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Template G “£” )

Dear Sir or Madam,
‘We have been seriously considering establishing business relations
with Washington Drugstores Inc.”, 200 17th Street, Washington D.C. ;| wmmsmazs
M@), but it is a pity that we have s/im knowledge of this company. LR
We shall owe you a debt of gratitude, if you as the bank reference , pmemmsgsy
provided by this company could be kind enough to o//¢r us some SR
information concerning this company’s financial and credit standing®. 3 BEEE RS
We promise that any information provided by you will be kept strictly s
confidential ® 4 AER ARG
Your time and concern will be greatly appreciated, and we are /ooking BIHRE
Jorward to hearing from you.

P.S. Enclosed is a stamped and addressed envelope for your reply.® 5 purprmines
Thank you in advance.

Yours sincerely,



