sharpens and at
the same time tends to harden this
cutting edge. The dealer should, there-
fore, instruct the farmer to try to
keep the disk blades in this condition.
It will be a big help in getting the most
out of this implement with the least
draft. It is a good plan to sharpen all
the blades at the beginning of each
season before disking is started.

There are many ways of doing this.
Many blacksmiths have a disk-sharp-
ening machine. Where they do, it is
well to take the harrow there for
sharpening, since this will give the best
results. If it is to be done at home,
one good plan is to do it with a ham-
mer or an anvil. The disks should all
be removed from the gang bolt and very
carefully pounded to remove all nicks
on cutting edges. While the sharpening
should always be done from the con-
vex side, the hammering should be done
from the inside, or concave side. After
the hammering has been carefully done
the disks may be ground on a grind-
stone or emery wheel. It is important
to see that the blade is continually re-
volved so that it may be ground per-
fectly round. Care, too, should be ex-
ercised not to burn the edge by getting
it red hot. This draws the temper
and causes soft spots.

boards and not on the ground, which
is damp and will rust any metal stand-
ing on it for any length of time.

The value that a disk harrow, or any
other implement, gives the farmer is

in proportion to the care given the
particular machine. Good implements
deserve good care. To get the maxi-
mum return for every dollar invested
there must be a thorough understand-
ing of their field operation, coupled
with good care.

BEATTY BROS. BRANCH MAN-
AGERS MEET

r\URING the first part of August all
'-^ branch managers met together at
the head office in Fergus, Ont., to dis-
cuss plans and set quotas for the new
business year, commencing September
1st. The photograph shows all branch
managers and some of the head office
staff. In addition to the Canadian
managers, R. B. Stewart, manager at

A TIRE HOSPITAL AND A REAL
TIRE DOCTOR

{Continued from page 7.)

so many tires to repair, as most of the
cars are stored, we repair the soles of
rubber boots. A large number of fish-
ermen and farmers in this district use
rubber top boots in the winter time.
Repairing these boots and the work we
get through the auto livery men who
run their cars all winter we are kept
busy until the season opens again.
"We buy everything for cash and

conduct our business strictly on a
cash basis.

"We strongly deprecate the practice
of drug stores and such places selling
tires because they are not in a position
to give service. However I am glad
to say there are practically no tires
sold in our district outside of the legi-
timate trade. We permit no price cut-
ting and strongly condemn it.

"If real tire men give the right ser-
\ice hoodoo tire sellers and price cut-
ters will soon disappear."

site in Fort Rouge, on Academy Road
where they will build a plant. The
factory will be constructed throughout
of reinforced concrete and will cost
between $70,000 and $80,000. Work
is expected to be started on the first
unit in a short time.

AN ENGLISH CO.'S SERVICE
SCHEME

ONE of the largest automobile
manufacturers in Britain, the Na-

pier Automobile Company, has inau-
gurated a unique service system which
comes automatically into effect with
every car delivered to the owners.
When a car is handed over, the own-

er is advised of the "Service" arrange-
ment, and the suggestion made that
one of the company's inspectors should
pay a visit as soon as posible after the
car had been put in commission, in or-
der that he may be of assistance to the
o\vner or his driver as the case may be,
by giving the benefit of his experience
in regard to the most satisfactory op-
eration of the chassis in question.

After the first visit, the car is in-

spected periodically during the year.
A few of the points dealt with are:

—

(1) The correct method of starting

up the engine, and advice as to the care
of any electrical equipment and body
work.

(2) Drawing attention to any item
in the chassis which requires special

attention, and the best method of mak-
ing adjustments when same become
necessary—to the brakes, clutch, steer-

ing, etc.

(3) Demonstrations of the best

method of changing gear, either up or

dovra, so as not to cause excessive

wear or damage to the gear-box.

(4) Full instructions regarding lu-

brication of the chassis generally.

At every inspection, the company's
expert who thoroughly tests the car

on the road, and any "tuning up" and
minor adjustment found necessary in

carried out by nim.
A complementary feature of this

service scheme is that Napier dealers

are expected to carry a stock of Napier
parts so that they may be in a posi-

tion to give prompt service when called

upon.
After each inspection, owners are

given particulars of the report made
by the visiting engineer.

Two points may be noted about this

scheme. Firstly, it has justified itself,

to the satisfaction alike of the makers
and owners of Napier cars. Secondly,

the Napier Company's agents are gain-

ers, alike in being kept up to "the

scratch" as regards their own relations

with the makers and ovraers of these

cars, and in being assured of obtaining

spares at short call. It is only a mat-
ter of time when this sort of motor
service will be as universal as motor
vehicles, and every garage will have
to be justified as much by its capacity

to maintain vehicles sold from it, as

to increase the output of new ones.

AUTOMOBILES IN CANADA
AUTOMOBILE registrations in Can-

ada in 1919 aggregated 341,396.

The returns by Provinces are:

Prince Edward Island 967
Nova Scotia 10,290

New Brunswick 8,306

Quebec 33,547

Ontario 144,804

Manitoba 30,118

Saskatchewan 56,855

Alberta 34,000

British Columbia 22,420

Yukon Territory 89

Total ...341,396 /

WILLYS-OVERLAND PRICES CUT
WILLYS - OVERLAND, LIMITED,

Toronto, announce reduced prices

on all their models. The reductions

vary from $100 to $200 on Overland
cars which are manufactured in Tor-
onto and from $115 to $375 on Willys-
Knight cars. The Overland 4 car now
sells for $1,315 F.O.B. Toronto, in-

cluding both excise and sales tax.

'T^HERE is another method which
_-» calls for setting the entire gang
in a frame without removing each disk
blade. In this case the hammering is
done with a small hammer against the
face of a sledge held against the edge.

It should be noted that when an edge
is to be put on a disk blade by ham-
mering or rolling it should be done by
working against the inside, or concave
side. On the other hand, if the edge
IS put on by grinding or cutting it is
done from the outside, or convex side.
This is an important point to remem-
ber.

It hardly seems as though such a
thing as care was ever given a disk
harrow. We see them out-doors at all
seasons of the year. We see them in
the fence corners and under trees
on thousands of farms. They were
left there simply because it was easier
to do that than draw them back to the
barn and put them in a shed for winter
storage. One of the first things to
have m connection with a disk harrow
is a set of transport trucks or wheels.
These should be used when moving the
harrow on a hard road to prevent any
injury to the blades.

The bearings, too, need much care.
They should be gone over very thor-
oughly at the end or at the beginning
of the season. Worn wood bushings
should be replaced every season. If
two wood bushings are used both should
always be renewed before operations
begin.

The spool bearings should be thor-
oughly cleaned with kerosene and the
entire box packed with cup grease when
assembling. The grease cup and the
pipe leading to the bearings should be
filled with this same cup grease.
Each disk blade should be well

smeared with cup grease right after
leaving the field, when yet polished

—

before it rusts. A cloth soaked in en-
gine oil is a good medium with which
to oil the blades. The machine should
be set in a shed by all means. If an
implement shed is part of the build-
ing equipment the disk harrow, like all
other implements, should be set on

Beatty Bros. Branch Managers Meet

London, England, came home to at-
tend this convention. This is the first
visit he has paid to Canada since the
founding of the English branch.
Back Row:—M. J. Beatty, General

Sales Manager; R. B. Stewart, Mana-
ger, London, Eng.; N. J. Cabeldu, Man-
ager, St. John, N.B.; J. J. Rutherford,
Sales Manager, Western Ontario; T.
A. Famell, Sales Manager, Eastern
Ontario; D. R. Potter, Advertising
Manager.
Front Row;—A. S. Walbridge, Man-

ager, Montreal; W. H. Sterne, Mana-
ger, Edmonton: G. A. Renolds, Branch

NEW MOTOR LUBRICANT
pASTOLENE OIL, a combination of^ vegetable and mineral oils for
motor lubrication, has just been placed
on the market in Vancouver and is
now to be had at practically all of the
garages and oil stations in the city.
Castolene oil is mixed with the gaso-
lene, and its distributors claim that it
will vaporize the fuel and thereby
reach and lubricate all the upper parts
of the motor and at the same time de-
stroy all carbon that it comes in con-
tact with. It is guaranteed to pro-
long the life of the motor, increase
mileage and power, insure perfect ig-
nition and make starting easier in cold
weather.

ITALY WANTS IMPLEMENTS
A RECENT estimate of the Italian
* Minister of Agriculture, according

to a Milan report by Trade Commis-
sioner W. McL. Clarke, places the
Italian requirements of agricuDturaJ(
machinery as follows: 30,000 ploughs,
20,000 seeders, 3,000 weeding machines,
9,000 mowers, 500 simple reapers,
2,000 reapers and binders combined,
3,000 rakes, 800 hay pitchers, 1,500
threshers and 1,000 locomobiles.

It is expected that the national in-
dustry will be able to provide a certain
number of plows, threshers, mowers
and seeders, but Canadian manufac-
turers should bear in mind that the
bulk of the agricultural machinery
trade must be supplied from abroad.

BARN AND IMPLEMENTS BURNED
/^N October 4, fire caused by a spark^ from an engine while cutting corn
destroyed a large barn, some imple-
ments and a portion of this season's
grain on a farm owned by Philip Web-
er on the road between St. Jacobs and
Elmira. The loss, which is partly cov-
ered by insurance will amount to about
$6,000.

VETERAN PLOW MAKER
JOHN GULBRONSON, a plow maker

•J at the J. I. Case Plow Works,
Racine, Wis., is one of the oldest plow
makers in America. He has stood by
his forge and drop hammer for more
than forty years and is still going
strong.

NEW "WINNIPEG" CAR
npHE Winnipeg Motor Cars, Ltd.,

which was recently incorporated
with a capital of $1,000,000, will build
a car to be known as the Winnipeg. The
officials of this company are: President
and manager, F. A. Ogletree; vice-
president, L. Arsenault; secretary-
treasurer, D. E. Ogeltree; superinten-
dent, C. L. Lan.
The company has secured a five-acre
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WITH the Simplicity Line on the floor,

Dealers can supply the right type of en-
gine for every power need.

Simplicity Engines are built in i>^, 3, 6,

8, 10, 12, 14 and 16 H.P. Gasoline and Ker-
osene— Stationary, on skids or portable.

Simple in design and construction, powerful
and economical. Simplicity Engines are the
profit-making line for Dealers to handle.

Write at once for Price List and Catalog.

The Turner Manufacturing Co.
441 Lake Street, Port Washington, Wis., U.S.A.

Export Department, 44 Whitehall St., New York City

It Docks at Your Desk
Our service brings to your desk news
items collected from the newspapers
relating to your line of business.

Often you plan your affairs on market
conditions or new developments, but
you could plan much better with all

information before you from the
whole of Canada.
These newspaper clippings have
proved most valuable to business
houses, saving time in searching files

and often being turned to good
account, getting contracts and orders.

We cover all parts of Canada and
United States and read for all sub-
jects discussed in the press.

Have the news packets arrive regu-
larly at your desk with a cargo of
timely news.

Canadian
Press Clipping Service

143-153 UNIVERSITY AVE., TORONTO

Dairy anci Household
Supplies

FARM LIGHT PLANT AT GARDEN
PARTY

T S. HANEY, an implement dealer
of Fenwick, and a story of whose

business appeared in a recent issue of
M.T.I. , is a hundred per cent, dealer.
He handles farm lighting plants and is

a strong believer in demonstrations. He
has a demonstrating plant fitted up in
his store and whenever he gets the
chance of putting on a demonstration
at a public function such as garden
parties, etc., he is Johnny on the spot.
The following incident of such a demon-
stration, taken from Farm Links, ac-
curred in the latter part of July at
a party near Fenwick:
The garden party at which the de-

monstration was given was held under
the auspices of the Ladies' Aid of the
Baptist Church at Marshville, on the
grounds of Mr. Miner, who has pur-
chased the plant.

The plant was centrally located on
the left hand side of the entrance to
the ground, so nobody could possibly
miss seeing it.

The lights were strung in three cir-
cuits. One lit the platform, which was
about 12 X 15 ft., having ten 20 watt
lamps, with a drop cord and extension
run from the socket to light the dress-
ing room in rear of the stage. Another
circuit having seven lights was run
some distance in front of the stage,
lighting up part of the grounds and
an ice cream booth, and giving the au-
dience plenty of light. The third cir-
cuit contained only two lights, one of
which was placed at the entrance of
the grounds for the convenience of the
ticket sellers, and the second was placed
beside the plant, providing plenty of
light for interested parties to inspect
the plant.

The exhaust was led into a hole in
the ground and the other piping ar-
ranged almost identically with the pip-
ing on the demonstration plant in the
basement.

The engine was left running during
the first half of the programme and no
complaints wore heard at all of the
noise made by the plant.

The demon.strators went to as many
different parts of the audience as pos-
sible without disturbing anyone, and
nowhere did they experience any diffi-

culty in hearing the artists, from the
noise from the plant.
During the early part of the even-

ing they experienced difficulty arising
from water in the gasoline. Finally,
due to this cause, the engine stop-
ped, but they kept it running by con-
stantly filling the priming reservoir.
After the intermission the lights

were run from the battery alone, and
everything was most satisfactory.
Everyone was loud in their praise of
the lights, especially the artists, who
said they had never had a better or
more satisfactorily lighted platform.
On Saturday morning Mr. Haney in-

stalled the plant and wired a couple of
lights temporarily for Mr. Miner, for.
use until the permanent wiring is in-
stalled.

Mr. Haney's demonstration was a
great success, due to his untiring ef-
forts and personal acquaintance with a
great many of those who attended.

DAIRY INDUSTRY DEVELOPING
npHE Dairy Industry of Alberta is

steadily developing While in the year
1912 fifty-three creameries produced
some 3,000,000 pounds of butter, in
1919 the same number of dairies turned
out 10,500,000 pounds, at a value of
about $5,500,000. The total value of
Alberta's dairy products during 1919
was estimated at $31,500,000.

OIL ENGINE DRIVEN LIGHTING
PLANT

A FARM lighting plant driven by an
oil engine that will operate on thin

crude oil, kerosene and low grade fuel
oil down to 28 degrees Baume is being
put on the market by the Petroleum
Engine and Mfg. Co., Chicago. It is

said that one gallon of fuel oil will

operate the unit for four hours under
normal conditions, and one gallon of
lubricating oil is sufficient for several
weeks' operation.
The outfit consists of a three h.p.

vertical engine, a Westinghouse electric
one and one-half k.w. generator and
control panel, and an ample capacity
storage battery. The engine and gener-
ator, flexibly coupled together, are
mounted on a rigid cast iron sub-base
and the control panel is mounted upon
the generator frame.
The outstanding features claimed for

the engine are the extreme simplicity
of construction, fuel economy and re-
liability. The usual electric ignition
system and fuel mixing valves are
eliminated as the ignition of the fuel
is caused by the heat of compression.
The engine operates on a four-stroke
cycle.

The 2% gallon fuel tank is located
in the base of the engine from where
the fuel is pumped to a small com-
partment on top of the fuel ejector. A
needle valve mounted within the body
of the fuel ejector allows just the
correct amount of fuel to pass into the
fuel cup. All excess fuel flows back
through an overflow pipe to the fuel
tank.
The lubricating oil is contained in a

basin in the engine base from which it

is pumped under about 20 pounds pres-
sure to all bearings. The oil returns
to a pump through a strainer so that
it may be used again. A level on top
of the engine is held upright by a
spring when the engine is not operat-
ing. When the level is in this position
the air intake valve is open and the
compression on the cylinder is relieved,
thus making the engine easy to crank.
Cranking may be either by hand or by
the generator acting as a motor using
energy from the storage batteries. To
obtain a large starting torque and not
draw excessive current from the bat-
tery the 40-volt 1100 r.p.m. direct cur-
rent shunt generator has a special
series winding which enables it to act
as a compound motor.
The control panel is of slate and has

mounted on it a line switch, a start-
ing switch, a stopping switch and also
a switch to disconnect the battery from
the generator so that the engine may
be used for mechanical power purposes
independent of the electric circuit. In
addition to these four switches, the
panel contains an ammeter, a field
rheostat, a clock control for stopping
the engine when the batteries have been
fully charged, and a reverse current re-
lay to prevent the battery discharging
through the generator when the gen-
erator is not operating or when the
generator voltage is lower than the
voltage of the battery.

SASKATCHEWAN'S BUTTER PRO-
DUCTION

PROVINCIAL DAIRY COMMIS-
SIONER REED says that Sas-

katchewan, which produced 6,620,000
pounds of creamery butter last year,
is expected to produce 7,000,000 pound-,
this year.

TN order to feed off two Inches dail\
A from a fourteen foot silo it will

take from 30 to 35 cows fed at the
rate of 30 pounds each per day.
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The Name "De LavaF' on a cream

separator makes it easier to sell

Because the name "De Laval" stands for honest value and
real service wherever cows are milked

;

Continuous and liberal advertising has made the name ''De

Laval" a household word in farm homes the world over ;

Fifty thousand of the best and most representative dealers,

having their ^customers' best interests at heart, are distribvitors

of De Laval Separators
;

The name "De Laval" has always meant a fair and square
deal, both for the dealer who sold the machine and for the farmer
who bought it.

The name "De LavaF' is worth
• .real money to the dealer who

. has the De Laval selling agency.

There is no better time than right now to send
in an application for a De Laval contract

THE DE LAVAL COMPANY, Ltd.
MONTREAL PETERBORO WINNIPEG EDMONTON VANCOUVER

50,000 Branches and Local Agencies the World Over



This directory wiU help yxm with your buying and your planning. The advertisers listed her* are thoroughly reUable and leaders in
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ACCESSORIES
Advance Machine & Welding Co., Mont-

real.

Burlington Products, Ltd., Hamilton,
Ont.

Canadian General Electric Co., Toronto.
Canadian Car & Foundry Co., Mont-

real, Que.
Canadian Raybestos Co., Peterborough,

Ont.
Champion Spark Plug Co., Windsor,
Ont.

Guelph Spring & Axle Co., Guelph.
Northern Electric Co., Ltd., Montreal.
Apollo Plug Mfg. Co., Birmingham, Eng.
R. F. Sedgeley, Inc., Philadelphia, Pa
McCord Mfg. Co., Walkervills, Ont.
Kinzinger Bruce Co., Niagara Falls, O.
Aikenhead Hardware Co., Toronto.
Hyslop Bros., Toronto.
Kale Stamping Co., Walkerville, Ont.
K. P. Products Co., 250 West 54th St.,
New York City.

Lamontagne, Ltd., Montreal.
Perfex Radiator Co., Racine, Wis.

AUTOMOBILE BUMPERS
Kinzinger, Bruce & Co., Ltd., Niagara

Falls. Ont.

AUTOMOBILE CHAINS
AUTOMOBILE JACKS

Kinzinger, Bruce & Co., Ltd., Niagara
Falls, Ont.

AUTOMOBILE MIRRORS
Kale Stamping Co., Walkerville, Ont.

BARN EQUIPMENT
BEAN MACHINERY
John Deere Mfg. Co., Welland, Ont

BEET MACHINERY
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.

BEARINGS
Hyatt Roller Bearing Co., Chicago, 111.

BINDERS
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
International Harvester Co., of Can.,

Led., Hamilton, Ont.

BELTING
BREAK LINING
Canadian Raybestos Co., Peterborough,

Ont.

BATTERIES

CARRIAGES
Cockshutt Plow Co., Brantford, Ont.

CREAM SEPARATORS
De Laval Co., Ltd., Peterboro, Ont.
International Harvester Co., of Can

Ltd., Hamilton, Ont.
'

R. A. Lister Co. (Canada), Ltd., Toronto
CEMENT MIXERS
CASTLNGS

Joliette Castings & Forgings Ltd.,
Montreal and Joliette, Que.

CORN HARVESTERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can..

Ltd., Hamilton, Ont.

CORN MACHINERY
Inteimational Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.

CULTIVATORS
Cockshutt Plow Co., Brantford, Ont
John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
Inte.mational Harvester Co., of Can.,

Ltd., Hamilton, Ont.

CUTTERS
Butterfield & Co., Inc., Rock Island, Q.

DAIRY SUPPLIES
Intea-national Harvester Co., of Can.,

Ltd., Hamilton, Ont.
R. A. Lister Co. (Canada), Ltd., Toronto
DeLaval Dairy Supply Co., Peterboro.

DIES
Butterfield & Co., Inc., Rock Island, Q.

DISCS

DITCHING MACHINES
DRILLS

DRILLS, TWIST
Butterfield & Co., Inc., Rock Island, Q.

DRILLS, GRALN
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

ELECTRICAL EQUIPMENT
Can. General Electric Co., Ltd., Toronto
Northern Electric Co., Ltd., Montreal.

ENGINES
Gilson Mfg. Co., Ltd., Guelph, Ont.
Inteirnational Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
R. A. Lister Co. (Canada), Ltd., Toronto
The Turner Mfg. Co., Port Washing-

ton, Wis.

ENSILAGE CUTTERS
Gilson Mfg. Co., Guelph, Ont.
International Harvester Co., of Can

Ltd., Hamilton, Ont.

FEEDERS
John Deere Mfg. Co., Welland, Ont.

FARM MACHINERY
Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
R. A. Lister Co. (Canada), Ltd., Toronto
Gilson Engine Co., Guelph, Ont.

FEED CUTTERS
Gilson Engine Co., G\ielph, Ont.

GREASE CUPS

GRINDSTONES
S. Vessot & Co., Joliette, P.Q.

GRINDERS
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
R. A. Lister Co. (Canada), Ltd., Toronto
S. Vessot & Co., Joliette, P.Q.
Gilson Engine Co., Guelph, Ont.

HARROWS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

HAY LOADERS
InteTnational Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

HARDWARE
Aikenhead Hardware Co., Toronto.

HAY RAKES
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

HAY CARRIERS

HAY PRESSES
Birdsell Mfg. Co., Toronto.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

HULLERS (Clover)

Birdsell Mfg. Co., Toronto.

LIGHTNING SYSTEMS
R. A. Lister Co. (Canada), Ltd., Toronto
Northern Electric Co., Ltd., Montreal.
Gilson Engine Co., Guelph, Ont.

LIME AND FERTILIZER SOWERS
John Deere Mfg. Co., Welland, Ont.

LUBRICANTS

MACHINE TOOLS
Windsor Machine and Tool Works,
Windsor, Ont.

MANURE CARRIERS

MANURE SPREADERS
Cockshutt Plow Co., Brantford, Ont.
Intel-national Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
Gilson Engine Co., Guelph, Ont.

MARINE FITTINGS
Northern Electric Co., Ltd., Montreal.

MOWERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

MOTOR HORNS (Electric)

Apollo Mfg. Co., Birmingham, Eng.

-MILKING MACHINES
R. A. Lister Co. (Canada), Ltd., Toronto

MILLING CUTTERS
Butterfield & Co., Inc., Rock Island, Q.

OILS

PISTON RINGS
Lamontagne Ltd., Montreal, Que.

PLOWS
Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

POLICE AND FIRE ALARM EQUIPMENT
Northern Electric Co., Ltd., Montreal.

POWER AND LIGHT EQUIPMENT
Northern Electric Co., Ltd., Montreal.
R. A. Lister Co. of Canada, Ltd.,
Toronto.

POWER MACHINERY
John Deere Mfg. Co., Welland, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, 'Ont.
Gilson Engine Co., Guelph, Onf.

POWER SWITCHBOARDS
Northern Electric Co., Ltd., Montreal.

POTATO MACHINERY
John Deere Mfg. Co., WellaniJ, Ont.
Cockshutt Plow Co., Brantford, Ont.

PULVERIZERS
Cockshutt Plow Co., Brentford, .Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

PULPERS
Cockshutt Plow Co., Brantford, Ont.

RAKES
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

REAPERS
International Harvester Co., of Can..

Ltd., Hamilton, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

REAMERS
Butterfield & Co., Inc., Rock Island, Q.

ROLLERS
Cockshutt Plow Co., Brantford, .Ont.
Hyatt Roller Bearing Co., Chicago, 111.

ROLLER BEARINGS
Hyatt Roller Bearing Co., Ohicago, 111.

SAW MILL OUTFITS
SCUFFLERS
Cockshutt Plow Co., Brantford, Ont.
Intea-national Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.

SEEDERS
Massey-Harris Co., Toronto.

SCALES

SCREW PLATES
Butterfield & Co., Inc., Rock Island, Q.

STABLE EQUIPMENT

SILOS
Gilson Mfg. Co., Guelph, Ont.

SLEIGHS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can..

Ltd., Hamilton, Ont.

SILO FILLERS
Gilson Mfg. Co., Guelph, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

SOCKET WRENCHES
R. F. Sedgley, Inc., Philadelphia, Pa.

SEPARATORS (CREAM)
R. A. Lister Co., Toronto.

SPREADERS, MANURE
Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
International Harvester Co., of Can..

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.
Gilson Mfg. Co., Guelph, Ont.

SPARK PLUGS
Machine & Stamping Co., Toronto.
Champion Spark Plug Co., Windsor, O.
Apollo Plug Mfg. Co., Birmingham, Eng.
Can. General Electric Co., Ltd., Toronto.

SPARK PLUG CLEANERS
Champion Spark Plug Co., Windsor, 0.

STAMPINGS
Kale Stamping Co., Walkerville, Ont.

TELEPHONE APPARATUS
Northern Electric Co., Ltd., MontreaL

TRACTORS
R. A. Lister Co. (Canada), Ltd., Toronto
Gilson Mfg. Co., Guelph, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
J. I. Case Threshing Machine Co., Inc.,

Racine, Wis.
Massey-Harris Co., Toronto.
The Turner Mfg. Co., Port Washing-

ton, Wis.

TRACTOR PLOWS
Cockshutt Plow C~>., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.

TIRES

THRESHERS
Can. Fairt)anks-Morse Co., Ltd., Mont-

real.

International Harvester Co., of Can..
Ltd., Hamilton, Ont.

J. I. Case Threshing Machine Co., Inc.,
Racine, Wis.

R. A. Lister Co. (Canada), Ltd., Toronto
Gilson Mfg. Co., Guelph, Ont.

THREAD CUTTING TAPS
Butterfield & Co., Inc., Rock Island, Q.

TWIST DRILLS
Butterfield & Co., Inc., Rock Island, Q.

TRUCKS
Motor Car Distributors Ltd., Montreal.
Eastern Canada Motor Truck Co., Ltd.,

Hull, P.Q.
International Harvester Co., of Can..

Ltd., Hamilton, Ont.

WHEELBARROWS
Cockshutt Plow Co., Brantford, Ont.
Massey-Harris Co., Toronto.

WAGONS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can,

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

WATER BOWLS
WEEDERS

Cockshutt Plow Co., Brantford, Ont.

WIRES AND CABLES
Northern Electric Co., Ltd., Montreal
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BUTlkRFIELD

ft The tools you buy again '

'

IF you are anxious to gain

the reputation of doing

the best work in your town
you will use Butterfield

Tools.

Butterfield taps, dies, ream-
ers and milling cutters have

a reputation for "best qual-

ity" because Butterfield tool-

makers long since set out to

earn for them this reputation.

And because they have earn-

ed this reputation Butterfield

Tools are best fitted to help

you earn the reputation to

which you aspire.

BUTTERFIELD & COMPANY DIVISION

UNION TWIST DRILL CO.
ROCK ISLAND - QUE., CANADA

Toronto Office: 220 King St. West
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Why are all Fords
Equipped™with

hampion
ICHAMPIOH

X
ECU^.PAT.pFF.

Dependable Spark Plugs
The answer is found in the Ford instruc-

tion book which says :

—

*The make of plugs with which Ford
engines are equipped when they leave the
factory, is best adapted to the requirements
of our motor."

Since 1911 Fords have been, and are now.
Champion equipped.

For motor owners who have other makes
of cars we have developed a type of spark plug
to give that same unfailing dependability for
which Ford motors are known. Absolute
confidence can be placed in Champion Spark
Plugs to carry through any emergency that
an engine will stand up under.

The right plug has "Champion" on the
insulator as well as on the box.

Display the Champion dealer helps and
get your share of the business that our adver-
tising has created.

Order from your jobber to-day.

Champion Spark Plug Co- of Canada, Limited
Windsor, Ontario

Largest factory in Canada making Spark Plugs exclusively
and the only factory making "Champions** i ,,2

Champion "X"
A 15— 1/2 inch

Price 90c

Adopted by the Ford
Motor Co. as standard
equipment on Ford cars
since 1911.
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VETERAN
Canada's Best Truck

In the truck field, as in every other, there can be only
one greatest value—The entire attention and re-

sources of this organization are dedicated to
the production of the one greatest motor

truck value in Canada.

EASTERN CANADA MOTOR TRUCK CO.
Limited

HULL, QUE.

Commercial Cars Limited, Toronto
Distributors for Western Ontario, Manitoba, Saskatchewan, and British Columbia
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This Jumbo Truck Has Run Over 14,000 Miles

Without Repairs

WOLVERINE BRAND MAPL^ FLOORING

Bliss & Van Auken Lumber Company
HARDWOOD - HEMLOCK LUMBER

MAPi_E FLOORING
AND eALT

SaoinXw. Michigan

Nelson Motor Truck Co,

Gentlemen

;

»t U, 1020 i

*o ton Jumbo
:e eTftrvday^ iff^
I have drlven^Sk j
milea, we have

T^e have operated a two
truck alnce June. 1919. Tt worki

except SuTiday Vand although we
between 14 and 15 thousand

not had any exrense
^
whatever to dsteX Our

average l0B(i la ^ibout two tone ana we average
about 50 miles a diy. which has out our cost
of delivery conelderably.

Tte think that for everyday uee,
good roods and bad ones, this Jumbo truck
fills the bill better than any»truok we havo
ever owned. We are very well satisfied
with it.

Very truly yours,

BLISS h VAN AUKEN LIBiBER CCW'AHT

JBH

MANUFACTURED BY

NELSON MOTOR TRUCK COMPANY
SAGINAW, MICHIGAN, U. S. A.

Quality of design, materials and work-
manship can safely be taken for granted

when such records as this one are com-
mon. Many Jumbo owners with records

of 20,000 to 30,000 miles have not re-

placed a single part in more than 3 years

hard service. The replacement cost for

all Jumbo Trucks averages less than $10
per year per truck.

Such performance means good reputa-

tion—a powerful factor in the success of

Jumbo dealers.

There is a Jumbo Truck for every need-
ten models with 6 capacities rangingfrom
3,000 to 8,000 pounds. Jumbo dealers

are therefore enabled to meet the re-

quirements of any haulage problem, all

from the Jumbo line.

Write toAa-^j for open territories, and full

details of sales plans

Sole Distributors in Canada

Motor Car Distributors
LIMITED

27 McGill College Ave. Montreal, Que.

The COMPLETE Truck
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APOLLO
No. 1

Super
Mica
Plug

BRASS SPARK PLUGS
—are sure and satisfactory sellers!
You're on a good thing when you handle APOLLO PLUGS—they represent the highest standard of
British plug manufacture, are fully tested to ensure maximum efficiency and are guaranteed to
give complete satisfaction.

With the APOLLO range of plugs you can promptly meet every plug request—there are models for
e.very type of Car, Motor Truck and Tractor engine—and every plug carries a GOOD PROFIT for
YOU.

Super Mica Plug is specially designed for high-
speed, high-compression engines. It is unaffected
by excessive heat and of exceptional durability—

a

plug that gives a quick start and adds ^ 1 OC
power to the Engine. Retail price 'P *•

Porcelain Plug is specially designed for the FORD
engine. It has Solid Brass body, V-^-in. gas thread,
is clean to handle, will not rust, fits the special FORD
spanner, is insulated with finest porcelain
and is detachable for cleansing. Retails at 90c

Get on to the APOLLO PLUG proposition and you'll do big business in selling plugs. We can give prompt
shipment of all models and supply you with posters, showcards and advertising literature. Write us for
trade terms and full particulars of our models.

APOLLO PLUG MFG. CO.
Canadian Head Office:

135 King St. West, Toronto. Factory: Birmingham, Eng.

Plugs for

APOLLO
Special

all engines

Overtime
Tractor
Plug

If

APOLLO
L.C.B.
Special
FORD
Plug



VETERAN
TRUCKS

For Continuous Service and Reliability

Service is measured by the amount of time in which a certain mechanism
will do a given amount of work with the least amount of trouble, which means
minimum operating cost and is the principal item in which the truck oper-
ator should be interested. No matter how simple, quiet, light or what price
the device may cost, sooner or later a change will be made to that which
gives continuous service and reliability.

EASTERN CANADA MOTOR TRUCK CO.
HULL,

Limited

QUE.

Commercial Cars Limited, Toronto
Distributors for Western Ontario, Manitoba, Saskatchewan, and British Columbia
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Tk foree Money-M^akers
Lister Dealers and Tkeir

Customers
Now is a good time to push milking machines and power installation for the barn to help the
man who has gone into winter dairying. The name "Lister" will give the dealer the backing
he wants m preaching profit and efficiency to dairymen. Lister dairy farm machinery is world-
tamous for its British reliability. It is thorough both in general principles and in details of
construction. The Lister Milker, the Lister Engine, and the Lister Grain Grinder will make
new friends and customers for the dealer wherever thev are installed.

The Ijister

Milker

The Lister

Engine

The JLister

Grinder

Built in a British factory throughout and built in the British wa}',
you can recommend the Lister Milker to your customers with
perfect confidence. The Lister Factory has been noted for the
hieh character and quality of its dairy machinery for fifty vears.
We'll help you with literature and back you in every necessan-
way. Write to us for what you need to develop prospects.

Every Lister Engine is built, assembled and tested in England.
That's a good talking point with most customers, and it's a good
point for dealers to remember themselves. It means an honest,
well made, eflicient engine. The Lister Gasoline Engine is shipped
complete and ready to run. No extras. Everything is there.
Write us if you have prospects in sight. We'll help you.

There is not a more profitable machine on a dairy farm than a
Grain Grinder, and there is no more satisfactory grinder on the
market than the Lister. You may safely guarantee it to do more
work than any other grinder sold in Canada, while grinding just
as fine. Tell your customers about the Lister guarantee. We'll
take back any Lister Grinder that doesn't live up to vour guar-
antee.

Send for the Lister Booklets

R.A. Lister Company (Canada)Limited
58-60 Stewart Street, Toronto
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You^ve Waited For This!

Smash Go Engine Prices
Gilson Creates a Sensation by Slashing

Prices to Pre-War Levels on New Engine

J^OW'S your chance to jump in with the Gilson line and

clear up a bunch of money. YouVe got dozens of pros-

pects for engines. PRICE has been holding them back.

Now you can sell them an engine at a price you haven't

quoted since 1914—a price lower than the lowest on the

market.

DOWN GO PRICES—
+ UP GOES QUALITY

'T'HE "Wizard" line—the latest Gilson

^ product—sets new standards of perform-

ance. Runs on cheap kerosene. Built-

in magneto means easy starting and fuel economy.

Throttle-governed. Big surplus power over ratmg—like

all Gilson engines. Backed by a five-year guarantee.

Though the price is low^er than the low^est, you can safely

invite comparison with any other engine at any price

—

for dependability, economical upkeep and service.

Get the Cream of the Business

Send This Coupon

Gilson Mfg. Co., Limited

Gentlemen,

—

I would like full facts on your dealers'

proposition on the "Wizard " engine. Also send

me the Gilson proposition on ( ) Silos ( ) Silo

Fillers ( ) Tractors ( ) Threshers.

Name

Address

Write for full facts at once. Prices are rock bot-

tom now. Can't get lower. May be higher. A
size for every need—1^, 3}/2 and 6 H.P. You can

offer FREE TRIAL and EASY TERMS. Who
couldn't sell such an engine on such a basis? Get

in with a running start.

Advertising now appearing in all leading publications. Demand
is pouring in. Be wise—and act now. Be the first in your ter-

ritory to quote pre-war prices. Send a postcard at once.

J
O Mfg. Co, 9618 York Street, Guelph

Limited 325 Elgin Ave., Winnipeg
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Dealers who sell John Deere Equipment
are bound to become firmly established

In a Highly Profitable Business
John Deere Equipment is sold through John
Deere Dealers only. You can take any piece
of machinery in the John Deere line, compare
it point for point with other makes of ma-
chinery and John Deere will sell on its merits.

There are so many exclusive features—so many
points of superiority in the John Deere hne, that
your sales effort is reduced to a minimum.
Demonstrations of John Deere equipment will

back up all that you claim for it. Satisfy yourself:
study the selling point of the John Deere line in

comparison with other makes and you will read-
ily see why it is most profitable for farmers to buy
John Deere machinery—and for you to sell it.

Every piece of John Deere machinery has established a world-
wide reputation for absolute dependability, durability, ease of
handling and labor-saving ability. You have a wealth of prestige
back of you when you sell the John Deere line.

The John Deere dealer proposition is decidedly interesting,
liberal and highly profitable. It enables you, as a dealer, to take
full advantage of your business individuality and initiative—to
get the utmost out of your investment and to capitalize on your
sales ability.

The John Deere policy has been and is to extend every possible
factor of co-operation to John Deere dealers—to help them build
a substantial business with real profit to themselves. The interests
of the John Deere dealers are identical with our own.

JVe want live dealers everywhere. Get in touch with
us immediately and investigate our 1921 contract and
sales proposition. John Deere will go farthest in helping
you to increase your yearly income.

The John Deere Manufacturing Co., Ltd.
Welland Ontario

"QUALITY LINES"
OF FARM IMPLEMENTS

John Deere Low-Down Manure
Spreader

Johi; Deere-Dain left-hand Side
Delivery Rakes

John Deere-Dain rake-bar Hay-
Loader

John Deere-Dain Sulky-Rake
John Deer e-D a i n vertical-lift

Mowers
John Deere-Van-Brunt Plain Grain

Drills

John Deere-Van-Brunt Fertilizer

Drills

John Deere-Van-Brunt One-Horse
Drills

John Deere-Van-Brunt Lime and
Fertilizer Sovi^ers

John Deere No. 999 Corn Planters

John Deer Cultivators

John Deere Scufflers

John Deere Smoothing Harrows
John Deere Spring Tooth Harrows
John Deece Disc Harrows

{Horse or Tractor)

John Deere Field Cultivators

John Deere Beet Tools
(Planters, Cultivators, Pullers)

Hoover Potato Machinery
(Planters, Sorters, Cutters, Diggers)

"Reliance" Potato and Field
Sprayers

"Waterloo Boy" Kerosene Engines
John Deere Walking Plows
John Deere One-Way Plows
New Deere Sulkies and Gangs
John Deere Contractors' Plows
John Deere Tractor Plows
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In the Wake of the Master Plowman

1. Part of the line of manufacturers' tents at the Hamilton plowing match. 2. Watching the sod plowing- at Hamilton. 3. Keen interest was displayed in the finish of the horse^plowing at the
St Anne s match. 4. The crown set up by Wm. Nusspy, first prize plowman, with plain plows, at St. Anne's. 5. The finish made by Ewen McLennan in the boys' class at St. Anne's. 6. Chief
Johnson, President of the Ohswekin Plowmen's Association; J. Lockic Wilson, Secretary and Managing Director of the Ontario Plowmen's Association, and R. H. Abraham, snapped in front
of the headquarters' tent at Hamilton. 7. An excellent strike-out made with a tractor plow. 8. Operator H. B. Smith and the machines with which he won the manufacturers' contest at St.
Annes—Cletrac and 3-bottom Oliver. 9. James Paye, of Niagara-on-the-Lake, winner \n the open class at Hamilton. His plowing does not show up in the picture as it was badly tramped by
enthusiastic spectators.
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Tractors Perform at Macdonald College
10,000 Enthusiasts Watch the Tractor Plow

the "Stubborn Glebe"
HE second annual plowing match
and farm machinery demon-
stration held under the auspices
of the Eastern Ontario and Wes-
tern Quebec Plowmen's Associ-
ation at Macdonald College
Farm, St. Anne de Bellevue,

Que., Oct. 12-14, was, from
every standpoint, an unqual-
ified sucess. The site chosen
for the match, from the point

of beauty was ideal, and the condition of the
soil as a whole was conducive to good plowing.

For the first two days the demonstration was
graced by midsummer weather, and in spite of the
fact that it broke on the final day and considerable
rain fell the attendance was good. The officials es-
timated that between 8,000 and 10,000 people at-
tended.

Farmers and dealers in power farming apparatus
formed the bulk of the attendance.

The pleasant weather conditions prevailing during
the first two days brought out a considerable number
of the ladies who appeared to take as much interest
in the demonstrations as the men.
Two notable features of the demonstration this

year were the competition for tractor manufacturers
and the large display of tractors on belt work. The
latter feature was a welcome sign that the manufac-
tures realise the farmer is sold on the tractor as a
plowing utility, and appreciate the fact that both
the dealer and farmer require to be shown the trac-
tor is equally efficient on belt work, and can be used
365 days in the year.

'pHE Fordson power farming exhibit was a com-
prehensive affair and altogether worthy of praise.

It showed the tractor hitched up to every conceivable
kind of machinery used on the farm; and not only
that, it showed these machines being operated and
actually doing the work. This exhibit attracted
huge crowds each day. It was evident that the
farmer is very much interested in this phase of trac-
tor operation. He got his eyes filled. He saw and
critically inspected tractors operating a
pump giving a 3-inch flow, a circular saw

|

cutting logs, a threshing machine threshing
grain, an ensilage cutter and silo filler, etc.,

etc. In connection with this display farm
trucks were used for hauling corn to the
silo filler. After it was cut and blown
through the silo filler it was loaded on to
a truck and hauled to the College Farm
barns to be used for feed. Thus the circle
of power farming was completed.
The advantage of such a demonstration

to the whole industry cannot be overestim-
ated. Manufacturers, dealers and farmers
were brought together, not for a talk, but
to show and to be shown. And it is this show-
ing that is going to put power farming on
the map.

The manufacturers represented included
the following:

T. E. Bissell and Co., Ltd., Elora, Ont.—Disk har-
row tractor hitches.

The Cleveland Tractor Company, of Canada, Ltd.,
Windsor, Ont.—Cletrac tractors.

The Canadian Fairbanks-Morse Co., Ltd., Mont-
real branch—Wallis tractors, farm lighting plants,
water systems and gas engines.

Ford Motor Company, of Canada, Ltd., 119-139
Laurier Ave. E., Montreal, Que.—Fordson tractors,
Ford trucks and automobiles.

The Land Drainage Excavator Co., Ltd., 45 Chan-
cery Lane, London, England—Revolt Drain-Excavator.
The Goodyear Tire and Rubber Company, of Can-

ada, Limited—Klingtite belts.

The Moody and Sons Co., Terrebonne, Que.—
Threshing machines.

Chase Tractors Corporation, Limited, Tbronto

—

Tractors.

Cockshutt Plow Co., Limited, Brantford, Ont.—
Tractor plows.

The De Laval Co., Limited, Montreal branch-
Cream separators and milking machines.
The Renfrew Machinery Co., Limited, Montreal

branch—Tractors, engines and scales.

The Macartney Milking Machine Co.—Milking ma-
chines.

Imperial Oil Co., Limited, Montreal branch—Gas-
oline and oils.

Sawyer-Massey, Hamilton, Ont'.—Tractors.
Shinn Mfg. Co., Guelph, Ont.—Lightning rods.
Perfection Stove Co., of Canada, Limited.—Stoves.

'JpHE first day of the plowing match was merely
setting up day for the tractor and machinery

firms. The second day, Wednesday, saw the real
work begun. The most important feature of this
day was the competition for tractor manufacturers.
This is the first time that such a competition has
been staged in Canada. Professor W. H. Day, form-
erly of the O.A.C., and now with the Shinn Mfg. Co.,
field manager for the tractor competitions, prepared
the tests. The contestants were rated on oil used,
fuel consumption, speed and quality of work. Thirty
points were allowed for fuel consumption; thirty for

time, depth and evenness of furrow, and forty points
for quality of work. The tractors participating in

this contest were Cletrac, Fordson, Happy Farmer
and Chase.

It is unfortunate there were not more entered for
this class. Some tractor concerns from time to time
have expressed their reluctance to participate in
such competitions and demonstrations. It is diffi-

cult to determine just why they adopt this attitude.
No doubt they have some good reasons for staying
out but the dealer, farmer and interested spectator
could give a dozen excellent reasons why they should
come in and help to proclaim the gospel of power
farming.

In a competition of this kind there are several
things to be taken into consideration, and one cannot
jump too quickly to conclusions. We have all seen
an automobile, which everyone concedes is a first-
class machine, fall down at some time much below
its own ability. We all know that tires blow out,
radiators leak, etc., etc. Accidents can also happen
to tractors which will temporarily impair their effi-

ciency. And perhaps such an accident may not oc-
cur again for months, if ever. So it is not wise to
conclude that a tractor which happens to win to-day
is superior to the other contestants. We don't wish
to detract anything from the credit of the winner of
this particular competition, we merely point out that
luck enters very largely into a contest where com-
bustion engines are concerned and the loser to-day
may be the winner to-morrow. However in spite of
that, we think such competition between manufactur-
ers is a healthy sign and can only result in renewed
interest in tractor design, manufacture and operation.

The manufacturers' contest lasted from 9 to 11.30
a.m. Three official observers followed each machine,
checking up on depth of plowing, etc. The farmers
followed the contest very closely and only the strict
policing of the course by the officials kept them from
following the machines down the length of the field.

When the results were given out it was found that
the Cletrac, with a 3 bottom Oliver Plow, operated
by H. B. Smith, demonstration agent, scored 90 points,
the Fordson, with a 2 bottom Oliver, 82, Happy

_ Farmer, with a 3 bottom Cockshutt, 76, and
a Chase, with a 3 bottom Cockshutt, 65.

The score card read as follows:

Area, depth
Exhibitors Quality and time Fuel Total

Possible score . . 40 30 30 100
1. Cletrac 30 30 30 90
2. Fordson 35 27 20 82

3. Happy Farmer 27 27 22 76

4. Chase 28 21 16 65

Revolt Drain Excavator, an English machine, performing at Macdonald College.

While this competition was on farmers
with horse drawn plovvs were busy in an-
other field.

The plowing, all round, according to ex-

perts, was of a very high order. The trac-

tor plowing, particularly, showed consider-

able advancement over previous demonstra-
tions.
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/~\N Wednesday afternoon tractor demonstrations
were staged; plowing, disking and harrowing

being carried on at a lively pace. Tractors were to
be seen everywhere, on the roads, moving from field
to field and even demonstrating their ability for
trucking purposes.

On Thursday, October 14, starting at 9 a.m., farm-
ers' tractor contest took place. This class was plow-
ing in sod and open to bona fide farmers or farmers'
helpers only. They could either operate their own
or a borrowed machine. Farmers, or others, who
had at any time operated a tractor for a manufactur-
ing company at any public demonstration or com-
petition were barred from this class. The tractors
entered for this class comprised nearly all of the dif-
ferent makes used in Eastern Canada. It was unfor-
tunate that the weather broke and several heavy
showers of rain came down while the tractor and high-
cutting plows were in operation. However, al-
though their skins were wet, the contestants' enthu-
siasm was not dampened. The work done by all the
competitors was exceptionally good and showed that
the farmers were as capable of doing a first-class job
and of operating their tractors as the companies'
demonstrators. The winner in this class was Wm.
Scott, of Macdonald College Farm, with R. B. Ness,
of Howick, a close second. Both men used Fordsons
and handled their tractors and plows skilfully. The
crown both men set up was very good, and the finish
and straightness of their furrow would take some
beating.

QN the evening of October 14 a banquet was held in
Macdonald College when several speeches were

made and the prizes were awarded to the successful
competitors. Dr. Harrison, President of Macdonald
College, gave a short address of welcome after which
the chair was taken by John Hay, M.P.P., of Lachute,
President of the Eastern Ontario and Western Que-
bec Plowmen's Association. Speeches were made by
Dr. Grisdale, of Ottawa, Dr. Grenier, Deputy Minister
of Agriculture for Quebec, and W. B. Roadhouse
who brought greetings from Ontario. Professor
Barton, of Macdonald College, distributed the prizes.

L. C. McOuat, Secretary of the Plowmen's Associa-

tion, deserves the highest praise for the manner in

which he, and the executives he had gathered around
him, conducted the match. Everything possible was
done for the comfort and convenience of competitors
and visitors. There was no confusion anywhere and
everything went off as scheduled.

One of the busiest places and to some of us one of

the. most important was the refreshment tent where
one could get a good "square" for 75 cents. Be-
sides getting the "square" a good scratch was thrown
in as there were thousands of flies which resented

very much being disturbed from g3rging themselves
on hamburg steak.

The farmer these days in place of hitching up old

"Dobbin" to the democrat and driving the family to

the plowing match as in years gone by, comes in his

motor car. As the cars arrived on the grounds an
official directed the motorists where to park. Hun-
dreds of cars were to be seen parked side by side in

a field adjacent to the demonstration grounds. This
official also directed the traffic to and from the

grounds without a hitch. The majority of the visit-

ing dealers and farmers were from Quebec, although
a fair representation from Ontario attended.

As a business-getter the demonstration was a big-

success. Every exhibitor spoken to expressed sat-

isfaction at the interest shown, the amount of sales

made and the long count of prospects listed. One
of the tractor exhibitors said that every tractor

shown in their exhibit had been sold, either to a farm-
er or to a dealer.

An interesting exhibit was the Revolt drain-exca-

vator displayed by an English concern. This ma-
chine created quite a sensation at Darlington, Eng-
land, last year. It is made by the Land Drainage
Excavator Co., Ltd., of London. This company have
just brought their machine into Canada and intend

to dispose of the manufacturing and selling rights to

a Canadian or American concern. The machine can
be either tractor or horse-drawn and will dig a ditch

several feet in short notice.

npWO very noticeable features of the plowing

matqh were the absence of quacks and fakirs and
the manner in which the oflScials controlled the crowd.

yet keeping everybody in good humor. In the case

of both tractor and horse plowing nobody, except the

authorized officials, was allowed to follow the plow-
men or walk on the plowed furrows. It was no cinch

of a job at first to get the crowd to stay at the

scratch mark but in a very short time everybody
saw the justice of the restrictions and the work of

the officials became easier. These arrangements
made it easier for competitors and gave them a chance

to perform their best work. The officers and direct-

ors of the Eastern Ontario and Western Quebec Plow-

men's Association are as follows:

Hon. President.—Hon. J. E. Caron, Minister of

Agriculture, Quebec.

Hon. Vice-Presidents.—Dr. J. A. Grenier, Deputy

Minister of Agriculture, Quebec; Dr. F. C. Harrison,

Principal of Macdonald College, Quebec; Prof. E. S.

Archibald, Director, Experimental Farms, Ottawa
;

J. S. A. Ashby, Lachine, Que.; Hon. N. Garncau,

Quebec.

President.—John Hay, M.P.P., Lachute, Que.

First vice-president.—J. Lafontaine, Berthier, Que.

Second vice-president.—J. P. Brady, Bassin du

Lievre.

Third vice-president.—0. D. Casselman, ^I. P..

Chesterville, Ont.

Directors.—J. E. Arnold, Grenville, Que.; Robert

Todd, St. Andrews East, Que; W. L. Chauvin, An-

gers, Que.; E. N. Blondin, Huntingdon, Que.; J. W.
Logan, Howick, Que.; A. T. Charron, St. Hyacinthe,

Que.; J. A. McClary, Lennoxville, Que.; A. Dawes,

Lachine, Que.; H. L. Tarte, "La Patrie," Montreal ;

Dcnat Raymond, Montreal; W. R. Beach, Cowans-

ville. Que.; J. N. Ponton, Montreal; Prof. R. Sum-

merby, Macdonald College, Que.

Special directors.—R. B. Faith, Ottawa; F. C.

Nunnick, Ottawa; T. A. Poole, Perth, Ont.; J. W. Nel-

son, Ottawa; A. A. McClennan, Lancaster, Ont.; A. F.

Hunter, Vankleek Hill, Ont.; B. Rothwell, Ottawa.

Managing Director.—Prof. H. Barton, Macdonald

College, Que.

Treasurer.—E. A. Lods, Macdonald College, Que.

Secretary.—L. C. McOuat, Macdonald College, Que.

Hamilton Plowing Match Attracts Crowd
The International Tractor Demonstration Indicates that Canadian Farmers are

Enthusiastic in Their Interest in Power Farming-

tiTTTE drew together these tractors and plow-W "^^^ order to acquaint farmers gener-
ally with the working efficiency of the

various machines. We have many fine tractors
Jind good plows on the market. Too often the
farmer is humbugged by an agent who magnifies some
minor point concerning which his firm has little

knowledge of his sales methods. In order to place
farmers on a basis of discussing intelligently and
seeing accurately how real things are done, we call
out to the various manufacturers to enter the lists.

I am well pleased with the Hamilton match. It is

the best we have had."

Thus does J. Lockie Wilson, secretary and manag-
ing director of the international plowing match,
tractor and farm machinery demonstration held at
Hamilton, October 20 to 22, sum up his opinion of
the usefulness of such demonstrations as an educa-
tional medium for dealers and farmers, and as an
opportunity for manufacturers to demonstrate their
machines before their dealers and potential custom-
ers.

Ideal autumn weather favored the match, which
was held at the Ontario Hospital Farm, on the
Mountain. This year's match, in the opinion of Mr.
Wilson, has been the most successful, from every
standpoint, ever held in the eight years of the On-
tario Plowmen's Association's history under whose
iiuspices it was held.

Practically every make of tractor sold in Eastern
Canada was represented on the grounds. Their
chugging was heard everywhere dominating all

other sounds. As the Ontario Plowmen's Associa-
tion in Western and Central Ontario is older and
better established than its sister organization in

Eastern Ontario and Western Quebec it was in a

better position to stage a large demonstration. It

was certainly a match of gigantic proportions, and
dealers and farmers from all over Ontario flocked to

it in thousands. Like the Quebec match dealers

and farmers formed the bulk of the attendance.

Interest in Power Farming

The power farming display was even larger than
the fine one staged at Macdonald College, and was,
if possible, more realistic of actual farming condi-

tions. It was a great feature and a big dravdng
card. Hundreds of dealers and farmers and farmers"
wives hovered around the various exhibits, and were
loud in their expression of appreciation of the man-
ufacturers' efforts to speed up farming operations

and make the farm house a pleasanter place to live

in. The exhibits covered all labor saving machinery
and equipment used on the farm and in the home.
The following is a list of exhibitors at the Hamil-

ton demonstration:

Cockshutt Plow Co., Limited, Brantford, Ont.

—

Tractor plows.

The Canadian Fairbanks-Morse Co., Ltd., Toronto.

—Tractors, electric plants, water systems and gas
engines.

The Cleveland Tractor Company, of Canada, Ltd.,

Windsor, Ont.—Cletrac tractors.

Chase Tractors Corporation, Limited, Toronto.

—

Tractors.

Beaver Motor Truck Corporation Limited, Ham-
ilton, Ont.—Beaver trucks.

Union Petroleum Co.—Gasoline and oils.

Frost Fence Co., Hamilton, Ont.—Steel fences and
gates.

Reo Sales Co., Hamilton, Ont.—Reo trucks.

Imperial Oil Co.—Gasoline and oils.

Canadian Oil Co.—Gasoline and oils.

Delco Light.—Electric lighting plants.

The John Deere Manufacturing Co., Limited, Wel-
land, Ont.—Kerosene engines and tractor machin-
ery.

The Samson Tractor Company, of Canada, Limit-
ed.—Tractors.

Sawyer-Massey, Hamilton, Ont.—Tractors.

Canadian Potato Machinery Co., Limited, Gait,

Ont.—Potato diggers.

Nicholson Lumber Co., Burlington, Ont.—Silos.

Dundas Garage and Sales Co., Dundas, Ont.—Mo-
line tractor.

Foamite Firefoam Co., New York.—Fire ex-
tinguishing apparatus.

A. Hemme, Sons and Co., Limited, Elmira, Ont.

—

Weed destroying and root seeders.

Canadian Aspinwall Co., Guelph, Ont.—Potato
diggers.

Dominion Steel Products Co., Limited, Brantford,
Ont.-—Dominion Light.

Willatt, Brantford, Ont.—Patent silo roofing.

The Robert Bell Engine and Thresher Co.—Wat-
erloo Boy tractors.

Burlington Steel Products Co.—Steel fence posts.

Monarch Tractors Co., Brantford, Ont.—Monarch
tractors.

The Renfrew Machinery Co., Renfrew, Ont.

—

Tractors, engines and scales.

Goodison Thresher Co., Samia.—Hart-Parr trac-

tors.

Ford Motor Company, of Canada, Ltd.—Fordson
tractors, trucks and automobiles.
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Tractors as Seen at St. Anne and Hamilton

St Annr/e BeneTe 5 T^^ ForZn filii M„ T M 'r^"'^^ * "'"^r- 3- This shows the extent of the Fordson power farming display. 4. The crown that the Cletrac set up at

fionf to the Hart-Pa^r „„J.tnr s 2
at Macdonald College-not much wrong with that. 6. A Massey-HarrU tractor plowing with a 3-botton. Massey-Harris plow. 7. Giving some instruc-iiong to tne Hart-Parr operator. 8. A Sawyer-Massey. with a 3-bottom Cockshutt, starting another furrow. 9. A Waterloo Boy with a John Deere plow posing for M.T.I
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Clark Young, of Milliken. Ont.

Alderson Bros.. Hamilton, Ont.—Gray-Doit cars.

National Steel Car Co., Hamilton, Ont.—National
motor trucks.

Massey-Hari:is—Tractors and tractor plows.
T. E. Bissell and Co., Limited, Elora, Ont.—Disk

harrow tractor hitches.

The Land Drainage Excavator Co., Limited, 45
Chancery Lane, London, England.—Revolt drain-
excavator.

The first day, Oct. 20, was given

up entirely to tractor demonstra-
tions. As a rule the opening day
of an event such as this i=; merely
setting up day. But the fwniers
and dealers and interested specta-
tors from Ontario decided to see VrH
thing right, and started in good and
early to enjoy themselves.

That they thoroughly enjoyed
themselves was evident on every
hand. One spectator was heard to
say on the second day: "I got here
right early yesterday and followed
these tractors all over the fields

and I intend to stay all day today
and come again to-morrow." Owing
to the long spell of dry weather the
-oil wrs dry and hard; but, notwith-
standing, some very fine work was
performed.

The second day saw the horse-
drawn plows in action. ' There were
classes in both sod and stubble and
for both plain and high cutting
plows. A special feature of the
match was the large entry of the In-
dians of Ontario reserves. Several
classes were for Indians only and they were as keenly
contested as any on the field.. Chief Johnson, pre-
sident of the Ohswekin Plowmen's Association, was
present in his chief's full regalia, lending a pictur-
esque touch to the scene.

The tractors were also busy on this day, plowing
and disking and performing on belt work. In the
power farming display a tractor was to be seen op-
erating a silo filler, filling a real silo. And, as in
the case at Macdonald College, real corn was cut and
filled into the silo. The versatility of the tractor
was emphasized very clearly. One could have spent
the best part of a day watching the tractor in its var-
ious operations, and seeing something new all the
time.

That the farmers have caught the vision of power
farming goes without saying. Such demonstratiojis
as those held at Macdonald College and Hamilton
have helped to open the farmer's eyes so that he can
catch the vision. The task of the tractor dealer is

getting easier all the time. The missionary work has
been done. It is now up to the dealer to see that
the vision materializes.

The Tractor Contests

Two tractor contests were staged on the final day.
One was between farmers and the other was a free-
for-all, open both to manufacturers and farmers.
Both drew a large number of entries, one 18 and the
other 19. More than a dozen different makes of
tractors were represented and entries were received
from all parts of Ontario, Quebec and even from
New York State.

In the open class, which developed practically into
a manufacturers' class, the following tractors were
being operated: Samson, Titan, Waterloo Boy, Mas-
sey-Harrisy Cletrac, Fordson, Wallis, Avery, Hart-
Parr, Monarch and Happy Farmer. There was no
contest where the judging was based on fuel con-
sumption, oil used, speed, depth of furrow and quality
of work as at Macdonald College. The results were
as follows:

1. Clark Young, Milliken, with a Fordson and a
Cockshutt plow.

2. Bert Kennedy, Agincourt, with a Fordson and
a Cockshutt plow.

3. J. W. Kennedy, Agincourt, with a Fordson
'drawing a Cockshutt plow.

The farmers' tractor class was very keenly con-
tested! There was an unfortunate misunderstanding
by the judges which prevented many of the contes-
tants finishing in time. However the work performed
was of a high order and speaks well for the future
of power farming in Canada. The winners in this
class were as follows:

1. L. A. Kennedy, Agincourt, with a Fordson.
2, B. Brown, Ryckman's Corners, with a Cletrac.

3. .Jacob Lewis (Indian), Wilsonville, with a Sth
Foi-uson. loth
The judges of the tractor events were Frank Weir, 11th

Agincourt; Norman Malcolm, Malton; William Hos- 12th
trauser, Malton; and William Elliott, Gait. 13th
Owing to the soil being extremely dry and hard Tractors-

the spectators who eagerly watched the tractors at

work were obliged to do so in a cloud of dust. But
what is a little dust to an enthusiast ? It is estim-

—W. H. Patterson.

