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- THE TALKING MACHINE WOR}.D

NEBRASKA CYCLE CO. ENTERTAINS

Victor Distributor in Omaha, Neb., Provides
Dinner and Dance for Employes—Prizes for
Best Prospects—Some Pleasing Features

Oxamra, NeB, January 3.—A most enjoyable din-
ner, dance and entertainment was given by
Mickel’s Nebraska Cycle Co., to their employes
on Friday evening of last week at the Rome
Hotel here. There were about seventy people
present, all being in the employ of the firm.

The feature of the evening was thc entertain-
ment which came immediately after the banquet.
This consisted entirely of home talent and the
Viotrola was given prominence in that it was
used in the accompaniment of singers and in-
strumental soloists. Remarkable tone tests were
given by Miss Phyllis Tebbins, who sang the
“Jewel Song,” from Faust with the record by
Mme. Melba, and by Hugo Heyn, who played
“Iffa-saffa-dill,” record No. 17092, on the Xylo-
phone with Mr. Reitz's record of the same.

Master Geo. Mickel, Jr., seven-year-old son of
Geo. E. Mickel, was determined not to be out-
done by his sister Gladys, who played an excel-
lent violin solo, so he sang a song which would
have done credit to anyone twice his age. The
program also included an excellent solo dance
by Miss Nellie Green, a dialogue by Mr. and
Mrs. H. \V. Stewart, a recitation by Lafayette
Gilmore and a duet by Prince Lei Lani and Miss
Gladys Mickel, who played the ukulele.

The menus were unique in that they were in
burlesque. Even the Victor dog, which is so
familiar on the trade mark, was displaced by
a howling pup, and considerable laughter was
created by the general make up of the menus.

Cash prizes were awarded by Will E. Mickel
to the employes who turned in the most pros-
pects which resulted in sales.

This party marks the conclusion of the most
successful year in the history of the Nebraska
Cycle Co., and was the result of Geo. Mickel’s
idea that “all work and no play makes Jack a
dull boy.”

THE PHONODEIK INTERESTS
Prof. Miller’s Demonstration of Instrument
Which Photographs Vibrations of the Human
Diaphragm Interests Associated Scientists

Somewhat prosy discussions of economic and
social theories advanced at the section of the
Associated Scientists gathered at the School of
Mines, Columbia University, were diversified on
December 27, by a demonstration of the phono-
deik, a device for photographing the human
voice. It was set up and exhibited by Prof. Day-
ton C. Miller, of the Case School of Applied
Science, at Cleveland, whose interesting work

was reviewed in The World some months ago.

he Phonodeik, resembling a stereopticon, is
the only machine which can photograph and pro-
ject an image of a sound wave. The speaking or
singing voice rccords its sound waves on a sensi-
tive glass diaphragm. The white spot dancing
on the wall is the effect of the voice upon the
diaphragm, projected through revolving prisms
like a motion picture to the screen.

Prof. Miller explained that the machire pho-
tographed the vibrations of the hunin dia-
phragm which governs the volume and cadences
of the voice and projected them in th: screen
magnified 40,000 times. He then slipped a pho-
tographic negative of the voice of Carpso into
the projector and on the screen aplx:ared a
broad, varying spot of light which gyrated and
spiralled and darted about with the regularity of
a waterbug on a pool.

A Tetrazzini negative showed a delicate, fine
pencilled dancing path of light and then, by
means of a record of the Sextet from Lucia, it
was shown that the individual characteristics of
the singers could be traced in the orgy of con-
volutions of light splashing over th¢ screen.

Prof. Miller spoke the word “War” into the
machine and a confused irregular blot flashed up.
“Peace” in contrast was a regular, delicately out-
lined glow.

REPORTS UNPRECEDENTED BUSINESS

Stock of Schmelzer Arms Co. Entirely Cleaned
Out by Holiday Demands, Declares Manager
Trostler—Dealers Should Recognize Wisdom
of Placing Orders Well in Advance

Kaxsas City, Mo, January 4.—Arthur A. Trost-
ler, manager of the talking machine department
of the Schmelzer Arms Co., reports that the
business for the month of December was the
largest in the history of the house and that the
entire year of 1916 shows a phenpmenal increase
in business over 1915

“To say that we were busy during the holidays
would be to express it mildly,” stated Mr. Trost-
ler, “and when Christmas came we were cleaned
out like a whistle. The dealers bought anything
and everything just so it had the Victor trade
mark on it, and our record business was phe-
nomenal. The bright spot was that the dealers
realized the shortage ahd appreciated our po-
sition which made it a little better to bear. Itis
safc to say that when the traveling men go over
the country early in the present year, and urge
their dealers to stocl up, the dealers will be
ready to listen and will not feel that the jobbers
are trying to load them up, If we have the
good fortune to increase our business in the
same proportion during 1917 over 1916, as we
did in 1916 over 1915, we will be spoiled.”

