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WEASNSNOUNCE A NEW ECONOMICAL WAY OF SELLING PIANOS., WE HAYE BEEN MONTHS PLANNING FOR THIS BIG EVENT, ARRANGING TO GET THE INSTRUMENTS, FlG-

URING HOW BEST TO PRESENT THIS GIGANTIC PROPOSITION TO YOU IN THE MOST FORCIBLE MANMNER.
FITTED BY THIS PLANNING,

FOR YOU, MR. PIANO

We knew, in fact we have alwaysknown, that the method employed in selling pianos excessively expensive. That pianos could be sold
7 - i . ]
whereby this enormous selling cost could be eliminated. We.solved this problem, we are =ure we have solved it and for proof we po to th
these usually high priced instruments jut let us explain the whole gscheme 1o Yo
First, we had to figure how we could reduce the factory cost to us, this wasn't an easy matter as we were told by the differ ictories tl

when we explained our plan to them, told them that we knew we weren't entitled to a lower price on our regular
(quantity of Instruments, the amount we usually buy during = period of six months, they readily

]l!‘il"o' 01

buziness

much lower

n

consented 1o giving thi

. all the different factories whose makes we have sold for so many years with the result that whole saving amounted to an enormous sum,

The next thing was to effect a saving in the marketing of this huge purchase. We could employ the old way. that way s slow and costls
chant this old method has been the only way by which planos were sold

Let us explain the old way, then you will be able to form some idea as to ! ' | for that matter tl : ill in u
to employ outside galesmen, canvassers, who make innumerable calls upon prospective 8

In many Instances it hag taken years to finally cloge a sale in this m: L grea iny les re for '
four or five planos per month his commissions were necessarily large Then there was the + Y I= ¢ t wit} 1ch ~
the purchaser felt that he had a right to miss his pavments {f he wished as he wasn’t ready for the plano at the time he bought, the fa
the carrying of his account very costly. Usually he had to pay a larger monthly payment than his income would justify

Our plan is this; we are forming a big Co-operative Family of plano purchasers, instead of buving from many different stores they will
buy here. In union there is strength and your parchasing power united with hundreds of others form a mighty leverage to obtain low prices
When you buy here you buy not one but hundreds of planos, because this family is one big body of purchasers who are conecentrating their pat-

ardl

ronage to this one store, thus enabling us to give you individually, t
hundreds of pianos at one time,

he same price that yon would receive if you h been delegated to

purchass

L 4
No ranning out to your home, no ealling upon you at your place of business. Our sgalesmen are on a regular salary for this sale and stay

: in the store to walt upon you, who comes of his own aceord, having made up your mind without the aid of an outside salesman

r
! After all these months of planning this great saving proposition is now an actual reality.

| THE SALE STARTS TOMORROW
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Throughout the sale our store will be open evenings for the benefit of those who would rather come at that time,

We will announce daily the different features connected with this big Co-Operative Family movement for low prices. Wateh for them

ready

quantity order. In turn we negotiated with

THE ONE MOST BENE-

BUYER., ARI

much eheaper if some plan were devised
e startling low prices we are putting on

at we already had the lowest price ~Buat
buy for immediate delivery a great

ince the days of the

very first piano mer-

t of ten piano merchants, is

nle As the average sal

sman sells but
r usually forced,
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FEATURES, BENEFITS,
WHICH NOT COST
YOU A PENNY

no

Free Trial—For 30 days you may
try out the piano you select in your
home. If at the end of that time yvou
do not want to keep it notify us and
we will send for the piano and re-
turn to you every cent you may have
paid

Free Exchange Privilege—Any
within one year you may ex-
change your piano for a player or
higher priced instrument and we will
allow vou all that you have paid out.
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i all our ¢ ements—in te . ] s hie sre—and in & s inf Ve give yi egarding this sale, we wi . AR i pay
ﬁ '. s ”I’t;na'llr:::';r' ;::‘n1:;:::;;_':::||r.$h in telling you of the values to be had here—and in all the information we give you regardin; 1 we will Free  Deltverlon—all- piatios o
; e no E . : players are put in your home free of
] You have not one but many different makes to choose from and these are the same makes we have always sold. They are not the instru- charge. This applies to exchanges
3 ments of some unknown, inferior,make bought especially for this distribution, but the very same that your neighbors have been buying from us also. .
f for years and perhaps that you now have in your family., They include some of the hest in the world. ; We Give Free with each piano, a
) ) . ) stool to match and a scarf.
: We say to you that this Is the only way possible in which we could fairly and honestly offer you these low prices and terms. The saving ef- We Give with each player-piano, a
i fected by buying in such enormous quantities plus the still greater saving in our manner of gelling them and small profit to us, on aceount of the bench, scarf, 12 rolls of music of
l volume of business we will do, allows us to gell at these figures. It is an experiment with us and if you are wise you will make haste to take vour own selection. ‘
I-i |‘_ advantage of it, for you may never have the same opportunity. " Warranties—Each instrument is
guaranteed against gll defects.
Ter on ianos as 'OW as PIANOS Knabe A. B. Chase MecPhail Packard PLAYER PIANOS - Some five years, some a lifetime by
: ms - . . . A. B. Chase-Artistino = the makers. On top of that we give
! e & P Kimhall Price & Teeple Gaston Brinkerhofl Apollo  Autopiano = our personal warranties, doubly pro-
| 00 DOWN Wilson Smith & Barnes R. 8. Howard Holland :‘.""“mir-m;ri"“}""l“ B | ‘ecting you.
’ ), _ W a rown-Combinola e T
AND Schaeffer Willard ('rown Marshall & Wendell Price & Teeple
Terms to suit you on players.
We will make a fair allowance on your
f old piano in exchanging for a player-piano.
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SALE PRICE $235, SALE PRICE 8187
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SALE PRICE $225 A
e NALE PRICE $210
SALE PRICE $110 ~SALE PRICE $375 ALE PRICE #3897 T
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i — Cut ont, il in, slen, send to s h"lli}'.
GABTON MUBIC O
i . Gentlemen: —Kindly send me list of
o Uperative Barg ing of Planos
' Players
not to exceed § i price
and the terms on SR .
- ’ TOUN
] OPEN EVENINGS Located at Clinton’s Jewelry Store = NORTH PLATTE, NEB.| mak
Sign
. Other stores Kearney, Grand Island, Hdstings, addr:
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