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Talking Machine World regu-
larly—It 1s worth many times to
you 1ts annual cost.

There is but one talking machine
paper covering this entire industry, and it
is admitted by all that it is of great aid to
the dealers in every part of this country.

New economic conditions make cer-
tain knowledge necessary on the part of
merchants, and in every issue of The
World there is contained educational mat-
ter, instructive service, business news and
technical articles which are worth many
times the cost of the paper.

Thousands have been benefited by
the business articles which appear in The
World, and every talking machine dealer
should receive it regularly.

The only way to do that is to pay for
it, and the cost is trifling—a’ little over
eight cents a month, and for that small
sum The World, with all its mine of infor-

mation, 1s at your service.

If you do not receive the paper regularly, just
put your dollar in an envelope and address it to the
office of the publication, and: you will say that it is
the best investment that you have ever made.

Do not delay but send on your dollar now.

Recollect that your competitor is getting The
World—getting 1t regularly, and in it he is securing
some valuable pointers—information which places
you at a disadvantage if you do not read the paper.

Do not overlook such a valuable contributing
factor to your business success.

EDWARD LYMAN BILL
PUBLISHER

373 Fourth Avenue, New York City

READ your trade paper! Get The

oL

art.
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JOHN M. DEAN INCORPORATES

With Capital of $75,000—The Well-known
Needle Manufacturer cf Putnam, Conn., Will
Be Known as the John M. Dean Corporation.

The business of John M. Dean, needle manufac-
turer, of Putnam, Conn., has been incorporated for
F,000, aud will be known in the future as the
Joln M. Dean Corporation. The president is C. L.
Dean; treasurer, John M. Dean; scerctary, John
M. Deau, Jr. The oflicers and directors are the
sime.

From a modest beginning many years ago this
Lusiness has grown steadily so that to-day it ranks
with many of the larger institutions of the city.
One of its leading makes is the Puritone brand,
which is a needle of merit and has had a wide sale
sinee its introduction.

A feuature of the Dean business is the packing of
necedles in combination séts of 1,000. In one- of
these sets will be found 200 extra loud, 200 loud,
200 medium, 200 soft and 200 opera needles. This
combination allows the owner to have any style of
ncedle at his command, and he can also buy them
at a very reasonable cost.

Within a short time there will appear a hanger
exploiting the Dean needles, which will be sent
te the dealers of the country in order to familiarize
them with this line of needles.

While the sales of the company are confined to
jubbers, this publicity will have its effect upon the
total volume of business and is one of the mcthods
which are being used to co-operate with the jobber.

Be sunny, be cheerful, try to have a pleasant and
friendly greeting for all with whom you come in
contact. Remember that no one likes to do busi-
ness with ill-natured people.

A VOICE TESTING CONTEST.
Novel Method Adopted by Laurence H. Tucker
to Advertise the Edison Phonograph in Min-
neapolis—Prizes Given to the Contestants.

(Special to The Talking Machine World.)

Muinnearots, MinN., November 8 —Laurence 11
l.ucker is presenting a very novel contest al one of
the local theaters, which will create keen interest in
the home record making feature of the Edison
phonograph.

The contest will consist of voice tests on an Edi-
son phonograph, the machine being placed upon the
stage and patrons of the theater will be invited to
sing into it. After all of the contestants have sung
into Jt. the records will he reproduced for the audi-
ence to hear and judge.

Twenty dollars in gold, divided into three prizes,
will be given to the contestants and records receiv-
ing the most applause. Any person over eighteen
years and not a professional singer will be eligible
to enter the contest and compete for the prize of-
fered. Conceived along original lines this form of
publicity is attracting much attention.

AN ATTRACTIVE DISPLAY

Of Dictaphones Made at the Recent Business
Show in New York City.

One of the most artistic spots at the Business
Show which recently closed was the Dictaphone
booth of the Columbia Co. Tastefully furnished
and decorated, it was generally commended by all
visitors to the show. A number of excellent sales
were closed at the booth during the course of the
exhibition, in addition to the securing of a live list
of prospects for early closing. Manager Milnor, of
the local Dictaphone headquarters, assisted by a
score of capable salesmen, was in charge.

(Special to The Talking Machine World.)
Creverann, O., November 8—The illustration
pictures the last monthly concert given by the
Eclipse Musical Co. It shows the interested audi-

et:ce in the large auditorium facing the stage; the
show window in the rear, filied with Victrolas; but
cne side of Fred E. Lane's face, who was conduct-

STIMULATING 7INTEREST IN THE T ALKIEG MACHINE.

prominence who renders selections that can be
found in the Victor catalog. The concerts, origi-
nated by Mr. Laie, have met with pronounced
success during the year they have been in vogue,
while the publicity accruing more rhan recompenses
the ovtlay. Record purchases are made and ma-
chine prospects accrue, resultng in actual sales. Mr.
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Audience at the October Concert of The Eclipse Musical Co.

ing the concert. These concerts have become very
important events in Cleveland. The store is
crowded each month with Victrola owners and
others, who attend to hear the latest in records of
the current month. -In addition to the Victrola
renditions the cgmpany has secured an artist of

Lane relates that there have been very many sales
traced directly to people attending the con-
certs who when they came were not interested in
the purchase of a Victrola, but were so favorably
impressed with the wonderful productions that they
became purchasers and ardent Victrola adherents,

THE VANDERVOORT SALON OPENED.

Handsome New Department in St. Louls Calls
Forth General Praise—Demonstrating Ma-
chines Under® Difficulties—Some Clever Ad-
vertising Put Forth That Brought Results.

{Special to The Yalking Machine World.)