} SEMI-ANNUAL COLUMBIA CATALOG

Of Double Disc Records Recently Sent to the
| Trade an Interestingly Arranged Volume

f The advertising department of the Columbia
Graphophone Co., New York, sent out to Co-
lumbia dealers recently its regular scmi-an-
nual catalog of Columbia double-disc records.
This catalog lists all records issued up to and
including the December supplement.

There are one or two changes in this catalog
as compared with previous editions, although,
on the whole, this publication follows out the
general form and arrangement of the Columbia
record catalogs issued the past year or so. The
Columbia Co. has received a great many letters
from its dealers throughout the country stating
that they are well pleased with the present plan
of the Columbia record catalog, and that it af-
fords their patrons maximum convenience
and service. The company has therefore re-
tained the general make-up of the most recent
editions, adding a few improvements.

The most important change in the new cat-
alog is the addition of a new division which is
termed a “classified” division. In this division
records are listed under each individual artist’s
name. This means great convenience to both
the dealer and the customer in locating records
by favorite artists. In order to keep the cat-
alog concise, instrumental artists are not in-
cluded in this section, as they can readily be
found under the instrument played. The three
grand divisions of the last catalog remain the
same; selections arranged alphabetically accord-
ing to title, the tinted section of grand opera
and concert artists, and the classified section

where records are arranged under subject heads’

according to class of music.

The cover of the new Columbia record catalog
is deserving of spécial mention, as it is one of
the most artistic covers that has made its ap-
pearance in some time. The cover is designed
to resemble leather, and the effect is carried out
so successfully that the casual observer almost
invariably belicves that the cover is made from
leather.

The December Columbia record catalog em-
bodies selections from a number of famous
artists who have becn engaged by the Columbia
Co. during the past few months. Among these
are Maria Barrientos, the famous operatic so-
prano; Hipolito Lazaro, the celebrated Spanish
tenor; Johannes Sembach, the world’s greatest
German operatic tenor; Eddy Brown, a violinist,
who has been remarkably successful on the con-
cert stage; Helen Stanley, a prominent operatic
soprano; Karl Jorn, a very successful German
lyric tenor, and many others who are at present
recording for the Columbia Co.

177 TREMONT ST.

You Can Bank on

The EASTERN
TALKING
MACHINE

COMPANY

BOSTON

Delivering records
both in quantity and kind, plus
suggestions for'the dealer’s sales
department, constitutes a service
which you can bank on in two
ways.

EASTERN
VICTOR
SERVICE

as ordered
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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

Victrola supremacy

The supremacy of the Victrola is linked with the
world’s greatest artists.

The prosperity of the music trade, the success of
Victor dealers, are the natural result of this overwhelm-
Ing supremacy.

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

Berliner Gramophone Co., Montreal, Canadian Distrihutors.

Important Notice. All Victor Talking Machines are patented and are only licensed, and with right of use with Victor
Records only. All Victor Records are patented and are Only licensed, and with nght of use on Victor Talking Machines only.
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Victor Reccrds and Vietor Machines are sci

manufacture; and their use, except with each other, is not only unauthorized, but damaging and unsatisfactory.
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lly co- ted and synchronized by our special processes of
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Victor Distributors

Albany, N. Y......,Gately-Haire Co.,

Atlanta, Ga.........Elyea-Austell Co.
Phillips & Crew Co.
Austin, Tex........The Talking Machine Co., of

Texas.
Baltimore, Md. Cohen & Hughes
E. F. Droop & Sons Co.
H. R. Eisenhrandt Sons, Inc.
Bangor, Me......... Andrews Music House Co.
Birmmingham, Ala.. Talking Machine Co.