—Wm. Doherty.
—G. B. Little.

—T. A. Patterson.

—Wm. Doherty.
-D. D. Gray, A. E. Wilson, J. Lockie

in action at Hamilton. He won the open tractor plowing: event with
Fordson and two-bottom Cockshutt.

ated that fifty tractors in all were on the grounds tak-
ing part in the contests and demonstration.

People flocked to the match in thousands. Some
came on foot, some, in automobiles and some in

trucks and buggies. Over one thousand automo-
biles parked in an adjoining field were counted at
one time. Attendance at the match each day av-
eraged about 16,000. Among the many prominent
public men and agriculturists in attendance were:
Hon. F. C. Biggs, T. J. Stewart, M.P., W. A. Crock-
ett, M.L.A., Frederick G. Sandy, M.L.A., (Vic-

toria), and W. B. Roadhou.^e, Deputy Minister of
Agriculture.

The officers of the Ontario Plowmen's Association
in charge of the big show, are as follows:

President—A. E. Wilson.

First Vice-President—D. D. Gray.

Second Vice-President—A. B. Rose.
Treasurer—F. P. Johnston, Toronto.

Secretary and Managing Director—J. Lockie Wil-
son, Parliament Buildings, Toronto.

Directors in charge of various classes:

1st Class—W. C. Barrie.

2nd
3rd

4th

5th

6th

7th

8th

—Frank Weir.

—A. B. Rose.

—Cameron Walkington.
—Fred Ough.
—J. H. Hilborn.
—-R. H. Abraham.
—Jas. McLean.

Wilson and W. S. MacFarlane.
Local Committee at Hamilton—Lieut.-Col. F. P.

Healey, Secretary of Hamilton Board of Trade; J.

A. Mcintosh; Reeve T. J. Mahony,
Saltfleet; Warden J. E. Peart and
W. G. Marritt, agricultural repre-
sentative.

The demonstration was a very
successful undertaking and reflects

the utmost credit on the officials for
their careful and efficient manage-
ment. Meals were provided on the
grounds at reasonable rates by the
ladies of different associations in

and around Hamilton. Perhaps one
of the best indications of the show's
success is found in the favorable
comment of the exhibitors. All
agreed, as a business getter, it was
the best ever. We even heard of
two men from as far away as Porto
Rico who were on the grounds
checking up the different exhibits
and making numerous enquiries.

Considerable interest was shown
by dealers and farmers in the farm
lighting exhibits. There were three
exhibitors of farm electric plants
and each drew its quota of enquir-
ers from the big crowd. Opinion
was evenly divided as to whether

the dealei- or the farmer had the greatest interest
in the exhibits. One thing is sure the dealers who
were present will go back to their territories with
the determination to cash in on the interest created
in power farming by the two splendid demonstra-
tions just staged. The farmer too will be easier
to sell because of what he saw.
The demonstration was brought to a close by a

banquet held at the Royal Connaught Hotel under
the auspices of the Hamilton Board of Trade. Reeve
T. J. Mahoney, of Saltfleet, acted as chairman. Two
members of the Ontario Cabinet—^Hon. F. C. Nixon
and Hon. F. C. Biggs—were present and delivered
short addresses. The City of Hamilton was repre-
sented by Major Booker. The prediction that pow-
er farming was very soon going to revolutionize ag-
riculture in Ontario was made by Hon. F. C. Nixon,
Provincial Treasurer. He thought it reasonable
that the Government .should give the association a

gran^ and remarked that the late Government had
promised to take the matter into its consideration.

Hon. F. C. Biggs spoke on good roads to develop
Ontario's vast acreage. To his mind the transporta-
tion problem In Ontario had become so serious that

a network of good roads over the entire part of the
Province offered the only solution. "We appre-
ciate," he concluded, "that the farmer needs a sys-

tem of good roads that will ensure rapid delivery

of his products to market. I may say we are
.-^striving to give all interests in Ontario better

roads."

A view of some of the cars parked on the grounds at the Hospita! Farm.
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In some future issues

M. T. I. is planning to

publish some special

articles dealing with all

phases of tire repair-

ing. Tire repairing is

a highly profitable

business for the man
who is fully qualified

and equipped, and em-

ploys expert workmen.

The present article de-

scribes briefly the op-

portunities in this busi-

ness and gives some

general information on

the construction and re-

pairing of tires.

Details in Tire Repairing

REGARDLESS of the original cost, a tire, to
the average automobile owner, is an expen-
sive proposition. Present tire prices have

probably not increased in proportion to the prices
on other articles—nevertheless, the outlay re-
quired for new casings and tubes is sufficient to
make it an object for the owner to have them re-
paired again and again until the last possible mile
has been secured.

Everyone who has had experience in tire repair
work admits that there are great chances for profit
in it. Many repairmen are getting these profits;
others are postponing their start because they have
the impression that tire repairing is a mysterious,
difficult art to learn, or that the necessary equip-
ment is exceedingly expensive. The customers are
coming to the front door every day. It is hardly
necessary to ask them for their tire repair work.
The overhead in an established garage amounts to
very little more for the vulcanizing plant. Any or-
dinary workman can, with practice, learn to do the
work and make more profit in the time he spends
at it than he could in many other lines that are
generally considered indispensable in the well-re-
gulated garage. This article is written with the
idea that it will be helpful both to the garageman
who has never undertaken tire repairing and the
repairman who wants to improve the class of his
-work.

All tire repairing is based upon the property
which uncured rubber has of welding itself to cured
rubber when the two are held together under pres-
sure while the correct degree of heat is applied.
The process is very similar to the welding of metals.

In repairing tubes, then, we literally weld a piece
of new rubber into a hole or cut and thereby make
a repair that is permanent, as distinguished from
patches which are stuck on by means of cement.
The apparatus used for tube repairing is simply a
flat plate, heated to the proper temperature by steam
or electricity. The source of heat has nothing at
all to do with the process of vulcanizing, but it is
vitally important that the correct temperature be
maintained, either by watching and regulating the
heat, or in the better class of vulcanizers, by means
of automatic control. A safe vulcanizing temper-
ature is 265 degrees F. Higher temperatures vul-
canize more quickly, but there is danger of injuring
a tube if it is accidentally left on the vulcanizer
too long. 265 F. is about the temperature of steam
at 40 pounds, and when a steam vulcanizer is used,
the operator generally ascertains the temperature
hy reading the steam pressure which the gauge in-
dicates.

By F. H. SWEET

Moisture is absolutely detrimental to a re-
pair, and there is no such thing as "moist
heat," as the heat from a steam vulcanizer
IS sometimes called by repairmen who think that be-
cause a vulcanizing plate has steam behind it, the kind
of heat IS different than if it were produced by elec-
tricity, for instance.

Too high a temperature will overcure or burn a
tube regardless of whether there is steam in con-
nection with the vulcanizer or not. The correct
temperature will vulcanize perfectly regardless of
the heating medium that is used. In vulcanizing
tubes, the repair is prepared in one of the ways de-
scribed later. A piece of wax paper is laid over
the repair and the repair placed on the flat tube
P ate. The waxed paper is merely to keep the
sticky new rubber from adhering to the hot vulcan-
i:^er. A block of wood of suitable size is next
placed over the tube and a clamp applied so as to
give a good firm pressure. The tube is left on the
vulcanizer for a length of time dependent on the size
and thickness of the repair, and when removed and
cooled, it ready for use. If repairs are properly
prepared, there is no danger of the tube sticking
together on the inside, because the inside of the
tube is covered with bloom, or free sulphur, that will
iKit incorporate into the repair.

JN the case of very large repairs, it is easy to avoid
even the possibility of such trouble by placino-

a piece of paper inside of the tube to prevent the
repair from touching the opposite side. The pape-
can do no harm if left inside. Clean the tube
thoroughly with clean high test gasoline and coarse
sandpaper, or a rasp, for at least an inch all around
the puncture; then wipe off the dust with a cloth
or waste moistened with gasoline. The success of
all repairs is largely dependent on cleanliness" Com-
mercial gasoline, as sold to-day, is likely to contain
more or less oil, and, consequently, may even hinder
a repair from sticking as it ought to. If gasolire
that is clean and free from grease cannot be obtain-
ed do the cleaning with sandpaper and let it go at that.

If gasoline is used, let it evaporate and then apply
vulcanizing cement to the edges of the hole and
spread a thin layer around the hole to cover a space
as large as a silver dollar. When this has dried
for a few minutes, apply a second coat of cement
over the first and let it dry thoroughly.

If the hole is only a very small one, push a
little piece of raw rubber into it and then lake an-
other piece as large as a quarter and place it over
the puncture. Cover with wax paper and put on the
vulcanizer for l.'S minutes at a temperature of 26.5
degrees F.

Trim the ragged edges of the rubber with shears
5.0 as to leave a slit in the tube about a quarter of
an inch wide. Wash and clean the tube inside and
out for an inch or more around the cut, using clean
gasoline. Roughen the cleaned surface with a rasp.
Coat with two layers of cement, allowing each to
dry separately.

Insert into the hole an inside patch of one-side
cured rubber by folding and setting in place with
pliers. The uncured side of the patch comes next
to the hole m the tube, and the cured side prevents
the repair from adhering to the opposite side of the
tube. Next fill the cavity with strips of raw rub-
ber, pressing each down firmly so that the edges
of the raw rubber are stuck to the edges of the tube
all the way round. Finally roll the repair length-
wise and crosswise with a stitcher, which is a small
toothed wheel that is made to insure all of the re-
pair being firmly united to the tube.
There is practically no limit either in length or

area to the size of repair that can be made by
this method and the finished repair will be
as strong as the rest of the tube.. If the re-

pair happens to extend partly around the tube, it is
prepared all at once, although the vulcanizing pro-
cess may require two or three settings in order to get
all of the repair into contact with the vulcanizer.

'JpHE only way to figure whether or not a tire is
full value fof the money is to consider the num-

ber of miles it will run and give good service For
this reason it is obvious that it does not pay to buy
a tire recommended only by its cheapness, because
It is natural that with the current prices of the best
tire fabric that a certain limit is placed upon the
manufacturer by the high cost of his materials. The
tire in most common use to-day is the fabric tire
which has a canvas of 17 1-4-ounce duck, close wov-
en; but this construction is gradually being replaced
by the cord type, which has several advantages. As
a matter of fact, although the cord tires are more
expensive, the increased mileage gained by the use
of cord tires must be considered in their purchase.
Full value for the money is given in the well known
makes of tires, whether fabric or cord types are
purchased. Where value is not given, however, is
in the tires which are made up of shoddy material
for fabric and have too large a percentage of re-
claimed or scrap rubber.
The very best quality of rubber must be used for

tires. You can easily find this out for yourself
by getting quotations of the scrap buyers on the
scrap from different sources. The scrap from the
rubber tire is always valued much higher than other
scrap rubber. Hcwever, the scrap from a tire would
not be suitable to make the next set of rubber tires.
That is, each time the rubber is cured it goes down
grarle until finally it ends in such condition as the
rubber used for overshoes. This rubber has not the
toughness or elasticity required for tire us?, and
would soon wear away under the hard stresses im-
posed upon it by travelling over the roads. Not
only does the rubber wear away quickly on the tire
which is built particularly for cheapness, and the
fabric go to pieces because it has not the strength
of the high quality product required, but the tires
themselves, through their highe;- roiling resistance,
use the power of the engine. In other words, with
good tires you get more miles to the gallon of gas-
oline than you do with poor tires. This last has
been proven over and over again. The reason for
the loss in power is due to the internal friction in
the tire. This causes some of the energy to be
wasted in the form of heat, and naturally the heat
itself does not do anything to prolong the life of
the tire.

A tire which has not been as carefully made as it

might be has more internal friction, due to the lack
of cohesion between the various layers of fabric,
•:-hd, furthermore, there is less give to the rubber
and less ability to stand flexure without weakening.

'pHE tire comprises two definite parts, the rubber
tread and the canvas base or carcass!- It is the

canvas base that does the actual work" of the tire,

the tread being used merely to protect the carcass
from water, bruises and cuts. This means fh^t it

is vitally necessary to keep the tread always intact.

Cuts must be plugged and vulcanized as soon as they
are noticed. Of course, in time, even with the
best care, the rubber tread wears down and the
canvas is exposed ' and inevitably the complete
wrecking of the tire follows. Retreading is effective

Continued on page 40
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The Tractor Demonstrations

THE two tractor and farm machinery demonstra-

tions just held at Macdonald College, St. Anne

de Bellevue, Quebec, and at the Hospital Farm,

Hamilton, Ontario, were notable successes. At both

shows there were new features which make them

unique in the history of such demonstrations in Can-

ada. We refer to the large display of machinery

operated by the tractor on the belt and the contest

at Macdonald College for tractor manufacturers and

the open class at Hamilton.

The farmer is sold long ago on the tractor as a

plowing utility, and, judging by his work in the trac-

tor contests, has mastered the art of operation and

can plow a furrow which any man may be proud of.

He hasn't yet quite grasped the scope of the tractor

on belt work and all such demonstrations as wer'.>

staged at these shows are to be welcomed and given

the "come again" for they will surely establish the

tractor as a universal utility.

The dealer who sells tractors can also do his part

in this particular field. He can stage his own de-

monstration to his own prospects at their own doors

and at the proper time. Many tractor dealers a-e

demonstrating and increasing their sales thereby.

In the winter when the dealer is not so busy and when

the farmer has more time on his hands a tractor

demonstration could be staged at very little expense

by using a farmer's tractor for cutting wood, clear-

ing brush and all kinds of belt work. The fanner

has these "chores" to do anyway and it couid easily

be arranged to have a number of the farmers of the

surrounding district present to view the demon-

stration.

Many dealers are cashing in on such demonstrations.

Why not you?

Business As Usual

SOME people to-day are crying panic! Some people

are always crying panic. Some people love a

panic.

Casting our eyes over the business and industrial

world to-day there would seem to be some justifica-

tion for the attitude of the calamity howlers. Prices

are coming down and because of that fact the buying

public is holding off. Everybody is looking for fur-

ther reductions and prophesying lower and still lower

prices, hence the slowing up all round in buying.

The automobile business is slack to-day. Nobody

'lenys it. Nobody wants to deny it. Admitted

the public is not buying cars, what are we going to

do about it? Are we going to sit back and say

what's the use, or are we going to work out plans

to overcome the difficulty? The first thing that will

relieve the situation will be to get prices stabilized.

The manufacturers could do a lot to clear the air if

they would make a definite statement about prices

and give guarantees. The dealer could help a lot

by getting in touch with the manufacturers with a

view to ascertaining probable cuts and getting guar-

antees. The need for transportation is as urgent as

ever. People need cars; must have cars and cannot

hold off for ever. A vigorous selling campaign

coupled with judicious advertising and an emphatic

statement about prices would go a long way to re-

lieve the situation.

KEEP GOING!
"Motor World.'

Let's all stand up, throw out our chests and shout

r.usiness as Usual!

There is no panic! We are not going to have a

panic! The automotive business is again on the

move and by the turn of the new year will be boom-
ing again.

Start selling!

Keep advertising! And lo, we are over the top.

Motor Trucks and Country Bridges
TN view of the rapid increase in motor truck trans-

portation in rural districts it is high time that

the authorities looked into the question of the

strength of the smaller- country bridges and their

ability to stand up under the increasing stresses to

which they are being subjected by the weight and

speed of motor truck traffic. Motor truck dealers

should bring this very important matter to the no-

tice of their loc.-^il authorities to see if something can-

not be done. Speaking in this connection the

Scientific .\merican says:

The benefits which have been conferred upon out-

lying farming communities by the rapid spread of

the,new system of freight transportation are so ap-

parent, that it is certain, not only that rural motor

truck service has come to stay, but that it will be

enormously extended. Not only will the total freight

carried grow rapidly, but there will be an inevitable

increase in the size and speed of the individual

trucks.

The art of road building has progressed to the
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point at which we can construct roadbeds that will

stand up under the most exacting service; but we
question whether the bridge builder has kept pace

with the road builder. It is certain that a careful

survey of country bridges, made by competent

bridge engineers, would discover hundreds of struc-

tures that are being stressed beyond the limits of

safe and conservative practice.

In this connection we wish to draw attention to a

most important element in bridge design, which only

of late years has begun to receive the attention its

importance demands. We refer to the question of

impact. It is only now beginning to be realized

that, even in steel bridges of the first magnitude,

the difference between the stresses due to static as

against dynamic effect may be enormous. A train

moving very slowly across a bridge is one thing

—

the same train rushing across the structure at from

forty to sixty miles an hour is quite another, and

the increase of the stresses due to the hammer blow

of the flying mass may conceivably be from fifty

to one hundred per cent.

Undoubtedly the effects of impact are felt most

severely by the floor system, and proof of this is

seen in the fact that, in the cases where country

bridges have given way, it has generally been the

floor system (floor beams, stringers or planking)

that has failed. Instances of the complete collapse

of the trusses are comparatively rare.

We commend this subject of impact on highway
bridges to the attention of road commissioners as

one which calls for immediate action. Fast freight

motor traffic, we repeat, has come to stay; our high-

ways are equal to the new conditions, but too many
of our highway bridges are not. They can be made
so by a partial rebuilding at a cost that would not

be excessive.

Winter Overhauling
'TpHE harvest practically over and the fall plowing
* almost completed, it is now drawing near the

time for the farmer in nearly every district to with-

draw his tractor from the field and lay it up for

the winter. Now is the time to approach him about

overhauling and to get him to order whatever re-

pair parts he will be requiring when the spring

work begins again. There is a big opportunity

here for the repairman. Why not circularize

your farmers with a view to getting them to over-

haul now instead of waiting until the spring when
the machines should be ready to commence op-

erations ?

Tractors and Implement Prices
TJl/'^THOUT doubt, the present question of future

prices on tractors and agricultural machinery

i; the most perplexing ever confronting these indus-

tries, savs the Chilton Tractor Journal. Were con-

ditions so nearly normal that the only consideration

would be a matter of production costs, the answer
would inevitably and logically be higher prices.

The preponderance of available evidence substaii

tiates this belief. Several companies already have

announced higher prices for 1921. Still others are

guaranteeing their trade against declines. Only

one manufacturer, possibly not affected to the same
extent by general conditions as others in the indus-

try, has announced a lower price.

Judging from present conditions the only possible

opportunity for a price decline is the remote possi-

bility of something improbable happening in a de-

cidedly abnormal business period. And even in

this statement the two most important words arc

"remote" and "improbable."

Undoubtedly, much of the present price discussion

has been precipitated by the action of a number of

automobile manufacturers who have lowered their

prices. There may be some considerations in-

volved in their action which do not bear on the

tractor industry. Motor car prices made a much
greater advance during the war and post-war

periods than did tractors; and many believe that

the automobile market was nearing a point of sat-

uration at prevalent prices.

Neither of these conditions prevails in the tractor

industry. On the other hand, with the nation's

population increasing and shifting to the cities, and

with food imports increasing while food er^ports are

shrinking, the demand for tractors is growing. The

demand for tractors does not depend much upon

price; tractors are sold on a basis of utility and per-

formance.
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Trailers Reduce Truck Costs—Sell Them
Instead of Selling- an Over-size Truck for the Purpose of Accommodatinp-

Extraordinary Loads, the Salesman Should Sell Trailers for
Normal Load Truck

WHEN the truck salesman steps into the of-
fice of a prospective customer he should
immediately ask for an accurate descrip-

tion of the freight to be hauled by the truck which
he wishes to sell. It would be even better for the
salesman to know in advance the answer of this
question because the character, the volume, and the
diversity of the tonnage procurable should govern
the size of the truck, the use of the trailers, and the
amount of freight for return loads. If the salesman
aims to satisfy the requirements of his client he
must sell him a vehicle which will be most adapted
in construction and economical operation to the
transportation of his freight.

In a recent article published in the Motor, Tractor
and Implement Trade Journal, the writer pointed
out that the ability of freight to bear the cost of
transportation by motor truck varies directly with
its value per unit of weight and bulk. Highly val-
uable manufactured goods will usually bear a heavy
truck rate, while light and bulky farm products of
comparatively low value such as hay cannot, as a
rule, be shipped profitably by truck.

To some extent this drawback can be overcome
by varying the size of trucks and by the use of
trailers. Fully loaded trucks of five-tons or seven-
tons capacity can haul more cheaply per ton-mile
than trucks of smaller capacity. It follows, there-
fore, that if it be necessary to haul by truck a
light and bulky product, such as hay, it would pro-
bably be less expensive per ton-mile to use a largo
size truck.

^GAIN, it would be uneconomical for a rural truck
operator to invest in a five-ton truck in order to

be able to haul a maximum load or an abnormal load
such as hay. If his normal load be three tons of
perishable products or groceries he should use a
three-ton truck. He could leave the consumer un-
supplied with hay until its value rose high enough
to qiake it profitable for him to haul hay on hi.s

three-ton truck. This simply means that the sales-
man should not sell a five-ton truck when a three-
ton truck is sufficient to carry the normal load, be-
cause the additional cost of operating the larger
truck must be added to the i-ate which would be
charged if the three tons of freight had been hauled
by a three-ton truck. The higher cost of operat-
ing a larger truck when a small truck would give
as good service will place a truck operator at a dis-
advantage in competition, and this again will react
against the salesman who sold the over-size truck.
When the disappointed operator decides to buy a
new truck he will go elsewhere for advice and equip-
ment.

Instead of selling an over-size truck to a client
for the purpose of accommodating extraordinary
loads, the salesman should sell the truck most adapt-
ed to the normal load. In addition he might sell
his client a trailer which would make it possible to
haul either a maximum load or a bulky load of such
freight as hay. The economy of using a trailer
may be demonstrated by the following illustration:

A five-ton truck will haul ten tons of freight in
two trips, while a two-ton truck will haul the same
amount of freight in five trips. It would be more
economical to use a five-ton truck to do the work.
The saving in driver's wages would alone be signi-
ficant. It matters not whether he drives a two-ton
truck or a five-ton truck, he will be paid the same
wages per hour. Suppose the five-ton truck can
haul ten tons of freight in two hours and the two-
ton truck can haul the same freight in five hours
If the driver is paid 50 cents per hour, the five-ton
truck would save $1..50 in this item of operating ex-
-^ense. Similar economies might be accomplishea
in other items.

Now by attaching a five-ton trailer to the five-ton
truck the ten tons of freight might be hauled in one
trip of one hour's duration. The saving in driver's

By DONALD R. COWAN pense. It will also enable them to haul maximum
loads economically and to compete in the hauling offreight which otherwise could not be profitably
hau ed by the truck, or could be more profitably
hauled by team or railway locomotive. There is alarge field of usefulness for the trailer, but for the
present the dealer has passed it over in his zeal
to sell trucks. A canvass of truck-users for the pur-
pose of inducing them to increase their transporta-
tion facilities by the use of low-priced trailer,
might be a paying proposition, especially at the pre
sent time when large concerns will not make a lar^e
mvestment in trucks because of the uncertain busi
ness conditions. The increased sale of trailers would
certainly help the truck dealer to meet his overhead
expenses as long as the present depression continues
in his business.

The Descent.

—Lecocq in the Portland (Ore.) "Telegram.'

wages by using the truck with trailer attached
would amount to 50 cents. Other items in the cost

of truck transportation might also be reduced by
the greater use of the trailer.

'T^HE limiting factors, of course, are the pavement
and grades of the roads and the tonnage pro-

curable for carriage in both directions. The pave-
ment of a road is more likely to bear a truck and
trailer than a truck of their tptal capacity. This
is because the load is spread over a greater area

of pavement, and the trailer exerts no tractive effort

cn the road. A steep grade on the road is a very
serious hindrance to the use of trailers, but, ^^rdin-

arily, a good truck has sufficient power to haul its

own load and a trailer of equal capacity on a well

paved moderately graded road.

The gi'eater use of trailers will enable those en-

gaged in motor express to increase their loading
capacity at a comparatively small additional ex-

Dealer Writes To M.T I

"The art of soliciting trade and holding a customerIS the first pomt I would like to discuss When aprospect IS being canvassed one of the main tWn^sIS to be fair and above board, equal prices to all according to the list you are supposed to use for theparticular district you live in.

"My second point is, let there be no misunderstandmg between you and your customer +

"^^rstand-

chje or equipment. ^hen y^u h": Tou\ ^ZoZe
to dn,KTr"'''"''f''"^ P^-°babIy in regard

L it i '''.''k
'^''''"^"^^^' trenches, or fuchlike It is good business on the nart nf +v,J / ,

satisfy the customer by .ivi^ thfselo^'him'^tt^h ^than get angry at his interpretation of t^e iTelment and tell him you do not want h s trade In i

tend the courteous treatment always pays.

prlc^fceTfoir^'"
"machine business and thepiactice I toilowed wa<? +n o-of +i, i^^.

the machines upon dZJy%TJn^ si ZTsary to send out forms Mv VZr.
a settlement on delivery of 'the Lthrnrcustomer will gladly do if you show him thit vouwill promptly make any adjustments if they are

"

quired when the machine is started. These T mavsay, are
^

very rare if eare is exercisedT /etL^

Ontario Implement Dealers Organized
'T^HE need for an implement dealers' organization

in Ontario has long been felt. M.T.I, has been
talking and preaching organization for months and
has published articles on the subject. The Ontario
Implement Dealers' Association is now an estab-

lished fact. At a meeting held at the King Edward
Hotel, Toronto, on the night of Oct. 15th, the or-

ganization was formed. There was a good repre-
sentation of dealers from all over Ontario and the
association starts with a membership of fifty. The
officers are as follows:

President—Llewellyn Hall, of Hall Bros., St.

Catharines.

Vice-President—E. C. Hanson, Bothwell.

Secretary-Treasurer—Allan D. Gow, Toronto.

Directors—F. M. Clow, Kingston; D. H. Elliott,

Comber; J. V. Dent, Bothwell; James Abbey, Cale-

donia; C. W. McKinley, Midland- Geore-e T T
Stouffville; George W. Smith, Toronto

'

Addresses were given by the president and othersemphasizing the need for organization to help thedealer in his many problems. ^ ^
Now then, Ontario dealers, get behind tv,.

organization and help to boost the iSement deaSto a better and surer standing Th/^ZlV
urgent and cannot be solved"?y the^n'dS? 7ganization alone will put them "over the top " '

Th;service question, the present low margins the problem of repairs and the need for putfing the bustness more nearly on a cash hfl«;« n u / ,

It is to be hope'd that e^ty dTa e^ in O^'taTil^^Sbecome a member, not soon, but noJ. MTj
"

behind the movement and will do everything in ,>!power to further the cause.
^^rything m its
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Dealers Should Preach Care of the Tractor
Teach Your Tractor Customers Importance of Giving Machines Proper Attention.

Every Tractor Should be Overhauled During the Fall and Winter Months.
Suitability of Lubricating- Oil Important

A NEGLECTED tractor is more likely to be un-

satisfactory than one which is properly cared

for. No dealer can afford to have dissatisfied

customers, and since the care of the machine plays so

prominent a part in having a tractor prove profitable

and satisfactory to the owner, it behooves the dealer

to do what he can to have his customers give their

machines the attention which they require.

By ARNOLD P. YERKES
wrters seem to form the opinion that the same will

hold true with regard to the tractor.

In this they make a mistake. No tractor will de-

velop full power and give satisfactory service unless

it is lubricated with the proper grade of oil, and the

Neglect of farm machinery is so common that its

importance is often overlooked. It is probably true

that in the case of many farm machines exposure
to the weather and lack of proper lubrication and
general care does not do as much real damage as

some people would have us believe. Farm machines
which are drawn by horses do not have as heavy pres-

sures nor as high speeds on their bearings as tractors

and power-operated machines. This means that neg-

lect will not damage them so severely and to this

fact is doubtless due the lack of attention which is

accorded them by a great many farmers.

In the case of the tractor, however, most of the

bearings are transmitting considerable power and
therefore work under comparatively heavy pressures.

Furthermore, many of the bearings operate at rather

high speeds. This means that they must be kept
in first-class condition and well lubricated if they are

to give satisfactory service, and the failure of any
bearing or other part of the tractor at busy seasons
^learly always means not only inconvenience, but loss.

A farmer who has been accustomed to allowing his

binders, mowers, and other machines to stand ex-

posed to the weather without seeing any serious de-

terioration from such usage is quite likely to think

that he can treat his tractor in the same manner with

no worse results. This is by no means the case,

however. The bearings of most any machine which
is exposed for several weeks in bad weather are al-

most sure to rust unless they have been well greased
or oiled for the purpose of excluding moisture. A
rusted bearing which transmits only a little power is

not a particularly serious matter, but on a tractor it

is quite likely to mean excessive wear; then a break-

down and unnecessary expense.

Importance of Proper Lubrication

The importance of proper lubrication of the tractor

can scarcely be over-emphasized. On most farm ma-
chines which are drawn by horses lubrication is not

of paramount importance, although good lubrication

does add to the life of such machines and lessens the

draft considerably. But it is hard to see much dif-

ference in the results obtained from such machines
from the use of different grades of oil, and from their

experience with such machines a good many tractor

same grade of oil will not be satisfactory on all make.?

of tractors any more than one grade of oil will be

satisfactory for all makes of automobiles. It is a

rather common practice for tractor manufacturers to

recommend certain brands of oil for use with their

product. The dealer should make it his business to

see that the farmer does not experiment with grades
of oil other than those recommended. Such experi-

ments are almost sure to cause trouble and the tractor

often receives the blame instead of the oil. And
when the tractor receives the blame the tractor owner
generally places part of it on the shoulders of the

dealer who sold him the machine.

Use Oil Suitable for Tractor

It is to the dealer's interest to see that his cus-

tomers use brands of oil which are suitable for the

tractor he handles. A great many tractor owners
make the mistake of using whatever kind of auto-
mobile or gas engine oil is most convenient. Some
of them take the attitude that if the oil is good
enough for use in their automobiles it is good enough
for use in their tractors, while others take the word
of a neighbor, or perhaps the man who has oil to

sell, regarding the oil for their tractors. It is surpris-
ing that so many men are willing to carry on what
often prove to be expensive experiments of this

kind. The field men connected with the service de-
partment of large tractor concerns are constantly
running across cases where complaint has been made
concerning a tractor but where the entire cause of
the trouble is poor oil or the wrong grade of oil.

Just recently a farmer who owned a two-cylinder
kerosene tractor of a make that was giving very sat-

isfactory service on thousands of farms complained
that his machine would not develop his rated power
and was unsatisfactory on that account. An expert
was sent to investigate but after making a thorough
examination of the machine could find nothing what-
ever wrong with the mechanism. He asked the
farmer what brand of oil was being used and found it

was one which was not included with those recom-
mended by the manufacturer for that particular en-

gine. He informed the farmer that the entire trouble

was probably due to the wrong kind of oil, but the

owner was skeptical.

The expert cut off the fuel supply at the car-

buretor and asked the farmer to notice how the en-

gine "died." The momentum of the flywheel turned

it over a number of times and then it came to a

rather abrupt stop. It seemed to have a sort of

jerky motion and was rather noisy.

The expert then drained the oil from the mechanical

oiler and put in a new supply of a brand that the

manufacturer recommended. After starting the

motor and allowing it to run for some time in order

to have the new oil reach all the parts and get them
properly lubricated, the expert again cut off the

fuel and asked the farmer to note how the engine

"died."

yhis time it ran a great deal longer than before,

and finally came up against compression, stopped,

and rocked back and forth two or three times. It

was obvious to anyone that the engine was running

more quietly and smoothly. Furthermore, when put

under load the motor developed ample power, which,

after all, is the final test. The farmer was amazed
at the difference, but admitted that the fault had been

his and not the tractor's.

The dealer should impress upon his customers the

The life of a machine is leng:thened by proper care and lubrication.
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fact that different makes of engines require different
grades of oil, as they run at different temperatures,
have different clearances between the piston and
cylinder wall, run at diffei'ent speeds, etc., and that
oil which may work all right in one engine may not
work at all satisfactorily in another.

In the case above referred to, the oil which the
farmer had been using was probably too light or else
a great deal of its viscosity was lost at high temper-
ature, thus reducing its lubricating qualities and pre-
venting it from properly sealing the space between
the piston rings and the cylinder wall, hence allowing
the burning gases to escape past the rings, as well
as permitting some of the compressed air to escape
before ignition took place. When one takes into con-
sideration the functions which an engine oil should
perform, it is no wonder that loss of power results
from the use of poor oil, or oil of the wrong grade.

Overhauling Machinery

Overhauling farm machinery during the slack season
so as to be sure to have it in first-class working order
when needed has long been recognized as good prac-
tice—it is especially so with the tractor. Nearly
every tractor should have a general overhauling dur-
ing the fall or winter season. This may not always
be necessary after the first season's work, but it will
do no harm even in this case, and after the tractor
has been used two or more years an annual over-
hauling is almost essential to insure satisfactory op-
eration during the busy season.
Here again is an opportunity for the dealer to be

of assistance to his customers by urging them to go
over their tractors or have some one else do it, re-
placing badly worn and broken parts, and putting
everything in first-class shape for spring work. If
the dealer maintains a repair department and has a
repair man on his staff who can be of assistance to
his customers in this work he will often find it to his
advantage to offer to send the mechanic out to the
farm while the work is being carried on, the farmer
to pay all, a part, or none of the expense, as the dealer
may see fit. Dealers have different viewpoints on
these matters.

Precautions Against Freezing

Another point which dealers should impress upon
their customers is the necessity for draining the cool-
ing system of the tractor during cool weather, or else
use a non-freezing solution. Every winter hundreds
of gas engines are ruined or damaged by ice forming
in the water jacket. Sometimes this is due to care-
lessness or forgetfulness on the part of the operator.
In other cases the water freezes quicker than the
operator thinks is possible and the damage is done
before he realizes how quickly water in the cooling
system of a gas engine will reach the freezing point.

If an engine is to be used only a few days during
the winter, there is no need of going to the expense
and trouble of using an anti-freezing solution. All
that is necessary is to drain the cooling system com-
pletely as soon as a job is finished. Incidentally,
this also permits putting some hot water in the cool-
ing system when the engine is being started, which is

usually of considerable assistance in starting the en-
gine when the weather is extremely cold.

A tractor which is equipped with a radiator for
cooling the water should not be allowed to stand idle
in cold weather more than a few minutes unless the
radiator is drained or an anti-freezing solution used.
Tractor radiators are designed for the purpose of
cooling water rapidly and with the temperature
around zero it requires only a few minutes to reduce
the temperature of water from the boiling point to
thirty-two degrees. If pure water is being used in
the cooling system and the motor is stopped for a lew
minutes in real ccld weather, the water in the radiator
is quite likely to freeze and cause expensive damages.
Most engines which have cooling systems designed

to keep the motor cool in the hottest weather vili
maintain a rather low temperature in very cold wea-
ther. Quite often the temperature will he too low
to permit the tractor to develop full power and to op-
erate efficiently. In such cases, it is advisable to
cover part of the radiating surface, so as to keep the
cooling- water at a temperature in the neighbor! ood
of 200 degrees Fahrenheit.

Some tractors have two or three petcocks which
must be opened in order to drain the cooling system
completely. The dealer should make it a point to
see that his customers know how to drain the cool^n.^
systems of their tractors properly, as there have been
many cases where an engine or radiator was injured
by freezing simply because the operator was not
aware that there was more than one drain cook.

Advertising for the Implement Dealer
You fellows who are implement dealers—how

much money do you spend each year in local
newspaper advertising,? Will those of you

who spend two hundred dollars or more for this
purpose during the year please stand up so we can
count noses? Great catfish!—is that all there are
of you? We're almost surprised—almost, but not
quite. You see, we know just about how you feel
on the subect of advertising implements, in so far
as you, personally, are concerned, taking it for
granted that you are an average implement dealer
and have the same viewpoint as most of your fel-
low dealers. Now confess—this is just about the
way you figure it, isn't it?

"Let the implement manufacturer do the adver-
tising. He's the fellow who has the money—and he
gets more out of it than the dealer, anyway. Why
should the dealer advertise? All he gets is a small
commission or a narrow margin of profit. And by
advertising the implements he sells isn't he adver-
tising at the same time the big manufacturers ? That
would be fine business, wouldn't it—spending his good
money to make money for the big fellows! N^oth-
ing doing! And .anyway, advertising in the local
paper is just like throwing away money—never gets
re.sults. Have to give the paper a little ad now
and then just by way of charity—sort of a public
duty to keep the paper alive! And on the top of
all this—when ia the world does an implement dealer
have time to write advertlcemenl;; except during
seasons when no one is buying implements and ad-
vertising is a dead loss? And besides, what's the
use of writing an advertisement when you haven't
had enough experience at the job to be able to do it

right? No—can't see it at all! Advertising may
be all right for the manufacturers and dealers who
have money to throw away but as a business pro-
position for the dealer who is selling only a nominal
volume—well, it's simply out of the question and
that's all there is to it!"

Is that the way you feel about implement adver-
tising? Then listen, brother, for we may differ
with you on one or two points—and perhaps we may
be able to give you a broader perspective on certain
phases of this advertising question. Let's try to
analyze the matter and see who profits most by im-
plement advertising.

Advantage of Local Advertising

You admit that it's a good thing for the imple-
ment manufacturer, don't you? And you're right;
he thinks it is, too, or he wouldn't spend money in
farm paper space that runs into many thousands of
dollars during the course of a year. Yes, the im-

By B. J. PAULSON
plement manufacturer has demonstrated very con-
clusively to his own satisfaction that advertising in
the farm papers pays. But this advertising pays not
only the manufacturer, but his dealers as well. His
products are sold entirely through dealers and there-
fore every dealer receives a pro rata benefit from
the manufacturer's advertising, although it isn't as
readily apparent to the dealer as it is to the manu-
facturer, because the latter looks at the large cum-
ulative volume coming from all his dealers wnile the
dealer sees only his own individual volume.
But the manufacturer and dealer are getting only

a fraction of the results they should derive from the
manufacturer's advertising unless there is a tie-up
between the manufacturer's advertising and the local
dealer. Practically all of the leading implement
manufacturers refer to their local dealers in their
general farm paper advertising. They suggest that
the farmer who is interested in the implement ad-
vertised visit the manufacturer's "nearby agent" or
dealer. And this is where the rub comes in! How
is the farmer going to know who that dealer is un-
less the dealer himself acquaints the farmer with
the fact that he is handling the line advertised?
Just suppose, for instance, that you are a farmer.
You see a certaii' tractor advertised in your monthly
farm journal. It looks good to you. You have
been thinking for some time of buying a tractor—
so you decide to look this tractor up the next time
you happen to be in town. The manufacturer states
in the advertisements that his "nearby agent will
be glad to explain the tractor fully." You don't
bother writing the manufacturer to learn the name
of that "nearby agent"—you never were much on
writing letters, anyway. So you simply make a
mental note of the name of the tractor and when
you go to town you visit the implement dealer from
whom you've been buying most of your farm ma-
chines and ask him what he knows about this par
ticular tractor you saw advertised in your farm
journal. Now, just suppose this dealer is selling a
competitive tractor—and then imagine for yourself
what he'd answer you when you asked about *he
tractor in which you are interested. Being an im-
plement dealer, you know just what he'd say and du—and the chances are that you, in the role of Mr.
Farmer, would soon have a very poor opinion of the
tractor you thought so well of at the beginning—so
poor an opinion, in fact, that you'd place an order
for the tractor that this particular dealer happened
to be selling.

Now, just where was the slip? The tractor man-
ufacturer's advertisement just about had you .sold

but you innocently wandered into the lair of the
competitive manufacturer's dealer—because yoi
didn't just who was selling the tractor you
wished to investigate.

On the other hand supposing you had read in you'-
farm journal the advertisement about the Lracto'
and, having made up your mind to learn more nbn.t
it, pick up your local weekly paper and di^covor ihs
same tractor advertised by one of your local Jealers
—what then? Why, you know immediately just
where to go to see the tractor—and the dealer who
advertised it is going to reap the full benefit of the
manufacturer's advertisement. He has created the
essential tie-up between himself and the manufac-
turer.

Dealer and Manufacturer Interdependent

The manufacturer, for various reasons, cannot ad-
vertise in every country weekly but by advertising
in the farm journals having general circulation he
is meeting the dealer" half way—bringing the pros-
pect within hailing distance. Now, if the dealer
doesn't do his part—meet the manufacturer half
way and guide the prospect's footsteps to his store—the manufacturer's advertising is only fifty per
cent. eflScient for both manufacturer and dealer. The
manufacturer advertises for mutual benefit—for the
benefit of himself and his dealers. Why then should
the dealer hesitate to advertise for mutual benefit?
—for the benefit of himself and manufacturer? By
refraining from advertising because of the fact that
by so doing he will benefit the manufacturer is a
case of cutting off his nose to spite his face. The
manufacturer, of course, depends on the local dealer
to sell his goods. But doesn't the dealer depend
upon the manufacturer to just as great an extent?
If it were not for the manufacturer the dealer
wouldn't have any goods to sell. The manufacturer
and dealer, therefore, are interdependent upon each
other. And advertising is one of the success-build-
ing ties that should bind their interests firmly to-
aether. The country weekly newspaper supplies
the mediums.
And the dealer who thinks advertising in his local

paper is a waste of money—a matter of charity, if

you will—has another guess coming ninety-nine
times out of a hundred. The tangible results from
newspaper advertising are hard to trace, but they
are there, nevertheless. Many farmers are influ-
enced, without really knowing it themselves, by ad-
vertisements in their weekly papers—but just be-
cause they don't mention the fact that they are gov-

Continued on page 40
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ELL, mommer," said Max Rosenheim, pro-

prietor of the Scotch Woolen Mills Em-
porium, High Grade Men's and Boys'

Clothing, "I get me a letter to-day from Sol Ehren-

berg in Cincinetty and he gives me a tip that the wool

market is agoin' to tighten up, and I better hurry to

get my fall and winter line, so I guess I take the train

and go there before prices get any higher, which I am
ashamed now to ask a decent, profit on."

"Now, ain't that what you call a quincidence," said

Rachel, "I also gets a letter from Rosy Goldstein in

Cincinetty askin' if I can't make 'em a visit, and

seen' Aby and Rebecca are in the country we can both

go just as well as not."

"Now, Rachel, you know that travelin' tires you

out and I think it much better if you go out to the

country too, because I won't have any time to go

round with you and—

"

"Max Rosenheim, always you make business the

excuse that I can't go with you, but this time I am

goin' to have somethin' to say. I guess Rosy and

me can find our way about Cincinnety without any
help from you, so it is all settled—I go." "Oh, well,

mommer, it ain't that I don't want you should go, un-

derstand. Always I like to have you along, but I was
thinkin' about your comfort, and if you think you
could stand the trip in this here hot weather, why, I

get the tickets."

Arriving at the Walnut Hills home of the Gold-

steins, Rosy insisted that Max and Rachel should can-

cel their hotel reservations at once. "Foolishness

it is to pay them robbers such prices as they ask

when we have plenty of spare room. And while

Max is gettin' him bargains from the wholesalers,

Rachel, you and I will take in all the speshul sales

along Vine street."

The next day after luncheon Rosy said, "Now, Ra-
chel, while Max is away quarrelin' with them clothing-

sharks this afternoon, you and I will go to Latonia."

"And what is Latonia? Is it mebbe a pitcher

show or a department store?" "It is a race track."

"A race track. My, my. Rosy, I wouldn't dare. Max
he don't never take any interest in such things and

at my age it is wicked to go to such places."

"Nonsense, Rachel. I am sure you will like it and
mebbe if you are lucky you might win enough money
to pay all your expenses."

"Gamblin' on the horses? Rosy, how can you say

such a thing? Never would I make a bet. It ain't

right."

"Well, I ain't sayin' whether it is right or wrong,

but about twenty thousand good respectable people

are doing it every day."

At Fourth and Vine they boarded the green car

marked "Latonia," and crossed the bridge into

Covington. Winding around the green hills the long

procession of cars one by one deposited the passen-

Rers at the entrance to the track. A babel of voices

greeted Rosy and Rachel as they walked up the gra-

veled path. "Here y'are, Race Track Information,

four winners in a row yesterday, that's the way we
pick 'em. Get the Rail Bird, long shot in the

fourth. The Old Reliable J. J. Sterling, the docker

*hat picks 'em. Tod Sloan's card, only fifty cents.

Who wants Isador MacKune to-day, Isadore MacKune,
for a quarter?" "What is it them fellers are selling'

Rosy?" inquired Rachel.

"Tips on the races. Don't pay any attenshun to

them, Rachel. They guess on the winners like

everybody else, only they try to sell their guesses.

Nobody but suckers buy that dope," counselled the

wise Rosy.

"Rosy, I feel ashamed to think I am here enjoyin'

myself so much when poor Max is over in the city

v. orkin' so hard. Never do I want him to find it out

because I know he don't approve of horse racin'
—

"

At this moment a familiar voice was heard in the

crowd back of the last row of seats: "I tell you,

Goldstein, I think the best way to beat this game is to

do like you do in any other business. You buy infor-

mation from fellers what know more about it than you

do. Now yesterday I try to pick 'em myself and not

a winner did I get. To-day I buy me one of them tips

and right away 1 get the right horse."

"Sure, Max," said another well-known voice, "you

buy a tip for two dollars on Right Over Might and

ihe horse pays $2.90. But where is the profit?"

A large lady rose majestically and called, "Max
Rosenheim, ain't you ashamed of yourself? Sneakin'

away to the races and me pitying you for working so

liard. Come here."

Max, followed by the grinning Goldstein, crowded in

where Rachel and Rosy were seated. "I tell you, Ra-

chel, all morning I look over clothing samples till I

get me a headache, and when someone perposed that

we come over for a little relaxashun, why of course,

I couldn't object, could I? Why, mommer, you know
ordinary I don't care for nothin' like this. I

—

"

"Shut up, Max Rosenheim. I guess I teach you
somethin'. I guess I give you drastic punishment.

You open your pocket book." Obediently Rosenheim

opened his bill book and Rachel deftly extracted a

hundred dollar note. Without looking at the de-

nomination she waved the green signal to a messen-

ger, who hurried over.

"I want to make me a bet."

"All right, lady, what horse do you want?"
"Well, what horses have you got?"

"Look at the program, lady."

"Which one is it that can run the fastest?"

"Lady, believe me, if I knew that, I'd have Whit-
ney's string in six months."

Rachel glanced at the entries. "Pastereau,

Brookholt, East Indian, Be Frank, Best Pal, Drastic.

There it is. I say I do somethin' drastic and here

is a horse with the same name. I pick him. I bet

this on Drastic."

"Straight, place or show?"
"Which?"
"Do you play the horse to win, place or show?"
"Oh, I play the horse to win, of course. For why

should I play him to lose?"

The messenger wrote out a ticket, one hundred to

win, giving Rachel the pink receipt.

"Now look what you do, Rachel, you bet a hundred
dollars when King Gorin is sure to win the race."

"I did not. It was a ten-dollar bill, wasn't it?"

A look at her receipt showed that she had bet $100.

"Oh, well, I don't care. I lose the money and
teach you not to be so deceiving."

Eleven horses lined up at the barrier to race for

the $5,000 stake and silver cup in the Enquirer Handi-

cap. A thousand voices yelled "they're off" as the

barrier sprung, and the line of thoroughbreds leaped

forward. Miss Jemima in the lead, followed by Best

Pal, Be Frank, and the rest in a bunch. At the half-

mile pole Miss Jemima dropped back and Midway
took the lead with Brookholt following. Down the
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stretch they came in a cloud of dust. Brookholt had
the rail and looked like a sure winner when Drastic,

coming up from the rear, forced him to swerve to

the outside, leaving an opening. Leaning forward
in his saddle. Jockey Pool laid on the whip and Dras-
tic crossed the wire, winning by a length, Brookholt
second.

"Drastic wins," cried the excited Rosy, but Rachel
refused to be worked up.

"Do I get my money back?"
"Do you get your money back ? Wait till you see the

price posted."

In a few moments the men at the price board pick-

up the white figures and placed them opposite the
winners. No. 4,003, $16.80, $7.30, $5.20.

"The horse paid $16.80 to win," said Rosy. "My,
but you are lucky."

"I see no luck in that. But I don't care, for I want
to punish Max. See, Max, I bet me a hundred dol-

lars and get back $16.80, which is enough to teach
you that it is wrong to deceive your wife and gamble.
And now we go home. Racin' I do not like at all

—

"

"But, Rachel, you do not understand. You get
$16.80 for each two dollars. Here, gimme your
pencil and we'll figure it up. That means fifty

times $16.80, which is—goodness. Rachel look. You
get back eight hundred and forty dollars."

"Rosy, you can't mean it. They won't pay it.

Eight hundred dollars they will never give me for

just guessin' which horse would win. Or niebbe that

there messenger forget to come back. I know
somethin' will happen."

But nothing did happen for presently the messen-
ger arrived and counted into Rachel's trembling hands
eight hundred and forty dollars. "My, my, Rosy,
how long have they been doin' this? Never before
did I see a quick return from an investment.

Max, I guess I forgive you this time and now I want
to make me another bet."

Looking at her program, Rachel said, "What does
it mean this field?"

"The field is where there are a lot of horses
entered and there ain't room on the racing board, so

they bunch some together under one number. If any
one of them wins you win."

"Oh, I see," said Rachel, "it is sort of a bargain
remnant sale. Well here in the field is Peri, Martha
Gray and Lough Storm. Max, I guess I bet on the

field where I have three chances to win. Here is

ten dollars. You make the bet."

Max and Goldstein started downstairs to the

betting ring. "Goldstein," said Max, "that horse
Bettina is sure to win this race because a feller told

me so. Now why should I let Rachel throw away
ten dollars on them dogs in the field?"

"Well," said Goldstein sagely, "in a horse race
you never can tell. Suppose the field wins, what will

you tell Rachel?"
"I tell her nuthin' but pay the bet. It is better

that I should get the ten dollars than to throw it

away."
As the horses turned in the stretch Max Rosen-

heim was yelling himself hoarse, calling for Bettina
to win.

"What do you mean. Max? I have a bet on l!<c

field. Why should you want another horse to win?"
Max did not reply for at that moment a red streak

dashed through the bunch of horses at the judge's
stand and Lough Storm, a first-start filly, easily won
the race.

"No. 11 wins," screamed Rachel, "and it was a
field horse."

"You see," whispered Goldstein, "never can you tell

about a horse race. I bet this costs you some money
for the field didn't get much play."
"Never did I see such luck," said Max gloomily.

"and I bet that horse pays ten dollar.s which means it
ccsts me fifty for Rachel."
Max came pretty near fainting when the prices

were posted, Lough Storm paying 73.40. "You hurry
down and get that money. Max. Rosy she tells me
that it figures up to three hundred and sixty-seven
dollars."

Max crept back of the Coca-Cola booth and counted
cut $367 which he presently handed to Rachel, who
generously gave him twenty-five back. "In this
next race I think I play twenty dollars on Tom Saun-
ders, because it is the same name as the butcher at
home who alius gives me good weight."
Max holds the bet and Tom Saunders wins, paying

$8.80, costing him $88 to make good with Rachel. The
next race Rachel plays fifty dollars on Arrow Point
and Max gives a sigh of relief as Lady Mountjoy
crosses the line a full length ahead.

"I don't think she could pick 'em every time and
that is fifty I save," he said gleefully to Goldstein.,
Mebbe now if she plays enough races I can get all my
money back and some of—hey, what's he doing over
there? It's a swindle I say. That's what it is. Such
highway robbers."

What he was doing was enough. Lady Mount-
joy was disqualified for foul and the race awarded to
Arrow Point. Loss to Max Rosenheim $450.00 which
he gloomily paid to Rachel.

"Well, Max, there is just one more race to-day,"
said Rachel, "what are you going to play?"

"I figured on playin' this Frank W., but I've kinda
lost conferdence in myself. What are you going tc
play, Rachel?"
"No more am I going to plunge to-day, Max. 1

think this horse Queen Blonde has a pretty name, but
I just play two dollars."

"All right, Rachel, then I play two hundred (-n the
same horse, although I have a stable tip that FrankW will win, but it don't look like them experts is right
to-day."

Alas for Rosenheim. For once the feed-box informa-
tion was right and Frank W. romped in at a price of
$13, 10 to two, with Queen Blonde out of the money..
"Can you beat that? said Max gloomily as they

started for the city. "Just a little two dollar bet
that I place as Rachel instructed loses, and them I

hold wins at long prices."

"You never can tell about a horse race," said
Goldstein for the third time.

"Horse racin' ain't what I thought it was at all,"

confided Rachel as they entered the taxi she ordered
Max to hail. "I believe I come again." "Just like a.

woman," growled Max. "Gamblin' is wrong—if you
lose."

Operating a Garage at Nights Bv F. H. SWEET
YOUR idea as to operating a garage day and

night is sound fundamentally, for you have
your equipment idle over half of the time when

you are operating only during the day—and you
have to pay interest on your investment for the full

time. As to whether or not there would be enough
work to keep you busy both day and night depends
entirely upon your local conditions and you, yourself,

will have to be the judge of that. Naturally, busi-

ness houses having trucks and delivery cars want to

have them overhauled and repaired in the shortest

time possible. If they can bring them in at che

end of the day's work and have the work done on
them during the night so that the car will be ready
for service in the morning, they surely would be will-

ing to pay extra for that kind of service.

Undoubtedly you have already made some investi-

gations as to the amount of work which you would
be likely to secure to keep your night force at work.
A careful canvass of your prospective customers
would serve to indicate what the possibilities in that

line would be. You might find it advisable to operate

only during part of the night, say up to midnight,
for a time until you have sufficient work to keep both

of the men busy all night. The difficulty v^ith a

night force is to get reliable men who will work all

of the time and nqt do any considerable amount of

loafing. As you are around during the daytime,

you, of course, can check up your day men and see

that they do the full amount of work. By laying out

the work that should be done by your night force and

A correspondent writes: "I 'have a small garage,
50 by 75, and have been doing repair work only. The
garage has been closed during the evening. My idea
IS that if a man can make money in nine hours, he
can make money on a 24-hour basis. This town is
about 18,000 population. Why shouldn't there be work
all night on trucks and delivery cars that are in use
all day and off nights? I figure that although a per-
son would have to pay more for a mechanic to work
nights, there would be no rent to pay and the extra
lights wouldn't amount to a very big item. I should
like your advice on this. I expect to employ two men
and myself in the daytime, and two men at night, and
intend to have my wife help me with the book work
whenever she can. I have a small tool room, or parts
room, and I am going to get a time clock of some kind.
I don't know just what kind will be the best. I
also like to have work cards punched because a man
working can't, as a usual thing, find a pencil handy.
I intend to do business on a cash basis. But there are
always cases, for instance, when a business man has
someone else call for his car, when there is bound to
he some charging done. I like the idea of 'no verbal
word goes'—everything to be written down and hung
on the car. If a job came to more than was expected
and the party v.-ould not have the cash for a month,
I would like to see some form of a note that would
bind the party so that one could take his car at any
time after the time was up, without going through all
the red tape of getting a lien on the car, or if the
car had been sold, hold some other property, providing
It was not mortgage4. I am figuring on getting work
reports and billheads printed. What is a good book
to use for a ledger—the loose-leaf or the other, and
how would you start out? I also want a book for shop
expenses, a book of parts bought, a cash book, and a
day book."

knowing the time it should take, you will know fairly
well whether or not they are really working.

^S you are located in a comparatively small place,
you should have no difficulty in ascertaining any

prospective customer's financial standing and reputa-
tion as regards paying his bills. The grocer and
butcher are probably as well posted in regard to a
man's habits in paying his bills as anyone you could
find. If you have any doubts about a customer's
ability to pay, it would be well to look him up before
you put any great amount of work on his car.

It would probably be rather difficult to work out
any form of agreement which would bind the party
to give up his car at any time without going through
the usual legal forms. The best prevention is to in-
sist upon cash payment, especially in those cases
where you are at all suspicious of the ability of the
party to pay.

We would recommend that you make a careful in-
vestigation of time clocks before you purchase. For
the small force you have it is not necessary to obtain
an expensive equipment in that you can probably
keep track of the time put on the various jobs fairly
well without a time clock, at least until you can get
your bearings.

For your bookkeeping records, etc., I suggest this
outfit: Two hundred cash journal leaves; 100 general
ledger leaves; 100 customers' ledger leaves; 100 ven-
dors' ledger leaves; 100 expense ledger leaves; 2 top-
lock binders and 4 division sheets.
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Selling Autos, Accessories and Implements
Service, Satisfaction, Success, is the Slog^an of Bachand & Dionne, of Coaticook,

P.Q., Who Find the Farmer's Wife and Children are Worth Cultivating-

"M Y definition of service is to give satisfac-

tion and this is the kind of service our cus-

tomers expect of us. To insure satisfac-

tion we sell only A 1 goods and we get behind the

lines we sell," says J. D. Dionne, manager of the firm

of Bachand and Dionne, Coaticook, P.Q.

Coaticook, so called by the Indians because of the

crooked river running through it, is the pivot and

centre of a very prosperous farming country, with

big livestock men and farmers

all around. Six years ago the

firm of Bachand & Dionne start-

ed as subagents for LeBaron

Auto Sales Company, selling the

McLaughlin car.

The motor business was only a

side line as Mr. Bachand had a

wholesale grocery concern, and

Mr. Dionne was then working as

a clerk in the grocery. Mr. Bach-

and is one of the leading men
in Coaticook, owning a lot of

property and controlling a very

prosperous business. He neve.'

took an active part however in

the automobile agency but be-

came more and more interested

financially, till, at the present

time he represents the financial

man behind the company, and Mr.

Dionne is the man who pushes the

business—a very much alive and
active manager.

Two Cars The First Year

During the first year two cars

were sold, and after two years
the firm broke away from the
LeBaron Company and became
direct agents for the McLaughlin Company. The au-
tomobile business developed as the years went by
and Mr. Dionne dropped out of the wholesale gro-
cery, and, taking Mr. Bachand's money as
capital, devoted his time to the automobile agency.
In 1918 the Chevrolet agency was taken over, and in

June, 1919, the Canadian Fairbanks-Morse lines, in-

cluding tractor, stationary engines, lighting plants,
water systems, were taken on.

The firm now has the upper hand and has the
agencies for such centres as Magog twenty miles
away. They are now under contract to sell a number
of cars each month, with the firms they represent,
and the lines carried are accessories, tires, bicycles,
and saw rigs, but automobiles and implements are
the main lines.

A New Building

On a dominant
site on the main
street of Coaticook,

a new $28,000 solid

brick garage has
recently been built,

100 feet by 55 feet,

and plans are under
way for the exten-

sion of this building

another 50 feet. It

is finished v.ith the

most modern equip-

ment such as over-

head trolleys for

raising ' cars above
ground when work-
ing beneath. There
are two heated
rooms for re-var-

nishing cars, where
no dust can reach
them. The cellar is

being devoted to the

storing of automo-
biles and a large

By V . FRAY
business is done in this way at night. In
connection with the garage there is a storage bat-
tery service and also a vulcanizing plant. A Hart
accumulator is used in the battery department.
An isolated corrugated building, 100 feet by 50

feet has been set aside for the storing of cars, and

Bachand & Dionne's earatre, Coaticook. Que., is in pleasant surrounding's and is a busy car centre.

the insurance for a car in such a fire-proof building
is very low. During the summer this building is

used for overflow purposes and for storing cars. The
sales offices and showroom are in a separate building.

Early in the spring the farm motor truck goes
"over the top" and this is followed closely by the
big push for the sale of automobiles in the summer.
The tractor is also boosted in the early spring when
the need for it is felt. Water systems are sold both
spring and fall, and during the long winter months,
when the nights are dark, and when it will appear
most attractive to the farmer and his family, light-

ing plants are sold.

