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DANCE RECORDS SCARCE IN ST. LOUIS.

Heavy Demand for Such Records, with Dealers
Unable to Get Sufficient Stock—Jobbers Be-
tween Two Fires—Remarks of Mr, Rauth.

(Special to The talking Machine World.)

St. Lours, Mo., February 7.—The dance is the
thing in the talking machine business in this sec-
tion at present. Dance record sales are exceeding
the factory speed limit, or at least they are trying
to, but unfortunately for the dealers, they cannot
sell more records than the factories will turn out.
With this rush for dance records comes an accom-
panying demand for machines to play them. Per-
haps this is the explanation of the excellent busi-
ness that is being reported for January, but the
movement of machines is too heavy to ascribe it
to the dance demand alone; part of the demand
must be ascribed to the general gain in business.

But seriously, there probably is not a dealer in
this section that has had all of the dance records
he wants. Some of them have revived some old
records that will meet the demand, and have
cleared out these when the ones that are cailed
for are not at hand. This shortage is peculiar in
that it affects all makes as far as this territory is
concerned. A saving grace of the situation is that
the new dances are so much alike that if the
dance called for cannot be had, some other will do.

The wonderful jump of the talking machine
business in December, and its maintained pace
through January, has set a good many dealers in
things musical thinking, who had not given really
serious attention to this line before.

A letter received by the Koerber-Brenner Music
Co., the well-known Victor distributers, a fcw days
ago, illustrates the situation. E. C. Rauth, vice-
president of the company, was on a trip through
Kentucky and to other Southern points and varied
his route to a town not heretofore visited. He got
a very nice record order and a few days after his
return home received a letter from the dealer
thanking him for the prompt shipment, and con-
cluding: “1 gave you the records I could not buy
of the two jobbing houses I have formerly patron-
ized, and you filled it 50 per cent. Please accept
my thanks.” The fact that a dealer is willing to
thank a jobber for a 50 per cent. filled order
shows what the situation is in this section.

Concerning this trip Mr. Rauth says that thte
business accumulated for immediate shipment was
surprising. “It all goes to show that the dealers
are not overstocled after the holidays, and that
they are appreciating the possibilities of this con-
stantly growing business.”

MAYERS BUYS ROONEY STORE.

Ninth Avenue Dealer Will Conduct This Estab-
lishment as a Branch Store.

The stock, assets and good-will of the talking
machine store of John J. Rooney, 1983 Broadway,
New York, recently adjudged bankrupt, was sold
at a private sale February 2 by J. N. Black-
man. receiver. The purchaser, who was the high-
est bidder at the sale, sold the store in turn to A.
H. Mayers, the well-known Victor and Edison
dealer at 790 Ninth avenue, New York, who will
conduct the store at 1983 Broadway as a branch
establishment.

LOWER DUTY ON RECORDING WAX.

The Board of General Appraisers this week
upheld the claim of A. H. Ringk & Co., importers
and customs house brokers, relative to their re-
quest for lower duty on importations of wax spe-
cially prepared for use in making records.

Collector Malone classified the article as a manu-
facture of wax not specially provided for, under
Paragraph 462 of the old act, and exacted duty
at 25 per cent. ad valorem. The importers said
the wax was an unenumerated manufactured arti-
cle, dutiable at 20 per cent, under paragraph 48(,

GREAT BUSINESS INCREASE

In Talking Machine Department of J. W. Jen-
kins’ Sons Co., Kansas City, Necessitates
Erection of New Demonstrating Rooms.

(Specia! to The Talking Machine World.)

Kansas City, Mo., February 6.—To such pro-
portions has grown the business of the talking
machine department of the J. W. Jenkins’ Sons
Music Co., of this city, under the management of
Burton J. Pierce, that it has been found necessary
to remodel the company’s store for the purpose of
making room for four additional demonstration
rooms. The new rooms, built of mahogany and
plate glass and perfectly sound-proof, will be
located on the ground floor, where there are al-
ready ten rooms, and when the new equipment is
installed the company will have in all twenty-one
rooins devoted exclusively to the demonstration of
talking machines.

Michael Bard, who has been connected with the
Jenkins house for the past five years as salesman,
making some records in that line, has resigned for
the purpose of entering another line of business.

NEW EDISON JOBBER IN SEATTLE.

Pacific Phonograph Co. Incorporated in That
City with A. R. Pommer at Its Head.

(Special to The Talking Machine World.)

San Francisco, Car., February 6.—The Pacific
Phonograph Co., N. W, has been organized to
engage in the jobbing business of Edison products,
with headquarters in Seattle, Wash. A. R. Pom-
mer, proprietor of the Pacific Phonograph Co. in
this city, is head of the concern, and C. O. Baker
is secretary and manager. Mr. Baker is new in
the talking machine business and also new in
Seattle, coming from Colorado, but he is taking
hold of the enterprise in a creditable manner and
is getting things started in very good shape, with
the assistance of J. E. McCracken, the well-known
traveler for the local company, who is up there at
present for the purpose of directing matters where
experience is needed., Mr. Schwab will act as
traveling representative of the Northeru house. In
the future the entire Northwest will be covered
from Seattle, instead of from this office, which
will enable the Pacific interests to give better serv-
ice in that section. The Seattle warerooms are at
310 Maritime building, where spacious quarters
have been secured in a desirable wholesale section

TALKER MUSIC FOR WAR DANCES.

Indians at Annual Meeting in Lincoln, Neb.,
Hear Their Native Music Reproduced.

(Special to The Talking Machine World.)

LincoLn, N, February 5.—The monotonous,
rythmic thump of the Indian tom-tom with the
quavering falsetto of the squaws as they danced
the “Omaha” and “Sun” dances in circles of
whirling war-bedecked savages were made realistic
recently for 200 gray haired men and women who
met at the Temple Theater in the annual meet-
ing of the Territorial Pioneers’ Association. The
music was played on a talking machine. These
wax impressions were secured by Prof. M. R.
Gilmore, of the university faculty, who is arrang-
ing for their preservation in the university
archives.

BARKER BROS. NEW QUARTERS.

(Special to The T;l-rng Machine World.)

Los AnceLes, CaL, February 5—Arrangements
have been completed by Barker Bros, for new
quarters for the talking machine department,
which will give this department a much more prom-
inent place in the business, A number of new
demonstration rooms are being installed on the
main center floor, where attractive and splendidly
cquipped quarters are being fitted up. J. H. Booth,
manager of the department, expects to leave for
the East shortly,

NEW STORE IN MILWAUKEE.

The Milwaukee Phonograph Co. to Open a Large
Retail Store at 213-215 Second Street About
March 1—Will Feature the Edison Line—
Place to Be Attractively Fitted Up,

= (Special to The T;]]:i:g‘Machine World.)

MiLwaugee, Wis., February 9.—The Milwaukee
Phonograph Co., jobbers in Wisconsin for the Edi-
son line, has completed all arrangements for
opening a large retail Edison store at 213-215
Second street about March 1, or soon after that
date. William A. Schmidt, manager of the com-
pany, has had the plan in mind for several months,
but has been waiting until he could secure the
proper location. There are undoubtedly won-
derful possibilities for a large downtown retail
Edison store in Milwaukee, and Mr. Schmidt be-
lieves that the exclusive location which he has
secured will insure a big business from the high-
class trade. Two floors of the Second street
building will be occupied and there will be more
than 15,000 square feet of floor space available.
Most of the first floor will be occupied by the new
retail department, while the remainder of the
space will be taken up by the wholesale depart-
ment of the company, which will be moved from
its present quarters at 347-349 Broadway Offices
of the wholesale department will occupy the first
floor, while the second floor will be given up to
stock rooms and demonstration parlors for deal-
ers. Handsome parlors for the retail trade will be
opened on the first floor. Several thousand dollars
will be spent, according to Mr. Schmidt, in fitting
up a complete and attractive Edison store which
will surprise the people of Milwaukee. Mr.
Schmidt has not selected, as yet, a manager for
the new retail store, although he says that he has
several men in mind for the place.

DRAFTING HYPOTHECATION BILL.

National Association of Credit Men Perfecting
Bill Which Will Protect Manufacturers from
Customers Who Secretly Hypothecate Their
Accounts Receivable—Interesting Details.

The Legislative Committee of the National As-
sociation of Credit Men is still busy on the bill
it is drafting to protect manufacturers and job-
bers from customers who secretly hypothecate
their accounts receivable, According to W. W
Orr, assistant secretary of the association, the com-
mittee is trying to draft a bill which will be pro-
tective to the creditors without being oppressive
to the mercantile bankers and financial companies.
It has been suggested to the committee, Mr. Orr
saicl this week, that it make provision for amend-
ing the State law applying to chattel mortgages
so that it will provide for compulsory filing with
the County Clerk of records of accounts that are
sold to financial companies. The main idea of the
bill is publicity, and this is what many of the newer
companies do not want. The amendment to the
chattel mortgage law is being worked successfully
in the Province of Saskatchewan, Canada, it is
said this week, that it make provision for amend-
such provision is now in effect.

BUYS FULL SET OF OPERA RECORDS.

Unusual Sale of Victor Records Made Recently
by Krausgill Piano Co., Louisville, Ky.

A record sale of particularly interesting character
was made recently in Louisville, Ky., when the
Krausgill Piano Co., of that city, sold to one man,
R. T. Durrett, a complete set of Victor opera rec-
ords for a present to a friend. The Krausgill Co.
believes that the sale sets a new record, for al-
though it is a frequent occurance to sell ali the
records of one or even several operas, it is be-
lieved to be the first case where a single purchaser
has taken a complete set of records of all the operas
in the Vietor catalog at one time,
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SPECIAL CENSUS OF TALKING MACHINE INDUSTRY.

W. M. Steuart, Chief of Division of Manuf acturers of the U. S, Census, Seeks Co-opera-
tion of and Suggestions from Manufacturers and Others Connected with the Talking
Machine Trade to Insure Accuracy in Compiling Statistics Regarding the Industry.

(Special to The Talking Machine World.)

Wasuuncion, D. C,, February 7.—Talking ma-
chine manufacturers as well as jobbers and deal-
ers are invited to volunteer suggestions as to how
the coming special census of the manufacture of
musical instruments, which will include talking
machines, may be made more complete and of
greater value in the trade. The World is asked
to carry this message to all the interests in the
industry by W. M. Steuart, Chief of the Division
of Manufactures of the United States Census.

The purpose of the special census of 1914 in
the musical instrument field will be, like its pred-
ecessors, to show the absolute and relative magni-
tude of the different branches of the industry;
the growth and decline of manufacture in the
various lines; the size and character of the es-
tablishments, etc. Obviously, such information is
of value chiefly to the persons who are engaged
one way or another in the musical instrument
business, and it is with the object of giving the
trade just the class of information that would
be of use to the Census Bureau official: who have
asked The World to circulate a broadcast invi-
tation.

There are a number of topics on which the of-
ficials want specific information, such as the mat-
ter of costs of material and other changes that
have occurred during recent years in the talking
machine as well as other lines of business in the
music trade field.

The officials are in a quandary as to whether
or not they should not henceforth in gathering
statistics as to the manufacture of sound-pro-
ducing instruments make separate tabulations of
the horn machines and the hornless or cabinet
machines that have latterly attained such vogue.
They are waiting to hear from the trade on this
score.

Again they would appreciate hints as to whether
the trade would prefer to have separate statistics
upon the manufacture of single-sided and double-
sided records instead of having all disc records
lumped as heretofore. In the last census, too,
there was no attempt to separate, in tabulation,
the cylinder records and blanks produced for en-
tertainment purposes from those designed for of-
fice dictation work. The officials would like to
have somebody “on the inside” tell them whether
it would be wcl! to specializc further in this direc-
tion.

Anxious to Meet Manufacturers’ Wishes.

In all instances the Government officials are

anxious to as nearly meet the wishes of manufac-
turers as is possible. For instance, in speaking of
possible changes in the scope of talking machine
statistics, the expert in charge of this part of the
work, said to The World: “Whereas we are
anxious to compile all the statistics that would be
of value, we realize that there are so compara-
tively few manufacturing firms engaged in this in-
dustry that we must exercise the greatest caution
not to make public information that, if closely
scrutinized, inight disclose some of the business
secrets of firms in this field.”

Members of the trade may in some instances be
a trifle mystified as to the early activity in prepara-
tion for the coming special census in view of the
fact that this census is to cover the calendar year
1914, and consequently the actual compilation of
the figures cannot commence until early in 1915.
The explanation of the quest for advice a year
in advance is found in the fact that the officials
are now preparing the schedules—the Itsts of ques-
tions which will be sent to every manufacturer of
musical instruments in the United States.

Revising List of Manufacturers.

If any change is to be made in the character of
the information gathered—that is, if any new ques-
tions are to be put to manufacturers as to the
volume of their business—it will be necessary to
outline it on the printed blanks which will be
mailed to manufacturers during the close of the
present year. Meanwhile, as another preparatory
activity the Census Bureau is revising its confi-
dential list of the musical instrument and talking
machine manufacturers of the United States.

One plan that has been formulated tentatively
by the officials of the Bureau of Manufactures
contemplates that the musical instrument census
of 1914 shall embody a discussion and analytical
study of the industry with reference to its trend
and development and not a mere array of figures,
as is the case with the census the returns of which
have just been printed in permanent form. Ten
years ago special reports of this kind were made
in the case of a number of industries—although 1
Delieve that music trade production was not then
included-—but if men in the trade will urge such
special study by an expert there is little doubt that
the musical instrument business can have such
representation in the project now taking shape.