Boston, Mass.......Qliver Ditson Co.
The Eastern Talking Machine

The M. Steinert & Sons Co.
Brookiyn, N, ¥Y.,...American Talking Mch. Co.

G. T. Williams.
Buffalo, N. X, W. D. Andrews.

Neal, Clark & Neal Co.
Burlington, Vt......American Phonograph Co.
Butte, Mont. .Orton Bros.
Chicago, fil.. ...Lyon & Healy.

Chicago Talking Machine Co.

- The Rudolph Wurlitzer Co.

Cincinnati, O........The Rudolph Wurlitzer Co.
Cleveland, O....... "The W. H. Buescher & Sons Co. |

The Collister & Sayle

The Eclipse Musical Co.
Columbus, O. The Perry B. Whitsit Co.
Datlas. Tex.. Sanger Bros.
Denver, Colo. The Hext Music Co.

The Knight-Campbell Music Co.

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

El Paso, Tex.......W. G. Walz Co.

Galveston, Tex,....Thos. Goggan & Bro.

Honolulu, T. H.....Bergstrom Music Co., Ltd.

Indianapolis, Ind...Stewart Tilkmg Machine Co.

Jacksonvilie, Fla.. Flonda Talking Machine Co,

Kansas Clty, Mo... J W. Jenkins Sons Music Co.
Schmeizer Arms Co.

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

Little Rock, Ark....O. K. Houck Piano Co.

Los Angeles, Cal...Sherman, Clay & Co.

Memphis, Tenn.. K. Houck Piano Co.

Milwaukee, Wis.. Badger Talking Machine Co.

Minneapolis, Minn.. Beckwith, O’Neill Co.

Mohlle, Ala.... Wm. H. Reynalds.

Montreal, Berliner Gramophone Co., Ltd

Nashville, ..0. K. Houck Piano_ Co

Newark, N. J...... . Price Talking Machine Co.

New Haven. Conn... Henry Horton.

New Orieans, La..., Philip Werlein, Ltd.

New York, N. Y.. .. Blackman Talking Mach. Co.

Emanuel Blout.

C. Bruno & Son, Inc.

1. Davega, Jr., Inc.

S. B, Davega Co.

Charles H. Duson & Co.

Landay Bros.,

New York Talkmg Mach. Co.

Ormes, Inc.

Silas E. Pearsall Co.

Omaha, Nebr....... A. Hospe Co.
Nebraska Cycle Co.

Peorla, Ill........... Putnam-Page Co., Inc.
Philadelphia, Pa....%oms Buehn Co., Inc.
ppe.
Penn Phonograph Co., Inc.

The Talking Machine Co.
H. A. Weymann & Son, Inc.

Pittshurgh, Pa......W. F. Frederick Piano Co.
C. C. Mellor Co.,

Ltd.
Standard Talkmg Machine Co.

Portland, Me.......Cressey & Allen, Inc.
Portland, Ore.......Sherman, Clay & Co.
Providence, R. I....J. Samuels & Bro., Inc.
Richmond, Va......The Cor]ey Co., Inc.

Ww. Moses & Co.
Rochester, N. Y.....E. J Cha ma:

The ‘l‘alkmﬁ Machme Co.
8alt Lake City, U.. Consolldate Music Co.

he John Elhou C]ark Co.

San Antonio, Tex.. Thos Gogé ros
San Francisco, Cal.Sherman, lay
Seattie, Wash. Sherman, Clay & Co
Sioux Falis, S. Talking Machme Exchange.
Spokane, Was Sherman, Clay & Co.
St. Louls, M Koerher-Brenner Music Co.
St. Paul, Milnn. ..W % Dyer & Bro.
Syracuse, N. Y. Andrews Co.
Toledo, O.. ........The Whitney & Currier.
‘Vashlnxton. D. C..Cohen & Hughes.

E. F. Droop & Sons Co.

Robt. C. Rogers Co.
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THE PULLING TEST-THE STRENGTH IS THERE

THE STRONGEST ALBUM MADE AT ANYWHERE NEAR ITS LOW PRICE

and
1312—for 12 Inch Records

Our Numbers
1310—for 10 Inch Records

PATENT APPLIED FOR

RE-INFORCED
RIVETED BACK
ALBUM

Strength at the Stress and Strain Point. Practically Unbreakable for Regular Usage.

