SINGLE COPIES, 20 CENTS

“ XIIL.' ‘No. 11. PEQ YEAR, ONE DOLLAR

The " TALKING 2 |
i MACHINE— |

lished Each Month by Estate of Edward Lyman Bill at 373 Fourth Ave New York November 15 1916

Victrola
Mahogany or W

The instrument by which the value of
all musical instruments is measured

- - iy -I_'_' |

¥ B3, at the pos't office at New York, N. Y., under the act of Congress of Magpch 2, 1879.




THE TALKING MACHINE WORLD

Sl:ld before the invoice arrived

A dealer who was handling the. ... phonograph decided that his stock
was not moving fast enough. After careful consideration he decided L
store his line and to take over the Sonora agency. -.

He sent in an initial order that he thought would care for his busin
till just prior to Christmas, if not till New Year’s.

I
I

In 3 days before the invoice reached him, he had sold the greater part
of his order and had telephoned in an additional order for double thj

number of machines. He w111 sell about five times the number of Sonora
that he had estimated.

ST

CLEAR AS A BELL

is admittedly ,

The Highest Class Talking Machine in the World

and the public never forgets (Sonora’s steady, keen advertising sees to this) that

“The only jury which heard and tested all of the phonographs at the Panama-Pacific
Exposition recommended that Sonora be given a marking for tone quality higher than that
given to any other phonograph or talking machine.”

No dealer can afford not to consider the remarkable advantages which a Sonora agency. |
offers. Write today and learn whether your territory is still open. |

TEN UNEQUALLED MODELS f
$45 $60 $75 $100 $150 $175 $190 $225 $350 $1000

SONORA PHONOGRAPH CORPORATION |

GEORGE E. BRIGHTSON, President

EXECUTIVE OFFICES, 57 Reade Street, NEW YORK CITY
CHICAGO, 320 S. Wabash Avenue SAN FRANCISCO, 109 Stockton Streetl

Each Sonora is guaranteed for one year l

DEALERS PROTECT YOURSELVES!

The Sonora Phonograph is manufactured and sold under an agreement which permits
it to operate under the GREAT BASIC PATENTS of the phonograph industry.

Therefore dealers selling the Sonora are safe from troublesome litigation.
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THE DIFFICULTY OF TURNING FIGURES INTO DOLLARS

Can't Be Done Without a Makeup in These Days of Big Business—Something of the Fellow
Who Follows the Janitor's Example and Tries to Clean Up—Interesting Disquisition

“Figures don’t lie. Of course mnot, they
stand up. That's about as far as the old proverb
works.  Figures—just plain little numerals—
have started up more trouble for these get-
rich-quick boys than anything that has ever
come over the river. Figures about the other
fellow’s business have caused more would-be
captains of industry to hit the skids than any
other one factor,” said the Old Timer. ‘“Many
a young and trusting heart who has read the
reports of a machine shortage and seen the
figures showing the millions in profits made by
the big talking machine concerns staring him
in the face in the next column, immediately
goes over to Riverside drive or the Lake Front
and picks out where he is going to build his
mansion; does 2 little Weston through Benzine
Buggy Row, and picks out the twelve-cylinder
locomotive that is going to haul him around;
and counts up his cash and finds that he has
got $147.14, but with no place to go. The
next morning sees him launched as a talking
machine manufacturer. . He buys a dozen tone
arms, a dozen reprodus:'er‘s, and as many motors
and turn-tables, then a few boxes to put them
in and hangs out a sign.

“Then comes the big slam. The three spe-
cial cops hired to keep the crowd away from
the door haven’t a thing to do. He wears out
several records playing for himself, and de-
cides that instead of making two millions the
first year, he will be satisfied with a million
and a-half. ILater on the prospects are reduced
to a million profit, but still few buyers. The
young man then remembers the story of the
man who declared that if he had $1.85 he would
spend the 85 cents in stock and the dollar for
advertising. Then he advertises, and he gets
results. That’s the trouble. He fills the or-
ders. His capital is tied up for thirty days
or more. He gets more orders that he cannot
fill. He wiggles around and gets an ‘angel’
The ‘angel’ sticks some change in the pot,
but ’taint enough. The millions of profits are
getting smaller every minulce, and bye and bye
tlic one drops off and therc is nothing but a row
of goose eggs.

“They talk about poker being a hard way to
make an easy living, but it is likc finding money
compared to going into the talking machine
business, or any other business without prep-
aration or capital. These annual profits of hun-
dreds of thousands or millions of dollars are
not earned on a shoe string investment. They
come out of businesses that have tremendous
plants and tremendous outputs, that have dis-
tributing facilities and are in every way pre-
pared. When the new concerns in the field start
on the proper basis they get the glad hand.

“In several cases recently large companies have
entered the talking machine field with a great
splurge only to finally discover that their prep-
arations were nowhere equal to the demand.
No man would start a peanut stand with a quart
of peanuts and an alcohol lamp. Why should
he expcct to turn things upside down in the
talking machine field with a dozen assembled
machines. Tt can’t be donc. These men who
want to realize on the opportunities offered in
this new field should learn first that it is not
a one-horse proposition; that a business estab-
lishment built on a shoestring basis is goiug to
bring shoesiring results, if anything; that to
enter a field properly with any idea of perma-
nence, the manufacturer must be able to supply
goods that are satisfactory, and in suitabie quan-
tities before he can hope to reap the benefits
of advertising.

“The talking machine field is no stock mar-
ket proposition. There are no ‘war babies’ in it.
The fortunes that are being.made, and will be

. be denied.

made, will be the result of hard work and per-
sistent effort. A quick realization of that fact
will save somebody nioney.”

“TALKER” AIDS OPERA ARTISTS

Owing to War Dangers, Singers in America
Record Voices so That London Managers
May Make Decisions—Plan Works Out Well

Talking machine records made by grand
opera singers in America for the purpose of se-
curing engagements to sing in Furopean centers
are being used to great advantage by both
singers and managers. There have been sev-
eral engagements secured by grand opera
artists by this means, among them being Freda
Gallick Baker, American soprano, whose sing-
ing through the medium of the record has se-
cured her an engagement to sing “Carmen” at
Covent Garden during the coming winter. An-
other singer who has made a wonderful record
is a Miss Martin, of San Francisco, who has a
remarkable coloratura voice. Her record of
the Caro Nome from “Rigoletto” may be the
means of getting her an engagement to sing
at La Scala, which every American artist so
covets.

In these days of perilous ocean voyages, sub-
marining, etc., incident to the great war, the
convenience of sending a voice record and a
phonograph across the seas is one that cannot
However, the records should be
very carefully made under direction of a com-
petent conductor, and should include not only
arias from operas in the repertoire of the singer,
but scales, roulades, trills, and every vocal
exercise calculated to show the range, flexibil-
ity and quality of the voice, as well as the
singer’s qualifications in phrasing and general
vocalization. But few of the records sent over
are complete in all these respects. Merely to
have a record of an aria or two is not enough
to permit the impresario to form a judgment
upon the artist’s abilities. T'hc more complete
the repertoire in record form the better it will
please those who have to pass upon the capa-
bilities of the singer.

Price Twenty Cents
DETROIT SCALE OF ALLOWANCES

Local Association Fixes Figures at Which Used
Machines Are to Be Taken in Exchange

DerroiT, Micti, November 6.--The scale nf
allowances on traded-in 1machines recently
adopted by the Detroit Talking Machine Asso-
ciation is bcing adhered to strictly by mem-
bers of that organization with most satisfactory
results. The schedule was approved only after
the most careful consideration, and has been
printed up on convenient cards so that it may
be presented to a customer in understandable
form. The text is as follows:

“Scale of allowances adopted by the Detroit
Talking Machine Association:

“On all old horn or cylinder machines not
over 5 per cent. of the machine purchased.

“On all other instruments full value may be
allowed in exchange for a higher priced in-
strument within three (3) months from date of
purchase, providing, however, old machine is
in perfect condition.

“Machine not over six (6) months old, 80 per
cent. of the original cost.

“Machine not over one (1) year old 60 per
cent. of the original cost.

“Machine not over two (2) years old 50 per
cent. of the original cost.

“Machine not over three (3) years old 40 per
cent. of the original cost.

“Machine not over four (4) years old 30 per
cent. of the original cost.

“Machine not over five (5) years old 25 per
cent. of the original cost.”

NEW BUILDING FOR STARR CO.

Ricunonn, Inp., November 8 —Work has begun
on the new building to be used as sales and
display rooms of the Starr Piano Co. in this
city. The store, which has been at 931-935
Main street, for a number of years, will be
moved to 10-12 North Eighth street, to meet
the requirements of more room. The com-
pany's property on Eighth street will be re-
modelcd at a cost of over $6,000. There will
be a new front of stone, the ceiling will be
raised, as well as rearranging the interior for
greater display space. Since the Starr phono-
graph has been placed on the market the need
of more room in this territory has been felt.

NEBRASKA DEALERS ORGANIZE VICTOR ASSOCIATION
Have Get-Together Meeting in Omaha and Form Permanent Organization—Elect Officers—Ne-
braska Cycle Co. Entertains Visitors of a Banquet at the Rome Hotel

Omana, Nes, November 2.—There is consider-
able general interest manifested in the recent
organization of the Victor talking machinc
dealers in this city by the Nebraska Victor
Dealers’ Association, and it is probable that

of Norfolk, trcasurer; W. E. Mickel, of the
Nebraska Cycle Co., this city, secretary. J. E
Gaston, of Nehraska City, and C. Robertson,
of Omaha, were chosen mcmbers of the execu-
tive committee.
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Dealers and Their Friends Wh
every Victor man in the city will become a
member of that body.

Heading the new organization is Edwin Walt,
manager of the Walt Music Co., of Lincoln,
president; Chas. Gaston, of the Gaston Music
House, Hastings, vice-president; H. S. Thorp,

o Attended Recent Gathering in Nebraska

During the course of the meeting here there
were numerous business discussions, and the
dealers and their wives were the guests of the
Nebraska Cycle Co. at a banquet at the Rome
Hotel, with Geo. E. Mickel, president of that
company, as toastmaster.
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RUNNING DOWN “GYP” DEALERS IN MINNEAPOLIS

Vigilance Bureau of Advertising Forum in That City Takes Action Against Parties Who Made
Misleading Statements Regarding Talking Machines—A Step Worth Emulating

MinneapoLrs, Mivn,, November 2—The Vigi- plete instrument had been made by the Victor

lance Bureau of the Minneapolis Advertising
Forum, which has been quite active at various
times in investigating practices in the piano and
other trades, has also taken action against
“gyp” dealers in talking machines, and recently
disposed of a case of this nature.

On October 1 there was advertised in the
classified columins of both the Journal and the
Tribune a “new $200 Victrola size mahogany
cabinet, $48.” Complaint was made that persons
who responded to the advertisement were under
the impression that the instrument offered was
a genuine Victrola. A representative of the Vigi-
lance Bureau called at the address and asked,
“Are you advertising a $200 Victrola for $48?”
An affirmative answer was given, but a repre-
sentative declared that the advertiser was mak-
ing the cabinet himself and that the instrument
shown was fitted with a Columbia motor. The
advertiser was warned of the misleading char-
acter of the copy and promised to be more
careful in the future.

On October 15 there appeared in the classified
columns of the Journal the announccment, “For
Sale—Victor Phonograph in mahogany cabinet,
fifty inches high for $55 delivered.” The adver-
tisement was accepted by the paper only after
the advertiser had given assurance that the com-

Talking Machine Co.

Investigators were sent to the address given
and were assured that it was a Victor machine.
When they stated that the cabinet shown dif-
fcred from other Victor machines, they were
assured that the man made the cabinets himself
and could, therefore, sell them cheap. Further
inquiries elicited the information that the cabi-
nct was the same sizc as that of the $150 Vic-
trola and that it contained the motor of the $15
Victor machine, which motor, it was alleged, was
the same as that used in the $150 Victrola. Vic-
tor records were also used in demonstrating the
machine.

Subsequently another investigator was sent to
the advertiser and purchased the machine, get-
ting a receipt reading: “Paid in full for Victrola,
$55." The representative of the Vigilance
Bureau, accompanied by an attorney, immedi-
ately called on the advertiser and explained the
provisions of the misleading advertising law, and
came back with a signed promise from the
advertiser not to offend again. In consideration
of the signed agreement the Bureau withheld
prosecution. In view of the similar cases that
have resulted in other sections of the country,
the action of the local Vigilance Bureau should
receive the hearty endorsement of the trade.

WITH THE TRADE IN TORONTO

Business Reports Generally Good-—Montagnes
& Co. Issue Sonora Catalog—Ralph Cabanas
Visits Columbia Headquarters and Factories
—F. R. Hoffman’s New Post—"“Edison Week”
Generally Observed—Other News of Month

ToronTo, ONT., November J3-—General talking
machine business throughout this section of
Canada has been most satisfactory in all lines,
according to the reports made by the various
concerns. The demand is keeping up in won-
derful shape, and the great problem is to get suf-
ficient machines and records to meet it.

The Canadian distributors of Sonora phono-
graphs, I. Montagnes & Co., this city, have
issued a new catalog, illustrative and descriptive
of the Sonora line. The catalog is an elaborate
one and shows various Somnora models pictured
in the home surroundings in which they would
naturally be placed. Montagnes & Co. have al-
ready received a number of complimentary Ict-
ters from dealers concerning their new selling
help.

Ralph Cabanas, manager of the Canadian busi-

ness of the Columbia Graphophone Co., recently
returned from a visit to the headquarters of the
company in New York and also to the factories
in Bridgeport. He states that the company is
still thousands of machines behind in deliveries
in spite of the great additions to factory facili-
ties. Columbia sales during September were the
largest of any single month in their history.

F. R. Hoffiman has beconie assistant manager -

of the Columbia Co.'s organization in Canada,
succeeding Otis Dorian who recently resigned
to become manager of the Pathé Fréres Phono-
graph Co., in Canada. Mr. Hoffman is a native
of Connecticut, and for the past thirteen years
has held an important position in the Columbia
factories in Bridgeport.

John A. Sabine, of the Music Supply Co., of
this city, has returned from a short visit to the
officcs and factories of the Columbia Grapho-
phone Co. in an effort to stimulate shipments
of machines.

Edison Week was celebrated throughout Can-
ada in royal style and all dealers held daily
recitals with special artists in conjunction with
their demonstrations. In the city of Toronto
twelve moving picture theatres demonstrated the

New Edison Diamond Disc in addition to other
features on their regular program.

The Nordheimer Piano & Music Co., Ltd., are
introducing in Canada the Aeolian-Vocalion,
for which they are the Canadian distributors.

Rev. Geo. A. House, who comes direct from
the Edison laboratory, recently spent three
weelks in Kingston, Ont., demonstrating the Edi-
son Diamond Disc. The T. F. Harrison Co..
Ltd,, who handle this line, reports increased

sales as a result of Mr. House’s visit to
Kingston.

The Home Outhtters’ Co., Ltd. 170-78 King
street, East Hamilton, Ont., is featuring the
Pathephone line of machines and records.

Al Jolson recently appeared in Toronto fea-
turing “Robinson Crusoe, Jr.” The Toronto
dealers as a result sold a large number of Co-
lumbia records of this artist. A full-page an-
nouncement appeared in some of the dailies,
drawing attention to his various songs and where
they could be procured.

UNIQUE FLOAT WINS MUCH PRAISE

N.awra, Ipaso, November 6.—H. L. Mickels &
Co., of this city, sponsored a float in the Nampa
Harvest Festival, which was one of the most
unique displays prepared by any concern in
local territory.

A complete line of Columbia

Mickel & Co.’s Clever Publicity Stunt
Grafonolas and records is handled by this house,
and as soon as it learned that the “Deutsch-
land,” the mammoth German submarine, had
included a Columbia Grafonola in its equipment,
it decided to utilize this fact as the subject of
the fantastic float shown herewith. The Co-
lumbia trade-mark formed a prominent part of
the display, which was greatly admired.

Henry C. Brown, advertising manager of The
Victor Talking Machine Co., is at present on
his annual hunting trip in the big game coun-
try of Canada. Mr. Brown, as usual, will
come back with the legal limit of game.

PARTICULAR time.

can get it from

JOBBER —— to——DEALER — to—— PUBLIC

= —

The Eastern Talking Machine Co.

177 TREMONT STREET, BOSTON, MASS.
Largest Exclusive Victor Distributors in the East

EASTERN
VICTOR
SERVICE

The wide-awake dealer knows the public won't come in to buy simply because he has got the goods at a

The wise dealer knows he MUST HAVE the goods WHENEVER customers come in.

The dealer making a MAXIMUM of sales has got to have a jobber behind him who delivers COMPLETE
orders and ON TIME. You want attention of this sort the next few months.

Why not make us prove you
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Victrola X, $75

Mahogany or oak

Victrola 1V, $15
Oak

Victrola VIII, $40
Oak

Victrola XVI, $200
Victrola XVI, electric, $250
Mahogany or oak

“Will there be a Victrola
in your home this Christmas?”

This important question is confronting the people of the whole

country.

It is the key-note of our nation-wide holiday advertising cam-

paign, and its force is sending thousands of customers into the stores
of Victor dealers everywhere.

It will help to make this the biggest holiday season you ever

Beriiner Gramophone Co., Montreal, Canadian Distrihutors.

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

Important warning. Victor Records can be safely and satisfactorily played only with

Victor Needles or

Tungs-tone Stylus on

Victors or Victrolas.

Victor Records

cannot be safely played on machines with jeweled or other reproducing points.

Tex..... +.. The

Cleveland, O.....

Albany, N. Y....... Gately-Haire Co., Inc.
Ga......... Elyea-Austell Co.

Phillips & Crew Co.

Texas.
Md...... Cohen & Hughes

alking Machine Co., of

E. F. Droop & Sons Co.
H. R. Eisenhrandt Sons, Inc.

Bangor, Me........ .Andrews Music House
Birmingham, Ala...Talking Machine Co.
Mass....... Oliver Ditson Co.

0.

The Eastern Talking Machine
0.
The M. Steinert & Sons Co.

T. Williams.
Andrews.

Brooklyn, N. Y.....emcrican Talking Mch. Co.
Buffalo, N. Y.......W

Neal, Clark & Neal Co.

... Orton Bros.

....Lyon & Healy.
icago Talkin
The ﬁud

Burlington, Vt......American Phonograph Co.
Mont.....
Il.....
Machine Co.
. olph Wurlitzer Co.
Cincinnatl, O....... . The Rudolph Wurlitzer Co.

...The W. H. Buescher & Sons Co.

The Collister & Sayle Co.
The Eclipse Musical Co.

Columbus, O........The Perry B. Whitsit Co.
Dallas, Tex........ . Sanger Bros.
Denver, Colo...,.... The Hext Musié Co.

The Knight-Campbell Music Co.

Victor Distributors

Des Molnes, Ia.....Mickel Bros. Co.
Detroit, Mich.......Grinnell Bros.
Elmira, N. Y.......Elmira Arms Co.

El Paso, Tex.......W. G

Galveston,

Walz Co.

Tex.....Thos. ’ Goggan & Bro.

had—even ahead of the phenomenal business of last Christmas.

i

"HIS MASTER;S'YOI‘ )

AEC VS PaTOOY

Honolulu, T. H.....Bergstrom Music Co., Ltd.
Ingdianapolis, Ind...Stewart Talking Machine Co.

Jacksonvllle,

Kansas Ci

Fia... Florida Talking Machine Co.

ty, Mo... % W. rIenkins Sons Music Co.

chmelzer Arms Co.

Lincoln, Nebr.......Ross P. Curtice Co.

Little Rock, Ark....0O. K.
Los Angeies, Cal...Sherman, Clay & Co.
{. Houck Piano Co.

Memphls,

Tenn..... 9

Houck Piano Co.

Mllwaukee, Wils..... Badger Talking Machine Co.

Mlnneapolis, Minn.. Beckwith, O’'Neill Co.
Mobile, Aia...... e W

Montreal,
Nashville,

/m. H. Reynalds.

Can......Berliner Gramophone Co., Ltd.

Tenn.... 0. K. Houck Piano

0.

Newark, N. J......Price Talking Machine Co.
New Haven, Conn...Henry Horton.
New Orleans, La.... Philip Werlein, Ltd.
New York, N, Y....Blackman Talking Mach. Co.
Charles H. Ditson & Co.

Landay Bros., Inc.
New
Ormes, Inc.

Silas E. Pearsall Co.

Emanuel Blout.

C. Bruno & Son, Inc,

1. Davega, Jr. Inc.
S. B. Davega 'Co.

ork Talking Mach. Co.

Omaha,

Peoria,

Nebr.......A. Hospe Co.
Nehraska Cycle Co.
Iil........... Putnam-Page Co., Inc.

Phliadelphia, Pa....Louis Buehn Co., Inc.

C. J. Heppe.

Penn Phonograph Co., Inc.
The Talking Machine Co.

H. A. Weymann & Son, Inc.

Pittsburgh, Pa...... C. C. Melior Co., Ltd.

Standard Talking Machine Co.
w Frederick Piano Co.

Portland, Me....... Cr'essey & Allen, Inec.
Portland, Ore....... Sherman, Clay & Co.
Providence, R. L.,..J. Samuels & Bro., Inc.
Richmond, Va...... The Corley Co., Inc.

W. D. Moses & Co.

Rochester, N. Y.....E. J. Chapman.

Balt Lake City, U., Consolidate

The Talking Machine Co.
Music Co.

The John Elliott Clark Co.

San Antonio, Tex..Thos. Goggan & Bros.
San Francisco, Cal.Sherman, Clay & Co

Seattle,

Wash.......Sherman, Clay & Co.

Sloux Fails, 8, D...Talking Machine Exchange.
Spokane, Wash.....Sherman, Clay & Co.
St. Louis, Mo.......Koerher-Brenner Music Co.

St. Paul, Mlnn......
Syracuse, N. Y.....W.

Toledo,

Washingtan.

W. ]. Dyer & Bro.

. Andrews Co.
O...c00000..The Whitney & Currier.
D. C.(obea & Pughts

Robt. C. Rogers Co.
E. F. Droop & Sons Co.
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THE PULLING TEST

THE

STRENGTII IS

THERE

AND

The Well-Known ‘‘National”’
Record Albums
Are Always the Leaders

1312 FOR 12-INCH

OUR NOS. 1810 FOR 10-
INCH RECORDS
RECORDS

The only Safe and Conveni-
ent Way to
Protect Disc Records

CORRESPONDENCE SOLICITED
WRITE FOR PRICES

THE STRONGEST ALBUM MADE AT ANYWHERE NEAR ITS LOW PRICE

STRENGTH AT THE STRESS AND STRAIN POINT

We manufacture disc Record Albums containing 12 pockets to fit the Victrola Cabinets Nos. X and XI.
With the indexes they are a complete system for filing all disc Records.

THESE ALBUMS ARE THE BEST FOR VICTOR, COLUMBIA AND ALL OTHER DISC RECORDS

NATIONAL PUBLISHING CO., 239 s. American st. PHILADELPHIA, PA.

PATENT APPLIED FOR

PRACTICALLY UNBREAKABLE FOR REGULAR USAGE

For Durability, Finish and
Artistic Design
Our Albums Have No Equal

REINFORCED
RIVEYED BACK
ALBUM

They are made in the most
substantial man-
ner by skilled workmen

We also make Albums containing 17 pockets.

EDISON RECITAL AND DEALERS MEETING IN ST. LOUIS

One of the Great Events of Closing of Edison Week—Interesting Addresses Made at Gathering
and Luncheon at Majestic Hotel—Some Interesting Addresses—Dealers Who Were Present

St. Louis, Mo.,, November 5.—The Anna Case
tone test recital and dealers’ meeting held by
The Silverstone Music Co., as a final of the
Edison Week observance proved to be a most
enjoyable and profitable affair. The day be-
gan with an address of welcome by Mark Sil-
verstone, and next came a personal message
from Mr. Edison, delivered through E. C. Boy-
kin. V. E. B. Fuller, also from the labora-
tory, delivered a talk on tone tests, which in-
cluded some extremely practical advice for
dealers who are contemplating this feature.
This was followed by a general discussion, in
which Mr. Silverstone got most of those pres-
ent to participate. A luncheon was served at
the Majestic Hotel, and it was arranged that
no time was lost from business there.

At 2 p. m. the session again convened, and
Mr. Silverstone talked on “Salesmanship.” J.
E. Marks, of Marks, Weber & Co., Edwards-
ville, I1l,, talked on “My Experience with the
Edison.” The discussion was cut off just in
time for the dealers to go to the Columbia, a
high-class vaudeville house, where Mayo &
Tally were including a tone test in their act.
Then the dealers were given a rest until 6.10,
when they met at the Elks’ Club for a banquet.
This lasted until they all went to The Victoria
Theatre, where the tone test recital was held.

As has been the case with the other tone tests,
the fire department finally closed the doors
because the 2,500 permitted in the house were
already there, and scores were turned away. i

Mr. Silverstone was master of ceremonies at
the tone test and opened the program with a
graceful tribute to Mr. Edison, which was sev-
eral times interrupted with applause. The tone
test with Miss Case was perhaps the most suc-
cessful of any held here. She was in good
voice and entered into the spirit of the occa-
sion.  She alternated with the machine as
the occasion offered, and in “The Song of
India” the lights were turned out and were
turned on to show that she had left and none
knew when she had stopped singing. The test
was successful, too, in interesting the newspaper
critics, and fine comment was obtained from
each of the five leading dailies, some of them

signed by the critics. That by Homer Moore,
of the Republic, who is widely known as a
critic, says in part:

“Mr. Silverstone is, by these concerts, con-
tributing very largely to the advancement of
musical taste and interest in this city. Doubt-
less many went to the performance last night
out of curiosity, but that element soon gave
place to genuine enjoyment of the program.
The problem of music in the home is solved
when the singing of the greatest artists is
made possible by an instrument that does not
betray itself in the very presence of the artist
herself.”

The following dealers were present: E. C.
Boykin, Edison lLaboratory, Orange, N. J.; V.
E. B. Fuller, Edison Laboratory, Orange, N. J;
Arthur Walsh, Edison Laboratory, Orange, N.
J.; Miss McDougall, Sedalia, Mo.; Thos. Mc-
Harg, Columbia, Mo.; J. O. Robnett, Columbia,
Mo.; Chas. Duesenberg, Concordia Music Co.,
city; J. W. Medairy, Stix, Baer & Fuller, city;

Fred P. Watson, Mt. Vernon, Ill.; C. A. Hueter,
Greenville, I1l.; Geo. Hoots, Greenville, Il1l.; J
E. Marks, Marks, Weber & Co., Edwardsville,
Ill.; R. Davis, John Bressmer Co., Springfield,
INl.; C. Kimber, John Bressmer Co., Spring-
field, Ill.; C. W. Slaybaugh, Taylorville, Ill.;
H. L. Coffey, H. L. Coffey Music Co., Cen-
tralia, Ill.; C. Durham, Southern Illinois Music
Co., DuQuoin, Ill.; W. H. Taylor, Anna, Ill;
W. J. Krug, Krug Jewelry Co., Staunton, Ill;
E. L. Jacoby, C. J. Jacoby & Co., Alton, Il ;
J. A. Berns, C. J. Jacoby & Co., Alton, Ill.; E.
E. Lutes, Poplar Bluff, Mo.; R. B. Keyes, Keyes
Bros., Blytheville, Ark.; Franklin Meyer,
Meyer’'s Music House, Carlinville, Ill.; E. M.
Webb, Schubert Mercantile Co., Russellville,
Mo.; F. A. Leatherman, Nashville, Tenn.; M.
A. Skalowski, Nashville, Tenn.; I.. S. Demint,
Waterloo, Ill.; J. E. Caldwell, Quincy Phono-
graph Co, Quincy, Ill.; W. C. Brewer, Lair
Furniture Co., Charleston, Mo.; H. A. Tune-
horst, Jerseyville, 11l.; E. Tunehorst, Jerseyville,
I1l.; G. Tunehorst, Jerseyville, Ill.; L. N. Rost,
L. N. Rost & Son, Macomb, Ill.; Miss Con-
reaux, B. Nugent & Bro, city; D. W. Hulen,
Centralia, Mo

NEW STARR CO. AGENTS APPOINTED

Ricamonp, Inp, November 6.—Jobbing centers
for Starr phonographs and records have been
active the last few days. and the Starr Piano
Co. report the appointment of the following
agencies: Chas. C. Hammond, Nantucket,
Mass.; Henry Armstrong, Dorchester, Mass.;
S. R. Richardson, Woonsocket, R. 1.; The Reco-
tone Co., Inc., New York City; D. J. Sill, Frank-
linville, N. Y.; Phono Cycle Co., Newark, N. J.;
Faller Bros, Donora, Pa.; E. D. Newell &
Co., Hampton, Va.; Threlkeld Piano Co,
Flemingsburg, Ky.; R. H. Harp, Mt. Sterling,
Ky.; Shrout, Piper & Shrout, Owingsville, Ky.;
J. G. James, Carlisle, Ky.; M. A. Barker,
Poplar Bluff, Mo.; Conner Music Co., Hillsdale,
Mich.; Lou D. Smith, Ironton, O ; H. F. Mur-
ray, Lansing, Mich.; W. Muir, Bisbee, Ariz,;
Marvin Moore, El Centro, Cal.; Batte Furni-
ture Co., Jackson, Miss.; R. Rogers & Sons,
Frankfort, Ky.; Geo. H. Cox Co., Owensboro,
Ky.; Frank E. Charipar, West End Music Co,
Detroit, Mich.; L. J. Ronan, Uhrichsville, O.;
Mann Bros., Henderson, Ky.; M. Koplan, Scrair-
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and adequalely.

