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HORSES. îhis matitner of conducting a sale and waste no 
time in studying the style of the imported arti­

cle. case aoes a

\
Farmer’s Advocate

and Home Magazine.
* THE iRelationship of the Show-ring to Horse 

Breeding.A word as to advertising. In no 
liberal and j^dicioius use of printer’s ink pay bet­
ter than in the announcement of an auction sale.
Use the papers most likely to reach the class of

want, and if the stock is good enough is> probably, no way in which a person who is
breeding horses for the market can advertise so 
well and so cheaply as by e^thibiting his stock m

c
t

That horse-breeding as am industry is in­
fluenced by the show-ring none will deny. There

£THE LEADING AGRICULTURAL JOURNAL IN THE 
DOMINION. 1

1
buyers you
to warrant the bringing of people from long dis-

whole page of

1PUBLISHED SEMI-MONTHLY BY
the WILLIAM WELD COMPANY (Limited). 1

tances, a quarter, a half
be profitably used, according as

the announcement being different classes of horses is, or should be, to 
The more bidders that encourage the production of good animals of each

class. The make-up of the prize list indicates the 
ideas held by the exhibition board, or the com­
mittee of the board whose special duty it is,

ior a
Two Distinct Publications—Eastern and Western. the ring. The main object in giving prizes for thethe 1space may 

circumstances justify.
£

Eastern Office :
Carling Street, London, Ont.

Western Office :
Imperial Bank Block, Corner Bannatyn* Ave. and Main St., 

Winnipeg, Manitoba.

London (England) Office :
W. W. CHAPMAN, Agent, Fitzalan House, Strand, 

London, W. C., England.

prominently displayed.
brought together, the more competition and

If the character

1
:are

the better prices will be realized, 
of the stock to be sold is not suoh as to justify
extensive advertising in papers having a provin- year after year, to revise the horse list, as to 
rial or national circulation, advertise freely in lo- what classes or breeids are of the most impor­
tai papers, taking liberal space, and get out an tance. It goes without saying that the larger the 
attractive poster, which should be widely circu- prizes are the more likelihood there will be fol­
iated. There is inspiration in a crowd, and it breeders to endeavor to produce animals good

enough to win. While many exhibitors say that, 
they do not care for th<$ prizes, that all they 
want is the glory in winning aind the advertising 
that they gain, it will be noticed that few forget 
to call upon the treasurer for their winnings, 
and, also, that where the prizes are large there 
is usually a larger and better field of entries than 
where they are small. The prices should he given 
for classes that the market demands, and in

i
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JOHN WELD, Manager. ]
THE FARMER S ADVOCATE is published on the first and 

fifteenth of each month.
It is impartial and independent of all cliques or parties, handsomely 

' illustrated with original engravings, and furnishes the most 
profitable, practical and raliaole information for farmers, dairy­
men, gardeners, and stockmen, of any publication in Canada.

engenders interest and enthusiasm.
The best interests of both seller and buyer are 

conserved by a frank and fair statement as to 
animal concerning which there is a doubt re-any

gardlng its condition of soundness or fruitful- 
This is another case where the golden rule

a. TERMS OF SUBSCRIPTION—$i.oo per year in advance; $i. 50 
if in arrears ; sample copy free. European subscriptions, 6s. ad., 
or $1.50. New suocriptions can commence with any month. ness.

of doing as one would be done by should prevail. 
It is better to exclude nil doubtful cases from the

3. ADVERTISING RATES—Single insertion, ao cents per line,
agate. Contract rates furnished on application.

4. THE ADVOCATE is sent to subscribers until an explicit order is
received for its discontinuance. All payments of arrearages 
must be paid as required by law.

5. THE LAW IS, that all subscribers to newspapers —
responsible until all arrearages are paid and their paper ordered 
to be discontinued.

6. REMITTANCES should be made direct to this office, either by
Money Order or Registered Letter, which will be at our risk. 
When made otherwise we will not be responsible.

7. THE DATE ON YOUR LABEL shows to what time your sub­
scription is paid.

8. ANONYMOUS communications will receive no attention.
9. LETTERS intended for publication should be written on one side

of the paper only.
«0. WE INVITE FARMERS to write us on anv agricultural topic. 