With sixteen mechanics and outside employees,
twenty-two people are employed in all. A night and

The workroom of Bachand & Dionne is a spacious place and fully equipped for serricine autos, trucks, and tractors.

day service is given. One deal in Magog was closed
recently at 2.15 a.m showing that with this very
much alive and aggressive firm time is no hindrance.
All the selling work is done by Mr. Dionne and his
salesman, Mr. Sorel.

Selling the Farmer

They go out at least four days a week, usually doing
the selling work in the afternoon and night. Their

policy is to go after the farmer
on the farms and sell them what-
ever they seem to need. Often two
or three lines are sold to the same
farmer at the same time. The
best work is done in the evening
when the farmer has finished his

own work and has time to talk

and to listen. Sometimes eighty

miles are covered in this way. In

selling to the farmer not only is

the implement or car demon-
strated but the farmer is taught
to drive.

Notes are accepted from reli-

rble sources, generally for aboin:

fifteen months. Nothing diJect

has been done in respect to exhi-

biting at local fairs, although the

firm has always been represented,

and local newspaper advertising-

is carried all the time.

Lighting Plants and Farm Trucks

Lighting plants have taken a

\ery successful grip of the coun-

try around. Last fall, the first

time the firm > sold them, fifte in

were sold, but a big campaign is

being carried on this fall and

larger sales are expected from a territory of

about thirty miles around Coaticook.

So far the selling of ti'ucks has been a

side line, but this year a special effort is being

made to sell the farmer three-quarter ton trucks. The
truck versus the horse is the slogan and with the cost

of grain sky high and the saving in time and labour,

th» horse is now the luxury and the truck the econ-

omy. A special campaign for the sale of trucks is

being undertaken this fall.

This summer a drive was made in connection with

the sale of second-hand cars and during the month of

August sixty second-hand cars were sold. This is

I'onsidered exceptionally good because the sale of

second-hand cars is becoming harder as the years

go by. A man is not anxious to buy a used car even at a

low figure, he goes

after the new ma-
chine No difficulty,

not even the increas-

ed cost of freight.has

affected the sale of

implements or cars.

During the war the

farmer bought war-
ily, but since the end

of the war the farm-
er IS more tiian

willing to buy, in

fact, he c )nies after

the car himself.

On asking Mr.
Dionne if he made
any point of selling

the farmer's wife, he
said: "She is the

person we^o after to

point out the saving
reused by the use of

lighting plants. "In

fact," said Mr.
Dionne, "in selling to

the farmer we sell

to the whole fam-
ily."
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nmrose
Primrose Separator popularity reaches into every section

where there are cows and milk and cream. Each sale made
by the agent—each Primrose established in the hands of a
new owner—makes future business the more secure. Prim-
-rose quality and efficiency is nowhere denied.

Nevertheless it is true of Primrose agents that Providence
helps him who helps himself. Help yourself to scores of
sales with the aid of our advertising campaign. Supply the
branch house with a list of Primrose prospects. To all of

them we will mail a series of catalogs, folders, etc., unusually
attractive, printed in colors, full of strong selling features. In

addition, we will furnish you with a display for your show
window, newspaper advertisements, reading notices for your
local newspaper, demonstration tags, etc.

This comprehensive campaign goes with every Primrose
contract. Primroses sell fast and may be made to sell faster.

See the blockman.

International Harvester Company
OF CANADA'^''

HAMILTON CANADA
WESTERN BRANCHES — Brandon Winnipeg. Man Calgary Edmonton. Lethbrioge. AuTA..

ESTEVAN. N BATTLEFOHD REGINA. SASKATOON VORKTON. SASK

EASTERN BRANCHES — Hamilton London Ottawa Ont. Montreal Quebec. Que . St John. N B.

Help Your Customers Build Up Their Land with McCormick or Peering Manure Spreaders

There is every good reason why the
farmers of your territory should build
better crops by building up their soil with
manure—valuable plant food that will

give life and strength to healthy seed.

And there is no better or quicker way to

spread manure than with a McCormick
or Deering manure spreader.

We are making them realize that much
depends upon even, uniform spreading.
Spreaders bearing the names McCormick
and Deering are noted for their thorough
pulverization of the manure and for even
spreading. This is backed by practical

facts. It is due to the effective operation

of the positive apron feed, the chisel-

pointed steel teeth of the fast-working,

broad-diameter steel beater, and the

spiral wide-spreading attachment, which
gives the manure a second beating, as it

distributes it finely and evenly well

beyond the wheels on both sides.

Our advertisements refer readers to

the nearby International local agents. We
tell them that you will be glad to tell them
more about McCormick and Deering
spreaders. Let us co-operate with you to
the fullest extent in the sale of more
manure spreaders.

International Harvester Company
OF CANADA -^To

HAMILTON CANADA
WESTERN BRANCHES — BRANDON. Winnipeg. Man.. Calgary Edmonton. Lethbridge. Alta..

ESTEVAN. N. BATTLEFORD. REGINA. SASKATOON. YORKTON. SASK.

EASTERN BRANCHES — Hamilton London. Ottawa. Ont.. Montreal. Quebec. Que.. St. John. MSI
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An Improved Haycocking Machine
By J. H. RODGER

S

I

THE machine here illustrated is

an limproved design ©f :hay-
cocker developed some years ago

by Avila Savignac, of Joliette, Quebec,
-and patented last year. Just recently
this machine was given a practical test
(before a representative body of agri-
jculture experts from the Dominion and
Provincial Departments of Agriculture
and also many members of the Pro-
'vince of Quebec Farmers' Association.

As is the case in all mechanically
operated devices the principal object
ojf this haycocking machine is the sav-
ing of hand labor, a very important
factor at the present time when great
difficulty is frequently experienced in
igetting sufficient help on the farm for
the efficient harvesting of the various
crops of hay and grain. The tedding
and cocking of 400 acres of hay on the

vator at the point 1. The rake prongs,
when picking up the hay, operate
through a lightly constructed cage Q,
which aids in supporting the prongs
and at the same time prevents the hay
from following up on the same.
When the machine is moving the hay

is pushed forward by the action of the
revolving prongs, the advance of the
rake being relatively greater than the
machine travel owing to the ratio of
the gearing. As the hay is pushed
forward it is placed on the primary
elevator at the point 1, and thence is

carried to the point 2 where it is forced
between the two elevators G and H,
carried upwards and discharged into
the hopper at the top of the machine.
The rear operator of the machine, sit-
ting in the seat R, and by means of an
ordinary hay fork, takes the hay from

tion of the lattice drum, thus permit-
ting the cock of hay to slide to the
ground. To close the rear half of the
drum and raise the lower rack, the
treadle is again pressed down when the
dog is again engaged until the crank
assumes its initial position, at which
point the dog is released from the
ratchet wheel by contact with a pin
on the cam of the dog. It might be
stated that the system of levers are du-
plicated on the opposite side of the
machine so that all moving parts work
in unison.

Several of these machines now in op-
eration are giving every satisfaction
and farmers in this district, as well as
officials of the Department of Agricul-
ture have made the statement that this
class of farm equipment is of ines-
timable value to the farmers as a labor
saving device.

(1) Consumption of fuel, water and
other supplies per unit of work done,

(m) Price.

A large number of tractors of for-
eign makes were entered in the trials.

This picture shows Haycocking; Machine in operation.

farm of Pierre Lavalee, at St. Nor-
'bert, Quebec, was accomplished by two
of these machines, with a boy and man
and t.w9 horses to each machine. The
boy sits on the front seat to drive the
team while the man at the rear attends
to the packing of the hay into the drum
.at the back of the machine, from which
•it is deposited on the ground in cocks
of about 300 pounds each. The com-
plete machine weighs approximately
1,400 pounds.
The operation of the mechanism is

derived by the movement of the ma-
chine itself, the rear wheel A on one
side carrying a large sprocket B that
.'drives the various parts by means of
the endless chain C passing over the
smaller sprockets D, E and F. The
shafts that carry the sprockets E and
F are the full width of the machine
(14 feet) and are fitted with other
snrockets for controlling the movement
of the endless elevators G and H. These
are made of light wooden slats uni-
>formly spaced and bound together bv
'the link chain for operating nurposes.
The elevators are supnorted on the
power end bv the sprockets I and J.
Ithree of which are located on each
.shaft, one at either end and one in the
centre. Idlers are suitablv located to
take care of the sag of the moving
elevators. An auxiliary drive L is pro-
vided for onerating the smaller ele-
vator M, this unit being adjustable to
position by means of the swinging
(arms N. one being placed on either
jside of the machine.

\
For raking the hay from the g-round

^differential gearing is provided, this
rbeing fitted in a special three-winged
[Casting at one side of the main rake
rshaft. The opposite end ot this shaft
carries a three-winged piece for sud-
iporting that end of the auxiliary rake
'shafts upon which the rake pruiigs P
|are secured. By. this arrangement the
prongs are always held in a vertical
iposition and permits the free discharge
of the hay as it is lifted from the
ground and pla?e4 on the primary- ele-

the hopper 3 and packs it into the large
lattice drum 4. When this drum is
full the operator presses down the foot
treadle S, which, by a system of levers,
engages the dog T with the ratchet
wheel U, causing the crank on the outer
end to make a half turn, and by means
of the connecting link V, the arm W
is lowered. The arms X and Y, secured
to the same shaft, are turned through
an angle of about 65 degrees. The arm
X is connected to the lower rack by
means of a chain so that the rack is

supported in a horizontal position when
the drum is being filled with hay. When
arm X is lowered it permits the rack
Z to fall to the ground in an inclined
position. At the same time the arm
Y moves backwards, and through ihe
link 5, pulls open the rear quarter scc-

LAUSON WINS AT LINCOLN
A CABLEGRAM received recently
•'^ from England by the John Lauson
Mfg. Company, New Holstein, Wis., an-
nounces the Lauson tractor was award-
the first prize at the Lincoln trials;
first prize consisting of gold medal and
twenty pounds.

A few of the conditions under which
the tractors competed are summed up
as follows:—

1. Hauling direct in work or on the
road, a plough, cultivator, harvester,
or other agricultural implement.

2. Driving barn machinery.
3. Competitors had to plough

a given area of land commencing with
the size of furrow specified for each
class, during which the fuel and water
consumption was recorded, and sub-
sequently varying the depth and width
at the discretion of the judges.

4. Special attention was paid, in the
ploughing and cultivating trials, to the
compression of the land by the ma-
chine, the space and time occupied in
turning, the uniformity of the furrow
ends and evenness of the furrow.

5. The following are some of the
points to which special attention was
directed:

—

(a) Weight of machine.
(b) Weight per inch width of wheel

and diameter of wheel.
(c) Mechanical design and con-

struction.

(d) Adaptability to various kinds
of work, such as harvesting and the
like.

(e) Time taken to prepare for
work.

(f) Ease and safety of handling.
(g) Ease of turning and space re-

quired for same.
(h) Efficiency of winding gear.
(i) Facility of attachment,
(j) Wheel devices.
(k) Attendance necessary.

MARKETS FOR AGRICULTURAL
MACHINERY IN CHILE AND

PERU
OOTH Chile and Peru have growing

agricultural industriies and afford
good potential markets for the sa^e
of American agricultural machjinery,
reports the Foreign Trade Bureau of
the Guaranty Trust Company, of New
York.
The arid coastal plains extending the

length of Peru are the chief agricultur-
al region in which the important crops
of sugar, cotton and rice are produced.
The central valley of Chile is the

chief crop-yielding section, and is not-
ed for wheat and other grains.

Agriculture in Chile and Peru has
long been a most important activity,
but the methods employed before the
war were primitive. In response to
the war demand for increased produc-
tion both for domestic needs and for
exportation, and, in view of the labor
shortage in this industry caused by
better wages being paid to miners than
to farm hands, scientific methods were
necessarily resorted to. Modern ma-
chinery—mostly from the United
States—was impressed into service
more rapidly than would otherwise
have been the case.

Irrigation has been a necessary fac-
tor in increasing the production in
both these countries, and both Govern-
ments are promoting irrigation im-
provements. By the extension of irri-

gation and the employment of modern
machinery, the production areas will be
extended and enlarged crops will be
made possible.

Agricultural machines must be weli
constructed, and adapted to the needs
of these countries. Efficient demonstra-
tion must precede sales to the Chilean
and Peruvian farmer. The steam en-
gine tractor has been found too heavy
for satisfaction, but the gasoline trac-
tors have been increasing in favor.

APPOINTED TO HYATT STAFF
TPHE Tractoi Bearings Division of
* the Hyatt Roller Bearing Company,
Chicago, Illinois, announces the acqui-
sition of Reuben Kuempel to its staff
of engineers.

Mr. Kuempel is well known in the
trade, having been identified with the
automotive industry since 1913. During
the war he served on the Bureau of En-
gineering, Aircraft Power Plant Sec-
tion. Since that time he has filled the
position of Tractor Engineer for the
General Ordnance Company, New York
City.

Wn« rtrrwing showing: working jjartB and their function.
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Adams Sleighs and Brantford Cutters

Built in Canada for Canadian conditions—these Sleighs and Cutters have a splen-

did reputation throughout the country. You're sure to have pleased customers

when you supply them with Adams Sleighs and Brantford Cutters.

Sleighs with Rugged
Strength

Heavy Oak Runners stand up under heaviest

loads and hardest work. Steel or Cast Shoes are

proof against holes, ruts and jolts. Benches and
Bolsters are ready for years of real service.

Couplings, Reaches and Chains are good for any

load. There's Adams Quality in every feature

— Quality that is appreciated by your cus-

tomers.

Cutters for Comfort
and Style

We have been building Brantford Cutters for

over 30 years and know intimately just what the

trade demands. We also know how to build cut-

ters that satisfy. Our designs are modern and
thoroughly Canadian. Their finish and trim-

mings are the best for the purpose that money
can buy. Better than all they have the Sturdy,

Rugged Quality of materials that have made
Brantford Cutters famous.

Catalogues g-ivino- complete specifications of our lines of

Sleighs and Cutters will be sent upon request. There is

good business in sight. Go after it early.

Send for our dealer proposition. It's interesting. To the dealer who realizes

the value of a complete line of Implements, it is a Money-maker. Cockshutt-

Frost & Wood Implements, quality built, backed by steady, consistent advertis-

ing, have built up success for hundreds of dealers.

Cockshutt Plow Co.
LIMITED

BRANTFORD, ONTARIO

Sold in Eastern Ontario,

Quebec and Maritime

Provinces by

The Frost & Wood Co.

Montreal

LIMITED

SMITHS FALLS, ONT.
St. John
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SHOPNOTES FOR THE
GARAGE MAN

CLOCK TELLS WHEN TIRES ARE
CURED

C^VERY tire repairman when curing
tires has been faced with the diffi-

culty of keeping a proper check on the
different molds when several tires are
in process of being cured. Some re-
pairmen as soon as a tire is set up
on the mold mark down the time when
the process was started and when the
cure should be completed. This neces-
sitates the repairman watching the
time closely. Other dealers have de-
vised other schemes but the best de-

• vice, to our mind, and one that makes
for absolute certainty, is one that uses
an ordinary clock and dry cell batter-
ies. It 'works automatically and
can be made by any repairman.

, It consists of an ordinary kitchen
clock with the dial insulated from the
works and with holes bored or punched
at each minute mark. There are a
number of plugs or pins bearing num-
bers corresponding to numbers on the
molds. The clock is operated from dry
cells. One wire is connected from the
batteries to the works; one from the
dial to a small bell fastened on the side
of the clock, and another wire direct
from the batteries to the bell.

When a tire is put on a mold to be
cured, the plug with the number cor-
responding to the number on the mold
is taken and put in at a hole separated
(irom the starting point by the number
;0f minutes the tire is allowed to be
fcured. When the minute hand touches
,the plug at, say 45 minutes, the circuit
is completed between works and bell,
the bell rings and the tire is ready to
'come off the mold.

^ Several tires can be on the molds
.at once and each will ring off at its
own time. With this system the re-
pairman is free to go about some other
work without worrying about the cur-
ing.

TIRE-REPAIR STAND
'T^HE accompanying illustration shows

a simple tire stand for the handling
of tires and tubes which will be of in-
terest to the tire repairer. It is con-

.
structed of wood and is easily made.
It consists of a framed support and
two semi-circular blocks; one of the
"blocks has a flat face for use in re-

into an opening provided in the top of
the stand so that they are readily in-
terchangeable.

TESTING REPAIRED RADIATOR
A FTER repairing an auto or tractor^ radiator a dependable test can be
made by using part of a discarded in-

ner tube with the valve stem attached.
Cut a circular gasket from another part
of the tube, place it under the radiator
cap to make an air-tight joint, and
plug the overflow pipe securely with
a small bottle cork. With the use of
hose clips attach the tube, the inlet

and outlet nozzles, lay the radiator
in a large tub of water so that it is

completely covered and inflate the tube
sufficiently to cause a slight pressure
in the radiator but not enough to cause
injury. If there are any leaks they
can be located by rising bubbles as the
air has no other means of escaping-
if the other exits have been made air-
tight. Mark the leaks with chalk or
with small pieces of wire twisted
around them, and after soldering, re-
place the radiator in the tub for an-
other test. A few repetitions of the
process will detect all the leaks mo
matter how small.

RESTORING DRY CONE CLUTCH
A GRABBING action of the cone^ clutch is occasioned either by the
leather facing becoming very dry
through use or by wear, causing the
rivet heads to protrude above the lea-
ther face and come in contact with the
metal of the fly-wheel. A dry clutch can
be restored by sponging off" the face of
leather with kerosene and applying a
dressing of either neats-foot oil or cas-
tor oil till the leather again becomes
soft and pliable. If the leather facing
is worn down to such a point that the
heads of the rivets come in contact
with the metal cone of the fly-wheel,
the clutch will stick, and to restore the
clutch it will be necessary to drive
down the rivet heads into the leather so
as to clear the cone. Leather facing
that has become rough or uneven
through wear can be restored by rub-
bing off the high spots with emery
cloth, broken glass, a coarse file, or
sand paper, making the surface smooth.

f.pairing tubes and the face of the other
is rounded to conform to the inside of
a ijover. placed over it for repair. A
lug at the bottom of each block fits

TIRE INFLATION TABLE
A LARGE number of motorists and

*^ garage men have the impression
that tires should be run under-inflat-
ed during warm weather and fully
inflated during the colder winter
months. The B. F. Goodrich Rubber

Co. recently carried out a series of
tests to determine the wisdom or fal-
lacy of this practice. A 34x4 inch tire,

for which makers prescribe a 70-pound
pressure, was used for the test. Air
at various temperatures was pumped
into the tires and they were then run
at excessive speeds under severe road
conditions. The changes in pressure
•were found to be negligible. Goodrich
recommends an even pressure the year
round with adherence to the pressure
designated for the various sizes of tires.

Frequent observations conducted by
experts of the company have demon-
strated that the vast majority of mo-
torists keep their tires under-inflated.
Even if hot weather makes a slight
difference in pressure it would be policy
to risk it rather than take the chance
of having the tire under-inflated. Of
the two the latter is far the worse and
niore universal.

In order that the correct amount of
air in tires may be readily ascertained,
a standard table for all makes of tires

is shown as follows:

—

Rim
28 X
:iO X
29 X
30 X
31 X
32 X
33 X
34 X
36 X
32 X
34 X
30 X
31 X
32 X
33 X
34 X
3.5 X
36 X
37 X
40 X
42 X

Sizes
3 .

,

3 .

.

sy^..

3>/2..

3'/....

3 .

.

3 .

.

4 .

.

4

4

4 .

.

4 .

.

4 . .

4 .

.

4 .

.

4

4Mi..

Inflation
Pounds

. . . 60

. . . 60

...60

. . . 60

... 60

. . . 60

... 60

...60

... 60

...70

. . . 70

...70

...70

...70

...70

...70

. . . 70

...70

. . . 70

. . . 70

...70

Rim S
33

34
35
36
37

38
40
42

33
34
35
36
37
39
41

43
36
37
38
39

izes

iV-2.

41/2.

iVi.

4'/s.

iV2.
4%.
4%.
4'/j.

5

5 .

5 .

5 .

5 .

51/..

6

Inflation
Pounds

70
70
70
70
70
70
70
70
80
80
80

80
80
80
80
80
80
80
80
85

REMOVING OLD PAINT AND VAR-
NISH

'TpHE most practical and economical
method of removing the old paint

and varnish from the body surface of
the automobile, says the Vehicle
Monthly, appears to be quite an open
question with a great many people. The
burning-torch cannot be used upon the
metal surface as upon the wood, for
the reason that the finish upon the me-
tal will require such an amount of
heat to start it that almost invariably
the panels will buckle and warp; more-
over, it would take too long to heat the
paint and varnish to a condition to

permit removal with the scraping
knife.

Burning the paint from these metal
surfaces being therefore out of consid-
eration, the question arises what other
available method or methods are to be
had. If the sheet metal is sufficiently

strong enough, and a sand-blast ma-
chine is at hand, this will prove the
most effective way and the cheapest,
of removing the finish.

The sand-blast machine will need to

be operated at from 70 to 90 pound.s'

pressure of air, and the hose nozzle
should be 3-8 inch. The sand used should
be, preferably, run through a 16 by 16

mesh sieve. A light silica sand with
a sharp cutting edge will be found best

for the work.
To illustrate the efficiency of the

sand blast as a means of removing old

paint and varnish from the surface of

metal, it may be stated that the old

paint has been removed from a 7,000-

gallon engine tender in from two and
(me-half to four hours; possibly the
average would be four hours.
However, in the absence of the sand

blast the old finish, even when oven-
baked and apparently as hard as the

steel itself, can be removed with any
one of the numerous paint and varnish
removers now on the market.
One of the secrets of success in hand-

ling these removers is to first get the

surface well moistened with the mater-
ial. To accomplish this, pour the re-

mover into an open container—a gal-

vanized pail will serve the purpose
capitally—and apply to the surface

with a 4-inch flat bristle brush. A
brush partly worn in painting will suf-

fice, although a brush with a good
working stock and with a reasonable
capacity for carrying the remover is

always to be chosen; in fact, no other

kind should be used, even if it becomes
necessary to take for the work a new
brush from stock.

Carefully apply the remover solidly

all over the surface. Then, starting

again at the point of applying the first

brushful of material, proceed to brush

on a second coat. The mistake is of-

ten made of brushing the remover too

much; quite the reverse should prevail.

That is, brush the material as little

as possible, consistent with getting it

evenly distributed over the surface.

Permit ample time for chemical ac-

tion, and then, with a broad two or

three-inch scraping knife, or a special-

ly manufactured knife of a wider pat-

tern than the available scraping-knife,

proceed to knife off the material. Per-

haps after this lot of paint and var-

nish has been removed, a third appli-

cation of the remover will suffice to

take off the balance of the finish. The
workman will have to judge as to the

number of applications by the thickness

of the finish, its character, hardness of

film, etc.

The baked-on finish will, of cours.e,

require more remover and a longer

time for chemical action and more work
to clean the surface. Paint and varnish

remover cannot be hurried without such

hurry proving more or less a disad-

vantage and detrimental to the quality

of the work and to the economical in-

terests of it. In the excess brushing of

the remover on the surface no small

quantity of the volatile solvents are

lost.

As the workman proceeds with the

use of the remover he will learn many
such details of value which cannot be

explained in this article. For example,

he will learn how to save material,

time, and possibly temper. And he will

learn how to improve upon the quality

of the work.
After cleaning off the finish, the next

step will consist in washing the sur-

face as a means of safeguarding the

coats of paint to follow. Turpentine
i.s a most efficient medium for this

work, but at present quotations a

cheaper material would suggest itself.

Denatured alcohol, vinegar or a good
turpentine substitute should suffice as

a washing agent. Brush the material

On generously, and wipe dry with soft

cloths, but always make very certain

that the surface is perfectly fr^je of

remover.
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'^She^ll he ready to-nighf

"I don't have to send the

cylinders

to the

factory

There's a welcome announce-

ment to every motorist who
has experienced the annoy-

ing delays consequent to

sendmg engine cylinders to

the factory for reboring.

Your customers, whether
owners of automobile, truck,

tractor or gasoline engine,

will be "tickled to death"

with the service you give if

you are using a

Universal

Cylinder Reboring Tool
This tool is used and recommended bv these and other manufacturers—
Ford, Dodge, Studebaker, Buick, Paige-Detroit, Chahners.

Does as good a job as can be done anyhwere. Eliminates delay, shipping
difficulties, freight or express charges and exasperation. Adds to your
profit and pleases your customers.

Can be operated by hand or in conjunction with a power-driven drill press.

Clip the coupon and mail it to-day. We will gladly send fullest details.

Operating with power-
driven drill press

Operating on a detachable
head motor—by hand

r

Tool complete
ready for shipment

Windsor Machine & Tool Works
312-318 Pitt Street, Windsor, Ontario

j

1, (or we) are interested in the UNIVERSAL CYLINDER REBORING TOOL, and !

would like to get more information on this equipment. You claim it will materially I

increase profit? of this business; if so, I, (or we) are anxious to know about it.
|

Send any literature pertaining to same to
|

I

Name. . City |

I

Street Prov j

I

We repair the following cars « j

I

Name of my jobber I
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ONE reason why Simplicity Engines last so long
and give such satisfactory service is because
they easily develop their rated horsepower.

The surplus power, over and above the normal rat-
ing, built into every Simplicity Engine, takes care of
the strain when the engine is pulling to its full capa-
city. Surplus power means longer life, less wear and
tear and vibration. Simplicity Engines are famous
for long life and dependable power.
Sizes—.pasoline, II/2 to 16 H.P.

; kerosene, 3 to 16
H.P.

; stationary, ^skidded or portable.

Send for Price List and Catalog.

The Turner Manufacturing Co.
Port Washington, Wis., U.S.A.441 Lake Street

Export Department: 44 Whitehall Street, New York City

Distributors:

The Turner Tractor Sales Co., Winnipeg, Man.
Power Farm Machinery Co., Edmonton, Alta.

He isn't a miller
The average dairy or stock
farmer j^nows the beneficial

effects ofground grain on his

stock even if he doesn't know
very much about milling or
grinding.' He knows what he
wants and he expects his feed
grinder to "know" how to

produce it.

The best way to satisfy him, and the most profit-
able way, too, is to sell him a "Vessot" Feed
Grinder. There are nine different sizes—you
can suit anyone— and the "Vessot" is the
simplest to adjust and operate. No technical

IS necessary.knowledge

" Vessot " Grinding

Plates wear longer

and cut better.
Known by the "S.V."

trade mark.

Write nearest branch

o f International

Harvester Company
for agency propo-

sition.

INVENTORS AND MANUFACTURERS

S. Vessot & Co., Joliette, Quebec
Sold exclusively in Canada by

International Harvester Co. of Canada, Limited.
Branches: Calgary, Edmonton, Lethbridge North Rat+lefnrH Ro„;.,, c„ i i

Yorkton, Brandon, Winnipeg. London, Hamllion OttawfM^^'^ttaf^qS^^^^

NEWS

ONTARIO
HAMILTON.—W. L. Aspen has sold

out his automobile business here.

DUNDAS.—E. Dyment and Son, im-
plement dealers, are going out of busi-
ness.

NAPANEE.—Fire caused consider-
able damage to the Lennox Garage, re-
cently.

TORONTO.—Omnium Oil, Limited,
with $250,000 capital, was incorporated
recently.

ROCKAVeOD.—Guarantee Batteries
Limited, have been incorporated with
capital at $300^000.

GODERICH.—The People's Garage
is a new business opened here. J. G.
McGee is the proprietor.

TORONTO.—The incorporation of
Fulton Motors, Limited, is announced
v/ith authorized capital at $100,000.

WELLAND.—The Joseph Stokes
Rubber Company, Limited, was incor-
porated recently with a capital of $100,-
000.

CHATHAM.—The Imperial Oil Com-
pany's pump house was destroyed by
fire recently. The damage is estimat-
ed at $1,000.

KINGSVILLE.—Fox Bros, and Mc-
Kay have been awarded the County of
Essex for the sale and distribution of
Beaver motor trucks.

HAMILTON.—S. E. Ryder, Cana-
dian manager of the Motor-Meter Com-
pany, of Canada, Limited, has opened
the company's plant here.

AGINCOURT.—A. Kennedy, farmer,
won first prize in the farmers' tractor
plowing class at the Hamilton plowing
match and tractor demonstration.

KINGSTON —Fred. M. Clow, im-
plement dealer, has been elected a
director of the recently formed On-
tario Implement Dealers' Association.

KITCHENER.—The annual plowing
match of the Waterloo Township Plow-
ing Association was held recently on
the farm of Titus Kolb, near Kitchener.

GUELPH.—Prof. W. H. Day, of the
Shinn Mfg. Co., officiated as Field
Manager at the tractor demonstration
at Macdonald College Farm, Oct. 12-14.

BRANTFORD.—The Dominion Steel
Products Co., Ltd., are the manuf-.c-
tnrers of the first Diesel engines com-
pletely designed and built in Canaaa.

COLLINGWOOD. — The Colling-
wood Garage has installed a plant for
ro-charging Ford magnetos. They have
also installed a plant for rebabitting of

BRANTFORD.—H. W. Hutchinson,
vice-president of the Sawyer-Massey
Company, of Hamilton, has been elect-
ed a director of the Cockshutt Plow
Company.

ST. CATHARINES.—Llewellyn Hall,
of Hall Bros., implement dealers, has'
been elected president of the recently-
organized Ontario Implement Dealers'
Association.

PORTLAND. — Michael White,- ..a

Portland farmer, while driving:,' a
threshing machine fell under the^ eii^
gine, breaking one leg and badly bruis-
ing the other'.

RENFREW.—The Chevrolet Motor
Sales Co. have opened a show room and
•service station here. They handle re-
pairing and a complete line of auto
accessories and tires.

LISTOWEL.—The Canadian Farm
Power and Machinery Co., Ltd., has
been formed with $500,000 capital for
the manufacture of oil engines and
agTicultural implements.

OF THE TRADE
FOR THE TRADE

PETROLIA.—Messrs. Fred. Bowen
and Jas. Columbus have purchased the
Overland Garage formerly conducted
by T. Burnard. They handle autos,
repairs and farm machinery.

TORONTO. — The Machine and
Stamping Co., Ltd., 1209 King Street,
changed its name on Oct. 1 to the Rus-
sell Gear and Machine Co., Ltd. with-
out changing the management.

LONDON. — The Stansell Motors
Company has purchased a 35-acre site
in East London, along the line of the
G.T.R. where operations on a new fac-
tory plant will be commenced at once.

BEAVERTON.—Smith Bros, have
installed an oxy-acetylene welding out-
fit and will do all classes of machinery
and other cast-metal welding. They
are agents for Sharpies cream separa-
tors.

ST. THOMAS.—While threshing was
in operation at the farm of W. Gra-
ham, of Melbourne, recently the boiler
of the threshing machine exploded,
causing damage estimated at $3,000.
Nobody was injured.

AGINCOURT.—The Ontario Motor
League will erect "speed limit" signs
at either end of this town in the near
future. The citizens of the town have
lodged several complaints against mo-
torists for speeding.

TORONTO.—Cyrus Jones, who has
been with the Regina branch of the J.

I. Case Threshing Machine Co., has
been transferred to the Toronto branch
where ^ne will be an instructor in the
Case service school to be started soon.

KITCHENER.—Specimens of the
Dominion tires, made here, used on the
motor cars ridden by H.R.H. the Prince
of Wales during his Canadian tour are
being shown in the window of the G.

T. R. office in Cockspur Street, London,
England.

OWEN SOUND.—W. J. McKerrell,
of Sydenham township, lost his right
hand recently while threshing. He
put his -hand into the blower to pull

out some straw that was choking th"
machine and the suction drew his hand
into the cutter.

BRANTFORD. —The Brantford Ma-
chine and Tool Company, Ltd. has just
been incorporated to continue and add
to the former business of the Brant-
ford Machine and Tool Co.

,
They in-

tend to extend and manufacture a line

of garage equipment.

QUEBEC
THREE RIVERS.—The first snow

of the season in Quebec fell in Three
Rivers on Oct. 29.

MONTREAL. — Dunwin Motors has
been incorporated to buy, sell, trade
ill and make motors, autos, etc. The
capital is placed at $100,000.

COATICOOK.—Bachand & Dionne,

^ automobile and power farming dealers,

have done a large business this year
in autos, trucks, tractors and in^'ple-

ments.

MONTMAGNY. — The National
Farming Machinery Co. . is making ad-
ditions to its factory and is planning to
manufacture all kinds of farming ma-
chinery.

PORT ROUGE.—La Compagnie Chs.
A^ Julien Ltd. has been authorized to
do business -in Ontario with a capital
not exceeding $40,000. T^is company
manufactures gasoline engines, thresh-
ing machines and implements.

ST. ANNE DE BELLEVUE. — The
annual plowing match and tractor de-
monstration, under the auspices of *he
Eastern Ontario anij Western Quebec
Plowmen's Association, was held at
Macdonald College Farm, Oct. 12-14.
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Look for the

EAGLE
Our Tiade Mark

iiOTE:
We want the public to know
that oitr plows and harrows are
NOT the Case plows and har-
rom made the J. I. Case

Plow Works Co.

To avoid confusion, the J. T.
CASE THRESHING MA-
CHINE COMPANY desires to
have it known that it is not
now and never has been inter-
ested in, or in any way con-
nected or afflliated with the
J. I. Case Plow Works, or the
Wallis Tractor Company, or
the J. f. Case Plow Works Co.

I thank you-all 99

Into the daily work of our dealers, selling the great line of machinery
that serves our customers in every corner of the civilized world, there
often comes a sincere word of appreciation that adds to the satisfaction
of selling ''the best machinery on earth."

A typical letter, fairly representative of thousands of similar expres-
sions, follows

:

"With the separator we got trom you-all in 1919, w« have threshed 150.000 bushels,» » » We are finishing up on a 9,000 bushel job, held for us on account of our
J. I. Case separator doing its good work. I think it is one of the best threshing
machines made.

"I thank you-all for the best machinery on earth.

Yours truly.

Horlacher Bros. By-Sam "

For the generally cordial relations existing between the sellers and
users of our great line of power farming machinery, we too, are thankful.

J. I. CASE THRESHING MACHINE COMPANY
;

(INCORPORATED)
|. Dept. O-ll 345-9 DUFFERIN ST., TORONTO, ONT.

Making Superior Farm Machinery Since 1X42
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Automotive Accessories and

Implement Equipment

I'ROTECTOMETER FOR TRACTORS
THIS is a simple, strong, spring re-

lease hitch for tractors that also

indicates pounds pull. The protecto-

tneter dial shows what power the trac-

tor is pulling; releases the tractor from
the implement when the farmer over-

loads and can be set to release at the

desired point. It is installed between
the draw bar and the implement. The
makers claim it absorbs all shocks right

at the draw bar and reduces to a

minimum the wear and tear on the

tractor, mechanical parts, and imple-

ments. It is made of cast and spring

steel and weighs less than 20 pounds.

It is accurate, requires oiling only once

a year, and is practically indestruct-

ible.

The protectometer dial indicates up
to 6,000 pounds pull. The release is

a very important feature of the pro-

tectometer. In the Fordson this has

been determined by tests and will re-

lease at 3,400 pounds. For other than

Fordsons the Model "C" protectometer

can be set to release for 2, 3 and 4

bottom plows at 4,000, 5,000 and 6,000

pounds draw bar pull, which is the av-

erage maximum pounds pull that

should be exerted by the tractor before

releasing.

On sudden impact, as when the plow

strikes a solid obstruction or when a

terrific strain is put on the tractor be-

yond the fixed pull, the protectometer

releases the hitch by means of a

clevis. The annoyance of shearing

wooden pins is removed and the trac-

tor is protected against serious dam-
age. The manufacturers are the

Protectometer Company, 814 Hearst

Bldg., Chicago.

"HB" MOTOR GRINDER
THIS is a strongly constructed mo-

tor grinder driven by dust proof

ball bearing equipped motor for use in

the repair shop for grinding castings,

sharpening tools, tire buffing, etc., etc.

The makers say it is heavily construct-

ed throughout to stand under the heav-

iest kind of work. The grinder is

furnished complete as shown in illus-

tration less the grinding wheels. The
shaft is one inch in diameter, length

thirty-six inches, weight 275 pounds.

The floor space required is 20x36 in-

ches. Made by Hobart Brothers Com-
pany, Troy, Ohio. The Canadian dis-

tributor is the Battery Service and
Sales Co., 113 King Street W., Hamil-
ton, Ont.

HALBURN ADJUSTABLE REAMER
THIS adjustable reamer is for valve

seats. It is quickly adjuste'd and
set to dimensions by the turning of two
nuts. The makers say the adjust-
ment ranges from 1 1-16 inches to

2 1-2 inches. The cutters are made
of hardened and tempered tool steel

and slide in slots having a 45 degree
base. Pressure of the cutters on the
valve seat drives them against this

base, thereby giving same effect as a

solid tool and preventing the cutters

from getting out of alignment. The
pilot stems are interchangeable.

The tool can be lowered through
a porthole and expanded after it is in-

side the port.

It is manufactured by Halburn Com-
pany, 317 West Pico Street, Los An-
geles, California.

PETERS METALLIC FILLER
npHIS is designed for speedy and per-

manent repairs of scored and
cracked automobile cylinders. It is a
brass composition, the makers state,

which becomes plastic at 300 degrees
and at this low temperature entirely
eliminates the possibility of warping
and distorting the casting.

It adheres quickly and permanently
to cast iron and other metals. After it

is applied it has all the qualities of
brass, including hardness, density and
a tremendous heat resistance. It can
be machined and in scored cylinders

will sustain any piston speed. It will

withstand a pressure of 150 pounds per
square inch. It is worked while plas-

tic and not in the molten state.

The makers are the Aluminum Braz-
ing Solder Co., Widener Bldg, Philadel-

phia, Pa.

NEW ARBOR PRESS

THE National Engineering Co., Ltd.,

Sarnia, Canada, have placed on the

market a new arbor press, an illustra-

tion of which is shown.
Instead of using the old "gouse

neck," a "three-point" construction with

a direct strain is adopted. The ma-
chine, neatly finished, is of light

weight and occupies the small floor

space of 20 inches.

Some of the features of superiority

in this three-ton press ai-e as follows;

It has a 36-inch range, which makes it

a very useful tool in garages for re-

moving gears, etc. It also has an ad-

justable table with nine openings on
the dial, and a ratchet wherein the

strain is placed on all the teeth instead

of one tooth. The machine has a capa-

city of 16-inch diameter. The A. R.

Williams Machinery Co. are selling

agents for the "Necco" line.

PERFECTION VALVE LIFTER

THIS valve lifter in action is quick,

positive and effortless. The mak-
ers claim that one man can operate it

with ease on any T or L head gasoline

engine. A slight pressure compresses
the stiffest valve spring. It is de-

signed so that the action is all above

the cylinder heads, yet overhead mani-
folds, piping and overhanging dashes

do not interfeie. It imposes no side

strain. The jaws move in a line dir-

ectly perpendicular with the plunger

point, which rests on the centre of the

valve head. The adjustable jaws fit

all sizes of spring retainers. The
valve spring when compressed to the

point desired is automatically held in

position. The operator's hands are left

free to remove the retaining pin or

washer. The lifter is built of steel

forgings and is very durable. The
makers are Porter Incorporated, San
Diego, California.

"H. B." Motor Grinder. New Arbor Press

APCO GASOLINE RESERVE FOR
FORDS

THIS device holds 1 gallon of gaso-

line in reserve, which can be used

by throwing a spring valve over a

quarter of a turn. When the reserve

supply of gas is used, the tank cannot

be filled until the valve is reset, which
is done by turning back to its original

place. It is installed through the fil-

ler cap and no tools are required. It is

manufactured by the Apco Mfg. Co.,

Providence, R.I.
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Machine-Pasted Plates
THE life of a Battery depends upon the durability of its 'Plates. The

active material, or "paste," is squeezed by powerful machines into the
grid of each USL Battery Plate, forming a solid, homogeneous mass from

face to face. These USL MACHINE-PASTED PLATES are full formed and
charged with Power from Niagara, and make the USL Battery long-lived
and thoroughly dependable.

Nineteen C.G.E. Sales Branches from coast to coast carry USL Storage
Batteries. This Dominion-wide service is at your disposal.

''Tested for Service."

Canadian General Electric Co., Limited
Head Office - . TORONTO

Branch Office';
:
Montreal, Quebec, Sherbrooke, Halifax, Sydney, St. .lohn, Ottawa, Hamilton, London,

Windsor, Cobalt, South Porcupine, Winnipeg, Calgary, Edmonton, Nelson, Vancouver and Victoria.
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BADGER SPRING BAR BUMPER
''pHE Badger Mfg. Co., Milwaukee,

Wis., has just put on the market
its new spring bar bumper, for which
it claims special features. The main bar

is in one piece, and is reinforced by an

additional length of spring steel. The
method of adjustment is such that it

will take care of any width of frame,

being made between main bar and

frame brackets. The steel clamp holds

the two sections securely together, pre-

venting rattle.

The Badger people state this bumper
jan be equipped on the front of sixiy-

seven cars and on the rear ol fortv-two

cars. It is made in single and double

bar types in all Wack or nickel finish.

The double bar type in the nickel frame
has the main bar and brackets finished

in black and the reinforcing slab in

nickel. The makers claim that riveting

+he reinforcing slat to the main bar
prevents vibration and eliminates the

rattle that often occurs when sections

are simply clamped or bolted together.

J AND B VALVE CAGE REMOVER

THIS tool is designed for the removal

of valve cages on all makes of

valve-in-the-head motors, having a

2 1-8 inch cage. It is made of a high

grade steel and drop forgings. The
makers say it is easy to operate, is self-

adjusting, positive in action and will

pick out any valve. It draws the cage

out true and makes the bending of

valve stems impossible. It is finished

in rust proof and will withstand severe

usage.
It is manufactured by the J and B

Manufacturing Company, Pittsfield,

Massachusetts.

MOTOR GRIP TRANSMISSION
LOCK

A NEW lock suitable for all makes
and models of Ford cars has been

put on the market by the Wright Ac-

cessories Corporation, Atlanta, Ga. It

is claimed that this lock can be install-

ed by the car owner in less than ten

minutes, and one turn of the key from
the seat locks the transmission, motor,

gasoline, and crankshaft in an un-

breakable grip. Keys will only open

the one lock to which they are fitted.

The lock is in a 12-gauge steel hous-

ing and when fastened a steel cam
grips flywheel, making movement of

car impossible until the right key is

used.
It is stated that this lock has been

subjected to the severest tests and
fully approved by the underwriters'
laboratories.

NEW AUTO MAT
npHE Gutta Percha Mfg. Co., Ltd.,

Toronto, Ont., are manufacturing
a mat suitable for all Ford cars. It

is constructed of rubber, and, as shown
hy the illustration, fits over the brake
levers and transmission gears, keeping
out dust and heat from the engine in

the summer time and protecting the
driver from the cold winds which us-
ually find their way through these
openings during the cold weatiier.
The flaps fit snugly over iioles in the

bottom of the 'ar and at the same time
do not in any way interfera with the
workings of the levers or brake.

LUCIA AUTO LOCK
npHE Lucia Mfg. Co., 1123 Broadway,

New York, have placed on the mar-
ket a new theft-proof auto lock
The makers say the lock, which is

attached to the emergency brake, can
bo fitted to any car in a few minutes
without the aid of tools. All tha<- is

necessary when leaving the car is zo
throw the gear shift lever into reverse
and snap the lock shut. In this posi-
tion the car cannot be driven or towed.
A key has to be used to release the
lock. The lock is a four tumbler Coi-
bin, which, it is stated, no master key
will fit.

ADJUSTABLE WRENCH
''pHE Allen-Diffenbaugh Wrench &

Tool Co., Baraboo, Wis., have mar-
keted an adjustable wrench which au-
tomatically grips a nut when the
handle is pulled. It is made in several
sizes from drop-forged steel and has
jaws that are machined and hardened.

Auto Mat

Lucia Auto Lock

Kopp8 Lens

Valve Cage Remover

Peters Cylinder Surface Planer
PATENT APPLIED FOR

A. Top (ball) bearing
B. Side (ball) bearing
C. Cutter

(All Adjustable)

Register Type Heater

Cylinder Surface Planer

Gilman Shock Absorber

KOPP'S LENS
'TpHE new Kopp's emerald tint auto-

mobile lens is designed to meet all

the requirements of the Anti-Glare
Law yet giving a powerful enough ray
to drive under all conditions. It is

one of the approved lenses listed re-
cently by the Ontario Department of
Highways.

The makers claim that Kopp's lens
bends the light from an automobile
headlight downward, keeping it below
a 42-inch level, 75 feet from the auto-
bile. It also distributes the light, il-

luminating the roadway to a width of
27 feet. The control over the natural
spread of the light beam is accomplish-
ed by two sets of deflecting prisms
which are mutually intersecting and
form a multiplicity of triangular shap-
ed prisms which bend the light down-
ward and sideways. This arrangement
allows the lens to be divided into tri-
angular shaped areas in which the
prisms may have any refracting power
desired.

The glass used in Kopp's lens is an
optical glass specially developed to
meet the requirements of headlight
lenses. It allows the greenish-yellow
rays to passj, but a comparatively
small per cent, of the red or blue. These
greenish-yellow rays are the ones to
which the eye is most sensitive, while
the red and blue add little to the visi-
bility and are the cause of the objec-
tionable glare.

The makers are the Pittsburgh Lamp,
Brass and Glass Co., Pittsburgh, Pa.
The Canadian representative is R. E.
Davis, 113 Wortley Road, London, On-
tario.

GILMAN SHOCK ABSORBER
IN principle and operation the Gilman
^ shock absorber affords an ideal
method of shock absorption, say the
makers, for it controls the springs' re-
coil the full distance of its travel. While
permitting the springs to perform
their intended function to the limit of
their efficiency under normal road con-
ditions, it prevents abrupt or violent
movement when road conditions change
from normal. Like the spring itself,
it is placed between the body and the
axle. It is manufactured by the Gil-
man-Davis Mfg. Co., 224 South Michi-
gan Avenue, Chicago.

REGISTER TYPE HEATER
'T^HIS heater is designed, the makers
-• say, in answer to a demand by mo-
torists who prefer a high-grade, light,
simple heater properly sunk beneath
the floor. All that shows above the
floor is the register which is nickel-
plated. The control, which can be
operated with one finger, is convenient-
ly located at the driver's seat, or in the
tonneau if so desired. The heater is

made in two sizes to fit all cars. Man-
ufactured by the Hill Pump Valve Co.,
Chicago.

Motor Grip Transmission Lock Gilman Shock Absorber

CYLINDER SURFACE PLANER
pETERS cylinder surface planer is

a tool for finishing off the excess
metal from a scored cylinder repair in
perfect cylindrical alignment. It is

instantly adjustable to all sizes of cylin-
ders and performs the operation in not
more than ten or twenty minutes.

It is made by the Aluminum Brazing
Solder Co., Widener Bldg., Philadelphia,
Pa.
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Equal to Any Task
Just pump the handle
—it takes care of the

load. You can safely

recommend for re-

placement use any of

our improved

NIAGARA
JACKS

We make six jacks for

you to select from with
capacities for any make of car or truck.

Packed in individual cartons with
guarantee against breakage under
rated load.

Illustrated booklet and price on request.

Makers of the famous ''Lyon" Bumpers.

Kinzinger, Bruce & Co., Limited
NIAGARA FALLS, ONTARIO

The Plug
with the

Hotter Spark
The ball point of the "M&S"

spark plug concentrates the current
and intensifies the heat. This gives
a sure, hot spark—producing better
combustion and greater power.
The "M&S" plug is made in all

styles to suit every make of car

—

it is standard equipment on the
popular new Overland *'4."

The "M&S" plug is made in

Canada and guaranteed to give
complete satisfaction.

Dealers:—Ask your jobbers for

the "M&S" plug.

SPARK
PLUGS

"Made-in-
Canada"

No Models
500--1/2" standard
501--%" Standard
502--Vs" Long
503--%" Longr with

Chevrolet T e r -

minal

506--Vz" iMng
504--Regular Porce-

lain

505--Chevrolet Porce-
lain

Machine & Stamping Company, Limited
1209 King Street West, Toronto, Ontario

Commercial Dept., Russell Motor Car Co. Limited

Satisfaction Guaranteed
Y OU would suppose that a concern which won its reputation on the quality
- of Its products would be content to rest upon its laurels. Not so the
makers of

"HEXALL" Socket Wrenches
Trade Mark Reg. U.S. Pat. Off.

''Keep Faith"—they say, "with the tens of thousands who rely upon the un-
failmg dependability of the best socket wrenches in the world. Make Assur-
ance of Quality Doubly Sure."

Therefore, every "HEXALL" that goes to the shipping room carries this
guarantee :

—

''Break Any Sedgley Wrench and We
Repair It—No Charge''

—a policy that Guarantees Satisfaction and makes the sale of a "HEXALL"
the quickest and easiest sale you can make. "HEXALL" is there in every sense
of the word—you know it—and if, for any reason, it doesn't "make good,"
the guarantee will. There are 7 Sets^a "HEXALL" for every need.

Here is the most practical, reliable, small revolver on the market—"BABY."
It measures but 4 inches overall

;
weighs only 6 oz. and shoots 6 .22 caliber,

short, rimfire cartridges.
DISPLAY IT!

R. F. SEDGLEY, Inc. i897
2511-13-15 North 16th St., PHILADELPHIA, PA.

Canadian Distributors: Lamontagne, Limited, Montreal, Canada.
Harold F. Watson Co., Sole Agent: 208 Coristine Bldg., Montreal, Canada.

Patenled
May 1, 1917

"HEXALL" Ratchet Socket Wrench No. 1-16 pes.

Patented
May 1. 1917

"HEXALL" Ratchet Socket Wrench No. 2—11 pes.

Patented Dee. 31, 1918

"HEXALL" Socket Wrench No. 5—8 pc
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A 24.Hour Radiator
Repair Service

Why fuss with troublesome
radiator repairs? They can be
more cheaply and effectively
executed by the manufacturer.

Ship any make to our Repair
Department and in 24 hours, or
less, it will be on its way back
to you—freight or express as
you instruct.

We promise you no wait ser-
vice and A No. I warkmanship.

McCORD MFG. CO.
WALKERVILLE. ONTARIO

WE GIVE

"Quality and Service"
IN

TRACTOR and TRUCK
STEEL CASTINGS

Joliette Castings & Forgings Limited
Head Office:

Transportation Bldg., Montreal
Works :

Joliette, Que.

It Docks at Your Desk
Our service brings to your desk news
items collected from the newspapers
relating to your line of business.

Often you plan your affairs on market
conditions or new developments, but
you could plan much better with all

information before you from the
whole of Canada.

These newspaper clippings have
proved most valuable to business
house$7 saving time in searching files

and often being turned to good
account, getting contracts and orders.

We cover all parts of Canada and
United States and read for all sub-
jects discussed in the press.

Have the news packets arrive regu-
larly ;at your desk with a cargo of
timely news.

Canadian
Press Clipping Service

143-153 UNIVERSITY AVE.. TORONTO

BRITISH COLUMBIA
MARPOLE.—The Murray Motors,

Limited, is the name of a new garage
opened here.

NEW WESTMINSTER. — Messrs.
Mills and Brown are operating an up-
to-date Ford service station and auto
livery.

NELSON.—The Nelson Hardware
Co. report that the farm machinery de-
partment of their business has been
exceedingly good during' the past
year.

NEW WESTMINSTER.—The Sig-
more Motors has changed hands. The
new owners are Gregg, Ralston and
Hockly, Limited. They have the
agency for Studebaker and Gray-Dort
cars.

PORT COQUITLAM. — Owing to
labor troubles- in East and South, de-
livery of the machinery for the new
tire and rubber factory was held up
for some time. Mr. Gregory, presi-
dent of the company, says practically
all the machinery is now on hand and
he assures the city council that the
factory will bo under production soon.

ALBERTA
STRATHMORE.—A vulcanizing and

accessory business has been opened
'here by Messrs. West and Forbes.

HANNA.—J. W. Mockett has ac-
quired the Boyd Bros. Garage. He has
the Ford agency and handles all re-
pairs.

RYLEY.—What is styled as the fin-

est Alberta garage in Northern Alber-
ta is being operated here by Mr.
Young.

INNISFAIL. — Dundas and Oxiey,
implement and tractor dealers, have
dissolved partnership. Mr. Dundas
will carry on the business.

REDCLIFF. — Messrs. Moses and
Kitchen are now operating the garage
known as the City Garage and are
handling repairs, oils, gasoline and
tires. They also supply a jitney ser-
vice.

CAMROSE.—A new business will be
opened here shortly by J. Pollock from
Savannah, Georgia, for the manufac-
ture of auto tops and for upholstering
of automobiles.

BROOKS.—Marshall Hardware Co.
recently completed a new garage for
handling Ford cars and Fordson trac-
tors. The building is modern in every
way and is equipped with up-to-date
machinery for all kinds of repairs.

MANITOBA
WINNIPEG.—The Western Truck

Body Co. has been recently incorporat-
ed.

RIDGEVILLE.—R. A. Laufenswei-
ler, Cockshutt dealer, has built a new
shop 30x50 feet.

STEINBACH.—P. S. Sprung has
purchased the garage and implement
business formerly conducted by Messrs.
Rempel and Toews.

WINNIPEG.—W. J. Fulton, mana-
ger of the Dominion Radiator Com-
pany, has been appointed member of
the Joint Council of Industry.

BRANDON.—The Imperial Oil Co.
are planning to have all the buildings
on their property here removed this
fall in prder that an early start may

be made in the spring on their $300,000
plant.

WINNIPEG.—The Cuthbert Co., 408
Corn Exchange, Minneapolis, Minn.,
have made arrangements for manu-
facturing and selling their line of farm
equipment in Western Canada. They
have opened a branch office at 118
Grain Exchange.

MARGARET.—The. main portion of
the village of Margaret was wiped out
by fire recently, according to a Cana-
dian Press despatch. The fire, which
is believed to have been of incendiary
origin, destroyed eight buildings, as
ar estimated loss of $25,000.

WINNIPEG—The Gardiner Culti-
vation Company, Limited, with a capi-
tal of $500,000, has been formed to take
over the rights of and manufacture the
Gardiner rotrry cultivator. This ma-
chine has been on the market for three
years and is giving satisfaction.

SASKATCHEWAN
SHAUNAVON.—S. S. Lee has sold

his implement business to A. A. Has-
sard.

SASKATOON.—Cassidy and Go.
have erected a new fire-proof garage
41x55 feet.

TURTLEFORD.—The garage form-
ly run by W. R. Plain has been taken
over by J. Miller.

WELWYN.—,J. Clearwater has pur-
chased the implement business former-
ly conducted by C. H. McDonald.

^ SWIFT CURRENT.—The Kirkaldie
Garage, dealers in automobiles, access-
ories and farm implements, suffered
losses from fire recently.

ASSINIBOIA.—Messrs. B. A. Camp-
bell and H. Shaw, who recently formed
a partnership, have secured the Ford
agency for Assiniboia and district.

REGINA.—An action to collect $10,-
150.43 from the Ryan Motors, Ltd., was
entered in the Court of King's Bench on
Oct. 6th by counsel for fhos. H. G.
McVean Co., Ltd., contractors.

SASKATOON.—The Imperial Oil
Co., Limited, plan to erect an office
and service station to be located at
Twentieth Street and Third Avenue.
It will cost in the neighborhood of $50,-
000.

REGINA.—The Imperial Oil Co.,
Limited, and the Great West National
Gas Corporation, Limited, have entered
into an agreement for the development
of the Saskatchewan natural gas and
oil fields. Both companies will carry
on operations.

YORKTON.—A. E. Donovan, form-
evly manager of the Cushman Works
of Canada, Winnipeg, has purchased
premises here and will carry a full line
of implements, including Advance
Rumely tractors, Cockshutt plows and
the Cushman line.

HUMBOLDT.—Kelly Bros. have,
erected a new garage and show roorn
where they will carry on a complete
automotive business. The workroom
is equipped with the latest machinery!
They handle Dodge, Gray-Dort and
Chevrolet cars, Case tractors and
threshing machines and Fairbanks-
Morse lighting plants.

LANCASTER, N.B. — The Ford
Motor Company will build an assembl-
ling plant here.
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BIG INCREASE IN CANADA'S
IMPORTS

ACCORDING to a Canadian Frees
Despatch, Canada's imports of both

free and dutiable goods show an in-

crease for the 12 months ending Au-
gust, 1920, as compared with the 12
months ending August, 1919, and Au-
gust, 1918. The Dominion Bureau of
Statistics issues the following trade
summary covering the period:

Dutiable goods, 12 months ending
August, 1918, $516,484,137; 1919, $537,-

000,391; 1920, $850,743,841. Free goods,
1918, $386,373,813; 1919, $335,267,503;
1920, $445,408,523. Total imports, mer-
chandise 1918, $902,857,950; 1919, $872,-

267,894; 1920, $1,269,152,364. Duty col-

lected 1920, $155,502,162; 1919, $155,-

477,445; 1920, $210, $210,825,984.

Canada's total exports of merchan-
dise were lower during the 12 months
ending August this year .than in the
two 12-month periods previous. This
was probably due in large measure to

the reduction of war orders. The sum-
mary gives the following value of ex-
ports: 1918, Canadian, $1,334,972,342;
foreign, $41,190,665; 1919, Canadian,
$1,241,615,581; foreign, $59,812,687;

1920, Canadian, $1,219,523,896; foreign,
$37,918,443. The totals for the three
periods were: 1918, $1,367,163,007;
1919, $1,301,428,368; 1920, $1,257,442;-
339.

The purchases by Canadians from
the United Kingdom during the 12
months ending August, 1920, reached
the total of $206,107,122, against $76,-

690,228 in Ithe 12 months previous.
The imports from Australia fell off

from $4,599,824 in the 12 months end-
ing August, 1919, to $1,641,852 in the
period ending August, 1920. Purchases
from the British West Indies, Cuba
and France, ?howed notable increases
during the most recent period. From
the former Canada purchased $16,519,-
227 worth of goods in the period end-
ing last August, as against $10,337,756
during the year previous. From Cuba
the imports reached a value in 1920
of $33,661,564, as compared with $5,-

285,708 in the 12 months ending Au-
gust, 1919. Imports from France in-

creased in value from $4,420,078 in 1919
to $18,670,509 in 1920.

Our purchases from the United
States in the period ending August,
1920, increased to $904,115,329, as
against $692,606,973 in the previous
corresponding period.

REORGANIZATION OF BEAVER
MOTOR TRUCKS

TT was announced recently that the
* American Axle Company, capitaliz-
ed at $6,000,000 has become heavily
interested in the Beaver Motor Truck
Corporation, of Hamilton, Ontario, and
in future would supervise the operation
of the Hamilton factory. H. R. Wil-
liams, who organized the original
Beaver Truck Company, will be presi-
dent and general manager under the
new arrangement, with E. W. Macavoy,
president of the Axle Company, as
vice-president and Captain H. Trena-
man as treasurer.

The directors are W. Mulvaney, E.
D. Stares, W. H Dawson, of the T.
Eaton Company, P. C. Wolf and P. J.

Schultz, of the American Axle Com-
pany.

ings. The buildings have some twenty
odd chimneys and about a dozen towers,
the highest now completed being 140
feet. The main tower will be over 300
feet in height.

SHINN-FLAT PROTECTS PARLIA-
MENT BUILDINGS

'pHE Shinn Manufacturing Co., of
Guelph, manufacturers of Shinn-

Flat lightning rods have been entrusted
vyith the work of installing adequate
lightning protection for the new Par-
liament Buildings at Ottawa. The work
is under the personal charge of Pro-
fessor W. H. Day, formerly Professor
of Physics at the Ontario Agricultural
College, now secretary-treasurer of the
Shinn Mfg. Co., of Canada. It is es-
timated that several thousand feet will
be required to give a complete system
for the intricate features of the build-

MONTREAL MOTOR SHOW
A LEVESQUE, Active Secretary of
-^•the Montreal Automobile Associa-
tion, has announced that the annual
Montreal Motor Show will be held' from
January 22-29, 1921, at the Motordrome
Building, 228 Sherbrooke Street East.

It is expected that all the Canadian
and American automobile manufactur-
ers will be represented. Most of the
manufacturers have already enquired
about space and enquiries have been
received by the secretary from Europ-
ean firms anxious to exhibit. This will
be the only official motor show held in
Montreal this vear.