THE WELL-KNOWN ‘‘NATIONAL” RECORD ALBUMS ARE ALWAYS THE LEADERS -

THE ONLY CONVENIENT AND SAFE WAY TO PROTECT DISC RECORDS

These Albums will pay for themselves in a short time by preserving Records.
They will fit in a library cabinet or book case, or they will lie flat on one another.

and even like books.

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.

They are made in the most substantial manner by skilled
Shall we quote prices ? :

containing 17 pockets.

For durability, finish and artistic design, our Albums have no equal.
We sell our superb Albums at big discounts to meet competition.

workmen.

When full the Albums are flat

We also make Albums

THESE ALBUMS ARE THE BEST FOR VICTOR, COLUMBIA AND ALL OTHER DISC RECORDS
NATIONAL PUBLISHING CO., 239 s. american st. PHILADELPHIA. PA.

NEW QUARTERS IN KANSAS CITY

Henley-Waite Music Co. Moves to New Ground
Floor Location—R. L. Murray Takes Charge
of Company’s Talking Machine Department

Kansas City, Mo, January 5.—The Henley-
Waite Music Co., dealers in pianos and talking
machines, has moved from its old quarters at
920 Grand avenue, to 813 Walnut street. The
company handles the Columbia and, in spite of
their unsettled condition in moving, had a very
good business. The new quarters are on the
ground floor of the building, and are well situ-
ated in the business district of the town. The
talking machine departments are being well
equipped and appointed, and will be among the
best in the town.

R. L. Muyrray, who was connected with the
Olney Music Co., in Kansas City, for thirteen
years, recently accepted a position as manager of
the talking machine department of the Henley-
Waite Music Co. Mr. Murray has been in the
music business from early manhood until now,
and has been in nearly every end of the game,
in various cities throughout the country.

The Hammond-White Manufacturing Co., of
Nyack, N. Y., has been incorporated to manu-
facture talking machines with a capitalization of

$1,000,000.

SOLD “TALKERS” BOUGHT ON TIME

A. C. Cardillo, Brooklyn, Admits Disposing of
Thirty-nine Machines Purchased on Instal-
ment Plan to New York Dealer

Before pleading guilty to secreting mort-
gaged property recently, in the Court of Special
Sessions, Albert C. Cardillo, of 901 Bay Ridge
avenue, admitted having obtained thirty-nine
phonographs on the instalment plan and having
disposed of them to a dealer in Manhattan. He
declared this man had financed him in making
the first payments on the instruments.

The specific complaint against Cardillo was
made by the firm of A. I. Namm & Son. He
got an fnstrument from them and sold it a few
weeks ago. A list of the persons from whom he
got phonographs was given by Cardillo.

Justices Salmon C. Collins and Gavin, sen-
tenced Cardillo on December 29.

BUFFALO DEALERS BANKRUPT

Burraro, N. Y., January 3.—The Messersmith
Stores, Inc., Buffalo furniture dealers, who form-
erly handled talking machines, have filed a peti-
tion in bankruptcy. They schedule debts of
$69,039 and assets of $41,727. On motion of three
of the creditors, Judge Hazel has appointed Ed-
ward L. Dolson, of Buffalo, as receiver.

and adequately.

Place Album Orders NOW!

We are in a position Lo take care of your album orders promptly
) We are offering the best values from the
most moderate-priced to the finest metal back albums.

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

NE YORK ALBUM & CARD C0., 23 Lispenard St., New York

A HUMOROUS WINDOW DISPLAY

Michaels Bros., Brooklyn, N. Y., Inject Comedy
Into Window Exhibit in Featuring Humorous
Records in the Columbia Catalog

A “Laugh” display is the appropriate title for
the artistic window display shown in the accom-
panying illustration. If ever a window was cal-

Michaels Bros. Large Display
culated to draw laughs this Columbia window
must be considered as one of the very best of
the laugh producers.
This display was used by Michaels Bros., 71
Smith street, Brooklyn, one of the leading furni-

ture houses in that section of Brooklyn. This
concern handles the Columbia line exclusively
and has made a specialty of attractive window
displays.

One of the most attractive features of this
display are the showcards, which call atten-
tion to the different artists who make humorous
records for the Columbia Co. exclusively, among
whom are Weber & Fields, Al Jolson, Bert
Williams, Frank Tinney, Nat Wills, Irene
Franklin and many others.