Place Album Orders NOW!

We are in a position lo take care of your album orders promplly
We are offering better values from the most
moderate-priced Lo the finest metal back albums.

We have increased our manufacturing facilities, purchased raw
material in large quantities, and can serve you efficiently and well.

NEW YORK ALBUM & CARD (0., 23 Lispenard St., New York

ton, Pa.; The Colvin Piano School,
Neb.; William Stradtman, Lansing,
Frank Hartman, Monterey, Ind.

GIVE BANQUET IN PORTLAND, ORE.

James L. Loder, Manager of Victor Department
of the Wiley B. Allen Co., Entertains Staff—
Victor Co. Traveler a Guest

Omaha,
Mich.;

PorTLAND, ORre., October 30.—Upon the recent
visit of Herbert Shoemaker, traveling repre-

Who the Wiley B. Allen Manager Entertained
to this city, he was the guest of honor of a
banquet given by James L. Loder, manager
of the Victrola department of the Wiley B.
Allen Co. During the course of the dinner
Mr. Shoemaker gave a very interesting talk re-
garding the making of Victor talking machines
and records and the various systems in force
at the Victor factory, and after the dinner
proper the rest of the evening was spent in
dancing. The accompanying photograph shows
the guests at the dinner who were from left
to right: Mrs. Paul Norris, Chas. McNeill, Otto
Pankopf, Mrs. Olga Binder, James L. Loder,
Herbert Shoemaker, Paul B. Morris, Mrs.
James Loder, Robert Callahan and Clyde Wil-
CoX.
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Victrola IV, $15 Victrola VI, $25 Victrola VIII, $40 Victrola IX, $50 uh
Oak Oak Oak Mahogany or oak ' '
i
if
“Will there be a Victrol |
1 €re pe a VIClroia i
' home this Christmas?” |
In your home this ristmas !/ i
There s a lot in the power of suggestion, and ‘
we're using this phrase extensively in our adver- Il
tising to suggest the Victrola for Christmas. ::
We get the people thinking “Victrola,” and then i
it 1s easy for you to get action. i
_ And there’s going to be plenty of action this |
“HIS MASTERS VOIGE” coming holiday season. :"
With every Victor dealer doing his part, the i
volume of Christmas business will be unprece- [
dented even for the Victor. it
il
I
i
Victor Talking Machine Co., Camden, N. J., U. s. A. il
Berliner Gramophone Co., Montreal, Canadian Distributors 0
Important warning. Victor Records can be safely and satisfactorily played only i‘
with Victor Needles or Tungs-tone Stylus on Victors or Victrolas, Victor Records MR
cannot be safely played on machines with jeweled or other reproducing points. “
i\
il
i
)l
I
i
i
il
!
:
l
i
, - i
Victrola X, $75 Victrola XI, $100 Victrola X1V, $150 ‘5‘?{°}§,,x,vl,,$§f£ !
Mahogany or oak Mahogany or oak Mahogany or oak Mahogany or oak 3
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E are now in the midst of one of the most active musical

seasons in the history of New York, or the nation, for that
matter. The war in Europe has driven to our shores the most
eminent artists, the majority of whom are presenting themselves
for public consideration, not merely in person, but through their
records. which are histed in the catalogs of the leading talking
machine manufacturers. The public is interested in music to-day
as never beifore. thanks to the educational work of the talking
machine, and this accounts for the increased interest in musical
affairs, which 1s now so evident all over the country.

The concert season affords a great opportunity for talking
machine dealers everywhere to feature their products in such a
way that they can take advantage of the publicity which the great
artists are receiving.

The managerial plans of the leading artists call for visits to
the principal cities from the Atlantic to the Pacific, and preced-
ing the visits of these artists much can be done by dealers in
featuring through window displays and other ways, the fact that
they are handling the records of the visiting artists, and in a
broader way still. affording an idea of the importance of the talk-
ing machine and its wonderful value as a musical educator.

A beautifully decorated window is one of the best talking
points for a live dealer, and it is a matter of congratulation
that such a large number have taken advantage of this medium
for bringing their products to the attention of the public.

The talking machine, and the publicity connected with it,
enables the introduction of many novel features in a window dis-
play, giving the imagination an opportunity for play, which is
resultful in creating some decidedly attractive shows.

It 1s evident that the advertising advantages of the shoaw
window will be utilized this winter more effectively than ever
before, but dealers should aim to take advantage of the visits of
distinguished artists whose records they handle to as great an
extent as possible. and thus give a news interest to their display,

which is certain to bring them a good return for the time and

labor given to preparing such special features.

THE question of price maintenance is one of the most vital
confronting this, or any other industry to-day ; hence the im-
portance of displaying a keen, active, personal interest in the
Stephens Bill, which will come up again for consideration at the
next session of Congress.

There is no industry that is more benefited by price main-
tenance than the industry which we represent.

Price maintenance means business stability, and the up-hold-
ing of those principles which are of real interest to the public,
and which are recognized as an incentive in the promotion of
business efficiency among merchants. Price maintenance means
protection for the merchant all the way through, and price cut-
ting nieans the destruction of those conditions which stabilize
and develop business.

The special committee appointed by the National Associa-
tion of Talking Machine Jobbers is doing excellent work, but
every dealer should be alert and interested in the passage of this
bill. He should keep in touch with his congressman, and keep
him fully aware of the desires of the talking machine industry
regarding the enactment of such a law as is outlined in the
Stephens Bill

ACH month, as dealers learn to appreciate the benefits that

come through organization, there come reports of the
formation of associations of talking machine men in various
cities. The great value of these associations for the most part
lies in the fact that they include dealers in the varied makes
of machines, the sole requirements for membership being that
a man must be engaged in retailing talking machines to join.
By thus bringing together dealers in competing lines. the asso-
ciation tends to eliminate much of the harshness of competition.

Competition is a fine thing. It helps to stimulate the efforts
of the retailer, but competition that is clean. that is carried on
with regard to the rights of other men. is far more profitable
than competition of the cut-throat sort, which digs into the
profits both of the dealer himself and the competitor he is work-
ing against.

If the record approval system is an evil it affects those
handling one make of records just as much as those handling
another. If the charging of interest on instalments is desirable.
it should apply just as well to dealers of one line of machines
as another.

If machines, cabinets and records should be advertised sep-
arately to avoid misconception and alienate the public from the
fixed price idea, that move would apply just as well to dealers in
every line, and it is a trade organization that can bring about
this standardization of method.

There is considerable talk of a National Assoc1atxon of
Talking Machine Dealers, and each new local association that
is organized brings the dealers of the country just that much
closer to a national body.

The problems of the talking machine dealer differ very
little according to locality and for the most part have the same
basis. and as the trade grows and new phases dev elop a national
body will probably become very desirable as a protective
measure.

HILE advertising results may be immediate, the full effect

of advertising cannot be felt at once, for the value of ad-
vertising lies in the fact that its power is cumulative. There-
fore. advertising must be systematic, in order to obtain a
maximum of result with a minimum of effort and expense. Per-
sistent advertising will always carry its message home, spasmodic
advertising is of doubtful value, and far less beneﬁt The wise
advertiser is the one who believes in keeping everlastingly at it,
and who carries out that belief in actual practice.

OW is coming the day of the talking machine de luxe—

talking machines of special design whose cost will run into
thousands of dollars. Some years ago the Victor Co. introduced
the Auxetophone, but it was the individual mechanical features
of this instrument rather than the design that necessitated charg-
ing a substantial price for it. Then .came the Columbia Co., with
the Columbia grand. designed somewhat on the lines of a grand
piano. Since that time the Sonora Phonograph Corp. have in-
troduced the Sonora Supreme, selling at $1.000, and the Aeolian
Co. have put on the market the Aeolian-\ocalion in period
designs, priced at several thousand dollars.

During the coming year it is reported that two prominent
companies will introduce elaborate period designs for the exclu-
sive trade, the price of the machines to run as high as $6,000.
‘That there is a demand for machines selling at $1,000 and more is
the best proof possible of the present standing and stability of
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the industry. People do not pay thousands of dollars for “toys.”
The call for exclusive types of talking machines goes to prove
that the period of doubt is passed. People have tried talking ma-
chines, have been convinced, and are willing to spend money for
something that they know represents a permanent and rational
investment. It is a condition worth thinking about.

HE members of the talking machine trade have upon more

than one occasion recently had the fact brought home to
them that the fraudulent advertiser is still abroad in the land.
and has entered their own particnlar field. A man was recently
up for trial and held under heavy bail in Brooklyn because he
carelessly advertised and sold as a Victrola an instrument that
had never been within one hundred miles of Camden, had in fact
been assembled in New York City.

Some of the advertisers qualify their statements by de-
scribing the machines as “the \ictrola style.” Others have been
less particular and have described machines of uncertain make
as just “Victrolas.” There are laws against misleading adver-
tising in many of the cities and states that are broad enough
to cover this feature and make it unhealthy for the fraudulent
advertiser of talking machines.

Then there is the “gyp” dealer, a character well known in
the piano trade, who does his business from a private residence
and offers sad excuses for selling instruments of doubtful quality
at less than usual prices. It is such men that offer talking ma-
chines of questionable origin under names of instruments of
established value.

Another factor that causes a good deal of trouble for both
talking machine dealers and retail purchasers is the fellow who
buys a machine for $100 or more on instalments and after mak-
ing three or four payments sells it to some unsuspecting man
at about one-half its list price. Everything is fine until the dealer
traces the machine and seeks to, and generally does, recover
the unpaid balance from the innocent third party. Numerous
instances of this character have come to light. There are many
cases where the dealers do not succeed in recovering the ma-
chines at all.

The Information Bureau suggested by The Talking Machine
Men, Inc,, of this city should go far to eliminate some of these
troubles locally.

ROM all reports the South generally should be pretty good

stamping ground for talking machine people this fall. Con-
centration of influences which have been at work for some time
should produce conditions distinctly: favorable to the sale of
musical instruments on a larger scale than ever. Travelers all
speak of the fact that a number of piano and talking machine
stores of the better grade are increasing. A good deal of new
blood is coming into the business and dealers who have bheen

content to go along with poorly equipped stores are remodel-
ing, moving into new quarters, and paying attention to window
and interior displays as they have not heretofore. General husi-
ness conditions are good. The FEuropean situation has in
creased the demand for cotton goods enormously and the South-
ern mills are unprecedentedly prosperous. Exportation to South
America of Southern-made goods is also becoming an increasing
factor in Southern commerce. In addition to all this is the fact
that the South has learned the secret of diversified crops and
buys her meats, hay and corn elsewhere. The people of the
South are now enthusing over talking machines just as they are
in the North, and the proportion of talking machine sales in the
South this fall promises to be the greatest in her history.

HE reasons oftered by advertising men and salesmen for

placing talking machines in the home have been many and
varied and all good. There has been brought forth the question
of entertaining, developing musical taste, improving the child
mind, all based upon fact.

That the talking machine may be used for the suppression
of evil, however, is not always impressed upon the prospect.
Magistrate Groehl, in a talk before a meeting of New York
piano men recently, declared that music in the home proved a
powerful factor in cutting down crime by improving the sensi-
bilities and making for culture and an appreciation of the higher
things of life.

A statement coming from a man who is not trying to sell
a musical instrument, but who is acquainted with the criminal
and his habits through long experience, should prove a strong
selling argument.

HE same hammer that breaks a piece of iron in two can be
used to weld two pieces of iron into one. The circumstance
that spells disaster for the man without a fixed purpose becomes

a stepping-stone to progress for the determined man. The man
with a definite aim has these powerful aids to success. He works
intelligently to qualify himself for a certain position. He wastes

no time, money, thought or energy that could be applied to the
attainment of his purpose. His abilities grow to fit his mental
vision of the position he wants to fill, His superiors are so
anxious to develop executives that, once they perceive his earnest
purpose, thiey will lend all possible aid toward its accomplish-
ment. His anxiety to win teaches him how to make chance or
circumstance serve his ends.

ITH the National election out of the way, and the majority

of our citizens satisfied that the right man has won, it is
time to shelve politics and talk business. Prosperity is in evi-
dence on all sides, and it is up to the talking machine men to
get their share of it.

Records—Their Significance!

The Victor Dealer who supplies his customers with the records they want when they
want them is not only closing profitable sales, but is building up a friendship with his
trade that is founded on service and satisfaction.

Pearsall Record Service

Enables Victor Dealers to make many friends among their customers.

We prepared

ourselves months in advance for the 1916 holiday record trade, and as a result of this
foresight we are shipping record orders complete the same day they are received.

Let us give you a sample of this service

SILAS E. PEARSALL CO., nistrisvrors, 18 W. 46th St.,, NEW YORK
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Victor Records are just as profitable as Victrolas.
are awaking to that realization. They are boosting record sales systemat-
ically. They like the cash-down feature of record selling.

Our record stock has been built up to a
high point of completeness. Under our
thorough purchasing plan, the slogan,
“All the Records,’* becomes less a motto

and more a statement of facts. We
have accomplished a thorough filling of
our shelves with both the foreign and
domestic class of records, and have
heavy supplies of the more desirable
numbers. Now you can order records
from us with the assurance of most
prompt and complete service.

Your record shelves should be bolstered
up for the Christmas shock, and you
should begin bolstering now. Christmas
music as made by Victor artists is as
standard an institution as the Christmas
turkey. There are a number of records
in the Victor catalog that bloom in the
light of demand just as appealingly now
as they have in the past. Order them
before there is danger of shortage.
Grapes should be picked before frost.

Stewart

Talking Machine Company
INDIANAPOLIS

T'T'Y‘I”'I'HY'YW”‘TW”'T'I'I‘I'I'I‘I’I‘I‘YTT‘ ’T‘UHW
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Six-story home of
Stewart Talking Machine
Companyp, at Indianapolis

Many Victor Dealers
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contract.

And now Barrientos!

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

The world’s greatest colora-
tura soprano has just signed an exclusive Columbia
Barrientos Records available December

10th. See your distributor about a supply.

Columbia Graphophone Co.
Woolworth Building, New York

W

BRING SUITS OVER ROYALTIES

Music Publisher Takes Action Against Talking
Machine Record and Music Roll Manufactur-
ers to Test Provisions of Copyright Law—.
Record Makers Should Observe Care

Claiming that the music publishers are not
treated fairly by some of the talking machine
manufacturers, and music roll manufacturers,

Leo Feist, Inc.,, one of the leading publishers of

popular music, has started several suits to en-
force the payment of royalties on the mechanical
reproduction of the company’s music as is pro-
vided by the copyright law.

One of the provisions of the statute is that
the manufacturer of mechanical musical instru-
ments, which is taken to mean the manufac-
turer of records and music rolls, must fur-
nish a sworn statement to the owner of the
copyright on the 20th day of each month regard-
ing the copyrighted selections reproduced me-
chanically, and the payment of royalties ac-
cruing thereby must be made on the 20th of the
next succeeding month.

The statute also provides that in case of
failure of the manufacturer to pay to the copy-
right proprietor within thirty days after de-
mand the full sum of royalties due pursuant to
the provisions of said act, the court may award
taxable costs to the plaintiff and a reasonable
counsel fee besides, in its discretion, awarding
further damages not exceeding three times the
amount of royalties actually due.

Leo Feist, Inc, claimed that they have ex-
perienced great difficulty in getting some manu-
facturers of mechanical parts to remit roy-
alties, with the result that the suits have been
brought.

A decision has been rendered in one suit
against a record manufacturer, confessing
judgment, and paying in addition to the roy-
alties actually due, a sum of $50 counsel fees
and $12.90 taxable costs and disbursements.

It would be well for manufacturers of rec-
ords to give attention to this matter. The law

is very explicit regarding submission of settle-
ments and the payment of royalties, and good
intentions do not make up for any lapses in the
strict observation of the statute.

With the Feist concern in the lead it is in-
timated that other publishers will bring suits.
1t is much Dbetter to pay the 2-cent royalty
wlien due than to be forced possibly to pay 6
cents, together with the other expenses of a
legal action after suit is brought.

The music publishers declare that cases
against other manufacturers are to be insti
tuted, the first case being regarded somewhat
in the light of a test case.

NEW EDISON STORE IN VANCOUVER

Kent Piano Co. Opens Handsome Quarters in
that City With James Callaghan as Manager

VicroriA, B. C.,, November 1.—The Kent Piano
Co., Ltd., of Vancouver, has opened an exclu-
sive Edison phonograph store in this city. The
building in which the new store is located has
been remodeled throughout and handsomely
equipped, several sound-proof parlors being
among the features. W. J. Carson, formerly
with Thos. A. Edison, Inc, has been engaged
as manager.

James Callaghan, at one time a member of
Pike, Evans & Callaghan, has joined the staff of
the Kent Piano Co., in Vancouver.

BARTON CO. OPEN DEPARTMENT

The Barton Co., of Manchester, N. 1., hold-
ing the honor of being the largest and most
magnificent department store north of Boston,
have recently installed a very extensive Vic-
tor department under the management of
Robert Matheson. In connection with the gen-
eral Victor equipment, they have an auditorium
as large as an ordinary theatre for the purpose
of giving Victrola recitals to their patrons.
Their qualifying order was placed through
Cressey & Allen, the enterprising Victor dis-
tributors of Portland, Me.

OUTDOOR ADVERTISING RESULTS

Lorn L. Haight, McGregor, Ia., Using Bill-
boards Extensively in Featuring the Victor
and Columbia Lines in his Section

McGRreGor, Ia., November 2—Lorn [.. Haight,
who handles Columbia and Victor machines and
records in this city, is a firm Dbeliever in out-
door advertising, and has used that form of pub-
licity with gratifying success.

Mr. Haight's signs, featuring the Victor and

EveRy QECORD LIS
victdRg COLUM
CATALOS GARRIED 1M STOCK
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Advertising Victor and Columbia Products

Columbia names in large letters, are to be
found painted on many of the most conspicuous
barns in the vicinity, and form permanent ad-
vertisements of his business. One particularly
interesting sign is that featuring the Victrola,
which was recently put in place in the public
square of this city. The sign is painted in oil
on galvanized iron, and shaded electric lights
ilumine its surface at night. The sign is right
in the center of things, attractive in desigi, and
proves a result producing bit of publicity.

INCORPORATED TO MAKE CABINETS

The Melrose Furniture & Cabinet Manufac-
turing Corporation has been chartered under the
laws of New York with a capital stock of
$25,000, to manufacture wood and steel cabinets,
furniture, phonographs, etc. The incorporators
are L. H. Axman, E. M. Souza and S. Schwartz-
marn.

7

YOU CAN MAKE A RECORD

368 LIVINGSTON ST.

(r

FOR TOTAL SALES DURING THE YEAR 1916 IF YOU

WATCH YOUR VICTOR RECORD STOCK AND PREPARE
FOR THE RUSH THAT WILL SURELY COME IN DECEMBER

WE CAN HELP YOU KEEP YOUR STOCK FILLED UP

OUR VICTOR RECORD STOCK IS BIG. OUR SERVICE THE BEST
THE COMBINATION MEANS BIG BUSINESS FOR YOU IF YOU USE IT

AMERICAN TALKING MACHINE COMPANY

Victor Distributors

D

BROOKLYN, N. Y.

S
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Albert Spalding, America’s greatest violinist, proving that the New
Edison perfectly Re-Creates his masterly art

The New Edison

AVE you ever heard great artists testing the fidelity

of phonographic records of their singing or the music

of the instruments they play, before audiences of thousands
of music lovers and critics—have you ever seen pictures
of such tests, like the illustrations on this and the opposite
page—have you ever even heard of such tests taking place
with any other sound reproducing device but the New Edison?

No, you have not, because no other sound reproducing
device could sustain such a test. Why? Because no other
invention reproduces music so perfectly that the reproduc-
tion cannot be distinguished from the original when com-
pared side by side. No other sound reproducing device
actually RE-CREATES music.
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Re-Creates her beautiful wvoice.

Above Comparison

ECAUSE of the accomplishment of Music’s Re-Creation

by the New Edison, Edison dealers are equipped with

a line of musical merchandise above comparison. They are
equipped to render music lovers a service of the highest
order by bringing Music’s Re-Creation to their attention.

The New Edison 1s classed with the finest musical instru-
ments of all time. Quality overshadows price to such an
extent that an unusually high average sale price 1s realized.
Each sale carries a worth while profit, in most cases re-
quiring less effort to secure than with merchandise on which
a much smaller profit per sale 1s realized.

The Edison Probationary Zone Policy keeps the dealer
keyed up to his best pitch and offers a most generous re-
ward for good dealership.

THOMAS A. EDISON, Inc.

279 Lakeside Avenue ORANGE, N. J.

Christine Muller, America’s favorite concert contralto, making a | )
personal comparison to prove that the New Edison perfectly
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THE -TRADE IN BOSTON AND NEW ENGLAND

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

Bostox, Mass, November 7.—One could write
a volume or’gﬁwi;rj'aow displays, what they miean
as advertising mediums, and the amount of
artistic effort needed to make the exhibits both
effective  and valuable. With  large de-
partinent stores in particular a window dresser
is an important factor in the business, he is
usually a high-priced man. There are certain
stores in Boston, which are famed for their
artistic windows before which one can always
find a crowd of people. Some of the Boston
talking machine shops make good displays, and
when the passerby sees something that is rcally
striking it does not take more than a moment
for him to come to a sense of due apprecia-
tion. Our talking machine shops should put
more thought into their displays; originality
should be sought for and once something is
produced that is different there will be an eager
public quick to appreciate. And that means
publicity; the window will be talked about and
a knowledge of its Deauties will tempt persons
even to go out of their way to view it.

A window that comes to mind at this point
is that of the C. €. Harvey Co. in Boylston
street, which house carries the Victor and the
Edison lines. It was about a year ago that this
window was in line for the big Edison prize,
and the conspicuous attention given it was
well worth all the time and thought given to
its arrangement. The present window is a
typical autumn exhibit. ILarge jars filled with
autumn foliage are placed at intervals, and the
central object is a unique vase filled with the
fruits of the season. Across the pedestal is
draped fabrics carrying the season’s colors, and
conspicuously placed yet not obtrusively are
handsome Edison and Victor machines. The
window was arranged by Vesper I. George, a
well-known Boston artist, who was responsible
for the interior mural decoration of this store.
Another window that deservedly attracts atten-
tion is that of the M. Steinert & Sons Co,
farther out on Boylston street. The present
adornment is the third in a series of beautiful
interiors, which are not over furnished, and
wherein the color scheme is immediately at-
tractive. Just now the Columbia Graphophone
Co. is featuring the “l.adder of Roses” in omne
of its windows, this heing a feature of “Hip-
Hip-Hooray,” which is soon coming to the
Boston Opera House, and whose music is thus
featured by the Columbia Co, It is true that

not all windows adapt themselves to good dis-
plays; some are small and cramped, and little
effective work can be done; but take the prop-
osition as a whole, there is not that originality
and individuality displayed that there should be.
Business Continues to Loom Up

Business at the Columbia Graphophone Co. is
looming up very large these days, and the pros-
pects are good for a simply gigantic business
if one recalls what has been done under Arthur
Erisman’s management in the past few years,
especially approaching the holiday season.
Manager Erisman has been making several
trips among the New England local managers
the past few weeks, and following a confer-
ence at Providence Mr. Erisman went down to
Hartford, where he gave expressiofi to some
of his constructive views regarding the fur-
therance of sound business.

Hume’s New Victrola Warerooms

One of the interesting events in the local
trade is the opening of the new Victrola ware-
rooms at the A, M. Hume Music Co.s store,
194-196 Boylston street, a few doors west from
Park square. A. M. Hume is the president, and
H. N. Baker is the treasurer. Both of these
gentlemen will be remembered for their con-
nection with the M. Steinert & Sons Co. The
warerooms were opened to-day, and many
friends of these and the other gentlemen asso-
ciated with the business, called to offer con-
gratulations. The warerooms run through to
Park square. The house has been fortunate
in securing the services of Warren Batchelder,
who formerly was manager of the Victor de-
partment of the Henry F. Milter Co, farther out
on Boylston street. Mr. Batchelder’s depart-
ment is mid-way down the length of the store
with a series of demonstration booths at the
right, and the rccord racks opposite on the left.
Mr. Batchelder has a wide following. The
large consignment of machines and records was
secured from the Eastern Talking Machine Co.

Ditson & Co.’s New Building

Manager Henry A. Winkelman is keenly
interested in the new Victor warerooms that he
is to have in the new Oliver Ditson Co. build-
ing farther up Boylston street, and which is
now to be ready by June 15 of next year.
Charles H. Ditson, of Charles H. Ditson & Co,,
was over here from New York a while ago,
and at that time the contracts were awarded for
the construction work. Manager Winkelman’'s

department will be on the second floor, and his
private offices will look out on Head place.
The demonstration booths, which promise to be
something quite unusual among the Boston
stores, will look across the Common, and in
arrangement and furnishings will be quite up-
to-date.
Visits Victor Co.’s Factory

Manager Herbert L. Royer, of the Arch
street department of the M. Steinert & Sons
Co., was over at the Victor factory at Camden
for a short visit lately, and a few days ago
he was over in New York in conference con-
cerning trade conditions. Manager Royer re-
ports business as unusually active, especially
in the wholesale department.

Vocalion Co. Opéns in Providence

The Vocalion Co., of which R. S. Hibshman
is manager, is branching out, this time in an-
other city, Providence, R. I., having been se-
lected as the particularly desirable place in
which to exploit the virtues of the Vocalion.
The location chosen is Westminster street, close
to where the new Keith’s Theatre is to be
erected. The manager of the new store, which
will occupy the entire first floor of the build-
ing, will be Leo Shatney, whom Manager
Hibshman is sending over from the Boston
warerooms. Mr. Shatney is an alert, progres-
sive young man who, during his Boston resi-
dence, has been able to make some excellent
sales for the company.

Brings Many Columbia Visitors

“Hip-Hip-Hooray,” the big New York Hip-
podrome production, which will soon be opened
for a long engagement at the Boston Opera
House, has opened a downtown office in the
Columbia wareérooms. This corner of the store,
therefore, is an unusually popular one just now
Percy Heath, who is ahead of “Hip-Hip-
Hooray,” is frequently found there. at his desk.
Percy is one of the most popular advance men
in the theatrical business.

