
Your trade of to-morrow
depends Iargely upon
your transactions of

to-day !
Customers commeod or c ondemo, a c ordîny, as
they are pieased or disappoînted.

The uirger thetubrnover involved in euch sale. the
greater the importance of fuliy natisfyîng th,
cu.tomer. The bendency on omodern bu.nesn i.Let tht Seller 'Lake ae:as opposed t0 the oid and faine reasonîog of bygone dua

expceseed in the nhcase etthe Buyer Bewure.*
The seller must1 take care that tht cunbomer gels fui] value; the seller mu0st take cire thaieaî h male be niaken wil renuit on another satinfied boyer ai bis store. aod tii 1 piano
dealing lecidm t. the

Martin-Orme Piano
[.et os nom op the adivantages 10 botb dealer and buyer of a transaction învoiving the saleof a Macho-Orbte piano.

FROM YOUR STANDPOINT AS A
DEALER

Fair price.

Ha. reai taling pointm.

Easy 10 oeil.

Llphoids reputation of your store.
Creates good-wîii that Ieads tu future business

-the outconie of favorable mention.

PROM CLISTOMER'S STANDPOINT AS
A BUYER

Unequalied tote.

Great value foc moncy.

Appearance.

Non-deterioration wîth yeaca.
Pride of possesuion attaching 10 an instruioen,

that friendn will ungrodgiogly pruine,

Get filler particular and the proof w. can fursish.

WE INVITE CORRESPONDENCE PROM AGENTS IN OPEN TERRITORY

THE MARTIN-ORME PIANO CO., LTD.
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