
Growing Fastest Without

The Gents Furnishing Department of the Popular
Clothiers and Hatters

W C«1

ER BROTHERS,
OPPOSITE THE POST OFFICE

The Value of 
a Dollar I31XOÌSL llixiiclon

A glance at our well-stocked 
shoe department will convince 
the most skeptical person that 
we certainly have the goods to 
show and back up this adver­
tisement. All of the latest 
styles in all the different leath­
ers, and in all sizes to select 
from. Besides handling a 
number of the best brands of 
shoes, we call your attention 
to the Sir Knight shoe. Nev­
er was and never will lie beat 
for the price!

Every man is particular about his clothing. He wants to have his gar­
ments made in the latest styles and fabrics, and to attain that end, we do 
our buying from the largest dealers in the east. They have to keep up to 
the top-notch of late styles, and we reap the benefit of their knowledge, 
by providing for our trade, garments that give satisfaction all around. 
The constant varying of the styles and material in gent's furnishings— 
neck ties, shirts, underwear, hosiery, collars and cuffs, in fact, everything 
to dress the particular person—would necessitate an extremely large stock, 
but by investigating the leading authorities on what is to be worn each 
coming season, we are in a position to buy accordingly, which has always 
given satisfaction to our customers.

We have sold a far greater percent of cloth­
ing, ready and custom made this year, than 
in any year previous. The additional num- 
ber of people might account for part of the 
increase, but there is a special reason for this 
success. When a new firm with modest ad­
vertising can penetrate, by sheer merits of 
the garments they sell, through the wall of 
competition that exists to-day and find a 
lasting and permanent place in the confidence 
of the public, we believe we can truthfully 
lay claim to better clothing values than any 
other clothier in the country.

We have a goal in sight that we must 
reach. “We want to clothe the appreciative 
man of Bandon and vicinity.” Are you buy­
ing your clothing here? Are you satisfied 
with clothes bought elsewhere? We have a 
feeling of thankfulness for the hearty support 
of our present patrons and to our new friends 
we will endeavor to show, by the worth of 
our garments andjhe increased trade we can 
bring you, that it pays to be a client of Pan- 

J ter Bros.

Every housewife and mother in Bandon knows where to go to make 
her money go farthest. We do not have to dwell on the fact that 
Panter Bros, have made, and continue to make our Dry Goods 
department a household word when such articles in our line are 
required. Our stock is always up-to-date. The shelf-worn stock 
usually found in stores with the same sized stock as we carry, has 
been done away with. When an article goes out of style or be­
comes in the least soiled from shop display, we would rather dis­
pose of it at a sacrifice than to permit a regular customer to buy it 
and be dissatisfied. We deal on business methods, strictly. Our 
fair treatment to our- customers has won us many friends and regu­
lar patrons. If you are not already one, let us strive to please you, 
ladies! We have what you want in our Dry Goods and Notions. 
If you cannot find it where you are trading, call on us anti we can 
furnish you with the article. It is not necessary for us to take the 
time and space to say much about our large stock of groceries. 
They are well known, and our method of turning our money over 
more frequently by selling on smaller margins, is well known to 
our customers. A glance at our shelves shows you we handle the 
standard lines of canned goods. Insufficient space does not per­
mit us to make a display of but a small per cent of the stock carried 
in our ware rooms. We buy in large quantities and our low prices 
do the rest. A hint should be sufficient to show our success in 
this line.
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Our patrons of a year ago notice many improve­
ments in our store, our stock is larger, and better 
and experience has taught us many lessons in buy­
ing to the advantage of our patrons. It is an assured 
fact that had our goods been otherwise than just 
what our advertisements have represented, we 
could not have lived and prospered among 
competition. We are now in our new home, op­
posite the Post Office, and it will l>e but a short 
time before the rear ware room will have to be con 
verted into store space. We are constantly growing 
and the new comers are climbing on the band 
wagon of bargains, satisfactory dealing and lair 
prices of the old-new store.
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