Andrew F. Lyons Married

Andrew F. Lyons, of the talking machine
department of Chickering & Sons, was mar-
ried October 25 to Miss Helen F. Callahan, of
Roxbury, and a honeymoon to New York aid
other places followed. Mr. I.yons and his bride
were the recipients of many beautiful presents,
Mr. Lyons’ friends in the Chickering warerooms
are taking advantage of the occasion to show
their regard for him.
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ORE than ever does the dealer realize .that an “exclu-
sive”’ representation works to his advantage. The Edison
Diamond Disc Phonograph is the ideal of the progressive dealer,
because it 1s the art-creation of Edison’s master genius, and you
know and everybody knows that Edison’s endorsement spells

BUYERS CONFIDENCE.

: BOSTON “Exclusively” NEWHAVEN
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Joins Sales Force of Chickering & Sons

A new member of the sales force of Chicker-
ing & Sons is William H. McCann, who has
lately joined the talking machine staff after
having had experience in other departments of
the Chickering business.

Pardee, Ellenberger Co.’s Great Business

Manager Frederick H. Silliman, of the Par-
dee, Ellenberger Co., Inc., reports business as
rushing to the limit, and it would be well-
nigh impossible to take care of any more. Mr.
Pardee was up here from New Haven a couple
of days ago and expressed himself as well
pleased at the volume of business being done
in the Edison Diamond Disc line.

Makes Excellent Trade Report

George Lincoln Parker’s Victor and Edison
departments, of which John Alsen is manager,
is making rapid strides these days. The exhibit
at the Food Fair at Mechanics Building has
been productive of a great many prospects.

“UNCLE SAM AND THE MEXICAN”

Clever, New Novelty for Talking Machine
Owners Offered by National Toy Co.

The latest addition to the novelties for use
for the talking machine manufactured by the
National Toy Co., Boston, Mass., who long
ago gained a reputation in the trade for their
“Ragtime Rastus” and “The Boxers,” is based
on the subject of timely interest, and is mar-

“Uncle Sam and the Mexican”
keted under the name of “Uncle Sam and the
Mexican.” The figures represent Uncle Sam
gripping the collar of a typical Mexican and
applying his feet to the rear of said Mexican in
the most effective manner, as the talking ma-
chine provides the accompaniment of lively
music.

With the holiday season approaching the
trade is naturally interested in accessories that
have a particularly ready sale during that season,
and Uncle Sam and the Mexican should share
in this interest, especially so in view of the
shortage of imported toys. An illustration of
the new novelty is presented herewith.

The National Toy Co. is now located at 273-
279 Congress street in mmuch larger quarters

ANTICIPATING THE FUTURE IN BUILDING BUSINESS

Meeting the Problem of Stock and Distribution Before They Materialize in the Modern System—
Preparing for the January Demand for Records That Follows Holiday Machine Sales

Every month comes and brings with it a thou-
sand little problems of its own. Ordinarily one
would think that success consisted in meeting
these problems as they come up with a profitable
result. Modern business, however, has stepped
far beyond the scope of present time—the live
dealer in the talking machine trade is forced
to anticipate what is going to transpire months
ahead. For instance, it is now November and
yet the really live dealer has to be thinking
well beyond the holiday season if he is going
to meet conditions after the holidays in a satis-
factory way. The Christmas holidays are the
greatest time in the year for machine sales,
while record sales also take a wonderful jump
in popular music and operatic selections.

The significant thing, of course, is the tre-
mendous sale of machines within a compara-
tively short period. The boost in record sales
need not be considered in the light of its results,
because there is nothing very definite left as a
result. But machine sales at Christmas time
do leave a wake of the most important kind.
They leave a gigantic wake which is labelled
“Big Record Business for January.” All the
new machine owners are bound to start shop-
ping for “music for the home” and as a result
records of all sorts are in great demand.

Having recognized the January demand for
records which is bound to follow December ma-
chine sales, it remains to prepare to take a maxi-
mum advantage in actual record sales. Along
the line of preparedness, there are perhaps
three important measures. First, the dealer must
stock in heavy on records of all varieties. Cus-
tomers will not wait. They want particular
selections “on demand,” and dealers cannot
meet this call if the records are not in stock.

Second, there is the matter of preparing the
proper kind of reception for the throng of
record buyers. In this case, demonstrating
booths have proved of great advantage because
in a given space the greatest numbér of buyers
can be listening to selections at once without
interfering with each other. In fact the sound-
proof booth has proved a salvation for the dealer
whose quarters are limited and yet who desires

than formerly occupied Even now the house
is cramped for room, so great has been the
growth of business during the past twelve
months. The toys of the company have been
most favorably received by the talking machine
trade everywhere and they are easily adjusted
to almost every make of machine.

to accord each prospect the distinction of an
individual reception. The booth system in part
eliminates the work of salesmen, as a customer
can be placed in a booth to sell records to him-
self. When the salesman is present, on the
other hand, he can cater to the individual tastes
of a particular person.

Another point of considerabie importance is
the systematizing of the record department.
Various types of record filing cabinets have been
designed to help the dealer, but it remains for
the dealer to determine what style is best
adapted for his own establishment. The main
thing to bear in mind is, of course, to make all
varieties of records easily accessible to all the
salesmen and in such a way as not to interfere
with or interupt each other's customers.

Finally, a lot of preparation must be done
to the end of getting the buyers into a partic-
ular store. Advertising must be done in the
local papers and the advertising copy prepared
well in advance. Posters, window decorations,
interior attractions—all these things must be
planned out before the busy season arrives.

It behooves every dealer to start thinking
along the lines suggested—to stock in heavy
with records, to get his booths ready, to get his
advertising copy ready, to get his windows
planned, to get his record filing cabinets
established and do the-hundred and one other
things to meet the big record business that will
come in January.

DEMAND FOR VEECO MOTORS GROWS

Many Manufacturers Arrange to Install That
Motor in Their Machines Exclusively

Boston, Mass., November 3.—Chas. F. Simes and
J. A. Davis, of the Victor Electrical Equip-
ment Co., has during the past two months been
sometime calling upon manufacturers of talking
machines with the result that many manufac-
turers have adopted the Veeco electric motors
exclusively for their product, and consequently
the output has been materially increased.

The manufacturers who have tried the Veeco
motors are not only impressed with their sim-
plicity, and ease of operation, but have appre-
ciated the fact that the consumer is glad to
eliminate the winding when possible.

The new composition turntable marketed by
the company js also being well received, espe-
cially by those manufacturers who desire turn-
tables that will match their machines in color.
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Common Knowledge

Music stays on the record just as long as a needle is not running
in the record grooves.

Therefore, it makes a big difference what kind of a needle is used
to “lift” from the record, music of a thousand different kinds.

Use BAGSHAW NEEDLES to do the work and you get “the
best in music’”’ because BAGSHAW NEEDLES are THE

needles of artistic merit.
‘“ BEST BECAUSE THEY ARE BAGSHAW?”

W. H. BAGSHAW

ESTABLISHED 1870

In wview of the pending conditions in labor and material markets,
the trade 1s advised to anticipate needle requirements for 1917

Lowell, Mass.
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BARRI

World’s Greatest |

The Latest Exclust

In Maria Barrientos, an-
other world-famous name
1s added to the exclusive
Columbia list.

No coloratura soprano
before the public today
has such a following as
Barrientos. Her suc-
cesses have been achieved
in the leading opera
houses of New York,
Milan, Paris, London,
Petrograd, Buenos Ayres
and Barcelona.

Barrientos Records o
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ENTOS

oloratura Soprano
2 Columbia Artist—

In this epoch making announcement of records
by the world’s greatest coloratura soprano
another source of profit and prestige is given
Columbia dealers. It 1s an announcement as far
reaching in effect as the recent one featuring
Columbia Records by Lazaro.

There 1s a big field open for Barrientos Records
and the dealer who profits most will be the
one who first announces these remarkable
recordings to his trade.

Sale Special—December 10th

JMBIA

1one Company
rth Building, New York
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THE “HERE TOO” MAN IN THE TALKING MACHINE TRADE

Too Many Dealers Satisfied to Take What Business Comes to Them, Instead of Going After it
Energetically—The Silent Salesman Idea Not a Practlcal Success

Some years ago there were two hot corn mer-
chants doing business at the same crossing on
Sixth avenue, New York. Both were negroes.
One fellow, a little energetic cuss, with a voice

entirely out of proportion to his size, walked-

up and down the pavement with short, quick
steps, bellowing at the top of his voice, “Heah’s
you' hot cone. Bes' what is, right heah, five
cents a ear.” The other negro, a great big,
overgrown darkey, would walk slowly up and
down his side of the street just barely mum-
bling, “Heah, too, heah, too.” The first darkey
did a land office business—the second got just
about enough to live on.

That system of competition applies to every
line of business, in¢luding the talking machine
business. Even to-day, after years of education,
vears of coaching, of protesting, there are still
dealers who operate their stores in the “here,

competitors have the same goods to sell, but
with this distinction—they sell them.

The only really successful silent salesman is
the casket in the undertaker’s window, and no-
body wants to buy that if they can help it. But,
every other product must be sold. If the dealer
can make a living by sitting down and waiting
for the trade to discover that he is selling
talking machines and come in and insist on buy-
ing, a fortune is in his grasp if he will simply
raise up his voice, either personally or through
printers’ ink, and tell the people that his store
is not just a private den, but is a business house.

In every newspaper one picks up to-day, there
is to be seen talking machine advertising of one
sort or another, and it is the dealer who gives
that advertising a personal application, that
brings before the prospects the fact that he
sells talking machines and records advertised
so liberally, who is getting the most out of his

too” plan. They have talking machines and
records to sell. That lets them out. Their business.
eEe—— - = =T = =

Jewel Needles

DIAMOND, SAPPHIRE, AGATE
For All Types of Records

Our methods of grinding needles are the
most scientific known, producing a most
uniform and highly polished product.

We manufacture ALL parts of Talking
Machines

Dixon Manufacturing Co., Inc.
295 FIFTH AVENUE NEW YORK

Complete Victor Stocks |
and

. STEINERT
SERVICE |

' t1'1e above fact.

have 1t.

35 Arch Street

Our commanchng
tl'le New En 1anc1 Vlctor flelcl I

1s clue 1n no smau measure to

W e offer 1t to you as a means
for greater proflt.

If it’s in the Victor catalog‘ we

You cannot merit t1'1e
age of your 1oca11ty W1t}10ut
complete stocks.

| Steinert Service provicles it for
you with no additional expense.

Wrrite or telepl’xone Beach 1330

M. STEINERT & SONS CO.

Bet. Franklin and Mlll( Streets
BOSTON, MASS.

osition 1n '

patron-

There are too many of the “here, too” va-
riety who are satisfied with the business that
comes to them without effort, and with the
crumbs that fall from the live dealer’s table,
as it were,

VICTOR ADVERTISING FOR NOVEMBER

Post-Holiday Campaign Calls for Five 800-Line
Advertisements in One Month—Company
Urges Dealers to Be Prepared

Proofs of five advertisements, each of 800
lines, and all to be run by the Victor Talking
Machine Co. during November, have been sent
out to the trade and serve properly to emphasize
what this company is doing to advertise as their
product, which is already oversold.

The first of the five advertisements appeared
in the daily papers on Saturday, October 28,
and the other four will appear on the four
following \Wednesdays, urging dealers to take
advantage of this great publicity which is coun-
try-wide in its scope. The Victor Co. says in a
letter accompanying the proofs:

“If an advertising solicitor had induced you
to increase your advertising space this month
by an additional 4,000 lines, you would make a
very considerable effort to cash in on that ex-
penditure. You would see to it that in the
matter of stock and service you were in posi-
tion to back it up. Everybody in your entire
organization would be ‘on edge’ to make the
special campaign a success, and it would be a
success largely because of the extra enthusiasm
and extra ‘vim’ which every one in your estab-
lishment would put into his work. Enthusiasm
is contagious. We admit that these five big
advertisements are not published for your bene-
fit exclusively. All Victor advertising is done
for the benefit of all Victor dealers, but we
know positively that those dealers who join
hands with us most heartily are those whom this
Victor advertising results most profitably.”

RECORDING SONGS OF THE ESKIMO

Some Important Work Done by the Stefansson
Canadian Arctic Expedition

ToroxTo, OnT.,, November 3.—Writing in a
British daily Dr. Anderson, leader of the Stef-
ansson Canadian Arctic Expedition, relates, after
describing much of the valuable scientific re-
searches and experiences, the fact that about 100
talking machine records were taken of Eskimo
songs and chants, with careful transcription and
translations. To most of us in this civilized part
of the world they will no doubt be a revelation.
People will no doubt be looking forward to the
pleasure of a demonstration of these unique and
wonderful records from the land of snow and
ice. This is just another evidence of the variety
of high class entertainment available for talking
machine owners.

AND* KOCH

Manufacturer

KOCH-O-PHONE

Phonographs, Parts, Tone Arms, Sound Boxes,
Records, etc.
Write for samples and prices

296 Broadway, New York
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GETTING THE GREATEST RESULTS FROM ADVERTISING

Reaching Several Million Circulation Through General Magazines Does Not Pay Unless Dis-
tributing Organization Is First Perfected—What Trade Paper Publicity Does

The business man of to-day who does not bc-
lieve in advertising is on a par with the farmer
who, after a serious study of the elephant at
the circus, declared there was no such animal.
In other words, he refuses to believe what his
own common sense and his own judgment tells
him is right. The great trouble, however, is
that a great many men even in the talking ma-
chine trade believe in advertising, but have a
false conception of its scope and purpose.

There is a great fascination in figures. One
magazine has 500,000 circulation, another a mil-
lion and still another two million. It costs money
to advertise in these publications, but the new
talking machine manufacturer, for instance, be-
lieves that by placing his advertisements be-
fore these three million and a half or four
million people, he is on the right road to suc-
cess. Probably he is if he has the goods to
back up the advertising.

Two nationally famous concerns recently ad-
vertised talking machines on a mail order basis
in the general magazines. The result simply
swamped their producing facilities. They could
not begin to fill the orders the advertising
created. In one instance the concern was put
tc great expense to return money that was sent
in for machines that could not be delivered for
several months to come.

While such instances are proof of the pro-
ducing powers of advertising, they furnish still
greater proof of the fact that advertising should
be in proportion to the ability of the adver-
tiser to meet demands. It is generally realized
that it is much better not to have received an
order than to have disappointed the prospec-
tive purchaser. In the first place, when the
goods are ready, the order can be gone after
and secured. In the second place the disap-
pointed customer must first be placated before
the order can be secured, which means extra
work and extra expense.

Where the product is distributed through
local representatives, the trade paper offers the
only logical first field for advertising. Its
purpose is solely to interest prospective dealers.
When a sufficient number of dealers are ob-
tained to give the manufacturer a direct rep-
resentation in most sections of the country, then
it is time to start a national campaign.

One manufacturer recently remarked that he
had difficulty in inducing dealers to handle his
line until he did national advertising. It was
pointed out to him that the dealer would be
just as well satisfied if, pending the lining up
of more dealers, the manufacturer spent a cer-
tain amount of money in that dealer’s own lo-
cality, and the plan worked out well. In other
words, instead of scattering his advertisements
broadcast in places where the demand could
not be by any means filled, he concentrated that
demand into sections where it could be filled
for the benefit of the local dealer.

Firemen do not flood the entire building to
put out a small blaze in the basement. Neither
should a manufacturer flood the entire country
with advertising when his distributing facilities
are confined to one or several sections. It’s a
point worth thinking about.

“THE MUSlC_MASTER’S CONVERSION”

Interesting Little Story on Effect of Voice Re-
creation Issued by Thos. A. Edison, Inc.

The advertising department of Thos. A. Edi-
son, Inc, has just issued a most interesting
little twelve-page booklet containing a well
written story in dialogue centering around the
re-creation of artists’ voiges as accomplished by
the Edison Co.

The story tells of the conversion of an old
music master who was antagonistic to all talk-
ing machines until the Edison was smuggled

into the house, and he heard the voice of
protegé as re-created by Ilidison issuing fron
the phonograph. The story is entitled “The
Music Master’s Conversion,” and is well tall

GRAFONOLA FOR THE “MANNING”

Crew of U. S. Revenue Cutter Buys $75 Grafo-
nola From the Eilers Talking Machine Co.
PorTLAND, ORrE.,, November 6.—The accomnpar

ing photograph shows the crew of the U. S,

revenue cutter “"Manning” with a $75 Grafo

nola sold by M. Dunphy (the gentleman witl

/ T

“Jackies” Enjoying Grafonola Music
overcoat at extreme right), for the Eilers Talk
ing Machine Co., of this city. This boat is at
present stationed at the mouth of the Columbia
River, but spends about six months of each
year in the Alaskan territory, during its regular
duty of chasing seal poachers. The crew is
very enthusiastic over the Grafonola, which will
prove a most entertaining factor during their
long cruise to the North.

INCORPORATED

The Vicsonia Manufacturing Co., Inc., New
York, has been chartered with a capital stock
of $5,000 to act as agent for talking machines,
phonographs, etc. The incorporators are W
M. Seymour; W. J. Sess and T. T. Carolin.

KO-HI-OLA

The article of furniture that is absolutely new in its Idea and Purpose.
More useful than the Ordinary Phonograph, more ornamental than
the usual style of Grandfather’s Clock and has Exclusive Features

~3

the year.

PATENTS PENDING

not found in other machines.

The Combination:

—Grandfather’s Clock.

—Phonograph.

—Secret Chamber.

—Record Compartment.

—Interior Electric Lighted.
DIMENSIONS -70x20x 16 inches

DEALERS—Our factory facilities permit us to
offer only 3000 KO-HI-OLAS to the first of

Write at once for the Dealer’s proposition.

| Hooklor e Hni

MANUFAGTURERS, IMPORTERS, WHOLESALERS

SAINT PAUL. MINNESOTA

PATENTS PENDING
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Rishe!ll Phonograph To’s

COMPLETE LINE OF

High Grade Period Design Phonographs
in Mahogany and Oak, at $50, $60, $75, $100, $150, $200, $250 and $300

“Our Cabinets are made by the J. K. Rishel Furniture Co., whose forty-nine years’
experience in the manufacture of fine furniture is a guarantee of a perfectly
designed, constructed and finished phonograph, playing every type of record.”

Every Machine Equipped, free of charge, with the
RISHELL AUTOMATIC STOP

RISHELL PHONOGRAPH COMPANY, Williamsport, Pa.

NEW YORK SHOWROOMS PHILADELPHIA SHOWROOMS COLUMBUS SHOWROOMS
56 West 45th Street 1019 Filbert Street 40 West Spring Street
“‘Just a few steps from Broadway”” “Near 10th and Market Streets” “Next the Chittenden Hotel”
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(Write for “Music Money” a book “full of meat” for those
dealers interested in quick and frequent turnover of capital.)

Weber and Fields and Al. Jolson—Ileaders
in the art of fun, leaders for Columbia
dealers —new records by each in the
Columbia December list.

Columbia Graphophone Co.
Woolworth Building, New York

B — =

HANDSOME SHAVERT WINDOW

Live 'Possum Feature of Schmidt Music Co.’s
Display in Davenport, Ia.

Davenport, A, November 1..-One of the effec-
tive window displays of the harvest season made
in this city was that of the Schmidt Music Co,,
who featured the Aeolian-Vocalion most artis-

I'ne dSmith music Co.’s Attractive Aeolian-Vocalion Window

tically. The window of the store on West
Third street, was trimmed throughout in
autumnal colors with gold predominating, corn
stalks and other harvest products were arranged
artistically about the window and lighted by
globes designed to give a sunburst effect. The
feature of the display that attracted the most
attention, however, was a live ’possum cap-
tured near Muscatine, and which enjoyed the
gaze of the multitude in a little cage all its
own. Above the cage was the inscription,
“Quit Your Playin’ 'Possum. Yo’ Know Yo’
Want a Vocalion.”

EDISON WEEK A GREAT SUCCESS

Jobbers and Dealers in All Sections of the
Country Participate in Special Event Through
Medium of Tone Tests, Concerts and Gen-
eral Advertising—Interest Grows Each Year

The effectiveness of the national campaign,
carried on by Thos. A. Edison, Inc., is reflected
in the success that attended the celebration of
Edison Week from October 16 to 21. Numer-
ous tone tests of an elaborate character were
given in the larger cities under the auspices for
the most part of Edison Disc jobbers. In other
sections ordinary but thoroughly interesting re-
citals were given by the dealers, either in their
own stores or in quarters specially hired for
the occasion. Moreover, the offer of prizes for
special window displays made a strong play
to those who handle the Edison in every section.

During Edison Week it was almost impos-
sible to pick up a newspaper without finding
some reference to some particular dealer who
was in some way impressing upon the minds
of the people in his locality that it was Edison
Weék, and it was time for them to become
interested in the Edison phonographs. As Edi-
son Week is held each year so does the interest
grow, with the result that the celebration of last
month was the most successful in the history
of the company, not only in the amount of in-
terest aroused, but in actual results obtained.

SCHMELZER ARMS EXPANDING

Lease Building Adjoining Present Quarters in
Kansas City for Victor Department

Kansas City, Mo., November 3.—The Schmelzer
Arms Co., Victor distributors, have enjoyed a
volume of business this year in Victrolas and
records that has passed all previous records, and

- as a result have been
forced to make a sub-
stantial increase to
their plant to take
care of the holiday
trade.

Five years ago the
company occupied its
present quarters with
an abundance of ex-
cess space to provide
for a normal growth,
but they have now
been compelled to
lease an additional
building with a fifty-foot frontage, which will
be devoted exé¢lusively to talking machine busi-
ness. With the addition the company now oc-
cupies a total frontage of 125 feet.

Arthur A. Trostler, general manager of the
Victor department of the Schmelzer Arms Co,,
recently returned from a trip to the Victor fac-
tory, and reports that the factory is snowed un-
der with orders, but is leaving no stone un-
turned to take care of the jobbers and the
dealers. ‘“‘All the jobbers seem to be in the

same boat as we are,” declared Mr. Trostler.
“We can't keep a nickel's worth of stock on
hand.

“Just as fast as we get the goods just so
fast are they shipped out again. The Victor
Talking Machine Co. is entitled to a world of
credit for making this demand possible. It is
said that as the holiday season approaches the
jobbers will be more busy, but I can't say
that they can be any busier than they have been
for the past ten months. It has been Christ-
mas at my desk for the past fifteen months
with long distant calls and telegrams for stock,
and with every visitor that enters my office ask-
ing the question, ‘When can I get some Vic-
trolas? "

NEW HERZOG CABINET CATALOG

We are in receipt of a copy of an elaborate
new catalog of talking machine record cabinets
issued by the Herzog Art Furniture Co., Sagi-
naw,; Mich. The cabinets for various types of
machines are classified in seven sections, for
Victrolas, Edison, Columbia, Sonora, Pathé,
Aeolian-Vocalion and Rex machines. There is
also a section devoted to auxiliary record cabi-
nets and another to newspaper cuts of the cabi-
nets for the dealer’'s use. Every style cabinet
is beantifully illustrated, the cuts being printed
in sepia. The volume is one that should be in
every dealer’s hands.

Two Unico demonstrating rooms have been
installed in the warerooms of C. E. Downing,
in Augusta, Me.

ALBANY

For Capital Service

Exclusive Victor Distributors

Unsurpassed Record Service

GATELY-HAIRE CO., Inc.

121 N. PEARL STREET
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NEW RETAIL WAREROOMS OF SONORA PHONOGRAPH CORP.

Just Opened at 279 Broadway, New York, One of the Most Attractive Establishments in City—

Display Rooms Most Artistically Conceived and

The new retail warerooms opened late last
month by the Sonora Phonograph Corporation,
at 279 Broadway, New York, corner of Reade
street, give every iudication of soon rivaling in
point of sales totals the other Sonora cstab-
lishment at 665 Fifth avenue, which is one of
the most popular retail phonograph stores in
that section.

These new Sonora warerooms are furnished
in a manner fully commensurate with the stand-
ing of the Sonora phonograph in the musical

Arranged—Right in Heart of Business Section

salons. The demonstration booths are tastc-
fully furnished, each booth containing two or
three of the different Sonora models. ‘The
hooths are sound-proof, and thc white ivory
gives an atmosphere of refinement which 1s
characteristic of the entire establishment.

Therc is one room in the new Sonora ware-
rooms termed the “Supreme” room, which is
probably one of the finest single phonograph
rooms that has ever been constructed. This
room is devoted exclusively to the presenta-
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= tion of the Sonora “Su-
Z'ﬂ - -
& preme” model, which
retails at $1,000. This
instrument is displayed
amidst surroundings
which are in complete
harmony with its artis-
tic beauty, and in fact
the decorations were
conceived with the one
idea of giving a fitting
home to this $1,000

General Retail Manager McCormick’s Umce
cially constructed dome ceiling with exceptional
acoustical properties is another feature of the
“Supreme” room.

The new warerooms at 279 Broadway, which
are located in the heart of the downtown busi-

NN L)

and phonograph worlds. Decorations and fur-
nishings are symbolic of quality in every detail
and gaudiness and over display are missing in
this new home of the Sonora.

The accompanying photographs will give
some idea of the dignified character of the

[LANSING

A Section of the New Sonora Warerooms

phonograph. The “Supreme” room is shown
herewith, but the beauty of the color scheme in
the rear, and on the sides can hardly be appre-
ciated in a photograph. The scene depicts the
view from an Ifalian villa, and the lattice view
carries out this thought unusually well. A spe-

Khaki

Protect from Cold or Stormy Weather

and will enable you to deliver your

all kinds.

factured.

crave 8 P 5:.00
GRADE A $7§(_)

Carrying Straps Extra

Moving Covers

phonographs free of blemishes of

HESE covers are made of Government Khaki, interlined with
heavy felt or cotton, fleece-lined, quilted and properly manu-
Perfect protection in all weather. i

Use the L.ansing Khaki Moving Cover and
your delivery troubles will
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A Partial View of the “Supreme” Room

ness district make a particular appeal to the
business men of the section, many of whom
have been acquainted with the prestige of the
Sonora phonograph for somc time past, but
have delayed hearing it until they could visit
the Sonora headquarters at 665 Fifth avenue,
or the store in the Standard Arcade at 50 Broad-
way. As the new showrooins are located but
a few steps from Chambers street, every con-
venience is afforded prospective purchasers wlio
have occasion to spend a few minutes in the
hub of the downtown busincss world.

It is planned to make the new Sonora ware-
rooms at 279 Broadway the home of many im-
portant musical cvents similar to those which
have heen held at the uptown Sonora salon
during the past year. Prominent musical and
theatrical celebrities will visit the warerooms
in the near future, and give informal recitals in
conjunction with the Sonora phonograph.

Thomas F. Delaney, Jr., who has been asso-
ciated with the Sonora Phonograph Corporation
for a number of years, is manager of the new
Sonora warerooms. L. S. McCormick, general
retail manager of the company, is also making
his exccutive offices at the ncw warerooms, and
is personally in charge of a number of im-
portant plans which will doubtless result in de-
veloping a most profitable retail clientele at
the new Sonora salons. ILvery phase of this
campaign will bc directed towards presenting
the Sonora phonograph as a quality instrument
to music lovers strictly on its tonmal and mu-
sical qualities

J. G. Heidner & Son, piano and talking ma-
chine dealers of Holyoke, Mass., are arrang-
ing to consolidate their two stores in that city,
and with that end in view have leased large
quarters in the new La France Building on
Maple street, that city.
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% Madrid, le 20 avri) L918,

U IR L e Bl
.6—%-4‘%&
avec une véritadble satisfaction que § accomplis cet or-
EBATTeaE ire, profitant de cette occasion pour vous renouveler,
Yonajeur, 1'expresaslon de ma considération distinzuée:
J"a1l le plaials de voue renouveler que.lLaura
1ajestés le Roi et la Reine, mes Aufustes Souverains, }/ “
A /Irpm‘//_d_
ont été Véritablement enchantés de 1'audition du nou- 7/

"eay phonographe “VOCALTION® de ) Aeclian Company,que
vous avez présenté au Palaim.
Leurs Majestés, agréablement surprises de la
perfection de cet instrument, wnt daiené me charger
de vous le falre vaveir et. en méze tewps, de vous ex-
Frizer Leurs remerclaents pour le mapnifique modéle
que 1'Aeolian Company Leur a dedis. BIrEm . Ho BHDO 80

iy Regretaentant de 1'Aeclian Company

THE AEOLIAN-VOCALION
IS PRESENTED BEFORE THEIR MAJES
TIES THE KING &° QUEEN OF SPAIN

Madrid, April 26, 1916.
Sir:

It gives me pleasure to announce to you that Their Majesties, the King
and Queen, my August Sovereigns, have been really enchanted by the audition
of The Aeolian Company's new phonograph, the VOCALION, which you
presented at the Palace.