St. Lous, Mo.,, November J6.-—Manager Segar,
of the Vandervoort Salon talking machine depart-
ment, is the envy of the rctailers at present. ¢
and his Victors arc comfortably installed in cight
of the handsomest and largest demonstration rooms
seen in this community. [Ie had plenty of space
for suitable display, and indirect lighting, soft a
moonlight, and handsome rugs and statuary to aid
in the display of his rooms. It must be quite a
change for the record customers, who have bcen
faithful to this store during the last six weeks.
\While the salon was under construction The World
correspendent saw a woman customer sitting on a
chair on display in the furniture stock, while Mr.
Segar stood across a narrow and irregular passage-
way and held a machine on top of a packing case
to play the record requested. Ordinarily the fol-
lowing paragraphs from a Vandervoort advertise-
ment would be stamped as overdrawn, but in this
case they are not:

“As you seat yourself in a comfortable chair amid
the dainty mauve and gray fittings of our new Vic-
trola section you will feel, and perhaps say, ‘This is
the perfection of convenience.

“In every detail, visible and invisible, we have
striven for such perfectness. If it is lacking, we
ask your kindly criticism that we may correct it.

“This we know. No home could be more beauti-
fully appointed than our new glass-enclosed and
well ventilated demonstrating booths.”

The department is controlled by the Musical In-
strument Sales Co., of New York.

PROVES RIGHT TO STOCK.

Koerber-Brenner Co. Satisfies Bankruptcy Com-
missioner That Victor Department Was No
Part of Bollman Bros. Piano Co. Estate—File
Applications for Sums Collected by the Boll-
man House—The Situation Up to Date.

(Special to The Talking Machine World.)

Sr. Louis, Mo, November 11.—At a recent hear-
ing before the bankruptcy commissioner, the Koer-
ber-Brenner Co. convinced the court that the Victor
department was not in any sense a part of the
Bollman Bros. Piano ‘Co. estate and permission was
given to them to remove the stock, Also an order
was given to the company for collections made
at the store after the bankruptcy was inaugurated.
An application is pending for an allowance of sums
collected by the Bollman Bros. Co. in the two
months before the collapse, which had not been
turned over to the Koerber-Brenner Co. The
Koerber-Brenner Co. took over the Bollman Bros.
Victor department several months before E. J.
Piper, the president, killed himself because Piper
had admitted to them that he could not settle with
themi. They continued the department on a rental
basis, but when the collapse came the Bollmaa
books did not show the deal clearly enough to per-
mit the removal of the stock without a thorough
investigation. The hearing sustained all conten-
tions made by the Koerber-Brenner Co. The stock
is in the jobbing warerooms of the company. Mr,
Rauth says they will not enter the retail busines=
again, but he hopes to place this stock as it stands
with some house.

WITH PARDEE-ELLENBERGER CO.

L. H. Ripley, who for several years was with the
Victor Talking Machine Co. as one of its New
England representatives, has joined the traveling
staff of the Pardee-Ellenberger Co., Inc., 66 Bat-
terymarch street, Boston, Mass., and in the future
will devote his time as a special ambassador of the
Edison disc products.
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“FAIR TRADERS” PLEASED.

See Hope for Price Maintenance in Redfield’s
Lansing Speech.

Regarding the statement of Secretary of Com-
merce Redfield to the effect that the Department
of Commerce would, if funds were avaliable, con-
duct an inquiry the coming year into the fixing
of retail prices by manufacturers, C. H. Ingersoll,
president of the American Fair Trade Leagus,
said last week:

“The Secretary of Commerce and others influen-
tial in Washington are getting a proper under-
standing of this important subject. An interesting
point made by Mr. Redfield called attention to the
fact that Supreme Court decisions are not always
the last word.

“There are indications that Congress is conduct-
ing an investigation of the subject along very
broad lines. The men in charge are capable, and,
although the end seemns far off, we assume that
their conclusions will be that price maintenance is
a sound proposition from the standpoint of the
consumer, and, broadly speaking, in the interest of
public policy.

“The fair trade proposition is not generally rec-
ognized or followed up abroad. Germany, however,
has a very eflective control of prices and other
things relating to fair trade conditions. This is a
law which says that injury to prices of trade-
marked articles is against public policy. There is
also a law in Germany that forbids misrepresenta-
tion in advertising, and while it is well designed,
there are some ways in which it has reactionary
effects. In England the attitude of the courts is
the principal protection in all fair trade matters,
and the courts are fairly well grounded in the de-
fense of fair trade methods.

“The American Fair Trade League hopes to have
a definite declaration by Congress on several
points, the most important being price maintenance.
Eventually, we expect to obtain these declarations.”

CLOCK TURNS OFF WINDOW LAMPS.

One cannot afford to run the window lights all
night, but it is not difficult to arrange so the lights
will be cut off automatically at any desired hour,
says Frank Farrington. A simple method is as
follows: Attach a cord to the lever used for
switching off the lights, or if a button is used,
have a lever installed instead. Fasten the other
end of the cord to the wind-up key on the back of
an alarm clock, the key that winds up the alarm
part. Fasten the clock firmly to the floor or to a
block in such a position that the cord will be tight
and not too long. Set the alarm at the hour it is
desired to cut off the lights. When the alarm goes
off and the key turns around it will wind up the
cord and pull the lever, thus cutting out the lights.

JOINS THE EXPORT DEPARTMENT.

Joseph M. Lacalle Appointed Musical Critic of
Export Department of the Columbia Grapho-
phone Co.—F. C. Figuera Another Addition.