The Chief of the Division of Manufactures ex-
pects to have complete figures regarding the in-
dustry on hand at the end of the present year, so
that the full results of the census of all branches

of the music trades will be published during the
summer or autumn of 1915—an unprecedented
record in view of the fact that always heretofore
it has required at least three or four years to
complete the canvass and publish the data. It is
expected that the coming census will show that
the manufacture of musical instruments (includ-
ing talking machines and phonographs) is one of
the eight most important industries in the United
States, and as such it will merit prompt analysis
of the statistics and announcement of the results.

EUREKA PHONOGRAPH CO. CHARGE.

(Special to The Talking Machine World.)

CALUmET, MicH., February 6.—Among the ship-
ments of freight recently reccived here was 480
pounds of talking machine needles, which were
shipped to McLogan & Pierce, dealers in talking
machines and other musical goods on Fifth street,
Red Jacket.

Manager Logan, of this firm, stated that this is
one of the largest shipments of needles ever made
to one firm in the State of Michigan, or perhaps
in any town in the entire Northwest. The ship-
ment of talking machine needles covers all varie-
ties, including soft tone, loud tone, wooden, fiber,
nickel, steel, large and small, in fact every sort of
a needle that is made for a talking machine.

The McLogan & Pierce concern covers a large
territory, including the iron district, and its in-
creasing business necessitated having a large stock
on hand to meet supplies. They have just moved
into large and spacious quarters in the old Kecko-
nen Building on Fifth street, where they will have
much larger quarters to meet the demands of their
business, which is steadily growing despite the
strike in the copper country, which territory this
firm covers very largely.

_KING CANS HIS SPEECHES.

Christian X, of Demark Talks Into Phonograph
for Posterity—Cablegram from Edison.

King Christian X., of Denmark, is the first mon-
arch who has talked into a phonograph for the
purpose of preserving his voice for the historic
phonographic archives in the Danish Royal Li-
brary.

He repeated into the instrument his proclama-
tions and his speech from the balcony of the Ama-
lienborg Palace to a great gathering of cheering
people when he received the crown after King
Frederick’s sad death in a Hamburg street.

The following congratulatory cablegram was re-
ceived from Thomas A. Edison: “I am pleased to
learn that the Danish nation should be a pioneer
in preserving for posterity the methods and life of
their ancestors.”

The absolute proof is in the trying.

It Requires No Great Stretch of the Imagination to
Realize That Eastern Service Must Be Good

CONSIDER: The fact that we have been handling talking machines, records and supplies exclusively
for nineteen years.

: That our entire time, energy and attention is devoted to one line.

: That constant application is given to the betterment of our service.

: That our stock is large, complete and up-to-date, and our shipping facilities unusual.
THEN YOU HAVE some of the reasons why EASTERN SERVICE is different from the ordinary.

Try it.

EASTERN TALKING MACHINE COMPANY

- 177 TREMONT STREET, BOSTON, MASS.

EDISON

| FOR NINETEEN YEARS TALKING MACHINES EXCLUSIVELY |

VICTOR
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Victor-Victrola

The grealness of the Victor-Victrola as a commercial and musical power is more evident
every day.
Its influence is reflected in the progressive and well-appointed showrooms of Victor dealers
the world over.
They have shared in the profits and prestige which have followed ils universal recognition
as lhe world’s greatest musical instrument.
Thev have seen the refining influence
of the Victor-Victrola uplift the entire music
trade lo a position of dignity in the community.
And with the continuous triumphs of this
wonderful musical instrument has come to
dealers a bigger conception of its future pos-
sibilities.
The Viclor business of thousands ol
Viclor dealers is gaining increased headway
every dayv, and great as has been their busi-
ness in Lthe past, it does not compare with the
new and greater opportunitics now presented
by the Viclor-Victrola line.

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

. . Berli G h Co., Montreal, Canadi; Distrih utors
Vlctor-vlctrola x’ $75 erliner Tamophone ontre: anadian ¢t

Mal ) Always use Victor Machines with Victor Records and Victor Needles— Victor-Victrola XVI, $200
ahogany oOr oak the combination. There is no other way to get the unequaled Victor tone.
d Mahogany or oak

Victor Distributors

Albany, N. Y......Finch & Hahn. Eimlira, N. Y......Elmira Arms Co. Omaha, Neb.......A HospeCo.
Altoona, Pa. .....W.F. Frederick Piano Co El Paso, Tex. .....W.G. Walz Co. Nebraska Cycle Co.

d Peoria, Ill.........Putnam-Page Zo., 1
Atlanta, Ga...... '%};’{ﬁ?p‘:ﬁ:e:]eg%o. Galveston, Tex.. . ..Thos. Goggan & Bros. e d- el - e hge Co., Ine.
i . iladelphla, Pa... uehn,
Austin, Tex.......The Tall;inx Machine Co, of | Honolulu, T. H. .. .Bergstrom Music Co., Ltd.c P as CJ. Hpeé)pe &Son.c
exas. 5 q B enn Phonograph Co., Inc.
Baltimore, Md. ... .Cohen& Hughes, Inc Indlanapolis, Ind...Stewart Talking Machine Co. The Talking Machine Co,
% {( %rig:gbrasnorﬁsSo?l.s. Jacksonville, Fla. .. Florida Talking Machine Co. L R A - A, Weymann & Son, Inc
i 0 Kansas City, Mo...J. W.Jenkins Sons Music Co. ttsburg a.....C. C. Mellor Co., Ltd.
Bangor, Me.......Andrews Music House Co. 2 %chme]lzerlArms Co. ’ tandard Talking Machine Co,
Birmingham, Ala.. .Talking h.‘“hige 2 Lincoin, Neb Ross P. Curtice Co, Portland, Me Cressey & Allen, Inc,
Boston, Mass......0Oliver Diteon o, - o Machine | Little Rock, Ark. . .O.K.Houck Piano Co. Portland, Ore.. . ... Sherman, Clay & Co.
M. Steinert & Sons Co Los Angeles, Cal. .. Sherman, Clay & Co. Richmond, Va.....The Corley Co.dne
3 b\, . . D. Moses 3
Brooklyn, N. Y....American Talking Machine Co | Loulsville, Ky. ....Montenegro-Riehm Music Co. Rochester, N. Y. ..E. J.Chapman,

pman,
. . The Talking Machine Co.
Buffalo, N. Y......W.D. Andrews. Memphis, Tenn. ...O.K. Houck Piano Co. .
Neal Co. g Consoli .
Neal, Clark & Neal Co. Milwaukee, WIS. . .Wisconsin Talking Machine Co. Salt Lake Clty, UtahConsolidated Music Co.

Burlington, Vt.. ... American Phonograph Co. Moblle, Ala W, H. Reynalds San Antonlo, Tex. .Thos. Goggan & Bros,
s ..Wm.H. b
Butte, Mont.......Orton Brothers Montreal, Can. .. ..Berliner Gramophone Co., Ltd. | San Francisco, Cal..Sherman, Clay & Co.

Chicago, Ill.......Lyon& Heal{}l ' Nashvllle, Tenn....O.K. Houck Piano Co. Savannah, Ga « Phillips & Crew Co.
Talki hine Co. . : o » caes %
%l‘;: R:d;ﬁ;‘h Waf:rllitzer Co. Newark, N. J.....Price Talking Macl:.une CoZ Seattle, Wash. ... .Sherman, Clay & Co.

Cincinnatl, O......The Rudolph Wurlitzer Co. New Haven, Conn,. Henry Horton. o ] £
5 The W, H. Buescher & Sons Co. | New Orleans, La.. . Philip Werlein, Ltd. Sioux Falls, S. D. .Talking Machine Exchange.
Cleveland, O....... E '
%’x: f;‘:ﬂ;ﬂ:ﬁﬁiﬂ’cﬁm New York, N. Y... Blacléman T‘alking Machine Co | Spokane, Wash. .. .Sherman, Clay & Co.
itsi ' Sol. Bloom, Inc. 4 «.«« . The Acolian C £ Mo.
Columbus, O.......Perry B. Whitsit Co. EmBanuel glgut. . St. Louls, Mo Koeerhgg-iia;n::lﬁ?;i% Co.o
Dallas, Tex. ...... Sanger Bros ‘fD,';’;';; ],f,"i’nc'_'c' §t. Paul, MInn.....W.J. Dyer & Bro,
Music C S. B. Davega Co. Koehler & Hinrichs.
Denver, Colo...... "ll:l“’: }Il{z,géht‘(l:salrcupﬁ.ell Music Co Eahaﬁ H.BDitt.;on &ICO. Syracuse, N. Y....W.D. Andrews Co.
" s . nday Brothers, Inc, H H
Des Moines, la....Chase & West Taiking Mach. Co. New York Talking Machine Co. Toledt?. O.........The Whitney & Currier Co
Mickel Bros. Co. Silas E. Pearsall Co. Washington, D C. . Robert C. Rogers Co.
Detrolt, Mlich. Grinnell Bros. Benj. Switky. E. F, Droop & Sons
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UNIQUE RECORD ALBUMS

CONTAINING SIX PAGES OF INDEX

For Durability, Artis-
tic Design and- Finish,
owi Albums have no
equal. They are made
in the most substantial

skilled

manner by

workman, and are first-

class in every partic-
We sell them

at _very low prices to

ular.

meet competition.

OUR SUPERB ALBUMS ARE BEST FOR VICTOR, COLUMBIA AND ALL

DISC RECORD ALBUMS
ARE WHAT EVERY
Talking Machine Owner

MUST
With the index they
make a cowplete sys-

NOW HAVE

tem for filing away all
disc Records, and can
be added to, Album by
Album, as Records ac-
cumulate, like books 111
a library.

OTHER TALKING MACHINES

MADE IN TWO SIZES TO FIT ALL 10 AND 12-INCH DISC RECORDS

These Albums contain 17 pockets made of strong fibre paper, each pocket having a hole in

the center, as shown in the picture.
both the single and double face titles on the Records.
of Brown Silk Finish Cloth, with giit title on front cover.
Write for sample and prices of our Albums, which are superlor to all others.

leather.

These pockets are so made that they show very plainly
The Albums are bound in the finest quality
They are also bound in imitation

Address NATIONAL PUBLISHING CO., 235 South Amerncan St., Philadelphia, Pa

A LIVE TALKER DEPARTMENT.

Section of Main Floor of Store of F. G. Smith
Piano Co., Washington, D. C., Given Over to
Sale of Victor and Columbia Machines.

(Special to The Talking Machine World.)
WasHiNGTON, D. C,, February 7.--So rapid has
been the development of the business of the talk-
ing machine department of the F. G. Smith Piano
Co., at 1217 F street, this city, that it was recently

A RECIPE FOR “MAKING GOOD.”

\s a man’s knowledge broadens to understand
the relations between his own special work and
the work of other departments, he tends to become
inventive. He will probably see means of improving
a method or process, some economy that could
be effected, some difficulty in inter-departmental
relations that could be smoothed away. Every
time he succeeds in securing any such advantage,
his interest in his work and his self-confidence

found advisable to
move the department
to the main floor of
the company’s build-
ing, where sound-
proof and other
special equipment was
installed to facilitate
the proper handling of
the trade. The accom-
panying illustration
affords an excellent
idea of the general
attractiveness of the
department.

The F. G. Smth
Co. handles both the
Victor and Columbia
lines of talking ma-
chines and records,
and features both in
an aggressive manner

!i

Complete stocks of
both makes of records are always kept on hand.

The business in both machines and records during

the holidays was in excess of any previous record
made by the company, while trade for January
was in excess ‘of same month last year.

Tn addition to the talking machine lines the F.
G. Smith Co. also handles the Chickering, Brad-
bury and other makes of pianos and player-pianos
with great suceess.

F. G. Smith Piano Co;’s Talking Machine Display Rooms, Washington,

are increased. He grows. As soon as he begins
to accept or to gather information beyond the
special task entrusted to .him, such growth be-
gins in him. And when such growth begins, a man
always wants more and more knowledge. He be-
comes absorbed in a satisfying pursuit. His part
in the business will never be monotonous. Both
that part and the entire business will be alive with
interest,

FEATURING DANCE RECORDS.

Columbia Graphophone Co.'s Store in Boston
Makes Capital Out of the Run of “The Sun-
shine Girl” and Sells Many Records of Argen-
tine Tango from That Play—Miss Sanderson
Uses the Grafonola—An Interesting Letter.

(Special to The Talking Machine World.)

Bosrox, Mass, February 7.—The Columbia
Graphophone Co., 174 Tremont street, is closing a
splendid dance record business, which has been
aided considerably by *he testimonial given in
store by Julia Sanders»n, the prominent actress.
appearing in the successful play, “The Sunshine
Girl” One of the mort successful records in the
Columbia catalog is the one featuring the Argen-
tine Tango from Miss Sanderson’s play, and this
dance was rehearsed by Miss Sanderson with the
assistance of a ‘Columbia Grafonola.

Miss Sanderson’s le‘ter to the Boston store
reads as follows: “It may please you to know
that the Columbia Gra‘onola I am using at my
hotel and theater is a wonderful help to me and
Mr. Mudie in rehearsing before each performance
the Argentine Tango. The music as rendered on
your instrument is of better tempo than that fur-
nished by the average wrchestra. You are to be
commended on the splendid tango selections made
by the Municipal Band of the Argentine Republic.
1 should like to see more Bostonians learning this
rew dance, as it is especially beneficial to their
health and figure. Anyone seeing my dance in
‘The Sunshine Girl’ at the Hollis Theater would
kuow I liked ‘The Tango,” but the beautiful grand
opera selections and instrumental records made
by your company give me an equal amount of
pleasure.”

As a rule, the man who is always hinting that
a raise in salary would_be appreciated is not to
be looked upon as favorably by his employer as
is the man who takes an interest in the business,
does his best and depends on merit for a raise.
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DANCE MUSIC HAS THE CALL ON THE PACIFIG COAST.

