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TIB CASADIAM

HONEST
(j f V'E your cuatomei's a sound and pure article 
at a fair and just price

Do not deceive jay selling them the just as good 
product in place ojf Uie standard product of total
ity, just because the inferior product may show 
you a little larger Initial profit.

Your customer* demand quality (or value) 
and era willing to pay far it, so why rkfc your 
reputation, your customers’ goodwill and con
fidence by recommending a product which ypu 
know to be inferior, when they demand the qual
ity product? ‘

Maybe you hare wandered why so and so’s 
trade with yo*1 bas «<* been « large as usu#; 
just pause a mamant sad coneider that " 
tlie result of yonr not being honest witl

If a small number of yonr 
inferior product, do not endeavor to pe 
better and the larger number of your 
to believe that it is just as good as 
duct, but rather persuade the smaller number to 
buy the iiest, which will show tfeem more value 
for their money, and show you a better profit in 
the long run.

Quality products talk and sell themselves; be 
honest with yourself and customers by selling tie 
products which you can honestly Say are thé hêWt 
without the fear of having them prove unawtief»*- 
tory to your customers. i i y. :
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