Their Majesties have been so agreeably surprised with the perfection of
this instrument, that they have commissioned me to acquaint you with this
fact, and at the same time to express their appreciation for the magnificent
model which the Aeolian Company prepared for them.

It is with genuine satisfaction that I carry out these instructions, taking
advantage to renew to you, Monsieur, the expression of my most distinguished

consideration.

(Signed) Marques DE TORRECILLA.
Monsieur H. Dubors,
Representative of The Aeolian Company.

[TRANSLATION OF THE ROYAL LETTER]
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Aeolian-Vocalion was granted
an audience by Their Majesties,

the King,Queen and the Queen Mother.

The high respect paid the Vocalion by the most exalted person-
ages everywhere —the almost immediate recognition accorded it in
Europe where musical standards are notably severe — substantiates
that this wonderful phonograph is truly a great, new musical instrument.

The Vocalion triumph at the Palace of Spain is one of utmost
significance. And the quotations given below from the modestly
phrased report by M. Dubois, the Aeolian rcpresentative, relate the
details of this occasion in a simple, straightforward style. MTr. Dubois’
paragraphs constitute, in themselves, a brief human interest document,
establishing a new and greater musical importance for the phonograph:

“I am very glad to be able to inform you that I was admitted on
Saturday last to present the Vocalion before Their Majesties, the King
and Queen of Spain. The Queen Mother was also present.

“The impression made by our instrument was most flattering. The
King, especially, who was standing with me near the instrument, was
most interested, asking for the smallest details of each operation, and
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expressing his admiration with enthusiastic words and gestures. He
tried the effects of the Graduola and understood immediately how
interesting this device is, which gives — as he said to himself — an
increased interest to the phonograph; which, until now, always
played the same piece in the same way.

“After the King, the Queen Mother wished to play a record.
Whilst manipulating the Graduola she accompanied the record by
voice — this shows how keen was her appreciation of the Vocalion.

“When the Queen and Queen Mother had gone, I remained alone
with the King, when I had with His Majesty the most charming talk.
After I had given him all the details about the Vocalion, he was kind
enough to speak to me of my family, which remained in Belgium, and
he gave to me the most comforting words.

“Then shaking hands with me he said the following, which I
reproduce quite truthfully —

“‘I thank you very much for having shown me the
Vocalion, which is a splendid instrument. Please give my
best thanks to The Aeolian Company for their kind attention.
The Vocalion is a wonderful instrument that really in-
terests me much. Please say so to The Aeolian Company.'™”

Aeolian prestige, Aeolian ideals, and above all, the Aeolian faculty
for harmonizing tiue artistic endeavor with modern organized produc-
tion methods, are writing a greater phonograph history— have already
created a permanent niche for the Vocalion in the artistic world of music.

R0 T S
Bk Tie

i

The Aeolian-Vocalion is made m many Art and Period models. Prices to $2000.
Special case designs to comply with architects’ or decorators’ specifications.
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ABOUT
VOCALION REPRESENTATION

LREADY much Vocalion territory has been
assighed —Vocalion representation is recog-
nized as the most profitable any dealer can
secure. The number of firms manufacturing
phonographs is already increasing. Competi-
tion is growing, and popular demand is
depending less and less on the glamour of
association with individuals and artists, and

more and more on intrinsic merit and demonstrable superiority.

The Aeolian-Vocalion is not only far in the lead today, but
the whole history of its manufacturers is a certainty of its
remaining so. Moreover, this leadership is obvious at a glance,
even to the least musically cultured. It is apparent in the
most moderate-priced “stock™ model —overwhelmingly evident
in the Art Styles.

When in addition it is realized that the Aeolian-Vocalion
line is the broadest in the industry, ranging from instruments at
$35 to magnificent art models at $2000, and that Aeolian rep-
resentation is exclusive, insuring the dealer the advantage of
all the business in his territory, the tremendous value of this
representation becomes apparent.

v A4 v
We imvite you to write for details of

the Vocalion proposition. Address
the Aeolian-Vocalion Department.

THE AEOLIAN
COMPANY

AEOLIAN HALL, NEW YORK CITY

Chicago Office: Fine Arts Building, Michigan Avenue
A complete display of all models of the Aeolian-Vocalion

may be seen at this office

¢ Retail Price $150

Retail Price $300

.........

f N
|

' F Style E
Retail Price §50

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

Good product, sold to the dealer and by the
f dealer strictly on its merits, co-operation
always, and protection as a matter of course
—that’s business Columbia style.

Columbia Graphophone Co.
Woolworth Building, New York

5

————

GRAFONOLA CO. OPENS IN CLEVELAND

Spacious Quarters Formally Opened at 1115
Euclid Avenue—Those at the Head of the
Company—Union Phonograph Supply Flooded
With Orders—General Reports Excellent

CLEveELaND, O., November 6.—A new Grafonola
store here, is the November message to The
Talking Machine World. Visitors from the east,
as well as from Chicago, say it ranks well with
the best stores of its kind anywhere in the
United States.

The spacious headquarters of the Grafonola
Co., at 1115 Euclid avenue, were opened for
public inspection October 21. But it was not
until the first of this month that everything in
the store found its proper place. The store ad-
joins the new Stillman theatre in the building
recently added to the Hotel Statler, and is in
the bon-ton district of Cleveland.

About the personnel of the company. No
changes were made in the management, as the
store is merely new quarters for the company
which temporarily occupied the store at 913
Euclid avenue. The company was organized a
little over two years ago with S. A. Jaeger as
president and W. M. Wright as secretary and
treasurer. The sales force is composed of twelve
inside salesmen and ten men working on the
outside.

Of coursc the largest part of the business is
dealing in Columbia Grafanolas and the Cheney
talking machine. However, the firin has added
a line of pianos.

The store occupies the bascment and a second
floor, has fifteen separate demonstration rooms,
as well as special quarters for rccords and piano

rolls and is by far the largest store of the kind
in the city.

L. L. Brenneman, in charge of the educational
department of the W. H. Buescher & Sons Co,,
dealers in Victrolas, announces the arrival of a
seven-and-one-half pound baby girl in his family
on November 2.

F. G. Marbach, of the Union Phonograph
Supply Co., the first of this month, stated that
his factory can not supply all the demands made
for newly patented tone arms and reproducers.
He said they can not fill one half their orders.
The first week of this month the company added
a night force at their factory.

The Eclipse Musical Co., distributors of the
Victor products, report one of the largest
months of business in the history of their firm.
Figures show that October business of 1915
increased 100 per cent. over business of the cor-
responding month a year ago.

C. K. Bennett, manager of the Eclipse Musical
Co., has just returned from a visit at Camden,
N. J.,, and from a trip through Ohio. He re-
ports a tremendous leap in business in all terri-
tories.

Mr. Bennett, Earl Poling and Miss Florence
Boutell, the latter two also being members of
the Eclipse Co. staff, attended the opening of a
Victrola department in the store of Drake-
Monninger Co., Alliance, O., October 1. Miss
Boutell gave several vocal solos with Victrola
accompaniment.

‘I'he Decoralh Music Shop, Decorah, la,
opened its establishment in the new Hutchinson
Building on Main Street, last mounuth. The
Edison Diamond Disc line is handled.

HEALTHY SALESMEN GET RESULTS

O. K. Houck Piano Co. Encourages Athletics
Among Members of Staff With that End in
View—Selling High Grade Goods

Memruis, TENN., November 4—J. F. Houck,
vice-president of the O. K. Houck Piano Co.,
this city, believes that the healthy salesman is
the man who gets the best results, and as a
result the members of the staff of the Victor
department of that company, which is a Victor
distributor, are encouraged to take an active
interest in athletics to keep themselves physi-
cally fit. The employes enjoy various contests
during the year. All of them are enthusiastic
baseball fans and have already organized a team
to go after some records next year.

The Houck Co. was recently visited by P. P.
Ratcliff, representing the Victor Talking Ma-
chine Co.’s educational department, and did some
effective work among the Memphis schools,
and the company’s sales staff is concentrating on
the higher grade of instruments, and the effect
is found in the fact that the first eighteen Vic-
trola sales closed during October averaged over
$200 apiece—a record which is worth studying.
Fall business with the Houck Co. is most excel-
lent. General conditions are good and the com-
pany expccts that the holiday business will
break all records.

The Wilson-Laird Phonograph Co, New
York, has been incorporated with a capital stock
of $10,000 to manufacture reproducers for
phonographs. The incorporators are F. M.
Applegate, C. L. Stephenson and H. W. Baker.

NEXT
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TIME
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RECORD ORDER

We SPECIALIZE in the JOBBING
of VICTOR Products Exclusively

ECLIPSE MUSICAL CO-, Distributors

CLEVELAND

VICTOR
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To Victor Dealers!

The Problem

You know that each holiday
season witnesses an acute shortage

of Victor Records.

For several seasons past you
have lost a percentage of your
possible sales thru inability to de-
liver the Records called for.

The same situation will prevail
again this year.

e

The Solution

We propose that you place
your Record orders today.

Today we can fill any order
for any amount.

Such a service will not be
possible In any quarter within a
short time.

For your own good we urge
that you estimate your demand
today and let us have your order.

Together let us settle your
Record question on a basis satis-
factory to both.

Today!

KANSAS CITY, MO.

Distributors for The Victor Talking Machine Co.




THE TALKING MACHINE WORLD

25

GRAND OPERA SEASON HELPS KANSAS CITY BUSINESS

Serves to Bring Strong Record Demand to Various Stores—Koerber-Brenner Co.’s New Publica-
tions—New Manager for Trower Music Co.—Expansion of Starr Co. Business

Kansas Ciry, Mo., November 6.—The grand
opera session held in Convention Hall the past
week was a very helpful stimulant to the local
talking machine business and particularly to
the record trade, said J. F. Ditzell, who reports
that his department did a great deal of co-
operative advertising with the management of
the grand opera, and the result was a large sale
of Homer, Farrar and Whitehill records, beside
a large increase in the sale of machines.

J. F. Ditzell, manager of the talking machine
department of Peck’s Dry Goods Co., reports
that he has just received a copy of the first
issue of a paper called “Kay Bee,” which is
published by the Koerber-Brenner Co., dis-
tributor of the Victor at St. I.ouis. This sheet,
which will be sent to all retail dealers in the
West who deal with the Koerber-Brenner house
free of charge, contains much clear, helpful and
interesting news for the dealer.

The E. E. Trower Music Co., of Kansas City,
Mo., has a new manager, W. C. Junkins, who
lias been in the music business for a number
of years in the Southwest. E. E. Trower, owner
and formerly manager of the company, has ac-
cepted the general managership of the talking
machine department which is now being in-
stalled in the Boston Store, Wichita, Kan.
This department will occupy the fifth and sixth
floors of the building. Mr. Trower has moved
to Wichita and taken his family with him. The
Pathé talking machine which is carried by the
E. E. Trower Music Co. at Kansas City, will
also be carried in the new department of the
Boston Store at Wichita.

C. V. Bissell, the new manager of the Starr
Piano Co., of Kansas City, dealer in talking
machines, reports that the Kansas City house
has taken over the entire territory of the South-
west in talking machines. where it formerly had
only the Kansas City territory. Mr. Bissell was
formerly wholesale talking machine salesman in
the Southwest territory and expects to do a
good business, as he is well acquainted with the
territory.

L. V. Smith, formerly floor salesman for the
talking machine department of the Peck Dry
Goods Co., is now selling from a Ford car in the
suburban district. He visits prospective cus-
tomers and brings them to the store in the car,
thus covering a much larger territory.

O. D. Standke, a new salesman added to the
floor staff of the Peck Dry Goods Co. talking
machine department, is well acquainted with the
talking machine business, having had a number
of years’ experience as retail manager of the
Columbia talking machine branch at New Or-
leans and also at Chicago.

May, Stern & Co., of Kansas City, dealers in
Victrolas, report a splendid business. The
higher priced machines are in greatest demand
and people seem to have plenty of money. This
general air of prosperity is expected to make
the fall and holiday business the best in several
seasons.

The Altman Piano Co., which recently had its
opening in Kansas City, has added the Colum-
bia Grafonolas to its line, and reports that it
1s impossible to get as large a stock as is desired.

E. S. Hall, of the Hall Music Co., of Kansas
City, reports that he has been embarrassed by
the shortage of steel needles of various kinds.
Mr. Hall says that fall business with him has
been very good, and he is expecting a nice holi-
day trade.

F. M. Weiss, traveling representative of the
Artophone Co., of St. Louis, was in Kansas City
recently.

L. E. Wood, formerly in the talking machine
business in St. Joseph, Mo., recently joined the
Victrola department of the Jones Store Co.,
and a new repair man has also been engaged
especially for that department.

B. A. Beard, traveler for the Columbia
Graphophone Co., operating out of the Chicago
office, is now visiting the agents in the Southern
States.

James T. Clenny, of the Architects’ & Engi-
neers’ Supply Co., announces that he will soon
open a store in the downtown district. This
company handles the Brooks, the Mandel and
the Playerphone and has already had a good
success. In the few morths that Mr. Clenny
has handled the machines over fifty have been
sold. W. G. Nourse has been traveling through
Kansas and Missouri for the company. Mr.
Clenny is having the troubles of the average
talking machine agent—he cannot get machines
delivered.

E. A. McMurtry, manager of the Kansas City
branch of the Columbia Graphophone Co., will
soon leave for a trip to the executive office at
New York. While in the East he will also visit
the factory at Bridgeport, Conn. Mr. McMurtry
says he makes these trips to the East every year
to get brushed up on the latest “dope.” This
will be a business trip entirely.

N. R. Fuller, of the Edwards-Ludwig-Fuller
Jewelry Co., says that firm has taken on the
agency for the Steinola, a Kansas City manu-

factured machine. W. G. Nourse is handling
the territory through the Southwest and a good
showing has already been made. The machine
is made in three sizes: one which sells for $75,
another for $105 and another for $160.

The local office of the Columbia Graphophone
Co. has a special window display showing the
evolution of a record from the beginning to
the end, which it is sending to all of the larger
agents in this territory. The display stays a
week at each house. As there is only one dis-
play the bidding which goes on for it among the
dealers is lively.

M. W. Bardwell, manager of the talking ma-
chine department of the Household Fair, re-
ports business to be fairly lively in spite of
the fact that there is no one traveling for that
department at present.

W. C. Fuhri, the United States manager of the
Columbia Graphophone Co., and Mr. Sterling,
the Luropean manager of that company, re-
cently paid a visit to the branch at Kansas City,
Mo, of which E. A. McMurtry is the head. Sev-
eral days were spent over the city. The two
men are making a trip through the East visiting
the branches and Kansas City was their farthest

““NATURE MAN" EXTOLS “TALKER”

Southern California Recluse Tells of the Enjoy-
ment Derived From the Talking Machine

Los AngeLEs, CaL.,, November 3.—William Pester,
known throughout Southern California as the
has some very unique and in-

“Nature Man,”

’. P

e Victor Close to Nature
make regarding
usefulness and desirability of the talking ma-

" Enjoying th
teresting statements to the
chine. Mr. Pester endeavors to live (as nearly
as it is possible in this modern era of speed
and progress) the life of our Saviour. He re-
sides in a hut of his own manufacture, made

of any kind. Here in the foothills of the moun-
tains, away from the mnoise and confusion of
the city, he lives the life of a hermit, with the
exception of three tried and true companions,
his dog, his violin, and last, but not least, his
Victor. The records which Mr. Pester buys
from time to time are the only connecting link
between his secluded little hermitage and the
great world outside, and they are all of the
better class of music.

Interesting, indeed, are some of Mr. Pester’s
views on the good that can be accomplished by
means of the talking machine. We quote from
a recent article written by him: “There are
but few people who are not susceptible to the
charms of sweet music. Even were a person
bereft of speech, he could appeal to the people

of all mnations if he were the master of
some instrument. Omne may like to hear a
comical song, but after hearing it several

times it becomes stale and even obnoxious. The
talking machine has become a universal instru-
ment, and it is both the duty and privilege of
the record producers to put before the public
music that is charming and uplifting, thus con-
tributing to the betterment and progress of all
mankind. Give us the grand and beautiful ex-
clusively and the vulgar will die.”

main objective.

! ing machine business.

800-802 PENN AVENUE

98% IS HEALTHY

1 When the Doc sees 98% on his thermometer,
he knows that his job is gone.

When the VICTOR DEALER sees 98% of his RECORD
orders filled—and promptly—he knows that his Holiday

business will not suffer from malnutrition. |
We Are the Health Producers
We keep that 98% average in record order filling as the :

When the percentage drops— WE’RE BOTH SICK.

B Try Standard Treatment for that Victor Business

P. S.—Order by name—there’s nothing ‘‘Just as Good”

We deal in Victor Products exclusively, and have no interest in any retail talk-
We have no branch stores, so that we have no local
| interests but yours, and this insures you our best service and co-operation.

- STANDARD TALKING MACHINE CO.

Victor Wholesale Exclusively

PITTSBURGH, PA.
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SALES PROMOTION DEPARTMENT

Organized by the Columbia Graphophone Co.
as Division of the New York Organization
Devoted Entirely to the Interest of Dealers—
H. Tuers in Charge of Department

R. F. Bolton, district manager of the Colum-
bia Graphophone Co., announces the inaugura-
tion of a sales promotion department, a division
of the New York organization devoted entirely
to the interests of Columbia dealers. H. Tuers
is in charge of this department and has as asso-
ciates a competent corp of assistants who
thoroughly understand the requirements of the
retailer and are prepared to extend assistance
and co-operation on all of the details of market-
ing Columbia Grafonolas and records, from store
location and equipment to stock and selling sug-
gestions. Preceding this formal announcement,
the department has been collecting valuable data
ont numerous subjects, and dealers are welcomed
to seek assistance in their problems through
this department.

“A surprising and underestimated response
from retailers has resulted from the depart-
ment’s initial attempts,” said Mr. Tuers, “prov-
ing conclusively that a long felt exigency has
been successfully met. Particularly encouraging
results have come from efforts with the new
dealers. In several instances the period of or-
ganization that the new man must necessarily
go through while he solves the many new prob-
lems has been eliminated and Mr. Retailer steps
into the talking machine field on his opening
day educated to the ‘needs of the trade,’ well
advised and doing the business that ordinarily
might be expected in his third or fourth month.

“In the case of established dealers this depart-
ment has started several schemes to assist the
dealer in increasing his sale of Columbia product
and while our experience in this work is limited,
returns indicate that the dealer is not only very
much interested, but that the schemes are en-
tirely efficient; other selling suggestions will be
made from time to time so our dealers may be
supplied with a carefully planned and worked
out selling campaign, good for twelve months
in the year.

“The services of this department are without
charge to the dealer except where extra supplies
are furnished and these at cost prices. The de-
partment has one object only, to assist Colum-
bia dealers and while the acceptance of this
service rests entirely with the dealer, it is our
thought that to specialized work in this depart-
ment, we will have suggestions which will be
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valuable, even to the large dealer with a well-
equipped organization.

“The field of work covered by this depart-
ment is almost limitless and will be expanded
from time to time as our dealers encourage us
by their support. The department is already a
success and gives promise of big things for the
future.”

WHAT'S IN A NAME

A Hibernian had wandered into a talking ma-
chine establishment.

“TI want to hear some o’ thim sweet songs by
the great Irish tenor, John McCormack.”

When he had listened with great satisfaction
to “Mother Machree,” “I Hear You Calling Me”
and some others, he said:

“And now leave me hear some songs by this
other Irishman I’ve heerd tell of—Al—Al—
what’s his name now? Oh, yes, Al McGluck!”
—New York American.
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Here is a Window Display Service That

WILL SELL RECORDS FOR YOU

Send 50c. in stamps for the December issue.
instances this display has increased record sales 200%

DON'T DELAY— SUBSCRIBE NOW

S. B. DAVEGA CO. Victor Distributors

In many

NEW YORK CITY

EQUIPMENT FOR ELMIRA ARMS (0.

Well-Known Victor Distributor Remodels Quar-
ters and Installs Additional Booths to Take
Care of Expanding Business

Ermira, N. Y., November 3—The Elmira Arms
Co., the well-known Victor distributor of 117
Main street, this city, has added two more sound-
proof booths to the equipment on the second
floor to take care of the growing trade in ma-
chines and records. The remodeling operations
were under way for several weeks, for the old
parlors were completely torn out and the entire
space redecorated. The main showroom on
the second floor has also been divided into two
sections, thus giving the company practically
three additional demonstrating rooms. All are
finished in white and handsomely furnished.
Together with the rooms on the ground floor,
the company now has all the sound-proof par-
lors available.

J. W. Butts, secretary-treasurer of the Elmira
Arms Co., reports a Victor business which is
increasing at a pace which at times defies the
efforts of the company to provide sufficient
stock to meet the demands.

The company is advertising very extensively
in local territory and reports that both the
wholesale and retail business is more than sat-
isfactory, necessitating an increase in the sales
staff.

NO RISE IN DECALCOMANIA PRICES

George A. Smith-Schifflin Co. Able to Main-
tain Prices at Normal

Contrary to prevalent opinion the price of
Decalcomania transfers for name plates remains
the same as before the FEuropean war. P.
Schifflin, of the Geo. A. Smith-Schiflin Co.,
New York, manufacturer of “Magnet” decal-
comania name plates, stated recently that while
it was true there are certain European products
used in the manufacture of the Decalcomania,
that are now harder to procure, they have been
able during the past two years to keep prices

‘normal and have succeeded in placing them-

selves in a position where they will be able to
continue to quote prices at as low a figure as for
some years past.

The Spring Bros. Co. and the Eikenbery-Mc-
Fall Co., Edison dealers of Eaton, O., made spe-
cial window displays of the Edison Diamond
Disc phonograph during the recently observed
“Edison Week.”
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'BANQUET OF HEINEMAN STAFF

Department Heads and Assistants Hold Enjoy-
able Reunion in Cleveland on the Evening of
October 28—New Production Mark Set

CreveLaxp, O, November 8.—A most enjoyable
banquet was held at the Dover Inn on Saturday
evening, October 28, when the department heads
and their assistants at the factory of the Otto
Heineman Phonograph Supply Co, Elyria, O
gathered for their first get-together dinner.

Otto Heineman, president of the company,
was the honorary host of the occasion, Mr.
Heineman giving the dinner as a mark of his
appreciation of the efforts of his factory staff
and the remarkable production figures they had
reached last month.

Forty-two foremen and assistants traveled to
the Dover Inn by automobiles from Elyria, the
trip forming one of the enjoyable features of
the evening. Invited guests included Herbert

Dennis, of the Pathé Fréres DI’honograph Co,,
New York, and A. G. Bean, of the Garford
Manufacturing Co.

L. E. Bonsieur, factory superintendent, pre-
sided as toastmaster with appropriate witticisms
and good humor, and informal addresses were
made by Messrs. Dennis, Bean, Neumeister and
Strong. A specially arranged musical progran
was pleasingly rendered by the “Motor of
Quality” quartet.

Mr. Heineman had made all plans to be pres-
ent at the dinner, but owing to unprecedented
pressure of business was obliged to change his
plans at the last moment, W. C. Strong, factory
manager presiding at the festive board, and ac-
quitting himself well.

new figure for daily production has been
set at the Heineman factory, and judging from
the enthusiasm of the factory forces, another
set of record-breaking figures will soon be es-
tablished, necessitating, of course, a repetition
of the Dover Inn banquet.

MISS MAUDE H. SCHUYLER DIES

WatertownN, N. Y., October 30.—Miss Maude
H. Schuyler, for four years manager of the Co-
Tumbia department in the Hardman-Woolworth
store in this city, died last Tuesday after an
illness of several mronths. Miss Schuyler was
very popular in local business and social circles,
and had been unusually successful in develop-
ing a Columbia clientele.

DEATH OF MISS CLARA SHERMAN

SaN Francisco, CaL., October 28.—Miss Clara
Sherman, sister of Leander S. Sherman, of
Sherman, Clay & Co., and a veteran teacher in
the California public schools, succumbed on
Thursday to injuries received when she fell
through a skylight at her home, striking the
fioor fifteen feet below. Miss Sherman was
seventy-four years old, and had retired from
school work many years ago.

Best for Your Customers to Buy
Therefore Best for You to Sell!

The good news of OPERAPHONE RECORDS

has spread to every corner of the United Statcs.

Their clarity—their long playing qualities—the well
chosen selections—all contribute to OPERAPHONE
popularity.

That’s why OPERAPHONE dealcrs are making

money.

Made in our own plant exclusively for the

OPERAPHONE brand.

All the latest song and instrumental numbers; a
wonderful list of classical selections and many
novelty hits. : '

Here’s absolute Quality at a low price and also a big
bonus of Quantity.

Send in your orders now for the Xmas trade and get
the profit that always comes to OPERAPHONE dealers.

The OPERAPHONE RECORD is not only the

easiest seller—but is an unfailing repeater.

Users quickly get into the habit of demanding the
OPERAPHONE RECORDS by name and refusing
substitutes.

Think of 35 cent Records that play as long as high
priced 10 inch records!

The OPERAPHONE IDEA is winning friends
everywhere; look over the big list of selections;
give the records one fair trial and you’ll understand
why the live dealer can’t get away from our propo-
sition.

Write today—right now!

OPERAPHONE

200 Fiith Avenue

DEPT. 9

New York City
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COLUMBIA USED TO DEMONSTRATE WIRELESS TELEPHONE

First Public Exhibition of the Power of the Wireless Telephone to Carry Music Held at Hotel
Astor Recently—Dr. Lee De Forest Conducts Demonstration Before Interested Audience

The first public demonstration of the con-
veying of musical tones by wireless, under the
auspices of the De Forest System of Telephony
and the Columbia Graphophone Co., was held

RECEIVED BY
De Forest RadioTelephone

W covUMB 4

Selection No.

5

1 PLAYED ONA COLUMBIA GRAFONGLA

! _J
Dr. Lee De Forest at Receiving Apparatus
at the Hotel Astor on Thursday evening, Oc-
tober 26, before a number of specially invited
and distinguished guests. For the purpose of
the demonstration a number of Columbia rec-
ords were played on a Favorite Grafonola at
the laboratory of the Columbia Co. 102 West
Thirty-eighth street, transmitted by the De
Forest Radio Telephone, and received at the
wireless station at the Hotel Astor, a special
receiving station having been installed in par-
lors A and B on the eighth floor of the hotel
for the demonstration.
In order to prove the success of the system
there were practically all types of music in-

to those who listened to the demonstration,
but also was emphasized by the fact that it
was made possible for every wircless operator
within one hundred and fifty miles to hear
the concert with ordinary wireless equipment.
Beginning November 1, professional and ama-
teur wireless operators in and around New
York are invited to “listen in” on the wireless
transmission of the¢ latest Columbia instrumental
and operatic records sent by the De Forest
Radio Telephone. Even ships at sea will be
able to hear distinctly the nightly concerts in
New York.

A more powerful sending apparatus will soon
be installed in the tower of the Woolworth
Building, where the Columbia Co.’s offices are
located, by Mr. De Forest, and will serve to
carry the music to ships a thousand miles out
at sea. The same principle involved in the
demonstration makes it feasible for passengers
on ships to hear the operas at the Metropolitan
Opera House, New York; to distinguish the
voices of the great artists, and even to hear the
applause of the audience. This is simpler than
carrying music over land, as there is less “in-
terference” at sea.