Joseph M. Lacalle, manager and director of the
Spanish Theater Co. has been appointed musical
critic of the export department of the Columbia
Graphophone Co., one of the most important posi-
tions in this division of the company’s business. Mr.
Lacalle assumed his new duties the latter part of
last month, and has already introduced several
ideas to the Columbia export department that will

Joseph M. Lacalle.

prove of considerable value and benefit to the Co-
lumbia export clientele.

Joseph M. Lacalle is considered one of the most
talented and best informed Spanish composers in
this country, and the recent organization of the
new Spanish Theater Co. to present modern Spanish
music to New Yorkers placed his name promi-
nently before the music loving public in his capacity

Fulton C. Figuera.

of manager and director of the new venture. Ac-
cording to present plans the Spanish Theater Co.,
which is associated with the Pan-American Phil-
harmonic Society, will inaugurate its season early

next year, when typical Spanish music will be in-
troduced under the management of Mr. Lacalle.

Anothed recent addition to the Columbia Grapho-
phone Co.s export staff is Fulton C. Figuera, who
was appointed manager of the Spanish correspond-
ence department last week. Although a compara-
tively young man in point of years, Mr. Figuera
has had many years’ experience in the handling of
Spanish correspondence, and his exceptional knowl-
edge of the language, together with his business
ability and intimate acquaintance with the ideas
and methods of the Spanish speaking people, should
insure his marked success in his new post.

VALUE OF WINDOW DISPLAY.

1f Given Proper Consideration It Will Pay—
The Wellston Talking Machine Co. Believes
in This Policy.

The Wellston Talking Machine Co., 5947 Easton
avenue, St. Louis, Mo., dealer in Edison and Vic-
tor talking machines, carried on a very active

window publicity campaign during the late autumn .

months which resulted in material business aug-
mentation. The display referred to was devoted
largely to stimulating purchases of talking ma-
chines for camping and vacation.purposes, and the
lateness of the year alone prevents us from reprd-
ducing a photograph of this very neat and effective
viindow.

The World has always held that every effort
along the lines of originality in window or store
arrangement is helpful because it funishes the
public with an idea of the progressiveness and en-
terprise of the owner of the establishment. There
should be no relaxation of effort on the part of
dealers in making their windows and stores so
utiique as to compel the favorable notice of the
public. It is the best kind of advertising, and evi-
dently Mr. Coleman, president of the company, ap-
preciates this fact.

If you dress your window just like all the other
fellows down the street—just as you dressed it
last week, last month or last year—there’s mighty
little inducement for anyone to stop and look at it.
Plan something different. Find a new way to
place things. Introduce a touch of color—anything
that will make the passer-by stop and look and
linger.

TALKING HAT RACK.

A talking hat rack has been placed on the mar-
ket with an added feature which is certain to de-
light the heart of the practical joker. Tlhe weight
of a hat starts the talking machine and at the same
time a small brass pin, which appears to be the
peg by which the rack is hung on the wall, is
pressed forward at a point directly opposite the
hat brim, causing the hat to fall to the floor.

regular dealers we will be glad to serve you.

“There’ll Come A Time Some Day”

(APOLOGIES TO CHAS. K. HARRIS)

When you will want goods and your regular source of supply will fall down; that is the time when,
perhaps (notice, perhaps), we can be of service to you; it won’t cost much to find out, and if our
stock permits and the filling of your order does not interfere with our supplying the wants of our
Right here is an argument in favor of your being
numbered among our regular dealers and have first call on goods at the time the demand exceeds
the supply. This is one of the fundamental principles of Eastern Service—loyalty to the loyal.

Eastern Service Is Good Service and It Is Just Service

EASTERN TALKING MACHINE COMPANY

177 TREMONT STREET, BOSTON, MASS.

EDISON

-
| FOR NINETEEN YEARS TALKING MACHINES EXCLUSIVELY'J/.// V’ ';CTOR
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Victor-Victrola

‘ Music dealers have seen the Victor-
Vicl\t/f;;'x;ryol:r )g,ak$75 Victrola take foremost place among the vyiior-victrola XI, $100
° world’s musical instruments. Mahogany or cak
They have seen prestige and profits come to dealers from their association
with this greatest of all musical instruments.
They have seen the Victor-Victrola elevate this branch of the musical
industry from comparative insignificance to a position of dignity and refine-

ment, and become the most profitable
part of the entire retail music trade.

And backed by the tremendous
resources of the Victor organization,
the influence of the Victor-Victrola
grows bigger every day, constantly
enlarging the field and profits of
dealers everywhere.

Victor Talking Machine Co.,
Camden, N. J., U.S. A.

Berliner Gramophone Co., Montreal, Canadian Distrihutors

Victor-Victrola XIV, $150 Always use Vi.ctor Machifnes with Victor Records and Victor Needles— Victor-Victrola XVI, $200
Muhogany or oak the combination. There is no other way to get the unequaled Victor tone.