We are always pleased to receive practical articles. For such 
as we consider valuable we will pay ten cents per inch printed 
matter. Criticisms of Articles, Suggestions How to Improve 
the Advocate, Descriptions of New Grains, Roots °r Veg 
not generally known. Particulars of Experiments Tr 
Improved Methods of Cultivation, are each and 
Contributions sent us must not be furnished other papers until 
after they have appeared in our columns. Rejected matter will 
be returned on receipt of postage.

11. ALL COMMUNICATIONS in reference to any matter connected 
with this paper should be addressed as below, and not to any 
individual connected with the paper.

one is included,offering, but if by any clmncc 
let the real facts be known. Fair and honorableare held stallion classes, for horses that by their 

dividuality and breeding are likely to produce 
marketable animals. The personal prejudices of 
members of the revising committee should be laid 

when the prize list is being arranged.

in-
treatment. is the due of those who incur the ex­
pense of attending a sale with the understanding 
that the stock will he sold on the highest legit i- 
mate bid, which is the established i ule at dis­
posals by auction, • and which should prevail un­
less the right to a reserve bid is stated in the 
announcement, or
present to withdrawal is scoured, which 
special circumstances may be deemed necessary 
in order to avoid an unreasonable sacrifice.

A word to those who attend the sale. Don’t

aside
Prominence should be given to the classes that 
command the highest prices in the public market 
and that can be raised with profit by the pro­
ducer. Care should be taken that the wording be 
such that no ambiguity as to the class intended 
may exist. For instance, in some prize lists we 
notice a class for road or carriage horses , in

the consent of the company
under

etables 
ried, or 

all welcome.
go with the object of legally stealing the vendor’s 
stock, should a favorable opportunity present it­
self. Put yourself in his place ; think of the ex­
pense he has incurred in making the sale, and 
his right to a fair price for his property ; and 
act accordingly. If you cannot speak well of the 
offering, say nothing disparaging of it, and re­
member when the sale is in progress, that this is

others, a class for carriage horses, Stamtdahd-brods 
and others ; again, carriage horses, all oreeds of 
light horses eligible, etc. Now, where the word­
ing is such, neither the exhibitors nor judges 
(and, I think 1 may include the committee itself) 
can have any clear idea as to w'hat kind of a 
horse is wanted or should win. The road horse

Address—THE FARMER S ADVOCATE, or
THE WILLIAM WELD COMPANY (Limited),

London, Canada. and the carriage horse are essentially different 
animals, and cannot be judged by comparison. Ï 

not the time, nor the place, for talking politics have seen a large field of horses competing in
such classes where there were stallions, geldings 
and mares, including all classes of light horses, 
as the Standard-bred, Thoroughbred, Hackney, 
French Coach, German Coach, Cleveland Bay, eic.

Such conditions as this cause a great deal of 
confusion and, in most cases, a great deal of dis­
satisfaction. While the class in the prize 1st

virtue, and providing he has a fairly sympathetic 
company, he will do well to exercise that virtue, 

although somie of the animals at tihe com­
mencement may bring less than he expects, others 
may bring more, and thus make a satisfactory 
average, which is by n.o means an uncommon ex­
perience. It is important to have plenty of help 
and plenty of halters in order that the animals 
be brought out promptly, so that immediately 
one leaves the ring, another steps in, no time be­
ing lost nor the interest suffered to flag. Enthusi­
asm is necessary to the best success of a sale, 
and to this end the seller should support the 
auctioneer by having every thing in order and the 
order promptly executed. If the interest of the 
crowd be not kept steadily on the stock to be 
sold, they will think and talk of other things, 
add are liable to become ditorderly, which is the

or other gossip. Business is business—that is 
what people are supposed to be here for, and if 
you cannot help, do not hinder it. In the case of 
sales of pure-bred stock, breeders of the class be­
ing sold do well to show their Interest in a prac­
tical way by bidding to somewhere near their val­
ue on any animals that they can safely handle 
should they fall to their hid, as they are inter­
ested in keeping up the standard of prices for that 
class of stock. It is especially desirable that 
starting bids, if only half the value, be prompt­
ly given, which is an important economy of time, 
saving a sale from lagging and the appearance of 
a lack of interest. A spirited and successful sale 
leaves every one attending it in good humor, and 
is cause for general congratulation.

