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A Pink Notice
A pink notice attached, to this page shows that 
your subscription will expire the end of this 
month. We hope you have enjoyed The Guide 
and that you will uend us $1.50 for your renewal 
at once, using the blank coupon and the addressed 
envelope which will also be enclosed. We always 
give several weeks' notice so that subscribers will 
have plenty of time to forward their renewals 
and not miss any copies of The Guide. We 
cannot supply back copies of The Guide, so 
we hope you %%ill not delay in sending your re­
newal. When requesting a change of address, 
please give us three weeks' notice. If the date 
of the address label on your Gu.de is not changed 
within a month after you send your renewal, 
please notify us at once. It is always safer to 
send your money by postal or express money 
orders Mail your $1.50 today
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only paper in Canada 
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by the organized 
farmers—entirely in­
dependent, and not 
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capitalistic or special 
interest money is 
invested in It.
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Subscriptions and Advertising

Published every Wednesday. Subscriptions in the 
British Empire $1.50 per year. Foreign sub­
scriptions $2.00 per year. Single copies 5 cents. 

Advertising Rates
Commercial Display—16 cents per agate line. 
Livestock Display—14 cents per agate line. 
Classified—4 cents per word per issue.
No discount for time or space on any class of 
advertising. All changes of copy and new matter 
must reach us sev*e days in advance of date of 
publication to ensure insertion. Reading matter 
advertisements are marked "Advertisement.** No 
advertisement for patent medicines, liquor, mining 
stock, or extravagantly worded real estate will be 
accepted. We believe, tl.ru careful enquiry, that 
every advertisement in The Guide is signed by 
trustworthy persons. We will take it as a favor 
if any of our readers will advise us promptly should 
they have reason to doubt the reliability of any 
person or firm who advertises in The Guide*

The Farmer and the
Retail Merchant

The following letter has been sent to 
The.Guide by the Canadian Credit Men’s 
Trust Association, with a request for 
publication:

The average farmer is up against a 
new proposition this fall—he has come 
to a new fork in the road; he has not 
travelled this way before.

With the largest amount of land un­
der crop lie has ever had, by long odds 
the largest average yield that has ever 
been taken off his land, and at the same 
time able, today, to sell at a price that 
is far and away above the average price 
that has ruled for any five years in 
Western Canada, within his reach is the 
largest amount of cash ho has ever had 
in sight at once in his experience as a 
farmer.

This new fork in the road he is travel­
ling over has become a temptation, lie 
lia* never experienced it before, for he 
has never had very much more than 
would pay his just debts which were due 
to others, and therefore never had a 
real temptation to gamble, never a time 
before when he could imagine that the 
few cents a bushel difference in the price 
of futures would be of any consequence 
to him, and make it worth while for 
him to take a chance at Dp me Fortune.

This year, however, he has so much 
grain, and every other farmer has so 
much grain, it is not hard to imagine 
that, all other things being equal, grain 
prices are likely to advance, but no one 
will guarantee it even this year. How­
ever, this temptation is wrestling with 
the farmer, and the farmer is wrestling 
with the temptation.
• As the farmer stands at the fork in 

the road will his memory run back over 
the past weeks and months, yes, and in 
a good many instances it is a record of 
years, and think of the willingness and 
confidence in him of the retail merchants 
of his village who have helped and sus­
tained him when he had no other place 
to go for his necessities, and no money 
to pay for them. As he stands at the 
fork in the road, will he decide whose 
money it is that is the subject of his 
consideration! Of course the grain is 
his; surely when he has sold it and re­
ceived the cash for it, it is his also, 
but is it, is it all his! Think again, 
he is in debt; the money that he owes is 
not his, is it! If it is not his, has he 
any right to gamble with it any more 
than a clerk has the right to gamble 
with money belonging to his employer! 
Can he, in justice to others, hold his 
grain until the expected rise in price 
arrives! It is just as possible that it 
may never arrive, but if he were sure of 
it, has he any right simply because he 
has the power to keep the man waiting 
for his own, when he has it in his power 
to pay him all his debt! This is the 
temptation. This is the new fork in the 
road. Which way will he take!

While he is standing, debating in his 
own mind, he should remember but 
then he cannot, for he has never been 
told—the position the retail merchant is 
in or is likely to be in. Mr. Farmer does 
not know that in all probability the busi­
ness career of the merchant is in jeop­
ardy because he will not be able to pay 
his bills and satisfy his creditors, the 
wholesale merchants and jobbers, who 
have trusted him for the goods that he 
has supplied to the farmer. The farmer 
does not know that all the capital of 
the merchant is on his books, trusted
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Show us 
the hill this Car can’t climb

Or show us the hill that you THINK it can’t climb—and we’ll give 
you the best demonstration of hill-climbing that you ever witnessed-
This Studebaker 4-cylinder car is the MOST POWERFUL car on 
the market at its price. With its motor INCREASED from 3^x5 
to 3%-inch bore x 5-inch stroke, it develops and delivers FORTY 
Horse Power. And it is the ONLY 7-passenger, 4-cylinder car with 
a 3% x 5, FORTY Horse Power motor at its price.
Owing to the high location of the carburetor, the 6-inch intake and the scientific design 
of the gas passages, it is the snappiest, most flexible 4-cylinder motor that you ever 
drove. In POWER and flexibility it equals most Sixes on the market.
But POWER alone is not the only reason that It stands supreme in the 4-cylinder 
market. Studebaker has set a new standard of VALUE for Pours. For while the price 
has been reduced from $1250 to $1195, nothing but the price has been decreased. In 
POWER, size and quality the car has been greatly INCREASED. And wherever 
materials were changed, BETTER materials were used, as for exsmple, in the uphol­
stery, which is the finest hand-buffed, semi-glazed leather.
From any angle—POWER, hill-climbing, performance on the roads, size, riding comforts 
or quality—this Studebaker FOUR stands in a class of its own—the GREAT value of 
the year. It is a “built-in-Canada” car—a car you can depend on—a car built on long 
years of experience in studying the farmer's transportation problems. See it at your 
dealer’s—and write for 1916 Catalog at once I

STUDEBAKER
Walkerville. Ont.

Dept F42

More than 200,000 Studebaker Cars now in

Four Cylinder Models
Touring Car, 7-pass - $1198 
Roadster, 3-paaaenger • 1188 
I andaii-Roaaster, 3-pass. 1496

Six Cylinder Models
Touring Car, 7-passenger $1398 
Roadster, 3-passenger - 1380 
Landau-Road* ter, 3-pass. 1896 

F. O. B. Walkerville