Mahogany or cak

Victor Distributors
Albany, N. Y. Finch & Hahn. i A Elmira Arms Co. Oklahoma Clty, Okla.Schmelzer Arms Co.
Altoona, Pa. ..... W. F. Frederick Piano Co. El Paso, Tex......W.G. Walz Co. Omaha, Neb....... I“} ‘l]!osk % &
Atlanta, Ga.......Elyea-Austell Co. Galveston, Tex.....Thos. Goggan & Bros. chraska Cycle Co.
B Prillips & Crew Co. Grand Raplds, Mich.J. A.J. Friedrich. Beora, 8 R C R, T

. .. .Louis B
Austln, Tex The T’E:a(]aksl.ng Machine Co,, of Honolulu, T. H....Bergstrom Music Co., Ltd. PLIBCEERE, [ ;“iie;;:"éz Son,

) hen & Hughes, Inc. e teD o 5 q g Penn Phonograph Co., (nc.
Baltimore, Md goFﬂbroopi e dianapolis, Ind Stewart Talking Machine Co. The Talking Machine Co.
H. K. Eisenhrandt Sons. -ll(ackson\gllle, Fla. .. Florida Talking Machine Co. H. A. Weymann & Son, Inc,
ansas Clty, Mo. «J. W.Jenkins Sons Music Co. | Plttsburgh, Pa.....C.C. Mellor Co, Ltd.
g?:rgr;; h’:l; Ala.. : ?;i:::;dh:::;:eng:u co Schmelzer Arms Co. : Standard Talking Machine Co.
’
SLTRT. by " Oliver Ditson Co. Lincoln, Neb......RossP. Curtice Co. Portland, Me Cressey & Allen.

The Eastern Talking Machine [ Little Rock, Ark...O. K. Houck Piano Co. Portland, Ore Sherman, Clay & Co.

M. Sﬁ,nm & Sons Co. Los Angeles, Cal. .. Sherman, Clay & Co. Richmond, Va The C%}iley Co., Inc.
Brooklyn. N. Y....American Talking Machine Co. Loulsville, Ky.....Montenegro-Riehm Music Co, Rochester, N. Y. . E J Chaoses& Co. X
Buffalo, N. Y......W.D. Andrews. Memphls, Tenn. .. .O.K. Houck Piano Co. The Ta"‘"‘K Machine Co,

*Neal, Clark & Neal Co.
Burlington, Vt.. ... American Phonograph Co.’ Mllwaukee, WIS, ,.Wisconsin Talking Machine Co. Salt Lake Clty, Utah Consolidated Music Co.

Mobile, Ala.......Wm. H. Reynalds. San Antonlo, TexX. .Thos. Goggan & Bros,
Montreal, Can Berliner Gramophone Co., Ltd. | San Franclsco, Cal.. Sherman, Clay & Co. *
Chicago, IlI Lyon & Heal,

e Talkmg*dachmc Co. Nashvllle, Tenn.... 0..K. Hout.:k Piano Fo, Savannah, Ga Phillips & Crew Co,

The Rudolph Wurlitzer Co, Newark, N. J.....Price Talking Machine Co. Seattle, Wash - Sherman, Clay & Co
Cincinnatl, O......TheRudolph Wurlitzer Co. New Haven, Conn.. Henry Horton. d 000 , Clay 5
Cleveland, O. .The W. H. Buescher & Sons Co. | New Orleans, La.. . Philip Werlein, Ltd. Sioux Falls, S. D. .Talking Machine Exchange.

;‘i:: gg}}}f::'if‘ufﬂec? Ne\:l_Y_D_Ii(,_N Y oo lS3|ackman Talking Machine Co. { Spokane, Wash. .. .Sherman, Clay & Co.

1, Bloom, Inc
e eses P B. Whitsit Co. T st. Louls, Mo The Aeolian Company of Mo.
SIS © Serry B gmg:“:’:; glgg:‘l Inc. ’ oerber- BrennerpMuyle Co.
Dallas, Tex. ...... AEECE R I. Davega, Jr., Inc. St. Paul, MInn.....W.]. Dyer & Bro,

S. B. Davega Co. Koehler & Hinrichs,
Renzerecio '}:1‘:: %ﬁ,’f;,ff‘é’,‘fngﬁen Music Co. Chas. H. Dlgflion & Co. Syracuse, N. Y....W.D. Andrews Co.

Des Moines, la. .. .Chase & West Taiking Mach. Co. plﬂ':,da\}’ol}]:"{-lﬁﬁ;,lgnfhch,ne Co. | Toledo, O The Whitney & Currier Co.

. Mickel Bros. Ce. Stlas E. P 11 Ce t D « Robert C. R C
Detroit, Mich......Grinnell Bros. Be:i Sw :l:;sa = A S ol'f F. Drgg;rs& gons

Butte, Mont.......Orton Brothers.
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EMPHASIZES NEED OF SALESMANSHIP EDUCATION.

Interesting Letter in Which Talking Machine Salesmanship Is Viewed from Standpoint of
Layman Who Is Critical but Fair in His Analysis of Conditions as He Finds Them—
Demonstrates the Necessity of Reourcefulness and Tact.

Along the lines of salesmanship education the
subjoined, received from F. W. Pickard, Los An-
geles, Cal, will prove of interest. Mr. Pickard
emphasizes the need of education on the part of
salesmen, and he also raises a very interesting
question on the therapeutic value of music:

“Los ANGELES, CaL., October 23, 1913.
“Edward Lyman Bill, Esq., New York City:

“Dear Sir—Enclosed find two dollars for sub-
scription to your valuable magazine, The Talking
Machine World. 1 take great pleasure in assuring
you that I have no magazine that is better edited
or more interesting than yours. I am considered
an enthusiast in the use of the phonograph, having
taken it up some time past to aid in the cure of
asthma, with which I was a great sufferer. Asthma
and lung trouble of a severe nature seemingly
could not be relieved, and as a last resort I tried
the effects of music.