John H. G. Fraser has opened a talking ma-
chine exchange in the Daggett Block, Clinton,
Mass.
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Victrola 1V, $15 Victrola VI, $25 Victrola VIII, $40 Victrola IX,. $50
Oak Oak Oak Mahogany or oak

Victrola supremacy
1s universally acknowledged

The Victrola has time and time again dem-
onstrated its supremacy in the great things it has
actually accomplished.

And with genuine Victrolas from $15 to $400
it is easy for every Victor dealer to reap all the
advantages that come with such supremacy.

“HIS MASTERS VOICE”
StUs s

Victor Talking Machine Co., Camden, N. J.,, u. s. A.

Berliner Gramophone Co., Montreal, Canadian Distributors

Important Notice. All Victor Talking Machines are patented and are only licensed, and with nght of use with Victor
Records only. All Victor Records are patented and are only licensed, and with right of use on Victor Talking Machines only.
Victor Records and Victor Machines are scientifically co-ordinated and synchronized by our special processes of
manufacture; and their use, except with each other, is not only unauthorized, but damaging and unsatisfactory.

. Victrola XVI, $200
Victrola X, $75 Victrola XI, $100 Victrola X1V, $150 Sl b .,“;;f At

Mahogany or oak Mahogany or oak Mahogany or oak Mahogany or oak
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'NEW YORK, JANUARY 15, 1917

INETEEN SEVENTEEN opens with the brightest prospects

for the talking machine industry. The past twelve months have
witnessed a steadv growth in output and prestige, with a steadily in-
creasing appreciation of the great part which the talking machine is
bound to play in the musical education of the American people.
To-day the talking machine is recognized as a standard musical in-
struntent, and has obtained a position of eminence, not alone as a
musical and educational factor in the home, but in the schools and
wherever music is playing a part in uplifting humanity'.

The business situation to-day is full of opportunities. Every
avenue of trade is feeling the inspiring touch of the times, and it is
up to the talking machine men to make the most of the great possi-
bilities which face them.

The new year is bound to unfold many problems which will re-
quire broad gauge treatment in their clucidation. The abnormal
prosperity of the United States is creating a condition which may
compel a readjustment, of our ideas concerning our present business
methods, and may make necessary a complete re-education, as it
were, particularly from the standpoint of values.

Costs in all lines of manufacture are steadily ascending, and
we may as well make up our minds that we will have to pay more
for everything during the year just opened. In this connection it
must be borne in mind that while the costs of all kinds of materials
have gone up, the prices of talking machines, both wholesale and
retail, have not been advanced during the present year. - \Whether
this condition will continue during 1917 is problematical.

That the new year will not only cqual but eclipse the one just
closed is a safe prediction. Meanwhile, it must be admitted that
1916 marked the high water mark in output of talking machines in
this country. Trade during the year, and particularly during the
holiday season, was unprecedented; and this, in a large measure,
was due to the great campaign of publicity carried on by the leading
manufacturers.

HE tremendous development of the talking machine business in

this country has been due chiefly to the scope and character of
.the advertising indulged in by the talking macline manufacturers,
backed of course by the production of products of conceded merit.
It is doubtful if in any trade of equal size there is spent such a vast
amount of money for advertising in gencral magazines and daily
newspapers, and through other mediwms calculated to impress the
reader, and Dring about actual business to the retailer, as in the
talking machine industry.

There has been, and always will be competition in the talking
machine field—competition steadily growing in view of the many
new trade entrants. In the past this competition has not affected
the character or quality of advertising. Various manufacturers
pushed their own lines, naturally, but they contented themselves
with pointing out the good features of their respective products;
the quality of tone produced by their machines; the famous artists
employed to record for them, and the thousand and one other details
that make good selling and publicity talks. This volume of advertis-
ing not only brought business that taxed the facilities of each manu-
facturer, but in addition served to develop and increase interest in
the talking machine industry in its entirety. It was, and is, a sound
basis to build on.

Within a recent period, however, there appears to be an inclina-
tion to slide from grace in the matter of advertising—an inclination
to indulge in a species of “knocking.” Space has been devoted to
casting slurs on the other fellow’s product instead of using the same
space to call attention to some dominant feature of the product being
advertised. Some retailers and even some manufacturers, too, have
been equally to blame in putting forth this sort of publicity. Some
of it has probably been the result of a preconceived plan; some, on
the other hand, has apparently been designed on impulse.