As in the recent epoch-making demonstration
of trans-continental wireless telephone com-
munication, the audion bulb, invented by Dr.
De Forest, is the chief feature in the highly-
improved apparatus used in the present tests.

The audion is a wonderfully sensitive incan-
descent lamp, containing, besides the ordinary
filament, two metal plates and a metal grid
of fine wire, which translates the inaudible,
high-frequency electric currents that come
through the ether into telephonic currents
which can be heard by the human ear.

Dr. De Forest declares that by means of his
newly-developed receiving apparatus more per-
fect music can be heard by wireless trans-

— e~
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mission than can be
conveyed by tele-
phone wires.

In addition to Dr.
De Forest there was
present at the demon-
stration Ed. M. Baker,
advertising manager
of the Columbia
814 Graphophone Co.; G.
C. Jell, superintend-
ent of the recording
department of that
company, together
with other Columbia
officials and a large
number of invited
guests.

During the course
of the demonstration
an elaborate buffet
supper was served to

RECEI ED RY
D~ Farest QudinTelephone

cluded in the thirty-three numbers making up
the program, such tenor solos by Sembach
and Lazaro, soprano solos by Alice Neilson
and Lucy Gates, and instrumental numbers by
Leopold Godowsky, pianist; Kathleen Parlow,
violinist, the Blue and White Marimba Band,
Prince's Orchestra and others, and without ex-
ception the tones came from the receiver with
wonderful naturalness, even the human quality
of the voice being sharply defined.

A dozen or more individual ear sets were
placed around a large table, and the guests took
turns listening to sections of the long program.
Only on very few occasions was there any in-
terference from general wireless stations, and
this was quickly overcome by the operator.

The demonstration, which was conducted by
the inventor, Dr. L.ee De Forest, in person, in
co-operation with the Columbia Co., was the
result of over two years of private experiment
to convey music tones by wireless, and the
success of the experiment was proven not only

Where the Guests Listened to the Demonstration

the guests in the col-
lege room of the Astor, immediately adjoining
the parlors where the demonstration was held.

MANOPHONE CANADIAN AGENTS

The Music Supply Co., With 150 Distributing
Points in the Dominion, Secure This Line—
Official of Company Visits Manoil Factory

One of the recent visitors at the factory of
the James Manoil Co., Inc.,, Newburgh, N. Y.,
was John Sabine, of the Music Supply Co., 36
Wellington street, East, Toronto, Canada, who
has secured the Manophone line of machines
and will represent the Manoil Co. as Canadian
distributors. The Music Supply Co. maintains
one hundred and fifty distributing agencies
throughout the Dominion, and the executives
of the James Manoil Co. have expressed great
confidence and pleasure in having been able to
place the Manophone at the disposal of this
progressive house.

Edison

Any instrument which
is the creation of
Edison’s Master Mind
is THE instrument for
every live dealer to

handle.

Syracuse

Syracuse is the eighth
largest distributing cen-
ter m the U. S. A.

Bolway

Frank E. Bolway & Son,
Inc., are “‘exclusively
Edison” jobbers who
deliver Edison goods
from this important
center.

Wherefore

The dealer is wise who
handles the New
Edison Disc, the 1n-
strument backed by the
great inventor’'s en-
dorsement,

The dealer is fortunately
located who can get
Exclusively Edison
service from Syracuse,
the natural distribur-
1ng center.

FRANK E. BOLWAY
& SON, Inc.

SYRACUSE NEW YORK
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Are you prepared?

CHRISTMAS IS NEAR

The Victor Talking Machine Co. have
1ssued a splendid Xmas folder listing 49 choice records for the

0ccasion.

“The House of Service”

W. D. ANDREWS, Buffalo, N. Y. g@g
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OLD ASHIONED PROSPERITY” RULES IN BUFFALO

All Classes Now Employed and Have Money to Spend for Talking Machines and Records—An-
drews Gets Many Orders for Accessories—General Activities of the Trade

Burraro, N. Y., November 6:—"Good old-fash-—

ioned prosperity” is the way one dealer de-
scribed the condition which he expects will mark
the coming holiday trade in talking machines
and records in Buffalo. The palatial homes of
the rich will not offer the only opportunities
for sales on the part of the live talking machine
salesmen during the Christmas season. The
humble workingmen of Buffalo are now receiv-
ing wages that formerly they never dreamed
would come their way, and they and their
families also are reaching out for enjoyments
such as the talking machine affords. The per-
spective of the local dealers has widened and
their enthusiasm has increased.

From all parts of the United States W. D.
Andrews has received orders as a result of the
wide distribution of his “catalog of talking ma-
chine accessories,” which he recently sent out.
Mr. Andrews has a complete stock of records
with which to supply dealers for the holiday
trade which he predicts will be heavy in view
of the present industrial prosperity. He is one
of the pioneers in the talking machine field and
has always been an ardent campaigner in favor
of a strong organization of dealers in this ter-
ritory.

I. Melzer, a Victrola dealer at 1046 Broadway,
recently returned from a visit to New York City.

Albert F. Schwegler, a Victrola dealer at 219
East Genesee street, is receiving congratulations
on the recent birth of a nine-pound daughter.

Winegar, Lindsay & Seales, who handle Grafo-
nolas, have new sound-proof booths, which are
proving satisfactory. A new background, which
this firm has installed in its show windows, is
changed every month.

H. G. Towne, manager of the Victrola de-
partment of Robert I. Ioud’s piano store, re-
ports that the holiday outlook is unusually
bright and trade will be limited only by the sup-
ply of goods received.

Manager Stettenbenz, of C. H. Utley's piano
store, recently gave daily recitals on the New
Edison in honor of Edison Week. His patrons
were offered a three days’ trial of this instru-
ment.

The Poppenberg Piano House has offered a
free auto trip to and from its store to those who
want to look at or buy a talking machine.

Vigorous advertising has always been a feature
of the Erion Piano Co., an East Side firm which
handles Victrolas. Arthur Erion is in charge
of the company.

The Victrola is featured by Martin and Carl
Kaeppel, piano dealers at Jefferson and Riley
streets. The business was established by their
father fifteen years ago and is in a prosperous
condition.

Charles ] Hereth, an Edison dealer at 397
East Genesee street, is celebrating his tenth
year in the piano business. Among his best
customers are many music lovers of Buffalo’s

great East Side. He is a practical handler of
musical instruments, having learned his trade at
C. Kurtzmann & Co.’s piano factory.

In view of the unsettled conditions in Mexico,
C. H. Heinike, manager of Denton, Cottier &
Daniels’ Victrola department, may not return
to his position for some time. Mr. Heinike is a
member of Troop I of Buffalo, now stationed at
the Mexican border. Mr. Farrar, in charge of
the department in Mr. Heinike’s absence, re-
ports good results from the November supple-
ment which this firm issued in connection with
the complete catalog of Victor records for this
month. The cover of the supplement contains
a cut and history of Denton, Cottier & Daniels’
store and the pianos carried. This establish-
ment is advertised as “the store your forefathers
patronized.”

W. L. Sprague, manager of the Buffalo store
of the Columbia Graphophone Co., and C. M.
Wall, assistant manager, are jubilant over the
advance sale for the holidays and in fact their
business in general. Mr. Wall said that the sales
are double the volume of business done last
year.

The Dictaphone department of this store is
being revised and enlarged under the direction
of D. C. Cloud, formerly of the Edison Co., of
New York.

Unless you have a good stocl( of €every one you lose
the best part of your Christmas trade.
these 15 from

The place to order

Among the new Grafonola dealers in the Bui-
falo territory are the Lang’s Hardware Co., of
Olean; the Reliable Furniture Co., of Rochester,
and B. L. Thomas, of 1278 Jefferson street, this
city.

A. H. Dankman, Columbia road salesman, has
just closed the largest month in his career as
a talking machine man.

The records of Hipolito Lazaro, the famous
tenor who recently joined the ranks of the Co-
lumbia artists, have met with great success in
this section of New York State.

Manager L. M. Cole, of the John Schuler
Music Co., will attend the convention of the
Edison dealers to be held in Syracuse in the
near future.

H. R. Skelton, zone supervisor for the Edison
Co., visited Buffalo last week.

Brick & Enos Co. entered the window display
contest for the best window during Edison week.

Mr. Wilgus, who has charge of the talking
machine end of the business as well as being
the publicity man, has several good ideas for
creating a demand for the Edison instrument.
One is called children’s hour. Every Saturday
between 2 and 3 o’clock a recital for children is
given. At the last one sixty youngsters were
present and each received a colored picture book
free of any advertising. They now look for-
ward for that hour.

Kuhn Bros., who recently opened a music
store at 503 Elmwood avenue, are handling Co-
lumbia Grafonolas.

The ROWLAND
Sound Regulator

The simplest yet most efficient device of Sound

Control for Ta]klng Machines.

NO mechan-

ical skill or knowledge required for attaching

or operating.

RETAIL PRICE:

Nickel Plated Regulator -

22 Karat Gold Plated Regulator - - - - -

261 Broadway

$1.00
$1.50

Usual trade discounts to authorized jobbers and dealers

Sample To Dealers, 50c.

Apply for Exclusive Territory

The Rowland Sound Regulator Co.

New York
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Otto Heineman Phonograph Supply Co. gﬁ
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STEEL

COPPER
ZINC
COAL

are now almost unobtainable, with
the scarcity becoming more acute
daily, and prices rising rapidly.

All of these materials are necessary
in motor manufacturing, and we
suggest that you—

Make Your Contracts for Motors NOW
In Order to be Sure of Deliveries

WE ARE AT YOUR SERVICE
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(Write for “Music Money,”

a book “full of meat’ for those
dealers interested in quick and frequent turnover of capital.)

Columbia product today does not merely produce
bigger profits per sale, or per dollar, or per hour,
than almost any other line of merchandise now
being sold, but it adds to the appearance of a music
store and to the standing of a music business.

Columbia Graphophone Co.
Woolworth Building, New York

W

NEW AMBEROLA CATALOG

Very Complete and Interesting Publication Just
Issued by Thos. A. Edison, Inc., that Will Be
Found Worthy of Perusal by the Trade

The Thomas A. Edison Co., Inc., has recently
issued a very superb Amberola catalog, the

Cover of New Amberola Catalog

handsome cover of which is illustrated in this
article.

The Amberola business of the Edison organi-
zation has grown so extensively during the last
year that few people, even in the trade, have
any conception of its actual proportions. The
handsome new catalog and continued monthly
reports to The World by K. R. Moses, sales mana-
ger of the Amberola division, are simply sign
posts. Steady enlargement of the Amberola
record list is another significant indication of
the steady increase in the Amberola business.
Mr. Moses always reports “a considerable in-
crease over business for the preceding month
and over the same period of last year.”

The new catalog itself is characterized by
exquisite treatment. The cover is a striking
color affair with an embossed gold headline en-
hanced by a cream and blue background. The
forepart of the catalog contains a superb picture
of Mr. Edison and a panoramic view of the
Edison factories at Orange. The introduction
deals with the influence of music in the home
and the colored illustrations which follow fur-
ther this music in the home effect. The regular
catalog matter follows, but it is handled in a
very superior manner.

GREAT ACTIVITY IN LOS ANGELES

Big Sales of Talking Machines and Records
Reported on All Sides—Look for Tremendous
Christmas Trade—The News of the Month

Los AnceLEs, CaL., November 5—The month of
October in this vicinity has shown that the
talking machine industry here is decidedly ‘“‘on
the jump.” “Big sales and plenty of thcm”
seems to have been the slogan of the local
dealers during the past month. At the rate that
business has been increasing this fall, the sales
made before Christmas should be tremendous.
Presidential year seems to have no evil effects
on the trade here, indeed, quite the contrary.

The Andrews Talking Machine Co. continues
to thrive in its ncw quarters on Broadway. The
place is most attractively furnished, and draws
many new friends. Manager Pease has just rc-
turned from an outing to Santa Barbara with
the Los Angeles Lodge of Elks, one of the
largest in the world, having nearly 3,000 mcm-
bers.

The Wiley B. Allen Co., who handles the Vic-
tor and Columbia lines, is doing a rushing fall
business. Manager Lindsey expects his best
Christmas season this year. The sales force
loses one of its best representatives when Miss
Cruise, who has been with the firm for some
time, will be married. Miss Cruise has made
many friends here and all extend their best
wishes to her.

At the George J. Birkel Co. the work of mak-
ing new machine sales rooms is progrcssing at

P E— i ER A

The Perfection Ball-Bearing Tone Arm and Reproducer

The PERFECTION

Ball-Bearing Tone Arm

is manufactured exclusively by this com-
pany and the ball bearing idea is our ex-
clusive patent. This accessory helps the
Edlson dealer to sell machines and will
increase record sales for Victor and Co-
lumbia dealers when shown to owners of
Edison machines.

16 BEACH STREET
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The “PERFECTION?” arm is a high class tone arm for
a high class machine — it produces high class results

THE NEW ENGLAND TALKING MACHINE CO.

N

a rapid rate. At least threc new rooms of large
dimensions will be finished, it is hoped, in time
for the Christmas trade. Manager Becck has
made many new friends here since he took
charge of the department at Birkel’s and the
increase in sales is self-cxplanatory.

Manager Booth, of Barker Bros., is preparing
for a strenuous Christmas season by having sev-
eral new demonstration rooms opened on the
second floor. Thcse rooms are large, well
lighted and ventilatcd, and the salesmen have
easy access to records, as a dumb-waiter runs
from each of the rooms to the stock room be-
neath. The alterations on the first floor have
been postponed until after the holidays.

Mrs. Urquhart, in charge of the Pathé Shop,
has made good from the start, making many
new friends, and increasing the sales of her
department to a marked degree.

The Platt Music Co., of this city has entered
the talking machine “game,” handling the Co-
lumbia line exclusively

NEW CONCERN IN COLUMBLUS, O.

The Columbus Talking Machine Co., Colum-
bus, O., has been incorporated with a capital
stock of $10,000 by Arthur Weldon, Frances
Weldon, Albert H. Harwick and A. I.. Harwick.

The Echophone Sales Co., of Elizabeth, N. J.,
has been incorporated to deal in all kinds of
talking machines. The capitalization is $100,000,
the incorporators being Ambrose and Harry
McManus and Joscph J. Farrell, of Elizabeth.

=

=

The PERFECTION

Ball-Bearing
Tone Arm

and reproducer is a STANDARD accessory
for playing Victor and Columbia records
on all types of Edison disc machines.

OVER 10,000 are now in use. Why? Be-
cause it is the highest grade mechanism
manufactured for the machine and one that
HOLDS its adjustment.

Our quantity prices are more than consistent

they are unbeatable, &onsidering the
quality, workmanship and finish of our
product.

BOSTON, MASS.

ﬁll]l‘ll]l]lll] A
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STYLE T
$100.00
Oak or Mahogany

STYLE 11
§$125.00
Oak er Mahogany

STYLE 111
$150.00
Walnut, Oak or Mahegany

STYLE IV
$175.00
Walnut, Oak or Mahogany

S

q PHONOGRAPHS & RECORDS

1
[

The Where

Sign Starr

of the Service
Starr Is _
Store Guaranteed

STARR

Phonographs and Records

exemplify the attainments of a half century’s
experience in building the world’s best pianos,
player-pianos and musical accessories.

The greatest difference between the Starr Phono-
graph and other phonographs is a difference in
Tone because there is a difference in construc-
tion. The Starr Sounding Board Throat and
Horn are of Silver Grain Spruce which insures
perfect tone-quality. A changeable tone arm
permits, in addition to Starr Records, the playing
of every disc record and there are other features
and qualities which give every Starr incom-
parable distinctiveness among phonographs.

Our systematic, thorough plan of co-operation
has made Starr Service to dealers complete.
Starr factory and distributing facilities insure
immediate, efficient and satisfactory attention to
every order.

Starr $50.00 and $75.00 Models will be offered December Ist.

Starr Phonographs and Records will be on display at the Grand
Rapids Furniture Exhibition in January, seventh floor Temple

Building.

THE STARR PIANO COMPANY

RICHMOND INDIANA

Jobbers and Representatives Everywhere

STYLE IX
“Sheraton”
$300.00
Mahogany

STYLE YV
$200.00
Walnut, Oak or Mahogany

STYLE VI
“William and Mary’*
$260.00
Oak or Walnut

STYLE VII
“Jacobean”
$250.00
Oak or’ Walnut

STYLE VIII
“Adam”
$300.00
Mahogany
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ILSLEY’S

Graphite Phono Spring Lubricant

Ilsley’s Lubricant makes the Motor make good

Is prepared in the proper consistency. will not run
out, dry up, or become sticky or rancid. Remains in
. its original form indefinitely.
(Ask the manufacturer who uses it.)
Manufactured by
ILSLEY - DOUBLEDAY & CO.
Established 1853

229-231 Front Street New York, N. Y.

HOLIDAY CAMPAIGNS IN INDIANAPOLIS

Talking Machine Dealers Already Preparing to
Take Care of Business of Record Volume—
Victor Books for Use in the Schools—Visiting
Dealers Are Enthusiastic Over Situation

IxpranapoLis, INp., November 8—Both retail
and wholesale talking machine dealers continue
to report business good and with the election
out of the way they are expecting to get a good
start on the holiday trade. Several of the retail
dealers have already been featuring talking ma-
chines in advertisements as the ideal Christmas
gift and are pushing the Christmas club plan.

The Stewart Talking Machine Co., jobber of
the Victor line, is well pleased with the interest
aroused by B. M. DeCou, of the Victor educa-
tional department, who addressed several meet-
ings at the Indiana State Teachers’ Association
here last week. At one of the meetings held in
the Masonic Temple more than 1,000 teachers
from all parts of the State attended the demon-
stration of the Victor educational records given
by Mr. DeCou.

Already there has been a quickening of de-
mand for school machines all over the State.
It is apparent that the teachers have been urging
their school boards to get the machines and
the Stewart Talking Machine Co. has been
forced to fill a number of rush orders for
schools.

A Victor dealer at Evansville has succeeded
in getting the Evansville schools to adopt the
Victor book on “What We Hear in Music” as
a text book in the schools. The Stewart Co.
distributed about 2,000 copies of the Victor book,
“A New Correlation,” to the teachers.

A decided increase in the record busingss
shows that the Victor dealers are realizing that
there is as much profit to be made in record
sales as in machine sales and they are all work-
ing on the basis of getting each machine owner
up to the $300 mark in records.

Among the out-of-town dealers who visited
the Stewart Co.’s offices in the last week were:
Frank Bacon, of North Vernon, Ind.; A. C.
Reese, of Cambridge City, Ind.; Will B. Hill, of
Bowling Green, Ky.; Clyde Williams, of Bloom-
ington, Ind.; E. C. Sheets, of Auburn, Ind.; E.
Parkhurst, of Palestine, Ind.; O. L. Foster, of
Lafayette, Ind.; Mr. Reynolds, of Reynolds &
Brooks, Loogootee, Ind.; Henry Levy, of Hen-
derson, Ky.,, and B. Goodman, of Montecello,
Ind.

At the Pathé Pathephone Store, M. Tobin re-
ports business as good and he anticipates a live
holiday trade all over the State. The out-of-town
dealers have been lined up well and Mr. Tobin
expects them to make a big record.

A. W. Roos,” manager of the Columbia
Graphophone Co.’s store, visited the Columbia
factory and executive offices recently. He re-
ports that business continues exceptionally good.
He is arranging to assist the local branch of
Steinway & Sons, 309 North Pennsylvania street,

Nicholson Record Cabinets

Manufactured in Mahogany, Imitation Mahogany,
Quartered Qak and Plain Qak.
Fitted with horizontal shelves or upright racks.
Exceptional Values. Write for illustrations.

K. NICHOLSON FURN. CO. - Chase City, Va.

Samples 9th Floor, New York Furniture Exposition Bldg.

el High Point Show Rooms, High Point, N. C.
and

Salesmen Furnitore Boyers’ Exchange, High Point, N. C_

to put in the complete line of Columbia ma-
chines and records.

The Reliable Furniture store and the Home
Furniture store, two of the leading furniture
stores in Indianapolis, have installed talking
machine departments and are pushing the Vita-
nola talking machines. The demand for talking
machines has resulted in nearly every furniture
store in tlre city installing complete talking
machine departments.

Arthur C. Ruark, manager of the Vocalion
department of the Aeolian Co.’s store, is expect-
ing a big holiday trade. The Vocalion is being
featured in some striking newspaper adver-
tisements.

Walter E. Kipp, of the Kipp Phonograph Co,,

distributor of the Edison machine, is wecll
plcased with the showing his dealers made dur-
ing Edison Week. Twcnty-six of his dealer
entered the show window contest. All of them
reported a large number of their patrons as
entering the Edison contest for laymen.

At the Edison Shop a big feature was made
of Edison Day. A public reception was helc
all day and in the evening, during which special
recitals were given on the Ldison machine
Roses were given to the ladies

At the Starr Piano Co. the Starr phonograph
and Starr records have been featured in window
advertising. Arthur E. Pfeiffer, manager, is ex
pecting the Starr machine to prove a big seller
in Indianapolis during the holiday trade.

WITH THE TRADE IN WINNIPEG

Western Gramophone Co. Opens Branch in
Calgary to Expand Service—A. G. Farquhar-
son Goes Back to Los Angeles—Other News

WinNteEG, Man.,, November 2.—The Western
Gramophone Co., of this city, is opening up a
branch distributing house at Calgary, Alta., with
the idea in view of giving and maintaining a
better service to dealers in Alberta and Sas-
katchewan handling Victor lines. T. Nash, of
His Master’'s Voice Gramophone Co., Toronto,
personally arranged for the new Middle West
distributing house. Premises have been secured
in the Northern Electric Building.

The Regina Phonograph Co. Ltd., has been
incorporated at Regina, Sas.

A. G. Farquharson, who recently resigned the
management of the Western Gramophone Co,,
has returned with his family to Los Angeles,
from where he came in 1912 to take the Canadian
managementship for the Columbia Phonograph
Co., which position he resigned last year before
coming to Winnipeg.

In a recent issue of the Winnipeg, Man.,,
Telegram, a new department was created en-
titled “New Records for Your Talking Machine,”
in which a resumé of several popular Columbia
records of a late date.were commented upon.

Mr. Poisson, manager of the Canadian Phono-

graph & Sapphire Disc Co, has returned from a
month’s business trip to Toronto, Montreal and
New York. Mr. Poisson states prospects are
very bright for securing Pathé goods.

G. L. Stanwood, of Stanwood’s, Ltd., has just
returned from a business trip to Chicago. He
has enlarged his phonographic parlors and is
also securing more able assistants.

The Columbia Graphophone Co. still feels the

shortage of machines, the supply not being equal
to the demand, according to the Western man-
agement who reports sales materially ahead of
last year.

D. K. McCrae, Columbia representative for
Manitoba, and D. H. Elliott, representative for
Saskatchewan and Alberta, both report splendid
business from these points.

Babson Bros. report Edison phonograph busi
ness as being very fair, although the wet weather
throughout the West whith delayed threshing
has also delayed the mail order business.

John De Angeli, former resident of this city,
and well known in the music trade, is now with
the Columbia Co. in Detroit.

INTERESTING YOLUME ON FREEPORT

FreeporT, ILL.,, November 6.—There was recently
published in this city an attractive book en-
titled “Greater Freeport—Illustrated,” which
gave the history of some of the leading manu-
facturing and retail establishments in Freeport.
One of the concerns featured in this book was
the Pathé Pathephone Shop at 148 Stephenson
street. This business was established on Sep-
tember 1, and is owned by Edward Allington,
Jr., who has sold a large number of Pathe-
phones to well-known people of this city.

The Pathé Pathephone Shop is attractively
furnished and decorated, a large concert room
being maintained on the lower floor. A com-
plete stock of Pathephones and is on hand at
all times.

The Sonora Shops, Inc, Yonkers, N. Y., has
been incorporated with capital stock of $25,000
for the purpose of dealing in phonographs and
other mechanical musical instruments, by M
Moos, M. Jones and A. M. Nascher.

This Is Record Time In Maine

We have the goods, the organization—the “Service”
that co-operates with the dealer in supplying him with a

full stock of

VICTOR RECORDS

The holiday season is near at hand when an unpar-
alleled demand will develop for Victor Records as well as

Victor Victrolas.
trade.
“Service serves.

We are equipped to handle your wants.

You must have the stock to hold your

Our

CRESSEY & ALLEN

Victor Jobbers

PORTLAND, MAINE
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IMMEDIATE DELIVERY

Third position of drawer with

spring pressure released and

NO. 4 } svery record instantly accessible.
F

With side top moulding [
for Victrola VIII Oak §
and Victrola IX Mahog- §f

NO. 2
\With side top moulding
for Victrola IV or VI.
Top measures 1§ 7/16 x
16 9/16 inches inside in

any or QOak Top meas- lear.

ures 16_15/16 x 20 7/16 =

inches inside in clear. =) With flat table top and without mouldin
With flat table top and without moulding it it measures 1774 x 1834 inches, which wil
measures 1834 x 2214 inches which will take take all the smaller portable machines oi
any size of portable machine of any make. any make.

When drawer is closed records lie flat and cannot warp. Pull out drawer and it suspends, then a second tilting drawer
places records in vertical position, easily accessible. 1T 1S THE ONLY CABINET THUS MADE. Each drawer
will take either ten or twelve inch records. .

The drawers are made of steel and cannot warp or shrink, consequently do not stick or bind. Parts nickel plated.

BROWN'S is the PERFECT DISC RECORD CABINET. Direct orders from all dealers invited.

A NEW DEPARTURE IN RECORD CABINETS
A Cabinet Different From and Superior to All Other Known Methods for Filing Disc Records

BROWN’S DISC RECORD CABINETS

THE SIMPLEST AND MOST EFFICIENT
Solves All Difficulties of Filing and Finding Records Quickly
INSTANTLY YOU FIND THE RECORD YOU WANT. INSTANTLY YOU REPLACE IT.

One Low Price for High Quality to All Dealers

ASK FOR NET PRICES OR ORDER SAMPLES
—THE PRICES WILL NOT DISAPPOINT YOU

THESE CABINETS WILL FIT UNDER EVERY MAKE OF PORTABLE MACHINE

The SlobeWernicke Co.

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

Columbia Graphophone Co.

The biggest and most beautiful feature of \
the country-wide Columbia advertising is
the fact that the goods stand up through I
everything that is said there.

Woolworth Building, New York

e —

HOLIDAY BUYING SEASON STARTED IN

MILWAUKEE

Steadily Increasing Volume of Sales Leading to Record-Breaking Season—Talking Machine
Strongly Featured at Teachers’ Convention—Big Orders for Handles—Other News

Mirwaukee, Wis., November 6.—The first week
of November has marked the beginning of the
holiday buying season in the Milwaukee talking
machine and phonograph trade. October busi-
ness was better than normal, but of no par-
ticular note, and the trade occupied itself mainly
with preparations for the biggest season of
the year—the two months just preceding Christ-
mas. The shortage of machines continues, and
added difficulties are noted in the matter of get-
ting stocks of needles and specialties. Records
are coming through in a satisfactory volume,
but there are signs of a probable shortage as
the season advances. Every month this year
thus far has shown improvement over the
business volume of last year, and every dealer
has become accustomed to figuring in larger
totals than ever before in the history of the
talking machine.

There never has been a time when the trade,
from manufacturer to the smallest retailer, has
spent so much money for advertising and pub-
licity as now. Using the heavy advertising
drive of the factories as a basis, the jobbing
and retail trade is buying much newspaper space
and doing a vast amount of other publicity
work.

The value of the talking machine as an aid
to education is not a new topic, but it played
a large part in the proceedings of the annual
convention of the Wisconsin Teachers’ Associa-
tion, held in Milwaukee during the first week
of the month. More than 7,000 teachers from
every part of the State attended the gatherings.
The factories were represented with large forces
of demonstrators and specialists in educational
promotion work.

