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This daring offer--on a limite@ number
of lots--contains 5 big salient features.

They are:-- !

" UNUSUAL TERMS

5% ddwn, then less than 1% each morith.
{ GUARANTEED INVESTMENT
. (A feature without precedent)

Written into your contract is an amply secured
guarantee that assures you a minimum :of 6% com-
pound interest on every dollar invested.’

. BUILDING LOT FREE! |

Although we believe the old price: list offered -

the greatest value to be found in the vicinity of

Farmington, if you buy two lots, we g’ve you the

third. In other words a discount of 33¢!-3% will be

allowed: &
' TO ENCOURAGE BUILDIN G

- (And this is another feature withoy precedent)

If you desire to build, a2 Warranty Dee‘%vwill be giv-
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en you on one lot, provided: the amount paid on the
principal equals one-half of the cost of one lot. To
illustrate: Suppose the three lots cost you $3,000 or
$1,000 each and that you had $500 paid on them and
you then decide to build. |A deed would be given
you to the building lot. This would leave the unpaid
balance $1,250 on each of the two remaining lots—-
and these equities would be worth every cent of the
$500—hence your building {lot has cost you exaétly
nothing, ~ :

THE SUBDIVISION

The lots are in Farmington’s ;best and most

sensibly restricted subdivision—

HIGAN, THURSDAY, JULY 5, 1828

Fleming’s Roselaﬁd Park”

Can We Read Your *Thbughts?

Naturally when an opportunity so unuﬁﬂél presents
1tself you are interested. You want tdhask a few
questions—and here they are. *We hope ‘he answers

_ are complete enough and candid enougl: to satisfy

you. -
Your Question: ’ ;j, )

If Fleming’s Roseland Park is rea ;"._'ky a well lo-
cated, wisely restricted subdivision andithe lots:are
not over-priced, why are such extraordirary induce-
ments necessary? . R
Our Ansyer: Nh

Bécaiise the Real Estate market is 41id has been
quiet for over two years. This conditicy has'made
it 2 very poor time to sell but a mighty ﬁ jod time to
buy. We are selling now simply becatite we have
more vacant property than we can eélry, conse-
quently we are obliged to step into this ajverse mar-
ket and cut deep enough to assure quick; results.

Your Question: . ’__
‘Why such a small down payment?
Our Arnswer:

Small down payments mean more sales, and we
are convinced that every sale will “stick” because
these are sacrifice prices and a profit is guaranteed.

Your Question: p
Just what is your guarantee? ~ '

- Your Question: :

Our Answer:

At the end of five years, if, you wish, we must
buy your lots back at a 40% increase. The penalty
for failure to comply, if demanded, is that you auto-
matically receive a credit upon the balance due us,
equal to 40% of the original cost.- This penalty add-
ed to the special salé discount amounts to nearly
60% of the present intrinsic value of the lots.

Your Question: i

Can this guarantee be enforced?

Our Answer: ;

That is the beauty of it. You do not have to.en-

force it. It works automatically. Proof that you

made the demand becomes a receipt for a sum equal
to the penalty. ;
:

Is there any economic;ally sound rulg to guide
me in an effort to determiné the true value of a resi-
dence lot? :

Our Answer: . :

No, there is not an infallible rule, but there is
one that has been widely used and generally accept-
ed. Use it and you cannot go very far astray. Here
it is. . I
In a growing city or cBmmunity, the residence
lot represents one-fourth qf the value of the com-

nilding restrictions.

ete home, provided it is reasonably protected with

If there are no homes in the subdivision, you -
ust study the restrictions and|localit; ) esti-
ate the probable value. .y., then esti- .
When improvements have not been| installed
nd the property is not ready for‘homes, study every .
actor that would aid you in making an ‘estimate of
he time that will elapse before it is ready. You
1ou£ then deduct 8% for each year.in this fime es-
imate. -

our Question: :
What are the restrictions?,
Cur Answer: ’
Our restrictions are the greatest asset’ this
property has. fI‘hey_absolutely insure the ultimate
specess of Fleming’s Roseland Park. Lack of space
ll;owever, makes an adequate answer here impossi-
qf

e. The coupon below tells you;how to get this
uestion and many others fully ‘answe.red. ) :

“Get All | men
The Facts--

USE, THIS COUPON TODAY
- 1 F. De Vere Fleming,
: !. B4 Farmington, Mich. (Phone 200)

The unusual conditions of this sale interest me.
If there is.no obligation on my part please send
me a copy of] he restrictions and the guarantee;
also a plat of; the dubdivision and a price list.
Yours truly,

: Statement made [at Farmington Exchange Clﬁb,
i Thursday, July 5, 1928 by Edgar Pierce |

|, “Undoubtedlyjnow is the best time to buy Farm-
ington property that we have had in ten years. It
will never: be as clieap again as it is now.” . :

—H. G. WELLS

| .. FLEMING & C0,