O those of us who have witnessed the amazing growth of the

talking machine business, along the most dignified lines—its de-
velopment from a point where the talking machine was regarded as a
toy for children and as a nuisance by the neighbors to a position
where the instrument now is recognized as a dominant factor in
present-day music—it is not pleasant to see commendable traditions
thus cast aside. If an industry can develop as the talking machine
industry has developed during the past two decades by adhering to
clean advertising policies which appeal to the higher instincts of all
who love the best in music, it would seem that the doctrine of clean
advertising should be so well established that no argument would be
necessary to insure its maintenance.

There has not been a year recently when the demand for talking
machines and records of all kinds has not swamped the factories,
and been considerably in excess of the output. In short, there has
been plenty of business for everyone, without recourse to question-
able methods.

Misleading utterances appeal only to those who do not take the
trouble to investigate. Intelligent persons—people who think—easily
discover the discrepancies and thus realize the weak position of those
who overstate or misrepresent their products. The manufacturer
with a product that he has confidence in—a product that is sure to
give satisfaction to the dealer who sells it, and the public who buys
it—should, if he applies the proper methods, have so many true
things to say about his own machines that he will have no time to
conjure up tales reflecting on the products of his competitor.

ERSISTENT “knocking™ in advertising, or other publicity

“‘copy,” is more often calculated to bring to the mind of the reader
the idea that the product.being “knocked” is in possession of some-
thing that is causing the competitor alarm-—either it is more popular
or has a better value, or gives more general satisfaction. When an
investigation proves that the knocking consists of misstatements,
such a discovery will offset the effect of hundreds of dollars spent
in advertising of the proper sort. .

There is such a thing as fair comparison, because comparison
is the process which differentiates good from bad. Every business
man has the right and privilege to place his product at the side of
his competitor's product either literally, or through the medium of
the written word. Every dealer is justified in applying the prin-
ciple of “let the buyer judge,” because if the product is right there
should not be undue effort required on the part of the public to
make the test. Meanwhile, comparison which consists in misrepre-
sentation is not only uncthical but is absolutely unjustified.

The worst result of misstating facts about competing merchan-
dise is that it destroys all standards of value in the public mind, and
seriously damages the industry as a whole. There is, in truth, no
such thing as climbing up by pulling the other fellow down.

The talking machine industry is so full of possibilities; has so
bright a future that to undermine public confidence by indulging in
“knocking” tactics on the part of anyone, simply means creating a
new version of the fable of killing the goose that laid the golden egg.
No concern is too small, or none too big, to give proper atteution to
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the character of its advertising. Although all may be competitors,
they are nevertheless all members of one big industry, and the
growth of that industry, added to individual efforts and to millions
of dollars in the aggregate for advertising, means the growth of
every factor in it.

In an industry so young and so promising, and for the most
part free from taint, as the talking machine business, there is an
opportunity offered for clean business in the future that should not
be permitted to be killed through any narrow-minded conception of
so-called enterprise.

OR years it has been held that the easiest solution of the talking

machine shortage at holiday times, as far as the dealer is con-
cerned, is to save a sale by loaning the purchaser a model machine
other than that desired for temporary use, replacing it with the de-
sired model when the new stock comes in. It has comne out, however,
that there have been occasions when a $25 or $30 model was sent out
as a temporary substitute for a more expensive machine and satis-
fied the purchaser so well that he did not want the costlier model.
A dealer out West has beaten this game by sending out machines of
greater value than the type ordered, and in such a case there is no
chance of unprofitable dissatisfaction. 1f the purchaser likes the
substitute machine better than the model ordered it costs him more
to keep it, as some of them do. If they still desire a certain medium
priced model and insist on returning the higher priced substitute
there is no harm done and the original sale is saved anyhow. A lit-
tle tip like this may save some dollars in profit to the talking machine
dealers if they remember it when stocks are not complete.
BY the big business man, the man who is thoroughly apprecia-

tive of modern business conditions and what they entail, the
trade paper properly conducted is regarded with appreciation for
the service that it gives to the industry. It is recognized as a
constructive force—a force that not only serves to weld together
the interests of the trade, but frequently steps out ahead and
points the way.

