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The Farmers’ Supply Co. Ltd.

BIG NEW CATALOG
It’s juit off the prees and Is crammed full of money-saving 

^ bargains at prices that guarantee you a saving of 25 to 60 per
>cent. You will find a complete line of FURNITURE, STOVES,
^ HEATERS, CLOTHING, GROCERIES, HARDWARE and numerous 

other articles for the Home and Farm. Every article listed Is GUARAN 
TEED to give entire satisfaction, or your money will be immediately 

refunded, together with all freight charges. We will send you this BIG 
CATALOG FREE on receipt of your name and address. It will be the means of 
saving you considerable on your purchases, besides giving you merchandise ol 
QUALITY that Is only obtainable at our store.

»» DOMESTIC MONARCH
WELLS VILLE STEEL RANGE 

A in V"A Complete wilh Thermometer, High 
\4X SI I Closet and Reservoir. Ilurns Wood or 
eptOeUV Coa, THIRTY DAYS’ FREE TRIAL.

All our ranges are sold on these terras, you 
can test them in every possible way, and 
if they are not entirely satisfactory your 
money will be immediately returned with 

all freight charges. 
i The Domestic Monarch Range 
_is the highest grade steel range, 
made. The body is of extra 
heavy steel, lined with asbestos. 
Fire box is large and well ventilated, 
ensuring a perfect baking oven 
High Closet and Body are elabor­
ately nickeled and perfect in every 

degree. Don’t be persuaded to pay 
$ti.i to $100 for a range when you can 
procure our Domestic Monarch at less 
than half, and equally us good as any

---------- range offered regardless of price or make.
Send us your order and see for yourself; our guarantee protects you. We show 
a full line of stoves and ranges from $9.50 to $50 00 in our large catalog. 
Domestic Monsrrh, S-IK, complete A Q FA Domestic Monsrrh, 9-20, complete FA HK 
with Reservoir snd High Closet...... QO.O» with Reservoir and High Closet.....

m

THE FARMERS’ SUPPLY CO. LIMITED
Dept. GG, 175-179 BANNATYNE AVE., WINNIPEG, MAN.

NUMBER ONE HARD WHEAT
Is worth more than lower grades. It is the same with Washing Machines. 
Others may be honestly constructed, but the

I.X.L. VACUUM WASHER : PRICE $3.50
washes in the new way, and is the original and best designed vacuum washer 

on the market. It does not depend on moving parts to 
do its work, «■<! therefore has nothing to get out of order. 
NO NEED TO PUT YOUR HANDS IN THE WATER 
Yet a tub of clothes can lie washed in three minutes. 
The I.X.L. forces the water through the fabric and 
removes the dirt by compressed air and suction. 
Washes anything and everything, from the most 
delicate laces to the heaviest blankets, in the same tub, 

absolutely without injury; also rinses and 
blues. No power required.

BE SURE YOU BUY AN I.X.L. 
Because it has patented and exclusive 
features found in no other washer. This 
is the reason why it excels. It Dry- 
Cleans with Gasoline.

SPECIAL OFFER
GRAIN GROWERS’ GUIDE COUPON

__ .......... r,__.. Return this coupon and $1.50 to The Dominion

X ~ ? Mfg. Co. Lid., 482 H Main St.. Winnip g, and we
1 V1 l will send you n sample I.X.L. Vacuum Washer,
I.A.W». ,|| Charge, prepaid. AGENTS WANTED.
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Co-operation
T

Dally 
Capacity 
300 Barrel»

HIS is the age of co-op­
erative buying. Send us 
your address and let us 
tell you how to buy, by 
this plan, The Flour that 
is always good.

ECHO MILLING COMPANY
GLADSTONE. MAN

GOLD DROP -
HUNGARIAN

. 24/4 LBS. -

lira DCUI PC belong to the dark ages. This is the day of civilization. 
• v AIXvllI 1 J Read "Canada and Sen Power,” by Christopher West, and 
you will then understand how Canada can aid to bring about a better under­
standing between nations. Canada needs no navy and it would be useless 
to expend millions for such a purpose. Publishers’ price for this book $1.00.
Our price, postpaid.............................................................................................50 t ents

Ask for our complete catalog of progressive and agricultural books. It’s free. 
BOOK DEPARTMENT. GRAIN GROWERS’ GUIDE, WINNIPEG, MAN.

Every Man His Own 
Merchant

C ontinued from Page 9

11 The competitive retailer has been 
compelled to reorganize his price sys­
tem to provide for this tendency; and, 
so far as I know, the co-operative store 
is the only one that lias not fallen into 
step with this tendency and is in a 
position to give to the prudent and 
thrifty the fruits of their thrift. If 
the co-operative store never did any 
more than this it would amply justify 
its existence and earn its right to live.”

Delivery Arrangements
To customers living within a radius 

of three miles, the Tamarack Co-opera­
tive Association makes a daily deliv­
ery; to those living more than three 
miles and less than eight from the store, 
goods are delivered three times a week; 
those living outside this zone get a de­
livery three times a month.

As the store has a very respectable 
■number ui cuaUunor* living as far as 
fourteen miles distant from it, with 
competitive stores in their immediate 
neighborhood, it would appear that the 
advantages of co-operative trading 
must be something more than theoreti­
cal. Most of these more remote cus­
tomers have been educated to buy the 
bulk of their goods once a month and 
to order in as large quantities as pus 
silde every time they purchase. This 
practice not only effects a great reduc­
tion in the expense of delivering the 
goods, but it also reduces the time in- 
volved" în~TàTung~Thé order.