CEMENT TO STOP LEAKS IN FUEL
TANK

DURING the war numerous experi-
ments were made with the object

of securing a means for easily and
quickly closing rents in gasoline tanks.
Toward the end of 1916 the testing
laboratory of a French technical school
was requested to analyze and test a spe-
cial putty, called Ob. The analysis
gave the following results:

Per cent.
Soaps

—

Fatty acids 17.05
Alkalies 3.60

Glycerine 4.00
Water 21.45
Various mineral materials .... 53.90

100.00

Per cent.
Clay : 95.20
Lime 3.00
Magnesia o.40
Sulphuric acid 1.40

100.00

In order to determine how this putty
behaved under the influence of vibra-
tion, a 40-gal. tank was mounted on a
light motor truck. Nine holes were
punched in it, varying in diameter from
0.4 to 0.8 in. and located at different
heights. These holes were closed up by
means of plugs made from the paste oV
putty under test.

The truck was driven a distance of
34 miles over bad roads at an average
speed of 13 m.p.h. A single crac c

formed in one of the plugs and this was
stopped by applying more of the putty
Alter 23 hours of testing there was no
oozing out of liquid at any of the plugs
and the conclusion was reached that
this putty or, cement may render great
services in stopping leaks in fuel tanks

CLETRAC HEAD OFFICES MOVED
T^HE Cleveland Tractor Company, of
-' Canada, Limited, are moving their
head offices from Windsor, Ontario, to
Number 21, Ottawa Street, Montreal,
Quebec, on November 1st, at which
time their new headquarters, now un-
der course of construction, will be com-
pleted. It has been decided that Mont-
real is a better distributing centre for
Eastern Canada than Windsor. The
object of the company is to endeavor
to give its owners a 24-hour service.
The establishment of their Western
Branch at Regina, Sask., enables them
to give this service in Western Canada.

T^HE ending of the
said to be causing

automobiles. Money
moi'tgage purposes,
bile habit is one that
the crisis is over the
ably have created a
automobiles.

moratorium is

the sale of many
is required for
But the automo-
sticks, and when
sales will prob-
new market for

E

A Perfectly Sealed

Firing Chamber
There can be no lost power
where ExcellencE T w o-

Piece Piston Rings are used.
They seal tight—absolutely.

Examinine an ExcellencE
Ring and you will be at once
struck with the simple and
positive action. The two
pieces are so fitted together
that they will readily con-
tract or expand as necessary,
but will always be tight. No
gas, oil or compression can
pass, all power must be ex-
erted on the piston head.

These sizes of ExcellencE Rings
are now available: 33/ x Vi
S% X 3-16 and 3 11-16 x 3-16!
Other sizes will be ready soon.

Manufactured exclusively and
distributed by,

Lamontagne Limited
Wholesale Dealers in Automotive

Equipment

Quebec Montreal Winnipeg

The Only Perfect Piston Ring

XCELLENC
TWO-PIECE
PISTON RINGS£

P E R F E X
The Perfect Radiator

Perfex radiators for Fords are a quality product em-
bodying features that cannot be had in other radiators.

A patented spring bracket suspension and a real rad-
iator core of great efficiency.

The last word in Radiator construction

Perfex Radiator Co., Racine, Wisconsin, U.S.A.
p. A. C. McINTYRE & COMPANY

311 Confederation Life Building, Winnipeg
Direct Representatives for

Manitoba, Saskatchewan, Alberta and British Columbia
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The Inaccessibility of Some Tractors
By L. G. HEIMPEL, B.S.A.

Reudet f! of M.T.I, who sell t) actors will be interested in this article.
Mr. Heimpel is head of the farm engineering department at the Agricul-
tural College, Kemptville, Ontario. He has had cm>siderable experience
with tractors and all kinds of farm machinery, and anything he has to
say on the operation, design or construction of such tnachiues commands
attention.

Needless to say, M.T.I, is not responsible for the views herein stated
but is desirous of getting the opinions and views of its manxf tractor and^
i.ower farming readers. If you have anything to say mr this or any other
like subject, shoot yonr opinions along; they may be valuable to the industry.—Editor.

IT is only after many time-losing,
^ character-testing and patience-
destroying experiences in the perform-
ance of many tractor repairs in which
the one thought which would always be
coming up was, Why don't designers at

least think of accessibility when design-
ing a tractor ? that the writer was
moved to write this article.

That the average tractor firm, and
the average tractor buyer, have not re-

alized the importance of accessibility

cf all parts of the machine is clear to

me because if the former would see the

importance of it he would use it in the

headlines of his every advertisement.

As for the user—well, the average user

knows nothing about his own or any

other tractor until about the middle of

the second or third year when he comes

to the same conclusion which it took

the writer nine years to arrive at,

namely, that on many tractors many
parts are hopelessly inaccessible. Hovv-

ever, not all designers are blind to this

important feature in tractor construc-

tion. We realize that to design a ma-
chine which will stand up to what is

demanded of a present day tractor,

which will have all modern equipment

and appliances which go to make the

machine one of easy operation is no

small task, yet, even the writer who has

studied design only from the user's

viewpoint could without trouble design

an engine which would be a model of

accessibility in comparison with some

of the mechanical monstrosities we oc-

casionally have to deal with.

Specifications of Average Tractor

In order to make clear what we
mean by an accessible machine let us

take as an example the list of specifi-

cations of an average tractor, which

is as follows:

Name
Normal capacity—3 plows; 22 inch

by 36 inch thresher.

Rating—10-20.
Traction—Two rear drivers size ;

2 front wheels .

Dimensions:—Length, — ,
width,

—turning radius.

Motor—Own, No. of cylinders,—bore

— , stroke— , case in block, number of

rings to piston and their width.

Lubrication—Nature of it.

Cooling—Radiator, pump circulation,

fan, cooling fluid, water.
Ignition—Dixie magneto, impulse

starter, Rajah plugs.

Governor—Own, centrifugal enclos-

ed.

Carburetoi"—Own, size—

.

Air cleaner—Dry type.

Clutch—Expanding shoe.

Transmission—Own, (No. of speeds

and miles per hour of each).

Bearings—Roller bearings.
Final Drive .

Pulley—Size , driven direct.

Another Specification

This example of a list of specifica-

tions, it is tnie, tells a great deal about
an engine. But after two years of use
the following is what we should like

to add to some of the specifications of

certain engines:

Name—

.

Normal capacity, 10-20.

Traction—Two rear drivers, size—

,

lugs of such a type as will require two
men over half-a-day to attach or re-

move.

Motor—Own, so placed that to get at

most parts of it necessitates the re-

moval of the rest of the engine. Num-
ber of main bearings two, to adjust
one of which necessitates the removal
of a drive wheel, which requires a jack

and twenty feet of heavy logging chain
or a wheel puller and a half day's time,

the removal of clutch spider, pulley,

gear case housing cover, first reduc-
tion gear set and gear housing—when
lo and behold! the bearing. This can
now be adjusted in twenty minutes af-

ter which it takes two men another day

to put the above fittings back into
place. Adjustment of connecting rod
bearings almost impossible from below
owing to lack of loom to work in due
to extreme depth of crank case and
lack of room between sides of castel-
lated nuts and bearing cap sides, even
for a thin-sided socket wrench.
Lower end of cylinder not bevelled

so that it is next to impossible to enter
a piston from below.

Lubrication—Splash with forced cir-
culation. Oil gauge most effectually
hidden from sight and oil-receiving fun-
nel so .situated that nothing but a
special flexible tube funnel can ever
reach it and so small that it takes fif-

teen to twenty minutes to put in one-
half gallon of oil of the viscosity pre-
scribed by the manufacturer.

Oil circulation pipes so small that
they are bound to plug up and placed
so that removal is next to impossible.
Cooling—Radiator-filling hole so high

above ground that a step ladder is ne-
cessary. Cooling pipes and hose con-
nection hard to get at and so placed as
to effectually bar the way to adjust-
ment of other parts. Pump—so placed
that the packing gland can leak for
weeks before the operator plucks up
courage enough to try to tighten it

with even a special wiencht The
grease cups for pump shaft as inac-
cessible as the packing gland.

Ignition—Dixie magneto, impulse
starter, plugs so located that to remove
them just after the emgine is stopped
will necessitate the sacrifice of any-
where from one to six or eight sqioare
inches of skin owing to burns from the
exhaust manifold. Also is necessary
to always carry plenty of spare por-
celains or plugs because their location
is such that it is almost hurnanly im-
possible to put in or renaove twenty
plugs without breaking about five por-
celains.

Governor—Own, enclosed.
Carburetor—Own, but the fuel pipe

from tank is so small that it will be-
come partially choked under the slight-
est provocation and will not maintain
enough pressure to keep the fuel in the
float chamber at its proper level. It
is very hard to remove so that it is

seldom cleaned.
One might add in some cases that

each of the different systems or units
of the tractor is so connected with each
of the others that it is impossible to
get at some vital parts conveniently
without removing all the rest. This
would not be so bad if the proper faci-

lities for the removal of these parts
were provided but in many cases it is

a case of a sledge hammer to get shafts
and tight nuts to budge. One can then
expect a repair bill of considerable size
owing to the destruction wrought in
pulling down and repairing. All this
is due, of course, to inaccessibility of
the tractor's parts.

Progress Being Made
It is true that considerable progress

has been made in the way of removal
of excessive weight in tractor con-
struction. The proportion of drawbar
power to each hundred pounds of
weight has also increased during the
last ten years. The perfecting of car-
buretors and the introduction of tern-
perature regulators have made the
burning of kerosene and other cheap
fuels not only practicable but highly
profitable. The introduction of the
impulse starter on the magneto has
reduced wiring to a minimum, has done
away with the continual expense due
to the necessity of battery current for
.•starting and, best of all, it has re-
duced starting trouble to a minimtim.
All these the gas engine owner has to
be thankful for, but we must remember
that in spite of all these blessings all
engines will need attention to their
internal parts. Why must it be that
there are engines on the market fully
as bad as the above indicates? We
happen to have these facts brought
home to us in a most forceful manner
by stern experience. No one can ex-
pect a machine of one thousand re-
volutions per minute to keep on run-
ning without attention for more than
perhaps fifty to .seventy-five days at a
time. The strain tractors are subjected
to \yhen under load is terrific and most
engines are doing nobly under it, but
why discourage, yes even effectually
prevent, proper attention by gross neg-
lect of that quality—accessibility in
the design of the machine.
The tractor of the future is the one

designed in such a way that the parts
which will need most frequent adjust-
ment and more or less con.stant inspec-
tion and attention are most easily ac-
cessible.

CLETRAC SERVICE MEN HOLD
IMPORTANT MEETING

TPHE eleven district service supervis-
ors of the Cleveland Tractor Com-

pany held a meeting at Cleveland, 0.,
October 25th to 28th, under the direc-
tion of Geo. W. Pontau, Jr., service
manager.
Bringing together the service problem

of every section of this country and
Canada they were able to formulate
policies for next year which will be of
great benefit to the Cletrac owner, the
dealer and the manufacturer.

In discussing the results of their
1920 work it was determined that the
company's aggressive educational
policy had saved both the owner and
the dealer a great deal of trouble and
expense. The Cleveland Tractor Com-
pany is firmly convinced that free trac-
tor service is an injustice to all con-
cerned and its plan of educating the
dealers' organization and the owner
has gone a long way toward eliminating
this menace to its dealers' profits.

HANDLES BLUEBIRD ADVERTIS-
ING

CMITH, DENNE AND MOORE, LTD.,
Toronto, are handling the advertis-

ing account of the Bluebird Corporation,
Brantford, Ontario, makers of "Blue-
bird" washing machines. The Bluebird
Corporation has designed a trade-mark,
the main lettering on which is "A
Colonial-Made Appliance."

It is the intention of the corporaLun
to make a wide variety of electrical
household appliances which will be
marketed under the above mentioned
t'-ade-mark.
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100% MEMBERSHIP
On Wednesday, Oct. 20, the Association of Canadian
advertisers endorsed the statement of W. G. Stewart
of Goodyear Tire and Rubber Company that all trade

newspapers should be required to furnish audited state-

ment of circulation.

We're with you, Mr. Stewart. Every publication issued

by MacLean Publishing Company is a member of Audit

Bureau of Circulations.

Advertisers who are members of A. C. A. and those

who are not would be acting in their own interests and

in the interests of Canadian publishers by insisting that

every publication in which their advertisements appear

should come out into the open and furnish a statement

of circulation certified by some independent organization

such as A. B. C.

The following MacLean publications will gladly send

A. B. C. statement of circulation on request:

TRADE NEWSPAPERS
HARDWARE AND METAL
DRUGGISTS' WEEKLY
CANADIAN GROCER
SANITARY ENGINEER
DRY GOODS REVIEW
MEN'S WEAR REVIEW
BOOKSELLER AND STATIONER
CANADIAN MOTOR, TRACTOR AND
IMPLEMENT TRADE JOURNAL

MAGAZINES
MACLEAN'S MAGAZINE
FARMERS' MAGAZINE

TECHNICAL NEWSPAPERS
POWER HOUSE
CANADIAN MACHINERY
CANADIAN FOUNDRYMAN
MARINE ENGINEERING
PRINTER AND PUBLISHER

COMMERCIAL NEWSPAPER
THE FINANCIAL POST

BiRDSELL Clover Hullers
Best for Threshing,

Hulling and
Cleaning

Little Red or Common Clover Seed

Big English or Mammoth Clever Seed

AInke Clover Seed

Sweet Clover Seed

THREE SIZES FOR CANADA

No. 2 Cylinders 27" x 32", Capacity 3 to 5 bushels per hour.

No. I Cylinders 30" x 36", Capacity 5 to 7 bushels per hour,

Power Required '

6 to 8 H. P.

!

8 to 10 H. P.

!

No. 8 Cylinders 40" x 52". Capacity 7 to 10 bushels per hour. 10 to 12 H. P

WE HAVE A SIZE TO SUIT EVERY NEED

ANN ARBOR HAY PRESSEfS
j

If in the market for a Hay Baler we can

furnish in any size to meet your requirements.
;

Write us or call and see us while in the city.

Birclsell IVIahtifacturing Co.
Foot of George Street

\

Toronto, Canada

Revolt Drain Excavator
Sole Owners

Land Drainage Excavator Co., Spalding, England

Labor-saving, Time-saving, Money-saving

Capacity:—The "Revolt" Excavator, drawn by TRACTOR, will complete a
drain (3 ft. 6 in. deep), at the rate of 150 to 200 yards an hour. The "Revolt"
Excavator, drawn by HORSES, will complete a drain (3 ft. 6 in. deep), at

the rate of about 50 to 60 yards an hour.

The average cost of cutting drains with the "Revolt" Excavator is 25 cents per
chain (66 ft.).

A Demonstration will be given in Excavating Drains on TORONTO MUNI-
CIPAL FARM, Stop 45, Yonge Street, on FRIDAY,.NOVEMBER 5th, be-
tween the hours of 2 and 4 p.m.

For full particulars apply to GEORGE C. BADDON, Box 482, Station F, Toronto
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"The Sign of Better Service"

SIOUX VALVE TOOL SET

Sioux Valve Seat Reamers reface valve seats"
vi'ith the same dispatch, accuracy, smoothness
and general satisfaction that the Sioux Valve
Refacing Tool refaces the valves.

The Sioux Valve Tool Set includes the Sioux
Valve Refacing Tool, and five Sioux Valve Seat
Reamers: 1% in., 1% in., 2 in., 2% in. and
214 in., all 45-degree (30 and 60 degrees can
be had on request), three pilot stems, 5-16 in.,

% in. and 7-16 in.

The, three pilot stems are finished to accurate
size, insuring perfect dimensions and accuracy.

Aikenhead Hardware Limited
Toronto - Canada

STEEL CASTINGS

for

TRACTORS

CAMABHAN
UMITEB

General Sales Office:

Transportation Building
Montreal

J. F. MACKAY WITH MORROW
COMPANY

T F. MACKAY, formerly business
manager of the Globe and latter-

ly secretary and treasurer of the
Willys-Overland, Ltd., has resigned his
office with the latter company to be-
come vice-president and general man-
ager of the John Morrow Screw &
Nut Co., Ltd., of Ingersoll. He will also
occupy the position of vice-president of
the allied industry, the Ingersoll File
Co., Ltd.

This and other important changes are
consequent upon the retirement of J.
Anderson Coulter from the presidency
of the two companies. Mr. Coulter has
been actively connected with the pro-
gress of the industry for more than
thirty years. The directors announce
the election of Col. F. H. Deacon, of
Tcrcr.tc, as president; he has been v'ics-

J. F. MACKAY

president of the companies. The other
appointments are: Assistant general
manager and treasurer, H. P. Stone-
man; sales manager, F. N. Norton; sec-
retary, Lt.-Col. H. L. Edmonds.

NEW ENGLISH TRACTOR
A NOVEL design of three-wheel trac-
-^torfor agricultural and road building
use has been designed by an English
manufacturing company. In some re-
spects the tractor follows late Ameri-
can practice inasmuch as it is the form
that has no frame other than that pro-
vided by the engine base, gear box and
extensions attached to the latter mem-
ber to which the rear wheel is secured.
Among the novel features of this trac-
tor other than the adoption of the frame-
less system of design is the provision
of power transmission mechanism to
all three wheels. The two front wheels
are combined directive and tractive
members. The steering knuckles are
exceptionally large and house in the
universal joints by which the wheels are
driven. The main drive from the change-
speed gear case is by means of a double
universally jointed shaft extending
from the front end of the gear case to
.H differential housing on the front axle
in which the main drive is by bevel gear
reduction. The single rear wheel is op-
erated by a shaft which carries a bevel
pinion that engages the bevel gear on
the wheel-supporting axle.

A power take-off is provided by
which bevel gears transmit the power
from the clutch shaft to a pulley at the
side of the gear case to which a belt
attachment can be made for driving
f ny forms of machinery that would or-
dinarily be operated by belt power.
The application of power to all three
wheels of a light tractor is an attempt
to secure maximum traction and the
machine should have a greater effec-
tive draw-bar pull than anv three-
wheeled form of the same weight de-
livering the power only of one driv-
ing wheel, as is the usual construction
when the three-wheel design is follow-
ed. The tractor shows clearly the in-
fluence of American practice; and the

method of dispensing with the frame
by using the engine base for that pur-
pose, the incorporation of a clutch and
change-speed gearing as a unit with
the engine and also as part of the frame
structure, and the support of the fuel
tank and installation of the radiator,
are all very evidently copied from a
well-known American tractor design
that was produced in large quantities
during the war in both this country
and in England. The tractor illustrat-
ed is distinctive in design, however, in
the method of power transmission.

WANT CANADIAN EXHIBITS
TpHE following letter froin the Buna-

darfelag Islands was sent to Mr.
Arm Eggertsson, of Winnipeg, the com-
mercial representative of Iceland in
Canada:

Dear Sir: As you know, the Icelandic
Agricultural Society has in mind to
hold an exhibition in Iceland next
spring, where various agricultural im-
plements and machines relating to
farming will be on show. Obviously
it is important for the society to get as
many firms which manufacture such
articles as possible to exhibit their
goods.
We would therefore kindly ask you

whether you would inquire of the Can-
adian Govei-nment and various factor-
ies in Canada which manufacture agri-
cultural implements whether they
would be agreeable to send some speci-
mens of such articles to place on this
proposed exhibition. For your euid-
ance we beg to noint out some articles
•md machines which are still but little
known in this countrv, and may be ex-
pected to become valuable for the Ice-
landic farming if they were imported
and made use of and eventually suited
for Icelandic conditions, if they could
not be directly applied.
We believe that our countrymen in

America would be ablest to see what
articles would be best for us.
We beg to enclose herewith a list of

the nrincipal articles and implements
which will be on exhibition, and should
be verv glad to hear fv^m vqu sh^^rtly
regarding this matter, and remain,

Yours truly,

(Signed) S. Sigindsdan.
M. Stefansson.

The followino- is the list of machines
and implements mentioned in the let-
ter:—Tractors, plows, harrows, ditch-
ing machines, etc., to be used in con-
nection with tractors.
Horse-drawn implements — Plows,

barrows, rollers, manure spreaders,
drills (for grain, turnips and potatoes),
hoes, potato diggers, etc., of different
kinds.

Hand tools—Spades, shovels, forks,
crowbars, wheelbarrows.
Gardening implements — Seeders,

rollers, hoes, lawn mowers, rakes,
greenhouse implements.
Horsecdrawn mowers, rakes, tedders,

stackers, etc.

Hand implements—Sharpening tools,
hay forks, etc.

Other imnlements — Hay thermom-
eters, hay-drying machines, hay press-
es, haylifts, etc.

Dairy tools, domestic tools, stable
tools, electrical instruments for domes-
tic use. including lighting, heating and
boiling instruments.
Water numps, pipes, hydraulic rams,

peat tools, stone quarry tools, black-
.
.--mith outfit tools, woodwork tools, etc.

One of Sir Thomas Lipton's favorite
stories concerns an old Scotchman, who
went to a horse race for the first time
and was induced to stake a sixpence in
the third rac: on a forty-to-one shot.
By some miracle this horse won, and
v/hen the bookmaker handed the old
man his winnings he could hardly
believe his eyes.
"Dae ye mean to tell me I get all

this for ma sixpence?" he exclaimed.
"You do," replied the bookmaker.
"Ma conscience," muttered the

Scotchman. "Tell me, mon, how long
has this thing been goin' on?"—Boston
Transcript.
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jzvT T«ESE
"I hear you had a blow-out at your

house last night."
"No, that was just a report."—Notre

Dame Juggler.
* * *

"This fish 'vhich you have reduced iu
price is, I suppose, good for immediate
cooking ?"

"Yes, but run home!"

—

FUegende
Blatter (Munich).

* * *

A certain young lady named Snyder
Ran a .still — When the officers spied

'er.

They asked what she did
With the stuff—where 'twas hid?

She replied tnat she put it in cider.
Auto Links.

* *

William and Henry, chauffeurs, were
di-scussing the ill luck of a fellow
chaffeur, Clarence, who had the day
before been fined for taking out his em
ployer's car without permission.
"But how did the boss know Clar-

ence had taken the car out?" asked
Henry.
"Why," explained William, "Clarence

ran over him."—Harper's.

* * *

The eloquent young theologian pic-
tured in glowing words the selfishness
of men who spent their evenings at the
club, leaving their wives in loneliness
at home.

"Think, my hearers," said he, "of a
poor, neglected wife, all alone in 'Jhz
great, dreary house, rocking the craale
of her sleeping babe with one foot and
wiping away her tears with the other."—Plowman Dealer.

* « *

"Nigger," warned one, "don't mess
wid me, 'kase when yo' do, yo' shuah
is flirting wid de hearse." "Don't pes-
ticate me, nigger," replied the other,
shaking his fist. "Don't fo'ce me to
press this upon yo', 'kase if I does,
I'll hit yo' so hard I'll separate yo'
from amazin' grace to a floatin' oppor-
tunity." "If yo' mess vrid me, nigger,"
cried the first, showing the whites of
his eyes, "I'll jes' make one pass, and
dere'll be a man pattin' yo' in de face
wid a spade to-morrow niornin'."

* »

An Irish lecturer, expatiating on the
nature of man, remarked that one
point of distinction between human
beings and lower animals consisted in
man's capacity for progress.
"Man," exclaimed the lecturer, "is a

progressive being, other creatures are
stationary. Take, for example, the ass.
Always and everywhere it is the same
creature. You never have seen, and
never will see, a more perfect ass than
you see at the present moment."

* * *

Several persons were making pur-
chases in the hardware shop on a verj
stormy day when an old man with a
stick in one hand and a bundle in the
other entered and asked:

"Did any of you drive up here in a
cart?"

"Yes, I did," replied one man.
"Was it an old white boss?"
"Yes."
"And an old woman on the seat?"
"Quite right."
"And can she manage that boss?"
"I should think she can."
"Then it's all right," said the man

of the stick and bundle. "The old
hoss has run away, and the old woman
»s hanging on to the tailboard, shouting
'Murder' with all her might; but if she
can manage it there's no use of any-
body getting excited over it. I want
ten cents' worth o' shingle nails." —
Good Hardware.

Horth(!r/i Efectr/c

POWER and LIGHT
A Complete Line of

Electric Farm Plants
and Accessories

Belt-Connected Plant—operates
from any good engine

Belt-Connected Plants

Direct-Connected
Plants

Water Systems
Portable Motors
Farm Accessories

Wires and Supplies

This line will make
you the Electrical Head-
quarters of your Dis-
trict.

TfWith the plant you can
usually sell a Water Sys-

tem, while limitless fol-

low-up sales possibilities

are yours with Utility

Motors, Electric Churns,
Vacuum Cleaners,

Washing Machines,
Dishwashers, Irons,
Toasters, Percolators,

Wiring Devices of all

kinds, Fixtures, etc.

Dii-eet-Connected Utility Plant
% K.W.—32 Volt

Automatic Water System, show-
ing Tank, Pump and Motor.

Capacities 100 to 1,400 gals, per
hour

Write Our Nearest House
Now

Be the Farm Electrifier
of Your District

Titan Storage Battery, 16 cells

supplied with each plant. 110
or 200 Ampsre Hours.

North(^rft Ehctnc Compafty
LIMITED

MONTREAL OTTAWA LONDON WINNIPEG EDMONTON VANCOUVER
HALIFAX TORONTO QUEBEC REGINA CALGARY

AUTOMOBILE
SPRINGS

The Guelph Spring and
Axle Co.

Guelph - Ontario
Manufacture

AVTO SPRINGS
ALL KINDS
HIGHEST QUALITY

Keeping Tab on Conditions
During the unsettled conditions of to-day it is necessary to

watch the markets and the trade news very carefully.

An order for Press Clippings will bring to your desk each
day the particular news you want, culled from the news-
papers of Canada. You are kept posted right up to the
minute and there is no better time than the present to make
n«e of our ser\ace.

SUBSCRIBE TO-DAY

Canadian Press Clipping Service

143-153 University Ave., Toronto
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Service—Or Service Plus
From "The Portager"

"CERVICE, yes, I've heard that
'-^ word before—sometimes spelled

with a capital 'S' and at other times in
all caps. It's the keystone of my busi-
ness—something we all need, cry for,
shout for, die for! They tell me—man-
ufacturers, trade papers, salesmen —
service means satisfied customers, more
money in my pocket and that it is my
best advertisement. That's fine. All
true I suppose—but won't somebody
please tell me what service really is,

what it consists of? Not a definition—
I know all the definitions backwards,
foi-wards, and upside down—but some-
thing concrete and definite about it

—

how can I give service ? Those are the
things I want to know."

So says a dealer. And probably
many others think the same but have
never expressed themselves in this man-
ner. To try to tell all there is to be
told of service is a mighty task—and
if every retailer in the country could
get in touch with every other retailer
and swap experiences and ideas, only
then would we begin to get a correct
expression of the true meaning and
method of application of service.

Service An Old Word

It is not a new word—it's as old as
the hills. For many years we have re-
ceived and given service of one kind
rr another without a realization of the
fact being forcibly impressed upon us.
Either we are doing something for
others or others are doing something
for us.

Let us put it this way, as regards
retail business—service consists of all
the attentions you show a customer
from the minute he enters your shop
until he leaves—and even after he
leaves until there is absolutely nothing
further to be done in connection with
the article bought. In consists of a
number of things as good value, hon-
esty, fair dealing, alertness, courtesy
and sincerity.

To do the unexpected—that is tfue
service.

Advertising gives an article the de-
sired publicity and creates the demand
while salesmanship sells the artic'x

—

but it takes service to seal that bargain
and keep the article sold. It is the
key to a whole industry and is the back-
bone of the future of-a concern, by vir-
tue of the fact that nearly all repeat
orders are a result of service rendered.

All right, what does service consist
of? Well, good value is one thing
which helps to make service. If an ar
tide is priced twice what it is worth,
the amount of service per unit paid is
very small. If priced at half its actual
value the amount of service will be
great compared to the price. It need
not follow that only articles low in
price will give the best service—for
an article of good construction fairly
priced will naturally give the best ser-
vice. This is one interpretation, in a
strictly utilitarian sense, of service.

Honesty and Fair Dealing

Honesty and fair dealing—does it
seem necessary to say that these are
essential requisites of service ?—hon-
3sty and fair dealing in purpose and in
price. These are two features on which
all business is builded—a solid foun-
dation which is sure to pay by its
ability to prevent foundering or sett-
ling. Fair dealing is the fruit of a
clean business conscience and is the
result of adherence to the old principle
of 'live and let live." See that the
products you s?ll are honest in quality
and m price. It is just as easy to make
a profit out of honest goods sold bv
honest methods as it is to sell trash
dishonestly. And besides it is better
for your conscience, for honesty wins
Ihe esteem of others and not only cre-
ates admiration and support but creates
faith in one's self.

Alertness covers several phases of

your business—and the lack of it im
plies unsound practice in one case and
downright lacK of courtesy in the other.
Alertness requires constant attention
to the details of your market—general
and specific conditions which tend to
govern prices and in turn set the prices
for the articles you must purchase.
Taking advantage of the chance to ob-
tain goods at a fair price is an oppor-
tunity not to be overlooked in the in-

terests of your customers for oppor-
tunity might best be placed on a tomb-
stone unless you put some life in it!

Alertness Makes Customers

Alertness of the other sort is mucn
easier to practice and comes more na-
turally to most people. It is a reflec-
tion of one's mental process in their
relation to his business. Do you con-
sider your business big or interest-
absorbing enough so that you contiru-
ally desire to better it? How do you
attempt to put this into effect? Steady
repeat customers are probably among
the best builders for the future which
a retail business can have—and one of
the surest ways of changing a once-in-
a-v/hile customer into a steady customer
is to be alert—to give him your indi-
vidual attention so that you always can
give him the best there is in you—in
service, ability, knowledge and time.
When a customer enters your shop,

become alert. He is your guest and
should be treated as such. ?kow him
every courtesy possible and do not be
slow in coming forward or greeting
him. Show him by your actions that
you are mentally as well as physically
alert and try to anticipate his needs
as best you can. Give him your indi-
vidual attention and do not try to rush
him nor try to force a sale, for alert-
ness consists not in consummating a
deal in the shortest time possible, but
in comnleting' the transaction in the
least time consistent with adequate
service.

Sincerity is Essential

Sincerity in purpose and in promise
should be the cornerstone of your busi-
ness. Be sincere in every statement you
make— if you say you are glad to see
Mr. Brown again, be sincere or say
nothing at all. The chances are that
Brown will see through you anyway
if he has any reason to believe you are
not sincere. A promise made should
be a promise fulfilled. When you
come out of your office to greet Jones
whom you had promised something
at that particular moment, don't forget
to leave your excuses in your office.
Jones is not interested in them and
doesn't give a whoop to hear them.
Keep promises and if you find this
difficult, don't make them. A broken
promise is usually the cause of a loss
of faith in yourself and shop, and lack
of faith on the part of your clientele
eventually means /locking up your
front door and throwing the key away.

It has been said that service is a good
sales argument and is a creator of
satisfied customers. Satisfied customers
are boosters—and a booster carries
more weight with many people than
all the signboards, printed advertise-
ments or boast in the world. That is
the result of true service!

REGO CUTTING APPARATUS
Y^E have received a very fine cata-
*

' logue dealing with Rego welding
and cutting apparatus which will be of
interest to the repairman. The Carter
Welding Co., loronto, Canada, are sole
sales representatives for this line, and
to those not familiar with this appara-
tus we suggest a perusal of the fol-

lowing:

The Rego principle of gas mixture,
whereby the acetylene enters the mix-

ing chamber at a slightly higher pres-
sure than the oxygen, is said to posi-
tively insure the elimination of the
flash-back under all operating condi-
tions. It is claimed that it material-
ly reduces the oxygen pressure, thereby
preventing any excess and wasteful
oxygen, which is detrimental to good
welding. Economy of operation, safety
and perfection of flame, are other fea-
tures claimed for this line.

The catalogue shows some actual
photographs of tests for flashbacks, and
it is clearly shown ifchat there no
flashback occurs. The book deals with
the carrying-cases, trucks and various
welding apparatus. There are also
;-hown some welding and battery out-
fits, some lead burning and light weld-
ing apparatus and a decarbonizing out-
fit.

Another item is a description of the
Rego torch, with complete data on the
same. The various models are shown,
and specifications given. The latter
part of the book describes tripod mani-
folds, wall manifolds and the Rego dia-
phragm regulator together with de-
tailed description. Other styles of reg-
ulator are shown, also adapters, hose
connections, wrenches, etc., etc.

WINS THE SILVER CUP
ITEARTIEST congratulations are due
A to Mr. G. S. Gordon on his success
on winning the Silver Cup awarded by
the Head Office of Beatty Bros. Limit-

G. S. GORDON

cd, Fergus, Ont., to the salesman selling

the highest volume of stable equipment
during the firm's business year.

This cup has now been awarded for
two years, being won in both cases by
a salesman under direction of the Mont-
real branch. Last year's winner was
H. P. Renaud. The trophy becomes the
property of the salesman winning it

three years in succession.

Mr. Gordon is a veteran, and was
seriously wounded in the war. His
success in coming out on top of a list

of 36 men is certainly remarkable as
he has only been "on the road" for
Beatty Bros, a comparatively short
time.

SELL AUTOMATIC WATER BOWLS
F\EALERS who sell dairy equipment

will find the selling of water
bowls a means of increasing winter
business. Milk contains 87 per cent,
of water. It is unlawful and morally
wrong for man to add water to the
milk which he sells, but the cow can
put in the legitimate amount without
violating the law or incurring the ill-

will of society. Therefore, the profits

to be derived from the dairy businesj
depend directly upon furnishing the
herd an abundant supply of water and
i 1 such a manner as to produce a max-
imum flow of milk. Cows should ce

j.ble to get water at such times as suit
their pleasure. In cold weather ' e
chill should be taken off the 'li-i .!dng
water. One of the most efficient meaus
of meeting these diflficulties is to waL r
zhe cows in the barn with the automatic
water bowl. In many places milk is

now worth 4 cents per pound. If by
watering twenty cows in the barn the
milk flow should be increased two
pounds per day for each cow, this
mean $1.60 per day in revenue which
would yield handsome returns on the
investment.

NEW ENFIELD ALL-DAY MODEL
ipNFIELD ALL-DAY MOTORS LTD.,

Small Heath, Birmingham, Eng-
land, will exhibit at Olympia, Stand
No. 63, their new model 10 h.p. Light
Car De Luxe. This model has been
produced to meet the existing demand
for a medium powered touring car,
reasonable in price and with a low tax-
ation rating. The engine is of the 4-

cylinder water cooled type, the cylin-
ders being cast en bloc. Bore 63.5,
stroke 117.5 m/m. R. A. C. rating 10
h.p. The valves are inclined with ad-
justable tappets and the balanced
crankshaft and cam-shaft are carried
on three bearings. Lubrication is by
pump through oil ways cut in the shaft.
The gear box, which is a separate unit,

provides three forward speeds and a
reverse, and the final drive is by spiral

bevels. The suspension is by semi-el-
liptic springs in front and full canti-
lever springs at the rear. The show
exhibit will consist of a polished chas-
sis and two complete cars, one a two-
seater and the other a four-seater. The
equipment includes detachable steel

wheels, spare wheel and tire, hood and
screen, Brolt dynamo electric lighting
and starting sets, horn and tools. This
chassis, while following recognized
practice, is right up-to-date in all de-
tails of design and of the very highest
quality of materials and workmanship
throughout.

SPRING WILL SEE CREDIT IM-
PROVE

rjISCUSSING the outlook for the au-
tomotive industry, Ralph Van

Vechten, vice-president of the Contin-
ental & Commercial Bank, which has
undertaken a large share of the financ-
ing of the Goodyear Tire & Rubber
Co., said :

"The automobile industry must wait
until general liquidation reaches a point
where the credit situation is relieved,

which probably will take most of the
winter. I wouldn't be surprised to see
some improvement in the early spring
and once it starts there should be ra-
pid recovery, culminating in a consid-
erable rush all around and greater
prosperity than the automobile industry
ever had. Large manufacturers realize
banking necessities and are co-operat-
ing."

GEORGE M. REID IN HOSPITAL
ACCORDING to a Canadian Press^ despatch George M. Reid, ex-pre-
sident of the London, Ontario, Motor
League is in Roosevelt Hospital, New
York, suffering from concussion of the
brain and a possible fracture of the
skull, received on the night of Nov. 4
when he was struck at Sixth Avenue
and 43rd Street by an automobile. Mr.
Reid was a guest at the Hotel Pennsyl-
vania, New York.

"For rent — Furnished room for
gentleman looking both ways and well
ventilated."

Tommy had an accident while fishing

and had fallen into the pond. Just
as he was scrambling out an old lady
came along. "Dear, dear me!" she
said fussily, "how did you come to fall

in the pond?"
"I didn't come to fall into the pond,"

said Tommy. "I came to fish."

—

Pearson's Weekly.
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IMPROVED SPIRAL CHUCKS

THE Charles Taylor Co., Ltd., of Bir-

mingham, England, have placed on
the market their patent improved spiral

chucks. These chucks are being hand-
led in Canada by Messrs. Williams &
Wilson, 84 Inspector St., Montreal,
and they are exclusive agents for the
same.
These chucks, of which we show

a line drawing herewith, embody
many interesting and important fea-
tures of design that add greatly to
their efficiency and durability under

Line Drawing of Chuck

continual and exacting service, and
are the recent outcome of 35 years of
manufacture and study of self cent-
ring chuck requirements.
The construction of the chuck is such

that the movement of the jaws is not
at right angles to the lathe spindle,
but inclines inwards at an angle of
ibout 30 degrees. This design permits
cf a thrust upon the spiral rack and
more directly back of the jaws, thus
minimizing the tendency to tilt that is

said to be always present in chuck
jaws where the movement of the jaws
is square with chuck axis. The V
shape of the rack permits of a finer
pitch, giving greater gripping power
and the inclined position provides for
a better distribution of the pressure, as
the bulk of this is transmitted through
the solid metal of the jaws and square
with the axial line of the rack.
The pinion for operating the spiral

rack is non-protecting and the bear-
ing surfaces of all the moving
parts are hardened and ground. This
adds very greatly to the life of the
chuck. Special provision is made for
taking up any slight wear of the mov-
ing parts. Every part of these chucks
is made to limit gauges and is inter-
changeable and every chuck is guar-
anteed to grip true to within .002 meas-
ured 3 inches from face of jaws. They
are claimed to be the tightest gripping
self-centring chucks made.

The. strength of the parts of this
improved chuck permits of a length of
key handle approximately twice that of
ordinary chucks, giving corresponding
greater grip and providing this extra
grip by leverage that loses nothing in
extra friction. In addition to the usuai
3-step and bar jaws, "soft" blank jaws
are supplied. These blank jaws are
hardened on the teeth to withstand
wear, but are left soft on front face
and grip, so they can be machined to
hold any special or odd shaped article.

HIGHER PROFITS BY COCKSHUTT
A N increase in net profits to $660,921

- from $571,586, and a substantially
improved position in other directions,
is shown by the annual report of the

Cockshutt Plow Company, Limited,
just made public. Dividends
amounting to 7 1-2 per cent, on pre-

ferred were paid, as against 4 per cent,

in the previous- year, and the balance at

credit of profit and loss was $576,434,

as against $399,387. Loans were reduc-

ed from $594,767 to $124,924. Earn-
ings on preferred were at the rate of

10.23 per cent., as compared with 8.84

in the previous year. According to

President H. Cockshutt there has been
a large and well-sustained demand for

the company's product during the year,

and an even greater volume of business

could have been done if the company
had been in a position to accept all the

orders offered to it. The subsidiary
companies, Adams
Waggon C m-
pany, and Brant-
f r d Carriage
Company, have
had a very suc-
cessful year,

working to capacity, and showing
substantial betterment. The Adams
Waggon Company has not been able to

cope with the business offered it and,

consequently, has been forced to con-

sider increased facilities. This com-
pany was offered the Petrolea Waggon
Company's plant at Petrolea, fully

equipped with modern machinery, and
it has secured it under lease, with an
option to buy. This plant is now op-

erating and as soon as a supply of ma-
terial can be secured will be worked to

its capacity.

NEW SOURCE OF POWER ALCO-
HOL

THE opinion gathers force that there

are ample sources of the raw ma-
terials of power alcohol available in

regions where the difficulties in con-

nection with the transport of plant and
machinery required and of the product

to the consuming centres are not so

great as in some of the areas which
have been marked out as ideal raw ma-
terial producers.

It is reported that in the Pacific is-

lands alone, maize, cassava and sugar
cane could be grown and utilized to an
extent which should produce 50,000,000
gallons a year, and it is suggested that
the world demands could be filled by
the raw material available within cer-

tain Empire areas. Estimates of the
cost of obtaining industrial alcohol from
the crops nam.ed indicate that 6d. per
gallon is a figure which could be realiz-

ed and the process of distillation should
be associated with the recovery of val-
uable by-products. Even when the
cost of overseas transport is added to

the production cost, it is assumed that
the fuel could be placed on the home
market at prices which would compare
favorably with the cost of gasoline.

RUSSELL MAKES GOOD SHOWING
npHE Russell Motor Car Co., Limited,
* Toronto, has just issued its annual
statement which makes a creditable
showing in view of the process of re-
organization which the company has
been passing through during the last
year. Net profits after providing for
taxes, depreciation, etc., are understood
to be approximately $300,000. This
compares with $457,878 a year ago
and $621,581 in the 1917-18 period.

OPENS NEW BRANCH
I A. GREENHILL, manager of the
J* Pacific Tractor Company, of Van-
couver, has been in Penticton, British
Columbia, during the past few days
opening up a branch warehouse there
in the premises on Lake Shore Drive,
formerly occupied by the B. C. Grow-
ers, and more recently by the Hardesty
Metal Flume Company. Mr. Greenhill
announces that a line of tractors will be
carried and the warehouse will also be
stocked with drag saws and agricultur-
al implements of all kinds. No local
manager has yet been appointed. The
local branch is to be thoroughly equip-
ped for business in the spring. An
office and sales department will be car-
ried on, however, during the winter.

LEGALITE LENS
Accepted by Department of

Public Highways

THE LEGAL-LIGHT
THE DEPARTMENT of Public Highv^ays

have recently announced that Legalite Lenses
have passed the re-

quired test and are

accepted as comply-
ing with the Anti-

Glare law passed last

session of Provincial

Parliament. Legal-
ite lens are there-

fore the legal and logical lens for the Motorist.

Comply With the Law—More
Light—No Glare

Willi Legalite Ions tlio luotorisl take^^ no chances of being

appreliended by the laAv. Tt is legal and has received the endorse-

ment of every Province in Canada and every State of the U.S.A.

They ai'e scientifically constrncted so that the light beams are

never more than 42 inches above the ground at any distance from
the car, a.s required liy the law. You get the light where you
need it—on the ground, even when going up hill.

Dealers* Opportunity
The announcement of Legalite lens passing the test of Dept.

of Llighways will surely create a big demand for Legalites. Be
in a ])osition to supply the demand for the 150,000 passenger cars,

commercial ^ehicles and trucks in Ontario which will be obliged

to equip with a suitable non-glare device, (let your supply at

once.

Prices, Per Pair:

8 to 85/8 $4.25

83/4 to 9% 5.25

93/4 to 111/2 6.75

Prices, Per Pair:

For Fords, Chevrolet

490 and new Overland 4
8 1/2 - ' $3.25

HYSL'OP BROTHERS
LIMITED

Shuter and Victoria Streets

TORONTO, ONTARIO
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Little

Visits ers

A BT Agent for Sixteen Years

^ /<i tf-^ yt,.ftv!» J lift— fiif|uYi.j<w^ 1

^^'^ ^^7*^ ^''^ y<C .AOrH-f^^^A^

Mr. C. W. Souch of Hamp-
ton, Ont., started to handle
BT goods in the year the
BT Manure Carrier was
invented—1904.

For sixteen years he has
been selling BT Barn
Equipment, also pumping
outfits and other BT goods.
Sixteen years is a long
time. Mr. Souch has seen

us grow from a small concern to a large one and we
take this opportunity of paying tribute to the splen-
did work of men like Mr. Souch. Their energy and
splendid local reputations are largely responsible for
the success of Beatty Bros., Limited.

The BT Manure Carrier

_ , There is no better article
from a dealer's standpoint
than the BT Manure Car-
rier.

In the first place — it

stands up and gives satis-
faction. It is sold during
the Winter and late Fall
when there is little doing
in the general implement
business. There are no
second-hand machines to
bother with.

There is a splendid margin
of profit. The BT Dealer
is backed by heavy adver-
tising campaigns in farm

papers and given every possible help in selling.

The Manure Carrier is now a necessity and farmers will
be putting them in on your territory this Fall and Winter.
Write our nearest branch and get particulars of our
agency contract if it is not yours alreadv. If it is, push
Manure Carriers this Fall and Winter. You could not
possibly spend the time more profitablv.

BEATTY BROS., Limited
Fergus, Ont.
London, Ont.

St. John, N.B.
Montreal, Que.

Vancouver, B.C.

Winnipeg, Man.
Edmonton, Alta.

London, Eng.

"THE BT AGENCY PAYS"

Dairy and Household
Supplies

UNIVERSAL ELECTRIC WASHER
npHE Universal electric clothes wash-

er is a portable washer, simple and
efficient in operation. It can be used
in the tub provided with the unit or

instantly adjusted in any standard
basement laundry tub. There are no
belts, chains or sprockets to break or

get out of order.

The makers claim that every single

piece of material used in construction

is of metal that will not rust. The
cylinder is made of zinc with galvan-

ized steel ends and revolves one way.
It will run on any kind of current used
in the home. Clothes can, if desired,

be washed, boiled and sterilized at the

same time, the makers say, by placing

the washer on basement gas plate or

kitchen gas range. It washes, rinses

and blues clothes entirely without

handling or removing them from cylin-

der.

There is an adjustable extension arm
which makes the washer adaptable to

all standard sizes of stationary tubs.

The makers claim that the continuous
one-way motion does away with all

shocks and jars common to machines
with reversible cylinders. The motor
is sturdy and requires very little at-

tention. A governor automatically
controls the speed. The motor will

operate from any 32-volt private farm
lighting plant.

In operation the Universal washing
cylinder is placed in position in the
stationary laundry tub or the Standard
Universal tub as conditions warrant.
As the cylinder revolves one way, the
paddles lift the clothes up u.itil they
drop back of thoir own weight. Each
time the clothes fall, the steaming hot
soap suds are also flushed through the
cylinder perforators at both ends and
from all sides, and on through the
meshes of the clothes The Universal,
owing to its compact, portable con-
struction and light weight, occupies no
more space in the home than a small
trunk. It is manufactured by the Uni-
versal Utilities Corporation, Alpena,
Michigan.

A NEW DAIRY DISCOVERY
CANITATION, in connection with the
^ production and handling of food
and drink products, to prevent the
spread of disease germs, has become
a most important question. This is

shown by increasing number of rules,
regulations, ordinances, and inspec-
tions calling for
cleanliness and
scrupulous steri-

lization.

A marked ad-
vance in chemi-
cal sterilization

has recently been
made through the
discovery, by Dr.
H. D. Dakin, of a
definite, synthe-
tic substance, sci-

entifically known
as para-toluene-
sodium - sulpho-
chloramide, and
commonly known
as the "chloram-
ines." Doctor
Dakin was sent
to France under
the auspices of
the Rockefeller
Institute, to col-

laborate with the
famous French
surgeon, D r .

Alexis Carrel, in

developing a new
germicide for use

in war hospitals. The first step re-

sulted in the well-known Dakin, or hy-
pochlorite solution. Doctor Dakin, eag-
er to improve his first solution, contin-
ued his investigations and discovered
the "chloramines," which are far more
permanent in character and less irri-

tating than the hypochlorite solutions.

Following this important discovery
Dakin adapted the idea to the develop-
ment of a water sterilization tablet,

composed of one of the chloramines in

a slightly different form. This sub-
stance, named by Doctor Dakin, hala-
zone, has been extensively used by the
Red Cross to purify polluted drinking
v.'ater, in all parts of the world.

It has now been found possible to

combine these various chloramine bod-
ies with an alkaline salt to produce a
powerful, non-poisonous powder, known
as sterilac, for disinfecting and deodor-
izing milking machines, dairy utensils,

and all apparatus where food and drink
products are handled. Laboratory
tests show that this disinfectant is

forty-five times stronger in its power
to kill bacteria than pure carbolic acid.

It does in a few minutes what it takes
corrosive sublimate hours to do and it

is harmless and safe. One-sixth of an
ounce to thirty gallons is sufficient to
purify contaminated drinking water for
the live stock and the home.

Successful experiments have also
been conducted in various agricultural
stations. These experiments by Pro-
fessor Prucha, and others, made with
chemically pure chlorammes, were con-
ducted under exactly the same practi-
cal conditions that exist on the farm
and in the dairy. These tests proved
that the action of the chloramines is

prolonged, eflPcctive in hot or cold wea-
ther, and that this substance, in the
strength recommended, does not attack
rubber nor metal. Hence it should be
of value to the dairyman in keeping
his cream separators, milking machines
and utensils clean.

NEW EMPIRE MILKER SIGN
npHE Empire Milking Machine Com-

pany is distributing among its

dealers a new steal milker users' Fign.
The sign is attractively laid out, print-
ed in blue and cream and made of a
high grade si eel.

Universal Electric Washer.
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LEADERSHIP OBLIGES
The De Laval Company active

in dairy educational work

|jl A reason why the De Laval

j

contract is a valuable asset

I

j

For a number of years The De Laval Com-
pany has carried on a very important work for

the upbuilding of the dairy business and of dairy

communities.

It has conducted this development work
along lines similar to the extension work done by
many agricultural colleges and by the Govern-
ment.

. Well-known authorities have been em-
ployed by the De Laval Company and they have
devoted their time to dairy development work.
Their efforts in this work have contributed a
great deal to the promotion of better dairying.

These men are giving lectures and talks to

farmers on the best dairy practice, as well as counsel
and advice on the buying, feeding and handling of

cows.

Besides this personal work thousands of letters

are answered yearly, and booklets and bulletins are
distributed throughout the country, all with the ob-
ject of advancing the dairy industry.

The services of the De Laval Dairy Development
Department are free, not only to all De Laval users
and agents, but to anybody interested in promoting
better dairying.

THE DE LAVAL COMPANY, Limited
MONTREAL PETERBORO WINNIPEG EDMONTON VANCOUVER

50,000 Branches and Local Agencies the World Over
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rhis directory will help you with your buying and your planning. The advertisers listed here are thoroughly reUable and leaders in
their respective fields. They are looking for live, wide-awake representatives. Study their advertisements carefully because they contain
valuable information which wiU dovetail with your plans. We are glad to go to the trouble of arranging this list—to make it easy
for you to select new hnes. If it so happens that what you want ia not here, write us, and we will tell you where to get it

ACCESSORIES
Canadian General Electric Co.. Toron^->.
Canadian Car & Foundry Co., Mont-

real, Que.
Champion Spark Plug Co., Windsor,

Ont.
Guelph Spring & Axle Co., Guelph.
Northern Electric Co., Ltd., Montreal.
Apollo Plug Mfg. Co., Birmingham, Eng.
R. F. Sedgeley, Inc., Philadelphia, Pa.
McCord Mfg. Co., WalkervilU, Ont.
Kinzinger Bruce Co., Niagara Falls, 0.
Aikenhead Hardware Co., Toronto.
Hyslop Bros., Toronto.
Lamontagne, Ltd., Montreal.
Perfex Radiator Co., Racine, Wis.

AUTOMOBILE BUMPERS
Kinzinger, Bruce & Co., Ltd., Niagara

Falls, Ont.

AUTOMOBILE CHAINS
Hyslop Bros., Toronto.

AUTOMOBILE JACKS
Kinzinger, Bruce & Co., Ltd., Niagara

Falls, Ont.

AUTOMOBILE MIRRORS
Hyslop Bros., Toronto.

BARN EQUIPMENT
BEAN MACHINERY
John Deere Mfg. Co., Welland, Onl

BEET MACHINERY
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.

BEARINGS

BINDERS
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
International Harvester Co., of Can.,

Led., Hamilton, Ont.

BELTING
BREAK LINING

BATTERIES

CARRUGES
Cockshutt Plow Co., Brantford, Ont.

CREAM SEPARATORS
De Laval Co., Ltd., Peterboro, Ont.
International Harvester Co., of Can

Ltd., Hamilton. Ont.
'

R. A. Lister Co. (Canada), Ltd., Toronto
CEMENT MIXERS
CASTINGS

Joliette Castings & Forgings Ltd.,
Montreal and Joliette, Que.

CORN HARVESTERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can

Ltd., Hamilton, Ont.

CORN MACHINERY
International Harvester Co., of Can..

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.

CULTIVATORS
'Cockshutt Plow Co., Brantford, Ont
John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
International Harvester Co., of Can

Ltd., Hamilton, Ont.

CUTTERS
Butterfield & Co., Inc., Rock Island, Q,

DAIRY SUPPLIES
Inteimational Harvester Co., of Can.,

Ltd., Hamilton, Ont.
R. A. Lister Co. (Canada), Ltd., Toronto
DeLaval Dairy Supply Co., Peterboro.

DIES
Butterfield & Co., Inc., Rock Island, Q.

DISCS

DITCHUfG MACHINES

DRAIN EXCAVATORS
George C. Baddon, Box 482 Station F,

Toronto.

DRILLS, TWIST
Butterfield & Co., Inc., Rock Island, Q.

DRILLS, GRAIN
Cockshutt Plow Co., Brantford, Ont.
InteTnational Harvester Co., of Can ,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls. Ont.

ELECTRICAL EQUIPMENT
Can. General Electric Co., Ltd., Toronto
Northern Electric Co., Ltd., Montreal.

ENGINES
Gilson Mfg. Co., Ltd., Guelph, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
R. A. Lister Co. (Canada), Ltd., Toronto
The Turner Mfg. Co., Port Washing-

ton, Wis.

ENSILAGE CUTTERS
Gilson Mfg. Co., Guelph, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

EXCAVATORS
George C. Baddon, Box 482 Station F,

Toronto.

FEEDERS
John Deere Mfg. Co., Welland. Ont.

FARM MACHINERY
Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
International Harvester Co. of Can.,

Ltd., Hamilton, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
R. A. Lister Co. (Canada), Ltd., Toronto
Gilson Engine Co., Guelph, Ont.

FEED CUTTERS
Gilson Engine Co., Guelph, Ont.

GREASE CUPS

GRINDSTONES
S. Vessot & Co., Joliette, P.Q.

GRINDERS
International Harvester Co., of Can.

Ltd., Hamilton, Ont.
R. A. Lister Co. (Canada), Ltd., Toronto
S. Vessot & Co., Joliette, P.Q.
Gilson Engine Co., Guelph, Ont.

HARROWS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

HAY LOADERS
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

HARDWARE
Aikenhead Hardware Co., Toronto.

HAY RAKES
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

HAY CARRIERS

HAY PRESSES
Birdsell Mfg. Co., Toronto.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

HULLERS (Clover)

Birdsell Mfg. Co., Toronto.

LIGHTNING SYSTEMS
R. A. Lister Co. (Canada), Ltd., Toronto
Northern Electric Co., Ltd., Montreal.
Gilson Engine Co., Guelph, Ont.

LIME AND FERTILIZER SOWERS
John Deere Mfg. Co., Welland, Ont.

LUBRICANTS

MACHINE TOOLS
Windsor Machine and Tool Works,
Windsor, Ontario.

MANURE CARRIERS

MANURE SPREADERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
Gilson Engine Co., Guelph, Ont.

.MARLNE FITTINGS
Northern Electric Co., Ltd., Montreal.

MOWERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls. Ont.

MOTOR HORNS (Electric)

Apollo Mfg. Co., Birmingham, Eng.

MILKING MACHINES
R. A. Lister Co. (Canada), Ltd., Toronto

MILLING CUTTERS
Butterfield & Co., Inc., Rock Island, Q.

OILS

PISTON RINGS
Lamontagne Ltd., Montreal, Que.

PLOWS
Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

POLICE AND FIRE ALARM EQUIPMENT
Northern Electric Co., Ltd., Montreal.

POWER AND LIGHT EQUIPMENT
Northern Electric Co., Ltd., Montreal.
R. A. Lister Co. of Canada, Ltd.,
Toronto.

POWER MACHINERY
John Deere Mfg. Co., Welland, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
Gilson Engine Co., Guelph, Ont,

POWER SWITCHBOARDS
Northern Electric Co., Ltd., Montreal.

POTATO MACHINERY
John Deere Mfg. Co., Welland, Ont.
Cockshutt Plow Co., Brantford, Ont.

PULVERIZERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

PULPERS
Cockshutt Plow Co., Brantford, Ont.

RAKES
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

REAPERS
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

REAMERS
Butterfield & Co., Inc., Rock Island, Q.

ROLLERS
Cockshutt Plow Co., Brantford, Ont.

ROLLER BEARINGS
SAW MILL OUTFITS
SCUFFLERS

Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton. Ont.
John Deere Mfg. Co., Welland, Ont.

SEEDERS
Massey-Harris Co., Toronto.

SCALES

SCREW PLATES
Butterfield & Co., Inc., Rock Island, Q.

STABLE EQUIPMENT

SILOS
Gilson Mfg. Co., Guelph, Ont.

SLEIGHS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can..

Ltd., Hamilton, Ont.

SILO FILLERS
Gilson Mfg. Co., Guelph, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.

SOCKET WRENCHES
R. F. Sedgley, Inc., Philadelphia, Pa.

SEPARATORS (CREAM)
R. A. Lister Co., Toronto.

SPREADERS, .MANURE
Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.
International Harvester Co., of Can.

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.
Gilson Mfg. Co., Guelph, Ont.

SPARK PLUGS
Machine & Stamping Co., Toronto.
Champion Spark Plug Co., Windsor, O.
Apollo Plug Mfg. Co., Birmingham, Eng.
Can. General Electric Co., Ltd., Toronto.

SPARK PLUG CLEANERS
Champion Spark Plug Co., Windsor, O.

STAMPINGS
TELEPHONE APPARATUS
Northern Electric Co., Ltd., Montreal.

TRACTORS
R. A. Lister Co. (Cany.da), Ltd., Toronto
Gilson Mfg. Co., Guelph, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
J. I. Case Threshing Machine Co., Inc.,

Racine, Wis.
Massey-Harris Co., Toronto.
The Turner Mfg. Co., Port Washing-

ton, Wis.

TRACTOR PLOWS
Cockshutt Plow C^., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
Massey-Harris Co., Toronto.

TIRES

THRESHERS
Can. Fairbanks-Morse Co., Ltd., Mont-

real.

International Harvester Co., of Can.,
Ltd., Hamilton, Ont.

J. I. Case Threshing Machine Co., Inc.,

Racine, Wis.
R. A. Lister Co. (Canada), Ltd., Toronto
Gilson Mfg. Co., Guelph, Ont.

THREAD CUTTING TAPS
Butterfield & Co., Inc., Rock Island, Q.

TWIST DRILLS
Butterfield & Co., Inc., Rock Island, Q.

TRUCKS
Motor Car Distributors Ltd., Montreal.
Eastern Canada Motor Truck Co., Ltd.,

Hull, P.Q.
International Harvester Co., of Can..

Ltd., Hamilton, Ont.

WHEELBARROWS
Cockshutt Plow Co., Brantford, Ont.
Massey-Harris Co., Toronto.

WAGONS
Cockshutt Plow Co., Brantford, Ont,
International Harvester Co., of Can,

Ltd., Hamilton, Ont.
Massey-Harris Co., Toronto.

WATER BOWLS
WEEDERS

Cockshutt Plov/ Co., Brantford, Ont.

WIRES AND CABLES
Northern Electric Co., Ltd., Montreal
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me
The Butterfield Repu-

tation has been built

up by Butterfield Char-

acter which is built in.

And that character

built in marks the dif-

ference between Butter-

field value and ordinary

value. A difference ex-

pressed in better service

for a longer time.

TAPS
DIES

REAMERS
MILLING CUTTERS

To do the best work one must have the best

tools. And that's sufficient reason, don't

you think, for using Butterfield Tools?

BUTTERFIELD & COMPANY, Division
UNION TWIST DRILL CO.

