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" AND CORRGBORATE THESE : =

KANE'S IS THE KIND-OF . !’
DISCOUNT HOUSE “READERS :
DIGEST” AND “CHANGING | *
TIMES’ ISTALKING 4BOUT . ,:, =~

YOU ARE ESPECIALLY ~ = @
INVITED TO VISIT KANES +
CUT-RATE FURNITURE—~73) :

CLINTON. AVENUE SOUTH ¢~
(FORMER MENIHAN FACTORY)

{

IMPORTANT FACTS ABOUT -
DISLOUNT BUFING. AND -

TR, bR ‘i AP ; &; ’

A *FROM READER'S DIGEST JAN 1954 ENSED-FROM GING T —
* The discount house is the successor to the quy who used * "A survey made at the University of Southern California
b . tobrag, "I can get it for you wholesale." Discount houses found that 25 percent of all major appliance purchases
don't always get it for you wholesale, but they undercut in Los Angeles were. bought at discount houses. Business
t - standard retail prices by 20 to 40 percent. They can sell Week reports that many department stores are closing
you a refrigerator 40 percent cheaper than ordinary re- out their appliance departments because they can't
tail stores can. They retail watches at maybe two thirds match discounters' prices. Disturbed by these #rends, -
) the price you'll pay elsewhere. They offer TV sets at prices some manufacturers and retailers are seeking to combat
o only a few dollarsover wholesale. - discounters. ‘ '
No one has fotaled “u|5 all iﬁa discount houses—-ngﬁ ones oy , . . oo
; “spting up every-days-They.tend to cluster in cities, where Big Elf:‘l'.:llers arle ?'uuclf to hﬁzler to du:]:nb;for.s‘ when dis-
customers are pleriful. Wherever they do appear, they 3‘5"" °“.T.;’ slash prices. I’ ‘fﬂ‘P‘f*‘ M,N',J '**'!!5-‘,-'.5‘2" n a
| ~ work havoc on merchants who can't compete with them. h smma. Il ey wanfhfo mt;'ve 'eu‘ 9OoCs k‘"‘ }:sc.:ou;:;
. They sell just about everything—from pots and pans to ouses really move them. They also want to keep their ol
- jewelry. . e customers. In some cases, distribubors have cut off dis-
- =) : - oo count houses completely. But the discounters ysually find
‘ The very thought:of a place where rock-bottom prices ancther source. A
prevail :every day ©f the yaiar is enough to make any |
- ~ + shopper suspicious; it's almost too good to be true. But The reply of the discount houses to the conventional re-
~ » with '[SNEQT pradence you can buy from discount.houses tailer is this: Undercutting the retailer is an old and wide-
.~ ,and not e fung.or disa.;':po.infed. The best ones concen- spread practice. Clubs, unions and associations. get dis- -
\ C T trate ‘nn—i_:rau.d‘_g narries.”’. 's the one big way they can counts for their members. Big business concerns get them
. s &ﬁgggq&gg ;&Qgﬁaenggrf IR . for their emplo)}las.thr years ;cohzmi'sjs have said that
B R A S prices are too hi ecause. distribution costs are too
I _Theﬁ{o‘rmu(a"eSliscgunlf!‘l:?use i:lt"flf is (1) low overhead, highOne ; ices is fo slice selling costs.
. e quieTamower and (3 smart buying. : : - :
- ?WJMquoiﬁblébminimumeMG&#e—%—~ ———So, ask the discounters, why get mad at us?
R -~ ~~custorners;~absenceof acostconsuming credit depart- | S T
- m?h' plain andk ﬁmeh display 9{99?"5- minimum of he.|p,. ' Before you make a purchase at a discount house, satisfy
and fow-rent l“???*‘?"-v away from the main shopping yourself that the store and its merchandise are up to
, ~  areas. The store.riay be @ walk-up, or only an open-to-the snuff. . . .
public ‘warehousge; ... .- . ..
_ You ‘@gﬁ'} -g,f' Ahe- glad-hind: i‘r'e\d‘!ﬂﬁent Salesmen have The discount house should be well known in your commus-
little patierics with people whe like to iy things out or nity. Be leery of a seller whose office is in his: hat.
compare them. Goods are displayed on open racks or _ , \
* in cartons whic!j have been rippa'd f)p\e‘n.' Do you see brand:nam ods b randise—:
e : —stuff you have never heard of but which looks good—
— tmostcases, youlay cashon ‘!hig hnei You get no credit should not be confused with discount goods. it may be
e . ;200 O installment contract You'll pay:extra for delivery. merely lower-qualify goods sold at lower prices
. ) Yoy won't get free installation:or servicing. You get no ) A prices.,
promise-of an exchange ‘or a refund. ‘But ordinarily you o _ _
—. willbe able to get the standard manufacturer's warranty. Are the goods new? The merchandise you buy should be
If there's trouble, your recourse is 6 the local distributor. inﬂfacfory—;erled ;arfcns. There's no point in buying a
L o e "floor model,” "demonstrator”" or "last year's model"
T Thbig: "discounter” buys when the goods are.priced low. at a discount house, :
He is.»quigl‘:h fak'eﬁfﬁ‘e s'ev'entagd im half percent to ten o
_ . percent reduction he cari §et by buying in carload lots. . PRI Ly
J L """V"'.-“MH;“ yes-and-ears pickuprnews of sEcasiohal out-of-town Is there a warranty?-Get-a manufacturer's warranty card

' opportunities—instances. when wholesalers are ready to
. deal with outsiders because local Jemand ‘has fizzled.
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"7 Quick turnover—uwith ’]ii?gé‘»fi}cfurwi\; ;r;;f small profit-on
each item—is thekey. . 7 - . :

L R L S VI e S S TN LA

SENZED. 4S A PUBLIC SERVIC)

with your purchase. Arid be sure that service is available.
i you'rpﬁilﬁbgié;a_qt u,p,witﬁ_jiig.inconien’;ence. and if
you know what you're buying, then discount buying will
help you beat the high cost of living. ' .
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