Present National Dancing Craze Has Good Effect on Volume of Record Sales—Wiley B.
Allen Co. Business Shows Big Gain—Sherman, Clay & Co. Officials Visiting Branches

—Bacigalupi

Business Divided—Byron Mauzy Store Remodeled—Other Trade News.

(Special to The Talking Machine World.)

San  Frawncisco, Car.,, February 6.—Talking
machine distributers and dealers here are very well
satisfied with the way in which business has kept
up since the holidays. In spite of stormy weather,
retail sales have been fully up to normal, and the
shipping movement has been gratifying. A strong
feature of the business the past month has been
the steadily increasing demand for dance music;
San Francisco seems to have gone dance mad, an.l
no one is profiting more by the craze than the
talking machine interests. Everywhere a big dc-
mand is reported for dance records, and the trade
anticipates an unusually large spring business on
account of this particular demand, as it does not
seem to interfere with the sale of other records
Naturally an increased demand for machines is ex-
pected also.

Heavy Gain in Talker Department.

George R. Hughes, assistant manager of the
Wiley B. Allen Co., says the closing of books for
the year while revealing that the volume of busi-
ness in the piano department barely held its own,
the talking machine department showed a decided
gain, the holiday season being a banner one in that
part of the business, both here and in San Fran-
cisco and at the branch stores. Jas. J. Black,
manager of the talking machine department he-e,
reports a strong demand for the Style X1 Victor
Victrola, and he says the popularity of the ncw
dances has - stimulated the demand for medium
priced records to a noticeable extent.

To Visit Sherman, Clay & Co.

Andrew G. McCarthy, treasurer of She man,
Clay & Co., and manager of their wholesale and
retail Victor business, planned to visit the com-
pany’s interests in the Northwest this month in
company with Phil T. Clay and Geo. \V. Bates,
auditor of the company, when they male their an-
nual trip of inspection, but did not get away with
them, so will now make his trip a little later.

Big Demand for Columbia Dance Records.

At the local warerooms of the Columbia Grapho-
phone Co. the year is reported starting off in a
very encouraging manner, with a rapidly increas-
ing demand for dance records. F. Anglemier, man-
ager of the wholesale department, says he has
already booked a good many orders for numbers
appearing on the March list. A new man has
been added to the local traveling force in the
person of Clifford P. Le Roy, who has been in
the office for some time. 1In future C. J. Moore
will devote his attention to the city, and Mr, Le
Roy will look after the country. Mr. Moore re-
turned a short time ago from a visit of several
weeks to his home in Kausas City, where he spent
the holidays. \Vhile away hc visited the Columbia
interests there, in Denver and other cities where
he stopped.

George P. Metzger a Visitor.

George P. Mctzger, advertising counsel of the
Columbia Graphophone Co., spent a few days in
San Francisco the past month while on a tour of
the country, making an inspection particularly of
the retail situation. This was his first visit to
California.

Bacigalupi Business Divided.

The talking machine department of Peter Baci-
galupi & Son has heen separated from the electric
piano part of the business, the formerhaving been
taken over by Peter Bacigalupi, Jr., who has been
in charge for a long time, and Mr. Bacigalupi, Sr.,
acquiring all interest in the other part of the busi-
ness. In the talking. machine department a job-
bing and retail business is conducted in Edison
and Victor products.

Byron Mauzy Store Remodeled.

Extensive improvements have been inaugurated
at the store of Byron Mauzy on Stockton street.
including the enlargement of the ground floor space
and the installation of an additional show window,
which will afford opportunities for specialized win-

dow displays. Mr. Mauzy maintains a large talk-
ing machine department, and has just recently
added the Edison disc phonograph, which he will
feature in addition to Victor and Columbia lines.
Chas. S. Mauzy, son of the proprietor of the store,
has been made manager of the talking machine
department, He has started to learn the music
business from the bottom up, having spent con-
siderable time since he left college at factories
in the East, and for several months having been

connected with the selling force of his father’s
store here.
Manager Beck Wants More Space.

P. H. Beck, who operates the talking machine
department in the Kohler & Chase store here, is
now negotiating for more space. He says the busi-
ness has gone ahead very gratifyingly in the six
months he has been there and that it has already
become necessary to provide additional accommo-
dations. He is now located on the mezzanine floor,
but hopes to move to one of the upper floors of the
building this spring.

A. A. Schell, general manager of the music
departments of the Emporium, says business has
kept particularly well in the talking machine de-
partment since the holidays. Here Columbia prod-
ucts are handled exclusively.

THREE NEW EDISON ARTISTS

To Make Their Debut in the Edison Blue Am-
berol Record List for April—The Three Have
Long Been Prominent in Church, Oratorio
and Concert Work in the United States.

Month after month Thomas A. Edison, Inc, is in
creasing the roster of artists who are making Blue
Amberol records. The April list will contain three
newcomers in Beulah Gaylord Young, Grace Couch
Embler and Frederick Gordon MacLean. The
first named of the three singers has been a mem-

Beulah Gaylord Young.

Grace C.

Embler.

ber of the Victoria Ladies’ Quartet, popular in
club, concert and church work, and is also soloist
at the Thirty-third Street Collegiate Baptist
Church, New York. Her voice is of beautiful
quality, perfectly placed and her first number for
tire Blue Amberol list is “My Chain of Memories,”
by Mrs. Herbert Ingraham, a pleasing selection.
The second artist, Grace Couch Embler, has
UNION

SOUND
BOX

Gold
plated,
Nickel
or Oxl-
dlized
$20 per
dozen
net

Edison Machines.
feature.

~

selling specialties.

UNION No. 1

Gold Plated, Nickel or Oxldized, $10 per dozen net

THAT SELL ON
FIRST SIGHT

T the left is the new UNION Sound Box (
just ‘out, taking Fibre or any make
of needle. - It is the latest improvement in
sound reproduction, and fits all Disc Machines.

The upper right-hand illustration shows the UNION Modifier, a
quick selling device, giving Edison, Victor and Columbia owners
absolute control over the volume of sound. The lower illustration
shows UNION No. 1 for playing Columbia and Victor records on
UNION No. 1 contains the UNION Modifier

Write to-day for descriptive folders and prices on these three easy

All persons selling goods infringing our patents are liable to suit
or such infringement.

THE UNION SPECIALTY & PLATING CO.

409 Prospect Ave., Cleveland, Ohio

long been popular as a singer in prominent churches
in New York and Brooklyn, and has also douc
oratorio and festival work with Nordica, Blduvelt
and other noted singers. She has also been head
= of the large glee club in
Brooklyn called ‘“The
Embler Glee.” She makes
il her debut in the Edison
Blue Amberol list in Wm.
R. Chapman’s “Lullaby.”

The third artist, Fred-
erick Gordon MacLean,
is a New Yorker whose
musical career started
when a boy, having been
associated with some of
the leadingz boy choirs up
to the time he commenced
| to study singing. Inrecent
years he has been con-
Frederick G. MacLean.nected as a soloist with
promincnt churches in all parts of the country, and
has been prominent in quartet and concert work,
and as a director. At the present time he is the
baritone soloist in St. Gregory's R. C. Church
Brooklyn. He will make his debut in the Edison
April list, with an old favorite, “My Love Nell,"
which he sings with verve and charm.

TO TRAVEL FOR COLUMBIA CO.

(Special to The Yalking Machine World.)

Kansas Ciry, Mo., February 6.—One of the re-
cent additions to the local staff of the Columbia
Graphophone Co. is H. C. Clowdsley, who will
travel through Oklahoma and Kansas as the suc-
cessor to John Ditzell, who has taken charge of the
Columbia department of the Blass department
store in Little Rock, Ark.

Gold,
Nickel

UNION saxine SPECIALTIES [

net

Patent No.
776-672, others pending.
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LOUIS XVI
Model A450, Circassian
Walnut, $450.00

Model A400, Mahogany,
$400.00

SHERATON

Model A275, Ma--
hogany, Inlaid!
Plain, $275.00

Why the Edison line meets every requirement

Every phonograph purchaser is infiuenced by two questions: How much can I
afford to pay? Do I like the tone?

Every merchant who sells the Edison line has the right answer for both questions.

He has a range of models that recognizes the man of modest income as well as the
man who can afford to spend more. A purchaser can pay whatever he can afford.
That's the answer to the first question.

But it’s more important that every phonograph in the line is a true musical instrument |
—with a voice of mellow, rich quality that makes the Edison line unique on the
basis of tone. That’s the answer to the second question.

Some people have a preference for cylinder phonographs. Very well, sell them the

Edison Cylinder Phonographs

which have reached a degree of excellence that embodies every noteworthy recent
advance in phonographs. In the Edison Laboratories the cylinder types are con-
stantly kept up to the minute. m—y

Thomas A. Edison, Inc.

Model A80, Mahogany,
$80.00 .

-

==

Model A300, Cir-
cassian  Walnut,
$300.00

Model A200, Mahogany
and Oak, $200.00
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HERATON 'LOUIS XV

del A290, Ma- Model A425, Circassian
ogany, Inlaid Walnut, $425.00
Aarquetry, Model A375, Mahogany,
290.00 $375.00

There 1s the added attraction of novelty about the

Edison Diamond Disc

- Phonographs

which are now being so extensively advertised. People everywhere are asking
to hear them. They want to know about the new diamond reproducer, about
the new records—so hard that they are impervious to wear, yet so sensitive
that no sound, however minute, fails to be registered.

In a word, the merchant who sells the Edison line has every mechanical and
musical argument on his side. He also is able to offer this mechanical and
musical excellence at any price that his patrons prefer.

There is a jobber convenient to you. Worite us for his name.

O Lakeside Ave., Orange, N. J. Model B60, Oak, $60.00

\l

|

del A250, Ma-
wogany and Oak,

$250.00 Model A150, Mahogany

and Oak, $150.00
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HEAVY RECORD TRADE A FEATURE IN CINCINNATI

Serves to Create an Excellent Post-Holiday Volume of Business—Branch of the Phono-
graph Co. May Be Made Permanent—What Various Houses Report Regarding Condi-
tions and the Outlook—Big Run on Ysaye Records with Columbia Co.—Other News.

(Special to The talking Machine World.)

Cincinnary, 0., February 7.—A tremendous
volume of talking machine business is now falling
to the lot of the Cincinnati dealers. During the
past month the demnand hasbeen for records, which
is only natural, following the sales of machines in
December for the holiday season. The feature of
the situation to-day is the amount of talking ma-
chine gossip that can be heard among the con-
sumers. This, in itself, is a big item and will un-
doubtedly result in these buyers of the past in-
ducing others to become purchasers.

Some of the friends of John Arnold, while still

a young man, but is credited with being the oldest
Edison dealer in this market, are much concerned
over his physical condition. Arnold has been com-
pelled to seek an absolute rest. He is now at
Colorado Springs and is not expected back until
shortly before March 1. Mr. Arnold suffered a
breakdown during the Christmas rush, but man-
aged to hold on until the latter part of January.

The Cincinnati branch of the Phonograph Co.
continues to retail to cash customers and the trade
here would not be surprised if the temporary house
here was made a permanent one from both a job-
bing and retail standpoint. Manager A, O. Peter-
son Saturday intimated that a vigorous advertising
campaign would soon be started in this market.
Peterson is preparing to make a personal visit to
the factory at Orange, N. J, to see about ship-
ments for his branch. During the past month M.
W. Ehrhardt, Franklin; M. N. Billings, Chillicothe,
and the Hutchinson Music Co., Portsmouth, O.,
became dealers for the Phonograph Co.

The Milner Musical Co. Sunday advertised some
of the old style machines of all makes, with a col-
lection of records, for $5.

The talking machine shop at the Lyric Piano Co.

is now on a permanent basis and is attracting much
attention. The booths have a snappy appearance
and are spacious enough to accommodate a bunch
of buyers.

Manager Dittrich, of the talking machine depart-
ment of the Rudolph Wurlitzer Co., is in a most
optimistic frame of mind about 1914. He believes
the outlook is even greater than last year. His
views follow:

“We have just passed a very busy month. The
large number of Victrolas sold in December
created a very vast amount of record business,
which, when added to the unusually large demand
among all Victrola owners, created a condition
which is very hard to meet. Our facilities were
taxed to the utmost, but we handled the situation
with little trouble, and our record stock for a time
at least was equal to the occasion. We look for-
ward to the active record months of February and
March with great hopes, and with every assurance
of being able to cope with the situation.

“The machine situation has been, and is a great
problem; every Victrola sold in December is an
active salesman, and the machine business this
month has been limited only by the amount of stock
received from the manufacturer. There is no
doubt that 1914 will be far in advance of the pre-
vious year, by virtue of the very fact that 1913
was the ‘banner’ year of the talking machine busi-
ness.”

The Columbia Graphophone Co. took advantage
of the visit of violinist Ysaye to feature its prod-
uct as follows: “Eugene Ysaye, world’s supreme
master of the violin, makes records exclusively for
the Columbia. But if you happen to own a Victor
talking machine you can still enjoy these wonder-
ful records, because all Columbia records can be
played on Victor talking machines. Likewise, all

Won't You

 Have a
| Lesson In

1t’s so easy to learn by the I. C. S. system-—and a knowledge of Spanish is so

useful nowadays.

The L. 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. Tt 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

Columbia instruments will play Victor records.”

