D

GH’] your custogiers aound and pure Qtuele :
at & fair and just price.

Do not deceive by selling M ﬁhe just as gaod /
product in place of the standard product of ‘qual- .
ity, just because the inferior Pl‘Odﬂﬁt mapy show =
you a little larger imitial profit.

Your customers demand gymtry (or, value)
and are willing to pay fer it so why risk your
reputation, your eustomesy Mﬂl and eon-
fidence by recommending s product whwb you ,
know to be inferior, when ﬂuy dunanﬂ thp qhai :
ity product? '

Maybe you have wondered why so snd so’s._
trade with ymbum;bmnhrmasususl
Juupwsesmmtuémmww&e
merewholymmmmviﬁ;m

I£ 5 small mumbet of your teads’ demsod the
inferior producl, @0 not endesvar to, persuade #ho.
better and the 1“561’ mlmburQi your custom
to believe that it isjust as good ts the' W}tﬂ-;.. A
duet, but rather persuade the smalier numbeér to K B
buy the best, which will allow them more u.lue port SR
for their money, and show you ‘a hetter proﬁt in R
the long man.

Quality products talk and sell themsslves; be v
honest with yousself and smmbywm fgb
products which you can honestly say aré the best F

without the fear of having them prove ungﬁ‘e
tory to your customers.