The Edison Shop, 213-217 Second street, Edi-
son jobber and retailer, has completed the work
of increasing its floor space one-third by adding
the adjoining store, and now operates one of
the largest and most elaborate wholesale and
retail establishments in the Middle West. The
addition contains the new Diamond Disc hall,
which Manager William A. Schmidt intends to
make a popular community auditorium.

Victor business in Milwaukee and throughout
Wisconsin continues to establish new high rec-
ords week after week, according to Harry A.
Goldsmith, secretary of the Badger Talking
Machine Co., Victor jobber. Business is grow-
ing so rapidly that it is next to impossible to
get delivery of sufficient stocks to fill all of the
requirements of the trade, although factory out-
puts are increasing all of the time.

The Brunswick-Balke-Collender Co., 275-279
West Water street, has opened its new talking
machine department, but the branch house is
meeting with so large a demand that difficulty
is experienced in maintaining stocks. Thomas
1. Kidd, manager of the Milwaukee branch, re-
ports that the reception accorded the new
Brunswick is most satisfactory.

Something brand new in talking machine ac-

cessories is about to be marketed from Mil-
waukee by the Record-Lite Co., 135 Second
street, which has developed a small, portable
clectric illuminating device attached to the tone-
arm, which throws a light upon the record at the
needle point during the setting of the automatic
stop and starting of the record. It is the in-
vention of George E. Bernecker, until recently
sales manager of the Commonwealth Power Co.,
Milwaukee. The Record-Lite will be sold only
shrough Victor jobbers and dealers, and retail
prices are $3.50 in the nickel finish and $4 in
the gold finish. The device is a neat, orna-
mental attachment. The installation is simple,
as the light is slipped over the end of the taper
tube or tone arm until it snaps into position
and permanently fastens itself. The small bat-
tery box is set in the left hand, rear corner of
the machine, or may be concealed within the
machine. The control of the illumination is
self-contained and the light burns only when
the operator is adjusting the stop. It is figured
that the battery and 3.8 volt flash light bulb
will last a year or more without renewal.

Pathé record sales during the middle of Octo-
her broke all records, due to the effective ad-
vertising campaign carried on by Manager Law-
rence McGreal, of the Pathephone Co., of Wis-
consin, 185 Fourth street, in connection with
thc recent short grand opera season. Lucian
Muratore and his wife, Lina Cavalieri, spent
several days in Milwaukee and created supremc
intercst in their exclusive Path¢ records. The
names of all Pathé dealers in Milwaukee, Wis-
consin and Upper Michigan were given in the
advertisements.

Frederick D. D. Holmes, secretary and mana-
ger of the Smith Piano Co., Columbia dealer,
has been devoting considerable of his newspaper
space contracts to the promotion of Columbia
sales. Mr. Holmes is making a point of “serv-
ice.” The copy is prepared by Hr. Holmes’ own
advertising department and is original in every
respect.

Bortin’s Music Shop, 312 Grand avenue, is
handling the Perfectrola baby grand exclusively
and is doing so much business that ordcrs are
being accepted only for future delivery.

T. B. Schreiter, a well-known phonograph
man, has joined the C. Niss & Sons Co., furni-
ture dealers, 697-709 Third street, as manager

of the New Edison Diamond Disc department.

Espenhain’s new Columbia department, Grand
avenue and Fourth street, is now in smooth
working order and doing a large business. Miss
Belle Gunnis, manager of the department, is
well versed in Grafonola lore, having been man-
ager of the Columbia department at the Mil-
waukee branch of the Story & Clark Piano Co.,
now closed.

C. G. Howell has taken the position of mana-
ger of the phonograph department of the Lake
Side Crafts Shop, Sheboygan, Wis, a large
manufacturer of talking machines.

A. H. Bulmer, Marshfield, Wis., who operates
a Pathé department in his optical offices and
shop, has doubled the size of both departments.
J. E. Buoy, jeweler, who occupied half of the
space in thie Bulmer store, has retired from busi-
ness, and Mr. Bulmer will occupy all of it.

H. 1. Pendleton, Victor dealer at Prairie du
Chien, Wis., has purchased the jewelry business
of L. F. Wiltgen and enlarged his piano, talk-
ing machine and music store business to in-
clude jewelry.

R. H. Zinke, manager of the Badger Talking
Machine Shop, 425 Grand avenue, took his first
vacation in more than two years by hiding him-
self in the northern Wisconsin woods for two
weeks late in October. He brought back plenty
of evidence of his ability as a hunter and fisher-
man.

An order for 500,000 enamclcd handles for
Stewart talking machines has been given to thc
Wood Products Co., Ladysmith, Wis. Thc
company is installing seven large lathes and
building a four-oven enameling shop.

I'. W. Abell, manager of thc¢ Premicr Talk-
ing Machinc Co., 220 West Water street, is en-
thusiastic over the condition of business
throughout his territory, which comprises Wis-
consin and Upper Michigan.

The Sonora baby grand at $150 is at this
time the most popular seller in this line, accord-
ing to Charles J. Orth, local Sonora jobber
and retailer.

George F. Ruez, president of the Badger Talk-
ing Machine Co., Victor jobber, 135 Second
street, Milwaukee, has been making an extended
vacation trip during which he spent some time
in Arizona, New Mexico and Texas.

R. H. Zinke, manager of the Badger Talking
Machine Shop, 425 Grand avenue, Victrola
dealer, has been appointed chairman of the
entertainment committee of the Kiwanis Club
of Milwaukee.

PERSONAL SERVICE

The members of our Company are always available and
will gladly see you personally or write you at any time we
can possibly serve you.

Why not communicate at once with us?

BADGER TALKING MACHINE CO. i

VICTOR DISTRIBUTORS

135 Second Street
WIS,




36

THE TALKING MACHINE WORLD

THE TRADE IN PHILADELPHIA AND LOCALITY

PHiLabELPHIA, Pa., November 5-—There is
only the most glowing report to be made of
the talking machine business in Philadelphia
during the month of October. The business
was exceptional, as has been the condition dur-
ing all of the preceding months of the year,
and most gratifying of all is that the condition
so far as stock is concerned, has been much
more than satisfactory.

Most of the firms during October have been
able to fill their record orders almost to the
extent of 100 per cent., while the machine
scarcity has not been near]y so marked as dur-
ing some of the months of the year.

\ great deal of compctition is developing in
’hiladelphia and many ncw machines have come
into the market. One of the new machines to
be introduced hcre and apparently in a way
that they will cut quite a figure is the Sonora,
made by the Sonora P’liouograph Corp., who are
just now preparing very claborate quarters at
1311 Walnut street. They have taken the cntire
huilding and arc having it completely remodeled
for their purposes. It is an excellent location,
and propeily managed the machine will no doubt
be a big factor in the trade here.

Another machine that has just come into this
market is the Cheney talking machine. A com-
pany has been organized here to look after the
local interests of the Cheney, and the Henry F.
Miller house is the first to take the selling of it.

Big Business With Penn Co.

I'he Tenn Phonograph Co. states that October
was very big in comparison with previous
months. The machine shipments received dur-
ing the last few days of the month made up for
the deficiency of the early part of the month
and helped matcrially to the big October in-
crcase. The firm is arranging for extensivc im-
provements in their warcrooms, but on account
of delay they will not institute them much
before spring, not wishing to disturb their busi-
ness at this busy season.

Domestic Co.’s New Sound Box

The Domestic Talking Machine Corp. an-
nounces a new sound box arranged to play both
vertical and lateral cut records, and all Domestic
machines are now being shipped equipped with
this new sound box. The new features con-
nected with this new sound box, which have
becn broadly covered through patent applica-

tions, consist in locking the box in two posi-
tions, one appropriate for playing vertical cut
records such as the Domestic, and the other
appropriate for playing lateral cut records. As
it is only possible to play the sound box in these
two positions, there is no danger, such as is
frequently found with swinging sound boxes,
to have the box assume other than its correct
angle.
To Install New Booths

H. B. Herr, of Lancaster, Pa., has arranged
to install a number of booths in his store, and
D. S. Andrus & Co, of Sunbury, Pa., are also
going to put in a number of booths. Their rcp-
resentative, Mr. Walters, came to the city the
past week and made the arrangements.

Conditions With Buehn Co.

The Louis Buehn Co. states that it had the
biggest October in the history of thc business.
Mr. Puchn says they are in very excellent shapc
on rccords, filling orders practically at the rate
of 100 pcr cent. Their record business has been
exceptionally good. He says that thcy still find
a shortage of machines, and particularly in the
I1X,, X. and XI. types.

Among the visitors to the Buehn warcrooms
were W. D. Andrews, a jobber of Syracuse,
N. Y., who was accompanied by his brother,
C. N. Andrews, of Buffalo, N. Y. Jack Fisher,
manager of C. C. Meller, of Pittsburgh, was also
a Buehn visitor. The firm has arranged with
the Unit Construction Co. to place booths in
the warerooms of the following firms; John
Thoinas & Son- Co., of Johnstown, Pa.; Chris-
tine Bros., of Bangor, Pa.; Georgc Arnold, of
Glassboro, N. J., and H. M. Eby, of Hunting-
don, Ta.

The Hendricks Co. at Seventcenth and Venango
streets, has added additional hearing rooms and
are remodeling their entire second floor, which
is now devoted exclusively to the handling of
the Victor, and is very attractive.

Theodore Connelly, 2633 Girard avenue, is
adding another hearing room to facilitate his
selling.

Weymann Building Completed

H. A. Weymann & Sons have their new build-
ing entirely completed and visitors to Phila-
delphia should pay this firm a visit. They have
a very simple yet a very effective arrangement,
which is as attractive as it is convenient. The

“Service! Service!! Service!!!

qualified.

17 So. Ninth St.,

Is the element in a man’s makeup which
makes him stand out pre-eminently from
among his co-workers.’

This quotation appropriately applies to the VICTOR
JOBBER who is giving you the best service.

After 18 years of conscientious effort and service
we feel justified in claiming a position in the front
rank with the Victor jobbers who have likewise

PENN PHONOGRAPH CoO.

ESTABLISHED 1898

) —From a speech by Samuel Crothers, at
the Aronomink Country Club, Sept., 1916

PHILADELPHIA

Weymanns' business has been large, and they
were able to move their immense stock with
so little detention that their business was in
no way handicapped.

Blake & Burkart's Big Edison Month

Blake & Burkart report that they finished up
a glorious month on the Edison; they also are
very well satisfied with the piano end of their
business, which is entirely separated from their
talking machines, and in an adjoining building,
C. E. Lucore being in charge of the sales force,
and they have on the floor a full line of the
Frederick pianos. The firm has added several
new men during the month, including H. C.
Trader, who has been connected with Thos.
Edison, Inc., for three years as demonstrator.

Blake & Burkart report that the November
list of records arc selling very well, and ex-
ceptionally so “You're a Dangerous Girl,” the
Crcatorc band records; the double violin and
‘ccllo record by Kathleen Parlow and Paul
Gruppe, and the operatic record by Ferrari-
Fontana, “E lucevan le stelle” from “Tosca.”

The Ludwig Piano Co. has also done very
well with the Edison, and during the past month
it has doubled its number of booths, and Mr.
Ryan says they are going to make a drive on the
machine, for he believes a big business on the
Edison is possible.

Activity With Pennsylvania T. M. Co.

Walter L. Eckhardt, head of the Pennsyl-
vania Talking Machine Co., the distributor of
the Columbia in this section, says that the
sale of Lazaro records has surpassed all his ex-
pectations, although he was sure in advance
that they would create a sensation. IHe says
the sale has stimulated business in a way that
iz littlc less than phenomenal, and cspecially as
tc the coming announccments relative to high-
class artists, particularly the new records by
Mme. Barrientos, and the trade has been
prompted to stock up for this class of trade
stronger than ever before.

Mr. Eckhardt says that his firm has re-
ceived several substantial shipments during the
last month that assisted it very materially
in making the big quota of business that Oc-
tober showcd. The result was that the firm
have been able to render a much better service
to their dealers than otherwise would have
becn possible.

C. S. Keyes in Washington

Lansburg & Brothers talking machine depart-
ment in Washington, D. C.,, has been opened
within a fortnight under the most promising
auspices, having been started with considerable
red fire in the handling of the Columbia, and
to the tune of extraordinary success under the
direction of C. S. Keyes, a special representa-
tive, formerly connected with the Pennsyl-
vania Talking Machine Co. in this city, and who
formerly aided Mr. Eckhardt in the inaugura-
tion of many important departments in his ter-
ritory.

Going After Talking Machine Trade

James Bellek’s Sons are going in the talking
machine business more seriously than ever be-
fore, and have moved their offices to the rear
of their present store, and are about to have
built a dozecn very attractive tatking machine
booths.

HEPPE PIANO CO.’S ANNUAL MEETING

DirmLapeLenrs, Pa., November 4—The Heppe
Piano Co. at the annual meeting in Camden
receintly declared a dividend of 6 per cent. on
the common stock. The following officers
were elected: F. J. Heppe, president and treas-
urer; R. E. Lehman, vice-president; George W.
Witney, secretary and assistant treasurer. Di-
rectors chosen were: F. J. Heppe, R. F. Leh-
man, M. F. McDowell Heppe, W. C. Harper
and L. A. Heppe Shewell. The C. J. Heppe
& Son Corporation also held its annual meet-
ing. Officers and directors were re-elected.
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I_1_1_ L.Line For Promotion

The salesman who knows record selling—the
man who can develop the “one record” account
into a large and continuous buying unit.

He i1s the man who 1s building business on a
concrete foundation.

For records perpetuate profits.

Help your salesman SELL Victor records.
Keep tabs on the live records, and never miss
a sale because you are OUT. Excuses don’t
go, for you can always get the co-operation of

BUEHN

Victor Service

which 1s exclusively wholesale and was the first
to specialize on records. Victor records con-
stitute the “world of music” and our stock
embraces all numbers. It delivers fast and for
repetition of performance, Buehn Service works
on a 23-jewel adjustment.

You cannot give us too large an order. And the
smallest order receives the same attention as a big one.

THE LOUIS BUEHN COMPANY

EXCLUSIVELY WHOLESALE v PHILADELPHIA
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STARTS BUSINESS CAMPAIGN

The New McConnell Music Co., of Canton, O,,
Featuring the Victor Line

Canton, O, November 7.—The new McConnell
Music Co., which has been incorporated for
$50,000 and which succeeds the Miller-McCon-
nell Co., which was dissolved recently, has be-
gun its campaign for business. The new com-
pany is capitalized at $50,000 and under the
management of L. S. McConnell will doubtless
extend its business to all parts of the company’s
territory. Mr. McConnell has been identified
with the music trade of this city for the past
four years and has a wide acquaintance. The
company is handling the Victor line of machines
and records and is offering its customers some
excellent facilities.

TALKING MACHINES FOR TRENCHES

Donations of Machines and Records Accomplish
Real Good in Bringing Cheer to the Soldiers
and Others in the War Zone

Miss May Moulton has been collecting phono-
graphs and records for the soldiers in the armies
of the Allies for the past year, and has al-
ready been the means of sending many machines
and records to Europe. She is now selling the
Allies ribbon to raise money for this purpose,
and is in addition still collecting old records
and phonographs.

Miss Anne T. Morgan while in France cabled
to Miss Moulton as follows: ‘‘Phonographs
longed for everywhere. Particularly anxious
for record varieties of songs, including ‘Tip-
perary.’” Since her return from Europe Miss
Morgan has urged Miss Moulton to continue
her work of collecting records.

She has sent eight to Mrs. Griggs, of the
American Girls Aid in Parls, and has just re-
ceived a cablegram from Mrs. Griggs asking
for more records and machines. Nine were
sent by Miss Moulton to Miss Morgan in Paris.

Miss Moulton has sent phonographs complete
with records and needles to France, Belgium,
Corfu, Malta, Egypt, Salonica and England.
Over eighty-five phonographs and 4,300 records,
besides several dozen musical instruments and
puzzles have already been donated.

Contributions of money, phonographs and
records, etc., may be sent to Miss May T. Moul-
ton at cither of the following addresses: 4
East Sixty-first strect, or in care of the Vaca-
tion War Relief Committee, 7 East Thirty-eighth
street, New York.

STEPHENS BILL COMMITTEE MEETS

Committee of the National Association of Talk-
ing Machine Jobbers Plan to Further Interest
of the Measure—Those in Attendance

The members of the Stephens bill commit-
tee of the National Association of Talking Ma-
chine Jobbers for local territory held an in-
formal meeting recently at the office of J. N.
Blackman, to discuss ways and means for fur-
thering the interests of this measure. Mr.
Blackman for the past year has been very ac-
tive in behalf of the Stephens bill, and as a
member of the association’s legislative commit-
tee has far reaching plans in mind, which will
doubtless be productive of excellent results.

Among the Victor jobbers who attended this
meeting, and who will visit the various Con-
gressmen in behalf of this measure were the
following: R. W. Morey, New York Talking
Machine Co.; Thomas F. Green, Silas E. Pear-
sall Co.; Lipman Kaiser, S. Davega; R. H.
Morris, American Talking Machine Co.; B. R.
Forster, I. Davega; Maurice Landay, Landay
Bros.

Reflexophone, Inc., manufacturers of phono-
graphs, of 114 Fifth avenue, New York, and
with offices in Wilmington, Del., made an as-
signment to Lawrence K. Brown recently.
The concern was incorporated in Delaware in
October, 1915, with a capital stock of $40,000.
John Reynolds is president.

FINE DEPARTMENT IN WACO, TEX.

Goldstein-Miguel Co. Open Elaborate and Ex-
clusive Columbia Department in That City

Waco, Texas, November 2—What is considered
one of the most attractive talking machine
departments in Texas is that recently opened

Goldstem Miguel Co.s Handsome Quarters
in the department store of the Goldstein-Miguel

Co. in this city. The formal opening of the
new department was held on October 16 and 17
with a series of special recitals and concerts,
and attracted a large crowd. The Goldstein-
Miguel Co. operate one of the largest depart-
ment stores in the Southwest, and Edward B.
Shiddell, manager for the Columbia Grapho-
phone Co., in Dallas, is particularly pleased
over placing the exclusive agency for the Co-
lumbia line with that concern in Dallas. The
accompanying photograph shows a particularly
fine view of the new department with the vari-
ous types of Columbia machines much in evi-
dence.

The third floor of the factory building of
the Klerner Furniture Co., Albany, Ky., has
been leased by a new company, of which J. J.
Quinn, of Chicago, is the head, and which will
manufacture talking machine cabinets.

STYLE NO. 9,

$35.00

Automatic lid support and
tone moderator on all
models $35.00 and up

Crescent ~ B Products

MARK

LAST CALL BEFORE XMAS

O insure prompt deliveries for the holidays we
advise placing your order NOW.
have tripled our output this year everything
points to a record breaking season, so do not get

caught short of stock.

sales 100%

89 Chambers Street

q We carry a complete line of attachments for all
the standard machines.

( The “Playsall” attachment will increase your record
Write for illustrations and quantity prices.

Crescent Talking Machine Co., Inc.

Chicago Office:

Crescent Sales Company
23 E. Jackson Boulevard

Although we

New York City

Chicago, Ill.
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EXTENSIVE IMPROVEMENTS IN PITTSBURGH STORES

W. F. Frederick Piano Co. Installing Sixteen Additional Demonstration Booths—Reorganizing
Wholesale Staff~Buehn Phonograph Co. Enlarging Retail Department—Other Changes

PirrsBurG, Pa., November 6.—The retail Victor
talking machine section of the W. F. Frederick
Piano Co. has undergone an extensive imiprove-
ment, with the addition of sixteen record dem-
onstration parlors on the second floor, making
it one of the finest and most up-to-date in the
city. The newly arranged department was
opened November 4. Unico booths arc used and
are very conveniently arranged. The lights are
reflected through the frosted glass tops of the
booths, thus giving a soft glow. The decora-
tions are in cream and white, lending a rich ap-
pearance to the department throughout. Mana-
ger George Hards states that he has made the
record and the machine departments distinct,
using different salespeople for each. The staff
has been increased by four experienced mem-
bers. The five original parlors and two new
parlors now being installed on the first floor
of the store are to be devoted to machines ex-
clusively. Manager Hards' office will be re-
moved to the mezzanine floor when completed.

One of the most important changes of the
past month was the resignation of French Nes-
tor from the wholesale talking machine depart-
ment of the \V. F. Frederick Piano Co. and the
naming of Geo. H. Rewbridge as his successor.
Mr. Nestor has become general manager of the
Victor dcpartment of the new store of Cohen
& Hughes, at Washington, D. C. Mr. Rew-
bridge was formerly traveling representative for
the \WW. F. Frederick Piano Co., wholesale Vic-

i tor department, and at one time manager of the

store, having been connected with the house
for the past twelve years. He is recognized as
one of the most experienced and capable men
in the talking machine field and his appointment
met with much approval.

A reorganization process of the forces of the
Frederick wholesale departinent has been ef-
fected by Manager Rewbridge and excellent re-
sults are being secured. C. E. Willis, formerly
with the C. C. Mellor Co. for seven years past,
has been made assistant manager. Albert In-
gold, formerly with the same firm for two years,
is now in charge of the Frederick wholesale
record and stock rooms.

The Buehn Phonograph Co., Inc., 514 Wood
street, is enlarging its retail department and
adding a concert hall to the many unique fea-
tures of its beautiful store. This concern is the
jobber for the Edison line in the Pittsburgh
district and also does a fine retail business.
Since moving to the present quarters about ten
mouths ago, a rapid growth has been experi-
cnced. Four new parlors are being added on
the second floor and will be completed within
the next few weeks. Part of this floor will be
given over to a concert hall, which will be the
first of its kind in the city. It is planned to
give Edison recitals regularly.

The wholesale department of the Buehn Pho-
nograph Co. is showing a big gain over last
year. A number of new dealers are reported
in the surrounding territory for both the disc
and Amberola machines and records. Nego-
tiations are under way for another important
connection in Pittsburgh, Mr. Buehn states.

The Victor talking machine department of
the Joseph Horne Co. is doing a phenomenal
business in both machines and records. Mana-
ger A. R. Meyer, formerly head of the Henry
Co., which was taken over by the Joseph Horne
Co. about two months ago, states that the out-
look is very gratifying. The location on the
mezzanine floor has proven an ideal one. The
popularity of the handsome concert room of
the department is increasing daily.

L. Baskin, furniture dealer, 812 Federal street,
has just installed a new talking machine de-
partment, and is featuring the Columbia line.
This house is expected to build up an excellent
trade as it occupies one of the best locations
on the North Side.

Manager Henry Wood, of the Boggs & Buhl
Victrola section, reports a nice increase in sales
of both machines and records during the past

month. The only drawback, Mr. Wood states,
is the inability to secure enough machines of
certain styles that are in big demand. Several
additions have been made to thc selling staff.
Harry Rewbridge, manager of Rewbridge
Bros., lcading Victor dealers of Beaver Falls,
Pa., was married on November 5 to Miss Alice
Kalbrack, - of Pittsburgh. A honeymoon trip
covering over 1,700 miles was made by automo-
bile, and included stops at Philadelphia, New
York and Boston. Mr. Rewbridge is a brother of
Geo. . Rewbridge, manager of the local W. F.
Frederick wholesale Victor department.
Manager M. Max, of the Kaufmann Bros.
Victrola section, reports great activity in ma-
chines and records and that sales show a marked
gain over those of the same period a year ago.

39

The Schroeder Piano Co. recently completcd
three new demonstration parlors and reports
business incrcasing by lcaps and bounds. The
Edison line of machines and records has been
taken on and is now featured in addition to the
Columbia line which was handled originally.

P. W. Blocher, Lawrence avenue, Ellwood
City, Pa., rccently installcd a handsome Victrola
section in his jewclry store. While Mr. Blocher
has had thc agency for somc time in Ellwood
City, he is. now giving more attention to this
end of the husincss and reports a big dcinand
for both machines and rccords.

The Mather Bros. Co., 213 East Washington
strect, New Castle, Pa., rccently made a num-
ber of improvemecnts in its Victrola departiment,
and Manager Price rcports a splendid business

The S. Hamilton Co. talking machine depart-
ment cffectivcly featured the Victor machine
and records in connection with the appearance
hcre of Charles Kellogg, naturc singcr, at the

New Davis Theatre. Mr. Kellogg's famous
bird-song rccords wcre demonstrated daily at®
the store, while several Victrolas were installed
on the stage of the theatre.

The addition of twenty-one new record demon-
stration booths the latter part of last month has
made this department one of the largest and
finest in the entire country.

Small “Victors” converted
into cabinet types instantly

OMETHING new—to sell to every present owner of $15 and $25 Victors and every
S new purchaser thereof-—and to a lot of people who want only a cabinet type but

can’t afford the $75. Also an article with which you can beat competition by offer-
ing z}al'combination that forms an enclosed cabinet type at much less than the cost of such
machines.

By simply setting a “Victor IV” or "Victor VI” into a Lundstrom “Converto”
Phonograph Cabinet, the machine is converted into a beautiful, larger, enclosed type
that looks better and sounds better. The combination, from a practical utility stand-
point, has even more advantages than the regular cabinet types, because the machine
remains portable.

(Bpdat

PATENT APPRLIED FOR

Enclosed Type
Phonograph Cabinet

Has top which when lowered completely encloses machine. Two doors in front,
one hinged at top, the other at bottom. The tone regulating doors of the machine
open out through this space. When all four doors are open, they form a square com-
partment and thus a continuation of the “horn” or
sound amplifying chamber of the talking machine
which increases the volume of sound. Lower part of
cabinet contains record rack divided off to hold
about 70 records of any size. The winding handle,
with extension, which we provide free, passes
through side of cabinet so that it can be wound
from outside, the same as any cabinet machine.

MADE IN TWO SIZES
“Converto” Cabinet for “Victor IV,” $1 5.00

retail PrlCes sauis ppo s viponndss swm
“Converto” Cabinet for “Victor VI,” $20.00
retail price.......... oo it

Made in Quartered Oak to match machine. Also
in Mahogany Finish, where preferred, at same prices.

Owners of $15 Victors can convert their machines
into CABINET TYPES at an additional cost of only
$15—combined cost only $30. Owners of $25 machines
have a large cabinet type at a combined cost of only $45.
And you make a good profit on every one you sell.

Safe to say you will sell ten of these combinations to
one of the big machines—besides selling cabinets to pres-
ent owners of small machines. Furthermore, you will be
able to offset the inroads being made by the many chgap
machines being offered, because you can sell a genuine
Victor in cabinet style, with a “Converto” Cabinet, at low
enough cost to appeal to anyone. .

The Lundstrom ‘“Converto” will be advertised exten-
sively. It is backed by a house with fifteen years’ experi-
ence in making Lundstrom Sectional Bookcases and Filing
Cabinets, one of the leaders in this line.

Write at once for wholesale prices and full particulars

The C. J. LUNDSTROM MFG. CO., Little Falls, N..

Branch Office, Flatiron Bldg., New York City
e i e
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GRAND PRIZE
PARIS 1900
PARIS 1902
MILAN 1906
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l N\ every Kuropean country and dependency the name “‘Pathé”

has been a synonym of “Quality” for over twenty vears. The
remote corners of the world knew the Pathé Disc long before they
became acquainted with any other phonograph record.

To every land where the Pathé Instrument and Pathé
Records have gone, success for these remarkable products has
followed and endured.

The greatest artists of Kurope and America contribute to
Pathé greatness.

Masterpieces of Music are recorded in the lands of their
origin. The musical centers of the world—Milan—Vienna—
Paris—Berlin—London—New York—all have Pathé recording
laboratories.

Join Pathé for P|

Price,

<

“The Woxfd

In America Pathé is making Phonograph History! Patt}
Campaign, started only a short time since, has been so succes’
that within the last few months the two largest concerns in
country manufacturing and selling pianos, The W. W. Kim| ¥
Co. and Hallet & Davis Piano Co., have become distributors
Pathephones and Pathé Records.