There was no hesitancy on the part of Mr. Whe-
len, Cincinnati manager of the Columbia Grapho-
plione Co., when he said that business has been on
the increase instead of on the decrease since the
holidays. He said: “Unlike previous years, the
opening of 1914 was marked by a wonderful de-
mand for instruments of all prices, from the
“Eclipse” to the Columbia grand, whereas in pre-
vious years there has been a great demand for
records, but not for machines right after the holi-
day season. We always expect record sales to
double in January, but this year both sales. in
machines and records have shown a decided in-
crease over the same period of 1913. Nineteen
hundred and thirteen has been a phenomenal year,
and it only goes to show that the public is realizing
more and more the superiority of Columbia goods.
Last year the Columbia Co. carried on a tre-
mendous advertising campaign, but this year the
advertising department is redoubling its efforts
and results are already beginning to show. This
‘boom’ is not only local, but from reports through-
out the territory and from what our traveling man
tells us, all the dealers are very sanguine about the
prospects for 1914.”

Geo. W. Lyle, general manager of the Columbia
Graphophone Co., was in Cincinnati for a day and
was very enthusiastic about business in general
throughout the United States.

January business at Aeolian Hall was most sat-
isfactory, registering a large increase over a year
ago. The record and machine departments show
large gains, the $100, $150 and $200 models being
big sellers.

Manager G. R. Bethel, of the Victor department,
has things moving in great shape and has sur-
rounded himself with a most efficient organization.
The location of three of the first. floor record
booths have been changed during the past week
so as to give more floor space outside for machine
display. The entire rear section of the first floor,
formerly used for the general offices of the com-
pany, is now being used for Victor record stock.

The Aeolian Co. is a great believer in the effi-
cacy of window display of Victrolas and Victor
records. With the splendid location of Aeolian
Hall and the large daily crowds of passers-by, the
window becomes a very important consideration.
Liberal window space is given the Victor line
every week. Unquestionably many “drop-ins” re-
sult from the Aeolian policy of constant and
forcible window display.

DISCUSS | AND 2 CENT POSTAGE.

H. T. Griffith, One of the Speakers Before the
Publicity Division of the Indianapolis Cham-
ber of Commerce on the Question of Postage
for Advertising Letters.

The Publicity Division of the Indianapolis Cham-
ber of Commerce, which was formerly known as
the Adscript Club, recently discussed the proper
use of one and two-cent postage for advertising
letters. A number of prominent advertising men
contributed to the discussion, relating their pres-
cnt experiences. Among others were Howard T.
Griffith, of the Udell Works, talking machine cab-
inet manufacturers, who told of his successful use
of the red one-cent parcel post stamp for circulare
It will be recalled that the red parcel post stanip
is similar in size, color and general appearance to
the Panama Exposition stamp. He mailed some
circulars in a pink, open-end envelope with a red
border, harmonizing 1n color with the red penny
stamp, and found he did better than when he used
another penny of postage, the cost considered, for
there was practically no difference in the returns.

“TALKER” MANAGER IN ELOPMENT.

(Special to The Talking Machine World.)

San Francisco, Car, February 5—M. J. Cor-
coran, of the Oakland Wiley B. Allen talking ma-
chine department, was a principal in an elopement
on January 27, at which time he and Miss Ruth A.
Winter, daughter of a prominent Los Angeles con-
tractor, were married. The romance is said to have
had its inception in this New Year’s eve festivities,
which makes the wooing and wedding all come
within a month.
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lists.

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

The advertising Record is still adding
names to Columbia Dealers’ mailing
Its value is measured by the
thousands of inquiries it is pulling. Are
you getting your share ?

OPPOSE OLDFIELD PATENT MEASURE.

The Merchants’ Association Acts Upon the
Recommendation of Mr. von Briesen’s Com-
mittee—Reasons for the Opposition.

Upon the recommendation of the committee on
the protection of industrial property thc board of
directors of the Merchants’ Assoeiation at its last
meeting unanimously voted to oppose the enact-
ment of the Oldfield bill rcvising the patent laws--
H. R. 10153.

The committee, of which Arthur von Briesen is
chairman, reached its decision in opposition to the
bill aftcr having given the measure extended con-
sideration.

Its reasons, as presented to the board of direc-
tors, included the following:

“The proposed law would usurp the functions of
the court.

“It deprives the defendant in a patent suit of all
rights to prove the invalidity of the patent sued on
it any motion by the plaintiff such as is referred to
ir. the bill.

“The amount of five per cent. is arbitrary and
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will in many cases be entirely inadequate, and in
many cases entirely too high.

“The bill eontains no provision for the repay-
ment of the five per cent. in case at final hearing a
decree against the plaintiff should be entered.

“The bill appears to deprive the plaintiff of all
rights to a preliminary injunction. In many suits
a preliminary injunction is the only fair and ade-
quate relief.

“The bill makes possible a multiplieity of suits
against one machine embodying different inventions
owned by different interests, each of which would
then be entitled to a separate five per cent. The
bill is generally vague and uncertain.”

The association will oppose the passage of the
measure in Washington.

BUSINESS GAIN IN INDIANAPOLIS.

Trade During January Shows Big Advance of
That for Same Month in 1913—Several
Changes Among the Managers—Heavy De-
mand for Records of Dance Music—Activi-
ties of the Various “Talker’” Concerns,

(Special to The Talking Machine World.)

Inmanavoris, Inp, February 9.—DBusiness is :o
good in the talking machine lines in Indianapolis
that it couldn’t be much better. Notwithstanding
certain conditions which tended to hamper business
in December, a greater amount of business was
done in that month than in the same month of tne
preceding year, and all dealers report that the
January business almost equaled the December
business.

Several changes have becn made at the local
branch of the Aeolian Co. at 237 North Pennsyl-
vania street. W. P. Kreisler, formerly manager
of the Aeolian Co.'s branch at Dayton, O., has tak-
en charge of the branch here, succeeding J. T. Mc-
Dermott, who had been manager for some time.
Miss Lazarus, who was in charge of the talking
machine department of the Aeolian Co. here for
over a year, has left the cmploy of the company.
Arthur C. Ruark has taken charge of this depart-
ment.

Records of dance music are going like hot cakes
in Indianapolis. Thc dealers eannot get enough
of them. And with many new custoniers coming
in for dance music the sale of other records has
been increased to a noticeable extent. There is
considerable opposition to the new dances in In-
dianapolis, but most everybody is letting the oppo-
sition “go hang.” And the dance goes on. One
newspaper here has employed a dancing expert to
teach the tango, hesitation and other dances free
of charge. Thus the sale of dance records will
increase, talking machine men dope it out.

The talking machine department of the Aeolian
Co. had the best January business in years, accord-
ing to Mr. Ruark. The Columbia Graphophone
Co.’s local store at 27 North Pennsylvania street,
also reports an excellent January business.

The Stewart Talking Machine Co. is “snowed
under” with orders from every nook and corner
of the State. The rush started before the holidays
and it has not stopped. W. S. Barringer, manager
of the Stewart Talking Machine Co., and George E.

—— e
Stewart, son of Alexander M. Stewart, owner of
the business, have returned from a visit to the Vic-
tor factory. Miss M. A. Parsons has been em
ployed by the Stewart Talking Machine Co. as
secretary for Mr. Barringer.

The Kipp-Link Phonograph Co. is making
strides with the new Edison disc phonograph. This
machine is proving to be a favorite among all
classes of customers, and the sales records show
that it is going into the homes. The Kipp-Link Co.
has expended much erfort and money to make its
headquarters at 343 Massachusetts avenue attrac-
tive and comfortable for its patrons. The Kipp-
Link Co. has one of the largest talking machine
stores in Indianapolis.

OPEN OFFICES IN NEW YORK.

The Triton Phonograph Co. has opened offices
at 41 Union Square, New York, where it will
haadle a line of imported phonographs and talk-
ing machine accessories. J. Kraus is the man-
ager and \. L. Marks is his associate.

CHAS. BOBZIN DOING DOUBLE DUTY.

Chas. Bobzin, gencrdl manager of the Silas E.
Pcarsall Co., 16 West Forty-sixth street, New
York, is working on a double schedule as we go
to press, for not only is he fulfilling various duties
at the warerooms, but the additional services of
juror.

1t is natural, therefore, for visitors to find him
unusually busy, for all his executive work has to
be done in the evenings, but as Mr. Bobzin s#ys,
the double work will soon be over and then con-
centrated effort will be given to seeing that Pear-
sall dealers get the right service.

The Waltham Watch Co. has appealed to the
Supreme Court from decision of the New York
Federal Court that its contract fixing resale prices
of watches violates the Sherman law
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O read some of the extraordmary advertlsmg announcements

put forth by some of the great mercantile emporiums, one

would naturally think that the public would not be interested in
advertised goods save they were offered at cut prices.

Perhaps we have been fed on this sort of pabulum so long that
the buying system demands it! And why in the world the talking
machine business should be conducted along the lines of a tiny little
cash down and deferred payments extending over a long period we
can hardly understand, more particularly when there are not enough
machines to go around to-day.

We have very recently received communications from some
leading jobbers in which they have expressed great regret that they
are unable to secure stock. Now, with such conditions, should not
talking machines be exploited on the cleanest kind of a basis with-
out going to the extreme limit of time payments?

The editorial on bargain baiting advertising in last month’s
World, if we may be permitted to judge by criticisms which reach
this office, has set the trade tongues wagging and the sympathy of
our readers is entirely with the sentiments expressed in the editorial.

HEN great mercantile emporiums in the larger cities offer
talking machines and records for a month for $10, and
money back if you are not satisfied, they are putting up a kind of
competition which is bound to be felt by every small talking
machine man throughout the country, because the papers contain-
ing notices of such announcements reach the lesser towns and
customers naturally ask the local talking machine man why he
cannot do as well as the men in the larger cities, particularly as the
product is price-safeguarded in every way.

If one has plenty of capital, leases of talking machines and
pianos are a very nice investment indeed, but if capital is limited
one is apt to tie up all available funds in a very short time, and if
the small dealer sells on such ridiculous terms, the results are that
his capital is entirely tied up in a very short period, and he will have
no cash with which to meet his current obligations.

It takes a long time on the deferred payment plan to get
enough machines out so that the intake produces cash sufficient to
take care of running expenses.

Piano merchants have found this out—many of them to their
sorrow, and in the collapse of the Henry Siegel stores it was shown
that there was more than a half million of the assets of the Simp-
son-Crawford Co. in piano and furniture leases. Inasmuch as they
run over three years’ time it will be quite a while before this works
out advantageously to the creditors.

T seems to us that it is the poorest kind of advertising to em-

phasize time business in the talking machine trade, particularly

when it is comparatively easy to get the cash. Cultivate the cash
plan.

Cash payments count. Time payments are good if the ma-
chines are disposed of to reliable parties, but there is always an
expense, and a certain percentage of delinquents which total quite
a figure at the end of the year.

The talking machine trade should be the cleanest in the world
and the most up-to-date, because it is price-regulated and is con-
trolled by progressive, active forces, and yet notwithstanding that
some of the concerns in their mad haste to do business will rush
in and offer all kinds of allurements to dispose of goods simply to
get them out—bulk business—when it would be just as easy, and
perhaps a mighty sight easier, to get in a solid volume of cash, and
cash is what counts in the talking machine trade, as well as in any
other.

A good many of these houses are deliberately turning away
cash business from their doors by their unbusinesslike methods.

What is the object of a man paying cash for a talking machine
when he can get one for a trifle per month and no interest charge?
What is the advantage—why cash, when time works much easier?

HERE are so many things to talk about in the exploitation of

such a product that it seemns as if terms should be the last

thing, particularly when the hungry ones are clamoring for stock
to-day.

Then people who have money—plenty of it—oftentimes decide
that they will buy machines on the deferred payment plan when
the facts are held out to them that there is no object in paying cash.

In the piano line it is a fact that the houses in New York, who
have been offering ridiculous terms, have found that some well-
known and wealthy people have taken advantage of these offer-
ings—people who would undoubtedly pay cash, but when they
have trifling payments, scattered over a term of years they figure
why pay cash when cash is worth nothing!

Too easy payments, too little cash, are not good business points
to emphasize.

HE training of salesmen is very essential, and Benjamin
Switky, the well-known Victor distributer in New York,
has made some very valuable suggestions along these lines which he
has related to The World for the benefit of readers. Mr. Switky
says: “I have heard men say that sales, like poets, are born, not
made. But for the benefit of the many who cannot show a birth
certificate testifying to their salesmanship, I want to say that I do
not believe seriously in the foregoing statement. Every man of
average intellect, pleasant personality, with an earnest desire to stic-
ceed and a willingness to learn, has within him the material neces-
sary for the making of a salesman.”

Now, that is a good, clean-cut e\presuon from a practical
business man.

There is no question, but that the training of salesmen is of
vital importance to every employer in this country, and if, as The
World as suggested at various times, it were a fixed policy with the
houses employing a number of men, to get the members of the sell-
ing staff together and form schools of salesmanship, they would
find the results obtained extremely valuable.

It is absurd to drift along in an indifferent manner, expecting
the men to absorb knowledge from various soiirces when there is
proper training talent right within easy reach who could be utilized
in moulding so that they would’ become better money-makers for
the house and increase their own salaries in a like proportion, be-
cause the average business man is fair, at least, we believe so. We
are inclined to think that men are perfectly willing to pay sales-
men what they are worth—to raise their salaries according to their
increased earning capacity. and there is no other logical way in
which salaries may be adjusted equitably, because it is impossible
to fix a salary status, where the drone is on the same plane as the
ambitiously active man. Surely there must be some incentive for
the active, energetic, alert young salesman. His efficiency must
count in his salary check even thought the drone may be dreaming
away his time at the warerooms wondering why he is not better
appreciated. Ly

Such men cannot draw the same salary and it is not right
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that they should. One is earning profits for the company with
which he is employed and the other is not. Now, they cannot be
placed on an equal basis, and everything which will stimulate in-
terest in work and which will teach salesmen so that they get out
of the drone class and can present their arguments more intelli-
gently should be encouraged.