Peace has never been the portion of 
any manager of this co-operative en­
terprise. Always the man at the helm 
of the Tamarack store has had -to fight 
the forces of competition without and 
the elements of ambition and unenlight 
ened selfishness within. According to 
those who have had the welfare of this 
venture most at heart, there is nothing 
that will bring warring competitive 
merchants together half so quickly as 
the presence of a co-operative concern 
that is genuinely co-operative. Almost 
at the outset of this enterprise the oth­
er merchants of Calumet evidently 
reached a common understanding.

‘‘it seems,’’ says Manager Roberts, 
“that they shrewdly decided that this 
campaign could be more effectively 
prosecuted if the burden of it were 
divided among all concerned and if it 
were conducted by a central board of 
strategy. One week a certain store­
keeper would advertise a reckless cut 
in the price of sugar, another in the 
price of hams, and still another in the 
price of some article of seasonable 
clothing.

“Though our association had planned 
not to advertise, this move forced us to 
depart from this policy somewhat and 
put a little money into printer’s ink. 
But the best fighting we did along this 
line, and that which really saved the 
day, was personal work with every 
stockholder, carefully explaining that 
this price cutting was only a scheme on 
the part of the competitive stores to 
put the co-operative association out of 
business by drawing away its eus 
turners; and that as soon as this was ac 
complislied the old scale of prices would 
be promptly restored.

1 ‘ Then, too, we had to explain again 
to our shareholders that, no matter how 
much cheaper the other stores might 
sell a single article, it was good busi­
ness for them to trade at their own 
store, because at the end of the year 
they would get the profit on their own 
purchases over and above the actual 
cost m operating the business. When it 
vaine tu this point it was easy to show 
must of uur shareholders just where and 
how we were operating at a less ex­
pense than our competitors.

••(If course some of our less intelli­
gent shareholders fell to the allure­
ments of the competitive enemy, but 
their places were taken by fresh ré­
duits who were able to understand the 
logic of the situation. It was a con­
stant and running fight all the time; 
but there was hardly a time in the 
history of the enterprise when we were 
not gaining at least a little ground. Un­
doubtedly we owe very much to the 
shrewd and practical counsel of those 
mine executives who had associated 
themselves- with the cause of co-opera­
tion. These men mav have been very

(/
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POWERfAND
PERSONALITY
IN PUBLIC SPEAKING

SEVEN NEW

Sterling Practical Books
BY

GRENVILLE KLEISER
Formerly Instructor in Elocution in Yale

_<4>

To Be Well Spoken*)
is a valuable asset in business and 
a passport to success in public and 
social life. Such an accomplishment 
increases a man’s self-confidence 
and brings him to a fuller realiza­
tion of his inherent powers and 
possibilities. It teaches him to 
"think on his feet " These books 
are written with this purpose in view.
How to Speak in Public
A most suggestive and Practical Self- 
Instructor—a complete elocutionary man­
ual comprising numerous exercises for 
developing the speaking voice, deep breath­
ing, pronunciation, vocal expression, and 
gesture. _ Also selections for practise from 
masterpieces, ancient and modern. In­
valuable for teachers, students, lawyers, 
ministers, business men, politicians, de­
bating clubs, and every one interested 
in spoken English.

"Course of Study Booklet" given Free 
with every copy. By mail................$1.40

How to Argue and Win
Ninety-nine men in a hundred can argue 
to one who can argue and win. Yet upon 
this faculty more than any other depends 
the power of the lawyer, business man. 
preacher, politician, salesman, and teacher. 
The desire to win is characteristic of all 
men. "Almost to win a case," "Almost 
to close a sale," "Almost to make a con­
vert," or "Almost to gain a vote." brings 
neither satisfaction nor success.

In this book will be found definite sug­
gestions for training the mind in accurate 
thinking and the power of clear and 
effective statement. It is the outcome 
of many years of experience in teaching 
men "to think on their feet." The aim 
throughout is practical, and the ultimate 
object a knowledge of successful argumenta­
tion. By mail..........................................$1.35

How to Develop Power and 
Personality
Mr. Kleiser in his work a* instructor in 
public speaking has observed in many 
instances the lack of development in 
these two essentials to true .success- 
power and personality—and it is his 
purpose in this book to help men realize 
more fully their highest ideal.

Practical suggestions for Developing 
—Power of Voice—Power of Gesture- 
Power of Vocabulary—Power of Imag­
ination—Power of English Style—Power 
of Illustration—Power of Memory—Power 
of Extempore Speech—Power of Conversa­
tion—Power of Silence—Power »
Whisper—Power of the Eye. By mai t 1 40

How to Develop Self-Confi­
dence in Speech and Manner
The purpose of this book is to inspire in 
men lofty ideals; particularly those who 
daily defraud themselves because of doubt, 
fear, thought.*nd foolish timidity Thous­
ands of persons are held in physical and 
mental bondage owing to lack of eeU- 
confidence. By mail............................ • *

Humorous Hits and How to 
Hold an Audience
A new collection of successful recitation*, 
sketches. stories, poems, monologues 
The favorite numbers of favorite authors 
and entertainers. The bopk also co"taif* 
practical advice on the delivery ol w 
selections. The latest and best coo* or 
family reading, for teachers, elocution» ». 
orators, after-dinner speakers, and actor 
By mail................................... • -........... * ’

Great Speeches and How to 
Make Them
A critical study of the sources of 
exercised by famous orators, togs 
with methods by which young 
acquire and develop these esKnti^* 
forceful public speaking. By mail $

How to Read and Declaim
A course of instruction in reading 
declamation having as its prime 0 
the cultivation of taste and renne 
graceful carriage, correct standing, nccu ^ 
enunciation, etc. By mail

Book Department

Grain Growers’ Guide
WINNIPEG. MAN.