ROCK ISLAND - - - QUEBEC
TORONTO OFFICE: 220 KING ST. WEST
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NATURAL RESOURCES OF NOVA
SCOTIA

A 70-page booklet entitled "Natural^ Resources of Nova Scotia," with 16
illustrations and a map has just been
issued by the Natural Resources In-
telligence Branch of the Department of
the Interior, Ottawa. This is the latest
of a series dealing with various sec-
tions of the Dominion, the booklets
previously issued having dealt with
New Brunswick, the Peace River, New
Manitoba, Saskatchewan, etc.
The opening paragraph clearly indi-

cates the object of the series when it

says: "The facts in this booklet are
compiled for the use of the home-
seeker, merchant, manufacturer, capi-
talist and visitor. They purpose to be
up-to-date, authoritative, concise."
Each booklet forms a basis of standard
official information and is revised as
each edition is exhausted.

In the booklet a^ welcome absence of
verbiage allows space for -("aluable
specific facts. Thjs there is a list
of products reshipped from Halifax
which could easily be manufactured in
Canada; a special section on West
Indian and British Guiana trade, de-
tails about oil-shales, coal, limestone
and iron, aeronautics, merchant mar-
ine, clays, salt, land prices and wages
—all subjects of^ present interest. Sta-
tistics are mad? palatably by an inter-
esting style and suggestive touches.
Nova Scotia is crossing the threshold

to great activities and both to the many
native born who left, the land in the
last generation aifd to the manv about
to sail frdm overseas the boojflet will
be a reminder that the chances in Nova
Scotia now seem as bright as is its
summer beauty. The "Natural Re-
sources of Nova Scotia" will be sent
free by mail oh, application to the
Superintendent, N-atural Resources In-
telligence Branch, Department of the
Interior, Ottawa.

ADVERTISING FOR THE IMPLE-
MENT DEALER

(Continued from page 13)

erned in their purchases to a certain
extent by such advertising is no rea-
son that the advertising isn't effec-
^J^s- }^ Chicago is a mail-order house
that does a business of one million dol-
lars a day. — entirely the result of ad-
vertising. Whether the advertising
medium happens to be catalogs or
newspaper space makes little difference
—the idea is the same—selling the pros-
pect by means of the printed word and
attractive illustrations.
That brings us to the dealer who

doesn t do much advertising because he
doesn't consider himself capable of
preparing advertisement that will prove
resultful and the dealer who is too busy
to bother. But these are no excuses—
the dealer doesn't have to know any-
•hino- about advertising and he can ad-
vertise effectively no matter how busy
he may be. The big implement manu-
facturers are willing and eager to re-
heve the local dealer of this task. They
-vvill furnish him with complete, plated
advertisements, in electrotype form
vnth a space mortised out at the bottom'
of the ad to receive the local dealer's
name and address, which is set in typ°
by the local paper. Neither the prepar-
ation of such advertisements nor the
electrotype cost the dealer a copper—
An

'^^""facturer absorbs this expense.
All the dealer is called upon to do is to
pay the very nominal bill of the local
paper for the space used. And yet
niany dealers refuse to take advantage
nf such co-operation for their own
benefit.

Adverti.sing Increases Sales
Every dealer, of course, is anxious to

increase his sales volume. At the
same time he often hesitates to make
use of the mediums conveniently placed
at his disposal. If you are out to in-
crease your volume make it a worth-
while increase—and let advertising help
you make it. Of course it is possible
to increase your sales without adver-
tising if you substitute personal effortm its place, but advertising is the tonic
that always livens up business when it's

weak and makes strong business
f ti'onger.

Make your goal a one hundred per
cent, increase—but not the kind that
the dealer made who attended an im-
plement dealers' convention not long
ago. This dealer announced that he
had increased his cream separator sales
100 per cent, during the past year
When asked how many separators he
had sold to attain this desirable in-
crease he stated:—"Not any." This
paradoxical statement naturally re-
quired further elucidation—so the
dealer explained thusly:

"Well, you see it was like this: Two
years ago I took one separator back—
one that I sold the year before. But
this last year I didn't take any back
and I didn't sell any so I figure I in-
creased my separator sales 100 per
cent, for this year. How's that?"

Pretty rotten, eh? We'll say so!
Between you and me and your last
summer's straw hat I don't mind telling
you that this dealer didn't believe in
advertising!

REISNER WITH DE LAVAL
^^ L. REISNER, formerly connected

with the advertising department
of the Moline Plow Co., Moline, 111.,

has been appointed advertising mana-
ger of the De Laval Separator Co.,
New York. Mr. Reisner is one of the
most capable meii in the farm equip-
ment advertising field and well quali-
fied to handle the publicity of the De
Laval company.

ing. Its function is to act as an extra
strip of fabric in the casing.

Tires are one of the biggest items
in the expensf^ of running a motor car.
In the case of the average motor car
owner, the tirs item is even bigger than
it need be because he fails to heed two
warnings that are constantly dinned
into his ears by repairmen but which
he neglects just the same. One of
these is in regard to keeping the pro-
per pressure always in the casing, and
the second is in regard to keeping the
tread intact. That is to say, having
all holes and cuts plugged as quickly as
they appear. The tread protects "the
base of the tire, the canvas fabric,
from water, etc., and if cuts remain un-
filled water gets in and rots the canvas,
after which the tire rapidly goes to
pieces. The importance of the tire
question is easily judged by the num-
ber of advertisements that appear in
the papers and magazines of tire ac-
cessories of various sorts. Naturally,
the makers of these inform the public
that their use will enable said public
to get the very last yard of mileage
out of every tire. They may, but not
unless the two basic rules quoted above
nre followed.

OPEN FACTORIES IN ENGLAND
AND FRANCE

/^EORGE H. TOWNSEND, President^ and E. V. Hennecke, Sales Mana-
ger, of the Moto-Meter Company, Inc.,
sailed on the "Imperator" on Thursday,
October 7th, for Southampton, Eng-

Wm. Nusse>. ol Howick. (iuc, with the learn and plow „f Lawrence T. Brown. Franklin
Centre. Mue., winner in the class of plain walking plows at Macdonald College.

DETAILS IN TIRE REPAIRING
(Continued from page 9)

only if the original base is entirely un-
damaged. If the canvas has been worn
through, retreading will do no good. So
a retread may save considerable money
or it may simply be money wasted, be-
cause the carcass was not worth the
retread applied to it. Therefore, in
selecting a tire for retreading, one
should be positively sure that the can-
vas base is absolutely undamaged. It
IS not always possible to detect damage
to the carcass by cursory examination
or by feeling of the casing. For that
reason you find many owners who de-
clare retreading a swindle, while others
are strongly for it. It is mere-
ly a question of damaged or perfect
carcasses.
A good many repairmen make a

practice of having retreading done
over an old tread that has worn smooth.
This is not at all a bad plan, but if the
wear on the original tread has been
uneven, one will get a bumpy, uneven
surface which will not make for long
wear. When this extra tread is ap-
plied over an original tread, naturally
the tire loses something in resiliency,
even if the pressure in it is reduced
ten pounds, which is commonly done.
However, many owners do this and find
that it gives them a largely augmented
mileage per tire. Another method of
extracting extra mileage from a tire
that has begun to wear considerably is
to put in an inner-lining. This device
is simply a strip of fabric, which is
placed between the tube and the cas-

land. They will visit England and
France for the purpose of establish-
ing branch factories which will produce
'Boyce Moto-Meters for the European
market and will also make a survey of
the general conditions affecting the fu-
ture of the automobile trade in Great
Britain and on the Continent.

PANCHO VILLA BECOMES
FARMER

T TNDER the agreement Pancho Villa^ has with the Mexican Gov-
ernment, he has agreed to become a
farmer and the Government has fur-
nished him with a large farm and agrees
to properly equip it.

One of the first moves of the Gov-
ernment was to secure a Lauson Trac-
tor for Villa through the Lauson dis-
tributors. Lone Star Motor Company, of
El Paso, Texas.

CATCHING THEM COMING AND
GOING

A PRETTY race is on between auto-
- ^ mobile manufacturers who are an-
nouncing reductions in the price of
their cars and those who are announc-
ing increases. There is material for
good selling talk in both policies.
We recall a department store that

advertised that during a certain day
there would be a change made every
hour in the selling price of its silk and
cotton goods. Promptly on the stroke
of each hour all the cotton goods were

to be marked down ten cents a yard
and all the silks ten .cents a yard up.
The store was filled with eager women
anxious to snap up the silk before the
price was raised, and rushing to buy
the cotton while the buying was good
and there was any cotton left before
the waiting mob had its chance at the
iower price.

The advertising man sauntered
through the store to get his statistics
at first hand and was nearly killed in
the frantic struggle between the bulls
and the bears. He spent a week in the
hospital reading books on economics
and afterwards published a little essay
on the workings of the feminine mind.
Suburban grocers are advertising

that you can buy all the sugar you
want at fourteen cents, and the puzzled
housewives are trying to make out
whether the grocers are attempting to
unload or whether it is a real bargain.
The result is a waiting market.
The average man's idea of an at-

tractive price f.ystem is one of prevail-
ing uniformity. Women are commonly
supposed, whether correctly or not is

not known to man, to be attracted by
violent fluctuations. Observation
shows that as a rule women make
money go farther than men.
The moral is that in automobiles it

is recognized that it is the women who
have most to say about the purchase
of cars and that no one knows what an
automobile is worth.—Commerce and
Finance.

REDUCE WORKING TIME TO FOUR
DAYS

jf^WING to depressed trade conditions
^-^ the management of the plant of
the Ford Motor Car Company of Can-
ada have found it necessary to curtail
output, and to this end have issued in-
structions that the working time of the
factory will be reduced to four days a
week.

SASKATCHEWAN ELEVATOR CO.

A REPORT to the provincial depart-
* ment shows that in 1919 the Sas-

katchewan Co-operative Elevator Co.
operated 308 elevators, handled 21 841,.
556 bushels of grain, made a profit of
$193,599, declared a dividend of 8 per
cent, and transferred $36,446 to the
reserve fund.

SAFETY FIRST
Lies slumbei'ng here
One William. Lake;

He heard the bell.

But had no brake.

—Detroit News.
* *

At fifty mile.-?

Drove Ollie Pidd;
He thought he wouldn't

Skid but did.

—Rome, N. Y.. Sentinel

* * *

At ninety miles
Drove Edward Shawn;

The motor stopped,
But Ed. kept on.

—Little Falls, N. Y.. Times
_

* * *

Beneath thi.-i sod
Lies William Whissen.

He didn't stop
To look and listen.

—Ohio Motorist
.

* ^

Here, six feet deep,
Is William Jolley,

His engine stalled

In front nf n trolley.

--Omaha Transmission
* S; *

Ashes to ashes
And dust to dust.

Bill was showing speed
When a tire "bust."

-Exc.

Chance thought he could
Beat the Limited;

He started thru space
At the crossing instead.
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Priming' Plug's

CHAMPION
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Champion
Priming Plug
H-14, 3^ inch

H-44, J/g inch- 1

8

Price, $1.50

Cold Weather SparK Plug's

Every motor car owner needs Champion Priming Plugs
in his motor from now till the end of cold weather.

They put quick life into a cold motor, insure a prompt,
sure start— because they place the gasoline right into the
heart of each cylinder, where it catches the spark at the first

turn of the engine.

Champion Priming Plugs not only make it easy to run
a car all winter, but they eliminate unnecessary cranking,
conserve gasoline and minimize wear and tear on starter
and batteries.

Champion Priming Plugs are all equipped with our
famous "3450" insulators, which have demonstrated their

ability to withstand quick changes from zero cold to intense
heat and have a breakage resistance to shock, and vibration
which makes them practically indestructible.

Champion Priming Plugs maintain your spark plug
sales during the winter season. It's good business to have a
stock on hand to give a better service to your customers.
They will expect you to be able to supply them.

Order them from your jobber to-day

Champion SparK Plug' Co. of Canada, Limited

Windsor, Ontario

Largest factory in Canada making Spark Plugs exclusively
and the only one making "Champions."
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Make 1921 your
biggest year

Jumbo Trucks

Always Come Through

MA>ajPACTURED BY

NELSON MOTORTRUCK COMPANY
SAGINAW, MICHIGAN, U. S. A.

The reputation ofJumbo Trucks

will help you do it. Not a dis-

satisfiedJumbo owner that ispe

know ofin all the world.

The good will of satisfies owners is more
essential for a substantial future than the
big profits of undersize construction—The
Jumbo Creed.

Jumbo Trucks in operation prove the wis-

dom of this policy. Records of 10^000 to

30,000 miles without a cent for repairs—
without even changing tires—are common
to Jumbo owners.

That's because Jumbo Trucks are built with
a large factor of safety and survive the

abuse of heavy haulage.

The Jumbo dealer renders truck buyers a

definite service and profits thereby—not
only today, but for years to come.

These facts comprise but a small part of the

Jumbo story. We believe we can convince
any alert dealer of the exceptional future

offered by Jumbo Trucks.

Write for full facts and sales plan

Sole Distributors in Canada

Motor Car Distributors
LIMITED

27 McGill College Ave. Montreal, Que.

THE Complete Truck
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BRAKE LINING that does not WEAR
well is a loss at any cost. You pay

to put it on and you pay again to rip
it out. For heavy duty, use Raybestos,
the lining that is built for sturdy WEAR.
Look for the Silver Edge.

THE CANADIAN RAYBESTOS CO.
Limited

Peterborough - Ontario

GxnadiauMade
for

Cxnadianlrade
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VETERAN
TRUCnS

For Continuous Service and Reliability

Built with Standard Units. Not merely assembled. Every
Unit made especially or selected because of past

performance. The result, a Sturdy Wear-
ing Truck that stands up under

hard, continuous Service.

EASTERN CANADA MOTOR TRUCK CO.
Limited

HULL, QUE.

Commercial Cars Limited, Toronto
Distributors for Western Ontario, Manitoba, Saskatchewan, and British Columbia
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Sell The Engine That
Is Already Half Sold

Power on the farm is the common need of every farmer. Every
farmer in Canada has full confidence in British Reliability. The
reputation^ of the Lister Engine for dependable quality and per-
formance is everywhere accepted. By selling the Lister you are
working in selling ground that is cultivated and ready for a real
harvest of sales.

The Lister Engine embodies the latest ideas in farm engine
construction. It bears the stamp of thoroughness and quality
associated with goods of British manufacture throughout the
world.

The Lister is a genuine fuel saver. When the hard tests come,
Lister Quality stands supreme. This means that your customers to
whom you have sold Lister Engines are satisfied customers who
will come back to you for other goods.

2-3-5-7 and 9 horse power; standard hopper cooled; throttle
governed; automatic lubrication; high tension magneto—a genu-
inely reliable engine throughout.

The Lister

Grinder

The farmer's

time is too precious

to use anything but

the most reliable

grinder his money
can buy. We guar-
antee that the Lis-

ter will do more
work (all condi-
tions being equal)
than any other
make.

The Lister

Milker

A perfected, up-to-
date machine on which
your customers can ab-
solutely rely. Experi-
ence has taught us the
need for SIMPLICITY
in a milker, combined
with ease of cleaning.
The Lister embodies
these essential features.
One of the greatest
sellers in the Farm Ma-
chinery business-.

The Melotte

Cream Separator
Known as a Canada-wide

favorite—with good reason. A
marvel of skimming efficiency
that has stood the special tests
peculiar to every country in the
world. Capacities 280 to 1300
lbs. per hour. Many have run
for 25 years without expense
other than rubber rings and
oil. Easy to run—easy to
clean, and will give a lifetime
of dependable service. Write
for literature.

Other Lister

Lines

Lister Ensilage

Cutters

Lister Premier
Cream Separator

Avery Tractors

(A size for every farm)

Resolve Now to Sell the ''Good Old Lister Reliability

Lines'' next year. Write for Uterattirejand

attractive selling proposition

R. A. Lister & Company (Canada) Limited
58-60 Stewart Street, Toronto Wall Street, Winnipeg
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You've Waited For This!

Smash Go Engine Prices
Gilson Creates a Sensation by Slashing

Prices to Pre-War Levels on New Engine

^OW'S your chance to jump in with the Gilson line and
clear up a bunch of money. YouVe got dozens of pros-

pects for engines. PRICE has been holding them back.

Now you can sell them an engine at a price you haven't

quoted since 1914—a price lower than the lowest on the

market.

DOWN GO PRICES—
UP GOES QUALITY

T^HE "Wizard" line—the latest Gilson

product—sets new standards of perform-

ance. Runs on cheap kerosene. Built-

in magneto means easy starting and fuel economy.

Throttle-governed. Big surplus power over rating—like

all Gilson engines. Backed by a five-year guarantee.

Though the price is low^er than the low^est, you can safely

invite comparison w^ith any other engine at any price

—

for dependability, economical upkeep and service.

Get the Cream of the Business

Send This Coupon

Gilson Mfg. Co., Limited

Gentlemen,

—

I would like full facts on your dealers'

proposition on the "Wizard" engine. Also send
me the Gilson proposition on () Silos ( ) Silo

Fillers () Tractors () Threshers.

Name. .

Address

.

Write for full facts at once. Prices are rock bot-

tom now. Can't get lower. May be higher. A
size for every need—1^, 3}/2 and 6 H.P. You can
offer FREE TRIAL and EASY TERMS. Who
couldn't sell such an engine on such a basis? Get
in with a running start.

Advertising now appearing in all leading publications. Demand
is pouring in. Be wise—and act now. Be the first in your ter-

ritory to quote pre-war prices. Send a postcard at once.

f3 f f QO 1\[ 9618 York Street, Guelph

Vr M. JJ \J i 1 Limited 325 Elgin Avenue, Winnipeg
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Factors You Should Consider
In Selling Farm Implements
Now is the time to consider the line of Farm Implement you want to handle

in 1921. To be interesting- and profitable the line you
handle should have these features:

It should sell on its merits. You can take any Implement in the John Deere
line, compare it point for point with other makes and the John Deere Imple-
ment will sell on its merits.

A demonstration should back up all claims. Any claim you make regarding
John Deere Implements is readily backed up by a demonstration.

The manufacturer should have a reputation for dependability ana reliability.

When you sell John Deere lines you have back of you a prestige that is coun-
try-wide. John Deere Implements are known everywhere for their sound con-
struction, ease of handling and labor-saving qualities.

There should be ample profit for you. The John Deere dealer proposition is

liberal and assures ample profits. John Deere Implements are sold through
John Deere dealers only. Dealers are given every opportunity to take advant-
age of their own initiative and to cash in on their sales ability.

The line should be advertised. All live farm publications in Ontario cany
continuous advertising on all John Deere products.

Territories are still open for live dealers. It will pay you to write for
our 1921 contract and sales proposition.

"Quality Line of Farm Implements"
John Deere Low-Down Manure Spreader; John Deere-Dain Left-hand Side Delivery Rakes; John Deere-Dain Rake-
bar Hay-Loader; John Deere-Dain Sulky-Rake; John Deere-Dain Vertical- Lift Mowers; John Deere-Van-Brunt Plain
Grain Drills; John Deere-Van-Brunt Fertilizer Drills; John Deere-Van-Brunt One-Horse Drills; John Deere-Van-
Brunt Lime and Fertilizer Sowers; John Deere No. 999 Corn Planters; John Deere Cultivators; John Deere Scufflers;
John Deere Smoothing Harrows; John Deere Spring-Tooth Harrows; John Deere Disc Harrows (Horse or Tractor)-
John Deere Field Cultivators; John Deere Beet Tools (Planters, Cultivators, Pullers); Hoover Potato Machinery
(Planters, Sorters, Cutters, Diggers); "Reliance" Potato and Field Sprayers; "Waterloo Boy" Kerosene Engines-
John Deere Walking Plows; John Deere One-Way Plows; New Deere Sulkies and Gangs; John Deere Contractors-
Plows; John Deere Tractor Plows.

THE JOHN DEERE MANUFACTURING CO., LIMITED

Welland Ontario
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npO you men, who stand loyally back of the

efforts to promote the sale of agricul-

tural implements we send our heartiest Yule-

tide greetings.

Wherever farm machinery goes, you first

must blaze the way, making new friends year

by year.

Your fine standards of salesmanship, your

ideals and your loyalty to the farm imple-

ment industry have done much to make
agriculture the success it is today.

In all good fellowship and friendliness,

we wish the Farm Implement Dealers, the

world over, a jolly, old-fashioned "Merry
Christmas."

•

J. 1. Case Threshing Machine Company
Racine, Wis.

TORS

I
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Are You a Power Farming Specialist?
The Man Who Specializes To-day is the Man Who is Winning- Out. Best

Results Are Achieved When Your Business is Departmentalized

IN this enlightened day and age the man who
attempts to be a business jack-of-all-trades sel-

dom, if ever, makes a great success of it. He
must specialize if he is to stand out in his community.
This has been the experience of professional men
and of retail merchants in every line and it applies
with even greater force to the man who is handling
tractors and power farming machinery. The power
farming business, while much younger and less de-
veloped than other lines of automotive effort, ha.i

every opportunity of becoming one of the leading
businesses in every rural trading centre if those who
are engaged in it will realize the necessity and the
value of specialization.

Power farming dealers are for the most part
drawn from three classes—the implement dealer or
general merchant; the automotive and truck dealer;
the individual investor who is seeking a permanent
business into which to put his money and his ability.

In the case of the implement man or general mer-
chant the addition of the tractor and of power im-
plements has been gradual and without a definite

goal, save the rounding out of a line. But those
implement dealers who have studied their power
farming equipment and the importance of power
farming have quickly departmentalized their nusmess
and separated the power line from the horse-drawn
implements.

There is a vast difference between sale and opera-
tion of speed gang plows and the walking or suiky
plow and this difference is reflected to a less degree
in almost every implement carried. Power farming
sets new standards for the farmer, the dealer and
the manufacturer and the real successes in both the
power and horse-drawn business are achieved when
the selling organizations are separate and distinct.

And there will be even greater need of special-
ization as the use of the small, all-purpose tractor
becomes more and more general. The competition
between the horse and the tractor is purely econ-
omic—both will continue to have advantages in cer-

tain localities and for certain work for many years
to come. Horse and power implements have their

well-defined markets—often on the same farms—but
it is too much to expect a single organization to

exploit both lines. The study of farm conditions,
the organization of farm work and the service re-

quired in both lines, demand that each be given the
place of first importance in its marketing organiza-
tion.

npHEN, too, there is the industrial field to consider.

Certam types of small tractors are finding a ready
market for road building, lumbering, general con-
tracting and in industrial plants. Material handling

By EARL B. STONE
ASSIST. .\DVTG. M.'\NAGER, THE CLEVELAND TRACTOR CO.

The Optimist.

—Knott in the Dallas "News."

equipment, road machinery, and factory trucks logi-
cally become a part of the tractor dealer line and
men of special training are required to handle this
business. Here again is a potent reason for the
separation of the power from the horse equipment.
The successful power farming dealer whose business
background is m.ade up of implement and general
merchandising experience is now carefully defining
his power farming businelss and basing his sales
work upon a strictly power line. He is specializing
and he is making money.

It is interesting to note as we turn to the auto-
mobile "and truck dealers that many who first entered
the power farming field came in without any great
hope of a permanent and growing tractor business.
Business conditions made immediate tractor profits
desirable and many contracts were signed with a
skeptical pen and half-hearted enthusiasm. True,
some of these dealers verified their doubts and have
since given up their power farming line, but as
many and more, paralleling the experience of their
implement friends, have built up separate power farm-
ing departments and realized handsome profits.

Close as the relationship of all automotive equip-

ment may seem, it is not close enough to bring suc-
cess to a single sales force which attempts to
handle both tractors and automobiles. Not a few
auto dealers have deserted their former connection
completely in favor of the tractor business, but the
majority have separated their lines and are pushing
each line with an individual selling organization.
From the auto dealer in the small rural town to
Che large distributor in the greatest cities in the
country this method of specialization has proved to
be the only practical method of handling both the
automobile line and the power farming line success-
fully.

In the matter of service to the owner the dealer's
service department functions equally well for both
lines, but in the study of the market and the develop-
ment of new business separate organizations are the
surest way to success.

Now, in the consideration of the independent in-
vestor we have a clear slate to start with and special-
ization is the natural trend. The organization of a
new power farming business permits of a choice of
both the tractor and the power machinery which are
suited to the locality in every way. There are no
embarrassing connections which must be dropped or
strained to get the right power farming line. There
is no old organizf.tion to split up and departmentalize.

AS the basis of the power farming business is the^ tractor, its selection is of first importance. The
tractor which will do the work on the individual
farm, which can be adapted to the greater variety
of farming and soil conditions and which is backed
by the most aggressive and enduring organization,
is the one to select.

To this then is added tillage tools, haying and
harvesting machinery, belt-driven farm machinery
and even material handling and road-working equip-
ment—for the right tractor will have an industrial

as well as a farm application. And the line may in-

clude farm lighting plants as well, for they rightfully

belong in a business which is dealing in power to

replace the hard labor of men and animals and im-
prove farm conditions generally.

The independent investor was the first to become
the one hundred per cent, power farming dealer and
iiis success has been the guide to both implement and
automobile dealo's in their steps toward specializa-

tion.

He has found—and the dealers who are taking
on power farming lines are finding—that specializa-

uion alone will assure lasting profits, for only by the

undivided efforts of a complete organization can the
big power farming market be cultivated successfully.
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Success by Helping the Other Fellow
How a Dealer Built Up a Strong- Automobile and Accessory Business by

Giving a Real Service is Told Herein

<tTF a man would succeed in the automobile or
any other business, he must sell what the public
wants, and when it wants it." The speaker

was C. A. McDonell, of McDonell Bros., automobile
accessory and tire dealers of Hensall, Ontario.

5" ^<^Presentative had learned that the
McDonell brothers were real live dealers who were
meeting with success, so he packed his grip and
journeyed forth to see for himself. He was not dis-
appointed, and learned a few things which he will
endeavor to pass on to M. T. I. readers

In the first place, Hensall is a small town-wealmost said a one horse" town-of about 800 popu-lation situated in a good mixed farming distrlc^l

folk" S ' ''''' ' many^other ownfolks, that their's is the "best farmin? district." AsMcDonell Bros, have sold as many as a hundredcars and hundreds of dollars' worth of accessoriesand tires ,n one year it is obvious that Hensall alonedoes not supply all the customers. The farmers ofcourse, form the bulk of the prospects, but Mc-

hav"e hf"-r^
'° surrounding towns ;iso. Theyhave the exclusive agency for a certain car and lineof accessories, and supply these to other dealers inneighboring towns within a radius of 20 miles.

Hardware Until 191.5

Their busine.ss was started in 1915. Previous tothat they conducted a hardware store for thirtt

ZTe 7f
^'^^-P-^ation they gain^ed Sgtnese yeais for good service and sound businesstactics has helped them to build up their present finegarage connection. The garage has an exceHenflocation situated on the principal street, and this beSlpar of the main highway used by motoHsts a great.eal of tourist trade is attracted to their door du ingthe motoring months.

"uung

Plete ?tocfof"" ' '''''' J^-P'"^ -
p ete stock of accessories, tires and parts in stock

fn an at[::;ti;r'-
--'^ow is u'sed to dis^m an attractne manner whatever they may be featui-

at the time. The accessories L/arranged nboxes along one side of the wall, and in a show caseThe larger parts, such as axles, fenders etc find aplace on the floor underneath the' boxes, nea«y dividedaccording to the diff-erent parts
The accessories are very accessible and catalogued

catalogue all of the small accessories listed are ar

pagfin^^he''
^^'^"^'^"^ --f- o ^e'page in the catalogue. For instance, the accessorieslisted on say page 10, are placed in 'the box marked

are Z\inT '^'^^ - the box

TZT ^ u^^""
compartment on the floor imme-diately under the box containing the same page num.ber In this way McDonell Bros, say a chifd couMfind any part in a few moments. The parts in theshowcase or window are marked in the catab^Se"showcase" or "window."

catalogue

Everything Motorist Requires

McDonell Bros, pride themselves on having in
stock everything a motorist requires. Occasionally
they have been asked for a certain part which they
hadn t on hand at the time. In that case they sent
for It immediately, paying all correspondence and
transportation costs themselves and delivering it to
the customer, no matter how small or how large the
part may have been. If it was a part which they
had allowed to run out of stock they immediately
restocked that particular line. If it happened to be
a part which was new to them and worth handling
they invariably included it in their stock.

By keeping their finger on the customer's pulse
they have been able to build up a large accessory
business. They receive telephone calls almost very
day from the surrounding towns for accessories. Each
call as it comes in is attended to at once, and if it is
from an outside address the goods are sent by the
first train leaving for that particular place. By
giving their prompt service to their outside custom-
ers and always having the goods on hand they have
secured a large volume of sales which might have
gone to the dealers in these towns.

This picture shows McDonell Bros.' garage. C. A.
McDonell is at the door.

Extending Premises

McDonell Bros, at one time let out all their repair
work. They felt it would pay them to concentrate
their attention entirely on the automobile and ac-
cessory end of their business, so they turned all their
repairs over to another garage. However, this ar-
rangement did not prove satisfactory. There were
many service complaints, and numerous readjust-
ments had to ba made. As they believe a business
is built up by satisfying customers they decided to
do their own repair work and fitted up a workroom
to that end. Now their business has grown so that
the present premises are no longer large enough for
their needs. They intend to enlarge their premises
in the near future. This will be done by extensions
to the repair room at the rear. In connection with
this extension McDonell Bros, have a novel idea to
get more space and .to do away with an elevator.
The new part to be added will be built with the roof
sloping like a wedge from the ground to the second
story. It is the intention to use this roof as a drive-
way for cars up to the second floor. The second floor
—which is now used for storing large repair parts
will be used for a paint shop and for storing cars.

"Our repair department heretofore has been
mainly used for the purpose of servicing our own
cars, said C. A. McDonell. "We did not pretend
to give a regular repair service, but the business is
growing so rapidly and the need for a proper service
so important we are practically compelled to go into
the repair work on a larger scale.

Service Counts

"We are convinced that real service is the only
thing that counts in building up an automobile busi-
ness. That has been amply demonstrated to us
through our accessory department. We are proud to
say that a man seldom leaves our door because we don't
have the goods on hand he wants. If a man should
ask for an article we don't have in stock, we get it

for him, even though it costs us money accommodat-
ing him. We consider we should have on hand all
the time everything a motorist requires and if we
lose on a sale because of express charges, etc., it is
our own fault and we are willing to pay for our
lessons.

"The years we were in the hardware business
have supplied us with most of our prospects. We
tried to satisfy our customers then and have reason

to believe our efforts were appreciated and are bear-
ing fruit in our automobile business.

Don't Bury Prospect in Details

"When endeavoring to sell a man a car we don't
believe in weighing him down with a long and be-
wildering talk on details of design, etc. To a man
who knows nothing about a car such a talk might
well be delivered in Greek for all the good he will
get out of it. In fact you leave him, in most cases,
knowing less about the matter than before you spoke
to him. We have found that the best way is to base
our talk on the need the man has for a car, and
after talking to him in this strain we give him some
literature to study at leisure and advise him to talk
with some of our car owners—the addresses of whom-
we give him—then leave him for a time.

"In every case we have found this to be a good
plan. Of course,' the. success or failure of the above-
scheme depends on the quality of the goods handled
and the kind of service given. The next time we go-
back to see our man he has learned something about
the car, our methods of doing business and the liind

of service he can expect. It is easier to sell him then—and we generally do.

"When customers get good, prompt service, they
are satisfied and become boosters. We work on that
theory and are satisfied it is right.

Help Customers Get Adjustments

"If we see a car on the street with tires in need
of repairs we talk to the owner about it and advise
him in the matter. We have made a lot of good
friends by this policy, and also by helping a man to
S'et a tire adjustment. It doesn't make any difference
where he bought the tires in the first place, we are
out to help everybody. It isn't that we are more
philanthropic than our neighbors or that we are
merely making good fellows of ourselves, it is good
business.

"Recently a man came into our place with two
tires which he said were defective and wanted to
know if we could get an adjustment for him—he
didn't buy the tires from us. After examining them,
we said we would do what we could to arrange the
adjustment. That seemed to please him for he im-
mediately bought and paid for two new tires and
thanked us for helping him out of his trouble.

"We are thoroughly convinced that by having
the goods on hand all of the time, and by giving the
best service possible the automotive dealer is sure
to make friends; and by making friends he is mak-
ing customers and building up his business on a sure
found.ition."

Agriculture Basic Industry
many business men, I am afraid, have

failed to appreciate fully the importance of
agriculture or their dependence on it. This has re-
sulted, in many instances, in lack of sympathetic
understanding of the farmer's problems and of the
difl[iculties confronting him not only in producing his
crops or livestock, but also in the marketing of his
products. Agriculture furnishes the basis of much
of the business of the country. There are many
industries which are entirely dependent on it, such
as the manufacture of farm implements and ma-
chinery, the packing houses, the grain merchants
and many others; and farm products, of course
play a large part in transportation. Neither the
business man nor the farmer, therefore, can Tie

genuinely and permanently prosperous without the
good will and the material aid of the other. When-
ever a business man does anything toward making
the agriculture of his section more profitable to the
farmers, he does something which will help his own
business, because there is not in the United States
any business centre that could continue to prosper
independently of the farming communities surround-
ing it."—Edwin T. Meredith, U.S. Secretary of Agri-
culture.
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What About Auto and Implement Prices?
Before There Can be Any Drop in Implement Prices or Further Drop in

Car Prices, Production Costs Must be Reduced. Implement
Prices Expected to Remain Stationary

NOTWITHSTANDING statement-s to the con-
trary by different large concerns manufactur-
ing automobiles and farm machinery, the

public has conceived the idea that present prices of
these lines will drop ccmsiderably in the near future,
many expecting the drop will be to a pre-war basis.

Although prices of staple commodities and every-
day necessities are generally supposed to be on the
decline, there can be no appreciable drop in these two
lines, the reason being that those commodities which
have shown a decline in price to the consumer are
articles which are not materially affected by manu-
facturing processes.

Raw Material Costs

Three things enter principally into the production
and offering for sale of the lines in question, they
being the market for raw material, manufacturing
costs and distribution costs. Dealing with the first,
we find that we are living in an age of mechanical'
efliciency, when the production of ore must be at its

highest in order to supply the demand for the manu-
facture of machinery, etc., for use in peaceable pur-
suits. We find in this connection that working hours
have been reduced and in spite of the increased num-
bers employed that the supply is falling far short
of the demand. Couple with this the fact that although
ore production was trebled during the last six years,
(luT'ing which most nations were engaged in strife

—

the market went sky-high—because not sufficient raw
material was being mined. To-day the demand is so
great that mills can get almost any prices they like
to ask, and if our home manufacturers do not pay it,

and in cash, too, the mills sell to factories in foreign
countries, where they find a ready cash market at
practically any price. This condition, plus the present
exchange values, makes it good business for enter-
prising mill owners and manufacturers to place their
output on foreign markets.

Manufacturing Costs

Dealing with manufacturing costs, we have to
say that labor will not stand for an immediate reduc-
tion in wages, which can easily be understood with
the present inflated prices of necessities. Prices w^nt
up first and labor eventually came into its own, now
labor awaits the return of prices to as nearly normal
as possible before considering a reduction in wages—and no one blames them. Labor represents nearly
7.5 per cent, of the manufacturer's costs of producing
automobiles and farm equipment. Then fuel has
aligned itself with everything else, and stays on the
"higher plane." Executive and clerical help salaries
are considerably advanced, although not quite so

By H. T. PIZZEY
IMPLEMENT AND AUTO TRADE SECTIONS, SASK, R.M.A.SEC

of raw material and the laid-down price of the manu-
factured article. Numerous 2 per cent, sales taxes
have to be paid, and a 15 per cent, excise tax on
automobiles.

Show Reduced Profits

Contrary to the reports which are emanating from
Government commissions of the

United States that the present
profits of implement manufactur-
ers and retailers are too high, these

concerns show greatly reduced
profits, and this in view of a

largely increased volume of busi-

ness, most of which, however, may
be accounted for to a great extent
by increased prices.

In Western Canada, where the
retail implement dealers were al-

lowed a gross margin of between
20 per cent, and 25 per cent, in

1914, they now have to thrive 1 ?)
on a margin which ranges between
8 per cent, and 16 per cent., and
this against greatly increased over-
head expense, yet the public are
willing to believe that the retailer

is responsible to a great extent for
to-day's prices.

Even though the cost of raw material returns to

its normal basis tomorrow, it would be at least six
and probably nine months before this would have
any effect on prices, as the product of this material
would not be on the market until at least that time
had elapsed.

Again, the action of the farmers in holding their
grain for higher prices has its effect on prices. The
farmer owes the dealer, who, in turn, owes the job-

ber. The jobber owes the manufacturer,, and because
no money is forthcoming he in turn cannot pay cash
for his raw material, and then the mills and vnanu-
facturers sell to foreign markets, where the cash is

forthcoming in spite of chaotic conditions there. 1'he

fact that the public and the f.armers are withholding
from buying automobiles and farm equipment cannot
possibly have the effect whicii they conceive it must
have. It will just result in the closing of factories,

which means additions to the already large numbers

With a tractor
his

the farmer need not worry about the weather. He can do
fall plowing when horses would be held up.

of unemployed, or at least the placing of labor so
employed on half-time basis. One has only to read
the newspaper reports to learn that this is just
what is happening.

These are just a few reasons why prices of manu-
factured articles must remain practically as they are
for some time to come, and a review of these facts
will result in any fair-minded man coming to an
understanding with himself accordingly.

Motor
By

Truck and
W. A. CARPENTER,

Team Compared
Acme Motor Truck Co.

w;

A tractor sale also means the sale of a belt-power machine to
go with the tractor. lilustration shows a tractor operating

ensilage cutter and silo filler.

much as in the case of labor. Expenses of travelling
experts and salesmen has doubled, and no reduction
of staff can be made here, as competition and public
demand for service necessitates a big expenditure in
this connection. Freight rates have gone up nearly
70 per cent, since 1914, thereby adding to the cost

HILE very much has been said upon this

subject, the following comparison will illus-

trate in a striking way the difference between
the two methods, and may present the matter in a

different light than you have seen it before.

The average two-horse team will haul two
tons over the average road at a speed not
greater than three miles per hour. Allow-
ing one hour for the noonday stop, and an-
other hour for loading, unloading, rf;sling

on grades and miscellaneous delays, it is

safe to say that the team will, in a ten hour
day, cover not more than 24 miles. But at
least one hour in the early morning before
starting on the trip, preferably longer, must
be allowed for the horses to be fed, curried,
harnessed and watered, also part of the noon
hour must be devoted to care of the horses
and at night after working hours, some little

time must be devoted to feeding, watering,
bedding and currying them. All of of this
extra work must be done outside of the ten
workihg hours, to say nothing of veterinary
services. So much for the horse hauling
method. Now for the truck's side: No pre-
liminary work in the morning is necessary,
with the exception of a few moments' inspec-
tion every morning, desirable in any piece of

machinery. Allow the same two hours' lost time each
day for truck as allowed for team, (though the hour
allowed for such delays will be confined to loading and
the greater part of this time eliminated. At the close
of the first day the truck will be 136 miles from
place of starting (remember the team has made but

24 miles). At the close of 300 days, truck will be
40,800 miles from the starting point,- though during
the 300 days the team has covered only 7,200 miles.

In other words, the truck has carried two tons

33,600 miles further than the team did in the same
length of time. Keep this up for say five years, if

the horses are able to work steadily 300 days per
year for five years, and we find the truck 168,000
miles ahead of the team. Counting feed, care and
upkeep of team, harness and wagon, the cost of
operation and maintenance is about the same for

truck as for team, at least not much more.
Hence there can be no argument concerning the

efficiency of the two methods of hauling. The invest-

ment, of course, is much greater with the truck than
with team, but as will be seen from above, the results
do not compare favorably to the horse.

Western Automotive Equipment
Show

A N organization has been formed which will assure
* for Western Canada an automotive equipment

show. The officials have secured the Board of Trade
buildings for the last week in the Winnipeg Bonspiel
—February 14-19. As there are about 4,000 dealers in

the three Western provinces, Manitoba, Saskatchewan
and Alberta, handling automotive equipment it is

easily seen that such a show—where dealers can get
together to com.pare ideas and see the latest equip-
ment in their lines on exhibit—will be of consider-
able advantage to the trade. Experts from a great
number of different manufacturers will be on hand
to explain how best to handle their lines.
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Cashing In on Tractor Overhauling
The Live Dealer Has an Excellent Opportunity Now to Profit by Winter Overhaul.
The Time to do Tractor Overhauling is in the Slack Winter Season^When the

Job Can be Handled Leisurely and Thoroughly

44XN times of peace prepare for war," and in the

I slack season prepare for the busy one.

Overhauling a properly designed tractor, that
is, one which was designed with the accessibility fea-
ture in mind, is not a particularly difficult task. How-
ever, it is not a job which one wants to be compelled
to tackle when conditions are just right for spring
plowing and the season is late, or when seeding
should be going on and the seed bed has not been
completed. Nor does one want to stop in the harvest
season to overhaul a tractor, or any other machine
for that matter—the time to do tractor overhauling
is in the slack winter season, when the job can be
handled leisurely and thoroughly.

Farmers are becoming much better acquainted
v«th tractors than they were a few years ago. A
great many owners are now capable of overhauling
their own machines and doing a first-class job in
almost all details. Others, however, require the as-
sistance of a good mechanic, and the live tractor
dealer will take advantage of this fact, for he can not
only turn it to his own advantage, but to that of his
customer.

Most every farmer will recognize the desirability
of having the tractor gone over carefully during the
slack season to make sure that all bearings are in
good shape and that badly worn or broken parts are
replaced. Even if nothing more is necessary than to
remove gummed oil and dirt from the working parts
the job will be well worth while, as these are pretty
sure to cause delays if neglected, and such delays
are almost certain to be encountered when the tractor
is badly needed.

Dealer's Service to the Farmer

But while the tractor owner may recognize the
desirability of such overhauling, if it is suggested to
him, he is quite likely, if left to himself, to put it off
because he is a little afraid to tackle the job. There
is a good opportunity, therefore, for the dealer to
render a service to the farmer, either by giving him
a little personal help or furnishing a mechanic who
can assist him in going over the tractor, cleaning
up all working parts and making such adjustments
and repairs as are required.

The question of charging for this sort of service
is one which must be decided by the dealer. Some
dealers perform this kind of service for a year or
two writhout charge, while others believe that it should
in all cases be paid for. Regardless of the matter of
reimbursement, however, most tractor owners are
likely to appreciate a little advice and assistance along

By ARNOLD P. YERKES
this line, and the dealer is taking a long step toward
making such overhauled tractors prove more satis-

factory to their owners than would be the case if they

were neglected until the busy season was on.

Overhauling Leads to Sale of Parts

There is more involved in tractor overhauling

than just the work required—often it proves quite

profitable because of the sales of parts which result.

In overhauling a tractor which has been used for

several seasons, it will nearly always be found that

there are some parts which should be replaced be-

cause of wear or damage. If the work is done during
the winter there is no particular rush about obtaining

the new parts, and if it is necessary to send to the

manufacturer's branch house or to the factory for

them the fai-mer is not going to be so vexed as he
is likely to be if such parts must be ordered during
the rush season, perhaps incurring the unnecessary
expense of telegrams and express charges.

There are also likely to be cases where the dealer
can foresee that certain parts will be needed for
tractors which he has sold and can take steps to get
them in stock if they are not already on hand. Often-
ti'ues a tractor owner is rather inclined to allow a
vvorn part to remain on the machine until it is abso-
lutely necessary to replace it. This necessity may
arise when the tractor is badly needed^ and if the
dealer does not have such part in stock there is

always the possible chance of an aggrieved customer.
If the tractor dealer or his assistant helps with a
job of. overhauling they can make note of such parts
as they feel will be needed and can quietly order
same so as to be sure to have them on hand when
called for.

The season of the year when farmers have least
to do is also usually a slack season with the dealer,
and if advantage is taken of the opportunity offered
in the overhauling of tractors already .sold and sell-

ing the necessary spare parts and attachments for
Ihem, the time will be well spent, both from rhe
standpoint of the dealer and of the farmer.

In carrying on the work of overhauling tractors in

the hands of farmers there is also always an excel-
lent opportunity to sell attachments and accessories,
the profits from which may amount to quite a neat
sum. Oftentimes a farmer will be willing to buy
some attachment for his tractor and put it on during
the slack season, when he would not wa.ste time on

it during the summer. The possibilities in this line

should not be overlooked. Self-steering devices,

lighting outfits, special hitches, etc., should be sug-
gested and sold if possible.

Tractor Inspection

If the dealer does not care to have someone help
do the work of overhauling he can often be of con-
siderable assistance in suggesting and advising the
tractor owner or whoever is to do the work. The

Overhauling of tractors should be a profitable business for the dealer during the winter months.

Testing connecting-rod bearings for looseness by
holding gears on bearing and rocking the fly-wheel.

dealer should be sufficiently familiar with the tractor

which he sells to be able to make a short inspection

of the machine and advise thu owner pretty definitely

what should be done with it. For such in<3pection it

will be well to arrange and follow a uniform system,
so as to be sure that no points are overlooked and
in order to avoid loss of time in making such inspec-

tion. The method of inspection to be followed will,

of course, vary with different makes of machines, and
on some there will be certain points to look for which
will not be present on others. With a little practice

a man can look over a tractor in just a few minutes
and be able to tell most of the things which will need
attention. For instance, the compression can be
tested in order to ascertain if the valves are leak-

ing. On some tractors the main bearings can oe

tested for looseness in a moment's time by means of

a short lever properly placed. The timing of valves
and spark can also be checked very quickly by an
experienced man. Then there are less important de-

tails such as the adjustment of the front wheels,
looseness of their bearings, tension of the drive

chains, if the machine is a chain drive, and other
points which should be given attention.

Making Friends Through Repair Service

If the dealer has a shop fitted out for doing repair
work it may be found most satisfactory to have the
owners bring their machines in for such inspection
and have the work done in the shop. In the slack
season there is not the objection to driving the tractor
to a shop as during rush seasons. With a tractor
which has been designed with the accessibility feature
in mind, however, practically all the work of over-
hauling can be done just as well on the farm as with-
in the shop.

To sum up the matter, every tractor which has
been used a full season should be carefully inspected
and overhauled before it is put in the field for next
year's work, and there is an excellent opportunity
for the live dealer to cash in on this overhauling
business and at the same time to make better friends
of the tractor owners in his territory.
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Just a Few Points About Selling Trucks

Truck Prospects are Found in Practically Every Business and on Every Farm.
Importance of Winter Selling Should Not be Overlooked

THREE years ago motor t;uck salesmen used to

worry about who were prospects and who were
not.

There is no such difficulty to-day.

Every man who uses a horse and wagon to carry

his /goods, no matter what tliey are or where they are

going, is a truck prospect. Yes, and there are others.

Every company which transports its commodities by
rail or steamship is a prospect, provided that the

goods are not too light and bulky and do not have

to be carried over 150 or 200 miles. Lastly, every

man who actually owns and operates a truck is a

prospect. He either needs more trucks to-day or may
need them in the near future. No matter even if he

owns other makes than your own. As long as you

are confident that your truck can give better trans-

portation service than that of any other maker, go

ahead and sell him one or more of your trucks. If

you haven't got this confidence, then you've no busi-

ness to be in the game at all.

Do the truck dealers and salesmen of Canada fully

I'ealizc this present situation? It means that almost

every class of manufacturer, farmer, dealer and store

owner in Canada needs motor trucks to I'elieve him

of most of his transportation worries.

The day of experimentation is over. The era of

motor truck transportation has definitely arrived.

It is only recently that it became an accepted fact

that Canadian industry and Canadian business needed

nfotor transportation. Notice to-day a few of the in-

dustries using this new agency—iron and steel, lum-

ber, oil, milling- and textile: and just a few of the

manufacturers—clothing, barrel, bottle, furniture,

machinery, biscuit, soap, glass and basket. And then

there are the contractors, the ice and coal dealers,

the department and small store owners, the laundry-

men, the municipal authorities, the express companies

and countless others. Last, but by no means least,

there are the farmers—every class of them.

Finding Prospects

Surely there is no question to-day as to who are

prospects and who are not. And how are these pros-

pects found ? They are found chiefly by close obser-

vation. A complete prospect list of your own terri-

tory is, of course, not only helpful, but a vital

necessity.

No sales campaign should ever be started without

definite information regarding a long list of pros-

pects. Newspaper and magazine advertising, sales

letters and personal interviews should all dovetail.

But sudden bursts of rapid fire selling campaigns
are not the only way to show big sales year after

year. It is "close observation" of the activities

of a city or town that gives a truck salesman most
of his "clues." "I saw an excavation cluttered up
with horses and wagons this summer," explained a

salesman, by way of illustration. "The horses were
sweating as they dragged wagons loaded with dirt

and building supplies. We interested the contractor

in truck transportation, turned three of my trucks onto

the job, proved my case—and now, that firm of con-

tractors is using nine of our trucks." It is exactly the

same in the case of the dealer and salesman who
concentrate their attention on sales to farmers. The
homes of the farmers of the territory must be secured

By ELTON JOHNSON
and in addition accurate information regarding the
class of farminp; undertaken, the markets served and
the possibility for each of widening the market area.

Not Trucks, But Transportation

And now-—the actual selling. It sounds absurd

—

but here it is
—"Don't sell motor trucks."

The present-day, reputable salesman is selling
motor truck transportation and not motor trucks. He
doesn't sell his prospect on the fine appearance of his
truck or on the price of it. He proves to the inter-
ested party that a motor truck or motoi trucks, re-
gardless of original investment, would reduce his
transportation costs. He does this by working out
transportation costs on the ton-mile basis, boiling
down every conceivable cost to this one unit. The
cose per ton-mile of truck, horse and wagon, steam-
ship and railway freight cars are all compared and
an accurate result is obtained. The reputable sales-

man refuses to sell a man a truck whenever it is

proved' that the cost per ton-mile is less by some
agent of transportation other than trucks.

Once the prospect is shown by special figures that
trucks will reduce his transportation costs—which,
by the way, comprise a greater percentage of total
costs than most people imagine—then, the truck sales-
man naturally points out that this saving is worked
out on figures obtained from actual experience of
owners of his own particular make of truck. He
points out that the original cost of the truck is only
an investment—that the actual cost is determined by
the number of years of faithful service t'-^ie truck will
give.

The salesman must pi'ove that his truck will give
efficient transportation. Inefficient transportation is

dear at any price.

The biggest mistake that a truck concern can
make is to consider the sale of a motor truck the
end of the bargain. The relation of the company to
the buyer has only just begun and a close co-opera-
tion must be kept up throughout all the time that
the purchaser is using the truck.

The service sales department is of the utmost im-
portance. Upon it depend future re-sales and also
the reputation of the dealer. And reputation cannot
be bought. It must be built up gradually and sys-
tematically.

A truck dealer must be prepared five years after
the sale of a truck to answer the appeal of the
original purchaser and investigate his transportation
requirements. It will cost the dealer money to keep
in constant touch with his customers, but it is money
well spent and will pay increasingly large dividends
throughout the years.

It often happens that a truck salesman cannot
prove that a truck would be a paying proposition for
a single farmer. It is then up to him to interest three
or four farmers in the idea of a community truck.
The community truck could carry into the city mar-
kets the produce of a number of farmers and carry
back at the end of the day those articles purchasable
only in the city and needed by the farmers themselves

and by small town store owners. Here is a big field

for the truck salesman, and only the fringe of it has
been touched as yet.

The Price Situation

To-day, the general slump in all trade has natur-
ally aff"ected the truck dealer. He is finding that
people are holding back, waiting for prices to drop.
The truck salesman must find out the actual situation

with respect to his company's truck prices. And he
will find out that the situation i? not hopeless. Trucks
can be sold to-day and here's why.

If truck transportation is ever valuable, then it

is more so at this moment than ever before. Steam-
ships are held up in dock for the v/inter. Freight
cars are being congested with heavy winter traffic.

There has been little profiteering in truck selling.

If the price of a truck hasn't been abnormally high
during the past two or three years, thei) it isn't go-
ing to come down now. For the cost of raw materials
ir staying up and labor is receiving; the same pay.

Why Not Sell This Winder?

Why should the majority of truck dealers and
salesmen sit down with folded hands throughout the

winter? Trucks can be sold in winter. Some pro-

gressive companies are doing it. There is no reason
why all should not.

In the first place, trucks must be sold on their

ability to deliver transportation with efficiency and
economy in winter. Comfort foi' the driver must
not be overlooked as a selling argument, and this

necessitates special winter equipment on the truck.

Maximum sales effort in winter should be directed

towards those businesses that are most active during
the winter months. The attempt must be sincerely

made to carry on throughout the winter a vigorous
sales campaign directed towards all classes of pros-

pects.

Frankly, it is difficult to-day on account of the

still inadequate road system to sell trucks to farmers
in winter. There is no reason, however, why propa-
ganda could not be carried on with the farmers so

that a salesman might be ready to take actual orders
when spring first sets in.

It is on "service" chiefly that a truck can be sold
in winter. Advertising, sales letters and salesmen's
calls should all emphasize the fact that your trucks
can stand up under winter weather and that your
service policy will see that they are kept running
all winter at maximum efficiency.

Winter sales must be timely, '^[isdirected eflFort

is worse than useless.

A New Automobile for Canada
A RRANGEMENTS are reported to have been made^ by John D. Siddeley for the manufacture of
Armstrong-Siddeley automobiles in Canada. Mr.
Siddeley represents the company and was recently
in Canada making arrangements with the Canadian
company, the Armstrong-Siddeley Company of Can-
ada, Ltd., 298 St. James Street, Montreal, to manu-
facture these cars and to distribute them in Canada.
The car will be a high-grade one and will command
a substantial price.
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The General Situation

npHE general feeling in banking circles and among
automotive distributors and dealers is that the

money market is getting easier and signs are not

lacking that the public has commenced to buy. No
further reductions in prices of automobiles and aato-

motive equipment are expected in the immediate
future.

The gloom which settled on the whole automotive
industry two months ago is gradually being dispelled

and giving way to an optimism which will go a long

way to rouse the buying public from its inertia and
restore sales to a normal basis by the spring. The
public is refraining from buying, not so much from
lack of money as from an expectation of still lower
prices. Anything the manufacturers, distributors and
dealers can do to correct this notion should be put
into effect at once. Reviewing the general conditions

which prevail at present the Commerce Monthly has
this to say:

The determining factor in the entire situation

continues to be the reluctance of consumers to buy,
partly because of their expectation that prices may
go even lower, and in part because of the curtail-

ment of purchasing power of large sections of the

buying public. Farmers are not purchasing actively

at present because prices of the products which they
have to offer in exchange have declined sharply.

Wage earners hesitate to purchase because their

earnings are being curtailed by increasing unemploy-
ment and in some cases by reduction in wages.

The adjustment of prices to new conditions of
supply and demand has proved difficult.

Two factors on the buying side of the equation
offer much encouragement, however. In comparison
with those classes whose income increased rapidly
during the period of rising prices, the decline in prices

which has already taken place has increased the pur-
chasing power of salaried employes and persons in

receipt of fixed incomes from investments. Large
crops assure a fair volume of buying throughout the
agricultural parts of the country, especially the
grain states. Farmers unquestionably are delaying
their purchases until the prices of what they must
buy approach the level at which they must sell their

crops. As that level is approached they will buy in

increasing volume, because their position is essentially

sound.

In direct contrast to the trend of most commodities
the prices of tractors and farm machinery show no
downward tendency. On the contrary, many tractor
manufacturers have announced increases. Whether
the industry will be able to maintain these new price
levels is matter for speculation, but the situation
shows that the power farming industry is in a
healthy condition.

There has been a big demand for farm machinery
during 1920, and in many cases the supply has been
inadequate to meet that demand. During November
the demand for tractors slowed up considerably owing
to the early and heavy snowfalls in nearly all parts
of the country, resulting in the fall plowing being

London "Punch."

Welsh Wizard: "I now proceed to cut this map into two parts
and place them in the hat. After a suitable interval they will
be found to have come together of their own accord—(aside)—al
least let's hope so; I've never done this trick before."

held up somewhat. However, the indications are that
there will be big tractor sales in the spring. Dis-
tributors and dealers report that enquiries are coming
in fast in regard to tractors and farm machinery and
are laying their plans for a big spring business.

Does This Mean You?
'T^HERE is a type of dealer to-day—in fact he has

always been with us—who, in a period of depres-
sion, shakes his head sadly and intimates to the world
at large that business is going to the "bow-wows."
After making this statement he retires to his sick

store and gives himself up to gloomy reflections—
when he is not cursing the Government.

It would be hard, even in a period of prosperity,
to find this type of dealer when he has not a grouch
on. He sits in his store complaining about bad busi-
ness and it never enters his head to get out of his
chair and go and find customers. The successful
implement and automobile dealers are those who are
out among their prospects all the time discussing
their problems and trying to show them where these
problems may be eliminated by the use of modern
equipment.

Then, again, the successful dealer has a store
that one can get into without having to step over
articles littered all over the floor. His windows are
kept clean and used for other purposes than to dis-

play long out-of-date advertisements of the "Clutch-
ing Hand," etc. The glass is washed regularly and
articles for sale are displayed in an interesting man-
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ner. The passer-by at once gets the impression that
the dealer is alive and on to his business. He knows,
too, that should he go in to discuss business matters
there are a few chairs handy and an orderly office

where he can sit and talk in comfort. The condition
of some dealers' places of business is a disgrace to
the industry to which they belong.

It is remarked, too, how some dealers, even in
good tei-ritories, meet with comparatively poor re-
sults, while other dealers in much poorer territories
do a very big business.

It all simmers down to the individual. If a man
would succeed in the implement and automobile busi-
ness he must attend to the fundamental principles,
namely, orderliness, punctuality, honest dealing, and
the capacity for hard work.

iVI

No Room For Pessimists
/.ANY of our thoughtful citizens have realized for

some time past that there was danger ahead
and urged Canadians to get down to earth and get
to real work, says Lloyd Harris, prominent industrial
executive and head of Canada's Trade Mission to
Europe, in The Financial Post. The majority of
people, however, do not realize the imminence of a
danger until they are actually face to face with it.

There had to come a deflation period and it is

here and we have to meet it. It will be hard for the
country for a time, but if it will give everybody a
sense of proper proportions, it will be the best thing
that can happen to Canada and we will weather the
actual after-the-war readjustment period with great
benefit to our people and to our country.

Canada has a great future with proper leadership
at the top and good common sense in her people.

We must get a proper balance of things. The
people must realize that they must work out their
own problems in agriculture, commerce and industry
and not expect or ask the Government to do things
they should be doing for themselves, and the Gov-
ernment should confine itself strjctly to the duties of
Government. Evidently great statesmen in the past
had problems similar to those we have to-day, as
Lord Macaulay, one of England's greatest statesmen,
in 1830, expressed his opinion as follows:

"Our rulers will best promote the improvement
of the nation by strictly confining themselves to their
own legitimate duties, by leaving capital to find its

most lucrative course, commodities their fair price,
industry and intelligence their natural reward, idle-

ness and folly their natural punishment, by maintain-
ing peace, by defending property, by diminishing the
price of law, and by observing strict economy in
every department of the State. Let the Government
do this; the People will assuredly do the rest."

It would appear to me that this meets our present
situation. There is no place in Canada for pessimists
as we have the greatest heritage of any nation in the
world and we must have vision and courage in at-

tacking and working out our problems.

Our natural resources, the value of which so much
is talked about, are of no value unless developed and
exploited, our surplus agricultural products must have
markets for their disposal, our industries must be ex-
panded by finding export markets so as to give them
quantity production, and thus lessen the cost of pro-
duction, our educational system must be improved so
that our people will have a broader outlook and our
standard of living must be maintained. In working
out these problems the people have much to do and
the Government has its full share of responsibility
and the two forces must pull together, each doing its

full share, acting together in complete co-operation.
The big holiday is over and we must now get

down to earnest effort and hard work, and I am quite
sure that our Canadian people will, with our resource-
fulness and ability, meet the situation with courage,
confidence and success.

Hart-Parr to Guarantee Prices
npHE Hart-Parr Co., Charles City, la., has advise J

its dealers that the present price of the Hart-
Parr 30 will be guaranteed to dealers and costoniers
until June 1, 1921. In the event of any reduction
being made prior to that time the amount of t'le

reduction will be refunded dealers and cu&toniers. The
company points out in its announcement that the
present price of its tractor represents but little in-

crease over pre-war prices.
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The truck dealer and
truck tire dealer by
giving special attention
to the proper tire

equipment for trucks
will go a long way to

making truck owners
satisfied with their ma-
chines.