“Fortunately, I was guided somewhat by a gen-
tleman who ‘showed me how to realize the best
effects, etc. Having a very fine toned Columbia
Regent, I made the selection of records one that
would relieve the terrible suffering allotted me. In
this selection of records I found many very dis-
appointing features, not the least of which was
the crude manner in which records were sold by
rather eager but somewhat ignorant salesmen. |
kave nearly 800 records and am constantly buying
Cne could not find in my 800 any on the order of
ragtime or tango or like. I have written an arti-
cle relative to my point of view in the selling of
records—that is; from a purchaser’s standpoint. In
your excellent trade paper you bring out constantly
various points to aid salesmen, but it has often oc-
curred to mc that the buyer’s feelings, if expressed

from one who has had the rather expensive ex-
perience that I have, might give your clients some
guidance in the discriminating sale of records. So
wonderful has been the growth of the phonograph
business that quantity rather than quality has been
the effort of salesmen. 1 know of no class of
salesmen more ignorant, as a rule, of their stock
and unwise in putting it before the average cus-
tomer than phonograph salesmen, something that
would not be tolerated in ordinary business lines.

“I note with gratification in your last issue there
are some items tending to more care and a wiser
sclling of records. One finds every catalog issued
speaks of each record as of the highest worth, etc.
—no discrimination is used, only a very glowing
account is given. When one like myself saunters
i1 to pick out some new records it often becomes
a waste of time before acceptable records are
found. This could be avoided—and, to my notion,
ought to be—if the salesman followed the custom
of salesmen in other branches of business by
knowing his customer and knowing his stock so
well that he can produce what is desired, or
create a desire. The rule is to show a record oa
the poorest machine and pay no attention as to thc
use of a needle that will bring out properly thc
music. The prevailing habit is to show the latest
turkey trot or the most popular light opera record.
Many a time I have sat down and asked the sales-
man to play me something dainty and winning
either in song or instrumental, and many a time
have met with utter blankness, and all he could do
was to hand me a catalog and ask for numbers de-
sired. That is not always so, however, for some
of my men have been wise and careful enough to
play something that would result invariably in a

sale. For instance, once when suffering badly !
stopped, and my friend played the ‘Invocation’
(‘Faust’) by Journat, Instant relief (and instant
purchase).

“No journal I have read comes up to yours in
vital interest in its line—it educates me. Please do
not consider me as an educated musician—I am
not. I am one who firmly believes in the curative
power of music. I know that power myself. 1
Lelieve a higher standard should be sought in the
sale of records—more business sense shown and
morc care used. Should you care to see my article
written from the standpoint of the fellow on the
cutside of the counter it would please me to send
it. It is not a screed against the salesman—simply
how the poor cuss buying sometimes feels he was
poorly treated. I firmly believe no gift of a better
nature cofild be given customers ofttimes than
your paper. “Respectfully,

“F. W. Pickarp.”

MANY ATTEND EXHIBITION

Of Forest Cheney’s New Process In Talking
Machine Reproduction Held at the Murray
Hiil Hotel, New York City, Recently.

Forest Cheney, of Chicago, Ill., inventor of a
new process in talking machine reproduction, ex-
hibited his invention before prominent members of
the trade and a number of invited guests at the
Murray Hill Hotel recently. E. L. Howe, mer-
chandise manager of Marshall Field & Co., the
prominent Chicago department store, which, it is
understood, will merchandise and perhaps manu-
facture machines embodying Mr. Cheney's inven-
tions, accompanied Mr. Cheney to New York, and
assisted in the demonstration of the new principle.
Records of all types were played by Mr. Cheney,
and at the close of the demonstration he was con-
gratulated on the success of his invention.

Your character grows as your chain of thoughts
grow and expand.

Union No. 1
for Edison
Machines.
Gold plated
5.00

Pat. Pend.

Why? Because

Union Modi- \% 'Pat. records on an Edison.
gle; f%;a(igig? Pend. without alterations.

Union No. 2
for Victor

Machines.
Gold plated
$7.50. Nickel,

bronze $6.50. Pat.

Pend. ~

UNION No. 1 enables owners of Edison Disc
Machines to play Victor, Columbia and other similar

UNION No. 2 plays Edison records on a Victor.
UNION No. 3 plays Edison records on a Columbia.

FREE CATALOG-¢‘‘Two Phonographs in One”’

Proifits for
Jobbers

Union No. 1 (shown in use
with Union Sound Box at left.)

UN ION Specialties double the range of

your customers’ machines.

Here are seven profitable specialties that will sell to your customers on sight.

Union Phonograph Specialties ,

meet a long-felt demand.

new machines.

Write for your copy to-day. This simple but
detailed hooklet, fully illustrated, will interest
your customers and make profits for you.

| THE UNION SPECIALTY & PLATING CO.

409 PROSPECT AVE., S. W, CLEVELAND, OHIO
T
‘l . ki

Pat. Pat.

Pend.

Union Modifier
for Victor
Machine.

$6.50.

UNION Modifiers enable the owner of any ma-
chine to get exactly the tone desired, using a loud
It adjusts instantly and easily needle. UNION Modifiers are a big aid in selling

The UNION Sound Box is a new advance in tone-
reproduction designed to eliminate scratching.

Pend.

Union No. 3 for
Columbia Ma-
chines, gold-
plated $7.50; )
nickel, Dbronze,

Union Sound Box.
Gold nlated..$5.00
Nickel, hronze 4,00

Pat.
Pend.

for Edison
Machine.

P - e




THE TALKING

MACIHINE

WORLD.

| <

We have always had quite a lot to say
about the guaranteed quality of Columbia
Double-Disc¢c Records and we are again
going to say it loud enough for several
million people
Columbia advertisement in this week’s
issue of the Saturday Evening Post.