as

calls for carriage horses, it also states that all 
breou.. and classes are eligible, which implies 
that the judging may be done from any stand­
point, and the awarding of the prizes will depend 
to a great extent upon the individual prejudices 
of the judge. If he should judge from a Stand­
ard-bred standpoint no reasonable objection 
could be taken, or he may select the carriage or 
anv other standard with equal justice \gain, 
stallions should not compete with mares and 
geldings, but where the conditions do not state 
this, the man who chooses to exhibit his stallion 
can justly claim that he is eligible. Tn order to 
avoid dissatisfaction and confusion, the wording 
should be such that there can be no doubt about 
the breed or class that is wanted * Even in the 
prize lists of wir largest exhibitions the wording 
of the classes for ponies is usually not sufficiently 
definite. The conditions generally read “ Pbny in 
harness, not over 14J.” Now, this should be con­
sidered definite, but the question arises, “ What, 
is a pony?” Exhibitors will claim that any 
animal not over the specified height is a pony, 
and hence, eligible to compete. 'Phis certainly is 
wrong. An undersized horse is not a pony, but a 
little home, a misfit, a freak of nature. Rome

bane of a sale. The capable salesman will use 
tact and judgment 
necessary, will firmly demand it and» insist upon 
it as a right in the interest of the exposer, for 
no man has a right to fill a place at the ring­
side and

An American’s Advice.preserving order, and ifin
At a large convention, recently held in Toron­

to, one of the speakers of the day, an American, 
Mr. C. N. Howard, of Rochester, N. Y., gave 
Canadians some wholesome advice. Ilavihg had 
good opportunities to contrast the conditions and 
achievements of Canada with Yankeodom, he un­
hesitatingly advised Canadians to pursue their 
course independently of the United States. Hav­
ing clearly in his vision the moral and economic 
perils of that trust-ridden Republic, he declared : 
“ You will make the biggest mistake you ever 
made in your lives if you ever become one of us. 
Yotu ought to go it alone and work out the 
glorious destiny made possible for you to attain. 
God has made it possible for this great Dominion 
to be a beacon light for the nations, but don’t

engiage in a conversation which dis­
tracts the attention of men who mean business
and are there for that purpose

The choice of an auctioneer depends largely
If the stock is first- 

class and In first-class condition, and such as is 
likely to attract buyers from a long distajnee, the 
sale having been extensively advertised, it is well

upon the circumstances.

of these little fellows are very handsome, smart, 
attractive and speedy, with good action very 
desirable animals for certain purposes. They 
have, in many cases, tletter style and action than 
real ponies, and. we notice, they generally win 
the prizes over ponies that mav compete with 
them T have no fault to find if a society choose 
to give a class for these little horses, hut T ob­
ject to allowing them to carry off t he awards 
that are advertised for ponies 
animal may be truly eligible to compete in the 
pony class, he should he a pure-bred of some of 
the recognized classes of ponies, or a cross 
tween pore-breds of two breeds where breed is rot 
mentioned. Where it. is desirable to make a class

the class should read.

to engage an auctioneer of widespread reputa­
tion as a disposer of pure-bred stock, having a 
knowledge of pedigrees and of the value of high- 
class animals ; who knows the principal bleed 

and have influence in bring- 
hest class of buyers, 

may easily make a dif- 
sale of one animal sufficient to

ers may
ing together the 
Such a salesman 
ference in the 
more than meet the whole expense of securing his 
services. If, on the other hand, the stock to be 
sold is not likely to draw breeders or buyers from 
a distance, the local auctioneer, if a capable sales­
man, may do better work than one farfetched, 
since he knows the people and they know him and

mix up with tine jobs we have to clean up on the 
other side. " Tn order that an( Applause. )

be-The Massohusetts 
free trade with Canada would be ruinous to thou­
sands of northern and

Ploughman declares that

eastern li. S. farmers. 
Well, the agitation for reciprocity is not on the 
Canada side of the lines. The Canadian farmer 
has found a better market for his products in 
Great Britain.

for the little horses, 
horses under a certain 
ponies would not be eligible, as if we insist that 
a small horse is not a pony, we mXiet also

height, amd, of course.
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