Every salesman should know something about the technical or
practical side of talking machines. At least he should have a fair
knowledge of its mechanism. Then it is easy to absorb a knowl-
edge of some of the operas. The development is along easy and
pleasing lines—lines which are. broadly educational because they
will impart a great deal of interesting knowledge to the men who
desire information which will be of real value to them.

Get out of the drifting habit—but if you must drift—drift
with a purpose.

A LL America is dancing these days. The terpsichorean bug,

or germ is in the air inocculating everyone with a desire to
tango, to one-step, to maxixe, or indulge in some other of those
wonderful contortional efforts which are to be witnessed in hotels,
tea rooms, cabarets, theatres—in fact, wherever one turns in New
York or other large cities throughout the country.

It goes without saying that one cannot dance without music,
and here is where the talking machine is playing an important part.
The demand for records for dancing purposes has far exceeded
the supply during the past month, and this demand is certain to
grow, judging from the growth in popularity of the modern dances.

Some remarkable figures are given by talking machine job-
bers as to the output of records for dancing purposes—figures that
seem staggering when the enormous numbers of records sold within
a recent date is considered.

This demand for records, of course, has increased the call for
talking .inachines, for one is useless without the other. As a re-
sult the past month has shown a good increase of business with
the majority of talking machine houses throughout the country.

Nowadays the talking machine is indispensable not only for
the dances, but for those who desire to hear their operatic favorites
in the home, and there can be no question but that the growing
attendance at the opera houses in New York, Boston, Philadelphia,
Chicago, and other cities, is due to the increased appreciation of
operatic music through the use of the talking machine in the home.

As we have said in these columns, time and time again, no
one factor is contributing more to the uplift of music in America
and its proper appreciation than the talking machine. The critics
who sneer at this are evidently not in touch with the conditions
or facts.

Like the player-piano the talking machine is fulfilling a great
mission. Purchasers may start with rag time, or popular pieces,
but they gravitate in time toward a better type of music—to appre-
ciate the better class of songs from the leading operas sung by
notable singers, and in due course they want to hear the operas
and the singers in person.

This is an evolutionary process that takes place in the major-
itv of homes, and it only needs an investigation by anybody con-
cerned to find hundreds of thousands of instances such as this.

It is entirely in the hands of the talking machine dealers to
augment the work of the manufacturers in placing the talking
machine in a right light before purchasers everywhere—to treat
of it from the elevating—educational—artistic viewpoints, so that
its constituency of admirers may be broadened, and those who are
still “outside the breastworks” in the matter of knowledge of talk-
ing machine progress, may be enlightened and interested.

HE National Association of Credit Men has been bringing to

the attention of members the growing practice of secretly

selling or pledging accounts. It has been pointed out that new

companies are constantly springing up and older ones increasing

their capital and constantly bringing pressure to bear on business
men for the privilege of advancing cash on their open accounts.

It has been found that the system is proving productive of
fraud, not only upon creditors who hypothecate their accounts, but
upon the finance companies, for in some recent failures it was dis-
closed that all accounts receivable had been disposed of through
hypothecation. Fraud was even practiced on the finance companies
by the duplication of leases under the instalment plan by bogus ship-
ments and other methods.

The question put to the association was, whether the pledge or
sale of accounts receivable should not be a matter of public record
just as is a chattel mortgage.

It is pointed out that legislation must not narrow the channels
of money supply, but some method should be found of protecting
creditors against the frauds which are being practiced through the
hypothecation or sale of accounts receivable.

Members have been writing the association letters which en-
courage the exertion of special efforts along this line, and the secre-
tary of the Canadian Credit Men’s Association at Winnipeg writes
that there has just been put upon the statute books of Saskatchewan
a law compelling the registration of the assignment of receivables
in the same manner as chattel mortgages, and mercantile agencies
are publishing this information just as they do information relating
to chattel mortgages. The idea is said to be working out so satis-
factorily that the Canadian association intends to approach the legis-
latures of other provinces for like legislation.

Commenting on this, the editor of The Bulletin, published by
the National Association of Credit Men, says that he has no doubt
that an attempt to secure corrective legislation in the various States
would be met with vigorous opposition, but believes the movement
is so important to the protection of commercial credits, that legis-
latures could be made to see that public interest demands action at
an early date.

HE fact that the human race is always dissatisfied has been
its salvation, and the same thing applies to that part of
the race engaged in the up-to-date business. Everlasting im-
provement is what we are after, and no sooner has one goal
been reached than a longer vision and a wiser head spies out
another to be won.
Thus the wide-awake inventer, manufacturer, jobber ‘or
retailer is never satisfied with things as they are—improvement
is the crv all the time.
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LOSSES THROUGH SENDING GOODS OUT ON APPROVAL

A Big Factor in the Business of the House Adopting That Policy, Says Manager Ligon, of
the Famous & Barr Department, St. Louis—Has Taken a Firm Stand Against the
Practice from Straight Business Reasons—Handling the Edison Disc Line.

(Special to The Talking Machine World.)

St. Louis, Mo., February 7—Manager Ligon, of
the Famous-Barr talking machine department, was
greatly pleased with the January business, an-
nouncing that his sales for the month would be
the largest total in the department’s existence ex-
cept that for December. Another pleasing feature
was the recent addition of the Edison disc ma-
chines to his line. Until his three new sound-proof
booths are completed he will show only a sample
line of the Edison machines, preferring to let h's
primary order that is coming from the factory be
held back until he is ready to make a real dis-
play. He has sold some of the Edisons from
the samples and is pleased to note how his cus-
tomers accept them. Heretofore the department
has handled only the Victor line.

Mr. Ligon has some very delinite ideas about
his department and is being allowed full sway in
carrying them out. This departiment was his first
experience in talking machines in this city. He
says:

“In my talking machine experience in the South
I saw plainly that repossess and returns of goods
let out of the store on approval cut into the profits
heavily and I resolved then that when I became
the head of a department this would be reduced
to a minimum. I have seen a department doing
less business than we are here have at the end of
a year a great stack of damaged records to be
charged off the profit account and a dozen of more
or less badly used machines on hand because they
were permitted to go out on approval.

“I have firmly refused to permit any merchandise
to go out of this store until it is sold. The only
exchange I offer is where the merchandise does
not come up to the standard we set for it. Then
the purchaser can have either exchange or the
money back. Also I have investigated my credit

accounts before the merchandise left the store, not
after. The result is that I have had no repossess,
my accounts are in good shape and I have a mini-
mum of returned records. I had two brought back
the other morning. One woman brought back a
record that she had bought the day before. She
said that ‘it looked funny on her machine and did
not play well” I put it on a machine and found
that it was warped. Of course, we exchanged.
The other woman brought in a record that she
had taken home four days before. One of the
children had dropped a receiver with a needle in
the record.

“I said: ‘Madame, I cannot exchange that. Your
rcquest is the most preposterous thing I ever heard
of” She became indignant and said that the store
exchanged damaged merchandise in all other de-
partments. ‘Why I can get gloves, wear them a
week and return them if they have a rip in them,
she told me. I stood firm and she finally accepted
my view.

“I can easily see where our record profits would
go if we accepted such pleas. I am planning that
as soon as we get our shelving extended back over
the new booths to seal all records, play only the
master record for demonstration and then deliver
sealed records to the customer. When that seal is
broken exchange will be impossible except for fac-
tory faults. Of course, if the customer buys a
record and wants it proven perfect we will play it
without being subject to approval as to the music.”

The Famous & Barr in declining to send out ma-
chines on approval has taken a step that neither
of the other department stores selling Victrolas
has yet attempted. It is understood that this
method of doing business has brought to this de-
partment the exclusive department store sale of
the Edison disc machines.

In order to extend his department to meet with

business requirements Manager Ligon has been
compelled to make a showing that would change
the general plans of the store. First, he ousted
Manager Vernon, of the piano department, and
his office force from their office quarters. Mr.
Vernon is Mr. Ligon’s immediate superior, too.
Now he is ousting the photographer from quarters
next to the elevator. Just where he will spread to
next is hard to see. The piano and talking ma-
chine departments now have a new. office built,
where their accounts will be handled and all col-
lections will be made within the department, which
makes them practically a special store in the big
department establishment and gives to them con-
trol of every angle of their business.

RECORDS THREE TIMES A MONTH.

Columbia Graphophone Co. to Issue Lists Three
Times a Month, Starting with March 1.

As announced in last month’s Talking Machine
World, the Columbia Graphophone Co. has per-
fected plans whereby new records will be offered
to the trade three times a month instead of once.
Starting March 1, this plan will go into effect,
some special record or group of selections being
issued on the 1st, 10th and 20th of each month.
On the latter date the regular monthly supple-
ment of new records will be issued, while the
special popular records of various types will be
1ssued on the lst and 10th.

In accordance with this idea the company will
issue the first of next month “Camp Meeting
Band,” one of the popular hits of the day. Ap-
propriate literature and window posters will ac-
company each record, and the company feels cer-
tain that the new plan will be found a marked
success.

A meeting of the creditors of John J. Rooney,
talking machine dealer of New York City, who
recently failed, and whose business, as reported
elsewhere, was disposed of, was held in the offices
of Seaman Miller, the referee in bankruptcy, 2
Rector street, on February 13.
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(Write for “Music Money,” a book “full of meat’ for those
dealers interested in quick and frequent turnover of capital.)

The announcement of the Columbia
Grafonola “Jewel” at $35 is the most
significant trade move since the an-
nouncement of the Columbia Grafonola
*“Favorite.”

Columbia Graphophone Company

Woolworth Building, New York

DANCE RECORDS PROVE GREAT BUSINESS BUILDERS.

Enormous Sales of Dance Records and Machines by Columbia Graphophone Co, in St. Louis
—Dealers Complain of Scarcity of Records—Victor Business at Aeolian Hall—Many
New Edison Dealers Appointed by Silverstone Music Co. During Month.

(Special to The Talking Machine World.)

St. Louis, Mo., February 9.—There was by n>
means the usual break in the machine or record
business following the holidays, according to
Sales Manager Duffy at the Columbia. The Colum-
bia store has been making a special advertising
campaign on the dance music records, and they
have proven a great business builder, as St. Louis
has been, in common with the rest of the country,
“dippy” over the new dances, and the sale of a
dozen records of this kind to a single customer
or to a stranger has not been unusual. Most
of the advertising has been of the rcading notice
variety, and so placed in the newspapers that it
was best calculated to catch the eye of thc very
reader sought.

“Our machine sales have been more than we ex-
pected, and the dance music records have given
the record sales a big boost,” said Mr. Duffy. “WVe
have been busy all month and will make our usual
showing by comparison with previous months.”

The country trade is in good shape too, accord-
ing to Managcr 1. W. Reid. “Collections have been
very good,” he reports, “and are improving. For
a short time collections of mercantile accounts
looked bad, but that soon blew over. Our sales-
men have been booking good orders, from which
it can be seen that they have not found the dealcrs
overstocked after thc holiday trade. Constant in-
quiries that reach us indicate the general growth
of the business. They come from all parts of the
trade territory and from all sorts of cstablish-
ments. One of the recent ones was from a butcher
and grocer in a small town, who declared that he
had some business to deliver if he could get a
merchandise stock. e absolutely have no fault to
find with business under present conditions.”

E. C. Rauth, of the Koerber-Brenner Music Co.,
is planning to start for New York February 10
and will remain in the East until after the meet-
ing of the executive committee of the National
Association of Talking Machine Jobbers.

Harry Levy, manager of the talking machine
department at Aeolian Hall, says: “The talking
machine business for January in all departments
was simply phenomenal, and I doubt if any per-
son anticipated that the trade would hold on as it
has. In our jobbing and retail departments we
have been doing all thc Victor business the stocks
would allow. The record business has been im-
mense.”

Manager Robinson, of the Thiebes piano de-
partment, is reaping a rich reward from some con-
sistent and well displayed advertising he has been
doing for his talking machine department. The
advertisements have been in excellent taste and
have been of a sort to put people to thinking. One
of them was based on “Music as a means of devel-
opment.” It was illustrated with pen pictures of a
boy and a girl listening to the music of a machine.

The opportunity to select the Victor or Edison disc
in the Thiebes parlors has continued to be a draw
ing card. Service letters, properly timed, also have
been a splendid means of drawing in names of
prospects.

“There is only one fly in our ointment at pres-
ent,” said Mr. Robinson, “and that is the scarcity
of records that are in demand. The situation has
become somewhat embarrassing, and I am hoping
that the situation will be cleared up in time to put
the trade in a good humor for the summer. We
retailers are certainly betwecen two fires at present,
because with this popular vogue, pcople arc insist-
ent on getting what they want when they want it

The reports from the other dealers are in line
with these quoted. Everybody appears certain that
the gains already made in business are only a be-
ginning of what is to come.

“The Edison disc business went forward in Jan-
uary just as it did in Deccmber. Each month sets
a mark a little bit higher than the month before,”
said Marks Silverstone, president of the Silverstone
Music Co., Edison jobbers for this territory. “We
Lave this month been pushing our campaign for
ncw dealers and we have met with remarkable suc-
cess. Our object at present is to prepare for thc
extensive advertising campaign in conjunction
with the advertising that will be put out from the
main oftice. We are being flooded with applications
for retail stocks and we are, in many cases, making
a selection of the various stores offered in towns
and accepting those which we are assured are
energetic and willing to undertake a reasonable
amount of publicity.

“Best of all, our new dealers are entering into the
trade with enthusiasm and they have implicit faith
in their merchandise. Also our machine sales, es-
pecially here in the city, have reached a volume
where the record trade is beginning to be an item
and because we have catered chiefly to persons
who have been able to buy high-priced machincs
on short time payments, they are mostly in the
market for the new records as they come out, and
the neighborhood deaiers appreciate this.”

