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; ; : “personal guarantee” means very little to y y‘m}eﬁs you :
1 ‘ : know the man who makes it. |

Ninety per cent of the things hought for the home are selected by
| - the lady member of the firm She is the purchasing agent Most
’ men admit that she is a capable buyer, and the reason is ﬂllS She
must be sho‘wp—convinced by proof—-that an article is what she )
needs and is worth the price . . » P ‘
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. For that reason, she sees the a v.sutnge(of dealing with a local
. merchant—a man whose “pers nal guarantee of satisfaction”
' means just What it says. v

‘ " She knows that what he advertises “7 thls paper is entltleld to her
j _consideration. Because she has confidence in her nelghbor—her
i i sl home town merchant—she can safely invest the famlly funds in

! i what he guarantees. . )
L o Read The Ads In This Paper. | o
i : ; ! i a'g& save joiuﬁelf money by |trading v!itl_l_inerchgntq whp‘ i;dve;— -
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