(Write for “Music Money,” a book “full of meat’’ for those
L dealers interested in quick and frequent turnover of capital.)

to hear;

e e —
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SATURDAY NIGHT CLOSING AGAIN DISCUSSED

By the Trade in Detroit Owing to Lapse of Two Concerns—Present Closing Plans Highly
Approved—Charging Interest on Instalment Sales—Holiday Trade Opening Up in
Shape—Leading Houses Doing Big Business and Organizing New Agencies..

(Special to ‘The Talking Machine Warld.)

Detrort, MicH., November 10.—The question of
Saturday night closing again has the talking ma-
chine dealers of Detroit in a stew. The policy of
closing, which went into effect July 1, has prove-i
to be such a profitable one, as well as a desirable
one, that the dealers thought it had bcen settled

permanently. But there has been a break in the

ranks. )
Fortunately, the two houscs which began last

week to keep open Saturday nights again are bot.I;
small ones, and their action can do no damage in
itself. But it is feared that some larger houses may
gact an idea that it is losing business to these small
concerns and become weak-kneed.

That the Saturday night closing has been of
henefit both financially and physically, is proved by
the fact that all the big houses have steadily gained
in weckly and monthly business. The Max Stras-
hure Co. had double the business in October that
it had in October last year. Grinnell Bros., as job-
bers and retailers of the Victor line, do such a
tremendous business that to double it in a year
hardly could be expected, but the business of the
past four months has shown a remarkable increas2
over the same period last year. Similar reports are
made by the J. L. Hudson store, the Columbia store,
the Cable Company and others. Formerly these
big stores all had more or less dull times on Mon-
day and Tuesday. They figured that they lost
many sales altogether because people instead of
buying when they thought of it, would keep post-
poning it until Saturday night, and then cither fail
to go downtown or find all the stores so crowded
they could not get waited on anyway. So they
would go home and repeat the performance week
after week. Now they do not wait for Saturday
night, because they know there will be no Saturday
night shopping. In consequence Monday and Tues-
dav have become vcry busy days. All the business
that might have been done Saturday night comes
in early in the week, and more too.

Every big dealer in the city, however, insists
that he is not the possible weak-kneed one; that
he is making more money than he did under the old
system and is therefore more than satisfied with
the new.

One cause of the increased business can be seen
in the higher level of the prices that are popular.
A year ago the popular range was from $50 to $75.
Now it is from $75 to $100, with the latter figure
by far the most in evidence.

“It is just a matter of a little judicious talk to
get the prospect to take the $100 machine in pref-
erence to the $73,”” said Max Strasburg. “It is
easy to show wherein is the added value. Show
them the value and they want it, unless they intend
to pay cash and haven't the extra $25 with them.
When they buy on contract an additional $25
doesn’t amount to anything.

“The lower priced machines, that is, those selling

for less than $30, are losing ground steadily, except
perhaps among the foreign citizens, who still like
a horn for its orchestral appearance and lots of
noise rather than a soft tone.”

Another 1natter that pleases the dealers very
much is the result of the agreement to charge in-
terest on instalment sales. It has worked out
beautifully, and along exactly the lines that were
predicted, greatly increasing the number of cash
sales, while reducing the amount of capital neces-
sary to be tied up in the business. Not a customer
has made a complaint, as far as known among the
dcalcrs.  All people are in the habit of paying
interest on houses, furniture, pianos and all else
that thcy buy on instalments, and do not expect to
be absolved from it in buying talking machines.
In the past they have been surprised when informe.t
that there would be no interest. Though the agree-
ment has been in force only a little more than a
month, it has become as much an established fea-
ture oi the business as though it had been in effect
for years.

Generally speaking, there will be no shortage ot
talking machines to hamper the holiday trade this
year. Victor dealers say that jobbers all over the
country are soliciting their business, which means
that they have plenty of machincs for immediatc
delivery. Detroit dealers all are stocked up in ad-
vance, however, having grabbed old Father Timc
by the forelock as soon as the opportunity pre-
sented itself. As last year’s business was tre-
mendous in spite of a shortage of goods, there is
considerable pleasant anticipation of what it will
be when the dcalers can deliver all the goods
people want.

The holiday trade seems to be opening good and
carly this year, too. Grinnell Bros. in the first
weelc in November had sold about a dozen ma-
chines for Christmas presents, putting them asidc
to hold for delivery the day before ‘Christmas.
None of the others had made Christmas sales
whenn The World asked about it, but all were ex-
pecting an early beginning.

Detroit has a large number of concerts, big and
little, during the winter season, and nearly all of
them help to boost the sale of talking machine
records. People hear some song or instrumental
number at a concert which pleases them and next
day they go to a store and buy a record of it.
That is one reason why Detroit dealers all keep
such a large catalog in stock. The grcat artists
who visit the city almost always render one-or two
of the old time classics; and always stir up a de-
mand for such records.

Record buying has been reduccd to a science by
a grcat many owners of talking machines. The

day that a new catalog is due, each month, there,

is a rush of music lovers to ascertain what is in it
and to make their selections. A good many recl
seal records are sold in spite of their high price

The use of the fiber needle is growing in favor,

Columbia Graphophone Company
Woolworth Building, New York

It is not only an efficient demonstrator in the
stores and a producer of a softer tone in the, com-
paratively small rooms of residences, but it saves
the records.

A new Victor feature which is attracting atten-
tion is thc specdometer, which comes with all ma-
chines, and, set at seventy-eight revolutions to the
minute, plays all records as they should be played.
By it, the machine, can be made to run faster or
slower, if the ear of the owner prefers a different
tone or tempo. Its greatest use, however, is in ad-
justing the speed to show the people without ac-
curate musical ears just how a number should be
rcndered.

