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THESE MANUSCRIPTS ARE SPECIFICALLY
TAILORED FOR THE
HEARING AID DISPENSER

Should you find interest in some of the subject materials
listed above, please see our website to select that manuscript.
READ and LEARN!!

If you have questions or need assistance
contact us

E-Mail us at:

GARYHEAR@AOL.COM

OR

Just call us at:
210 - 896 — 3030

We are so happy to help you !