Some of the new dealers Mr. Silverstone men-
tioned were: Famous & Barr department store, St.
Louis: Lehman Music House, East St. Lonis; F.\V.
Rabbe, 1800 Cass avenue, St. Louis; Mauer Music
House, 1926 Gravois avenue, St. Louis; F. C. WWool-
sey, Fort Scott, Kan.; Eastman Jewelry Co., Peters-
burg, Ill.; C. H. Hawke, Greenville, Ill.; M. Y. Rusk,
Brookfield, Mo.; F. C. Haley, Louisiana, Mo.;
Peoria Phonograph Co., Peoria, Ill., and Jenkins
Music Co., St. Joseph, Mo.

O. A. Reynolds, traveler for the Silverstone Co..
reports that on his recent trip through Missouri,
a part of Kansas and a little of Illinois, he found
dealers’ stocks very low and everybody ready to
place orders for immediate delivery. He reports
the efforts to push the higher priced machines

meeting with great success everywhere and the
appreciation of the instrument is largely that of a
musical instrument.

Mr. Silverstone, who is preparing for a trip to
the Edison factory to be a guest on Mr. Edison’s
birthday, is taking a good deal of satisfaction over
the recent placing on the market by the company
of a device for playing lateral cut records on the
diamond disc machine.

Raymond J. Fischel has been installed as mana-
ger of the dictating machine department of the
Silverstone Co.; vice-president J. K. Savage, who
retired, will take up other property interests.

A new demonstration room has been completed
at the Silverstone warerooms, and the office ar-
rangement has been changed to accommodate the
growth of that part of the business.

LETTER FROM VERNON CASTLE.

Epistle Written by the Internationally Famous
Dancer to the Columbia Co. Is a Tribute to
the Dance Records Made by This Company.

The Colimbia Graphophone Co. is appropriately
featuring the following letter sent to it under date
of January 1 by Vernon Castle, the internationally
prominent exponent of the modern dances:

“I want to congratulate you on the excellent
dance records you have recently issued; they are
the best I have heard. I am using a Columbia
Grand Grafonola and Columbia records at Castle
House, where they are attracting extraordinary
attention. The records are played in perfect dance
time and are frequently encored by our patrons.

(Signed) “VErRNoN CASTLE.”

Mr. and Mrs. Vernon Castle have been appear-
ing for the past few months in the leading vaude-
ville houses on Broadway, wherc thcy have been
invariably featured as headliners, commanding
salaries in excess of the sums paid world-famous
vaudeville stars of many years prominence. Their
act consists solely of a rendition of the modern
dances, which have taken the country by storm,
and their interpretation of the spirit and meaning
of these dances is considered authoritative in all
parts of the country. Mr. and Mrs. Castle have
but recently determined to confine their art solely
to private exhibitions, and they are in demand
by the best-known members of society.

CHANGE IN EUREKA. CAL.

(Special to The Talking Machine World.)

Eurexa, Car., February 6.—The Eureka Co.,
Eureka, Cal, has changed hands, \W. B. Bailey
and W. H. Heaseman assuming ful] control. They
kandle the Edison and Victor lines, and are doing
a fine business. These gentlemen have the reputa-
tion of being first-class salesmen, and they are
right when it comes to hustling business. Their
trade is steadily increasing.

“Training may make the artist, but nature gives
the voice,” says Mme. Melba. When the prima don-
na was a child at school the other children used to
say to her: “Nellie, do make that funny noise in
your throat.” The “funny noise” was the future
prima donna’s natural trill,
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THE RECORD SITUATION

THE- MAIN ISSUE OF
YOUR BUSINESS TO-DAY

We have had a problem to meet in being SHORT
OF RECORDS.

A customer came in yesterday. His first remark was:
“ISN'T THE RECORD SITUATION AWFUL?”
Our reply was: “Has your business been larger
up to date this year than last year’s corresponding
period ?”
“Why—yes,” said the customer.
“Then tell us just how is the shortage of records affecting you.”
He answered: “Why, we cannot fill our orders.”
“Then where does the increase in your record business come from?”
He replied immediately: “We are pushing the good STOCK records—the rec-
ords WE HAVE.”
MR. DEALER—that same situation can be handled every month in the year.
SHORT OF RECORDS AND A CUSTOMER LOST—but, SHORT A FEW
RECORDS AND YOU MAKE A FEW GOOD SUBSTITUTIONS —THEN A
SATISFIED CUSTOMER.
Our stock is the biggest in the country. In spite of the shortage, we are prob-
ably averaging the largest percentage in order filling.
No matter WHERE you are situated. FORGET THE FREIGHT and GET
THE GOODS.
We won’t claim to fill your order complete—but if we give you just a few of
the ones you want—isn’t it worth while?

New York Talking Machine Company
81 CHAMBERS STREET NEW YORK CITY
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OPERA HELPS TWIN CITY TALKING MACHINE TRADE.

The Prominent Dealers in Minneapolis and St. Paul Take Advantage of the Visits of the
Chicago and Canadian Opera Companies to Give ‘“‘Opera Concerts”’—Activity Most
Pronounced with All the Leading Concerns, Covering All Makes—News of the Month.

(Special to The Talking Machine World.)

Minxx~eaports and St. Pauvr, Minn., February 8.
—Musical artists, of whom there have been a shoal
in the Twin Cities during the present season, have
done much to exploit and advance the sale of talk-
ing machines, and by a nice system of reciproca-
tion the talking machines have done much for the
artists to enhance their repute and mayhap line
their pockets. The artists get their favors through
the Victor, recitals arranged by the various houses,
notably the Talking Machine Co., W. J. Dyer &
Bro. and the Metropolitan Music Co. Archie
Mathies, of the first-named company, issued a
season’s program of recitals in which he heralds
the advent of every prominent musical star,
whether in concert or opera. This week he gave
a recital with numbers by Alma Gluck, William
Bachaus and Kathleen Parlow, pianiste. Next
week there will be a Marie Rappold concert, then
“I Pagliacci,” “La Traviata,” John McCormick,
Clara Butt and Mischa Elman and the programs
of the Canadian Opera Company and the Chi-
cago Grand Opera Company. If the artists and
performances make a big hit there is a big run
on their records. Hence the wise dealers push
hard for the concerts and operas, for the returns
are immcdiate.

W. J. Dycr & Bro.,, as a curtain raiser to the
Chicago Opera Company season in April, will give
“Rigoletto,” “Manon,” “La Tosca” and
Bohemc,” programs with descriptive readings by
Mrs. Berna Lapham Wells. A more instructive
arrangcment hardly could be made, and it is cer-
tain that these recitals will be well attended by
music lovers and that they fully will appreciate the
opportunity. The Dyers still have considerable
difficulty in kecping their Victor lines filled and
complain that they havc becn hampered a great
deal during the past four months by inability to
obtain goods.

Foster & Waldo had excellent trade in Victor
machines and have more than doubled their sales.
With a score of outside salesmen of the piano
department also instructed to pick up the talking
machine prospects, the Victor dcpartment has a
mighty pulling power that brings in busincss in
and out of season.

Laurence H. Lucker, of the Minnesota Phono-
graph Co., the Edison boomer, boasts of a 100 per
cent. increase in the January trade as compared
with that of January, 1912,

“We are selling the Edison disc machines to the
best musicians and schools in the Northwest,” he
remarked. “Recently we have sold to the North
Dakota Normal at Minot, the South Dakota Nor-
mal at Brookings, the State school at Faribault,
Minn., St. John’s University at St. Cloud and other
institutions demnanding the best music. We have
sold Edison machines to Richard Czerwonky, con-

certmeister of the Minneapolis Symphony Or-
chestra, and Franz Dick, a member of the same
orchestra. We sold a $400 machine this week in
North Dakota and one in St. Peter for $425.

“One of our ladies, Miss Bessie Meyers, went up
to Fargo, N. D., last week to give a concert and
brought back orders for eight machines, all high
priced ones. These incidents, taken in connection
with the ordinary run of business, make us feel
just a little proud.”

The Columbia house, managed by Jay H.
Wheeler, is having a nice line of trade. “We are
putting out machines all the time, the record busi-
ness rapidly is increasing and above all collections
are fine. What more does a manager want?”

“La.

ARTISTIC VICTOR WINDOW

Featured by the J. W, Carter Music Co., of
Houston, Tex., During Carnival Week—Re-
ports Very Large Volume of Business.

(Special to The Talking Machine World.)

Houston, TeX., February 8 —The accompanying

photograph presents a portion of the show window
. ] -

Carter Window During Carnival Week.
featured by the J. W. Carter Music Co., of this
city, showing its artistic appearance during car-
nival week. This enterprising house, which han-
dles the Victor line exclusively, makes a hobby of

i -

Interesting Photograph Taken at Carter’s.
its show windows, and its carnival window was
certainly calculated to attract favorable comment
and attention.

In the second picture shown herewith Clarence
Whitehill, the well-known baritone and one of the
most popular members of the Victor recording
staff, is shown listening to one of his own records,
entitled “In the Gloaming.”” Mr. Whitehill is an
occasional visitor to Houston, Tex., and whenever
he arrives here invariably calls at the Victrola
showrooms of the J. W. Carter Music Co. On
the right of Mr. Whitehill, who is standing be-
side a Victrola XVI, are shown J. W. Carter,
president of the company, and C. D. Grubbe, mar-
ager of the Carter Co.s Victrola department.

During the year just closed the Carter Music
Co. closed the best Victor business in its history,
and this is especially significant in view of the
fact that the company’s Victor trade has been in-
creasing year after year. On a recent trip East,
J. W. Carter, president of the company, spoke in
the highest terms of the value of the Victor repre-
sentation to the aggressive piano house, stating
that the Victor agency offered an opportunity for
increased business that no up-to-date piano mer-
chant should permit to pass him.

In addition to catering to an extensive list of
Victor patrons, ‘the Carter Music Co. handles a
splendid line of pianos, headed by the Knabe.

WHEN TO CUT OFF CREDIT.

The small merchant, particularly in country towns,
faces a serious question. If he has been extend-
ing credit to a customer liberally, it is only at the
risk of losing all his future trade that he dare cut
off that credit, and yet to continue extending
credit after a man's account becomes dangerous
often is fatal to business.

The best way is to have a fixed and certain rule
at the opening of an account as to exactly how
far you are willing to extend credit. Then, when
the stipulated amount is reached, the customer
has no right to feel aggrieved.

The Twenty-third street retail store of the
Columbia Graphophone Co. is closing a phenom-
enal business in Columbia dance records which
is due in a considerable measure to the original
ideas of Hayward Cleveland, the veteran mana-
ger of this store. Mr. Cleveland recently sent
out to his extensive mailing list a neat and at-
tractive four-page booklet entitled “Modern Danc-
ing and the Grafonola,” which discussed in a
brief, though informal way, the value of a Graf-
onola in the rendition of modern dance music.

Time is money, provided you don’t spend a
dollar’s worth of time trying to save a penny.

TALKING MACHINE WORKS

Motors and Sound Boxes a Specialty

CONCEDED TO BE THE BEST MANUFACTURED

OVER THIRTY DIFFERENT STYLES

Machines with or without Horns

FIRST QUALITY ONLY

Noiseless Motors

HIGHEST RECOMMENDATIONS
WRITE FOR DESCRIPTIVE CATALOGUE
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THE TRADE IN BOSTON AND NEW ENGLAND

JOHN H. WILSON, MANAGER, 324 WASHINGTON STREET, BOSTON, MASS.

(Special to The Talking Machine World.)

Boston, Mass.,, February 9.—The talking ma-
chine business for January has been good, but of
coursc does not compare with December, which
always is the banner month of the year. Natur-
ally all the prospects that could be developed dur-
ing the holidays were taken care of, and with the
expenditures of the Christmas month there is not
much money left for January purchases. One of
the interesting features of the talking machine
business is the number of large houses that are
making overtures to take on Edison, Victor or
Columbia outfits. This is particularly true of
prominent furniture concerns throughout New
England, which heretofore had to be approached
by the jobbers, and who in some cases took hold
of the proposition reluctantly. Now the condi-
tions have materially changed and all of them are
viewing the proposition eagerly and expectantly,
for they see in it something of permanent value,
and that the talking machine proposition is some-
thing that is bound to grow rapidly.

A Time for Everything.

The World correspondent went into a Boston
storc on two Fridays lately—it was one of the
largest concerns in the city—and found the janitor
engaged in the process of cleaning up. Now it
is most commendable to keep an establishment
looking clean and neat, but there are proper times
to do it, and that time is scarcely the middle of
the afternoon. At the store in question all the
Oriental rugs were off the floor and the sweeping
that was going on was attended with more or
tess dust, which certainly was not pleasant for
two women cusiomers, not to mention several men,
who were in the place at the time. What if Fri-
day is the traditional sweeping and dusting day.
Isn't the proper time to clean up a store before
it is opened in the morning or after it is closed
for the day?

Folk Dance Demonstrations.

Mrs. Soule, of the 'Cari School, Somerville, gave
another of her folk dance demonstrations with a
group of pupils from the ninth grade at the Graf-
onola parlors of the Columbia Company on Satur-
day morning, Jan. 24. Many of the numbers,
some of them Dbeing Norwegian, Spanish, Swedish
and American, were danced to the strains of
familiar orchestral records. There was a large
audience present and the value of the Grafonola
as an inspirational and energy-saving aid was

fully demonstrated.

SERVICE

| Boston, Mass.

The main thing that you sell when you are an
I Edison disc merchant is music—real music—the

kind of music that makes a man long to spend
his evenings at home. This is the reason why so
little salesmanship is required of Edison disc
merchants, and low selling cost means big profits.

Call from Dealers Very Large.

Manager Silliman, of the Pardee-Ellenberger Co.,
says the Edison disc proposition has just caught
on in great shape. The call from dealers has been
surprisingly large, and with the traveling staff
out through New England the Boston office has
about all it can do to handle the orders.