The talking machine dealers up-State are going
to be well taken care of this winter. For the Co-
lumbiz. Co., Robert Barclay, now traveling under
the auspices of the Detroit branch of the company,
has placed a good many agencies in the larger cities
and fitted them out with adequate supplies. In the
Victor line Grinnell Bros. will be able to suppiy
about all that is required.

Both in the city and up-State, through papers of
State-wide circulation, the talking machines ars
being heavily advertised, particularly the high
priced ones. This may account in some degree for
the trend toward a higher range of prices.

The Columbia Co. has transformed two more
piano houses into talking machine institutions. Ons
of them is the Hustedt Piano Co., of 811 Gratiot
avenue. The other is Frank Niman, at Chene and
Forest avenues. Both start with a good repre-
sentative line of Columbia machines and records.

James Bratherton, formerly with the talking ma-
chine department of John Wanamaker in Philadel-
phia, has removed to Detroit and taken a position
with the Max Strasburg Co., “the Victrola Shop.”

ACCESSORIES THAT ARE POPULAR.

Products of Union Specialty and Plating Co. in
Strong Demand—An Interesting and Valu-
able Line of Devices—Manufacturing Facili-
ties Being Increased to Meet Demand.

(Special to The Talking Machine World.)

CieveLany, Omnio, November 10.—The Union
Specialty & Plating Co. is very busy, operating the
factory on a schedule of full and overtime. “Why,
ves,” said a prominent talking machine dealer, “we
have the different Unions, the Union sound box, the
Union modifier and, in fact, carry the entire line of
the Union Specialty & Plating Co.’s talking machine
products, and I wouldn’t consider my store com-
plete without them. Sell? Of course, they sell.
They are just what talking machine owners want.”
H. B. McNulty, general sales manager of the com-
pany, said: “Our business is increasing by leaps
and bounds. e are meeting with wonderful suc-
cess with the entire line of goods we are manufac-
turing. We are adding largely to our facilities,
equipping the factory with additional machinery an
special tools in order to take prompt care of the
increasing demand for goods. Our principal trouble
has been our inability to manufacture enous ds

to meet the demand, but we are now enabl o do
so. We are looking for a big rush for our goods
to meet the holiday trade, and will b fully pre-

pared to supply it.”
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- The line of Edison Phonographs at your
disposal today covers every possible situation
that may arise in your phonograph business.

With the coming of Mr. Edison’s most
recent achievement—the Edison Diamond Disc
Phonograph—scores of patrons whom you have
never been able to interest are now active
prospects for you.

There will always be people who prefer
cylinder records—and the cylinder types are constantly showing
improvements that anticipate the ideas of these loyal adherents
to an established type.

The new diamond reproducer is a perfect jewel of a talk-
g point. Think of being able to show this wonderful gem and
to tell your patrons that it removes all the ceaseless bother of
constant changing. It is a permanent point that never wears—
and the argument will wear as long as the diamond lasts—forever.
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new friends
ones more
ever

Talk tone quality—sweet, natural melody
of greater purity than has ever been approached
in a phonograph. You have the phonographs
to back up every word you say.

Talk the wide range of models—from
$450 to $30—adapted to every purse. Talk
the varying woods in which the artistic cabi-
nets may be obtained, suited to every taste and
blending with every household furnishing.

Talk the superior construction of the motors—in which
Mr. Edison has successfully experimented until he has given

them a degree of great efficiency and endurance.

Talk the marvelous name Edison—and all it stands for

—1n the world of invention.

Was ever a dealer supplied with such a wealth of arguments

as you have today when you handle the Edison

THOMAS A. EDISON, Inc.

§9 LAKESIDE AVENUE

line ?

ORANGE, N. J.
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HOLIDAY BUSINESS APPARENT ON PACIFIC COAST.

Jobbers Report That Dealers Are Putting in Substantial Stocks of Machines and Records
—Portola Festival Pleases Trade—George W. Lyle Visiting Columbia Co. Branches—
All' Lines Being Exploited Strongly—Good Supply of Edison Discs—Month’s News.

{Special to The Talking Machine World.)

San Francisco, Car., October 30.—Business in
talking machines, especially wholesale, is rapidly
assuming larger proportions as the holiday season
approaches. Jobbers report all the orders they can
handle, and the distributers are finding an imme-
Ciate demand for all the goods they can get. A
good many out-of-town dealers came to San Fran-
cisco during the Portola Festival, a four-day cele-
bration, October 22 to 25, which was the most pre-
tentious event of its kind ever held here. It had
Leen well advertised throughout California and ad-
joining States, and it was largely attended. The
city was elaborately decorated and the entertain-
ment was of a high character. The retail music
hcuses, although net among the trades to reap
immediate benefits from the carnival, participated
it: the affair quite generally, contributing to the
general expense fund, preparing special displays
and otherwise responding to the festival spirit.
The trade was represented in the big industrial
rarade by Byron Mauzy, who entered a float show-
ing musical instruments in an attractive setting.

The Stock Situation.

While there is still some talk here of difficulty in
getting stock, not much anxiety is being felt in this
respect, as stocks generally are in much better
shape than.they have been at this time in a num-
ber of years. Several of the retailers have been
filling their warerooms for some little time and at
this early date have nearly all their holiday goods
in storage.

Messrs. Lyle and Gray on Business Tour.

