
VELLOVV t P.AGES 
WITH GREEN INDEX 

How to use t~e YELLOW PAGES 
The grffn Index pages ore ready reference to thousonds of clossifled headings es• 
tobli shed to help th e Buyer find the Seller. If you ore in doubt about the correct claui• 
ficat ion at which you will find the product or service you des ire, consult th e grMn Index 
where cross- references are given to assist you . Use th e green Index to the Yellow Pages 
and take the trying out of buying. 

READY TO BUY? 
Bakers or Brokers-Furs-or Furniture-Tailors or Traile rs . Just turn to the proper classi­
fication and there ,you will find many firms represented with listings or advertisements 
giving you vital information to help you in selecting a deole,. 

LOOKING FOR BRAND NAMES? 
Turn to th e heading which best describes the product or service in which you ore in• 
terested. Au thorized dealers for products bearing the Trade Mark or Trade Name you 
have in mind, will be represented there, ready to serve you, 

FORGET SOMETHING? 
You remember the a ddress but you can't quite recall the name. Look under the appro• 
priate heading for the product or service you want, then <:.heck the a ddresses of the 
dealers Jhted there. You will q ukk ly find the a ddress and the na me you had forgo tten. / 

EVEN WHEN YOU KNOW THE NAME 
The Yellow Pages he lp you fi nd it faster! For example, if the dealer's name is Brown, it 
is much ea,ier to look for him under the classification descriptive of his business, than 
to look through the long list of Browns in the White Pages. 

USE THE YELLOW PAGES WHEN THEY 
ARE LOOKING FOR YOUR FIRM 
BECAUSE THEY WERE • .. 

1. RECOMMENDED 
TO YOU 

2. INFLUENCED 
BY YOUR ADVERTISING 

3. SOLICITED 
BY YOU OR YOUR SALESMEN 

4. FORMER 
CUSTOMERS 

WHEN THEY ARE LOOKING FOR ANY 
FIRM-THEY ARE THE ••• 

1. NEWCOMERS 

2. EMERGENCY 
BU YERS 

3. DISSATISFIED 
BUYERS 

4. INFREQUENT 
BUYERS 

5. COMPETITIVE 




