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PIANOS

THE RESALE

The retail merchant buys a carload of pianos, and
the average manufacturer expects the merchant to
sell them and order more. Wurlitzer actually helps

: the merchants resell his pianos.
Wourlitzer offers the merchant—

a known name,
. a known price,
a recognized and accepted standard of quality,
a complete line of 150 different models,
an extensive national advertising campaign.
And in addition—

Woaurlitzer has a definite and workable resale pla_m
which will show the merchant a positive increase n
retail sales. Write for it today.
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