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July 1, 1922, .“lm pounds.

line Not 3
+ 'rl'lt?:k Ct.'n#.. 'Do‘b.)'r.'ufnr‘l‘..r th:.,. July 1, 1924, 383,000,000 pounds.
{56 dee B 10 . o' stake tn the  July 1. 1925, STT000000 pound.
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July 1, 1927, 466,000,000 pounds.

“It is hardly possaible to escape the
_mmhlhn that tobacco prices are un-
- fairly manipulated by the relatively

Il.homrkot. Prices at the opening

This the 27Tth day of Bept .1927. e
to

EDW. M. LINVILLE, Trustes. !sst year certainly seemed

Camel
The cigarette that earned first
| place by its goodness
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Vary similar to your 1919-20, also
1922-1928. It s doubtful if exces
sive daily sales are responsible for
lower prices as farmers are not in
position to dtore their crop for any
great length of time and the buyers
have a fairly clear conception of the
size of the erop they will be expect-

ber I1st have totaled 130,570,156
{ pounds producers’ at the average of
$17.32 per hundred or a total value
of about $22600,000. Those sales
are abouf ‘81 per cent of the total
jcrop us compared with 23 per cem
jsold to October Ist last year. The
| 10K 884,086 pounds producers’ sales
|during September averaged $16.71
| per hundred pounds as ecompared with
| "n average last eptemSber of $24.80.
| The quality of the offerings were)
| veported by the warchousemen *as
| poor te average, having fairly good
color, but rather light in weight.
“The condition of the North Caro-
lina tobacco on October 1st this year
| was 80 per cent normal, as compar-
| ed with T8 per cent last October and
l-‘ ten-year average of 77 per cent.”

Fires, like snakes in the grass,

await the unprepared. ’o prepared,
‘@ careful. b
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foranew car?” =
_ mmmdybtnhh‘- |
" your present car for a new car, you
paturally want full value for your pres-

ent car. But most of all you want full 3
new car value. i

It will therefore pay you to consider
varying trade-in allowance offers in the
light of these basic facts:

Your present car has only one funda-

mental basis of value: ie., what the
dealer who accepts it in trade can get for
it in the used car market

Your present car has seemingly
different values because
dealers are bidding to sell a new car.

The largest allowance offered is not

necessarily the best deal for you
Sometimes it is; sometimes it is not

An excessive allowance may mean

that you are paying an excessive
price for the new car in comparison with
its real value.

First judge the merits of the new car

in comparison with its price, includ-
ing all delivery and finance charges.
Then weigh any difference in allowance
offered on your present car.

Remember that you are making a

purchase—not a sale. You are buy-

ing a new car and ‘simply using your

present car as a credit against the new
car’s purchase price.

publish this message, believing

that the public is entitled to have

all the facts. And we invite you to send

for the facts about General Motors
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