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Truth About Buying That
Every Woman Should Know_

“A very careful analysis of the comparative values of a number
of lines of goods sold both through stores and by canvassers causes
me to say that there is absol no question but that women who buy
from stores receive more for their money.”

“Exceedingly plausible sales talks have caused many women to
hold the ermnuupl:nd r belief that they can buy more cheaply
from agents than from stores.”

“They are given the impression that goods sold at the door cost
less because a number of prefits are wiped out. What the not
told is that the commission the canvasser is of necessity much
larger than the regular ‘of the merchant.”

“All investigations show, and any woman who will investigate
can prove it for herself that dollar for dollar, the retail store
the greater value.” = . . ¥
; ' ' ~ALFRED P. HAAKE, Ph. D.
One time Professor of Economies, University of Wisconsin,
Director of Research—The Simmons Company—
National Authority of Distribution.
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