WV S Gray, local distributer for the Columbia
Graphophone Co., left last week for the Northwest,
v.ith the intention of meeting George W. Lyle, gen-
eral manager of the company, and making a tour
ot the Pacific Coast with him. He planned to spend

about two weeks in the Northwest, making stops at
Portland, Tacoma, Seattle, Victoria and Van-
couver before returning to San Francisco. After
Icoking over the local field they will proceed to the
southern part of the State. Just before going
north Mr. Gray made a trip taking in several Cali-
fornia towns, including Stockton, Tracy and Liver-
more. Dealers in those places, he said, were en-
joying a normal business and were preparing for
a big holiday trade. Fred Anglemier, local whole-
sale manager, reports a splendid business the past
month, and thinks they will be able to meet the
demand in this section quite comfortably this holi-
day season, having taken every precaution against
getting swamped with orders in December. A new
man has joined the Columbhia force here in the per-
son of Otto Krause, formerly with the Victor Co.
He has been engaged particularly to exploit the
Columbia Grand here in San Francisco. The force
has been still further strengthened by the return of
J. B. Kahn, who for several months has been in-
terested in othet pursuits, to resume his duties with
the company. He will work outside territory.
Takes on Columbia Line.

The Hayden Furniture Co., of Bakersfield, Cal.,
kas added a Columbia Graphophone department
and is planning an extensive campaign for Colum-
bia products in conjunction with its furniture
business. Alr. Dyer, president of the company, was
a recent caller at the Columbia offices here

Big Demand for the Edison Line.

J. E. McCracken, traveler for the Pacific Phono-
graph Co,, is now calling on the trade in the south-
ern part of the State, after completing a success-
ful trip over the Northwest. A. R. Pommer says
they have all the orders they can handle and that
indications point to a banner year in Edison prod-
ucts here on the Coast.

Won’t You

Lesson in
Spanish?

It's so easy to learn by the I. C. S. system—and a knowledge of Spanish is so

useful nowadays.

The I. C. S. system of language instruction by means of the phonograph makes
easy the mastering of a foreign language, and appeals with compelling power to
thousands. The dealer in phonographs who does not carry I. C. S. Language Out-
fits is neglecting a quick and sure way to increase his business. The new $35
Language Outfit of the I. C. S. is a marvel. It represents the highest art in the
teaching of languages, and embodies a method that has won the warmest praise of
thousands qualified to speak authoritatively. The Spanish, French, and German
Embassies at Washington, as well as the leading colleges, have cordially indorsed
the I. C. S. method of teaching languages.

The I. C. S. Language Outfit consists of an Edison Gem Phonograph made
especially for language work; small horn; headband hearing tube; oil can; and 25
Conversational Records teaching pronunciation guaranteed to be absolutely cor-
rect, with native intonation and inflection. In addition to these Conversational
Records there=are pamphlet Instruction Papers teaching the theory of the lan-
guages. The new Outfit is at one and the same time the best and cheapest

ever offered—the price being only $35.

If you want to increase your business, write to-day for full particulars.

International Correspondence Schools
Box 918, Scranton, Pa.

E. V. Chandler, special representative of the
rhonograph department of Thomas A. Edison, Inc.,
after working the southern part of the State quite
thoroughly, is now calling on the trade in the San
Joaguin Valley.

Bacigalupi’s Good Report.

Pcter Bacigalupi, manager of the talking machine
department of Peter Bacigalupi & Sons, reports a
big month’s business in both Victor and Edison
products. He also says that holiday business in
Little Wonder machines looks very promising.
Hale Bros., one of the large department stores
bere, has placed a large order for these machines
and is featuring them quite extensively in the toy
Cepartment. During the Portola Festival the Baci-
galupi talking machine department was converted
into a grand stand for the accommodation of
friends and patrons of the house who desired to
see the parades.

Exploiting Victor Style for Schools.

C. T. Edwards, who has charge of the outsidc
lLusiness for the Wiley B. Allen talking machine
department, is devoting particular attention at
present to the exploitation of the Style 25 Victor
machine for school use in the outlying districts in
this vicinity. He says much interest is being shown
in that style of machine in San Mateo and Santa
Clara counties. Joel R. Scott, manager of the
tecord department of the Allen store here, reports
2 big business during Portola Week. James J.
Black, manager of the Allen talking machine de-
partment, anticipates an unusually large holiday
trade in the higher priced Victor Victrolas. Miss
Bertha Houda has returned from the North and
resumed her position with the Wiley B. Allen Co.

Kohler & Chase Activity.

P. H. Beck, manager of the Kohler & Chase de-
partment, says that business continues to improve
and that both machines and records are having a
good call. He finds the $100 Victor Victrola a pop-
ular style of machine for the apartment house trade
of this city. He is carrying a large reserve stock
now, and expects to be able to handle the holiday
rush without delay.

Good Supply of Edison Discs.

J. S. Baley, manager of the local branch of Bab-
son Bros., is now in receipt of a fairly good supply
of Edison disc records and is in position to push
disc business more actively. He notes a decided
improvement in the demand for both disc and
cylinder products in the last month. He has a big
railing list, and a good many of his out-of-town
customers called during the Portola Festival.

Manager Morgan, of the Emporium talking ma-
chine department, which handles Columbia prod-
ucts exclusively, has been running a series of ads
teaturing the “Eclipse” machine, and which have
stimulated interest in that style.

SPECIAL DEMONSTRATION RECORD.

Being Introduced by the Columbia Co. to Re-
tail at 25 Cents—Contains Tenor Solo and
Selling Talk on Qualities of the Products.

The Columbia Graphophone Co. has just intro-
duced a special demonstration record to retail at
twenty-five cents that should prove one of the most
important trade producers announced by the com-
pany in some time. A double page spread in to-
day’s Saturday Evening Post presented this new
demonstration record to the general public, and if
advance expressions of approval are any key to
the ultimate popularity of this record, the demand
for the new Columbia demonstration record will
far exceed all expectations.
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