New Edison Representative.

Manager Silliman has made some strong con-
nections lately throughout New England. Henry
W. Berry & Co., of 436 Massachusetts avenue,
Cambridge, a large furniture house, has just
added the Edison disc line, and the manager of
the department is pushing it for all it is worth.
\W. W. Ballard, of Salem, is another who has
added Edison disc outfits to his department.
Others who have made arrangements through
Manager Silliman to handle this line are B. J.
Keliy & Co., of Morrisville, Vt.; J. W. Johnson
& Son, of Newport, N. H.; W. A. Allan, of An-
dover; the Atherton Furniture Co., of Pittsfield,
and C. F. Wing & Co., of New Bedford, one of
the largest concerns in Southern New England
handling the talking machine proposition.

Good Advertising Stunt.

One of the advertising ‘“stunts” of Manager
Erisman, of the Columbia Co., was the issuance
of cards advising its patrons to attend the concert
at the Boston Opera House on Sunday night, Feb-
ruary 1, when the contributing talent included Con-
stantino, the celebrated tenor, and Jose Mardones,
the great bass, both of whom sing for the Co-
lumbia. The airs that were mentioned on the card
were those which could be procured on Columbia
records.

Street Cars Help Sales.

Manager White, «f the Victor department of
the Henry F. Miller Co, has found a steadily
growing demand ever since the surface cars were
put back on Boylston street following the work
of excavating for the subway. Lately he sent a
good-sized consignment to a customer in Pern,
South America, consisting of an expensive Vic-
trola and a carefully selected assortment of
records.

Keeping Things Hustling.

Herbert L. Royer manages to keep things
hustling at the Arch street Victor quarters of the
M. Steinert & Sons Co. Between the Boylston

street store and the Arch street: place the Victor
business of the Steinert house is a large one.
‘Manager Royer has now around him a carefully

Real Music
At Last

THE

PARDEE-ELLENBERGER

CO.

It isn’t even necessary that you should have
any experience as a phonograph man, for part
of our service to you is along educational lines
in order that you and your salesmen may do
the greatest amount of business.
service and co-operation that means results.

selected staff of men, and with the frequent chats

he gives them on business efficiency they are de-

veloping into clever and far-seeing salesmen.
Takes on the Edison Disc Line.

Walter J. Bates, of 170 Summer street, is one
of the latest to become a distributor of Edison
disc phonographs and outfits. He is near the
South station in Dewey square, and if one pre-
fers to consider the Columbia or the Victor prop-
osition he can supply one with what he wants.

Reports Lively Demand.

George Lincoln Parker is finding a lively call
for all the various kinds of talking machine out-
fits, and the fact that his quarters in the Colonial
Duilding are so easily reached by elevator makes
them a very convenient place.

F. H. Thomas Co.’s Store Well Patronized.

Well equipped demonstration rooms on the
Exeter street side of the F. H. Thomas Co. store
at 691 Boylston street are thc rendezvous of many
Back Bay people who have become interested in
the Edison disc machine. The fact that this place
is near the Hotel Lenox is something in its favor,
as many of the grand opera stars make that hotel
their home while singing here.

Victor Outfits in the Schools.

Billy Fitzgerald, of the Eastern Talking Ma-
chine Co., says it is most surprising the way that
outfits have been taken by the schools, and he
adds that there is not a single private school in
the city that is not equipped with a Victor outht
and the accompanying course on “\What We Hear
in Music,” which is proving so valuable to music
lovers and those bent on a finer appreciation of
the art. And Billy is werking hard with the pub-
lie schools, too.

Demonstration of Sound Waves.

A most interesting demonstration of sound
wiaves was made lately in one of the Lowell Insti-
tute courses of lectures at the Massachusetts In-
stitute of Technology. The course was given by
Professor Dayton 'C. Miller, and during his third
lecture on “Sound Analysis” he used a flute, cor-
net, voice and Victrola, the latter being gener-
ously furnished the professor by the Eastern Talk-
ing Machine Co. The discs used included the
“Rigoletto” quartet, a Caruso selection and a
piccolo number. All the numbers were played
through a horn into another horn, the sounds
becoming graphically and clearly visible to the eye
when thrown on a screen, showing conclusively
how science has come to the aid of recording and

P-E

SERVICE

This is real

New Haven, Conn.
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photographing sound waves. It is of interest that
experimental work has been going on for some
time at the Institute of Technology with a Vietor
which has been furnished by the Eastern Company,
and the results arrived at through the use of dif-
ferent needles has been one of the many interest-
ing developments of the experiments.
Takes a Star Part.

The dictagraph such as is used in “Under
Cover,” that intense play of adventure and de-
tective ability that is crowding the Plymouth Thea-
ter at every performance, is on exhibition at the
Eastern Talking Machine Co.s Fremont street
quarters, and is attracting much attention. Just
what this remarkable instrument is able to do gets
about the osest demonstration in “Under Cover”
that it possibly could have, and a study of the
deviee whets one’s desire to see the play.

Some Effective Publicity.

Joseph Santley and his musical show, “When
Dreams Come True,” are getting good advertise-
ment through the postal cards which are being
distributed through the Columbia Graphophone
Co.’s offices. On these postals is a small disc ree-
ord of one of the selections from “When Dreams
Come True,” which really plays fairly well. On
the card is the stamp of the Columbia Co.

Larger Chickering & Son’s Victor Rooms.

Since Manager Curricr has taken hold of the
retail quarters of Chickering & Sons the Victor
department, so ably managed by Brother Batch-
elder, has been moved from the basement of the
establishment to thc second floor. The new quar-
ters are approached by a flight of easy stairs, and
at the rear of the store is the elevator if one
wishes its use. The rooms are most attractive
and much larger than the old quarters, and with

the assistance of two able clerks Manager Bateh-
elder is equipped to largely increase his business.
Victor on the Stage.

In “Years of Diseretion,” playing at the Tre-
mont Theatre, next door to the Eastern Talking
Machine Co.s establishment, there is a Victor
used, and this instrumeat has been furnished by
Manager Taft, of the Eastern Co. The outfit plays
an important part in the progress of the play.

Non-Partisan Meeting Place.

During the recent mayoralty campaign the East-
ern Talking Machine Co.'s offices assumed the as-
pect of political headquarters, as several of the
men prominent in the campaign, who happened to
be Victor enthusiasts, dropped in on Billy Fitz-
gerald and the other Loys quite often. Mayor
James M. Curley (he then was only a candidate
for the offiee) was a frequent caller, and a large
picture of him and his family now adorns the
desk of Fitzgerald. Collector Joseph A. Maynard
was another of the political callers. Both the
Mayor and the Collector possess Victor outfits.

Featuring the Columbia Grand.

Miss Mabelle Jones, who has been unusually
successful in interesting patrons in the. $300 Co-
lumbia grand, has been spending a part of this
month at the Atherton Furniture Co.’s. place in
Worcester, where she has been giving some suc-
cessful demonstrations.

Visit Columbia Headquarters.

When Manager Arthur Erisman, of the Colum-
bia, went over to New York a short time ago to
eonfer with the home office officials, and he took
with him C. \. Hewett. in charge of the grapho-
phone department of C. A. McArthur & Co., of
Doston. Mr. Hewett was thus able to come in
personal touch with many of the Columbia offieers.

STANDARDIZING CATALOGS.

Effort to Make Them of Sizes Suitable for Fil-
ing Winning Approval in Business Insti-
tutions Throughout the Country.

The inconvenience of fling for purposes of
reference catalogs of all sizes and shapes has
prompted the Teehnical Publicity Assoeiation,
whoss membership comprises the advertising man-
agers of many of the largest business houses in
the country, to start a campaign for uniform sizes
ot catalogs. Definite proposals have been pre-
parcd by the association, and will be sent out this
week to all of the leading manufacturers, whole-
salers and retailers.

The chief recommendation is that two sizes be
adopted as the standards for all catalogs, 6 by 9
inches, and 8% by 11 inches. It is argued that if
every house that issues a catalog will have it made
up in one of these sizes, it can then be filed for
reference with hundreds of other catalogs by any
one reeeiving it. At present, the Technieal asso-
ciation’s circular points out, because of their va-
rying sizes, catalogs unnecessarily take up valuable
spaee, and eannot be filed and indexed in any way
that will make reference to thcm easy.

The plan to standardize the catalogs has met with
the approval of many advertising and catalog men
associated with large manufacturing firms. The
chief of the catalog department in one firm said
recently that there was every reason for the
adoption of the idea and none against it.

“Many catalogs,” he said, “contain matter of
permanent value, such as standard tables, decimal
equivalents, engineering statistics and the like, and
should be kept in a ready reference cabinet or
closet by department managers. At present, how-
ever, it is practically impossible to keep them so
that they can be of any use. I recently measured
the eatalogs of 700 houses and found 147 different
sizes among them. They varied from pocket edi-
tions to immense books that would almost cover
the top of a desk. How can such a collection of
books be filed in any sort of systematic manner!

“The only paossible objeetion to standardization

of catalog sizes,” he continued, “is that each
manufacturcr or wholesaler wants individuality i1
his eatalog. But individuality can be obtained in
color and thickness just as well as in size. With
all catalogs printed in two sizes, each manufac-
turer ean adopt a certain color and thickness tiat
will distinguish his cataiog from all others.”

The difierence betwcen an optimist and a pes-
simist is that onc bhelieves in mascots and the

other in hoodoos.

NEW VICTOR AGENTS IN BOSTON.

Who'esale Department of the Eastern Talking
Machine Co. Make Many Successful Business
Connections in Boston and Fall River.

(Special to The Talking Machine World.)

BosToN, Mass., February 3.—-Manager Chamber-
lain, of the wholesale department of the Eastern
Talking Machine Co., has been most successful of
late in being able 1o interest large concerns in the
Victor proposition. Among the houses to recently
take on these machines are the A. McArthur Co.,
of Washington street, this city, which already has
developed a large talking machine business; Kraft,
Bates & Spencer, Inc, of Boylston street, 2 piano
house, which has had a talking machine department
for some time, and George H. Munroe, of Fall
River, one of the leading piano houses of that pro-
gressive city.

OPEN EDUC‘ATIONAL DEPARTMENT.

The Outlet Co., of Providence, R. 1., Perfecting
Plans for Its School Campaign.

(Special to The Talking Machine World.)

Provipexce, R. 1., February 9.—-An educational
department recently has been opened at the Outlet
Co.’s large establishment in this city, and its special
work is exploiting the sale of Victor machines and
special records in the schools. H. C. Johnson. the
new manager in charge of this work, has met with
marked success, due in iarge measure to his en-
tirely original methods of procedure, and he has
been able to convince any number of school princi-
pals and teachers of the wonderful results that
ean be attained by the Victor equipment in the
education of children along music lines.

HOLD ANNUAL CONCERT AND DANCE.

{Special to The T;T;in’g Machine World.)

Brincerort, Conn., January 31.—The fire depart-
ment of the American Graphophone Co. held its
third annual concert and dance Wednesday evening
at the Colonial Hall in this eity. A number of
prominent Columbia artists were in attendance, in-
cluding Fred Van Epps, Ada Jones, Byron G. Har-
lan and Henry Burr.

perfect.
strong glass proves this.

the world.

There are many qualities of steel but only
the best steel is used in making

BAGSHAW NEEDLES

It took a lol of experimenting to secure the formula for
the steel used in Bagshaw needles, for we know that the
talking machine needle, while small, is one of the most impor-
tant parts in sound reproduction. The temper must be exactly
right, so that in manufacturing the point of the needle will be
Examination of a Bagshaw-made needle under a

The steel must be firm enough to play on the record, and
to do so without injuring the record. This needle quality is
known to many jobbers and dealers, which is responsible for
the fact that Bagshaw-made needles have the largest sale in

W. H. BAGSHAW

Established 1870—pioneer needle manufacturers

Lowell, Mass.
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THE TALKING MACHINE AS CIVILIZER IN THE PHILIPPINES.

A story of unusual interest is represented in the
accompanying photograph showing a group of
natives in the far-away Philippine Islands listening
to some of their own records, which had been
made for the Columbia Graphophone Co by an

recording purposes. Dean \Worcester also found
the dictaphone of considerable assistance in the
daily routine of his research work. Dean Wor-
cester 1s shown at the extreme right of the photo-
graph.

Members of One of the Philippines Tribes Listening to Their Own Records.

The natives in this section of the Philippine
Islands are called Igorots, and their records con-
sist of vocal selections and native songs which they
rendered on the nose flute, an instrument decidedly

expedition under the guidance of Dean Wor-
_cester, who 1s famous for the constructive and up-
1ift work that he has been doing in the Philip-
pines. It may seem somewhat unusual to use a
dictaphone for recording purposes, but in the ab-
sence of any regular Columbia dealer in this ter-
ritory the dictaphone was found invaluable for

BALTIMORE’S BUSY MONTH.

Talking Machine Dealers All Enthustastic Over
the Fine Business Transacted in January—
Almost Impossible to Supply the Demand for
Records—The Outlook for the Spring Months
Is Excellent and Is One of Optimism with
Every Dealer in the Monumental City.

{8pecial fo The Talking Machine World.)

Bartivmore, Mp, February 7.—Remarkable as
it may seem, the dealers here announce that fig-
ures January show a very unusual resulc for
this month of the vear. They not only pass those
for January, 1913, but all hands declare that they
show a substantial increase over those for any
other month during 1913 than December. There
are probably no more enthusiastic individuals than
the talking machine men these days, and they are
emphatic in their statement that they are going to
bend every effort to make 1914 go 1913 one better.
Judging from the results of the last month it
would seem that they are on the right road to suc-
cess

Manager W. C. Roberts, of E. F. Droop &
Sons Co., announces that both the wholesale and
retail trade have taken a wonderful spurt and that
January was a fine month. Of course, it did not
equal December, and Manager Roberts declares
that had it beaten December he does not know
what he would have done to accommodate the cus-
tomers and properly care for the stock necessary.
The capacity of his store was taxed to the climax
during December, and if this condition continues
fie will have to make substantial extensions.