When tires are used
which are not the most
suitable for the work
in which the truck is

engaged, not only do
tire expenses become
excessive, but the mo-
tor and chassis soon
show the effect of
strain and vibration.
It does not take the
owner long under these
circumstances to make
up his mijid and tell

other interested pet-
sons that he would
rather have purchased
a different make of
truck from another
dealer.

The Importance of Selling
Proper Tire Equipment
By DONALD R. COWAN, M.A.

To both the dealer and the customer no part
of original truck equipment is more important
than the character of the tires. The cost of

maintaining truck tires when interest upon their first
cost, depreciation, and repairs are all considered is

frequently as large an item in the operating ex-
penses of a truck as the driver's wages. If tire
costs are unduly large the new owner will lay the
blame upon the dealer who sold the truck to him.
When tires are used which are not the most suitable
for the work in which the truck is engaged, noL
only do tire expenses become excessive, but the motor
and chassis soon show the effect of strain and vibra-
tion. Under these circum.stances it does not take
the owner long to make up his mind and tell other
interested persons that he would rather have pur-
chased a different make of truck from another dealer.

Now, so far as quality is to be considered, both
the truck and its tires may have been made of the
best material. The real reason for the extra ex-
pense borne by the owner and his consequent dis-

satisfaction may be traced to the dealer who sold
the truck without giving sufficient attention to the
service in which it was to be engaged, the kind of
highways over which it was to operate, and the care
which the purchaser was likely to give it.

Possibly the dealer should have sold the true!,

with over-size tires in order to allow for the pur-
chaser's habit of overloading. Perhaps he should
have sold pneumatic tires instead of solid

tires in order to allow for the speed re-

quired for either a fast freight service
or the satisfaction of a reckless driver's desires. Or
perhaps expensive pneumatic tires were unnecessary
and solid tires would have given most economical
service when everything had been considered. It is

simply the old truth brought home to the dealer that
prevention is better than cure. Every business man
is a fortune teller, and his success in business is

often the measure of his ability to foretell or antici-

pate the desires or complaints of the consuming
public. The dealer in motor trucks is no exception
to this rule. He should carefully study his prospective
customer and the class and conditions of business
in which he is engaged. If he can anticipate trouble
arising from the sale of certain tire equipments he
should sell other equipment which will suit the cir-

cumstances, or he should not sell tires at all. The
dealer in motor trucks who can accurately foresee
these contingencies will have many satisfied cus-
tomers and profits which are both large and per-
manent.

If the dealer intends to sell the proper tire equip-
ment to a particular customer he must know the vital

J/'
points in both the mechanical and economical
operation of pneumatic and solid tires.

Reasons for Premature Wear of Pneumatics

Pneumatic and solid tires differ in many respects.
Pneumatic tires may wear out prematurely and a
number of important reasons for doing so may be
summarized:

—

1. Under-inflation.

2. Overloading.

3. Excessive air pressure.
'

4. Speeding around corners.

5. Excessive speed.

6. The locking of brakes.

7. Misalignment of wheels and trailing fenders.
8. Lack of attention to cuts, bruises, a, id blisters.

9. The rotting of the rubber by oil, greasi> and
sunlight.

Under-inflation and excessive air pressure do not
apply to solid tires. Probably the most harm can
be done to them by overloading. The rubber will
become stretched beyond its tensible strength and
will not contract to its former position. In this
respect the solid tire differs from the pneumatic tire.

The latter will withstand overloading for a limited
period, but the former will probably be ruined by
one overload. Usually the manufacturers of high-
grade tires recommend that according to the size
of the tire the load upon it should not exceed a cer-
tain weight. It is often the case that while the
truck itself is not overloaded, the load may be so
situated that one pair of the wheels carries more
than their burden. The load should be evenly dis-
tributed upon the track.

Experiments have shown that it is economicjil to
remove a solid tire when it is worn within ona inch
of the rim of the wheel. Beyond that point the vibra-
tion of the tioick will be excessive and therefore repair
costs will likely be high.

Economies of Pneumatics and Solids Compared

The economies of pneumatic and solid tires might
now be compared. For this purpose one company
kept the cost of rising pneumatic cord tires and solid
tires for six months. Two trucks of the same make
and size were used for the experiment. The first

truck was equipped in front with pneumatic tires
and in rear with solid tires, while the second was
equipped entirely with pneumatic tires. The results
may be summarized as follows:

—

Saving by
Solid Pneumatic Pneumatic

Miles travelled 4800 6000
Truck repair costs . .$129 .S.'S $63.09 $ 66.46
Gasoline (at 35c) ... 1812 gal. 1320 gal. 172.20
Oil used (at 25c) ... 504 qts. 360 qts. 36.00
Depreciation 3c per mile Ic per mile 84.00
Wages covers 25 per cent, more miles with

pneumatic 161.50

Total $520.16

Between May 24th and July 9th two 2-ton trucks
belonging to a large company were sent on a tour
of country points in the West. One truck was equip-
ped with solid tires, the other with pneumatics.
Operating together over the same roads and under
practically the same conditions they covered approxi-
mately 3,000 miles. The results in favor of the truck
equipped with pneumatic tires were:

—

1. 30 per cent, more mileage per gallon gasoline.

2. 16 per cent, more mileage per gallon oil.
3. 77 hours less time spent on repairs.
In detail their consumption of gasoline and

oil was as follows:

Equipment Mileage Gals

gas.
Pneumatic 3017 408
Solid 2997 522

Miles

to gal.

7.4

3.7

Gals. Miles
Oil to gal.

52 58.5
59 50.5

Although allowance should be made in both illus-
trations for varying efficiency of factors other than
tires It would appear that under suitable conditions
the pneumatic tire is very economical. The most
important questions arising in connection with the
use of pneumatic tires are probably these:—

1. On what size track can they be used?
In what class of service?
On what kind of roads ?

What advantages are obtained?
What disadvantages become evident?
Will it be necessary to radically modify truck

to use pne-umatic tires most econ-

2.

3.

4.

5.

6.

construction

omically ?

Where Pneumatic Are More Economical
For 2-ton and 2^/2 -ton trucks hauling fragile

freight with frequent stop? the pneumatic tire ismore economical. Examples: Are the delivery of
loodstuffs and rural express for marketing farm pro-
ducts. Pneumatic tires are used on large sized trucks
tor long hauls when speed is required. When hauls
are of normal length more can be gained, as a rule
by speeding up the terminal handling than the truck
on the road. A limiting factor in all cases is to be
found in the character of the roads on which pneu-
matic equipment is operated.

The advantages of the pneumatic tire are num-
erous :

—

Reduction in mechanical repairs.
Increase in permissible speed.
Decrease in gasoline consumption.
Decrease in oil consumption.
Less vibration and therefore less fatigue for

the driver and slower depreciation of the truck.
6. Lessened depreciation of the roads.
7. Greater tractive ability.
The disadvantages may be summarized as fol-

lows:

—

1. High initial cost compared with solid tires.
2. The need of carrying emergency equipment.
3. The difficulty of changing tires on the road

because of weight of load and high inflation require-
ments of pneumatic track tires.

4. Reduction of the high gear ability and limita-
tion of the total ability because of the greater
diameter of the wheels.

5. Limitations imposed on the size of brakes due
io the small size of wheels.

1.

2.

3.

4.

5.

Bonus for Ford Employees
DONUS checks aggregating more than $7,000,000

for employees of the Ford Motor Car Company
are now being written, and their distribution will
start on January 1 next, according to announcement
recently by E. B. Ford, president of the Ford Motor
Company.

Mr. Ford also announced a forthcoming extra
three per cent, for the six months ending on Decem-
ber 31 on Ford investment certificates held by em-
ployees of the company. This is in addition to the
guaranteed six per cent. Eight per cent, had been
paid in July last, making a total of 14 per cent, on
the certificates for 1920.
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Sask. Dealers Benefit by Organization
The Organized Auto and Implement Dealers of Saskatchewan Have Won the

Attention of the Government and Manufacturer Alike, and are in a
Fair Way to Have Trade Wrongs Adjusted

'OWADAYS individual play in

business leads nowhere. It

is the combination work that

makes the tallies. Protective

and, one may say, predatory,

organizations are springing

up everywhere, so that any
trade which hopes to keep its

end up is driven to meet or-

ganization with organization.

That is only the first step. The next is affiliation,

the pooling of interests with those trades nearest in

sympathy. Labor with labor; retailer with retailer.

Organization Needed

The implement dealer needs organization in a

special way. Not only has he to meet the encroach-
ments of the manufacturer on his constantly decreas-
ing profit margins—such as they are—but he has to

look out for inroads from the consumer side, the farmer
organizations which are extending further and further
into the retailing field in pursuit of the farmer's
millenium, reinforced by protective legislation, which,
if not keenly watched, is likely to add greatly to his

already too heavy disabilities.

In Saskatchewan the first step towards organiza-
tion was taken when the old Saskatchewan Retail

Implement Association was formed; the second when
this body merged with the Retail Merchants' Associa-
tion in 1918. Still very little progress could be made
until the necessity for special treatment was recog-

nized all round. The Implement Trade Section Ex-
ecutive was composed of five of the most active and
far-seeing men in the province—all busy men. They
could initiate reforms which
would place the trade up
where it belonged, but none

of them had the time to

devote to the work. The
one thing necessary was
to get a man who would
confine his attention to

carrying out the special

work needed.

Early last spring an of-

fensive and defensive alli-

ance was made between
the executives of the auto-

mobile and the implement
trade sections, and througli

the instrumentality of F.

E. Raymond, provincial sec-

retary of the R. M. A.,

Harry T. Pizzey was ap-

pointed secretary to the

Joint Trade Sections, and

was to devote hi» energies

wholly to the needs of those

two bodies.

That was nine months
ago. Notice the results up
to date.

1. The ^moral weight of

the whole retail trade ,in

Saskatchewan added to rhe

importunities of these two
bodies has won the atten-

tion of the Gr-

manufacturer auKe, and the

old "we-will-talk-to-you-

when-you-come-with- a-big-

enough-club" attitude of

the manufacturers has
gone yhere, the good nig-

gers-go.

2. The facts and figures

regarding the margins al-

lowed to the retailer, col-

lected and collated by the

secretary and presented

with insistence where they

would do most good, have
driven the implement manu-

facturers to a defensive position—which is a long step
towards a fair settlement of the margin question.

The real service which the members of the R.M.A.
are getting from the provincial office has energized
the dry bones of the old organization to such an
extent that implement and automobile men are just
flocking into line. During the past nine month? Ihe
member,ship of those two trade sections alone has
increased ^00 por cent., and,

3. What is by no means the least impoi-tant re-
sult: automobile rnd implement organizations are
springing into life and activity in nearly every pro-
vince in Canada under the impetus—plus publicity

—

of the Saskatchewan movement.

\ow, to develop these points a little. Trobably
every automobile man in Canada knows what tl^e

Saskatchewan Automobile Repairs Act is. It was
pa^-sed at the last session of the Provincial House
for the purpose of protecting the car-riding- public
in a way similar to that in which farmers are pro-
tected under the Farm Implement Act. Auto deivlers

in Saskatchewan were placed under the obligation uf
carrying all necessary replacement parts and repairs
for all cars sold by him for a period of five years
after the date of the sale.

This bill was rushed through the House before
the trade had an opportunity to digest it and make
proper representations against it, and in its head-
long dash the burden of carrying the repairs was
somehow transferred from the shoulders of the manu-
facturers to those of the retailer, and he was saddhd
with the obligation of having to stock parts amount-
ing to anywhere from $.500 to $5,000, depending on

THE WOLF HUNT

the make of car, all the year round for every single
automobile sold by him.

It is an ill wind that blows no one any good, and
this act was the prime cause which drove the auto
men of Saskatchewan into the arms of the R. M. A.
She promptly covered them with her motherly apron
and went to work. It is unfortunate that the results
of her labors cannot yet be made public, but before
the present session is over the word of the Premier
has been given that the, auto men will be freed, in
one way or another, of the heaviest burdens of the
act.

Farm Implement Act

With regard to the Farm Implement Act there are
a number of improvements which the association
has recommended to the Government, and which the
Government has under consideration, the most im-
portant of ^yhich is that the act should be amended
to provide for a uniform contract which will allow
to the retailer the same warranties from the manu-
facturer as he is bound to concede to the purchaser.

The moral support of the R. M. A. is already
having the effect of wooing the implement manufac-
turers to an attitude approximating sweet reasonable-
ness towards the retailer. The constant dropping of
water will wear away the hardest stone, and, acting
with a persistency based on this simple saw, the trade
section secretary has at last worn through the ar-
mour-plated deafness (pretty good for a mixed meta-
phor), of the mfinufacturer until, at last, "he is begin-
ning to hear some of the talk about the smallness
of the margins he allows the retail dealer. In one
case assurance has been given that when next year's

contracts are issued this

injustice will be made
right.

One of the most effective

weapons used to bring
about this new attitude
has been the array of sta-

tistics prepared by the sec-

retary showing the fluctua-

tion of margins on twenty-
five lines of farm machin-
ery over a period of ten
years. These figures yield

the fact that while the costs

of machinery, carrying-

charges, and so forth, have
advanced all the way up
to 100 per cent, the actual
money value of the margin
allowed the retailer has re-

mained practically station-

ary.

Take for example a cer-

tain make of 8-ft. binder.

In 1914 the factory cost for
this was $127. On a 2-year
payment basis it retailed at

$175, allowing the dealer,

without taking into consid-

eration the cost of laying
down, a gross margin of

$48, or 27.4 per cent, on
the sales price. In 1920
the same binder costs $241
at factory, selling for $287,
giving the dealer a gross
margin of $46, or 16 per
cent, of the selling price.

During this period the cost

to the dealer has increased
89 per cent., while his sell-

ing price has only increased
64 per cent., a difference

which he has had to absorb
into the cost of doing busi-

ness.

In addition to this, the

cost of laying down the im-
plement at Saskatoon in—Farm Implement Neivs
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1914 was $14.25, which reduced the dealer's gross
margin to 19 per cent. In 1920 the carrying charges
had risen to $20.75, which, when subtracted from
the 1920 gross margin of 16 per cent., cuts it down
to an attenuated 8.8 per cent. In the face pf this

the figures show that it costs the implement dealer
18 per cent, to do business, figures which are veri-

fied by investigations made by the Minnesota De-
partment of Agriculture into farm implement prices
in that state. The significance of these figures is

that, while even in 1914 the dealer was selling 8-ft.

binders, paying help and keeping together hearth
and home on a margin of 1 per cent., in 1920 he is

going into the hole at the rapid rate of over $9 on
every hundred he turns over.

This is the kind of "unanswerable argument"
which is having the efl'ect of making the manufac-
turers sit up and think.

Services Dealer Receives

In addition to this offensive and defensive work
in behalf of the implement and automobile dealers
there are a number of services to which every mem-
ber of the Saskatchewan branch of the R.M.A. is

entitled.

There is no business that requires the keeping, of
more accurate records than the implement business,
and it is in the bookkeeping game that most imple-
ment men fall down—the same as in every other
business in the country—the variety of lines in which
he deals are subject to a similar variation in margins,
and in order that he may know which of his lines
are profitable and which are not it is imperative that
he should keep accurate records.

The accounting department of the association,
which is freely at his service^ is at the present time
preparing a bookkeeping system which will record
the exact overhead cost on any single line of farm

machinery. By using it the dealer will know at all
times which are his best profit-producing lines.

There is also a legal department to which all

members may refer their difficulties for adjustment
and advice. Every day auto and implement dealers
are receiving information, which, if obtained from a
lawyer in private practice, would cost them more
than their membership fee in the association.

The traflSc department is another purely service
department. The service extends from the checking
of freight bills for overcharges to the prosecuting
of members' claims against the transportation com-
panies for losses and breakages.

Two other services there are which the member
pays for at actual cost. These are the collection de-
partment and the advertising department. Collec-
tions are made at regular rates, which are well below
those of other agencies. The great advantage of
using the R. M. A. service is that the collection de-
partment works all the time in the light of a credit
rating system, of which every member of the associa-
tion is a part. Collections can therefore be made
with a minimum of effort.

Co-operative Advertising

In these days of keen competition the man who
advertises gets the business. In the past the luxury
of owning one's paid advertising expert to write
business-pulling ads. has been confined to the large
manufacturing and wholesale firms and the mail
order houses. Co-operative advertising is a new
idea. Nevertheless, any member of the Saskatche-
wan R. M. A. may indulge in this expensive necessity
at the bare cost of the time actually taken on his
work. The head of the advertising department is an
expert in every phase of retail advertising, and he is

always at the sei-vice of members to plan advertising
campaigns, write their copy for the local press, com-

pose direct mail pieces, stuffers to go with their
letters, sales letters or collection letters.

These services are being extended as rapidly as
the development of the association will allow in line
with the policy of extension which has been the key-
note of F. E. Raymond's administration since the
inception of the Saskatchewan branch of the R. M. A.

The record of good work accomplished and useful
services given is having notable results. Within the
past nine months the membership in the Implement
and Automobile Trade Sections has increased 150
to 500, and new members are lining up every day.

Effects Far-Reaching

The effect has not been confined to Saskatche-
wan. Mr. Pizzey, the trade section secretary, has
been active in infusing new life into implement and
automobile organizations to the east and west, and
already Alberta has organized trade sections. In
British Columbia the Automotive Association has
joined hands with the R.M.A. New Brunswick has
recently organized her Implement and Auto Trade
Sections; and in Ontario, the Automotive Associa-
tion has merged with the R.M.A., and through the
influence exerted from the Saskatchewan organiza-
tion a single line implement association has come
to life, which, it is hoped, will in time see that its
interests are with the Retail Merchants' Association.
Manitoba and Quebec have not yet wakened up, but
the movement is young, and tirne is required to de-
^e'op its full significance.

There is no question as to the necessity of organ-
ization, but purely provincial organizations will not
be enough to give tlw implement dealer full r^^cogni-
tion as a factor in business. The organization must
be Dominion-wide, and the machinery which the
R. M. A. is ready and able to place at the disposal
of such an organization makes it the logical medium
for the movement.

Shop Layout to Facilitate Battery Work
The Modern Garage Should be Laid Out and Equipped to Facilitate all Phases of

Automobile Repair Work. This Article Describes a Good Layout With
Special References to Battery Service

WITH the demand for battery service daily
increasing the garage man should not over-
look the opportunity of establishing a business

which will co-ordinate the automobile service prob-
lem.

Automobile service should mean complete accom-
modation and efficiency repair work. To-day too
often it is anything but that. You, as a garageman,
must render automobile service, not as it is being
given in many .cases, but as it should.

The battery and the electrical equipment are the
vital parts of an automobile. In importance they are
equal to any engine or chassis repair part. You
equip your shop to handle these repairs. Why not
batteries? Why not make your business complete,
make it individual, make it really mean service by
equipping your garage for battery work?

This is the era of self-starting automobiles. To
the average motorist this characteristic of the pres-
ent-day motor car means a great deal. However,
the fact remains that for all the care which he may
lavish upon the finish of his car he pays little heed
to the upkeep of the electrical system of his automo-
bile. He may be proficient and adept in the use of
the oil can, but he has one tendency—to almost
neglect the little black box under the cushions of the
front seat known as the battery. The battery of the
automobile has a story to tell of misuse and neglect
in many cases. To say that the average battery
needs expert attention several times a year is not
overstating the case. Hence the importance of bat-
tery service.

\

gATTERIES have a way of suddenly ceasing to
function. The average motorist becomes aware

of the fact when he notes that the lights will not
burn, or that the starter will not operate. As things
elecrical are beyond his ken with the tools at his
command, he drives to the garage or service station
for relief.

By F . H. SWEET
Advertising i.s one of the wonder workers of the

present age—its benefits are enormous. The free
advertising which a well-equipped battery shop re-
ceives is as much of a factor in building up a large
trade as is the reputation for satisfactory work

—

a factor in holding the trade of the regular patron.
Too much can not be said for the layout of the

shop and proper equipment. The battery service shop
must also have facilities in the form of electric power
to supply energy for battery charging, although gen-
erator sets may be used if power can not be obtained.
Gas supply is desirable for lead burning and sweat-
ing at terminals, blow-pipe use, etc.

While a great deal of floor space need not be
required for battery repair work, space must be al-
lowed for the parking of cars without crowding.
Taking batteries out of cars is heavy work, and
climbing over the other cars makes it even more
difficult.

Lighting in the battery section of the garage
should be as good as it is in the shop. The exchange
of batteries and tracing of wires and cables is much
facilitated by daylight and plenty of it. I have had
occasion to connect up a battery in a certain garage,
which took me easily three times as long as neces-
sary—the extra time required being due to lack of
light.

With a number of cars to be checked up, batteries
installed or removed, and within a reasonable amount
of time, it is evident that poor lighting of the park-
ing space may even require the employment of an
extra attendant if any reputation for prompt service
is to be maintained.

"LJAVING considered the parking space, we will now
follow the battery awaiting repair through the

several portions of the shop which it passes in the

process of being renovated. On entering the garage
the attendant directs the owner of the vehicle to drive
to a suitable place and brings his instruments with
which to locate the difficulty. Finding the battery
at fault, he removes it and places it on the "dolly"
to take it to the shop. On the way he s^ops at the
office, where the owner gets his receipt and signs
a contract for the rental battery to replace his own
temporarily.

While awaiting for the installation of the rental
battery to be completed the driver's attention may
well ^e directed, and with profit, to a small showcase
containing useful and appealing electrical appliances.
The attendant may also actons salesman—all of
which increases the efficiency of the battery shop as
a dividend producer. *

In many cases the attendant upon installing the
rental battery reports that his tests show the starter
or the generator do not function properly. Complete
electrical service is de|^anded by the car owner, and
nothing is more conducive tq go^ service than a sup-
ply of generator and startei*brushes. Provision
should be made for the stockroom to carry a line of
starter brushes, fuses, generator parts, contact points,
etc.—at least, for the most popular and largely used
electrical systems.

'pHE complete battery shop must be laid out with
the idea in mind of making the best use of all

facilities available. Efficient service demands it.

The handling of batteries, which may ^easily weigh
up to 100 pounds, must be reduced to a minimum.
The shop itself should be so laid out that as -the
work progresses, the battery moves in the. shortest
and most direct path from the racks wherein it is

stored while awaiting attention to the steaming
vat, and to the work bench, where it is opened, re-
paired and assembled: then to the charging racks
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and finally to the storage '-acks awaiting the car
owner's return to claim it.

At best, considerable lifting and carrying is neces-
sary and with a constant stream of batteries passing
through the repairing process the workman must
handle and lift as little as possible if his work is to
be of the best kind.

Referring to the accompanying sketch of a garage
and shop layout it will be noted that this particular
battery service station is well located in the garage
and equally so in its arrangement, as it is placed in

the front end of the garage opposite the office.

This particular type of garage was selected be-
cause of its predominance. It may not meet the
reader's garage plans or facilities, bat it will serve
to explain the arrangement of the equipment. Most
oO ft. by 100 ft. garages have an office on one side
and use the opposite space for storage purposes.
Where this is the case the storage space can be very
easily utilized for a battery shop.

To eliminate as much artificial light as possible
it will, first of all, be necessary to break the wall and
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Plan showing a good layout for a modern garage.

insert windows. A skylight would further help to
light up the shop. Proper lighting is very important
and should not be overlooked.

The floor space should be about 18 feet by 20 feet,
with a partition and swinging doors as shown. The
front part should have a showcase and battery
counter. Under the battery counter drawers should
be provided for repair orders, tags, etc. In the
showcase an assortment of electrical equipment and
accessories can be displayed to good advantage and
profit.

TN the battery .shop proper and immediately at the
door should be shelves for storing the incoming

batteries, and next to them a cleaning sink and bat-
tery steamer. The work bench should be located
in front of the windows and immediately to the
right of it the charging bench or rack. To the
right of the charging bench and at the door should
be another series of shelves for finished and rental
batteries.

With this arrangement the battery is passed along

its course in the shop in the proper sequence and
with the least amount of lifting and shifting.

Provision should also be made for parking the
car when making the electrical tests. This can be
taken care of by having a parking space in the
garage next to the battery shop.

Next in importance to proper equipment is man-
agement. To secure the very best results it is neces-
sary that the battery shop be managed more or less
separately from the garage and repair departments;
otherwise one will flourish at the expense of the
others. To establish this department properly it is

best to hire a good man to take complete charge of
the battery shop and have him concentrate his entire
attention on that work.

The electrical supplies and parts for the batteries
can be kept in the main stock-room and issued on
requisitions, the same as for the garage and repair
departments. The repair orders should be made out
in the battery shop, but payments should be made
in the main oftice, where all transactions should be
recorded.

Giving Farm Machinery a Fair Chance
Urge Your Customers to Consider the Value of Their Equipment, Showing- Them the

Importance of Properly Housing Machinery and Caring for Belts, Etc.

DOES your customer's carelessness contribute
to the Threshermen's loss of over a million
dollars annually, caused by depreciation due to

exposure? Does the appearance of your customer's
farm lead his neighbors to comment favorably or
adversely ?

Urge your customers to remedy the old, careless
habits. This year when the threshing run is over
urge the thresherman to consider the value of his
equipment, and he will undoubtedly see the import-
ance of making provision for properly housing his
valuable machinery.

Pull the thresher in and remove all the belts. If
left on the machinery they will lose their elasticity
and get a permanent set in a few days. Rubber
belts, if dirty, should be washed and stored in a dark,
cool place. If leather belts have become dry and
"husky" they should be washed in warm water and
treated with a coat of melted beef tallow, or neats-
foot oil. They are then ready to be rolled up and
stored in a dry place away from rats or mice. With
a stiff brush remove all crusty accumulations of chaff,
beards, grease and dust. They hold moisture, causing
rot and rust. Only by thoroughly cleaning the ma-
chine, inside and out, can it be readily seen where
repairs are needed. If the farmer makes a list of
parts to be replaced and orders them, he is prepared
when the opportunity comes for overhauling. Every
bearing or working surface should be cleaned with

kerosene and given a coat of fresh oil or grease. The
thresher is then ready to be stored away until such
time as it can be conveniently repaired for the next
season's run. A substantial weather-proof shed pro-
viding a dry, level floor space will pay big returns
on the investment. It prevents warping, rusting and
rotting and also prolongs the life of the machine.

When the last furrow is turned in the fall and all

field work has been finished the tractor deserves a
thorough cleaning up inside and out. By cleaning
up the machine the owner can readily see where bolts
have become loose^and nuts lost. Worn parts can be
adjusted or replaced before breaking. Many a need-
less and costly delay is caused by the careless oper-
ator. The plow coming from the field scoured and
bright requires a coat of grease to protect the un-
painted parts from moisture and resulting rust.

This care applied to all machines, including steam
or gas tractors, will effect a great saving and will

win and keep the respect of one's neighbors.
Why not invest in a liberal sized canvas cover

for the machine and keep it with the rig during
operating .season to protect the thresher from the
dew or rain at nights and over Sundays ?

To which class will the machinery users belong
from now on? Will their thresher or engine, repre-
senting a large investment, and capable of earning so

much, have to stand the beating storms and blistering
sun of another prolonged rusting and rotting period

until the threshing season opens again, or will they
be a factor in helping to put across a great movement
to eliminate wasteful depreciation in farm machinery?

In travelling through any section of the country,
the neglect of farm machinery is deplorable. One
sees mowers, binders, rakes, threshing rigs and other
machinery left out under the blue sky to rust untiL
next season.

For a few dollars a shelter could be built which
would save the farmer or thresherman considerable
money during the year.

County farm bureaus have been advocating this

for years, but it would seem that many farmers can-
not see the extravagance of their present methods. It

is a safe bet that the owner of an expensive auto-
mobile does not leave it in the farmyard unprotected.

A secure shelter is found and the machine is

always run in when not in use. Cases have been
known where the machinery shed has been given
over to the automobile, and the mower, plow and culti-

vator shoved out into the yard.

Better care of farm equipment is an economic
measure that should be endorsed by leading dealers

everywhere.

The man who spends his money to buy should
spend a little to save. A machinery shed is worth
every cent put into it.
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How Auto Prices Are Affecting the West

The Western Automobile Dealers Although Facing- a Severe Crisis are Optimistic
as to the Future. Wheat Prices Have Important Effect on the Industry

LAND of hope and glory, principally hope. That
seems to be about the size of things in this
country right now, with the somewhat sorrow-

ful inclines shown on industrial and commercial
charts. But it is significant that hope is still here.

It would seem on taking a bird's eye view of the
whole situation, from axle to hood, so to speak, as
though a bottom has fallen out of the automobile
business. Like so many other things, however, it is

found to be a false bottom. Otherwise there would
be a different tale, or no tale at all, to write. As
it is, we find room for considerable hope, and the
prospect of an upward cun-e in sales in the very
near future.

Downward trends have been the fashion recently.
That cannot be denied. Neither can it be helped.
Therefore, it is to make the best of the inevitable,
and the motor world is eminently fitted to just that
thing. Incidentally it is doing it. Auto men appear
prone to make things look dark complexioned. But
at heart it is found they have more schemes in their
heads than ever to keep the good ship up before
the wind.

Several Anaesthetics Administered

Several anaesthetics have been administered to
the motor business in the West. So genuinely seda-
tive have been their effects that a tendency to deep
sleep is stealing over the entire element. Most potent
of these commercial narcotics has been the first on-
slaught of winter, which has approached with a
rather more stealthy tread this year than last, but
is none the less here, so far as new business is con-
cerned. True, the odd sales keep , trickling through,
but their volume is not large.

Thus, it is seen, there are two metaphors, one of
agitation and instability, and the other of calm and
inertia. It is unfortunate that this is so, when we
speak of the present. But when it comes to fu-

'

tures the quotations are entirely different. The two
elemental factions cannot continue to exist in the
auto business world. Therefore they must com-
promise, and it is to this potential compromise that
the next year will look for its stability, its renewed
aggression, and its sales. With the false bottom
gone, things are sifting down to the solid bed, and,
bearing in mind always that self-propulsion is as
essentially a part of the twentieth century as is

political controversy, we are assured that the solid
bed will be reached, perhaps before many realize.
But next year will see greater methods, bigger ef-
forts, and most likely bigger results. Certainly it

will see different methods and different results.

No Chance of Failure

The aggressive forces are throwing off the tendency
to subside into hibernation, and are laying plans for
a drive. There are some who have decided that con-
ditions are bad, can't be helped, and must be allowed
to settle. But these last are the exceptions. For
the most part these trade builders are evolving new
schemes to get their products to the ultimate con-
sumer. And they expect success. They see no chance
of failure eventually.

By G. H. SALLANS
"Two things are going to happen," said one sales-

man. "The prices are going to be lower, and the
cars are going to be better."

This was a rather interesting statement, and in
its development he showed interesting reasons. In
manufacturing circles they are getting down to
greater efficiency by startling methods. Working
staffs are being boiled down. Only the best men are
being kept. These men will not keep the plants work-
ing to full capacity, but they will turn out finished
articles. Assembly will be more thorough. Quantity
comes dovra and quality goes up. Meanwhile, the
countless antennae of the system are busy ushering
the products to the outer extremity and relieving the
congestion. They are unloading surplus stocks at
reduced prices to make way for the specialized sup-
ply that is to come after.

Prices Not Likely to Crash

But right here there is great difficulty. The buy-
ing public has absorbed so much about cut prices,
crashing markets, and cheaper cars during the past
few months that it has become wary. "Wait," says
the customer. "I shall buy a car next year. Get it

for about half the price I'm paying now." Maybe
he will, the salesman says. But most likely he won't.
Fact is, there is little to justify belief that prices
will keep on crashing. They have crashed, and now
they have to settle. Some makers have advanced
their quotations and have not as yet dropped them.
There is much fluctuation to-day, and this has to
simmer down before the buyer feels safe in commit-
ting himself to what he justly regards as a big out-
lay.

Organized Selling Drives

From the republic to the south come constant
reports of winter drives, of organized effort to keep
the buyer in the market, and these efforts are suc-
ceeding. The same element is apparent in this coun-
try, though to a lesser extent, for here, with the frigid
zone not so many miles away, the tendency to hiber-
nation, as before stated, is stronger, and the powers
of resistance are weakened by the roaring nor'wester.

But our average agent has his winter business
lined up in his mind and goes ahead with it with
comparatively little change from year to year. He
sells an odd new car, he handles second-hand goods,
makes them over, and disposes of them, his margin
there being a small average. Also, he holds an
auction sale now and then, all of which helps. This
year he finds entirely new conditions facing him.

Now, in the season of reaping, of alleged plenty,
t?iere appears in company with the general slump a
substantial carving in the wheat market, and the
dividends of the West's primary industry start going
West.

Wheat Affects Prices

This is the one great factor, the minus or plus
of the motor chart, the price of wheat. The cost of

a car may fall $150, it may rise $150, the outlay
for accessories may increase, gasoline may soar.
These are annoying things and have their effect, but
they are not vital. Twenty cents drop in wheat
soon makes up the price of a whole car, let alone the
fluctuation. One dealer alone lost six sales in about
as many days. He had them all lined up, too.

"You have to remember," said this man, "that
our trade is in the country. True, much of it is
urban, but not the essential percentage that makes
it a business. Anyway, conditions in town reflect
the situation in the country."

Second-Hand Business Prospects

Next I went to a second-hand dealer. "I can see
no reason," that man estimated, "why second-hand
business shouldn't go ahead next year. There is

always great demand for the second-hand product.
Made over, it is often just what is wanted. Even
this year we could have made plenty of exchanges,
new for old, if we had cared for such a narrow mar-
gin. We could have handled more than we actually
did. Lower prices on the new cars are going to open
up the market before very long and very often where
a new car goes there is an old one which comes back.
As to the demand for made-over cars, that will always
be with us."

This man, at the end of one of the poorest years
the automobile i^usincss has registered, is just put-
ting the finishing touchrs to a new plant, equal in
size and fittings to the older one, has nearly doubled
his staff, quite doubled his business, and figures on
further development in the spring. The winter he
has already prepared for. He has cold-weather work
ahead of him that will keep his staff employed until
the thaw. The secret of it is that he is supplying
a general want, and supplying it in the same manner
as the up-to-date salesman supplies his shining next-
season models. He doctors the sick car. If it is hope-
lessly distressed he will make it into something differ-
ent. His is a constructive policy, and it has built
for him within a very few years a modern plant with
more than a hundred feet frontage.

Having found out, then, that there is life and hope
in the second-hand world I dropped off the car near
an up-to-date display window, walked in and asked
for the khedive. He came out, a man with a twinkle
in his eye, and told me that his cars were down $160.
I said, "Do you trade on that?" He straightway and
emphatically an.swered, "I do not."

Feeling that I was going to learn something, I
listened, and he said: "Advertising mediums have
played on the falling price until it has come to jar
on the patient."

Heavy Duty and Taxes

The way this man reasoned it seemed to fit in all
right. In the first place, the widely advertised fac-
tory drops mean much less oat here than they do in
the home towns of the makers. The factory cuts
down 30 per cent, on all new products. Thirty per
cent, on, let us say, $2,000 at the place of making

Continued on page 35
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Selling the Prospect Who Has to be Shown
The Dealer Should Know His Line Thoroughly. No Prospect Should be Able to
Ask Question Which Dealer Cannot Answer. Knowledge Begets Confidence

DAN MITCHELL, farmer, who had been reading

up quite a bit on gas tractors, not to mention
talking quite extensively on the subject with

all his neighbors who owned tractors, decided that

he'd drop in and see Sidney Sinclair, the implement
dealer, at the first opportunity and maybe buy one

of the critters. To be perfectly frank with himself,

Dati was just about sold on a certain tractor tliat

was doing good ^vork for some of his neighbors. But

still he wasn't one to act hurriedly. The Scotch in

his make-up bade him "gang warily." He wanted

to know just about all there was to know about the

tractor before ho. was going to risk a considerable

sum on such an investment.

So one day Dan called

on dealer Sinclair with a

view toward clearing up

in his mind certain little

details that he didn't un-

derstand quite as clearly

as he'd like, and regard-

ing which he sought en-

lightenment. Dan wanted

"to be shown," but would

have resented any such

facetious imputation as

that he was "from Mis-

souri," for Dan was a

good Canadian and mighty

proud of it. He was a

decidedly practical-mind-

ed one, too.

"Now, about this here '

tractor you're sellin', Sid

—is she a real coal oil

burner?" Dan wanted to

know.
"Why, sure she is," re-

plied dealer Sinclair.

"Ain't that what the cata-

logue says it is ?"

"Yes, yes — the cata-

logue says so," agreed
Dan somewhat impatient-

ly, "but I don't just un-
derstand some of the fine

points of operation. I've

heard some farmers say
that kerosene tractors are

no good—that they get
the cylinders all gummed
up with carbon and that

coal oil will leak into the
crank case if the engine
isn't good and hot, and just naturally raise the dickens

by thinning out the lubricating oil—result is scored

cylinders, burned-out bearings, and all that sort o'

thing. How about this Go-Good tractor of yours ?

Is she fixed so as to prevent condensation of kero-

sene in the cylinders?"

"Why, I presume she is," hesitated Sinclair,

scratching his head rather doubtfully. "The sales-

man for the company says she'll burn coal oil with

the best of 'em—and I guess he ought to know what
he's talkin' about."

"T DON'T care a hang what the salesman says—
maybe he knows what he's talkin' about and may-

be he doesn't. What I want to know is how this tractor
will do what the company's advertising says it will

do, and why it will do it. That's what I came in to

see you about. I thought maybe you'd know. I'm

ready to put up good, hard money to buy a tractor, but
by ginger, I want to know what I'm gettin' for my
money. You don't ketch Dan Mitchell buying a pig

in a poke! No, siree! To come back to this tractor

you're sellin', what provision has it got for pre-heat-

ing the fuel mixture and what kind of an arrange-

ment has it got for heating the engine in a hurry in

cold weather so as to make it possible to burn coal

oil without using up a couple of gallons of gasoline

in warming up?"
"Why, you always have to start a kerosene engine

on gasoline and run her on gasoline until the engine

is hot," explained Sinclair, brightening perceptibly.

By B. J. PAULSON
'<Y'^S, yes—I know all about that," cut in Mitchell,

more impatiently than ever. "But ain't there
some way to insure complete combustion of the coal
oil when you switch it on? How about these ther-
mostatic radiation regulators that short-circuit the
cooling system when starling? Has your tractor
got one ?"

"Come to think of it, there is a do-jigger on this

tractor that does just that thing," replied Sinclair.

"Just how does it throw in the full cooling system
circulation when the motor gets hot?" queried the

Before a farmer buys a tractor he wants to know all about it—and the dealer is the man to tell him

insistent Mitchell. "That's one point I don't quite

understand. Works by either expansion, doesn't it?

—sort of automatic?"
"I guess you're right—that must be the way it

works. Seems to me the salesman did say something
about that now that I come to think of it," elucidated

Sinclair.

"Well, how about the air washer—is it any better

than the one on the Run-Quick tractor? Does your
air washer clean the air by sucking it in through
both water and a screen?"

"Now, lemme see—I couldn't just say for sure

whether it does or not—but it's a first-class air

washer, I know that."

"Oh, you do, hey?" commented Mitchell rather

skeptically. "I just wonder! Well, anyway, aside

from the air washer and the thermostat, how about
removable cylinder liners? Some of the leading

makes have 'em—you can pull out a scored cylinder

wall and slap in a new one without replacing the

whole blamed cylinder block. Is this Go-Good tractor

fixed so as to make it possible to renew your cylin-

ders that way?"
"To be perfectly honest with you, Dan, I've never

looked into the cylinders," admitted Sinclair in grow-
ing perplexity, "but you can surely take my word for

it that it's a good tractor, can't you? There are

quite a few of 'em working on farms around here."

"No, sir, I ain't a-takin' anyone's word for it

bein' a good tractor without knowin' why it's good,'*

persisted Mitchell. "And oh, by the way—if I bought

one of these tractors how do I know that it mightn't
take a notion to sit up on its hind wheels and spill

over with me when the pullin' gets real heavy? I've

heard about some accidents like that with a certain
little tractor."

"Oh, this tractor can't tip over, Dan—it's too
heavy," stated Sinclair, taking considerable credit to
himself for this last clever thought.

"ITEAVY! That's just what I don't want—I want
*--*-a light-weight, general-purpose tractor that's

easy to handle, that doesn't pack the ground an' doesn't
use up a lot of power pushin' itself around. At the
same time it's got to be a safe one. It has to have

the right distribution of
weight and the proper
hitch adjustment to pre-
vent any chance of her
climbing over backwards
and sittin' on my nock
when I least expect it.

And another thing I .vant

to know, Sid—arc the
bull gears just plain cast
iron or are they steel,

hammered out of a solid

ring ?"

"To tell you the truth,

Dan, I've been so blamed
busy—can't depend on.
hired help any more, no
matter what wages you
pay, you know—that I

just haven't had time to

study up on this tractor.

Tell you what I'll do,

though—I'll get hold of
the company's salesman
just as soon as I can and
have him come out and
see you. He can give you
all the information you
want about this tractor.

How will that suit you?"
"No, never mind—I'm

kind of in a hurry—want
to get me an outfit right

away as I've got a few
jobs waitin' to be done
that I've been saving up
for the tractor I'm going
to buy—too heavy for

horses. Well, much obliged

> for the information, Sid.

Maybe you've got a good tractor there and maybe you
haven't—from what I can see of it she looks 0. K.
But I guess I'll drop over and see George Duncan and
his Run-Quick tractor. He usually knows something
about the machines he sells. Well, so long, Sid."

V^ES, only a "made up" story, you gay. Quite true
^ —that's all it is. But isn't there an idea or two
in it from which you might profit? The story may
be slightly exaggerated in spots, but at the same time
it illustrates a great truth—the deplorable state of

ignorance of the technical points of their "lines" evi-

denced by some implement dealers—a minori+y, to

be sure, but enough of a minority to make it worth
while to give them a "hunch" as to what's wrong with
their business.

Through the medium of farm paper advertising,

catalogues, letters and other advertising matter, and
through the ever-increasing use of modern farm ma-
chinery, farmers everywhere are learning more and
more about the mechanical side of farm implements.

The more intelligent farmer purchasers are becom-
ing increasingly critical in regard to technical points.

This is especially true among the younger genera-

tion. And if the customer knows more about the

machines you sell than you yourself know, what
chance have you of making a sale ? The prospective

purchaser can counter your arguments at every turn

and get you so involved that you won't know whether

you are coming or going. You may have had this

experience and you may not.
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International and Vessot
—A Profitable Combination

A Vessot Feed Grinder and an International Kero-
sene Engine—there you have an ideal combination for

your customers. Help them utilize to the best advan-
tage the many odd days between busy spells on the
farm—give them an outfit that will pay dividends the
whole year 'round. Rainy days and cold weather are
no drawbacks to feed grinding but, on the contrary,
add opportunities.

Say to them, 'Tour neighbors must have feed for
their livestock. Someone has to grind it. Why not
you? Custom grinding will net you a nice profit—and
aside from this you can save a good deal on your feed
bill by doing your own grinding."

The manufacturers of Vessot Grinders challenge

the world to produce better grinding plates than those
bearing the stamp of genuineness—S.V. And more
than fifteen years of engine designing and manufactur-
ing experience by the Harvester Company is assurance
that International Engines are made right—that they
will render satisfactory low-cost power service.

Vessot Grinders are made in nine sizes—6I/2 in-

to 15 in. grinding plates—and there is an Inter-
national engine or tractor adapted to every size.

International Harvester Company
OF CANADA i^To.

HAMILTON CANADA
WESTERN BRANCHES — BRANDON Winnipeg Man . Calgaby Edmonton. Lethbridge Alta

ESTEVAN. N BATTLEFORD ReGINA. SASKATOON YORKTON. SASK
CASTERN BRANCHES — HAMILTON LONDON OTTAWA Ont Montreal QUEBEC. Que . St John. N B.

Chatham - International

Bobsleighs

Good Winter Hauling Equipment

Urge your customers to look over their winter

hauling equipment and decide whether or not it

will enable them to pull through the snowy months

without accident. No sense in waiting for bad

break-downs on the roads with heavy loads before

ninds are made up to the buying of new bobsleighs.

Chatham-International Bobsleighs have the

rugged construction and flexibility so essential to

heavy hauling over rough ground. And the un-

usually high clearance, which is a Chatham-Inter-

national feature, makes these bobsleighs especially

valuable on badly drifted roads and for hauling in

the woods or over fields where there may be bould-

ers or small stumps. The buyer is assured a strong,

durable, practical, light-draft bobsleigh when he
buys a Chatham-International. Ask the branch
for selling assistance.

International Harvester Company
OF CANADA ^ro.

HAMILTON CANADA
WESTERN BRANCHES - Brandon Winnipeg. Man Calgary Edmonton. Lethbridge Alta

ESTEVAN. N Battleford. REGINA, Saskatoon Yorkton. Sask
EASTERN BRANCHES - Hamilton London Ottawa Ont Montreal Quebec Que St John N B
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SHOPNOTES FOR THE
GARAGE MAN

HOME MADE BURNING-IN
MACHINE

j\/IOST repairmen are convinced that
^ fitting automobile bearings by

hand scraping is too slow. Some have
purchased the modern burning-in ma-
chine but there are a number who
still use the old method, or are not
prepared to expend the money for a
burning-in machine. The following in-

structions for the making of a home
made machine which fits the purpose
admirably will be welcomed by our
readers. This machine was devised
by C. Smith and Sons, power-fa'rm-
ing dealers, of Durham, Ontario, sub-
scribers to M.T.I., to whom we are in-
debted for the description and draw-
ings.

A Ford engine and transmission
supplies the power and gears are used
to give sufl^cient power for the pur-
pose of burning in.

The macTiine sits on a wooden
frame, 6 ft. 6 inches long, 20-inches
wide, and 2 ft. 3-inches high. Manle,
3-in. X 6-in. is used. There are three
legs on each side, cross braced with
1-inch pipe flattened on the ends and
bolted to the legs as shown in the
cut. The Ford engine is placed at
one end with radiator, coil and gaso-
line tank. A shaft 12 inches long is

jquared at one end to fit in where the
universal joint usually is, and a gear
is keyed to the other end. Between
the gear and the engine, but close up
to the gear, a bearing is nlacpd on a
wooden cross member and bolted to
the under side of the top sills. An
old Ford crankshaft cut off at the
front end of the rear bearing is used
and the part with the flange is fast-
ened into a gear having twice the num-
ber of teeth as the gear on the shaft.
The flange is left far enough out
from the gear to allow a 7-16-inch nut
to go in easily. The flange and gear
are bolted to the flange end of the
crankshaft beinp- burned in.

To hold the cylinder block, two pieces

CIU3SS BKRCgS

of 3-in. X 3-in. maple are bolted,
one on each side, between the end and
centre legs. On top of these two pieces
of 2-in. X 2 l-2in. steel are plac-
ed to support the ends of the cylinder
block, and also in the centre, between
the second and third cylinder, a piece
of 1-in. X 1-2-in. is placed. Four pieces
of steel are bolted on top of these to
keep the cylinder in place. This cylin-
der block frame is placed at the cor-
rect height so that the gears will
mash properly. To hold the cylinder
down four 3-8-in. bolts are used and
it is also necessary to employ flat

COIL

checking in one average sized .«hop
recently showed a saving of $397.36,
ill a year, following a close scrutiny of
tho business which resulted in stop-
ping many of the so-called "lesser"
leaks.

Saving Solvent
For instance, with solvent costing

approximately 30 cents a gallon, and
with an average evaporation of a pint
a day, totalling roughly, 300 pints for
i,he year, $90—due to uncovered con-
tainers, is allowed to float away in the
air. Solvent containers should be
tightly covered when not in use.
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Side View of Burning-In Machine, Showing Engine in Place

steel braces from the top of the sills

to the cylinders to ensure that the
cylinder will be held solidly. A stop
is made to hold the gears in neutral
and the throttle is arranged handy
to the operator.

In operation the low speed is used
for burning-in; the left hand operates
the low speed pedal and the right
hand the throttle. With a little prac-
tice it is easy to tell when the bear-
ings are burned in suflficiently. The
three main bearings are done first and
tiien the four connecting rods. An ar-
rangement can be fastened on the end
of the frame to hold the complete en-
gine, for loosening up and running un-
der power, but quite satisfactory re-
sults can be obtained by using oil on
the bearings—after the burning-in
process—and running in high gear for
a while.
The outfit should sit on a cement

floor and should either be boited to
the floor or biaced from the ceiling by
a sturdy post to prevent it walking
away—owing to vibration—when the
engine is speeded up.

Plan of Burning-In Machine

CHEPKING UP VULCANIZING
SHOP PROFIT LEAKAGES

Ij^EW vulcanizing shop proprietors
^ realize the importance of check-
ing up shop leakages, which, if per-
mitted to lapse, steal large amounts
from the yearly bank balance. There
fire several ways that money can slip
^nvay because of the " inattention of
1he proprietor to ?ome of the minor
details, as he considers them, says the
Goodyear Tire New.s. A .'•omplete re-

One slightly leaky connection in the
air lines of a vulcanizing plant will
add at least fifty cents a month to
the power bill, and similarly, gas bills
receive an additional boost when leaks
in the steam line permit the live steam
to escape at the rate of a few cents
each hour.

Misplaced Tools Cost Money
Have you ever been in the shop

where the proprietor wondered what
in the world had become of the pliers ?

Did his habitual complainine- about
lost and mislaid tools impress you
that his was a model shop ? Misplaced
tools, besides causing much wear and
tear on the operator's temper, increase
the cost of jobs by delay.
The old saw, "A place for every-

thing and everything in its. place," is

a homely but an exceedingly profitable
motto for the successful vulcanizer
to adopt.

BATH FOIi HARDENING HIGH
SPEED STEEL

A N excellent bath for hardening
* high-speed steel consists of a mix-

ture of table salt and paraffin oil in

the proportion of one pound of table
salt to each gallon of pure oil. The
steel is heated to a lemon color and
plunged into the bath, being kept in

motion until it has thoroughly cooled.

The steel should come out of thit; bath
gray in color and nearly free from
black spots. The bath referred to can
be used for almost all brands of high-
speed steel with good results. It has
been used to great advantage for the

Ivlidvple steel and ah o on a largo num-
ber of tools made of Novo, Simeteora,
Rex, Jessop, High-Speed and Blue Chip
steel. On all these, good results have
been obtained, but it may be added
that this bath seems to give the best,
results with the Midvale steei.

TAPPING HOLES IN SHEET
METAL

IN order to obtain a firmer hold for
machine screws, when used in

threaded holes in sheet metaU drill

the hole with a drill somewhat small-
er than the tap to be used. Then use
a drift of the proper diameter to en-
large the hole. If the tap is then
used, it will be found that quite a few
extra threads can be cut, on account
of the drift raising a burr on the
metal.

RUST REMOVER
\ NEW preparation known as
* "Meno" rus; remover and cleanser

has recently made its appearance on
the market. The inventor of the pre-
paration is a chemist of wide experi-
ence, who, realizing that the present
methods of removing rust, corrosion,
etc., from machines, engines, tools,
parts and all metal surfaces require
considerable time and high labor
costs, commenced the task of devising
a better and more economical cleansing
method. Here is what he claims for it.

This preparation is a scientific com-
bination and blending of certain chemi-
cal ingredients, which in combination
produce an electro-chemical action that
rapidly loosens and dissolves rust, cor-
rosion, grease, oil, dirt, carbon, paint
or any other foreign substance that is

adhering to the metal—irrespective of
its age or hardness—and its action
automatically ceases when contact be-
tween the cleanser and the metal is

established. This is as far as it will
go, for it will not injure or mar the
surface of the metal itself in any way.
There are two methods of using the
preparation as follows:

(1) Apply it tg. the machine or part
with a brush and allow it to remain for
a short time, then brush or rub it off
and it leaves the metal bright and
clean. (2) Mix the preparation in a
vat, tank or container with water, then
attach the machine or parts to wire or
chain so that they will hang in the so-
lution. No further attention is required
since the process of cleaning goes on
while the parts are immersed. It is

stated that the preparation is abso-
lutely safe in every way and that it

will not burn or explode. Another point
is that it will not cause corrosion or rust
•^0 form, in fact, it protects metal and
niakes it exempt from corrosive or dis-
integrating action for a long period
after it has been treated by this pre-
paration, and there need be no fear of
injury to the most delicate part no
matter what metal it is composed of.
The preparation is said to be an econ-
omical one to use as the same solution
may be used many times over, and
does not deteriorate or lose its cleans-
ing power. Peter A. Frasse & Co., of
417 Canal Street, New York, are the
sole distributors, and are now estab-
lishing agencies in various parts of the
country.



Adams Sleighs and Brantford Cutters

Built in Canada for Canadian conditions—these Sleighs and Cutters have a splen-

did reputation throughout the country. You're sure to have pleased customers
when you supply them with Adams Sleighs and Brantford Cutters,

Sleighs with Rugged
Strength

Heav y Oak Runners stand up under heaviest

loads and hardest work. Steel or Cast Shoes
are proof against holes, ruts and jolts. Benches
and Bolsters are ready for years of real service.

Couplings, Reaches and Chains are good for

any load. There's Adams Quality in every

feature—Quality that is appreciated by your
customers.

Cutters for Comfort
and Style

We have been building Brantford Cutters for

over 30 years and know intimately just what
the trade demands. We also know how to build

cutters that satisfy. Our designs are modern
and thoroughly Canadian. Their finish and
trimmings are the best for the purpose that

money can buy. Better than all they have the

Sturdy, Rugged Quality of materials that have

made Brantford Cutters famous.

Catalogues giving complete specifications of our lines of

Sleighs and Cutters will be sent upon request. There is

good business in sight. Go after it early.

Send for our dealer proposition. It's interesting. To the dealer who realizes
the value of a complete line of implements, it is a Money-maker. Cockshutt-
Frost & Wood Implements, quality built, backed by steady, consistent ad^
tising, have built up success for hundreds of dealers.

iver-

Cockshutt Plow Co.
LIMITED

BRANTFORD, ONTARIO

Sold in Eastern Ontario,

Quebec and Maritime

Provinces by

The Frost & Wood Co.

Montreal

LIMITED

SMITHS FALLS, ONT.
St. John

m
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A complete line

of Feed Grinders
The dealer handling "Vessot"
Feed Grinders has a decided ad-

vantage in that he has a complete line of equal
quality. Nine sizes, from 6>4 inch to 15 inch
—a size for every farm need.

Every "Vessot" Grinder is equipped with the
inimitable "Vessot" Grinding Plates that

make this the best grinder on
the market.

"Vessot" Grin-

ders and Plates

are known to

farmers every-

where who al-

ways look for

the"S.V."mark,
the assurance of
clean cutting and
long wear. Grinder with Elevator and Bagger

Ask the nearest office of The International Harvester Company
to explain the "Vessot" Agency Plan.

S. VESSOT & CO. M„„i:'/.u.e„ Joliette, Quebec
Sold by International Harvester Co. o( Canada. Limited.

Branches: Calgary. Edmonloii. Lelhbridge. North Hatlleford. Itegina. Sa.skatoon. Yorkton.
Brandon. Winnipeg. London, Hamilton, Ottawa, .Montreal. Quebec. St. John.

MALLEABLE
CASTINGS

for

TRACTORS

The Pratt & Letchworth
Co., Limited

General Sales Office

:

Transportation Building
Montreal

NEWS OF THE TRADE
FOR THE TRADE

ONTARIO
BELLEVILLE.—An oil discovery is

reported 15 miles from Belleville.

TORONTO.—The K. & S. Tire and
Rubber Co., is extending its factory.

LONDON. — The London Concrete
Machinery Co., is planning a $100,000
addition to the present plant.

WINGHAM.—L. Kennedy, automo-
bile dealer, hab secured the Studebaker
agency for Teeswater and vicinity.

LONDON. — The Ruggles Motor
Truck Co., of Alma, Michigan, has
located here and will erect a million
dollar factory.

TORONTO.—The Dominion Battery
Co. has moved to new and larger
premises at the corner of Trinity and
Mills Streets.

TORONTO.—The Anglo-Canadian
Metals, Limited, 52 Spadina Avenue,
is distributing the Hammond Never-
Slip floor crane.

LISTOWEL.—H. Halliday, who is

conducting a Ford agency here, in one
week recently sold two touring cars,
and two coupes.

KINCARDINE.—Cairns and Watson,
automobile dealers and repairers, have
recently installed a "Sun Recharger"
for Ford magnetos.

TORONTO.—W. J. Ellis, manager of
the R. A. Lister Co., Ltd., Toronto,
recently paid a visit to the Winnipeg
branch of the company.

BLOOMFIELD .— N. B. Pearsall,
proprietor of the Bloomfield Garage, is

erecting a new building which will be
ready before Christmas.

LONDON. — Beatty Bros, plan to
build in the spring a large extension
to their Chelsea Green plant, and al-
so a new machine shop.

STRATFORD. — The Macdonald
Thresher Co., of Stratford, have opened
a factory sales branch in the Chambers
of Commerce, Winnipeg.

TORONTO.—The Toronto Automo-
bile Trade Association is discussing the
advisability of stag:ing a winter auto-
mobile show early in 1921.

TORONTO.—It is proposed to insert
the sum of $1,000,000 in the motor bus
by-law to be submitted to the rate-
payers on New Year's Day.

ST. CATHARINES.—Fulton Motors,
which was negotiating to purchase a
plant and open <a. branch here has
decided not to locate in St. Catharines.

DURHAM.—C. Smith & Sons, auto-
mobile and power farming dealers, in
extensions to their garage and show
rooms are including a rest room for
ladies.

LINWOOD. — H. E. Keith has
acquired the agency for the "Bull Dog"
line of fanning mills manufactured by
the Twin Separator Company of Win-
nipeg.

BRANTFORD. — The Brantford
Computing Scale Co. will shortly com-
mence the manufacture of motors and
cream separators in a separate plant
west of the city.

WIARTON.—Langford Bros., pro-
prietors of the Wiarton Garage, are
conducting a first-class repair business
and handling accessories, "gasoline,
motor oil and tires.

ALLISTON. — J. D. Shanahan &
Sons, builders of automobile bodies,
Penetanguishene, are expected to estab-
lish a factory here, and the town
council is negotiating with them to
that end.

NORWICH. — Percy Longworth,
automobile and implement dealer, has

acquired the agency for the Chevrolet
car. He also has the agency for
Massey-Harris implements and ma-
chinery.

STRATFORD.—Morley Wingrove, an
employee of the Verity Plow Co., fell
from an apple tree recently and broke
his neck. He was conscious when
picked up and was removed to the
General Hospital.

WINDSOR.—Gordon M. McGregor,
vice-president and general manager of
the Ford Motor Co. of Canada, while
visiting Montreal recently took ill sud-
denly and had to be operated upon for
appendicitis.

OSHAWA.—Industrial conditions are
improving in Oshawa. On November
15th McLaughlins commenced to in-
crease their output of automobiles. The
Chevrolet plant is expected to follow
suit almost immediately.

KINCARDINE. — The partnership
between R. M. Hunter and Roy Nelson,
under the firm name of Hunter &
Nelson, automobile dealers, has been
dissolved. R. M. Hunter will carry on
the business in future.

COLLINGWOOD.—Drilling interests
have commenced operations near here.
It is reported that five test wells may
be sunk in the Craigleith district. The
interested parties hope to find oil or
gas in commercial quantities.

KITCHENER. — The new Ames-
Holden auto shoe plant is now produc-
ing both fabric and cord tires. E. C.
Kabel, formerly of the Dominion Rub-
ber System at Kitchener, is sales
manager of the tire department.

GRIMSBY.—The Baymac Tire and
Rubber Company, which has been oper-
ating in Hamilton for the past year,
has removed to Grimsby where larger
(luarters have been found. The con-
cern manufactures automobile tires.

TORONTO.—Motor Sundries Corp.,
Ltd., has recently been incorporated in
Ontario with a capital of $500,000 and
will have the sales rights in Canada on
a number of automobile accessories.
They will also manufacture certain
accessories.

LISTOWEL. — The ratepayers of
Listowel voted on a by-law on Nov. 27
to loan $25,000 to a company which
plans to incorporate and manufacture
wheels for automobiles, bicycles and
auto trucks. The by-law was carried
by a large majority.

LONDON.—Prof. A. T. Laing, secre-
tary of the Faculty of Applied Science
and Engineering, Toronto University,
gave an address before the London
Motor Club recently on "Motor
vehicles, headlamps and devices for
the regulation of glare."