-

The largest cabinet makers in the world, The Brunsw -
Balke-Collender Co., have chosen Pathé Records in prefer: €
to others.

The first jobbing concern in the great Northwest, G. S |
mers & Co. of St. Paul, are pushing Pathé products because |
wanted the best.

PATHE FRERES PHONOGRAP: |
PATHE FRERES PHONOGRAPH CO. ¢ |
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jige and Progress

CHRISTMAS VALSE (Le Foret del Noel)

(Margis)
Sung in French. Lucien Muratore,
Tenor; Lina Cavalieri, Soprano
Orch. Acc,

's Record”

PATHE JOBBERS

} Armstrong Furniture Co., Memphis, Tenn, Manila Trading & Supply Co., Manila, Philippine lslands, The Pathephone Co., St. Louis, Mo.
Berkhoel Music Co., Salt Lake City, Utah, Moore & Reid, Habana, Cuba. M, H. Pickering Co., Pittsburgh, Pa.
| L. W. Blachly, San Francisco, Cal. National Piano Co., Baltimore, Md. Southern Pathé Yhomnograph Co.. Cincinuati, O.
l Curtis Colyear, Los Angeles, Cal. Pathé Phonograph Co., Inc., Indianapolis, Ind, The Stilwell Co., New York, N. Y.
| Jacob Doll & Sons, New Yeork, N. Y. Pathephone Co. of Detroit, Detroit, Mich. Swansen & Nolan Supply Co., Denver, Colo,
1 The Fircher Co., Cleveland, O. Thie Pathephone Co., Milwaukee, Wis, E. E. Trower Music Co., Kansas City, Mo.
! Kruschke Phonograph Co., Berkeley, Calif. Pathephone Sales Co., New York, N. Y. A, Victor & Co., Buffale, N. Y.

| Pathephone Distributors Co., New York, N. Y.
Myr. Dealer:
You who are looking ahead—
You who realize what it means to identify yourselves with Pathé at this time—

You who want the advantage of being able to supply your trade with records introducing
them to the world’s most famous talent on TWO continents—\Vrite,

29 West 38th Street, New York

| "td., 6 Clitford Street, Toronto, Canada

i
1
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l A personally selected list of recoras which you should have in
your home. Kindly mark any you would like to hear, and R will be
a pleasure for us to play them for you.
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Conditions in the Paper Market are such that it will Pa);
to Order Record Envelopes for Holiday Trade NOW

SAMPLES AND PRICES ON APPLICATION

Record Delivery Envelopes
Record Stock Envelopes
Catalog Supplement Envelopes

o w—

CLEMENT BEECROFT, 309 W. Susquehanna Ave., PHILADELPHIA i

Long Cabinets

Bagshaw Needles
Perfection Record Holders
Peerless Locking Plates

v A FIRM BELIEVER IN PUBLICITY

W. H. Marshman, of Victrola Department of
McClure & Cowles, Even Gets Newspaper
Space When Mongrel Attacks His Victor Dog

AwBaxy., N. Y, November 2—Willard H. Marsh-
man, of the Victrola department of McClure &
Cowles, this city, never consciously lets an op-
portunity go by to get his store or the Victor
product mentioned in the daily papers.

For some time past Mr. Marshman has kept
one of the well-known Victor dogs on guard at
the entrance to the store: One day recently
a combative pup decided to:test the powers of
the Victor canine and literally chewed him up.
The manner in which Mr. Marshman took ad-
vantage of the incident is indicated by the fol-
lowing item in one of the local papers:

“Midget, the large Victor dog that adorns the
front entrance of McClure & Cowles’ piano
store on North Pearl street, was savagely at-
tacked by a small fox terricr of the living type
vesterday and badly torn about the mouth.
\WW. H. Marshman, of the Victor department,
says he will go the limit to learn who is the
guilty one that urged the smaller pup to bite
Midget, and as he is very fond of animals, says
it is an outrage. The affair was witnessed by
many and the daily passers by who had admired
Midget will be disappointed to hear of his mis-
fortune. but Midget says he will be out in a
few days to greet them. The assault was fero-
cious and was thoroughly unprovoked. The
police were not called, for ‘Midget’ is the
huge plaster dog standing more than three feet
tall. representing the trade-mark of the Victor
l'alking Machine Co., in the doorway of the
popular Victrola and piano store. The little
terrier was not afraid of big things, and al-
though he was urged on by calls of ‘sic him’
from several boys he was not afraid of the huge
model and attacked him most vigorously.”

Manufacturers of

S LA ML L

EXTENSIVE PLANTS FOR MAKING RISHELL PHONOGRAPHS

The accompanying illustration, showing the
home of the Rishell Phonograph Co. and the
J. K. Rishell Furniture Co., will give a fair
idea of the facilities which are at the command
of this company for the manufacture of
“Rishell” phonographs. The factories shown
are located at Williamsport, Pa.,, and Hughes-
ville, Pa., and have a combined floor space of
315,932 square feet.

The small building in the upper left hand cor-

several leading talking machine manufacturers
calling for their most expensive models of cab-
inets, and so satisfying were these products
that their busiiness showed rapid growth.

A short while ago the J. K. Rishell Furniturc
Co decided to enter the talking-machine field
on its own initiative, and the Rishell Phono-
graph Co. was formed to market the Rishell
phonographs. Since the first announcement of
this line a few months ago the Rishell phono-

Homes of the Rishell Phonograph Co.

ner portrays the first home of the company,
which it occupied in 1867. In forty-nine years
the company has acquired a country-wide repu-
tation as manufacturers of the finest grade of
furniture, and by supplying its dealers with qual-
ity product and efficient service its business has
steadily increased.

A number of years ago the J. K. Rishell Fur-
niture Co. secured important contracts from

I “”: WWWW!IMMMMlMMnnurmnmmmumnmmnnmummmunmnmmummmmnmmlnmmmmm|lmmmmmunummnmuuummmmmnmmmnunmumumnu:ummmmunumuuuunumuummuuummnnnnmmjumnuunumu||'unnmnunn1|muuuunmnmmumml”m|||lmmmﬂm"""H“"“m”mmﬂ%

John M. Dean Corporation

Putnam, Conn.

Dean Service covers every

graphs have been placed with reprcsentative
dealers thronghout the country, and the com-
pany has every means at jits hand to incrcase
its facilities as its business warrants. This
company manufactures a complete line of period
design phonographs ranging in price from $350
to $300. Permanent exhibits of the line are on
display at the company’s showrooms in New
York, Philadelphia and Columbus.

=il

Talking Machine

NEEDLES
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essential need in talking
machire needles. Needles
furnished in bulk or in
special packages. Quality
needles only.
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TEACHERS HELP TWIN CITY TRADE

Educators in Convention Display Much Interest
in the Talking Machine and Its Possibilities—
Shortage of Machines Still Serious—Colum-
bia Territory Is Expanded—Other News

Mivxeaporis and S1. Paur, Minwn.,, November 7.
—Several thousand school teachers, coming
from every corner of Minnesota, gave the talk-
ing machine trade of the Twin Cities an added
impetus during the first three days of November.
The traffic did not need any accelerators, what
really was needed was a brake somewhere so
that the supply and demand would balance, but
the teachers are not brakes in the talking ma-
chine world. All school houses have them, not
only for entertainment, but as auxiliaries in the
classes and they prove highly efficient assistant
teachers. A class of Victor experts, including
Miss Sorenson and Mr. Foster, demonstrated
the capabilities of the talking machine as an
adjunct to educational arrangements, and drew
great houses in the . J. Dyer & Bro. concert
hall. Several hundreds also visited the rooms
of the Minnesota Phonograph Co., where Lau-
rence H. Lucker and staff demonstrated the Edi-
son machines and records.

Times are just as hard on the dealers now
as they were a month ago and they do not know
in what direction to turn to find relief. “We
are about 2,000 machines short of the number
of machines required for filling orders,” com-
plained David M. Dyer, of the house of Dyer.
Qur receipts from the Victor factories are about
40 per cent. larger than they were last year,
but we are unable to catch up to the orders. It
is almost as bad to have business so good that
you can't take care of it as to be overstocked.
Trade is excellent in our territory. We sell
everything in the jobbing end, of course, but
there is a steady demand for the high-priced
Victrolas.”

“Qur warerooms are but a transfer station for
the Victor Co.” explained Mr. O'Neill, of the
Beckwith-O’Neill Co. “We are receiving large
qauntities of goods, but most of the instruments
disappear as fast as they appear, and we have
no stock at all—absolutely none. One feature
of the trade that is particularly encouraging is
the great increase in the sale of records. Fortu-
nately we can gct a goodly supply of them and
as they produce about as much revenue as the
instruments we are a little gratified over this
favor of the fates. A decided increase in the
demand for grand opera records developed after
the grand opera season in which Farrar, Des-
tinn, Homer and others appeared and the recital
concerts of Alma Gluck.”

The northwestern part of Wisconsin has been
added to the Minneapolis district of the Colum-
hia Graplophone Co. in charge of Manager
Robert Souders. The new territory includes
the thriving cities of Ashland, Washburn and
BReyfield and some smaller burgs and will pro-
duce considerable Columbia business.

\V. C. Hubbard has been placed in charge of
the Columbia’s dictaphone department. He for-
merly was Twin City manager for a famous
typewriter and knows all the big offices like a
book. He succeeds H. B. McAlpine, who re-
gretfully accepted a $12,000-a-year job with an
investinent concern.

Donaldson’'s Department Store reports a great
demand for the high-priced machines, and re-
cords numerous sales for styles selling at $200
and better

Robert Souders and F. A. McLeod, manager
of the Grafonola department of the Emporium,
St. Paul, are back from Chicago, where they
had a meeting with some of the big Columbia
people on business matters.

Politics have interfered as little with business
this year as at any time in the history of the
State. Time was when trade went all to pieces
a week or ten days before the presidential elec-
tion, but the event has not affected commerce a
particle. The calmness was not due to indif-
ference or apathy by any means as the registra-
tions pointed to the largest vote ever cast in
this State.

Novelties and Attractions
Christmas Trade
BRIGHTEN UP YOUR WINDOWS AND STORE. SOMETHING FOR THE CHILDREN

Especially Good Sellers this Year on
Account of the Scarcity of Toys.

RAGTIME KRASTUS is an Automatic Dancing Darky
Doll that does One Hundred Different Steps to
Music and dances well with any jig or lively record.
Rastus delights children with his funny Shuffles
Dances and Clogs.

Hand painted in four colors—a high-grade
and unusual mechanical toy.

B Rus Ragtime Rastus retails at $1.00

AT
PATENTED MARCH 16, 1915, (]’l‘"l-.A 2 IOOA)

) [&:ﬁ?\) THE BOXING DARKIES. These little black boxer

execute all the blows, swings, shifts, counters and
side steps known—and then some new ones. Put on
a lively record and these little men box away in good
earnest and with wonderful speed and accuracy. The
figures are turned of wood, hand painted in bright
colors and will amuse the whole family.

The Boxing Darkies
retail at $§1.25

THE BOXERS - ) (Item No. 100B)
PATENTED MARCH 16, 1916,

THE COMBINATION RASTUS AND BOXERS is th inati i
the Dancer and the Boxers, making two toys ;fx ose‘coxx&p};xixsatilgnv::yo;:pm:?amsm e R Bl G

The Combination Rastus and Boxers retails at $1.50. (Item No. 1004B)

UNCLE SAM AND THE MEXICAN. In this Novelty Uncle
Sam Boots the Bandit in Vigorous Yankee Fashion and
Boxes his Ears, The Mexican is running away as fast as
he can go. Uncle Sam is attractively painted in Red,
White and Blue and the Mexican typical of his country.
This novelty goes well with “They’re on their Way to
Mexico,” “National Emblem March,” or other lively records

Uncle Sam and the Mexican retails at $1.25

o ' . Item No, 1
UNCLE SAM AND THE MEXICAN ( - TooC)

PATENT NO, 11318908
NOTE—These Talking Machine Toys fit on any standard machine (except Edison) and can be
put on or taken off in 5 seconds. They do not injure the record or mar the machine.

We receive many letters like this from dealers: Please forward cnclosed order for Rastus, Boxers
and Conﬂnnahonq. I have lhad more people looking in my windows at the Dancer and Box-
ers than at any time I can remember. They secm to amuse old and young.

A Talking Machine Department in Boston sold over 4 gross of these Talking Machine Toys at
retail during last December. Ordered again this year. One Victrola store in New York
City sold an average of 6 dozen a day at retail during last December. Ordered again this
year.

All Live Talking Machine Stores and Departments will find these attractions for their stores as
well as good sellers.

Packed for shipment in 1 doz., 3 doz. and 6 doz. cartons of one kind, or assorted—each toy packed in
an individual box. HANDLED BY VICTOR DISTRIBUTORS, COLUMBIA GRAPHOPHONE
BRANCHES, or Direct From Us at Fair Dealers’ Discounts. PROMPT SHIPMENTS.

Th e Wi r el ess Pu The Most Marvelous and
p Mystifying Toy and Novelty
THE WIRELESS PUP is operated at a distance by sound waves. Blow
the whistle or c¢all or claE your hands and on “hearing’” the noise the

e

dog will come out of his kennel. There are no wires or other mechani-
cal contrivance attachcd to the dog.

A great attraction for every store that has Well-to-do, Educated Trade.
Sold as a Toy and as a Novelty for Private Offices, Smoking Rooms,
Dens, Clubs, etc.

Sclls well to the 1Well-to-Do trade.
Kennel of Hard Wood Mission Finish, about 7 inches square.

NOTE—This is the article that was editorially shown
and described in the April, 1915, Talking Machine World. It
is a wonderful attraction and several talking machine stores
have sold a quantity of them.

Scientific American in Nov. 4, 1916, issue says this is
the Most Unique Toy of Recent Years.

In connection with the shipment of our Talking Machine Toys we sell these to our trade at $3.25
each, which is our dealer’s price in large quantities to the High Grade, Large Toy Stores
and Departments.

NATIONAL TOY COMPANY

Manufacturers of Toys and Specialties
281 CONGRESS STREET BOSTON, MASS, U. S. A.
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FIRST AID '
to the MANUFACTURER

THIS EQUIPMENT IS FOR YOUR USE

EnGINEERING DAaTA-EQUIPMENT CHART

CLass or Work Equirment Limits CrAss orWorn EquipmenT Limirs
PesxT1s5 DRILL PRESSES - 2-3-& $-SPINDLE. — evERT Havo Mitens -1 .
AYEY OvE SpvpLE SeNsiTIVE DRitLs Yo y0 Zo*Hore on Bicgrorp Havp -Powrn MuLERS - 1
S100tNNBY ONF. SPINDLE SENSITIVE DRILLS — Sewsirive Drises, OwsxMiiLprs- O
O ervwar? - 122 Back Gearso SexsirveDan s H"””‘b‘ on Cinerngates - 1% MiLLens
Bsxcu Drics. LACAREAREOQRILS {(VE2RTICAL ATTACIMENTS)
Kempsmiry Uviversar Ty N MiLERS
LINCINNATI FLAIN HILLERS - O
1 EvzcrrppLaTiNg Luwvus raanL Blu s8 AND CoPPER PrATiNG Cvciwvart Py Musess - 0

A — BRrowy avo SHAnp-2 Y -MILLERS
~ND

Ano Buaks BEN¢H MiLLERS
Fimisning w Yy Norran ™ 2-MiLsrs-10-Furr
UN1vERSAL INDEX CENTERS WITH

}

PsERLESS SuRFACE GRUNDER ®4 Sunsace 6nimorne Tl
Werts Soxs Grrvpgas 8x8 x18
Binser Sonrace Grooers > CveimoricaL GRANT RiviTive MacHines
Nonron 1-OnivERsar GRIvDERS GRrinoING- 4 DIA. FiLiNG MACHINES
WaLRER MAGNET CHUCKS
MisceLianeous PowenHack Saws
AME ERICAN GAS FURNACES - ®16 Swoa Equiprsnt ) “Brrss SHEARS 1
g YA.VIIDE Furvaces - 2l Over Funmaces WiLsmouTH ano Moryan Drute GrinDa RS
= =TS v S ONEREES e e e
Hear Tncarina . H’I‘G”:S’PEI:D S > ”M:J_‘Sﬂf ;’:f‘"s AT TG RINDERSY
Brow Tnncnss ANDANVILS W
S OE SUELpYD R0 ARl | Pranen |-—> Waircomn - 5 -PLANEBR I——» | f2%20% 5"

PrrovrTER
ScLERQBCOPE

L‘a::’v:'rzﬁr' Jonanssox GAUGES PuncnPress ”lﬂﬂA"" 5
Louirmeny 5 e
FuLe SETS 0P VERNIE RS, MICROME TERS .. 3

war
i

HrigurGavcrs BEVEL PROTRACTORS
CATaracT-"$ -Bencr Latnes HarTrpRD Pryc avp Syyp-% MacHings. w_w"‘/"f:'
e N H AL NS | =
SLOAN AND CHASE - 5% BENCRLATAES Browx a DSIIARPFL‘U-AWD‘MHL‘S‘ 0 o es
Henpry- l?'xs‘-LAr”-;:s) Screw Macwine oo oo Y00 [ | #amo Z%wSrear
Mypns- 127257 o '—’MI’_I AnDBRASS
PRATT AxDWisTvey -1272 5 LaTnns
l Larre I > PrexTisS-14'= 6 -LaTnES
PLATHER- {426~ o Gpuroano Ensnpanpt-1#~ SNAPL‘RS
SenscAFuLs -]0 s £ - Latuss Honcrsrrn - [f "~ g
o v 10°x5- .. PrexTiss = 21 “Bacy GEARED_**
o o 12785 -
FLATHRR =127 6 -LaTuss
Larnes
Bayp Saws
Wppo Wprxine TrivvERS
JpINTERS

Cincvran Saws

DECAMP av0 SLOAN INC.
CONTRACT MANUF‘CTURERS
MeccHanicat ENGINEERS

This chart shows our equipment. Since this was made we have added a Gould and Eberhardt 12"x10” High Duty Automatic gear hobbing
machine for spur, helical and worm gears, also an Oxygraph equipment for cutting dies. This equipment is for your use.

HAT’S what this organization is—a first aid to the manufacturer—when he finds that certain tools
and dies are needed badly and delay means a money loss; when he wants wood patterns made
accurately and quickly and his pattern shop 1s behind on work; or when he wants a special machine

buiil that would help increase his production, yet his draughting room is too busy on regular work—then he
needs this First Aid organization. Tool makers, pattern makers, draughtsmen, equipment—these cannot be
added in a day. And if they could, next month the rush would be over and the equipment put in to take
care ol the rush would remain idle—-capital tied up until the next rush, possibly one’monlh, possibly six.

This organization 1s an auxiliary factory to yours. Working for you on your specifications, so long
as you wish. You can use the whole organization, Mr. De Camp and associate engineers to design the
special machine, the die and tool department, the pattern shop, the nickel plating depaitment—ali of these
or any one to suit your requirements.

And accurate precision work is assured because all is done under Mr. De Camp'’s personal supervision.

‘ Write today for the Engineering Data Chart which shows our equipment. By glancing at it you can quickly ascertain
if we can do that work you have in mind.

And accuracy, precision, the work of the craftsman—that is the DeCamp and Sloan standard.

Our Bulletin “Factory Cost Plus Proportionate Profit” explains our method of working. Shall we send you a copy?

DeCAMP & SLOAN, Inc.

Works, 420 Ogden Street, Newark, N. J. New York Office, 141 Broadway
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DETROIT DEALERS TENDING TOWARD CONSERVATISM

Not Inclined to Plunge on Possible Holiday Business—Bigger Business Means More Capital In-
vested—Edison Dealers Have Enjoyable Convention—Grinnell Bros. Move Wholesale Business

Detrotr, MicH., November 8.—The writer has
talked personally and straight-from-the should-
er with many talking machine dealers both in
the outskirts and downtown during the month
of October, and really business was nothing to
boast about. There were many complaints of
dullness, and others who said it was just normal.
Only here and there did a dealer report big
business. Now, it may be that business was
just as good as it ought to be for the capital
invested, and the time of the year, but it is
certain that dealers could create more business
if they went after it with a stronger deter-
mination. One dealer went so far as to say
that he did not want to do a larger business
because he did not have the capital to carry
it—and we all know that the more business that
is done in the talking machine trade the more
capital it takes.

Somehow or other there is a sort of uncer-
tainty feeling existing in the minds of many of
our dealers as to the amount of holiday busi-
ness they are going to get. Detroit is cer-
tainly prosperous—and it is certainly growing—
and wages are high here—at the same time the
cost of living has-advanced close to 40 per
cent., rents have gone up 40 per cent., and there
are still thousands of people who are up to
their neck in realty investments having bought
lots that they must either pay for on time as
agreed or lose them entirely.

It must be admitted that there is to-day keen
competition in the talking machine business.
There is hardly a line manufactured that is not
sold in Detroit and throughout the State. While
they don’t cut in heavily on the standard lines
of machines, they do take some business away.
It’s an ill wind that does not blow some good,
so that even if the new makes of machines on
the market somewhat retard the sale of standard
inakes they help to stimulate the sale of
standard records. A complete line of records is
something that only a few of the companies can
offer, and these companies are naturally reaping
the benefit.

During October R. Babson Alling, manager
of the Phonograph Co. of Detroit, Mich., sales
agent for New Edisons, called in all of his
dealers. Most of them gladly responded and
a most enjoyable get-together convention was
the result. During the morning and afternoon
the dealers discussed the trade’s problems and
took up matters pertaining to every angle of
the business. At 6 o’clock Miss Marie Kaiser
gave a tone test for the dealers and the em-
ployes of the Edison shops in Detroit at the
Edison Shop, 256 \WWoodward avenue. Then at
8 o’clock there was a banquet at the Hotel
Pontchartrain which was a most successful func-
tion. There was little speech making, practically
the whole evening being for entertainment
Since the convention, Mr. Alling reports, Michi-
gan New Edison dealers have shown an un-
usual amount of enthusiasm and interest in the
line and that has resulted in considerable extra
business.

Another few weeks and the first floor Victrola
shop of Grinnell Bros., 243 Woodward avenue,
will be ready for use. This new shop is going
to be an elaborate affair, with a mezzanine over
most of the floor. Downstairs will be for rec-
ords and the mezzanine for machines.

During Edison Week there was plenty doing
at the shops of local New Edison dealers. Every
day big advertisements appeared in the daily
papers announcing the special recitals at the
Iidison Shop; there was also a special window
display at the Edison Shop, a latest New Edi-
son being at the top of stairs with captions
on each step to show the advance of the Edison
phonograph. Over at Wallace Brown’s there
. was a recital every evening by Rudolph Polk,
the Edison violinist, which proved a great at-
traction.

E. K. Andrews, Jr, of the J. L. Hudson store,
recently made a trip to Chicago and Cleveland,
searching for merchandise, including machines,

records and needles; also to jog up some of
the jobbers with whom he placed orders and
ask that they make immediate shipments.

Joseph F. Adcock, of the W. E. Metzger Co,,
501 Woodward avenue, is having a splendid year.
He reports that record business is particularly
prosperous.

Grinnell Bros. have moved their wholesale
Victrola business from 231 Cass avenue to the
corner of State and First streets, having bought
the building at that address. It is a magnificent
business and the ideal thing for their particular
business. As soon as the necessary alterations
are made and completed a formal announcement
will be sent to all dealers of the change. The
new place will have many advantages over the
Cass street location; it will be much larger in
size and will have every facility for making
quick shipments, giving the best of service,
carrying larger stocks and demonstrating the
records and machines to dealers. A. A. Grin-
nell is general manager of the- Victrola business,

EXPECT EXCELLENT SEASON

The Whitney & Currier Co., Victor Distributor,
Reports Optimistically Concerning Conditions
in Its Territory—Machines Scarce

Torepo, O., November 6.—The Whitney & Cur-
rier Co., Victor distributor, has been enjoying
an excellent trade in the Victor line. The re-
ports from this and the adjacent territory indi-
cate that the local dealers are extremely anxious
to get a fair amount of stock in hand for the
holiday trade, and R. D. Jarvis, treasurer of the
VWhitney & Currier concern, is of the opinion
that the only limit to the business by the firm
this fall will be that placed upon it by the num-
ber of machines it is able to secure.® Trade
conditions generally in Ohio are excellent, both
the agricultural and the manufacturing sections
of the State having experienced unusual pros-
perity during the year, all of which portends a
record breaking trade in talking machines dur-
ing the coming season.

VICTOR LINE FOR OTTO WISSNER

The New York warerooms of Otto Wissner,
Inc., 53 East Thirty-fourth street, have added
the Victor talking machine to their talking
machine department. They will in the future
feature both the Victor and Sonora lines.

while C. I. Grinnell has charge of the sales
end.

The W. W. Kimball Co. has moved from Bates
and Farmer strects to 80 Broadway, and a fea-
ture of the new store will be a gond-sized de-
partment on the first floor for phonographs and
records. Pathé and Kimball machines will be
carried. C. W. Belcher is manager of the store.

Frank Shaull is now manager of the talking
machine department at the Bayley Music Store,
114 Broadway, while Larry Dow is once more
with Wallace Brown in the selling end.

“The same old story—big business,” said S.
E. Lind, of the Columbia Phonograph Co.
wholesale department, when seen by The World
correspondent. “Our dealers arc having a good
business on machines and records and are buy-
ing heavy for fall.”

Owen & Co., furniture dealers, have installed
a large Columbia phonograph department on
the first floor.

W. H. Huttie, manager of thc Starr Piano
Co. store, is exceedingly pleased over the way
the new Starr phonographs and records are go-
ing. He reports that the number of dealers is

increasing every week.

FRAAD T. M. CO. IN NEW QUARTERS

Occupies Entire Third Foor at 224-232 West
Twenty-sixth Street as Factory and Display
Rooms—Executive Offices Not Moved

The Fraad Talking Machine Co., Inc., re-
cently moved into new and larger quarters, this
owing to the large increase in business during
the last six months. The new factory and show-
rooms are located at 224-232 West Twenty-sixth
street, New York, where the entire third floor,
containing over 8,000 square feet of floor space,
is devoted to producing the Fraad line of talk-
ing machines.

Prior to entering the new quarters extensive
alterations were made so as to enable talking
machines to be manufactured from the raw
materials to the finished product under a most
efficient system. Daniel Fraad, president of the
Fraad Talking Machine Co., Inc., stited the
executive offices will remain at 225 Lexington
avenue, and that F. C. Cozens, secretary and
general manager of the company will continue
as heretofore in direct charge of the factory
and showrooms, where the machines in quan-
tities to meet all demands are now well in evi-
dence.

The J. B. Goulette Novelty Store, Hayward,
Wis.,

is a new Pathé dealer

C. W SNOW & CO.

Syracuse, \N. Y.
NEW YORK STATE DISTRIBUTORS

advise dealers that orders must
be sent in immediately, or
shipments cannot be made in
| time for the big holiday trade.

CAREFUL, PROMPT, SATISFACTORY SERVICE

THE INSTRUMENT OF QUALITY

onovr

CLEAR AS A BELL |
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Big
Domestic
Achievement
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/ Domestic
Double Disk Records

2

35C (Retail Price)

FOLLOWING up the wonderful success of the Domestic line
of high-grade, low-priced talking machines, we take great
pleasure in announcing a line of

Strictly High Grade Records

Domestic Records are as much of an innovation as Domestic Talking Machines.
The tone is pure, bell-like, brilliant, with a piece of music on both sides.

Although but 7 inches in diameter, Domestic Records are of the vertical-cut variety
and play as long as ordinary 10-inch records.

Their velvety surface accomplishes the very important function of eliminating all
surface noises (comparison with highest priced records of other makes will confirm

this).

The present repertoire consists mainly of popular airs of the day, vocal and instru-
mental, among them the selections of

Well-Known Artists

in great variety. It is our intention to increase the Domestic Repertoire as rapidly
as possible in both operatic and popular music, until it is complete.