Manager S. A. Denison’s business barometer 1s
still in its accustomed place, and this indicates that
business with the Columbia line has not dwindled
Mr. Denison, of course, is manager of the local
branch of the Columbia Phonograph Co., and the
barometer in question is his little slate which hangs
back of his desk, and which tells concisely and in

original and distinctive. The tonal merits of these
records will be a matter of considerable interest to
people the world over.

a few words just what resuits were obtamed each
month. The announcement this time is simple
and to the point, and runs thus: January beat any
month in 1912 and 1913, except December, 1913
Mr. Denison declared he 1s going to do his part
to make 1914 the real year m talking machine
annals

Reports from the Sanders & Stayman Co., Inc,

state that both the Columbia and Victor lines were
in big demand during the past month.

Joseph Fink, of the Fink Talking Machine Co,,
said that January was his biggest month, and he is
most enthusiastic. He had a good run on the high-
priced Victors and also had many calls for the
latest records.

Another firm that was in the limelight during
January was the Peabody Piano Co., who have
been making steady strides toward the top in the
talking machine business.

INTRODUCE NEW LABEL

For Victor Records Which Was Designed and
Perfected After Extended Thought and Con-
sideration—Space for Private Number.

Beginning with the Victor records presented in
last month’s supplement, the Victor Talking Ma-
chine Co. announced to the trade a new label on
Victor records that was designed after extended
thought and consideration. A change from the
former label had been contemplated by the Victor
Co. for some time, as there were several minor
objections connected with this label that the com-
pany felt sure could be easily remedied. The new
label 1s the result of this thought.

As announced by the company, the new label
embodies the following improvements over the
former one: “The word ‘Victor’ appears so boldly
that there is no chance for uncertainty as to the
source of the record, even at considerably more
than arm’s length. Again, the type used is what
is now recognized more or less consciously as
Victor type—the face that has been most con-
sistently used in Victor advertising. There is a
broadening of the gold circle on either side of the
label at the top, which can be written on with
black ink.

“Formerly there was no space provided in which
the user might put his own catalog number on
the record, and by providing such a space we have
simplified the process of returning each record to
its proper place in the private collection. These
will be of especial benefit in all the black label
series. There was formerly no way of marking
such records except by attaching an unsightly
sticker.”

The red seal records issued by the Victor Co
had their labels changed some time since, and the
new labels have won the unqualified approval and
admiration of the trade. The simplicity and dig-
nity of the new label, coupled with the improve-
ments noted above, combine to make it most
artistic,

Record

LOUIS BUEHN

IS WHAT YOU NOW NEED

Dealing with BUEHN assures you the best
in service that can be had.
EDISON CYLINDER and VICTOR DISC
RECORDS, both Domestic and Foreign,
as complete as large orders and factory
deliveries can make them.

Send your order for RECORDS to

and be convinced.

Service

Stocks of

- Philadelphia
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ment of

strument.

(Write for “Music Money,” a book “full of meat” for those

dealers interested in quick and frequent turnover of capital.)

The Columbia Grafonola is more and more
being recognized as the supreme instru-
The greatest music
lovers are buying the most perfect in-
The Columbia Grafonola,
“Favorite,” for instance.

music.

MANY FEATURES OF INTEREST IN PHILADELPHIA TRADE.

Elaborate Demonstration of Edison Disc Phonographs and Records Gets Prompt Results—
Pennsylvania Talking Machine Co. Very Active—Progress of the New Dealers’ Asso-
ciation—Record Supply Rather Low—Louis Buehn Reports Substantial Increase.

(Special to The Lalking Machine World.)

PHILADELPHIA, PA, February 9—The beginning
of the second month of the year finds the talking
machine men of Philadelphia in the best of spirits,
for they had an unusually good January. It was
better than last year, every one reports, and the
only unfortunate thing the dealers had to contend
with was a difficulty in getting machines and cer-
tain classes of records.

Edison Disc Phonograph Demonstrated.

Several things of more than usual interest
have transpired in Philadelphia recently. Last
week Thomas A. Edison, Inc, gave a demon-
stration of its latest disc machine in this city at the
Ritz-Carlton Hotel, for which they had issued 3,500
invitations. The exhibition lasted from 1 to 6
o’clock and more than a third of the invitations
were accepted. Every one is most enthusiastic over
the instrument and there are prospects that within
the next ten days there will be a number of dealers
in Edison disc phonographs in this city. After
the hotel exhibition Mr. Stanton, of the Edison
Co. remained in this city and gave exhibitions at
several well-known piano houses. It is not un-
likely that a number of prominent firms will take
the Edison disc for sale here.

F. K. Dolbeer, William Maxwell and Mr. Stan-
ton, representing the Edison Co., were here for the
exhibition. They had upwards of forty of the
latest and best Edison records with them. The
Edison disc is at present handled here by two con-
cerns, the most recent to take it being the Music
Shop, No. 218 South Twelfih street.

Great Activity with Pennsylvania 7. M. Co.

The Pennsylvania Talking Machine Co. has had
the front of its building handsomely repainted
with green enamel of a peculiar tint, which has
been attracting a great deal of attention. They
are contemplating numerous interior improvements
and are now getting estimates on the building of a
balcony over two-thirds of the store, with a large
stairway leading up to it, and which will seat a
great many people. Manager Eckhart reports that
the business of his firm on the Columbia machines
in January was nearly equal to that of December,
and that they beat January of a year ago by more
than 100 per cent. Mr. Eckhart was up the State
several days this week and closed a very important
deal at a very important point and secured a sub-
stantial order. He had Harold Lyle with him, He
believes the firm will do a tremendous business.
Among the visitors at the Pennsylvania store the
past week were George Lyle, general manager of
the Columbia Co., as well as Marion Dorian, the
treasurer.

The Dictaphone business has also been most ex-
cellent, and they closed a number of important
cales the past month and have some big things for
February, one instalment being for close to 100
machines. “February,” says Mr. Eckhart, “bids
fair to be the biggest month in the history of the

Dictaphone in this territory.” They have just had
their delivery automobile painted in yellow enamel
with gold letters, presenting a most striking ap-
pearance.

Hard to Get Enough Records.

G. F. Wurtele, of ‘the Gimbel talking machine
department, reports that its business in January
has been most excellent and shows a big gain over
last year. Plans are being formulated at present
for a considerable enlargement of the department.
Mr. Wurtele says that it has been unable to
obtain many of the most popular of the records,
otherwise it would have been able to do very
much more business in January.

Weymann & Sons After High Class Trade.

Harry Weymann, of H. A. Weymann & Sons, re-
ports that the demand for Victor Victrolas and
records is almost phenomenal and their business
during the year past was double that of 1912, and
so far this year their sales will double those of
last year. In the retail department, he says, they
get most excellent results from their newspaper
advertising, which is striking, and in which they
illustrate the latest dancing fads and show how they
can be satisfied in the home with the Victrola. They
refrain from stating prices and they believe it has
been the means of selling a much better class of
goods, but instead they say: “Any of the Victor’s
new and improved styles may be purchased on con-
venient terms. Every instrument is guaranteed and
is backed by our reputation of a half century as
manufacturers and wiolesale distributers of mu-
sical instruments of superior construction.”

Mr. Weymann believes that this sort of adver-
tising brings better results and a better class of
people than that followed by so many houses who
are continually advocating the old “small weekly
pavments.”

New Association Making Some Progress.

Tt took a good while to get the thing started,
but I am assured by some substantial men in the
trade that the Retail Talking Machine Dealers’ As-
sociation is going to go through. They are work-
ing it out on a little different basis than at first
arranged. They were not able te get the signatures
of all the representative dealers to become members
of the association, but they have the promise of all
of them, I am informed, that they are willing to
sign a paper to adhere to the rule of charging in-
terest on deferred payments. There will be another
meeting within the next week or two, when those
active in the organization have hopes that all the
representative houses in the trade will be in at-
tendance.

Increase in Business for Louis Buehn.

Louis Buehn reports that the business of his
house in January was very good, being slightly in
advance of last January in spite of the shortage of
records and medium priced machines. “The short-
age of records,” he says, “makes it problematical
as to how big our business would have been had

Columbia Graphophone Company
Woolworth Building, New York

Conditions

we been able to supply all demands.
are a little better now, and the factory is supplying
us in better proportion.”
Machine Situation Improved.
The machine situation seems to be better all
around, although I have noticed at some of the
stores that there is still a shortage of the $30, $75

and $100 types. Mr. Buehn believes that the indi-
cations are that business is going to be maintained
for some time to come.

In the Edison dictating machine Mr. Buehn has
done a splendid business and it is showing a marked
improvement right along, tlie attitude of the big
firms being much more friendly to the spending of
money on devices of this kind for the facilitating
of their business than they were during the last
four months of 1913. They have closed some very
nice business with the Linocleum Co., of Trenton;
the Keystone Plaster Co. and the Tunis & Cockey
Lumber Co., of this city, as well as other big con-
cerns.

Take on New Salesman.

Strawbridge & Clothier have added to their sell-
ing force Otto Luedeke, who was formerly with a
well-known talking machine house in this city.
Their business has been very much better than it
was last year.

LIVELY TRADE IN DENVER.

Chief Difficulty Lies in Securing Sufficient
Quantities of the Popular Records to Meet
Demands—Three Happy Managers and the
Reasons—Other News of Month.

(Special to The Talking Machine World.)

Denver, CovL.,, February 6.—The talking machine
trade in this city has kept up in a remarkable man-
ner and the sales for the month of January were
far in excess of the total sales volume for the same
month last year, according to the reports of the
various local talking machine houses. Record
sales are particularly heavy and the main question
with both the jobbers and dealers is that of secur-
ing a sufficient stock of records to meet the de-
mands. The call for dance records to provide suit-
able music for the tango, maxixe and hesitation
waltz is especially strong and the stocks of that
class of records are at low ebb.

At the present time there are three local talking
machine managers who are particularly happy, re-
gardless of trade conditions. The happy ones are
O. F. Kelso, manager of the talking machine de-
partment of the Denver Music Co, who is the
father of a bouncing baby boy, who has already
developed a pronounced taste for talking machine
music; C. B. Arbenz, manager of the talking ma-
chine department of the Knight-Campbell Music
Co., and W. C. Wyatt, manager of the talking ma-
chine department of the Denver Dry Goods Co.,
both of whom have had dainty feminine additions
to their households recently.

The Denver Dry Goods Co. reports a big in-
crease in the popularity of the Edison disc phono-
graphs and records, for which the house has the
jobbing rights. The company will be represented
at the annual gathering of the Edison disc jobbers
to be held in New York on tire 9th and 10th,
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Increase Your Record Sales

BY PLACING THIS HANDSOME FLEXIBLE
COVER IN THE HANDS OF YOUR PATRONS

This attractive flexible cover is designed to hold the Victor or Columbia semi-
annual record catalog, and is bound in mahogany colored imitation leather, and

lined ‘with black silk cloth.

The price of this flexible cover is so low that it permits you to give same free
lo your customers with the record catalog inclosed, thereby making a useful souvenir
and a pcrmanent advertisement; or you may charge a nominal sum for it if you

desire.

In lots of 100 or more, your name will be stamped on face of cover in gilt

lettering frce of charge.

Send 2Qc. in stamps for a sample cover, with special trade prices.

NEW YORK POST CARD ALBUM MFG. C0., 23-25 Lispenard Street, NEW YORK

Makers of Talking-Machine Record Albunts

F. K. DOLBEER HOME FROM TRIP.

Covers Principal Cities in Far West to Pacific
Coast in Interests of Thomas A. Edison, Inc.
—Business Conditions Generally Satisfac-
tory Throughout the Western States.

(Special to The Talking Machine World.)

ORrANGE, N. J., February 9.—F. K. Dolbeer, gen-
eral sales manager of Thomas A. Edison, Inc.,
phonograph divisicn, has returned from a two
months Pacific Coast trip, during which he spent
some time in Portland, Seattle, Vancouver, Spo-
kane, San Francisco, San Diego, Los Angeles and
other points. Leaving New York on the sixth day
of December, he arrived in San Francisco inside of
four days, which is a remarkably short time, par-
ticularly in winter, as stormy weather frequently
retards railroad efficiency.

“I spent New Year’s,” continued Mr. Dolbeer,
“at San Francisco and had’a very enjoyablc time.
The city seems to go as wild over this holiday as
New York, and although the rain interfered with
the strcet processions, still thc life at the hotels
madc up for it. This city is growing at a rapid
rate and I am grecatly imprcssed with its throb-
bing pulsc of activity. Thc cxposition buildings
are heing rapidly completcd and it would not sur-
prise me, if circumstances demanded, that the ex-
position could open as carly as September of this
year.

“As to business conditions on the Coast, it is
difficult to think of a single word to cover the
entire situation, for in some localities business was
brisk and in others the visitor was told that general
trade was not up to the usual standard. As a
whole, however, the average is good and I should
imaginc that is in some spots a slight depression
were felt, the setback commercially is only tem-
porary.

“l was very glad to witness the tremendous
widespread interest on the Coast towards the Edi-
son disc phonographs and records. Everywhere
I went I heard only words of praise for the musical
perfection that has been obtained in this latest
product of Mr. Edison’s genius. Naturally, the
sales are growing very fast and there is every in-
dication that 1914 will see a wonderful year for the
distribution of thes<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>