TORONTO.—The Advisory Indust-
rial Committee of the Board of Educa-
tion has authorized an expenditure of
$2,000 for automobile engineering
equipment, tools and supplies for the
Central Technical High School, for use
in both day and night classes.

BROCKVILLE.—J. A. Sanderson,
chairman of the Good Roads Commis-
sion, reported to the County Council
recently that 20 miles of new road
had been built this season and 40 miles
graded and resurfaced. A shortage of
cement, he said, had stopped further
work.

WINDSOR.—The Wood Hydraulic
Hoist and Body Company, of Detroit,
is establishing a Canadian plant here
for the manufacture of hydraulic
hoists, and steel dump bodies for appli-
cation to motor trucks. A. G. Kerr has
been appointed manager of the Can-
adian branch.
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Pass this news along
Attend the Sixth Annual

Tractor Show and Educational
Exposition to be held at Colum-
bus, Ohio, Febuary 7th to 12th,

1921. Pass the news along to

the farmers in your locality, sug-
gesting that they attend this big
exposition. Write to the Tractor
Show Manager at Columbus,
Ohio, or direct to us, and a regis-

tration card will be promptly
sent for you to fill out and pre-
sent at the door.

End virw,
tion, It f th
Motor.

To avoid confusion, the J. I. CASE
THRESHING MACHINE COM-
PANY desires to have it known that it

is not now and never has been inter-
ested in, or in any way connieted or
affiliated with the J. I. Case Plow
V/orks, or the Wallis Tractor Com-
pany, or the J. I. Case Plow Works Co.

Look for the

EAGLE
Our Trade Marl

TRACTORS

Side view, in section
of typical Jf-cylinder

vcUve-in-head keroaetu
burning motor used in

Case Kerosene Tract-

Case Kerosene Tractors
Have the Motor That's

Built—Not Bought
ONE of the important reasons for the Case

Kerosene Tractor being easy to sell and prof-

itable to buy, is the marked superiority of its spe-

cially designed and ruggedly built kerosene burn-

ing motor.

The motor, to stand up to the grilling work and
continuous service of which the Case Kerosene

Tractor is capable, must be built right here in our

own works—not bought elsewhere and installed.

A gasoline truck motor can never be satisfactorily

adapted as a kerosene tractor motor.

The illustrations on this page show the side and
end views, in section, of the Case Motor of the Case

Kerosene Tractor. Study them until you can put

them before your tractor prospect in words.

Note the simple design and rugged construction

;

the heavy crank shaft and wide bearings; the valve-

in-head cylinders with quick-removable head ; belt

pulley on crank shaft; the "velvety" clutch within

belt pulley, easily accessible for adjustment.

Then remember that the motor of the Case
Kerosene Tractor is mounted crosswise on the
frame, permitting spur gear transmission through-
out. All gears are cut steel, enclosed, and run in oil.

Dealers are invited to write for catalogs show-
ing not only the mechanical and agricultural su-

periority of the Case Kerosene Tractor, but its

commercial superiority as well.

J. 1. CASE THRESHING MACHINE CO.
(INCORPORATED)

Dept. 0-12 345-9 Dufferin St., Toronto, Ont.
Making Superior Farm Machinery Since 1842

l l U lU l U l UiUlUlU lU lUTu i UiU i UiU i LfliJljJ
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Automotive Accessories and
Implement Equipment

STEAM CURING BAG
npHE 20th Century steam curing bag

is for vulcanizing the interior of a
tire. It is fitted inside the tire and at-
tached to steam line by means of a
non-leakable flexible metallic hose con-
nection. The ycuring process begins
jurst as soon as t" e stvam turned
into the bag. The intense heat gen-
erated, the makers say, cures at a uni-
form temperature the raw rubber both
inside and out. The sectional repair
after being cured by the steam bag be-
comes just as resilient and elastic as
any part of the tire and the vulcanizer
is enabled to guarantee every repair.
The Steam Bag Corporation of Denver,
Colorado, are the manufacturers.

HYRATE ELECTRIC OVEN
'TpHE Service Station Supply Co., of

32-34 E. Larned Street, Detroit,
Mich., are manufacturing the Hyrate
electric oven. This they claim has
been designed to produce, first of all,
practical results in saving time and
labor, as well as breakage, for battery
tear down and that the cells are heated
not only rapidly, but fairly and evenly
and without burning or charring the
tray or rubber parts, and thus danger
from explosion of igniting gases in the
cells is eliminated. They also claim
that the Hyrate electric oven will do
the work ot several steam ovens in
actual output as there is no steam
gauge to watch or work of filling the
boiler, as the external solid parts of
the battery are thoroughly heated be-
fore the solution rises in temperature
so that plates are not injured by the
heat.

BADGER SPRING BAR BUMPER
'T*HE Badger new spring bar bumper

• embodies advanced principles of
construction and design. Its construc-
tion permits it to be attached to cars
of different frame widths. It is quickly
and easily installed by means of hook
bolts fastened on the extreme ends of
the frame, either front or rear. This
raethod insures a secure and positive
attachment and the bumper cannot
vv^oi-k loose or rattle.

The makers claim that although the
bumper has been designed with beauty
and pleasing conformity with the front
and rear of the car well in mind, not
one point that conduces to inherent
strength and resiliency has been sacri-
ficed. The main bar is made of a
high grade of heat-treated spring
steel, convexed in form to give it
greater resiliency and shock-absorbing
power. The units of its construction,
the makers say, are so co-ordinated
that it will absorb and diffuse the im-
pact of severe blows without transmit-
ting them to the frame or damaging
the car or itself in any way. The
main bar is reinforced with an ad-
ditional length of spring steel to give
it still greater strength.

The bumper is finished either in
smooth, highly polished nickel plate
or in black enamel. It is suitable for
either front or rear of the car. It is
manufactured by Badger Mfg. Corp.,
Milwaukee, Wis.

Hyrate Electric Oven

20th Century Steam Curing Bag

B. AND D. BENCH DRILLING
STAND

'T^HIS stand, which has just been put
on the market by the Black &

Decker Mfg. Co., 1436 S. Michigan
Avenue, Chicago, takes %-in., 1/2 -in.,
9-16-in., %-in. and Yg-in. Black &
Decker electric drills, which can be
quickly and easily detached. The
bracket-carrying drill can be raised or
lowered on vertical column and is

secured in any desired position by
means of a split collar and clamping
screw. The drill may be swung clear
of the base, the makers say, making
it possible to use this bench-drilling
stand for such work as applying ring
gears to automobile axles, drilling in
the ends of shafts, and other work too
high to be drilled on the bench. Both
vertical and horizontal adjustment are
secured by means of the clamping
screw.

An extra long feed lever gives feed
ratio of 6 to 1. 100 pounds pressure
applied to handle feeds drill under 600
pounds pressure. In the base are six
tapped holes to accommodate half-inch
studs, used to clamp the work in place.
One stud with nut and clamp is sup-
plied with stand. The stand is rigid,
all parts being of unusually generous
hize. For instance, the vertical col-
umn is a solid steel shaft 1 7-16 inches
in diameter. The base is provided
with four holes for fastening the stand
to the bench. Four %-inch lag screws
are supplied.

Hammond Floor Crane B. and D. Bench Drilling Stand

HAMMOND NEVER-SLIP FLOOR
CRANE

T^HIS crane is specially designed for
the garage and machine shop and

is of all steel construction. The
makers says that absolute safety is

assured owing to the fact that the
load is locked at all points of travel.
It is a "one man" crane. The lifting
mechanism is of the worm and gear
type and the load can be lifted to any
height desired.

The worm gear is constructed of
bronze and the screw is cut from solid
steel shafting; both are enclosed in
an oil-tight cast housing to permit
proper lubrication.

The crane base and column are made
from steel castings. The hoisting de-
vice rests directly on the column arm.
Hyatt roller bearings are u.sed in all

v;heels. This steel hoist has a sprocket
cf guaranteed construction. The chain
is electric welded, giving great
strength with the least possible weight.
The axle is made of heat-treated
chrome nickel steel and the base
wheels have a chilled tread and are of
standard railroad car wheel construc-
tion.

The crane is manufactured by the
Barrett-Cravens Company, 169-173 N.
Ann St., Chicago, and distributed in

Canada by the Anglo-Canadian Metals,
Limited, 62 Spadina avenue, Toronto;
B. and S. H. Thompson and Company,
Ltd., 210 McGill street, Montreal; and
others in New Glasgow, Winnipeg and
Vancouver.
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Approved hy Axe Provincial Government

THE Department of Highways of the Ontario Government, in compli-
ance with the Anti-Glare Law which was enacted last session, subjected
the Holophane Lens to a rigid examination, from which it emerged

triumphant.

The Anti-Glare Law is to be enforced this winter; it therefore behooves every
car owner to immediately equip his car with glareless lens.

Holophane Lens are for sale by Dealers everywhere. Ask to see the "Lens with
the Fin."

"TESTED FOR SERVICE"

Canadian General Electric Company, Limited
Head Office TORONTO

Branch Offices: Montreal, Quebec, Sherbrooke, Halifax, Sydney, St. John, Ottawa, Hamil-
ton, London, Windsor, Cobalt, South Porcupine, Winnipeg, Calgary, Edmonton, Nelson, Van-
couver and Victoria.
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MAGNETO REPLACEMENT OUTFIT
FOR AUTOMOBILES

\ N easy substitution of battery igni-

tion without the requiring of addi-

tional parts is accomplished in the

magneto replacement outfit which has
just been added to the ignition equip-
ment manufactured by the Westing-
house Electric and Manufacturing
Company, East Pittsburgh, Pa. The
same ignition head as supplied separ-

ately hevetofore is used in this new
equipment. The dimensions of the
distributor head shaft are S. A. E.

standard and the cam is constructed
of self-lubricating durable material.

The condenser is practically indestruct-

ible under service conditions, the mak-
ers say, and the circuit breaker con-

tacts have demonstrated their ability

to operate 10,000 miles under normal
conditions without adjustment.

Connection is made to the distributor

head from the drive shaft through a
pinion and bevelled gear. The ignition

head is mounted on a rugged base of

the same dimensions as the magneto
base and is secured to the bracket by
four screws corresponding to the mag-
neto support. Hence the entire process
of magneto replacement with this de-
vice consists in unscrewing the mag-
neto from its support, placing the out-

fit in position, resetting the screws and
couplings, making connections and tim-
ing.

IDEAL JUNIOR DOOR BUMPER

THE Ternstedt Manufacturing Com-
pany of Detroit have recently

brought out a new combination dove-

tail bumper known as the Ideal Junior,

No. 1190. The makers say it is par-

ticularly adaptable to open body con-

struction. To apply, sink block in the

body pillar and the plunger in the

pillar of the door. After finishing

coats are applied, install the pliable

rubber cushions, shoes and enameled
cover plate, and the result is a clean

operating bumper, free from oils and
paint. Cover plates are furnished for

either 3-8-inch or 1-2-inch rabbits.

TIRE VALVE WHISTLE

THIS valve whistle is an automatic

safety pressure regulator. It con-

sists of an adjustable spring-mounted
valve that is screwed on to the existing

tire valve without changing the latter

in any way. It eliminates the necessity
of using a tire gauge to determine the
correct amount of pressure. The air

supply is connected to the top of the
device in the usual way and when the
pressure inside the tire reaches the
point set on the adjusting collar, the
regulator whistles "Enough!" the sur-

plus air being emitted through a hole

in the side. The regulating collar is

notched so that it cannot accidentally
slip out of adjustment. Manufactured
by the Automatic Safety Tire Valve
Corporation, 1753-1755 Broadway, New
York.

BACON RETREADING MOLDS
'THHESE retreading molds are equip-

ped with an indestructible matrix,
which, it is claimed, is so constructed
that any of the different types of non-
skids or ribbed matrices are inter-

changeable, they being fully machined
inside and out and composed of a metal
which cannot be broken.
A feature claimed for these molds is

that they allow the forming of the dif-

ferent tvpe treads, such as the Roval
Non-Skid or All Weather Tread, the
matrix being machined to conform with
the design required. Another feature
claimed for the Bacon retreading molds
is that in curing a tire you can clamp
to the radius of the tire itself and not
necessarily to the radius of the mold.
This outfit generates its own steam,
the water level being well below the
cavity, so that only dry steam reaches
it. The heat is automatically con-
trolled. They are manufactured by the
Bacon Vulcanizer Mfg. Co., 4065 Hollis
street, Oakland, California.

Magneto Replacement Outfit
Atlas Jack

Ideal Junior Door Bumper

Lightning Coupler Link

Thief-Proof Tire Lock

Bacon Retreading Mold

Superior Governor Tire Valve Whistle

ATLAS JACK
'T^HE Atlas jack was designed to give

motorists a reliable and superior
jack. The makers claim it is of extra
strength and durability and is guaran-
teed to give satisfaction within rated
capacity. A feature of the jack is a
two-foot telescopic, extensible handle.
It telescopes into a space of twelve
inches. Atlas Model D has an adjust-
able foot lift. The foot lift is readily
adjusted by hand to any height of
motor car axle. This jack can be so
placed as to lift a car by the hub if

necessary.
It is manufactured by Kinzinger,

Bruce and Co., Limited, Niagara Falls.

SUPERIOR GOVERNOR FOR
FORDSONS

npHE Superior governor for Fordson
tractors, manufactured by the

Tractor Appliance Co., Shelbyville,

Illinois, is a centrifugally-operated
governor, which actuates a throttle

valve located at the top of the intake
manifold. It is installed in place of
the commutator case. It is claimed that
it increases the fuel economy and re-

duces wear and tear on the engine and
makes the operation of the tractor
simpler. The governor is so arranged
that the speed of the engine can only
be controlled below governor speed
with the hand throttle. There are no
holes to be drilled and it is easily in-

stalled.

THIEF PROOF TIRE LOCK
TpHIS tire lock consists of a chain

and specially designed lock. The
chain is 36 inches long, electrically

welded, specially heat treated and
chilled, non-corrosive, and, the makers
claim, cannot be cut by the strongest
bolt cutters, nor can it be pried apart.

It is encased in rubber tubing.
The lock is a 24-tumbler lock with

hardened shackle. The makers also

claim for the lock that it cannot be
cut, is dust, weather, and rust proof,

and non-pickable. There is a collar on
the shackle to prevent loss of the chain
or lock when opened. It is manufac-
tured by the Brookins Manufacturing
Co., Dayton, Ohio.

LIGHTNING COUPLER LINK

XJO tools are required, it is claimed,
-'^ to renair a side chain or cross

chain with this coupler link. The
smaller link is the same size as cross
chains and fits all sizes used on pneu-
matic tires from three-inch to five-

inch. It does not injure tires. It is

also made to fit chains used on trucks
to fit up to % of an inch. It is claimed
that the chains of the proper length
can be coupled around the wheel and
tire in a jiffy. It is manufactured by
the Lightning Coupler Link Company,
1024 North Canal street, Sharpsburg,
Pa.

Superior Governor for Fordsons

CONTINENTAL FORD ASSEMBLY
TABLE

ANEW type of overhauling bench
for the Ford motor, which is a com-

bination of a set of engine clamps and
an assembly table, arranged for the
convenient handling of the Ford en-

gine with or without the transmission,

is being made' by the Continental Auto
Parts Co.. Columbus, Ind. This stand
has a table top which is 32 in. in

diameter. The clamps, which are in-

tegral with the top, will permit one to

hold the engine either right side up, on
the side or inverted.

When the engine is on one side the
stand is just a convenient height to

facilitate work on the valves. The top
is laid out so that two engines may be
mounted on it at one time without in-

terfering with the mechanic's work.
The table top may be revolved by re-

leasing the foot pedal clutch, making
it possible to place the engine in any
one of -thirty-six positions.
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"VICTORY" OIL ENGINES
MADE IN CANADA

No Carburetor

No Magneto

No Batteries

No Spark Plugs

No Coils

No Wiring

No Lamp
No Hot Bulb

No Hot Tube

Sales by

Facts''

Simplest and Cheapest to operate.

Starts and Runs on the Same Oil

m Coldest Weather as in Summer.

COST OF OPERATION
A 6-H. p. "VICTORY" ENGINE FOR 10 HOURS

With Fuel Oil at 18c per gallon - $ .60

With Kerosene at 30c per gallon - 1.00

The best Gasoline Engine will use in

1 hours 6 gallons at 45c - - 2.70

Live Agents Wanted

MADE UNDER HVID LICENSE IN CANADA
AND SOLD BY

RAPID TOOL & MACHINE CO.,
LIMITED

Head Office: LACHINE, Que. Branch: IBERVILLE, Que.

City Sales Office:

307 Coristine Building, MONTREAL, Que.

SPEED
CONTROL
WHEEL

GOVERNOR
ROD LEVER

View showing simple operation of Fuel Injecting Valve
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BATTERY TEMPERATURE
CONTROLLER

T^HIS is a simple electrically-operated

device designed to control the
charging of storage batteries. The
"Rescue," as this device is called, is

comprised of three units, namely, a
thermostat, indicator and controller
switch, and a resistance unit.

The thermostat is attached to a top
connector on the storage battery, and
held in place by a lead plated spring
clamp. A wrapping of asbestos paper
protects the thermostat and top con-
nector against radiation. The (indi-

cator and controller switch is equipped
with a red thermostat light and a green
resistance light. The controller is

mounted on the steering column
directly in front of the driver, attached

by a universal clamp, which fits all

columns.

The resistance unit is mounted on
the dash under the hood, attached by
two screws or two stove bolts. This
device is attached to the car in the

manner shown in the illustration. The
makers claim that it protects the bat-

tery against the danger of overheat-
ing. This device is simple in opera-

tion. With the controller switch set

on point marked "Run," a raise in tem-
perature in the battery to 102 degrees
Fahr. closes contact in the thermostat,
lighting the red signal light in the con-

troller. The driver on receiving this

signal moves the switch to the point

marked "Dis." This puts out the red
light, lights the green light and con-

nects the resistance unit in parallel

with the battery, thus diverting from
the generator to ground the bulk of
the charging current.

The flashing of the red light once
during any trip or day means driving
with switch on point marked "Dis"
for the balance of that trip or day. On
stopping the car the switch is returned
to the point marked "Run." If battery
temperature has returned to normal,
all lights will be out in controller; if

temperature is still above 102 red light

will again show in which case switch
should be removed to "Off" and there

left until car is started again.

The device is manufactured by the

Resco Products Co., Inc., Jamestown,
New York.

"BULL DOG" BOUNCE ABSORBERS
npHE illustration shows the No. 1

"Bull Dog" bounce absorber fitted to

the rear axle. The cut shows the ad-
justment that can be obtained, which
also applies to the front equipment.

They are easily attached to all cars.

The two models for cars except Ford
take care of all weights and styles up
to 4,000 pounds.

It is said to be the only device of
this character that can be easily ad-
justed to the requirements of different
weights of cars and different springs.
Requires no oil and there are no metal
parts that break or wear.

A brake drum and brake lining strap
in connection with a tension spring
stops in rebound. It does not retard
the downward action of the springs,
checks side sway and keeps you on the
seat, it is claimed, whether going at
10 or 50 miles per hour.

"Bull Dog" 'bounce absorbers are
made in three styles: Nos. 1, 2 and 3.

No. 1 is made to fit practically all

cars. They attach to the channel frame
on many cars without any attachments
whatever and without drilling any
holes.

No. 2 is made for cars that are
drilled for devices such as bounce ab-
sorbers, snubbers, etc., and bolts
directly to the frame. Many of the
later built cars are now drilled for
these devices, particularly for front.

No. 3 is built for Ford cars only
and requires no drilling, simply fasten
to the frame with U clamps and bolts.
It is adjusted by the tension springs.
The makers are the Channon-Hugh-

son Co., 229-233 W. Erie St., Chicago,
HI.

Foster-Johnson Cylinder Reamer

Perfection Tire Locking and
Display Rack

Showing Rescue Controller
Installed

"Bull Dog" Bounce Absorber

F-J CYLINDER REAMER
TpHE outstanding feature claimed for

the F-J adjustable cylinder reamer
is the ease with which it can be ad-
justed to any size within its range
by simply turning the knurled head
screw at the shank end of the reamer.
The blades, which move absolutely
parallel, can be expanded or contracted
in the same manner as a micrometer
is adjusted. The spindle collar, the
springs and the adjusting nut are
situated at the upper end of the blades,
thus making it possible for these to
extend slightly beyond the end of the
body. The makers claim that because
of this feature the reamer can be used
for a blind hole or for reaming a cylin-
der block with solid head.
The blades have two tapered seats

riding on the spindle, which is ad-
justed longitudinally by the knurled
head screw at the shank end of the
reamer. The movements of this tap-
ered spindle actuate the blades in or
out. A series of small coil springs
seated in the adjusting nut force the
blade collar against the blades and
hold them rigidly on the seats of the
spindle. In the body near the lower
end is a beveled seat which acts as a
cam and partakes in the actuation of
the blades. They are made of special
high carbon tool steel, carefully heat-
treated and tested for hardness with
the Shore Scleroscope and with a file

test.

In operation the reamer is inserted
in the cylinder far enough to leave
the top end of the blades about one
inch above the top of the block. The
blades are expanded until the edges
just take hold in the cylinder walls,
and then about .0015 in. to .002 in.

more for the cut. The cylinder is then
reamed through by using the wren«h
as shown in the illustration. The blades
are contracted, the reamer brought
back to the starting position, expanded
for the second cut and the former
operation repeated. For the final fin-
iching and sizing cuts the feed should
be only about .0005 in. or .001 in.

As a rule the reamer will cut bet-
ter when kerosene is used. Some blocks,
however, are worked better when kept
dry.
The reamer is manufactured by the

Foster-Johnson Reamer Co., 1094
Beardsley Ave., Elkhart, Indiana.

TIRE LOCKING AND DISPLAY
RACK

"T^HE Perfection tire locking and
display rack is a store fixture

which both displays tires and secures
them against theft. The tire hooks are
made of hard rolled steel, are easy to
slip on and off and hold each tire
securely in place. Each tire is dis-
played individually and is held in place
by the hook. A locking arm simul-
taneously locks every tire in the rack,
protecting against theft. Manufac-
tured by the Perfection Garage Equip-
ment Company, Hagerstown, Mary-
land, U. S. A.

Rescue Battery Temperature Controller

CONTINENTAL FORD ASSEMBLY
TABLE

A NEW type of overhauling bench
for the Ford motor is a

combination of a set of engine clamps
and an assembly table, arranged for
the convenient handling of the Ford
engine with or without the transmis-
sion. This stand has a table top which
is 32 in. in diameter. The clamps,
which are integral with the top, will
permit one to hold the engine either
right side up, on the side or inverted.
When the engine is on one side the
stand is a convenient height for work
on the valves. The top is laid out so
that the two engines may be mounted
on it at one time without interfering
with the mechanic's work. The table
top may be revolved by releasing the
foot pedal clutch, making it possible
to place the eneine in any one of thirty-
six positions. Convenient s^ots are pro-
vided in the table ton which the me-
chanic may use as a place for his socket
wrenches and other tools. It is manu-
factured bv the Continental Auto Pail
Co., Columbus, Tnd.
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NEW GENERAL MANAGER
TA. RUSSELL, president of Willys-

• Overland, Limited, has announced
the appointment of Clayton R. Burt as

oeneral manager of the company.
Mr. Burt has had a long connection

with the motor car business and is

recognized as one of the most success-

ful of Canadian manufacturing execu-

Clayton R. Burt

tives. He was for four years assistant
general manager of the Russell Motor
Car Company, Limited, Toronto, and
for the past two or three years has
been general manager of Russell Motor
Car Company, incorporated, Buffalo.

Mr. Burt will assume his duties im-
mediately.

NO PESSIMISM ABOUT AUTO
INDUSTRY

\\! P- CHRYSLER, executive head
' ' • of some of the largest automo-
tive industries in the country, recently
predicted a continued prosperity for

the automobile industry of fifteen

years.
"The industry has ahead of it at

least fifteen years of continuing and
increasing motor manufacture pros-
perity," Mr. Chrysler said. "This is

as certain as anything in future can
be if manufacturers will curb their ap-
petite for prodigious production and
salesmen cure themselves of the deadly
sitting habit.

"The fit of dumps through which the
industry is passing is due in part at

least to indigestion due to over-indul-
gence. Readjustment and a return of
nearly normal conditions is a matter
jf weeks now rather than months, pro-
vided the remedies referred to are ap-
plied. The cue for the future in the
motor car business should be modera-
tion in everything except hard work.

"Discontinuance of production and
delay in resuming it will almost cer-

tainly bring about another shortage in

good motor cars next spring. There
probably will never again be a short-

age in poor motor cars. The demand
for good cars already offers relief from
the doldrums of the last few weeks.
Sales are increasing satisfactorily from
day to day.

"Business is not dead—nor even seri-

ously ill. It is merely in need of exer-
cise. And the best exercise I know is

to give the public a good value for its

money and work hard to show the pub-
lic you mean business. Manufacturers
and dealers who haven't forgotten how
to sell good merchandise are not wor-
rying about the future. The chair
warmers are rapidly going by the
hoards.
"Make no mistake, the automobile

business is alive and strong. I don't
believe in wild optimism which is based
on desire rather than on facts, but I

haven't any sympathy for the black
pessimist who sees only disaster. No

catastrophe has happened to deprive
people of their purchasing powers or

their desires for motor cars. Spine-
lessness and gloom are, therefore, pure
nonsense.
"The pessimists are the weaklings

who expect business to be laid in their

hands. The hard workers aren't

gloomy. And I honestly hope that we
will never again have business condi-

tions which put a premium on incom-
petence. I am for the real workers
and the good cars—and I have un-
bounded faith in the stable market and
solid industry they are building."

FARM IMPLEMENTS MADE IN
CANADA

AGRICULTURAL implements with a

selling value at the works of $36,-

703,943 were manufactured in Cana-
dian plants during 1919, according to

the preliminary report on this indus-

try recently issued by the Dominion
Bureau of Statistics. Total capital in-

vested in the industry was 183,276,450,

of which $77,693,500 was invested in

Ontario. The statistics cover the op-
erations of 86 plants distributed by
provinces as follows: Ontario 51,

Quebec 20, Manitoba 7, Alberta 3,

Saskatchewan 3 and Prince Edward
Island 2. Classification under the item
of capital invested shows that $13,377,-

642 was invested in land, buildings and
fixtures, $7,156,394 in machinery and
tools, $34,521,554 in materials on hand,
stocks in process and finished pro-
ducts on hand; $34,000 in fuel and mis-
cellaneous supplies and $28,220,860 in

trading and operating accounts.
The number of employees in the in-

dustry is given as 10,242 male and 566
female, and the total of salaries and
wages was $11,858,013. The classifica-

tion of employees by weekly wage
payments are given as follows for

males over sixteen years: Under $10
per week, 114; $10 to under $15 per
week, 611; $15 to under $20 per week,
2,235; $20 to under $24 per week, 2,-

193; $24 to under $28 per week, 1,751;
$28 to under $30 per week, 670; $30
and over, 1,601.

Fuel used during the year was valued
at $721,801; this item included 46,949
tons of coal; 13,638 tons of coke; 34,-

060 quarts of gasoline, 2,239,341 gal-
lons of fuel oil; 2,348 cords of wood;
18,381,000 cubic feet of natural gas.
Raw materials having a cost value

at the works of $16,520,146 were used.
These are itemized as follows: Steel

and steel castings, 65,843 tons, $5,577,-

067; iron and steel castings, 40,055
tons, $1,838,566; malleable iron, 20,-

769 tons, $1,226,917; lumber and tim-
ber, 42,986 M. feet, $2,051,030; all

ether materials used, $5,826,566.
The total quantities and selling

values of the various products at the
factory or works aggregated $36,703,-
943, and are itemized for principal
products in the following summary
table:

—

Quan- Sell'g value
Classes of products tity. at works.

No.
Drills, grain 27,912 $ 3,560,631
Cultivators, wheeled
and other 41,149 1,378,526

Harrow, disc, spring
and spike tooth 33,746 1,452,463

Plows, all kinds 70,372 3,355,773
Plows, tractor 4,170 742,250
Harvesters, grain 29,949 5,169,075
Harvesters and thresh-

ers combined 660 340,083
Hay carriers 4,270 274,040
Hay loaders 5,557 475,493
Hay tedders 670 34,005
Hay rakes, horse 15,375 566,735
Mowers 82,019 1,821,858
Threshers 5,691 3,071,078
Fanning mills 7,266 291,902
Tractors 1,827 865,063
Choppers, pulpers, etc.. 6,447 246,144
Manure spreaders . . . 5,715 1,093,080
Cream separators .... 3,291 203,220
Engines, steam 103 198,244
Engines, gas 633 187,555
Wheelbarrows 11,384 61,689
Castings and machinery
parts 1,044,592

All other miscellaneous
products 6,303,033

Custom work and re- ... 4,067,411
pairs 4,067,411

Total selling value.. $36,703,943

More Power from
Less Fuel

The Only Perfect

Piston Ring

ExcellencE Rings can
now be supplied for all

cars taking the follow-
ing sizes: 3% x ^4, 3% x
3/16 and 3 11/16x3/16,
3% + 005 X Vi, 3% + 010
X Vi, 3% + 031 X %,
31/2 X 3/]6, 3% X 3/16,
3% X 3/16. Other sizes
will be available soon.

Tight up against the

cylinder walls at all

times ExcellencE Two-
Piece Piston Rings pre-

vent the escape of com-

pression. The full force

of every explosion is ex-

pended on the cylinder

head and so becomes

power. No oil can leak

through to carbonize the

spark plug, no uncon-

sumed gas escapes, and

so every explosion is of

full force—there is ab-

solutelv no waste.

E
XCELLENC
PTWO-PIECE
PISTON RINGSE

mean more power from less

fuel.

They are easy to sell to a

customer because their
principle of operation is ob-

viously correct. Any mo-
torist can quickly grasp the

fact that the two halves are

so shaped and fitted together

as to insure prompt and
certain contraction and ex-

pansion as need arises. The
joints will not work loose

or shift; consequently the

ring fits snugly at all times,

making a perfect seal for

the firing chamber.

Recommend and install

ExcellencE Two-Piece Pis-

ton Rings. The satisfaction

they give and the economy
they make possible will be
reflected in increased busi-

ness for you.

Manufactured exclusively and distributed by

LAMONTAGNE LIMITED
Wholesale Dealers in Automotive Equipment

QUEBEC MONTREAL WINNIPEG
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A 24.Hour Radiator
Repair Service

Why fuss with troublesome
radiator repairs? They can be
more cheaply and effectively
executed by the manufacturer.

Ship any make to our Repair
Department and in 24 hours, or
less, it will be on its way back
to you—freight or express as
you instruct.

We promise you no wait ser-
vice and A No. 1 workmanship.

McCORD MFG. CO.
WALKERVILLE. ONTARIO

WE GIVE

"Quality and Service"
IN

TRACTOR and TRUCK
STEEL CASTINGS

Joliette Castings & Forgings Limited
Head Office:

Transportation Bldg., Montreal
Works

:

Joliette, Que.

It Docks at Your Desk
Our service brings to your desk news
items collected from the newspapers
relating to your line of business.

Often you plan your affairs on market
conditions or new developments, but
you could plan much better with all

information before you from the
whole of Canada.

These newspaper clippings have
proved most valuable to business
houses, saving time in searching files

and often being turned to good
account, getting contracts and orders.

We cover all parts of Canada and
United States and read for all sub-
jects discussed in the press.

Have the news packets arrive regu-
larly at your desk with a cargo of
timely news.

Canadian
Press Clipping Service

143-153 UNIVERSITY AVE., TORONTO

MONTREAL MOTOR SHOW
CUCCESS is assured for the Montreal

Motor Show, which is to be held
by the Montreal Automobile Trade As-
sociation, Limited, from January 22nd
to January 29th, inclusive, in the mam-
moth Motordrome building, Sherbrooke
Street East. This building is located
in the rear of Sherbrooke St. between
Sanguinet and St. Denis Streets. More
exhibitors are registering daily and
everything points to a most complete
display of automobiles and accessories
and a large attendance of manufactur-
ers and their representatives. The
opening is officially set for January
22nd, 1921.

Below is given a first list of appli-
cations representing leading firms in

the automobile business who have
registered as exhibitors:

Allied Motors Limited, Albion Motor
Car Co. of Canada Ltd., Geo. M.
Primm, Packard Montreal Motor Co.
Ltd., The Franco Canadian Automobile
Co. Ltd., Montreal Motor Corporation
Ltd., Mapleleaf Mfg. Co. Ltd., The
White Co., Ltd., Montreal Automobile
Co., Imperial Oil Limited, McC'.ll
Bros. Limited, Cutten & Foster, Prest-
O-Lite Co. of Canada Ltd., Goo & Pat-
rick, S. F. Bowser Co. Ltd., Canadian
Oil Co. Ltd., Loyal Oil Co. of Can.
Ltd., H. H. Mellor & Co., Dominion
Chain Co., McLaren Bi-os., Mutual
Motor Truck Co. Ltd., Pierre J. LeMay
& Cie, Grenier Motor Co. Ltd., Can-
adian Motor Sales, Legare Automobile
& Supply Co. Ltd., Frigon & Baker,
John Millen & Son Ltd., A. J. Hop-
tms. Champion Ignition Co., Montreal
Motor Sales Ltd., Lamontagne Limi-
ted, Willys-Overland Limited, K. & S.

Tire & Rubber Goods Ltd., Ames-
Holden McCready Ltd., Ludger Gravel
&• Fils, Montreal Vehicle Motor Co.
Ltd., Renaud Motor Supply Co. Ltd.,
Oak Tire & Rubber Co. Ltd., Motor
Sundries Corporation Ltd., L'Automo-
bile au Canada, Canadian National
Carbon Co. Ltd., L'Air Liquide So-
ciety, Arlington Bicycle Co., Ledoux
Jennings Co., Ford Motor Car of Can-
ada, Montreal Automobile Club, Do-
minion Rubber System (Quebec) Ltd.,
Dunlop Tire & Rubber Goods Ltd., The
Goodyear Tire & Rubber Goods Ltd.,
Gutta Percha & Rubber Ltd., Cham-
pion Spark Plug Co. Ltd., Canadian
Fairbanks-Morse Co. Ltd., Semmeli-
Haack Dickson Ltd., Gisberg Motor
Co., Motor Car Distributors Ltd., Arm-
strong Whitworth of Canada Ltd.,
Gray Dort Motors Ltd., Universal Tire
Service, Frontenac Sales Co., John H.
Feeley, Cadillac Motors Ltd., Hyslop
Bros. Ltd., McLaughlin Motor Car Co.
Ltd., Omer DeSerres, Canadian As-
bestos Co., Detroit Radiator Co., Mc-
Kinnon Industries Ltd., General Auto-
mobile Equipment Ltd., Robert H. Has-
.^ler, Coffield Tire Protector Co. Ltd.,
Chas. E. Goad Engineering Co. Ltd.,
Modern Vulcanizing Co.

Co. of Canada; C, H. Carlisle, Good-
year Tire & Rubber Co.; Robt. Gray,
Gray-Dort Motors, Ltd.; R. E. Jamie-
son, Dominion Rubber System, Ltd.;
secretary, W. G. Robertson, Ontario
Motor League.

APPOINTED GENERAL MANAGER
npHOMAS BRADSHAW, who last

spring went to the Massey-Harris
Co. as treasurer, has been appointed
general manager. Mr. Bradshaw was
at one time a partner in the firm of
A. E. Ames & Co., and was considered
one of Canada's leading experts in mu-
nicipal finance. During the war he was
appointed Finance Commissioner for
the City of Toronto and succeeded in
putting the financial affairs of the city
on a sound basis. His reports on To-
ronto's financial activities were consid-
ered by civic treasurers throughout
Canada as models of their kind and his
opinions have always been valued, ex-
cept within Toronto's own civic circle,
where Mr. Bradshaw's recommenda-
tions were repeatedly turned down. In
his new position, Mr. Bradshaw will be
assisted by C. L. Wisner as assistant
general manager in charge of sales,
and George Valentine as assistant gen-
eral manager in charge of manufac-
turing.

MASSEY-HARRIS PRESIDENT
RESIGNS

T^HOMAS FINDLEY, until recently
president and general manager of

the Massey-Harris Co., has resigned
from the latter position on account of
ill-health, but will continue as chief ex-
ecutive of the company. Mr. Findley
worked himself to the top of the vast
Massey-Harris organization inside of
twenty years. Starting in as a tele-
graph operator he successively filled
almost every post in the organization
—clerk, foreman, superintendent, as-
sistant general manager, general man-
ag'er, director, president. His recent
paper before the Tariff Commission
was one of the best arguments for a
tariff in Canada that has yet been pre-
sented.

LOOK FOR HIGHER CAR PRICES
T^HE Automotive Industries Asso-
^ elation, with a membership of fifty
companies engaged in the manufacture
of automotive vehicles, accessories,
tires and parts, held its annual meet-
ing in Toronto. The feeling of the
members regarding the future was that
further revision of prices is likely to
be upward. This thought is based on
the demand for automobiles which
1921 is expected to witness, if for no
other reason than making good the
natural annual replacement needs of
the country. These alone should mean
renewed activity at the factories, but
inasmuch as the orders from dealers
are not being received in sufficient vol-
ume, the manufacturers are not plac-
ing material contracts, consequently
the manufacturers feel that any re-
vival of orders in the spring may find
the factories unable to make delivery.
The following officers were elected:

Pres., R. S. McLaughlin, pres. Gen-
eral Motors Corp.; vice-president, W.
T. Samson, Gananoque Spring and
Axle Co.

Directors: T. A. Russell, Willys-
Overland, Ltd.; G. M. McGregor, Ford
Motor Co. of Canada; J. M. Taylor,
Taylor-Forbes Co.; W. A. Rolland, Steel

OAK TIRE CO. REORGANIZED
n EORGANIZATION of the Oak Tire

and Rubber Co., Ltd., is taking
place, and in connection with the in-
crease of the authorized capitalization
from $400,000 to $3,000,000, a stock
dividend of 100 per cent, is being paid
to shareholders in the original concern.
A quarter of a million dollars of 8 per
cent, preferred stock will be sold to
provide funds for extensions to the
plant at Oakville, Ont., and for ma-
chinery and working capital.

The company was originally organ-
ized in 1916. The capacity at
present is 300 tires a day, but when
the extensions to be provided out of
the present financing are completed
the capacity vvill be 500 tires a day.
Directors of the company are:

President: Douglas S. Murray, of
the Murray Printing Co.

Vice-president: G. G. Blaxton, bar-
rister.

Directors: T. A. Finley, manufac-
turer, Norwood; A. E. Willard, Gait;
William Seward, Baltimore; F. D. Law
and Dr. S. M. Hay, head of the West-
ern Hospital, Toronto.

MOTO METER FACTORY FOR
HAMILTON

/^WING to the increasing demand^ for Boyce moto meters in Canada
the company have established a factory
at 56 Alanson street, Hamilton, Ont.
This company has over 175 standard
equipments on passenger cars, trucks,
tractors and motor boat. Samuel E.
Ryder, who was their equipment en-
gineer, located at Detroit, and one of
the old timers of the concern, has been
made general manager of the Moto
Meter Company of Canada, Limited,
and has already assumed his duties
there.
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RUGGLES MOTOR TRUCKS
'pHE Ruggles Motor Truck Co., Ltd.,

a new truck concern, has decided to

locate in London, Ont., and commenced
erection of first unit of its plant, a build-

ing 417x80 ft., constructed of brick and
steel sash. Three sizes of motor trucks
will be turned out, 1^2 ton, ^Vz ton and
'iVz ton. The principal officers are:

President, F. W. Ruggles; secretary,

E. L. Smith; treasurer, M. Pringle.
Other officers are: G. R. Wilber,
director of purchases; C. D. Smith, in

charge of manufacturing; D. M. Brit-

ton, in charge of engineering. The
capitalization is three million dollars.

LONDON MOTOR SHOW
'PHE National Motor Show of West-

ern Ontario will be held at London,
Ont., from January 31st to February
5th, 1921, inclusive, under the auspices

of the London Automotive Retailers'

Association, and 'tremendous enthus-
i^m is being shown by the dealers.

At the special meeting of the asso-
ciation held recently, the total amount
of 75 per cent, of the space was taken
and prospects are exceedingly bright.

The services of T. C. Kirby have been
secured as show manager and his vast
and varied show experiences of 11
years will assure the success of the

show.

Pas.senger and commercial cars,

tractors, and accessories, as well as
motor cycles and bicycles will be ex-

hibited. The show will be run on
co-operative lines, the association tak-
ing the profits and rebating pro rata
to its member exhibitors.

CHEVROLET SALES MANAGER
HONORED

MEMBERS of the Oshawa Lion's

Club recently banqueted R. H.
Mulch, who is leaving the town to

take a i-esponsible position with the
Chevrolet Motor Car Company of New
York city. For three years Mr. Mulch
has been Chevrolet sales manager here
and took an active interest in the pub-
lic affairs of the community.

Salesmen from all over Eastern Can-
ada were present at the banquet, in-

cluding representatives from Moncton,
N.B., Montreal, London, Ottawa, To-
ronto and Hamilton.

ASK CHANGE IN FREIGHT RATES
APPLICATIONS for reconsideration

of the equalizing of freight rates

between Eastern and Western Canada
has been made to the Board of Rail-

way Commissioners by the Canadian
Manufacturers' Association.

The application is based on the re-

cent order in council issued by the

committee of the Privy Council recom-
mending that the Board of Railway
Commissioners reconsider their judg-
ment in regard to the recent increase

of freight rates granted the railways.

The Manufacturers' Association
claims that conditions have materially

altered since the board's order in the

Western rates case was issued in 1914,

and draws particular attention to rates

in British Columbia and the Maritime
Provinces.

A NEW FOLDER

THE tractor division of the Hyatt
Roller Bearing Company has just

issued to the trade a very interesting

anti-friction bearing specification

folder in the handy railroad "time-

table" size. When unfolded it forms
a large wall chart that shows not only
Hyatt bearing locations, but the loca-

tions of all makes of anti-friction bear-
ings on all prominent types of tractors.

There are eighty-seven manufacturers
of wheel type machines and eighteen
track-driven type machines listed. In
each instance, the bearing specifications

have been carefully checked by data
supplied by the various manufacturers
to make certain their correct tabula-
tion. A limited number of these charts
are available for further distribution

and may be had by wi-iting the Hyatt
Roller Bearing Company, Chicago,
Illinois.

I.H.C. OFFICER DEAD
A SUDDEN and severe loss was sus-

tained by the I. H. C. organization
ill the untimely death on Sunday, Oct.

31st, of Samuel Dexter Snow, who had
been a member of the legal staff ever
since the company was organized and
had for more than a year occupied
the important office of general attor-

ney. The funeral was held Tuesday
afternoon, November 2nd, at Buena
Memorial Presbyterian Church, Chi-

cago.

NEW ACME FOLDER

THE Acme Motor Truck Company has

just issued a folder covering the

various trucks they build entitled

"Making Money by Modern Methods."
The folder is attractively gotten up and
numerous illustrations show trucks be-

ing used for all commercial and munici-

pal purposes.

LOCATING DEFECTIVE INSUL-
ATION

A SIMPLE device for locating short

circuits, open circuits and
"grounds" can be made by any re-

pairman with the use of a pair of or-

dinary awls, a wire loop and a test

lamp. The object in view is to bridge
over the imperfect electrical circuits

and in this way locate them. The
points of the awls are inserted through
tne insulation of the wires under test.

The awls are each connected to the

wire to which the test lamp is at-

tached as shown in the illustration.

In testing wires where there is no
current in them it will be necessary
to provide some means of supplying
current and batteries connected to this

device serve to accomplish the end
in view.

PRODUCTION OF BENZOL AT
HAMILTON

CTEEL Company of Canada's by-pro-

duct coke oven plant in Hamilton,
representing an expenditure of over
•53,000,000, has been completed and
was inspected recently by a party of

civic officials. Benzol is produced to

the extent of 120,000 gallons a month,
which will be sold for local consump-
tion as a mcloi' fuel.

SWEEDISH SEPARATOR NEWS
II/' Y. SCOLLARD, for several years
' ' with International Harvester
Company, is now in charge of Peter-
borough territory for the Swedish
Separator Company. Mr. Scollard has
a wide experience as a separator sales-

man, having sold separators both as a
local dealer, salesman and blockman.

W. T. Ready, formerly salesman with
Frost & Wood Co. at Smiths Falls, has
recently joined the sales staff of the
Swedish Separator Company.

V. F. Lilly, special salesman for the
Swedish Separator Company, has just

returned from a trip through Eastern
New York and States of Vermont and
Maine. Mr. Lilly reports trade in sep-
arators picking up.

S. A. Perry, formerly auditor for
large South American concern, has
been appointed cashier at Montreal of-

fice of Swedish Separator Company.

"The Sign of Better Service"

MOSSBERG SOCKET WRENCH SET

MOSSBERG SOCKET WRENCH SET No. 14
Patented

'*Completest*' Socket Wrench Set

To give you a full socket wrench set with every tool unit of usefulness, is

the reason for the No. 14 Socket Wrench Set. In the line of constant
endeavor to improve the set, a double-end Offset Screw Driver takes the

'

place of the old style screw driver bits, and the tools, formerly packed in the
cover, have been placed in a tray

You will appreciate the new No. "14."

In wooden box, containing:
1 Mossberg Ratchet Socket Handle, No. 3.50. •

1 Mossberg No. 3.30 "T" Handle.
1 Mossberg No. 320 Offset Socket Wrench handle.
1 Extension Bar, No. 351, 10 inches long.
1 Sterling No. 100 finest Nickeled Pliers.

1 "Gripsall" Pipe Wrench, No. 470.

1 S. A. E. Double-end Wrench Set, fiill finish, five wrenches, ten openings.
1 Universal Joint.
3 Special Spark Plug Sockets, sizes 29-32 inch, 31-32 inch and 1 5-32 inches.
1 Double-end Offset Screw Driver.
I Cotter Pin Extractor. No. 1, bright nickel plated.
23 sizes thoroughly hai-dened and Parker Rust Proof Hex. Sockets.
II sizes thoroughly hardened and Parker Rust Proof Sq. Sockets.

Aikenhead Hardware Limited
Toronto - Canada

BiRDSELL Clover Hullers
Best for Threshing,

Hulling and
Cleaning

Little Red or Common Clover Seed

Big Engliah or Mammoth Clover Seed

AUike Clover Seed

Sweet Clover Seed

THREE SIZES FOR CANADA
Power Required

No. 2 Cylinders 27» x 32". Cpacity 3 to 5 bushel* per hour. 6 to 8 H. P.

No. I Cylinders 30" x 36", Capacity 5 to 7 bushels per hour. 8 to 10 H. P.

No. 8 Cylinders 40" x 52". Capacity 7 to 10 bushels per hour. 10 to 12 H. P

WE HAVE A SIZE TO SUIT EVERY NEED

ANN ARBOR HAY PRESSES
If in the market for a Hay Baler we can
furnish in any size to meet your requirements.

Write us or call and see us while in the city.

Birdsell Manufacturing Co.
Foot of George Street

Toronto, Canada
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STORM VERTICAL BORING MILL
npHIS mill is intended for automotive
A cylinder reboring-, but its vertical
design, it is claimed, makes it ideally
suitable for boring and reboring large
gears, tractor wheel hubs, heavy bush-
ings, and. rough castings of unusual
dimensions. The sturdy pedestal body,
the makers say, presents a most pleas-
ingly cleancut exterior. It combines
beauty and strength and possesses a
rigidity that makes operation of the
mill surprisingly quiet and vibration-
free. It occupies a floor space 30 x 36
and stands 44 in. high. Its upper face
is accurately surfaced and equipped
with parallel sliding rails and an ad-
justable overhead clamp forms a hori-
zontal bed on which cylinder blocks
and heavier work may be readily
mounted and handled by one person,
unaided.
The pedestal body also houses the

boring bar, with its driving, feed and
regulating mechanisms, and insures
protection to these moving parts. The
upper and lower adjustable main bear-
ings supporting the centered boring-
bar are extremely liberal—8 and 6 in.

long respectively—and are an integral
part of the one-piece body casting. The
carbon steel hollow boring-bar is bone-
hardened end ground to size. The
tempering process gives this 2 9-16
inch hollow bar an extreme strength
and rigidity and renders it resistant
to atl wear.
Two boring-bar feeds are obtainable;

40 rev. per inch for general work and
8 rev. per inch for fast work. By
means of step cone pulleys the boring
speed may be suited to the feed and
character of the work. The boring-
bar is actuated by a heavy feed-screw
and cut gears and has a travel of
twenty inches. An automatic time-
savitig feature makes it possible to set

the bar to stop and return to bottom
at" completion of the cut. Four self-

cnntfiring Storm multiple-cutter ad-
justable type cutter heads with high
.speed steel cutters are furnished, af-
fording a diametrical boring range of
from 2 5-8 to 7 7-8 in. Special heads
to 12 in. diameter can be had. It is

manufactured by the Storm Manufac-
turing Company, Minneapolis, Minn.

SAFETY PLOW HITCH
T^HE Parker safety plow hitch, which
• has been offered to the trade re-

cently by the Parker Safety Hitch Co.,

St. Paul, Minn., is claimed by the
manufacturers to be exclusively a con-

cussjon hitch. It does not depend upon
spfihg pressure to release. The shock
of^ a plow striking a stone or other
serious obstruction in the ground, it

is said, causes the release.

The spring is used to hold the top
down and to assist in the releasing pro-

cess, when the shock comes. Only a

part of the weight of the load is on
the spring.
The hitch is made from cast steel,

except the top, which is of spring steel,

and has sufficient "give" in itself to

release under the strain of a shock.

The hitch has worked /satisfactorily

without a spring, but it takes a little

bigger shock to release it without the
spring. It has been found, the makers
say, that the hitch will pull its load,

no. matter how heavy, with the spring
on; and will undoubtedly give surer
protection to the plowing equipment.
The hitch is made in various sizes

to suit the requirements of any tractor
and is made with a ring or clevis for
attaching to the tractor.

Mobile Oiler Attaclted to
Rear Springs

Mobile Oiler Attached
to Front Springs

Mobile Spring Oiler

Benson Battery Connector

Clover Cylinder Lapping Tool

Storm Cylinder Boring
Machine

Buell Explosion Whistle

BENSON UNIVERSAL BATTERY
CONNECTOR

THIS connector is designed for use

on rental batteries so that they can
be readily adapted to the different

cable terminals found on the various

cars. They are made in three sizes:

^7o. 1-P fits the positive taper post.

No. I-N fits negative taper post, No.
1^ fits either positive or jiegative

straight post. These connectors are

made of bronze metal and are coated

with lead. Parker Safety Plow Hitch

MOBILE OILER FOR FORDS
V|OBII,E oilers for Fords are made

J- of high-grade felt, reinforced by
a strong spring. The oiler is dipped
in oil and inserted between the channel
frame and the top spring leaf at front
and rear of the car. No tools are
needed—the oiler can be inserted with
the fingers.

Every deflection of the springs
brmgs the oiler into play; a little oil
is forced out and penetrates the spring
leaves. The surplus is drawn back
into the reservoir. Usually only two
fillmgg are needed during the year.
The makers claim after the oiler is

installed you can forget all about it
and the springs will receive automatic
ajid efficient lubrication. The makers
are the Mobile Manufacturing Com-
pany, 820 South Tripp Ave., Chicago.

GRINDING AND LAPPING
COMPOUND

"T^HE Clover grinding and lapping
compound is for grinding valves

and lapping piston rings and cylin-
ders. It is manufactured by the Clover
Mfg. Co., Norwalk, Conn., U.S.A., who
say that it will, in a very short time,
remove all carbon from valves and ac-
curately reseat them. It can also be
used for lapping piston rings into their
grooves and into the cylinder, and will
lap all score marks from the cylinder.

BUELL EXPLOSION WHISTLE
T^HE Buell explosion whistle Is a

scientifically constructed warning
device that combines the features of
great simplicity and certainty of opera-
tion with a note of ultra warning value
that appreciably lessens accidents.
Screwing in place of a priming cup,
the Buell utilizes the high explosion
pressure of 200 or 300 pounds per
square inch. On engines not equipped
with priming cups the Buell is installed
with a special spark plug. The tone
of the Buell is clear and not at all in-
clined to screech or overtone. The
operator can control the volume of
sound, giving a light musical note or
powerful compelling blast when an
emergency requires quick action by a
slight touch of the finger to control
cord attached to steering column.
There are two models, the Chime and
the Single Tone. The Chime model is

suitable for all cars, but is not recom-
mended for use through spark plugs.
The Single Tone, illustrated here, is

also suitable for all sized cars and
works satisfactorily through a special
spark plug opening, as it requires but
one-third the volume of the chime.

ARMATURE TEST UNIT
TPHIS armature test unit is Resigned
-|- for testing short circuits or open
circuits, and also grounds in any type
of motor or generator armature. The
unit is practically universal, inasmuch
as it will take armatures ranging from
2 to 4^4 in. in diameter. For short
circuit testing the unit is connected to
a 110-volt alterating current, the arma-
ture mounted in the V and slowly
turned by hand; at the same time a flat
piece of steel is held over the armature
and approximately 1-32 in. from it. If
there is a short circuit in the winding
or commutator, this blade will be at-
tracted to the armature over the slot
containing shorted coil. By making
slot and tracing connection to the com-
mutator end the test will indicate
whether it i s commutator or short
within the coil. For ground testing
an_ indicating lamp and a set of test
points are provided permitting grounds
to be located in the armature. Field
coils, frames, assemblies and other
parts of electrical units can also be
tested in the same manner for location
of grounds. An attachment plug and
six feet of cable are furnished for con-
necting to lighting circuit. A snap on
the front end disconnects the current
from unit coil. It is made by the Ser-
vice Products Co., Sprigtiem, Onio.
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IMPLEMENT DEMAND CAN BE
STIMULATED

THE old law of supply and demand,
with which everyone is familiar,

has been forgotten during the past
four years. It appeared for a time
that there was a never ending demand
for all commodities and that prices

could be advanced depending only upon
the nerve of the manufacturer. Many
manufacturers appeared to hava the
nerve, too. We are not saying that
any particular industry profiteered,

but we have our opinions.
Without offering any apology be-

cause we are in the implement indus-
try or that this industry should be ex-
cused, or that it is a model of right-

eousness, we want to say most em-
phatically that this industry has been
fair to the consumer.

B. F. Peek, speaking before the an-
nual meeting of the National Imple-
ment and Vehicle Association, said that
the average profit for the six years,
1013-1918, of the implement manufac-
turers was 6.51 per cent.; that the low-
est profit for any concern was 4.07 per
cent, in 1916, and the highest 9.86 per
cent, in 1918. An average profit of
7.71 per cent, was the record of 1913.

These figures should convince any-
one that the implement manufacturers
were not profiteers and were not work-
ing a hardship on anyone.
At this particular time of the year

the demand for farm implements, of
course, is not large. No farmer buys
a plow that is to be used four or five

months hence. Very few farmers buy
any implement or any other product
except that they expect to use it im-
mediately.

It is unfortunate that the idea that
a "period of depression" exists is more
or less prevalent in the minds of some
and that it comes at this particular
time of the year. If it were in the
springtime when farmers were about
ready to buy we doubt if it would have
anv effect upon their purchases.
We believe that demand can be stim-

ulated. For example, three years ago
the demand tor raisins amounted to

one pound per capita. To-day that de-

mand has increased to three pounds
per capita. Advertising and sales ef-

fort established in our minds the fact
that raisins are a food.

It is the duty of every business man
to devote his energy to providing a
market for the article he wishes to sell.

Skillful marketing can be done by
strengthening the demands of the
trade. Every farmer wants to
be successful and his income is

more or less directly affected by the

improved implements which are re-

quired on the farm. You can rest as-

sured that the farmer will want what
you have to sell more than he will want
the money it requires to purchase it.

The business man who is a quitter

and will stop active sales effort in order
10 wait for the demand to catch up with
him will be lost by the wayside in

business progress. As Curtis Johnson
says, "You can't drive a nail with a

sponge."—E. B. Dealers' Magazine.

J. H. HISCOCKS PASSES
T H. HISCOCKS, since 1914 secre-

•J • tary of the Ontario Commercial
Travellers' Association, died at his

residence in London recently. He was
born in Wingham and was in business
there for some years. Later he joined
th( International Harvester Company
pt the London branch.

INTERNATIONAL RAISES
TRACTOR PRICES

ADVANCES of $100 each on the

Titan 10-20 and I. H. C. 8-16
tractors have been announced by the
International Harvester Co. Coinci-
dent is an increase of about 10 per
cent, in the prices of gas engines. "The
heavy increase in the cost of materials,
iron especially, as compared with prices
for materials used in the 1920 product
is cited as the reason for the advance.

CARELESSNESS MEANS TROUBLE
CARELESSNESS causes more trouble

than any other one thing. Prob-
ably ninety-nine per cent, ot all acci-

dents are due, directly or indirectly, to

somebody's carelessness.

It is difficult to understand why a

man will spend several hundred dollars

for a tractor or some other machine,
and then, tlirough sheer carelessness

and indifference, proceed to run it

without oil, cooling water, or with
parts loose or out of adjustment, when
he must realize that such treatment
will cause damage if not utter ruin.

Yet there are hundreds of cases where
this very thing happens. In fact it

seems to be almost an exception to find

a tractor which is given first-class care

in all respects.

A factory expert recently spent two
days in visiting the tractors which his

company had sold in a certain locality.

There was a large number of these
machines in use on farms in the neigh-
borhood, and he went from farm to

farm in an automobile, inspecting ap-
proximately thirty machines in the

two days. The machines in question
were equipped with an air-cleaner

which was designed to remove dirt

fi'om the air by passing the air through
water. The instruction book which
went with each tractor, as well as in-

structions printed on the air cleaner
itself, stated very plainly that the
water reservoir in the cleaner should
be kept filled with water.
Yet among all the machines which

the expert visited in two days he found
only one which Had water in the air-

cleaner.
This is just one of many examples

which might be cited to show how the
average tractor operator neglects his

machine. And it is safe to say that a
little later on, when the pistons, rings,
and cylinder walls of those tractors
are badly worn because of the dust
which has been taken in through the
air-cleaners with dry reservoirs, the
owners will lay a large share of the

blame on the manufacturer, just as fre-,

quently nappens when the wrong kind
of oil has been used, or an engine has
been overheated because the operator
neglected to keep water in the cooling
system. It is quite characteristic of a
careless person to blame someone else
for mishaps due to his own careless-
ness.—Tractor Farming.

INTERESTING CATALOGUE
'X^HE Canadian Blower and Forge
/• Co., Ltd., Kitchener, Ont., have
issued a new catalogue. No. 19 C, deal-
ing with their varied line. This in-
cludes forges, blowers, exhausters,
fans, drills, punches, shears, binding
machines, tire setters.

Combination wood working machines,
fan system apparatus for heating, vea-
tilating, drying and mechanical draft,
air washers, humidifiers, dehumidifi-
ers, pumps, etc., etc., are also shown.
This book contains 186 pages of rgftl,
live information to those interested in
such lines.

ALBERTA AUTO LICENSES
PROVINCIAL Deputy Secretjary
^ Trowbridge announces that' the
total number of auto licenses sold this
year in Alberta is 38,050, as compared
with 34,000 last year. It was thought
three months ago that the annual issue
would reach the even 40,000 mark be-
fore the end of the present year, but
the drop in grain prices is held as ac-
countable for the slackening of auto
purchasing during the fall.

HAMILTON PLANT BUSY
A DESPATCH from Hamilton stated

that one of the busiest spots there
is at the National Steel Car Co. This
concern has 844 men on its payroll, ex-
clusive of the office and sales depart-
ments. While not a few Hamilton
manufacturing plants have begun to
retrench to !i moderate d'^gre?. this
large concern has found it necessary to
put on a night shift.

''You're the Doctor, BilV
HOW much of your trade relies upon your judgment when they come to

purchase automobile supplies? Quite a goodly number, we would
suppose, for they have dealt with you a long time. So when you

recommend a

"HEXALL" Socket Wrench
Trade Mark Reg. U. S. Patent Office

they naturally take it for granted that you are selling them the most dependable,
most satisfactory socket wrench on the market.
This is their attitude: "You won't sell me something you wouldn't buy yourself so
if you say it's O.K., I'm satisfied. 'You're the Doctor, Bill'."