Doubles the Domestic Dealer’s Opportunity

Domestic Agencies have proven gold mines, and there has heretofore been nothing
to sell but the machines (one sale only to a customer). Now, with a stock of
Domestic Records, the sale of a machine is but the forerunner of a very profitable
sale every little while.

If you are not already a Domestic Dealer, write or wire for this very. valuable
franchise.

All Domestic Talking Machines
are now equipped with our new
Combination Sound Box which
plays both vertical and lateral- e

cut records. l

L R

DOMESTIC TALKING MACHINE CORPORATION

33rd and Arch Sts., PHILADELPHIA

NEW YORK AND NEW ENGLAND SALES AGENT:
Geo. W. Lyle, 815 Trinity Bldg., 111 Broadway, New York

PACIFIC COAST SALES AGENT:
Walter S. Gray, 422 Chronicle Bldg., San Francisco, Cal.

omestid

TALKING MACHINE
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IMPORTANT SUITS SETTLED

Sonora Phonograph Corp., After Several Years
of Legal Contention, Abandons Contest With
Victor Co. on Its Victor Patents and Ac-
knowledges Their Validity and Infringement

As is well known in the trade, the Victor
Talking Machine Co. brought several suits
against the Sonora Phonograph Corp., based on
infringement of patents, several of which were
directed to the enclosed horn type of talking
machine.

This litigation has been long pending, and by
special assignment the cases were to be tried
‘n October, and there has been widespread in-
terest in the trade over the outcome of these
suits, owing to the effect they would have on
the talking machine industry.

The Sonora Phonograph Corp. had made
most careful and exhaustive preparation for
the defense of these cases, retaining very able
counsel and the best experts available, but,
according to Mr. Brightson, the president of the
Sonora Corp., when the trials became imminent,
he became exceedingly apprehensive of the out-
come, because if defeated the Sonora Corp.
would be practically forced out of business, or
at least so seriously handicapped as to make the
future of the company too uncertain to war-
rant its continuance.

Under these circumstances, Mr. Brightson
thought it to the interest of his company to
make overtures for a settlement of the litiga-
tion, and although the Victor Co. was insistent
on the cases going to trial, Mr. Brightson’s
persistence finally had its reward; resulting in
consent decrees being entered for the Victor
Talking Machine Co., with the approval of the
court, sustaining their patents as valid and in-
fringed.

Mr. Brightson stated that while, of course,
he would not make public the minor details
of the settlement, he would say that the So-
nora Corp., with the advice of its counsel, was
willing to recognize the validity of the patents

in suit, and that a license had been obtained
from the Victor Co., which, while limited in its
scope, would nevertheless permit the Sonora
Corp. to continue to market its present prod-
uct, and though the royalty to be paid to the
Victor Co. under the license was very substan-
tial and would undoubtedly be burdensome to
the Sonora Corp., yet, as a matter of good
business and to a certain extent guarantee the
future of his company, he acquiesced in the ad-
vice of his counsel and recommended the agree-
ment to his board of directors, which unani-
mously approved it.

Mr. Brightson believes that he could not pos-
sibly have brought about this altogether de-
sirable arrangement with the Victor Co. unless
the Sonora Corp. had uniformly been putting
out high-grade machines, and that the Sonora
Corp. will continue its policy in that regard.

THOS. A.EDISON GETS LL.D. BY PHONE

President of University of State of New York
Confers Degree While the Inventor Was
Busy in His Laboratory at Orange

The honorary degree of Doctor of Laws was
conferred over the telephone the night of
September 20, on Thos. A. Edison by the Uni-
versity of the State of New York. It was the
twentieth honorary degree given by the Uni-
versity since 1792 and the second one of Doctor
of Laws since 1850, the other recipient being
Elihu Root who received the degree a year ago.
The ceremony concluded the fifty-second con-
vocation of the university. The session which
led up to it took for its general subject “The
Spoken Word,” and was in recognition of the
great invention of the transmission of electric
current by Professor Joseph Henry, and of the
achievement of Thomas A. Edison.

Every seat in the auditorium of the State
LEducation Building had been fitted with an in-
dividual receiver, and five-minute remarks from
Chancellor Sexton, at Palmyra; Governor Whit-
man, at Troy; President Benjamin I. Wheeler,

at Berkeley, Cal., and Theodore N. Vail, at New
York City, were listened to. Then Dr. John H
Finley, president of the university, called up Mr.
Edison, who was in his laboratory in Orange,
N. J, and conferred the degree in the follow-
ing language:

“On behalf of the University of the State of
New York, which is itself endowed with power
by the State to express its educational purposes
within its own boundaries, I, sitting in a hall
nearly 200 miles from you, a hall lighted by the
glowing filaments which you invented, employ
an instrument which you had a part in perfect-
ing, to express to you the congratulations and
gratitude of this State for what you have done
in making it possible to remember, to reproduce,
and to transmit the spoken word, not only be-
tween neighbors but between peoples separated
by mountains or seas, to turn darkness into light,
and to make vibrations reproduce their moving
images in places as far from each other as the
antipodes.

“On behalf of the university representing this
State I have the honor to notify you that the
regents have unanimously voted to bestow upon
yvou its highest degree, a degree conferred by
universities since mediaeval times, a degree
which the greatest universities of to-day have
desired to bestow upon you, a degree of this uni-
versity which was conferred upon Joseph Henry,
but is held by only one living man, a degree
which, for the first time in the history of uni-
versities is conferred by means of that instru-
ment whose worldwide use you have yourself
made possible, the degree of doctor of laws, con-
ferred upon you, not in absentia, but merely in
loco remote.”

JOINS HAAG CABINET CO. STAFF

E. M. Howard, formerly connected with the
Fergusson Music Co., Newport News, Va, has
resigned to become sales manager of the Haag
Cabinet Co., manufacturers of talking machine
record cabinets in Philadelphia. He has had a
long experience in the music trade.

800—Mahiogany, golden oak, fumed
oak, weathered oak, nickel-plated
trimmings. Lock and key, height
33 inches. DMatches Columbia Favor-
ite shelves or rack interior.

809—DMatclies new Vietrola IX. 1v.

637-645 West 55th St.

502—O0alk,
trimmings, lock and Key,
height 33 inches.
13; holds 126 twelve-inch records.

oOJ—bame cabinet matches Victrola

_EZ’ -SCHLOSS EREH?ERE-“.,‘; =

mahogany, nickel-plated
pin box,

Matches Columbia.

505—0ak, mahogany,
trimmings, lock and key.
inches,
162 twelve-inch records.

We also make many other styles of cabinets and will be glad to send our catalog for the asking

SCHLOSS BROTHERS

Phone, Columbus 7947

nickel-plated
Matches Columbia 25; holds

306—Same cabinet matches
VI.

507—O0ak, wmaloegany, nickel-plated
trimmings, lock and key. Ileight 33
inches. Matchex Columbia 35; holds
i74 twelve-inch records.

50%—531“9 cabinet matches VYictrola
X1V

Height 33

Victrola

NEW YORK CITY
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Announcing the

RECORD-LITE

A practical invention that will be in great demand

The RECORD-LITE Will

3 3 o 5 —Direct light on needle point.
A high class easy-selling speciality that opens a —%lirmilnat-eg possibility of%;cr;tching records
. : . —Enab t te Victrola tn darkest
fresh field of profits for Victor dealers = el -

—DMake possible the correct setting of the
automatic stop.

THE RECORD-LITE

is a neat, ornamental attachment, that comes complete and ready for '
use. The installation is simplicity itself—the light is slipped over the

end of the Taper Tube or Tone Arm of the Victrola until it snaps into

position, and is then ruggedly and permanently fastened. The battery

box is set in left hand rear corner of the machine, or may be concealed

inside the machine.

The operation of the light is just as simple. The second finger of the
left hand rests naturally on the contact spring when operating the
machine and the light illuminates the record, where the needle rests.
As soon as the hand is removed, the light automatically goes out.

No need to dwell on the sales
possibilities of the Record-Lite

Every dealer knows the difficulties in operating a Victrola by the light
of a shaded lamp and in a dark corner. This invention eliminates all

such inconveniences. It is simple to operate, neat in appearance. It I
appeals to every Victor owner and sells rapidly.

The Record-Lite is distributed only through Victor Jobbers and Victor
Dealers. Theretail sale price is: nickel finish, $3.50; gold finish, $4.00.
If your jobber cannot supply you, send us $5.00, together with the
name of your jobber, and we
will send you a sample of both

nickel and gold finish.

Write for further particulars at once.

Don’t neglect this opportunity to add this
new, fast-selling specialty to your line.

RECORD-LITE CO.

INCORPORATED
Sole Manufacturers and Patentees

135 Second St. Milwaukee, Wis.
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NEW EDISON SHOP IN SYRACUSE, N. V.

Establishment of Frank E. Bolway & Son, Inc.,
in that City, One of Handsomest in Central
New York—Elaborate Formal Opening

Syracuse, N. Y., November 6—A feature of
particular interest in musical circles in this city
was the reception and formal opening of the
Edison Shop, at 220-222 South Salina street,
this city, of which Frank E. Bolway & Son, Inc,,
are the proprietors, held on October 26, and
which served to attract a crowd of surprising
proportions.

The new Edison Shop is one of the finest in-
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Artistic Sketch of New Bolway Building
stitutions in Central New York devoted to the
sale of musical instruments, and in the treat-
ment of the building both inside and out in-
dividuality and distinction have been sought.
The style adopted is founded upon Italian archi-
tecture of the period of the early Renaissance.
The material used is a new substitute for terra
cotta. Axed granite is also used extensively.
The interior arrangement is most impressive, the
reception room, music room and private booths
offering themselves to a wide range of treat-

ment. In each instance the last detail of fixtures,
lamps and drapery have been worked out with
the sole idea of unity.

An interesting feature of the new quarters is
the beautiful music room, where frequent dem-
onstrations of the Edison disc phonograph and
records will be given. Half-hour recitals for
shoppers are among the things planned, and
arrangements are being made for the personal
appearance of Edison artists in tone tests.

“YOICE OF VICTOR” FOR OCTOBER

Latest View of Huge Plant Shown in Wide
Cover Spread—Portraits of Victor Artists on
Concert Tours and Their Schedules

The cover of “The Voice of the Victor” for
October forms an impressive introduction to
the interesting contents of the publication, for
it presents in colors a bird's eye view of the
wonderful Victor Co. plant in Camden. The
view is so extensive that it runs over the edge
of the cover proper and requires several
inches of extra space on each side, which is
folded in when the issue is bound. A view of
the plant makes one wonder how it can be pos-
sible for such a shortage of Victor machines
to exist when such a large output is possible
and, inoreover, real.

The center pages or “backbone” of the “Voice
of the Victor” run over as does the cover to
permit of spreading before the admiring gaze
the full array of portraits of twenty-four famous
Victor artists who are making concert tours this
season. The dealers are urged to take full ad-
vantage of the appearance of any of the artists
in their respective cities, to advertise and fea-
ture the records by that artist. In connection
with the pictures of the artists there is presented
a schedule of their various concert tours for
the information of the trade.

NOVEL PHONOGRAPH CABINET

New Product Transforms Small “Table” Ma-
chines into Attractive Cabinet Models—Some
of the Details of the Lundstrom Product

One of the latest entrants upon the stage of
the phonograph business, and one which is
seemingly  attracting widespread attention
among dealers, is a unique cabinet for use in
converting small sizes of machines into enclosed
cabinet types, by simply setting the machines
into compartments prepared for the purpose.

The operation is extremely simple: a small
machine is set into the top compartment, the
winding handle inserted from the side of the
cabinet into the machine, and the tone-regu-
lating doors of the machine itself are opened
outward through a space in the front that con-
tains a door hinged at the top, and another
hinged at the bottom. When all these four
doors are open, it forms an oblong compart-
ment, and thus a continuation of the “horn” or
sound chamber of the phonograph, and in-
creases the volume of sound. The lower part
of the cabinet is divided off as a record rack.

The machine itself remains portable, and can

be removed at will, but when placed in the cabi-
net is converted into a cabinet type. It is for
this reason that the cabinet has been called
“Converto” enclosed-type phonograph cabinet.

It proves of considerable attraction to dealers
as with this they can increase the sale of their
smaller machines among many people who pre-
fer the cabinet type, but whose purses prohibit
higher prices.

Furthermore, it has for it a market already
established among present owners of these
smaller machines who, because of the low prices
at which the two cabinets are sold, are easily
persuaded to purchase a cabinet for use in con-
nection with their machines.

The “Converto” is made by the C. J. Lund-
strom Manufacturing Co., of Little Falls, N. Y,
who have for years manufactured sectional
book cases, filing cabinets, etc.

The Santa Rosa Furniture Co., Santa Rosa,
Cal,, has installed two large new music rooms
in its store on Fourth street, one for the dis-
play of pianos and the other for Edison phono-

graphs.
ATIOmER: -

"“BLUEBIRD’
TALKING MACHINES

Stand for Quality, Value and
Service

STANDARD CLEANER
Price 50 cents, list

“SIMPLEX” CLEANER
Price 15 cents, list

ness letter head only.

237 LAFAYETTE STREET

“STANDARD”
“SIMPLEX?”

Send 10 cents in stamps for a sample cleaner.
Place regular orders through your jobber.

KIRKMAN ENGINEERING CORPORATION

Successors to the Standard Gramaphone Appliance Co.

RECORD
CLEANERS

Write on your busi-

NEW YORK

i
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Bluebird, Style 200

They are made in genuine mahogany and
oak, and are beautiful in finish and design.
The motors, tone-arms, sound-boxes and
tone modulators are the best made. All
machines play all makes of disc records
without an attachment.

There are four models retailing at $50,
$85, $150 and $200, with liberal dis-

counts to dealers.

National Talking Machine

Company, Inc.
118 East 28th Street New York City
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WHOLESALE TRADE REACHES NEW MARK IN ST. LOUIS

Retailers Report Business Slightly Below Expectations With Future Prospects Excellent—Com-
paring Record and Sheet Music Prices—Large Shipments of Vocalions—Other News

St. Lours, Mo., November 6.—October appears
to have been a little below expectations of talk-
ing machine retailers but was a wonderful month
in the wholesale departments. The sales totals
for October will by no means be low for the
month, they probably will show the usual gains
but the men of the trade are setting their stand-
ards very high these days.

Already the question of sufficient machines
for the holiday trade is becoming a leading topic
and it seems that few of the dealers expect that
the orders they have placed now will see them
through. They are ordering freely of the lower-
priced machines which they have been assured
will certainly be obtainable in large quantities
with a view of planting these for exchange.

The record trade has been up to expectations,
with the popular numbers still in the lead. Re-
cently several record and music dealers have
been doing effective window display work by

showing the talking machine record, the sheet
of music and the music roll of certain popular
songs or instrumental pieces. These usually
carry in plain figures the prices of each and the
fact that often the record is not much higher
priced than the sheet music has considerable
weight with the purchaser, who might have
been inclined to think that his “music” was cost-
ing him too much. There appears to be an
inclination for the consumer to think that he is
“not being beat so bad” if the user of the old
standard sheet music has to pay nearly as much
as he and then supply his own rendition.
Manager Gordon of the Pathephone Co., has
been busy checking in new shipments of ma-
chines and he says that he is being supplied
with both machines and records very liberally.
He is signing new customers for the out-of-town
trade but says that for the present he is not
going to urge additional local dealers to take up

KANE INSTRUMENT STANDS

|

No. 594

For Victrola 1V, Columbia Meteor
and smaller machines.
Top 13%"x14%". Height 30"

Praise
Any

Home

| They Sell
| as
Easily
as

Needles

No. 595

For Victrola VI, Columbia Eclipse,
and Jewel
Top 17'x17". Height 30"

No. 596
For Columbia Favorite, Edison A-8o0.

Top 20% "x24%". Height 30"

No. 597
For Victrola VIII and IX.

Top 17%4"x207%4". Height 30"

Rubbed Finishes—DMahogany; Golden, I7eathered or Fumed Oak

The slide under the top is a ‘‘third hand’’ for changing records.
The shelf is convenient for record files.

A large stock for the holiday trade.
KANE BLIND AND SCREEN CO.,

Immediate shipments.

KANE, PENNA.

his line. The record business, especially, he
says, has taken a good hold. The French opera
numbers and the foreign band numbers are tak-
ing well.

Manager E. W. Guttenberger at Aeolian Hall,
reports excellent business for the month just
closed and he says that the outside sales staff,
which he spent the summer In building up to a
standard that almost suits him, is putting in
excellent licks. His present idea is that his
business will be limited solely by the supply of
machines. Also he is making an excellent im-
pression inside Aeolian Hall, from all appear-
ances. The entire second floor has been turned
over to the Aeolian-Vocalion department and
four extra sized machine demonstration rooms
are being remodeled there out of player-pianc
rooms.

The first of the month at Aeolian Hall was
made the occasion of a celebration over the ar-
rival of a series of expensive new machines.
One of the $600 machines was sold as soon as
it was unpacked. The $1,250 model has found
many admirers here. These machines will be
demonstrated in the long, wide corridor of the
second floor of Aeolian Hall and Mr. Gutten-
berger hopes soon to announce some informal
recitals there.

Manager Irby W. Reid of the Columbia
warerooims left as soon as he had voted for the
east, expecting to be gone two weeks on a trip
to the executive offices in New York and to the
factory. He planned to stop in Washington for
a few days, the attraction there being the home
of his parents. His trip was so timed that he
was to be present at their golden wedding anni-
versary.

Mr. Reid says that the wholesale business is
taxing the entire facilities of that department
of his organization and is growing wonderfully
in all of the industrial districts and in many agri-
cultural communities. Thé mining districts es-

pecially are clamoring for machines, while the

southern territory of the local branch, where
cotton has reached the price of twenty cents a
pound, is breaking all previous records.

Manager Magoon of the new Kieselhorst
Piano Co.. reports a very surprising business for
the last half of October, which is the entire term
for which this department has been open to the
public.

TALKING MACHINE EXPORTS

The Figures for August Presented—Exports-

Show Increase for the Month

\Washington, D. C., November 6.—In the sum-
mary of the exports and imports of the com-
merce of the United States for the month of
August, 1916 (the latest period for which it
has been compiled), which has just been issued
by the Bureau of Statistics of the Department
of Commerce and Labor, the following figures
regarding talking machines and supplies appear:

Talking machines to the number of 6,078,
valued at $155,662, were exported for August,
1916, as compared with 2,002 talking machines,
valuéd at $62,423, sent abroad in the same
month of 1915. The total exports of records
and supplies for August were valued at $112,856,
as compared with $89,419 in August, 1915. For
the eight months 37,255 talking machines were
exported, valued at $946,755 in 1916, and 17,324,
valued at $496,109, in 1915, while records and
supplies valued at $717,804 were sent abroad
during 1916, as against $496,289 in 1915.

DEMANDS GROW IN VOLUME

“The double spring motor which we recently
placed in our No. 5 machine has been the sub-

.ject of considerable praise from our dealers,”

said Hugo S. Radt, vice-president of the Won-
der Talking Machine Co., New York. “In fact
our general trade for the holiday season has
been considerably ahead of what we had antici-
pated, and we have been adding to our equip-
ment and facilities in every department. We
feel that 1917 wwill be a prosperous era for all
factors of the talking machine industry, and
we are now making plans to give our dealers
more efficient service than ever before.”

‘.ﬂ
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HARMONOLA

Close Comparison Invited

In the procession of new phonographs with
their clang of extravagant advertising, how can
the dealer form an intelligent judgment of
merit except by close comparison.

The mystery and monopoly that once at-
tended the making of Talking Machines no
longer obtains. Out of the confusion caused
by all manner of new, and mostly amateurish,
claimants must stand eventually the time-
honored principles, (a) Understanding; (b)
Skill; (c) Quality.

Cautious Development

The HARMONOLA is not an assembled
machine. I'or three years it has been slowly and
patiently evolving in its own Philadelphia fac-
tory under the painstaking genius of an expert
Phonograph Engineer, assisted by men experi-
enced n the building of Talking Machines.
Its builders do not clann any radical discoveries

Harmonola No. 28—$115.00 in acoustics or physics, but rather the perfected Harmonola No. 21—$85.00
Mahogany Calinet with compartments for application of well-tried principles. No fea- poMiahogany Cabinet with compartments for
. . X . . . - . L h; 1 1
T i iinche ture of the Harmonola is absolutely original. wider;: 2 isnc%ézsed‘fe;:r‘ . 'film},gkinsz i
H . e 8 . . o . . 1 1 t 3
W emp s, Exclugive tone arm, but every important feature is distinctive and et comusmRony e, e bagilo bl
p ’ & a lifier. Speed lator. Douhl i
:;?i?aliﬁg;'ivesgleoet%rre(gggayt: réiglgoxl'xgcl:rcsils)nar:lgd' Superlor° Zfr:ill?al%) ‘:irrive pxgitogl%glg (;r five o:xeiéligls)nann?
1 i S O can be wound while playing). it
e plinel, ALl metal The Tompkins reproducer used in the Har- g R T e

monola is a marvel of mechanical triumph. It

has a Japanese fiber disc to which a Tungsten steel stylus arm is cleverly adjusted with polished conical bearings equal
in their non-frictional resisting features to the jewel bearings of the finest timepiece. The sensitive diaphragm picks
up every particle of tone and gives a natural reproduction, free from harshness or metallic rasping. The volume,
purity and quality of tone, as well as the overtones and color tones, are unequaled by any other reproducer.

This announcement had been held in leash until after the instrument could be tested in the homes of several
hundred purchasers. Now we are able to assert with confidence that the Harmonola, in our opinion, is unequaled in
tone value and unexcelled in other points. But some Talking Machine manufacturers have made similar claims that

have not been confirmed by investigation.

Here 1s the Fairest Proof

Any dealer or would-be dealer of good business standing may order a sample line of Harmonolas at our regular
and invariable wholesale price, and these first four machines will be forwarded, prepaid, subject to being returned
within ten days, at our expense, if it should not prove that the IIARMONOLA has the purest and best tone of any
phonograph that vou have heard and affords the greatest value for the money of any machine that you have seen.

Pertinent Points About THE HARMONOLA

(1) It gives the clearest and most natural (5) It has an exceptionally good and strong
reproduction of any Talking Machine that we motor.
havze h’ie‘lalrd. . 1&% absch ¢ talli (6) The cabinet work is of the highest char-
nogsg ére 1s complete absence ot metallic  ,.ter in design, construction and finish.
(3) It plays any make of record perfectly (7) The price is only about two-thirds the
without change of equipment, price of other high-grade Talking Machines of
(4) It uses any standard needle. similar, but not equal standard.
= Harmonola No. 14—
Substitute the $55.00
: Mahogany Cabinet fur-
HarmonOla nished regularly. Size,

40% inches high, 1813
inches wide, 2014 inches
deep. Tompkins improved
reproducer. Tompkins ex-
clusive tone arm. New
combination horn, sound
chamher and amplifier.
Speed regulator. Douhle
spring, spiral drive motor
(plays three records and
can be wound while play
ing). All metal parts
nickel plated.

We are endeavoring to ac-
cumulate a surplus of Har-
monolas for December deliv-
ery. Dealers in old line

—~  machines who are unable to
obtain enough stock for
Christmas deliveries can turn

to the HARMONOLA with

)

= - o - . .
Harmonola No. 7—$27.50 the confidence that it will not
Cahinet is f_urnis;xed regularly 'i; mahogar;ly. dSize, Only ﬁll the gap, bllt “7111 g‘lVe
1L . L - . .
Tt e 64’1,:_:’3’5352,.‘: fam‘,ii;'l(: eelusive at least as good satisfaction as
to o at n, o .
anrcliear:lgl'ilﬁer. egvpeggnl"e‘gr:ﬂ;toor:'. (Boublseoggring, asx;ir?i the best machine that you are
drive motor (plays three records and can he wound 1 11
while playing). All metal parts nickel plated. lanaling.

THE HARMONOLA COMPANY

1611 CHESTNUT STREET PHILADELPHIA, PA.
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THE TRADE IN NEW YORK CITY AND VICINITY

“Best month we ever experienced,” is the con-
sensus of opinion in the local talking machine
trade when referring to October business. As
a matter of fact, October sales were ahead
of expectations, in view of the general short-
age of machines, which it had been feared
would exercise a detrimental effect on sales
totals. Such was not the case, however, and
the dealers concentrated their efforts on sell-
ing the styles of machines which they had in
stock. As a result October business was very
satisfactory to all factors of the industry.

Banner Record Business

A most gratifying feature of last month’s
business was the increased proportion of record
sales. For several months past the manufac-
turers and jobbers have pointed out to their
representatives that record business should be

e e Ee

given very careful consideration this fall, espe-
cially as the shortage of machines would con-
tinue throughout the year. ‘The great ma-
jority of dealers have heeded these suggestions,
and have found that their record sales are in-
creasing day by day. There is no doubt but
that record business next year will be the sub-
ject of extended thought and study on the
part of all dealers who are desirous of making
their business profitable in every department.
A shortage of machines is general, including
practically all styles and finishes. The record
situation is excellent, the manufacturers and
jobbers filling their orders complete as soon as
they are received.
Interesting Discussion of Record Possibilities
“October business showed a very fine in-
crease over the previous year,” said J. N. Black-

NG

MORE PROFITS FOR YOU

TO-DAY

[t is your record stock that counts.

The Victor Record Library with

its wonderful array of talent is
your greatest strength.

Y our record stock therefore, should
have your best thought and con-

stant attention.

Upon your ability to supply from
stock the records your customers
may want to hear, depends the
measure of your success.

No matter what you do you can't
get enough machines for your

needs.

But record business is unlimited.
You can get records now.

Place your orders at once and
provide against losing any record

business.

C. BRUNO & SON, Inc.

ESTABLISHED 1834
Victor Distributors to the Dealer Only

351-353 Fourth Ave.

NEW YORK

We Do Not Retail

(T R R T e

man, president of the Blackman Talking Ma-
chine Co., New York, Victor distributor. “This
has been true of every month since the start
of our new fiscal year in May, and this result
is due very largely to our efforts to increase
our recoid business through educating the deal-
er to the importance of that part of his busi-
ness. The tendency has been without doubt
to take the easiest course, and confine business
to machines, which have practically marketed
themselves, whereas, the foundation on which
any successful Victor dealer can hope to per-
manently and successfully stand is a record busi-
ness built on an adequate stock and efficient
knowledge of the catalog. I cannot impress
the importance of developing record business
too strongly, nor am I in sympathy with the
dealer who, in spite of what his competitors
show an ability to do, says ‘my case is differ-
ent.’ Probably it is different, only his inter-
pretation of the difference is not the correct
one. Otherwise, he would see the difference
and apply the remedy.”
Remarkable Cash Business

Referring to our October business, R. F.
Bolton, district manager of the Columbia
Graphophone Co., New York, said, “Our cash
receipts during October were the largest in
the history of our store. We collected more
than one-half of our September business on a
discount basis, which indicates the very pros-
perous condition of our dealers. The ILazaro
records are going very well. In fact their
sales to date have been ahead of expectations,
and there is no doubt but that the sales of
these records will increase rapidly when our
advertising campaign is in full swing.”

Featuring Recitals in Auditorium

The Edison Shop, at 473 Fifth avenue, New
York (the Phonograph Corp. of Manhattan,
proprietors), has been conducting an extensive
advertising campaign in the newspapers featur-
ing its auditorium. During an entire week
Rudolph Polk, first violinist of Walter Dam-
rosch’s New York Symphony Orchestra, ap-
peared at the Edison Shop and gave two con-
certs each aflternoon. In connection with Mr.
Polk’s playing, several famous violin selections
recorded on Edison Diamond Disc records were
played, and the audiences were enthusiastic in
their praise of these records.

A Sales Productive Campaign

Winterroth & Co., one of the leading local
piano houses with several stores in Greater
New York and nearby territory, has been con-
ducting a very successful campaign in behalf
of the Pathé line. Major E. J. Winterroth,
head of the company, has been devoting a con-
siderable part of his time to developing Pathé
business, and under his able direction the Pathé
departments in his stores have shown very
gratifyiny sal