




















A Blacksmith’s Vision

T the general store of the Illinois frontier

village, just across the street from John
Deere’s blacksmith shop, people of the new set-
tlement had gathered, to trade and talk of many
things.

Reminiscences of events “back East” . . . doings
of Blackhawk’s Indians on the nearby reserva-
tion...the government land sales...the ex-
ploits of Andrew Jackson...qualifications of
Martin Van Buren. .. the probable duration of
the financial panic. ..

And especially, since they were all interested
in farming, they talked of John Deere’s efforts to
perfect his new-fangled steel plow so that it would
work under all conditions in the rich, black,
“greasy’’ prairie soil.

They saw him coming and going with trial
plows every day. Above the hum of the saw-mill
they could hear him hammering in the shop.

“He'll never do it,” said one. ‘Besides, the
old plows work all right in timber land, and there
is plenty of timber to be cleared off in this coun-
try.”

“Deere’s got the right idea,” said another, “but,

my gracious, where will he get the steel? It
would have to come all the way from England.”

“T told him the other day,”’ said a third, ““ ‘Damn
the odds, John; why all this trouble and hard
work?  Your plows are good enough; you're the
only blacksmith around here, and the farmers
will have to take what you make.” And he said:
“They won’t ever have to take what I make, but
they will take it if I build a plow that will do per-
fect work in this prairie soil, and that’s what I'm
going to do.””’

That was the vision, the rugged honesty and
the unfaltering determination from which resulted
the John Deere steel plow in the various shapes
which became the world’s standards—the steel
plow which conquered the wilderness and became
a leading factor in making America the greatest
of nations.

Later John Deere expressed the same spirit in
his familiar maxim, “Build the best and the trade
will be quick to appreciate it;”’ and today the same
significance is back of the John Deere trade-mark,
the badge of quality which goes on every unit in
the complete line of John Deere Farm Equipment.
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50% of the Farmers who
expect to get Separators
and Milkers intend to buy

DE LAVALS

Information recently published in a report of an investigation among
250.000 subscribers of THE DAIRY FARMER, owned by E. T. Meredith,
of Des Moines, Iowa, former Secretary of the U. S. Department of Agri-
culture, gives an interesting idea as to the present and future use of cream
separators and milking machines.

Of the DAIRY FARMER subscribers using cream separators and milkers

41.98 % own De Laval Milkers
16.51 % own De Laval Separators

Of those expecting to buy new cream separators or milking machines, as re-
ported in this DAIRY FARMER investigation,

52.08 % expect to buy De Laval Separators
50.00 % expect to buy De Laval Milkers

Think of it! As many of these people expect to buy De Laval Separators and
Milkers as all olther makes put together. Why? Because they must think De Lavals
are the best.

If there is any doubt about the kind of separator or milker you should buy, see
your De Laval Agent or write the nearest office below, so that we may point out to
you the advantages of owning a De Laval. :

The De Laval Separator Company

NEW YORK CHICAGO SAN FRANCISCO
165 Broadway 600 Jackson Blvd. 61 Beale Street