Faith like that must be maintained. When you take down a "HEXALL" Set from
your shelf and hand it over the counter—you can look your man squarely in the
eye, knowmg that you are giving him the best socket wrench in the world con-
ceded as such by a constantly increasing number of motorists, motor-boat owners,
aeroplane enthusiasts who find in "HEXALL" every requirement of the perfect
socket wrench. Besides, it's guaranteed

:

**Break Any Sedgley Wrench and We Repair It-No Charge"
The "HEXALL" Line—seven sets—a "HEXALL" for every weec?—carries an attractive
proht; It IS a consistent "repeater"—a distinct asset to any hardware or sporting goods store.
Be sure it's a "Hexall."

Patented
May 1, 1917

"HEXALL" Ratchet Socket Wrench No. 1—16 pes.

Patented
May 1, 1917

"HEXALL" Ratchet Socket Wrench No. Z—11 pc*.

Always keep a display of the "BABY" Hammerless Revolver on the counter and in the window
onfv ?o„r"?SoW ll'^tJ'-'J*^ " :

o" «1« market. Shoots six .22 caliber rimfire cartridges. Measurlsonly four inches from muzzle to stock ; weighs 6 oz.

Patented Dec. 31, 1918
"HEXALL" Socket Wrench No. S—8 pc».

"BABY"— as it appears
in proportion to the
size of the hand.

Write for prices and discounts. Dealers reach your jobbers; jobbers reach us.

R. F. SEDGLEY, Inc. E«t. 1897
2311-13-15 North 16th St., PHILADELPHIA, PA.

Canadian Distributors: Lamontagne, Limited, Montreal, Canada.
Harold F. Watson Co., Sole Agent, 208 Coristine Building, Montreal, Canada.
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PERFEX
The Perfect Radiator

Perfex radiators for Fords are a quality product em-
bodying features thiat cannot be had in other radiators.

A patented spring bracket suspension and a real rad-
iator core of great efficiency.

The last word in Radiator construction

Perfex Radiator Co., Racine, Wisconsin, U.S.A.
p. A. C. McINTYRE & COMPANY

311 Confederation Life Building, Winnipeg
Direct Representatives for

Manitoba, Saskatchewan, Alberta and British Columbia

Models
500—V-i Standard

501—W Standard

i02—l/8" Long
503—Vb" Long with

Chevrolet Ter-
minal

506

—

Vs" Long
504—Regular Porce-

lain

505—Chevrolet Porce-
lain

The Plug
with the

HOTTER
SPARK

The ball point of the ''M & S"
plug creates a larger and hotter
spark, causing more complete
combustion. This hot spark
will give your car new life and
more power.

The three-in-one terminal is

adapted to any style ignition
wiring. The high-grade chem-
ically glazed porcelains are in-

terchangeable — one porcelain
fits all plugs.

DEALERS.-The "M.&S." plug is

standard equipment on the new
Overland "4." Ask your jobber
for them.

Machine & Stamping Co., Ltd.
1209;^King Street West

TORONTO
Commercial Dept.

Russell Motor Car Co., Limited

MANITOBA
WINNIPEG. — The Consolidated

Motors, Ltd., will efect a new garage
at a cost of $80,000.

WINNIPEG.—The Fort Garry Motor
Company, 501 Furby street, has secured
the agency for Briscoe cars.

WINNIPEG.—A. W. Prugh, man-
ager of the Gray Tractor Co. of Can-
ada, spent some time in the territory
with his dealers lately.

WINNIPEG.—The Royal Garage,
194 Edmonton St., has been appointed
a sub-agency for the sale of Hudson,
Essex, Studebaker and Gray-Dort cars
by the Western Canada Motor Car
Company.

BRANDON. — The Massey-Harris
Company, Limited, has purchased the
Gordon, McKay building at a cost of
$130,000, and adjoining buildings at a
cost of $10,000. The Brandon ware-
house will be used as a distributing
centre for that section of Western
Canada.

WINNIPEG.—At the annual meeting
of the Winnipeg Automobile Club held
recently the following officers were
elected for the ensuing year: Presi-
dent, S. M. Campbell; hon. president,
F. E. H. Luke; first vice-president, C.
L. McLaughlin; second vice-president,
J. A. Banfield.

SASKATCHEWAN
REGINA.—The Burd Ring Sales Co.,

Ltd., manufacturers of Burd piston
rings, have opened a branch here.

ROCANVILLE.—J. A. Lockhart has
taken over the implement business
formerly conducted by Messrs. Kidd
and Clements, Ltd.

INDIAN HEAD.—J. Blair, imple-
ment dealer, has taken a partner into
his business. The firm name is now
Blair and McLean.

REGINA.—B. Baker, manager of
the Canada Tillsoil Farm Motors,
Ltd., recently visited the company's
Regina headquarters.

EYEBROW.—T. T. Turner, imple-
ment and automobile dealer, has com-
menced a garage repair business in
connection with his other lines.

SWIFT CURRENT. — The Great
West Implement Co., Ltd., had a big
sale recently in all kinds of tires and
tubes and automobile accessories.

ESTON.—The Excelsior Garage has
in.«talled a large generator for making
acetylene gas. Oxy-acetylene welding
will be done and all work guaranteed.

MAPLE CREEK.—Kells and Willis-
croft, automobile and tractor repairs,
have dissolved partnership. H. A.
Williscroft will continue the business.

ROCANVILLE. — The Rocanville
Garage has been taken over by the
General Motor Service Co. The new
company will give a complete automo-
bile and tractor repair service.

REGINA.—At the annual sales con-
vention of the Sharpies Separator Co.
held at West Chester, Pa., recently the
folloVing . members of the company's
Regina office attended: W. R. Fulker-
son, manager; and Messrs. Williams,
Sleeman, and Grant, salesmen.

BATTLEFORD.—The city council at
a recent meeting declared itself in

favor of petitioning the Provincial Gov-
ernment to allow the cities of the pro-
vince to share in the revenue collected
from automobile licenses. A resolu-
tion was passed authorizing the city
clerk to communicate with other Sas-
katchewan cities with a view to form-
ing a joint delegation to wait on the
Government.

ALBERTA
EPGERTON—Messrs. Morrow and

Clendennan have purchased the imple-
ment and hardware business formerly
conducted by H. S. B. Wheeler.

EDMONTON.—The Alberta Dairy
Supplies, Limited, distributors of milk-
ing machines and dairy implements,
have increased their capital to $300,-
000.

RED DEER.—The Mechanical Gar-
age, formerly conducted by W. Irish,
has been taken over by J. F. Goring,
who will handle McLaughlin and Dodge
cars and a full line of tires, acces-
sories and parts.

BRITISH COLUMBIA
VERNON.—The Finch-Patton Motor

Company has opened a branch business
in Vernon.

PENTICTON.—The Pacific Tractor
Company of Vancouver ;iiis opened a
branch business here.

COURTENAY.—Cliff Cameron has
purchased a piece of property where
he will erect a garage.

SALMON ARM.—D. C. Day has
opened a garage here and will conduct
a general automobile repair business.

VANCOUVER. — The Strathcona
Garage has been purchased by F.
Cheesman. He will handle automobiles,
accessories and repairs.

COURTENAY.—A new garage has
been opened by T. Weeks of Nanaimo.
He has installed a machine shop and
will handle all repairs

VICTORIA.—The Shell Garage has
been taken over by Messrs. H. Moore

, and H. Davis. They will handle the
Mitchell and Nash cars.

LADYSMITH.—Ernie Eve, formerly
with the Shell Garage, Limited, Vic-
toria, has opened up a garage here. He
will handle Nash cars and repairs.

KAMLOOPS.—F. P. Smith, formerly
with the Ward Motor Company, has
taken over the Central Garage, where
he will conduct a general repair busi-

ness.

VICTORIA.—A new forage has been,
opened at 847 Yates street by V. M.
Rolfe, who will handle automobiles and
repairs and conduct :i Wiilard battery

service station.

QUEBEC
MONT .JOLI.—The Mont Joli Auto-

mobile Club has announced its in-

tention of joining the Quebec Provin-

cial Motor - League, and has elected

delegates to attend the next general

meeting of the provincial motor clubs.
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jzvr T«ESE
"Have you seen May?"
"May who?"
"Why, Mayonnaise."

"No, she is dressing, and won't let-

tuce."—Co-Operator.

"Ma, do cows and bees go to
heaven ?

"

"Mercy, child, what a question!
Why?"

" 'Cause if they don't, the milk and
honey the preacher said was up there
must be all canned stuff."—E. B. Deal-
ers' Magazine.

* * *

"A woman came into the hospital
the other day and she was so cross-
eyed that the tears ran down her
back."

"You couldn't do anything for her,

could you?"
"Yes, indeed; we treated her for bac-

teria."—Case Eagle.

* * *

"If I cut a beefsteak in two," asked
the teacher, "and then cut the halves
in two, what do I get?"

"Quarters," returned the boy.
"Good. And then again?"
"Eighths."
"Correct. Agi.ir.?"
"Sixteenths."
"Exactly. And what then?"
"Thirty-seconds."
"And once more?"
"Hamburger," cried the boy, im-

patiently."—Case Eagle.

A bricklayer was laying bricks on
the third story of an unfinished house,
and unfortunately dropped a brick on
the head of a colored man who was
mixing mortar down below.

The bricklayer, his heart in his

mouth, craned over the parapet. He
thought he had killed the poor colored
man. But the latter looked up at him
with a good-natured and forgiving grin.

"Hey, wat you doin', white inan?"
he shouted. "You made me bite mah
tongue."—Case Eagle.

A negro chauffeur of Boston was
haled into the court for running down
a man.

"Yo' honor," said the negro, "I did

de bes' I could to warn de gennulman;
I tried to blow de horn, but it wouldn't
work."

"Then," said the judge, "why didn't

you slow up rather than run over
him?"
A light seemed to dawn on the pris-

oner, who finally said, "Why, judge,
dat's one on me, ain't it? I never
thought of dat."

The young lady was taking the
church census, and a tall young man
with a clerical appearance had just
requested her to step inside, as they
had sickness in the house and didn't
like to leave the door ajar. Influenza
prevailed in the neighborhood, and the
young woman was cautious.

"It isn't anything contagious, I

hope?" she queried suspiciously.
"Twins, ma'am," was the reply.
The young lady "flu."

Traveling Salesman—"Whom do you
consider the smartest man in the vil-

lage?"
Jed Hicksleigh—"Postmaster. He's

the smartest feller hereabouts—speaks
six languages."

Traveling Salesman—"Learned them
in college, I presume."
Jed Hicksleigh—"No, he jes' kinda

got onta 'em readin' postal cards."

—

New York World.

Joseph and Isaac went to hear Billy
Sunday preach, and after service, as
they were going home, Joseph said:

"Veil, Izaac, vat you t'ink of him?"
"I didn't like him," said Isaac. "Too

much hell. It was hell, hell, hell all

the time. And I don't believe there is

any hell, Joseph."

"No hell?" asked Joseph, in amaze-
ment.

"No," answered his friend.

"Veil, then, Izaac," said Joseph, "if
there is no hell, where is bizness

A Medical Corps officer chanced
upon a negro acquaintance of civil life

one day in France.

"How do you like the army, Mose?"
he asked.

" 'S'all right so far, cap'n," replied
the negro, "but Ah don't know how
I'm going to like it when dem Ger-
mans shoots at me."

"Don't worry about that," replied
the officer. "All you have to do is zig-
-ag." And he demonstrated.

The nexjt time the two mjet, the
negro was in a hospital.

"What's the matter with you, Mose?"
asked the officer.

"Ah ain't sure, cap'n, but Ah think
I must have been ziggin' 'bout the time
Ah oughta been zaggin'."—American
Legion Weekly.

First Doctor—"Did you have a large
fliue practice during the epiderpic?"

Second Doctor—"About a hundred
gallons, I guess. And you?"

First Doctor—"Oh, two or three hun-
dred cases."—Cartoons.

An old lady, after waiting in a con-
fectionery store for about ten min-
utes, grew grossly impatient at the
lack of sei-vice.

Finally she rapped sharply on the
counter.

"Here, young lady," she called, "who
waits on the nuts?" — Everybody's
Magazine.

* * *

Bore—"Yes, I don't know how it is,

but I feel thoroughly wound up to-
night."

Hostess—"How very strange! And
yet you don't seem to go."—London
Tit-Bits.

"Oh, doctor, tell me, quick!" moan-
ed the fair patient, clasping her lap-
dog and convulsively nibbling a thous-
.ind-dollar cheque. "How sick am I?
Is it California, Florida or Europe?"—Seattle Post-Intelligencer.

Every rose has its thorn, not to
mention the dog-gone little bugs.

—

Toledo Blade.

She was what Mayfair would call

"inclined to embonpoint," and White-
chapel, "a bloomin' whopper!" Also,
?he was straphanging in the tramcar.

At the first lurch the strap gave way
and she landed in the meek man's lap.

She scrambled off and grasped the rail.

The rail came down with a crash.

The meek man carefully sorted him-
self out, and rose.

"Perhaps, ma'am," he murmured,
"you'd like my seat?"

"You are very kind, sir!" she gasped,
breathlessly.

"Not at all, ma'am!" he responded,
grimly. "It ain't kindness; it's self-

defense!"—London Tit-Bits.

SeU "Spedolene"
"the all-year lubricant

A .specially compounded lubri-

cant that keeps new gears run-
ning smooth and true and gives

old gears a new lease of life.

Prolongs I he life of motor cars,

trucks an<l tractors by prevent-
ing wear and tear on transmis-

sions, differentials. Universal
oints, bearings, etc. Unaffected
by climatic changes, will not
corrode gears, or bearings,
eliminates frictional wear.

Makes friends quick-
ly, and .keeps them.
Priced to give you a

nice profit.

SPEDOLENE REFINING &
MANUFACTURING CO.,

MONTREAL
LIMITED

National Advertising
and Household Budgets
We are hearing a lot these days about Budgets.

They affect every household in Canada. They
call for intelligent and scientifi distribution of ex-
penditures. They call for the purchase of mer-
chandise of dependable and uniform high quality
at lowest possible prices.

Canadian housewives are greatly interested in
Budgets—in keeping household expenses at low
level—without sacrificing the quality of the food
they eat, the clothes they wear, the musical instru-
ments they use, and the household furnishings and
labor-saving devices they buy.

National advertising takes the guesswork out
of buying. It is the advertiser's expression of
faith in his merchandise. It is a guarantee of
quality. Advertising keeps the quality up. In-
ferior merchandise cannot masquerade in the
quality clothes of advertising. National advertis-
ing increases demand and production and lovi ers
the selling price to you.

Advertisements show you how to buy most
efficiently and economically. Read the adver-
tisements.



ELECTRION FARM ELECTRIC
PLANT

A 32-volt farm electric plant which
^ * combines utility and attractiveness
is being made by the Lindermen Steel
&' Machine Co., Dayton, Ohio. An 110-
volt. outfit also is made.

In general appearance it is very
simply constructed. Every unit, ex-
cept the batteries, the makers claim,
is assembled in a very attractive cabi-
net enameled in peacock blue. The bat-
teries are grouped in a wooden case
which likewise presents a clean and at-
tractive appearance. It excludes dirt
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;;ompact cabinet in whicii tiie units of the
..lectrion Farm Electric Plant are housed.
.11 the units, ex ept the batteries, are
•ntained in this metal cabinet which is

enameled a rich peacock blue.

A moisture and provides practically
<)mplete protection for the batteries.
The 32-volt unit is semi-automatic

in operation. By pushing a button it

starts, and when the battery is fully
charged the engine stops automatically.
Also, when the battery becomes about
three-fourths discharged it is auto-
matically cut off from the line to pre-
vent damage to it through exhaustion.
There is an automatic circuit-breaker

which disconnects the lighting circuit
from both the generator and the bat-
tei-y, in the event of a short or an
overloaded circuit. This protection ob-
tains whether the plant is running or
idle.

The semi-automatic outfit can be
converted into a full-automatic out-
fit at any time simply by removing
the control case and putting in a
control case of the type used in the
full-automatic plant.

All the vital electrical apparatus
of the Electrion plant is centralized
in one removable unit. This is the
control case. This unit is at the
upper part of the cabinet face and
slides in and out of piston just
like a drawer in a desk. Any trou-
ble in the special electrical part of
the plant is centered in the case.
The Electrion plant is equipped

with an electromagnetic governor
which acts on the throttle to keep
the engine running at the proper
constant speed regardless of varia-
tions in load due to different cur-
rent demands.

Fuel is fed to the engine of the
Electrion through a carburetor,
which is very simple in construc-
tion. There is no float or float valve.
There is no float chamber or air
valve. There is no spring. The
only movable part is a needle valve The motor of the
which can be removed, it is said,
without permitting any of the fuel
to run out. The air for the fuel is
taken through the crank-case breather
and over the top of the cylinder head
to be pre-heated before entering the
carburetor.
The engine is cooled by an automo-

bile-type radiator and fan. The fan
can be adjusted to take up slack in

the belt. To protect the plant against
damage, should the cooling water reach
a low level, there is an automatic cut-
out in the form of a float-valve operat-
ing in a water column just back of,
and in connection with, the radiator.
When the water reaches a low point
this valve grounds the magneto.
The gasoline tank for the Electrion

is in the base of the cabinet. It has
a capacity for 2i/4 gal.

Ignition is provided by a Dixie high-
tension magneto. Lubrication is very
simple. There is only one place where
oil is applied. A sight oil-gauge warns

when oil is needed. There is a
large grease cup for lubricating
the fan bearing. Engine lubrica-
tion is by splash.
The engine has a single, verti-

cal cylmder with a bore and
stroke of 2% in. and 3 in., re-
spectively. It is controlled to
1,600 r.p.m. Valves are nickel-
steel. The camshaft is drop-
forged, machined, heat-treated
and ground. All the parts are
made of high-grade material fin-

ished to close limits. The main
bearings are over-size S. K. F.
self-aligning, double row.
For power take-off, a pulley

can be attached. This is not pro-
vided as regular equipment, but
can be obtained, if desired.

A compound-wound generator
is used. One winding charges the
battery in proportion to its

charged condition, providing a
lower rate of charge as the volt-
age of the battery increases. The
other winding is a compensating
provision, which causes the gen-
erator to furnish additional cur-
rent for the line as the load in-
creases. Thus a sudden demand
for a large supply of cun-ent
causes only a small drop in the
voltage, and vice versa. It is

claimed that no reversal of the
generator polarity can occur.
The brush holders are non-ad-
justable The brushes cannot be

shifted from their proper position and,
barring accident, will last indefinitely
without attention, according to the
maker.

Specifications of 32-Volt Electrion

Capacity 100 watts
Number of 20-watt lamps .50
Lamp voltatre

_

'
'

32
Make of engine ' Own
Number of cylinders 1
Horsepower 2^-?'

.'.•..'.'.".'.'.....(;
or k

Cienerator drive Direct
Make of Generator Own
Height of Electrion 29 in
Width

, ::::::: 16 in!
Length 28 in.
Net weight 450 lbs.
Shipping weight 5.50 lbs.

tested and proved satisfactory, re- been applied for in Canada, Unitedmoving one of the difficulties of night States, England, Australia and New
trafhe in urban streets. Patents have Zealand.

Enforce Anti-Glare Law
Before Motorists in Canada Can Secure a 192 1 License

They Must Have Their Cars Equipped With
Approved Anti-Glare Devices

'"pHE oificials of the Highways De-
partments of Ontario have issued a

statement to the effect that the en-
forcement of the recently authorized
regulation regarding headlights on
motor vehicles will come simultane-
ously with the issuance of motor
licenses for the year 1921. Before any
owner of a motor vehicle can secure a
1921 license he will be obliged to
answer on the application form whether
or not his vehicle is equipped with an
approved non-glaring headlight device,
and if so he must give the name of the
device he is using.
By this method the Motor Vehicles

Department at the Parliament Build-
ings will have a record of every car
owner in this province who has equip-
ped his car for glare elimination. Since
a great deal of investigation and pub-
licity has been given to non-glare
lenses by the Highways Department
this year, it is most unlikely that many
motorists in Ontario will wish to admit
to the Government that they have not
an approved device on their car when
applying for next year's license.

The Act with amendments now reads
as follows:

"It shall be unlawful to carry on a
motor vehicle any lighting device of
over four candle power, equipped with
a reflector, unless the same shall be
so designed, deflected or arranged that
no portion of the parallel beam of re-
flected light, when measured seventy-
five feet or more ahead of the lamp,
shall rise above forty-two inches from
the level surface on which the vehicle
stands."

Dealing with devices for glare elim-
ination, a further section says: "Any
device for the elimination of glare, ap-
proved by the Minister of Public
Wgrks and Highways, when in proper
adjustment and having a lamp of
candle power not in excess of that
authorized by the minister for such
device, shall be held to be in conform-
ity with the next preceding subsection."

A list of the approved devices has
already been published in M. T. I. and
any additions from time to time will be
mentioned.

Ontario Motor License Fee
I ncreased

— Electrion" is the valve-in-
head type and follows the most advanced

engineering practise.

NEW AUTO SIGNAL LIGHT
IT is reported that J. A. White. of

Gait, Ontario, has invented an auto
signal lamp which can be operated by
the driver and which shows a red light
with an arrow to indicate the corner
the car intends to turn. It has been

A N increase in the license fee for^ automobiles in Ontario has been
made and the additional revenue is to
be used for improving roadways. A
big road program is promised next
year, as the Highways Department will
have about $750,000 more to work on.
The revenue this year from auto
licenses amounted to over two million
dollars.

The greater part of the auto-owning
public will be affected most by the first

change, which increases the fee on
passenger cars of not more than 25
horse-power, with not more than four
cylinders, from $10 to $13; cars of the
same horse-power with six cylinders,
$15; eight to twelve cylinders, $20; cars
of from 25 to 35 horse-power, with
four cylinders, $15, which is the same
as before; 25 to 35 horse-power, with
six cylinders, $20; eight to twelve cyl-
inders, $25; cars with from 35 to 50
horse-power, four cylinders, $20; six
cylinders, $30; eight to twelve cylin-
ders, $35; over 50 horse-power, four
cylinders, $30; six cylinders, $35; eight
to twelve cylinders, $40.
On the smallest truck the new fee is

$13 instead of $10. On trucks over
two tons and not above eight, the new
fee is $6 per ton instead of $5. On
electric passenger cars the new fee is

$15 instead of $10. Passenger busses
are hereafter classed as commercial
cars, and will pay on tonnage and
horse-power, each passenger space be-
ing rated at 150 pounds.
Another feature is the introduction

of a license fee for "trailers." On a
small trailer the fee is $2; on a trailer
over one ton, and not more than two
tons' capacity. $5, and on trailers over
two tons $3 a ton.
The fees for a dealer and manufac-

turer in commercial cars are increased
slightly, while the fee for license to
deal in passenger cars remains the
same. There is also a fee required
when passenger cars are converted in-
to commercial cars. The owner must
pay the difference between the pas-
senger license cost and the commercial
car cost. The fee for transfer of
license has been increased from $1 to
$2. The cost of transit marker is in-
creased from 25 to 50 cents.

This is the first time the number of
c.ylinders in auto engines has been con-
sidered in making of license fees.
The table below gives an idea of

how the new motor vehicles schedule
will affect the licenses for some of the
different makes of cars next year. It
will be noticed that the number of
cylinders and the horse-power are the
factors in determining the new rates.

•e
o

Ford
Chevrolet
Chevrolet
Gray-Do rt

Dodge
Maxwell
Overland
Overland
Allen
Essex
Hupmobile

490
B.C.

Four
Knight

O

22.5 $10.00 $13.00
20.6 10.00 13.00

10.00
10.00
10.00
10.00

10.00
10.00
10.00
10.00
10.00

20.6
19.6

24.0
21.0
18.2

,21.0

19.6
18.2

16.9

13.00
13.00
13.00
13.00
13.00
13.00
13.00
13.00
13.00

McLaughlin Small
Oldsmobile
Reo
Studebaker Little
Cleveland
Liberty

McLaughlin 6-45 6
Nash 6
Franklin 6
Scripps-Booth 8
Studebaker Special. 6
Chalmers 6
Chandler 6
Columbia 6
Haynes 6
Hudson Super 6
Lexington 6
Paige 6
Winton 6

Cadillac
Oldsmobile
Studebaker
Peerless
Standard

Pierce-Arrow
Pierce-Arrow
Cole
Packard

Big

38
48

12

6
8

12

18.2

18.2

24.3
23.4
21.6
23.4

27.2

25.3

25.3
24.6
29.4

25.3

29.4
25.3

29.4
29.4

25.3

29.4

33.7

31.2
26.4

36.0
33.8

33.8

38.4
48.6

39.2
43.2

10.00
10.00
10.00
10.00
10.00
10.00

15.00
15.00

15.00
10.00
15.00
15.00
15.00
15.00

15.00
15.00
15.00
15.00
15.00

15.00
15.00
25.00
15.00
15.00

25.00
25.00
25.00
25.00

15.00
15.00
15.00
15.00
15.00
15.00

20.00
20.00
20.00
20.00
20.00
20.00
20.00
20.00
20.00
20.00
20.00
20.00
20.00

25.00
25.00
30.00
25.00
25.00

30.00
30.00
35.00
35.00
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HOW AUTO PRICES ARE AFFECT-
ING THE WEST

Continued from page 15

is by no means thirty per cent. here.

Moreover, it may not apply on the
surplus lines already carried. But
suppose it does. There is duty, freight,
sales tax, all to go on the self-driven
vehicle, from the time it leaves the as-
sembly floor till it hits the country
road. The customer wonders who is

making all the money. Somiebody
profiteering he immediately concludes,
having heard and read so much about
profiteering that he counts on it as his
first weapon of defence, or oflfence as
the case may be. But it must be re-
membered that about sixty per cent,
addition to the factory price is un-
avoidable, and profits no one engaged in
the disposition of the car.

"I just figured the other day," said
the agent, "that the Government gets
$130 more out of one of our cars than
the^ manufacturer, wholesaler and my-
self put together."

When this vast addition to the orig-
inal price of the car is tacked on the
matter of a fluctuation, though still a
factor, is lessened considerably. Auto
men claim that the automobile is not
a luxury and that the tax is therefore
not entirely just. Be that as it may,
the tax is there, and every man who
buys a car is paying in much of the
fruits of his toil to the federal treasury.

One thing that would make about a
thirty per cent, diff-erence in auto
busmess here and throughout the
prairie west is the adjustment of the
disparity which exists between the
standard wagon width and the width
of sleighs. iVIovements have been
started in Saskatoon and elsewhere to
standardize the width of winter and
summer vehicles, thus making both
wheel and runner traffic possible dur-
ing the cold months. These movements,
sad to say, have been well meant, but
for some reason all have collapsed. At
the same time their logic cannot be den-
ied. Snow lies on the ground from four
to five months and during that time to
negotiate a car on the average country
i-oad is approximately impossible. Cre-
dit must theiefore be given the Board
of Trade and other organizations that
have backed, even if only temporarily,
a campaign for vehicular readjust-
ment.

Faith in Future

It appears, on the face of it, a
rather complicated business, this auto-
mobile element, yet it is regulated by
the law of demand. Dealers are gen-
erally reticent; they are unwilling, as a
rule, to voice their inner convictions
at the present, when the following day
might develop a direct opposite to the
analysis of to-day. But the majority
of them appear to be hopeful, to have
genuine faith in the near future. The
present is such a battered period that
the drop in prices has been almost a
setback. The fact that some cars have
been reduced in price, while others are
not, has helped to raise doubt in the
minds of the prospective buyers.

It is impossible to say exactly what
would have been the eflFect of dropping
prices had other things been equal.
Many claim the sales curve would im-
mediately have been upward. Second-
hand dealers granting that say their
business would have swelled in pro-
portion. Had the price reductions come
in the spring they would have been
followed by a considerable boom. As
it is, had the war-time prices of wheat
held, cars would have moved faster
this fall. It will be interesting to see
what principles the dealers apply to
turn the trick, for there are no spent
forces in this business.
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Every Owner a Booster
Wherever the Gray Tractor has been used, it is well

spoken of.

It has an enviable reputation for perfect work and long
service, that has been well earned by its consistent per-
formance.

Following are some of the points of excellence that account for the
satisfaction of all users of the Gray Tractor

:

The Wide Drive Drum is a great
asset. It crushes weeds and all

trash flat ahead of the plows. It

distributes the weight and assures
perfect traction, even under unusual
conditions.

Other features are — the direct
drive, no bevel gears, no differen-
tial, straight spur gear transmis-

sion with shafts running on Hyatt
roller bearings, three point suspen-
sion frame, dust-proof construction
with all working parts enclosed,

running in an oil bath. The four-
cylinder Waukesha motor is built

for heavy work, and the equipment
for lubrication, cooling and igni-

tion are chosen for their individual
excellence.

Now is the time to get full particulars and make a thorough
investigation of the Gray. Full details sent upon request.

Gray Tractor Co. of Canada Limited
307-9 Electric Railway Chambers, Wirtnipeg

Western Distributors:

Morton & Lief Co., Ltd., C. Waring & Co., The Tractor Co., Ltd.,,

Calgary. Alta. Moose Jaw, Sask. Saskatoon, Sask.

AUTOMOBILE
SPRINGS

The Guelph Spring and
Axle Co.

Guelph - Ontario

Manufacture

AUTO SPRINGS
ALL KINDS
HIGHEST QUALITY

PATENT FOR SALE
I. E. Talun. titular to Canadian Patent No. 202053.
dated July 20th, 1920, relating to a clamp as used in
connection with automobile and truck anti-skid chains,
wishes to dispose of his full rights and privileges in
Canada. For further particulars, apply to

ADRIAN A. ST. LAURENT, I. E., Patent Broker,
75 Stewart St., Ottawa.

Keeping Tab on Conditions
During the unsettled conditions of to-day it is necessary to

watch the markets and the trade news very carefully.

An order for Press Clippings will hring to your desk each
day the particular news you want, culled from the news-
papers of Canada. You are kept posted right up to the
minute and there is no better time than the present to make
use of our service.

SUBSCRIBE TO-DAY

Canadian Press Clipping Service
143-153 University Ave., Toronto
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National Motor Show
of Eastern Canada

Held in the

"MOTORDROME"

AS THE

-1921-

Montreal Motor Show
January 22nd to 29th,

inclusive

Under the Auspices of

The

Montreal Automobile Trade

Association, Limited
MOTORDROME BUILDING

TEL. EAST 2566

228 Sherbrooke Street East

MONTREAL
VICTOR LEVESQUE

Show Manager
ADELSTAN LEVESQUE

Active Secretary

The Biggest and Best Auto
mobile and Accessory

Show Ever Held
in Canada.

Dairy and Household
Supplies

LIGHTING PLANTS AND POWER
WASHERS

By G. R. DONALDSON
npHE dictionary defines the word

"specialty" as sometiiing' not com-
monly bought and used, and a "staple"'
as "an article of absolute necessity.'
In other words, specialties have to be
sold. Staples are bought.

In exactly the same way that the
typewriter, the sewing machine, the
automobile, and other specialties of a
few years ago are practically staple
articles of commerce to-day, the farm
lighting outfit is fast becoming a
staple article of equipment on Canadian
farms. In making it so dealers are
(pffered a wonderful opportunity.
The typewriter and sewing machine

having passed through the initial

stages of development proves that
their greatest value to dealers comes
after they are developed, although the
proportionate profits on each sale are
reduced. But to a lew dealers who
do the missionary work while the
specialty is first being merchandized
goes the largest profit on each sale in

return for his salesmanship.
There are a million and a half homes

in Canada. Six hundred thousand of
these are equipped with electricity. The
remaining nine hundred thousand offer

the manufacturers of Canada much too
extensive a buying field for the number
of really active dealers who understand
the possibilities.

Every home that is not now equip-
ped with electricity can be equipped
with a farm lighting outht. It only
waits for dealers to make an intelli-

gent sales effort and this specialty will

become eventually a "staple" for every
farm. The dealer with vision is the
one who is cashing in on the demand
already created by manufacturers' ad-
vertising and filling this demand with
profit to themselves.
The electric clothes washer is a very

recent development. In a very few-

years it has pushed itself forward until

it is now the recognized leader of elec-

tric household appliances. It has gained
tliis place because the women of to-

day and particularly the women on the
farm realize that a life of household
slavery is not necessary. Electricity
can relieve them of the drudgery that
has taken so much out of the lives of
Canadian women up to this time.
Washing is acknowledged to be the
worst enemy to home happiness, its

back-breaking strain, the littered,

water-covered floor, the steam-filled
kitchen are eliminated by the use of
an electric clothes washer.
The farm lighting outfit was so

named because the lighting of a home
was at that time considered the great-
est work that electricity could do. As
a matter of fact, there are many other
uses for electricity that are of even
greater importance to the farmer and
his wife.

Dealers must realize the work
that electricity can be made to do for
the farmer's wife and use this as their
main selling argument.

Free the farmer's wife from churn-
ing, from pumping water, from the
daily cleaning of lamps and lanterns,
and more important than all of these,
from the drudgery of keeping her
family supplied with clean linen, and
a dealer goes a long way in reaping
the generous profits allowed by the
manufacturers in the introduction of
these farm lighting outfits.

SWEDISH SEPARATOR COMPANY
/COMMENCING only a year ago with^ operations principally in the Prov-
ince of Ontario the Swedish Separator
Company has built up a very success-
ful separator organization.

The Montreal office now handles in

addition to all Eastern Canada, the
States of New York, Maine, Massa-
chusetts, New Hampshire, Vermont,
Connecticut and Rhode Island, and re-
ports a very successful business from
each province and state during the first

year's operation.
The Viking cream separator, chief

product of this company, has been sold
in Canada for ten years, but previous
to this last year had been sold through
jobbers. The first Viking separators
sold in this country, while crude in
design and plainly gotten up, are still

in use to-day, giving the user the best
of satisfaction and service.

It is reported that the company in-
tends increasing their sales force ma-
terially during the coming year, and
undoubtedly will make itself felt in
the separator trade.

PERFECTION LIGHTING PLANT
'l^HE Perfection Model Sar 1 K. W.

electric lighting plant, manufac-
tured by the Perfection Storage Bat-
tery Co., Chicago, is a compact, pow-
erful, and smooth-running unit. The
engine develops 4 horse-power and is

cooled with a radiator and sirocco fan.
The makers claim that this plant will
carry 70 16-ounce power lights from
the generator indefinitely. The plant
is designed to operate, if desired, a cream
separator or milking machine or any-
other heavy power-consuming device
without overloading. Many of the
parts used in construction are Ford
parts.

The engine is of the four-cycle,
water-cooled "L" type, developing
four-brake horse-power at the pulley.
The cylinder is .3%-in. bore by 4-in.
stroke. The crankshaft is of drop-

Perfection Electric Light Plant

forged steel 1%-in. x 3-in. New De-
parture ball bearings are used on the
crank shaft and at the generator end.
liUbrication is provided by the constant
level splash oiling system. The gen-
erator is a 1,500 watts, 1,150 r.p.m.
normal speed, ball bearing, guaranteed
by the makers against defective work-
manship and material for one year. The
generator is connected directly to the
crankshaft, thus eliminating belt
losses.

The switchboard is bolted to the
top of the generator. The board is

made of slate and equipped with a zero
centre ammeter registering charge and
discharge of battery; an automatic
cut-in and cut-out switch for gener-
ator circuit; automatic stop relay to
stop the engine when the battery is

fully charged, or being charged at a
high injurious rate; combination en-
gine cranking and ignition switch;
generator and light fuses.

r
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"When I sell a De Laval

I have made a friend —W. G. Stewart

(Extract from letter)

"Since holding the De Laval Agency Contract I have found the De
Laval Separators very easy to sell, as I find that most of the prospective

buyers are disposed in their favor when I canvass them. In fact, some
prospective buyers have come into my store ready to buy 'that De
Laval Separator' I wrote to them about.

"This show s that the follow-up system works well and many times

has the sale all ready to close when the agent meets the prospect. The
Users' Signs, too, do their work and help very much to increase sales.

"I find the De Laval Agency both profitable and pleasant

work, as when I have made a sale I have made a friend."

W. G. STEWART,
Hagersville, Ont.

There is no better time than right now to send in an
application for a De Laval contract. There is more
profitable cream separator business with the De
Laval than with any other separator.

THE DE LAVAL COMPANY, LTD.
MONTREAL PETERBORO WINNIPEG VANCOUVER

50,000 Branches and Local Agencies the World Over
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This directory wiU help you with your buying and your planning. The advertisers listed here are thoroughly reUable and leaders in.their respective fields. They are looking for Uve, wide-awake representatives. Study their advertisements cirefully becluse they cont^^valuable information which will dovetail with your plans. We are glad to go to the trouble of arranging this list-to make it eS?for you to select new lines. If it so happens that what you want is not here, write us, and we will tell |ou wl«?e to get i?
^

ACCESSORIES
Montreal Motor Show, Montreal, Que.
Canadian General Electric Co., Toronto.
Canadian Car & Foundry Co., Mont-

real, Que.
Guelph Spring & Axle Co., Guelph.
Apollo Plug Mfg. Co., Birmingham, Eng.
R. F. Sedgeley, Inc., Philadelphia, Pa
McCord Mfg. Co., Walkervilla. Ont.
The Canadian Raybestos Co., Peter-
borough, Out.

Aikenhead Hardware Co., Toronto.
Lamontagne, Ltd., Montreal.
Perfex Radiator Co., Racine, Wis.

AUTOMOBILE BUMPERS

AUTOMOBILE CHAINS

AUTOMOBILE JACKS

AUTOMOBILE MIRRORS

BARN EQUIPMENT

BEAN MACHINERY
John Deere Mfg. Co., Welland, Ont

BEET MACHINERY
InteTTiational Harvester Co., of CanLtd., Hamilton, Ont -

John Deere Mfg. Co., Welland, Ont.

BEARINGS

BINDERS

''paS^'nt'' I^"-. Smiths

'"S.iirito"„!rt!"

BELTING

BREAK LINING

''\lr^:XZt.^''''''^^ Peter-

BATTERIES

CARRUGES
Cockshutt Plow Co.. Brantford. Ont.

CREAM SEPARATORS

J^V-tL^aVi^Jvefter^r-
^ Ltd Hamilton. Ont ° '

R. A. Lister Co. (Canada), Ltd.. Toronto
CEMENT MIXERS

CASTINGS

CORN HARVESTERS

Ltd., Hamilton. Ont. '

CORN MACHINERY
Inteniational Harvester Co., of CanLtd., Hamilton, OntJohn Deere Mfg. Co.. Welland, Ont.

CULTIVATORS

Falfs%'nt
^""'^ Smiths

In teniational Harvester Co.. of CanLtd.. Hamilton, Ont. '

CUTTERS
Butterfield & Co.. Inc., Rock Island, Q.

DAIRY SUPPLIES
Inteniational Harvester Co.. of CanLtd Hamilton, Ont. "
K. A. Lister Co. (Canada), Ltd TorontoDeLaval Dairy Supply Co.. Pet'erboro

DIES
Butterfield & Co.. Inc., Rock Island. Q.

DISCS

DITXIHING MACHINES

DRILLS. TWIST
Butterfield & Co., Inc., Rock Island, Q.

DRILLS, GRAIN
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls. Ont.

ELECTRICAL EQUIPMENT
Can. General Electric Co., Ltd., Toronto.

ENGINES
Gilson Mfg. Co., Ltd., Guelph, Ont
International Harvester Co., of Can

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.

^ ,f * ^""'^ Co., Ltd., Smiths
rails, Ont.

R. A. Lister Co. (Canada), Ltd., Toronto
Rapid Tool & Machine Co., Lachine

Que. '

ENSILAGE CUTTERS
Gilson Mfg. Co., Guelph, Ont.
Inteniational Harvester Co., of Can

Ltd., Hamilton, Ont.

FEEDERS
John Deere Mfg. Co., Welland. Ont.

FARM MACHINERY
Cockshutt Plow Co., Brantford, OntJohn Deere Mfg. Co., Welland, Ont'
InterTiational Harvester Co., of Can

Ltd., Hamilton, Ort.

^Falfs'^Ont*
^'"'^^^

R. A. Lister Co. (Canada), Ltd., Toronto
Gilson Engine Co., Guelph. Ont.

FEED CUTTERS
Gilson Engine Co., Guelph, Ont.

GREASE CUPS

GRINDSTONES
S. Vessot & Co., Joliette, P.Q.

GRINDERS
Inteniational Harvester Co., of Can

Ltd., Hamilton, Ont

S v;,^i't** r
(C^J^^da), Ltd.. Toronto

Vessot & Co.. Joliette, P QGilson Engine Co., Guelph, Ont.

HARROWS
Cockshutt Plow Co., Brantford, Ont
International Harvester Co., of Can

Ltd., Hamilton, Ont.
John Deere Mfg. Co.. Welland, Ont.

Fa,K°Ont*
'

HAY LOADERS
International Harvester Co., of Can

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.

Fa,fs%'nt*
""^'"^

-
^"

-
S-ths

HARDWARE
Aikenhead Hardware Co., Toronto.

HAY RAKES
John Deere Mfg. Co., Welland, Ont.

if'"'*!,*
* Wood Co.. Ltd., Smiths

I'alls, Ont.

HAY CARRIERS

HAY PRESSES
Birdsell Mfg. Co., Toronto.
International Harvester Co., of Can

Ltd.. Hamilton, Ont.

HULLERS (Clover)

Birdsell Mfg. Co., Toronto.

LIGHTNING SYSTEMS
R. A. Lister Co. (Canada), Ltd., Toronto
Gilson Engine Co., Guelph, Ont.

LIME AND FERTILIZER SOWERS
John Deere Mfg. Co., Welland, Ont.

LUBRICANTS
Spedolene Refining & Mfg. Co., Mont-

real.

MACHINE TOOLS

MANURE CARRIERS

MANURE SPREADERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.
Gilson Engine Co., Guelph, Ont.

MARINE FITTINGS
Northern Electric Co., Ltd., Montreal.

MOWERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can.,

Ltd., Hamilton, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

MOTOR HORNS (Electric)

Apollo Mfg. Co., Birmingham, Eng.

MILKING MACHINES
R. A. Lister Co. (Canada). Ltd., Toronto

MILLING CUTTERS
Butterfield & Co., Inc., Rock Island, Q.

OILS

PISTON RINGS
Lamontagne Ltd., Montreal, Que.

PLOWS
Cockshutt Plow Co., Brantford, Ont.
John Deere Mfg. Co., Welland, Ont.

•"i^ ^Y""^^ * W<"»<^ Co., Ltd., Smiths
Falls, Ont.

International Harvester Co., of Can
Ltd., Hamilton, Ont.

'

POLICE AND FIRE ALARM EQUIPMENT

POWER AND LIGHT EQUIPMENT
R. A. Lister Co. of Canada, Ltd..
Toronto.

POWER MACHINERY
John Deere Mfg. Co., Welland, Ont.
International Harvester Co.. of Can

Ltd., Hamilton, Ont.
'

Gilson Engine Co., Guelph, Ont.

POWER SWITCHBOARDS

POTATO MACHINERY
John Deere Mfg. Co., Welland. Ont.
Cockshutt Plow Co.. Brantford, Ont.

PULVERIZERS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can

Ltd., Hamilton, Ont.
''

PULPERS
Cockshutt Plow Co., Brantford, Ont.

RAKES
International Harvester Co., of Can.

Ltd., Hamilton, Ont.
'

The Frost & Wood Co., Ltd., Smiths
Falls, Ont.

REAPERS
International Harvester Co., of Can..

Ltd., Hamilton, Ont.
The Frost & Wood Co., Ltd., Smiths

Falls, Ont.

REAMERS
Butterfield & Co., Inc., Rock Island, Q.

ROLLERS
Cockshutt Plow Co., Brantford, Ont.

ROLLER BEARINGS
SAW MILL OUTFITS
SCUFFLERS
Cockshutt Plow Co., Brantford, Ont.
Inteimational Harvester Co., of Can.,

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.

SCALES

SCREW PLATES
Butterfield & Co., Inc., Rock Island, Q.

STABLE EQUIPMENT
SILOS

Gilson Mfg. Co., Guelph, Ont.

SLEIGHS
Cockshutt Plow Co., Brantford, Ont.
International Harvester Co., of Can

Ltd., Hamilton, Ont.

SILO FILLERS
Gilson Mfg. Co., Guelph, Ont.
International Harvester Co., of Can

Ltd., Hamilton, Ont.

SOCKET WRENCHES
R. F. Sedgley, Inc., Philadelphia, Pa.

SEPARATORS (CREAM)
R. A. Lister Co., Toronto.

SPREADERS, MANURE
Cockshutt Plow Co., Brantford, Ont
John Deere Mfg. Co., Welland, Ont.
International Harvester Co., of Can

Ltd., Hamilton, Ont.
Gilson Mfg. Co., Guelph, Ont.

SPARK PLUGS
Machine & Stamping Co., Toronto
Champion Spark Plug Co., Windsor, 0.
Apollo Plug Mfg. Co., Birmingham, Eng.
Can. General Electric Co., Ltd., Toronto.

SPARK PLUG CLEANERS
Champion Spark Plug Co.. Windsor, 0.

STAMPINGS

TELEPHONE APPARATUS
TRACTORS

R. A. Lister Co. (Canr.da), Ltd., Toronto
Gilson Mfg. Co., Guelph, Ont.
Gray Tractor Co. of Canada, Ltd.,
Winnipeg, Man.

International Harvester Co., of Can
Ltd., Hamilton, Ont.

J. I. Case Threshing Machine Co., Inc.
Racine, Wis.

The Turner Mfg. Co., Port Washine-
ton. Wis.

TRACTOR PLOWS
Cockshutt Plow C., Brantford, Ont.
International Harvester Co., of Can.

Ltd., Hamilton, Ont.
John Deere Mfg. Co., Welland, Ont.

TOOLS
Rapid Tool & Machine Co., Lachine
Que. '

'

THRESHERS
Can. Fairtanks-Morse Co., Ltd., Mont-

real.

International Harvester Co., of Can.,
Ltd., Hamilton, Ont.

J. L Case Threshing Machine Co., Inc.,
Racine, Wis.

R. A. Lister Co. (Canada), Ltd., Toronto
Gilson Mfg. Co., Guelph, Ont.

THREAD CUTTING TAPS
Butterfield & Co., Inc., Rock Island. Q.

TWIST DRILLS
Butterfield & Co.. Inc.. Rock Island, Q.

TRUCKS
Eastern Canada Motor Truck Co.. Ltd..

Hull. P.Q.
International Harvester Co., of Can..

Ltd., Hamilton, Ont.

WHEELBARROWS
Cockshutt Plow Co.. Brantford, Ont.

WAGONS
Cockshutt Plow Co.. Brantford, Ont.
International Harvester Co., of Can.

Ltd., Hamilton, Ont.

WATER BOWLS
WEEDERS
Cockshutt Plow Co., Brantford, Ont.

SEEDERS WIRES AND CABLES
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Let's have a real, genuine,

old-time Merry Christmas.
Let's put the panic howl-

ers and depression pessi-

mists to route with courage

and optimism and "pep."

Believe there is no depres-

sion ! Act as though there

were none ! And you'll

find there is none.

Drills
Taps,

Dies,

Reamers
and MILLING CUTTERS

Every month is Christmas month to the
Garage and Repair Man who invariably
does good work.

Wise men bearing gifts of work well paid
for are only too pleased to pay tribute to him
who backs up his mechanical genius with
the best tools he can buy.

When selecting cutting tools, it is well to

remember the high quaHty and honesty that

have earned for Butterfield Tools the title,

The Tools You Buy Again'^^

TORONTO
OFFICE:

220 King St. W.

BUTTERFIELD & COMPANY, Division
UNION TWIST DRILL CO.

Rock Island - - Quebec
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Making a Football of the Hydro
CAN farmers hope to get Hydro power to their

farms within a reasonable time?
This is a pertinent question. It must be an-

swered soon for the farmers are getting- tired of
waiting for better lighted homes and farm conven-
iences.

The Hydro cannot blame anj'one else for the delay
or for misrepresentation. They have the whole au-
thority to go ahead. Definite frank statements should
be made that tell the actual situation regarding farm-
power possibilities.

Hundreds of farmers have had their houses wired
for months waiting for the juice. Are they going to
get it? What price will they have to pay for it?
Hydro power is the correct

thing for us if it can function.
If Hydro comes by the farm
then one should have the Hydro
installed and so help out the
whole scheme. Our Hydro
power and light will pay any
farmer to instal, because it is

what we are all wanting on the
farms. Once used electricity
will stay.

But what about the 180,000
farmers in Ontario who, as yet,
have not the power?
On behalf of these farmers

we rise up and ask this, a per-
tinent question. What is the
future outlook for power on
these farms?

Surely this is a real ques-
tion. Can we not answer it

without being placarded by
certain party politicians as un-
friendly to the Hydro and a
servant of the big interests?

Disloyal indeed! Party poli-
ticians are trailing the word
Hydro in the dust. They wear
it in their lapels and on their
windshields. They hide them-
selves in the folds of its ban-
ners as many a convincing politician has used the old
Union Jack.

Hydro is essentially a fine idea. To deliver power
to the people at cost is something for which all sens-
ible ratepayers are asking. Drury believes the people
should be furnished power from our wonderful water
resources at cost. He has aided Hydro developmentm so many ways since he came into power. He i'^

pledged to support it by seeing that it is carried out
emciently.

Drury is a better friend to the whole system
public ownership than are many of the satellites
the system itself, who are in it for the living thev get
from it.

» J 6

Drury has saved the system from being overloaded
with unprofitable ventures and time will reveal that
he has been right.

But what about power for the farmers? Party
politicians are saying that the next sitting of the
legislature is going to put Hydro clearly up to the
Government. In other words, they can tnithfully
say these politicians are going to make Hydro a poli-
tical football for their own little off-side game
Drury's stand will be unassailable, we trust, if he
follows the line of his declared policy.

One thing that will come out will be the better
answer to our question, when are the farmers to get
this power?

Time and time again Farmers' Magazine, without
any thought of politics, has urged upon farmers
folly of waiting for Hydro except where they are
direct touch with a projected Hydro line that is
ready moving in the construction of a line. And that
position Farmers' Magazine reiterates for it does not
look for a plentitude of power in this Province for
some time, so that farmers will be able to hitch up to
the lines to satisfy their needs.

Industrial demands are heavy. Manufacturers are
also short of power. And power to big centres costs
less to deliver and the revenue is greater. Therefore
it is but natural to suppose that the Commission will
sell their power to these users first in order to make
a good shovdng. On just such lines do the local poli-
ticians in the big consuming cities feed their electors
about municipal voting day. In the recent contest in

By F. M. CHAPMAN
EDITOR F F A R M E R S ' M A G A Z I N E "

North East Toronto, Major Lewis, the successful can-
didate, had Hydro pinned on to his party nam'?, and
the Toronto dailies stood for the issue without to
much as putting up the real question. As Col. Maclean
says, "What about the power shortage?" should have
been the unclouded issue.

The power shortage is well told of in The Financial
Post, by Col. .J. B. Maclean, whose sense of justice to
all people nobody can impugn. He says:

The competition between the horse and the tractor is luir^l. . ncui,—
to have special advantages for some years to come. The illustrationperforming a work which the horse could not do. The tractor is rapidly

pensahle on the modern farm.

"The power shortage becomes more and more
acute. Manufacturers throughout the Hydro-Electric
belt are suffering losses entailing millions. Thousands
of workers are left idle without notice, either to lose
wages or collect their pay without earning- it. The
situation is becoming almost unbearable.

"The Hydro have not only fallen down themselves,
but in their efforts to injure private ownership they
forced the private companies to close down machin-
ery, discharge workers, and let water run to waste
over Niagara Falls.

"Notwithstanding all thtse handicaps, the private
companies are able tp keep then- customers fully
supplied. In Quebec, under private ownership, com-
petent management has planned ahead and has ample
pov/er at much lower cost than Ontario.

of

of

the

in

al-

"The present predicament is not due to the failure
to complete the Chippawa project so much as the
fact that by promise and on contract Sir Adam Beck
has made himself responsible for a servica which he
cannot give. Manufacturers have installed equip-
ment on the strength of his assurances and machines
stand idle; citizens have built homes on promises of
light and they are in darkness; householders have
installed appliances sold by the Hydro and they are
told they cannot use them. This situation is not dua
to a shortage of power. It is due to the
actual fact that Hydro has sold and promised thous-
ands of horsepower which it cannot deliver and which
Sir Adam Beck must have known he could not deliver.

"We have in Premier Drury a
man with brains, common-sense
and courage, who refuses to be
bluffed by the propagandists or
awed by corporations. He at
once took steps to permit the
water that had been running to
waste for months to be turned
on and the idle machinery of the
private companies to be used.

"Now comes Beck—who all

along has insisted that this
water should be wasted, rather
than allow the private com-
panies to use it—with a demand
that it be given to him rather
than supplied direct to the
manufacturers who are short of
nower. It is hardly likely the
Government will permit such an
outrage on the private invest-
or.

"If Sir William Mackenzie

—

and men like him—can get into
his head that his attitude to-

wards the public is about 25
years behind the times, and if

the Premier will insist upon
fair play to men and women
who take great risks and put

their money and work into electric and other indus-
tries, this province will grow tremendously—as
Quebec is growing—in the next decade."

So the rural question will not down. When will
we get power for our farms?

It does not look to be possible for a long time. In
the meantime the Hydro men should stop their agents
fiom making such deceptive promises to farmers on
the concessions. They misrepresent two things—the
cose of Hydro when they do get it, and secondly the
tinie when it will come.

It stands to reason that farmers in our thinly
settled townships will not pay the price to get the
current. A single service station to serve a district of
fifteen miles square will cost $1.5,000. Then you have
the pole lines and wiring. This will produce an over-
head charge annually that will be almost impossible
unless all farmers use the line. For that reason, we
have advised farmers to instal their own electric
plants, if they can get it reasonably done, and can use
gasoline power from a tractor or stationary engine
for their heavy power needs. The overhead will com-
pare favorably with the Hydro if the sellers of the.se
outfits do not charge more than they should. More-
over no tree across a long distance line will put their
faims in darkness. From any standpoint many farm-
ers prefer to own their own plant in their own cellar.
Farmers two miles away from a projected Hydro line
are foolish to sit in darkness until the light from
Niagara shines.

I ii V iil c i):it inu
shows a tractor
hecoming indis-

THE FORD LEADS THE WAY
Fine I But it isn't every vehicle that can make as short

a turn as a Henry!
—Spencer in Omaha "World-Herald."

New Lauson Catalogue
A MOST attractive catalogue has just been issued

by the John Lauson Mfg. Co., New Holstein,
Wis. It contains general information regarding the
application of power to the farm and the different

operations which the tractor is suited to perform.
The last part of the catalog is devoted to the me-
chanical features of the Lauson 15-.30 tractor.

The booklet is SVz x 11 in. size, and has about 18
pages of attractively illustrated reading matter, which
is easily read.
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Inthe Smugglers'Den
An Intimate and Dramatic Story of Boot-Leggers and the Activities of

Rev. J. O. L. Spracklin of the Border Cities.

MR. CHARLES CHRISTOPHER JENKINS, the writer of this story, arrived in Windsor a few hours
before Trumble was shot by the Rev. J. O. L. Spracklin; and during the next few days among the

experiences which befell MacLean's Magazine special representative was one of particularly

dramatic and timely interest—a few hours spent within the lair of one of the smugglers' "Master Minds."
This graphic story from Mr. Jenkins' pen will enable you to get a real grip of what this all means, par-

ticularly from the side of those who are beyond the pale of the law.

The Story is illustrated by some exclusive and timely photographs showing the chief actors
and various resorts within the sphere of their activities.

December 1st Issue of MACLEAN'S Brimful
of Fascinating Reading

"AUTOBIOGRAPHY OF MRS. ASQUITH"
Wife oi the former Prime Minister of Great Britain.

One of the strongest and most interesting stories Mrs. Asquith
tells in her extraordinary reminiscences.

"THE CITY OF PERIL"
By Arthur Stringer.

Four more pages of this gripping, enthralling, melodramatic
story, of Bolshevistic adventure in New York.

"JEFF HEARS THE CALL"
By C. W. Stephens.

The story of a fight with forest fire, of rescue by the air

route from a horrible death by flames.

"LINKING TWO INLAND SEAS"
By J. L. Rutledge.

Here you have the account of the struggles which led to the

construction of one of Canada's greatest transportation links.

"THE TEST"
By Harry C. Douglas.

This is a charming little short story with a surprising con-

clusion.

"THE DRAMA OF OUR GREAT FORESTS"
By Arthur Heming.

The second instalment of this gripping serial is entitled
"Oo-Koo-Hoo's Eldorado." On the cover will be another
Heming picture.

"FLIRTING WITH OUIJA"
By Col. George H. Ham.

The genial George's adventures in the mystic, with necro-
mancers and hynotists.

"LEAVES OF KACHUBOONG"
By Madge Macbeth.

An intriguing detective story by the well-known Canadian
authoress, who has specialized in depicting criminal types.

"FIRST ROW, ORCHESTRA"
By Leslie G. Barnard.

In this you have the catchy story of a small town girl who
became a big town actress.

"OUR GOLDEN FLOOD ROARS EAST"
By Nicholas North.

The story of how our grain is graded; the difficulties in

marketing 275,000,000 bushels of wheat.

Review of Reviews
Some of the subjects treated in our reviews in December 1st issue include:

Fiume Under d'Annunzio. The Russian Intelligence—Leo Pasvolsky.
The War Spirit in the World—Sisley Huddleston. Simple Solution of the Labor Problem.
Russia in the Shadow—H. G. Wells. Letting the Prisoners Govern Themselves—Frank Tannenbaum
Benedict XV, Royal Diplomat. German Universities Hard Up—Allen W. Porterfield.

The Irresistible Thing—Sir Gilbert Parker. The New Search for Oldest Man—Roy C. Andrews.

Secure Your Copy Early— The Supply is Limited

'^^^ Over 80,000 Canadian Families Buy

MACLEANS
1 1 "CANADA'S NATIONAL MAGAZINE ^

DECEMBER 1st ISSUE ^Lfiw. 20c
A TRIAL 6 MONTHS FOR $1.50

MACLEAN'S sells for $3.00 a year—should be more. We want you to get
acquainted with MACLEAN'S, for we know that after we once introduce
you to "Canada's National Magazine" you two are going to ibe friends for
life. So, to make you known to each other, we will accept your subscription
now for only six months to start off with. In other words, we want you to
"try out" MACLEAN'S and see for yourself just how good it is! Don't
miss this unusual opportunity. Simply sign the coupon, pin a postal note
to it, and mail it to us

TO-DAY

Tear off here and mail.

The MacLean Publishing Company,
Dept. M.T.I., 143 University Ave., Toronto, Ontario.

I accept your offer. I am enclosing $1.50 to pay for MACLEAN'S
MAGAZINE for six full months. Please start me off with the January
issue.

Name

Address
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APOLLO
No. 1

Super
Mica
Plug

BRASS SPARK PLUGS
—Are Sure and Satisfactory Sellers

You're on a good thing when you handle APOLLO PLUGS—they repre-

sent the highest standard of British plug manufacture, are fully tested to

ensure maximum efficiency and are guaranteed to give complete satisfac-

tion.

With the APOLLO range of plugs you can promptly meet every plug re-

quest-^there are models for every type of Car, Motor Truck and Tractor
engine—and every plug carries a GOOD PROFIT for YOU.

Super Mica Plug is specially designed for high-
speed, high-compression engines. It is un-
affected by excessive heat and of exceptional
durability—a plug that gives a quick start and
adds power to the Engine. Retail i

price $1.25

Porcelain Plug is specially designed for the
FORD engine. It has Solid Brass body, i^-in.

gas thread, is clean to handle, will not rust, fits

the special FORD spanner, is insulated with fin-

est porcelain and is detachable for
cleansing. Retails at 90c

Get on to the APOLLO PLUG proposition and you'll do big business in selling plugs. We can give
prompt shipment of all models and supply you with posters, showcards and advertising literature.

Write us for trade terms and full particulars of our models.

APOLLO PLUG MFG. CO.
Canadian Head Office:

135 King St. West, Toronto. Factory: Birmingham, Eng

Plugs for

APOLLO
Special

all engines

Overtime
Tractor
Plug

APpLLO
L.(fB.
Special

FC RD
Phlg

I

)


	canautotrade1920macl.pdf

