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A Money-Making Oppi)rtunityj
for Men of Character |

EXCLUSIVE FRANCHISE FOR |
AN INVENTION EXPECTED TO REPLACE '

A MULTI-MILLION-DOLLAR INDUSTRY

Costly Work Formerly
“Sent Out” by Business Men
Now Done by Themselves
at a Fraction of the Expense

This is a call for men everywhere to handle
exclusive agency for one of the most
unique business inventions of the day.

Fifty years ago the horse and buggy business was supreme—today
years ago the hand-laundry washtub industry
1 actically a relic. Only a compara-
tively few foresighted men saw the fortunes ahead in the automobile
and the washing machine. Yet irresistible waves of public buying
swept these men to fortune, and sent the buggy and the washtub into
k cat successes made by men able to detect the
shift in public favor from one industry io another.
Now another :ban{e is saking place. An old established indusery—an
the nation’s structure—in which millions of dollars chan,
every year—is 10 thousands of cases being replaced by a truly astonishing, simple inven-
tion which does the work better—more reliably—AND AT A COST O
AS 29, OF WHAT IS ORDINARILY PAID! It has not required very long for men
who have taken over the rights to this valuable invention wﬁ

almost extinct. Fifi
ran into many millions—today

the discard. So arc

and important part of

and show exceptional carnings,

Not a ““Gadget”’—
Not-a ‘““Knick-Knack”—

dut a valuable, proved device which
has been sold successfully by busi-
ness novices as well as seasoned
vererans.

Make no mistake—this is no novelty—eo flimsy creation
which the inventor hopl? [ lplx:t on the mar:et. You

bably have scen nothing like it yet—perhaps never
grr:nm of the existence of su?:h a device—yet it haﬁlmaﬂy

n used by corporations of ding prominence—by
g:lcrs of gl"'ut wriomdons—-by their branches—by doc-
tors, newspapers, publishers—schools—hospitals, etc., etc.,
and by th ds of small business men. Youdon't have o
convince 2 man that he should use an electrjc bulb to light
his office instcad of a gas lamp. Nor do have to sell
the same business man the jdea that some a{ he mz need
something like chis invention. The need is already there—
the moncy is-usuzally being spent righe at that very
momen: — and the desirability of saving the greacest
part of this cxpense is obvious immediately.

Some of the Savings
You Can Show

You walk into an officc and put down before your 'itospcct
a letter from a sales organization showing that they did
work in their own office for $11 which formerly couldy have
cost them over $200. A building supply corporation pays
our man $70, whereas the bill could have been for $1,600!
An automobile dealer pays our rep ive $15, wh

the cxpense could have over $1,000. A department
store has of $88.60, possible cost if done outside
the business ﬁing well over $2,000. And so on. We could
not possibly list all cases here. These are just a few of
the many acrual cases which we place in your hands w0
work with. Practically every line of business and every
section of the country is represented by these field reports
which hammer across dazling, convincing moncy-saving
m&g which hardly any business man can fail to

integral
hagds

AS LOW

0 a remarkable business,

EARNINGS

Exceptional earnings grossed show the possibilities attainable
in this business. A Louisiana man wrote: **My average carnings
past 3 years about $150 a week; last 3 months as much as $250
weekly.”” Ohio man’s report: ‘A business man said to me,
‘This thing has caught the whole city on fire." For the first
30 days I worked, I earned $1343.00.° A Tennessee man:
**Last year, my average built up to $200 a weck by December,
but my carnings January reached $1,000 nct.”* Space does not
permit mentioning here more than these few random cases.
However, they are sufficient to indicate that the worth-while
future in this business is coupled with immediate earnings for
the right kind of man. Some of our top men have made over
a thousand sales each on which they earned up to $60 per
sale and more. Many of these sales were repeat business. Yet
they had never done anything like this before coming to us.
That is the kind of opportunity this business offers. The fact
that this business has attracted to it such business men as
former bankers, executives of businesses—men who demand
only the highest type of opportunity and income—gives a
fairly good picture of the kind of business this is. Our door
is open, however, to the young man looking for the right
ficld in which to make his start and develop his future.

Profits Typical of
the Young, Growing Industry

Going into this business is not like selling something

ered in cvery grocery, drug or department store. For
instance, when you take a $30 order, your minimum share
is $20. On $1,500 worth of business, your share can be
$1,100.00. The very least you get as your part of every
dollar’s worth of business you do is 67 cents—on ten
dollars’ worth $6.70, on a hundred dollars’ worth $67.00
—in other words two-thirds of every order you ger is
yours. Not only on the first order—but on repeat orders
—and you have the opportunicy of eacning an even larger

percentage.

This Business Has
Nothing to Do With
House to House Canvassing

Nor do you have to know anything about high-pressure
selling. *'Selling’ is unnecessary in the ordinary sensc of
the word. Instcad of hammering away at the customer
and eying to ““force’ a sale, you make a dignified,
business-like call, leave the installation—whatever size
the customer says he will accepr—at our risk, lec the
customer sell himsclf after the device is in and working.
This docs away with the need for pressure on the cus-
tomer—ic climinates the handicap of trying to get the
money before the customer has really convinced himself
100%. You simply tell what you offer, showing proof of
success in that customer's particular line of business.
Thea leave the invention swithoue a dollar down. It
starts working at once. In a few short days, the insealla-
tion should actually prod mosney to pay
deal, with ts above the investment coming in
at the same time. You then call back, collect your mozney.
Nothing is so convincing as our offer to let results
for themselves without risk to the customer! While others
fail t0 get even a hearing, our men are making sales
i the hundreds. They have recei

1ato d the atten-
'w:hemmtﬁmsin:bemuy,mdwldmﬁc
smallese businesses by the thousaads,

No Money Need Be Risked

in trying this business out. You can measure the possi-
bilities acd not be out a dollar. If you are locking for a
business that is not overcrowded—a business that 1s just
coming into its own—on the upgrade, instcad of the
dowu:xgde business that offers the buyer rclief from
a burdensome, but nnavoidable expense—a business that
has a prospect practically in every office, store, or factory
into which you can sct foot—regardless of size—rtbat is a
necessity but does not have aay price cutting to contend
with as other necessitics do—that because you control
the sales in exclusive territory is your own business—
that pays more on some individual sales than many men make
#13 @ week and sometimes in a moneh' s time—if such a business
looks as if it is worth investigating, ger in touch with us
at once for the rights in your territory—don‘t delay—
use the chances arc that if you do wait, someone else
will have written to us in the meantime—and if it turns
out that you were the better man—we'd both be sarrg
for convenicace, ase the coupon below—but send it right
away—or wire if you wish, But do ic mow. 28

F. E. ARMSTRONG,
Dept. 5619-A, Mobile, Ala.
Address all Pacific Coast mail to P. O. Box 268,
Dept. 5619-A, Monrovia, Calif.
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M RUSH For Excusive
| TERRITORY PROPOSITION |

l IFf. E'Pa Ac}g:s‘rRONG. Dept.5619-A. Moblle, Alabama !
on Coast mail to P. O. Box 19-A,
gt 268, Dept. 5619-A,

l Without obligntion to me, send me full infore l
on your p

I Name.......

Street or Route.
Box No.

City.
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