A prominent man close to the business of the country
recently declared, and his views are worth far more than passing
consideration: ‘“The trade paper has a mission and a great one.
Any publication which tends to make men deal more squarely
with their fellow-men; which tends to cut out unfair competi-
tion, and which tends to a greater degree of consideration for the
humbler ones (who, after all, do so much to build up any branch
of business) must, of necessity, become a great, broad, construc-
tive force. The trade paper of this kind is founded on a rock.

“And this brings us to the thought which puts in a nutshell
the answer to the question, How to make a more practical force
out of the trade paper? That thought is: Leadership. The busi-
ness men of this country need leaders. They really desire to be
shown. At least, the more progressive ones do. And the back-

ward man today may be a progressive tomorrow. Then he will
adopt the ideas which today he looks upon as so progressive and
so radical. If he doesn’t adopt them, he’ll go out of business, and
you won’t have to bother with him.

“Most business men want to be shown, because they are so
tied up in their own affairs that they naturally have no time to
look up from their desk, or their counter, or from their machinery
to see what is developing. As I said before, it is the province of
the trade paper to scan the distant horizon, see what the develop-
ments are going to be and help its readers prepare for them.’

HE business world is entering the New Year with a con-

siderable degree of uneasiness regarding the effect on American
industry of the cessation of the war in Europe. The notion pre-
vails that when the warring countries lay down their arms they
will enter into a battle for commercial supremacy, and in order
to get back the great stores of gold which we now possess, will
flood the United States with manufactured products that will
endanger our commercial standing, not only at home, but also in
foreign fields.

Leading authorities do not agree with this pessimistic out-
look, but rather hold that the demand for American products
will be so great in the upbuilding of Europe that our trade bal-
ance will not be as greatly disturbed as some of the croakers
seem to think.

How much we may accomplish in retaining the foreign trade
we have acquired and in building up from that by helping restora-
tion and development on the part of those with whom the bulk
of any extensive or profitable trade must be carried on, is the
real problem.

We shall have the capital; to a great extent we shall have
the facilities and the material, or may acquire them; but shall
we be able to exhibit the efficiency and economy in their use that
will enable us to cope with others on advantageous terms?

We shall be in no immediate danger of being “flooded” with
foreign products or hard pushed by foreign competition; in fact
for some time we shall find restricted markets where our best
customers have been and are yet to be. As those customers
recover ground and regain their activity in industry and com-
merce, with depleted capital and labor force, they will do their
utmost to accomplish more than ever at less cost, under the
burden they will have to bear.

Will Americans, without going through such an experience
and after having been relieved from competitive pressure for a
time, rise to the emergency and make such use of their resources
and advantages as to hold their full share of foreign trade as it
gradually recovers its volume and proceeds to increase?

What will be needed then is something different from what
we have been going through for two years or have immediately
before us now.

Paying Dividends

Victor Dealers will have an exceptional opportunity to maintain their record departments
on a dividend paying basis in 1917. Victor factory facilities practically insure 100 per cent.
efficiency in Victor Record business the coming year.

Pearsall Victor
Record Service

During 1917 will aim to give Victor dealers every assistance and co-operation in developing their

record business.
our dealers to make 1917 their banner year.

We are planning to ship orders the day they are received and in every way enable

Why not try Pearsall service this month?

SILAS E. PEARSALL CO., usiiaoioss, 18 W. 46th St., NEW YORK
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KANSAS CITY HOLIDAY TRADE A “JOY FOREVER”

Publicity, Window Displays and Hustle Bring Gratifying Business Results—Everyone Highly
Pleased at Results Achieved—New Building for Schmelzer Arms Co.—News of Month

Kansas Crry, Mo, January 5.—Kansas City's
talking machine business during the holidays
was certainly a “joy forever,” according to the
reports of the dealers of the town. A number
of the dealers advertised extensively through
the medium of the local newspapers, and nearly
all had their display windows well decorated in
Christmas style. The trouble was not in sell-
ing the talking machines, once .they were re-
ceived, but in getting shipments from the fac-
tories. There seems to be a general scarcity
of all makes in Kansas City, the Christmas trade
apparently cleaning out nearly all the large deal-
ers of the city. Many of the talking machine
shops and departments added extra help to
care for the season’s business. The $100 ma-
chine seemed to have the greatest call.

F. X. Regan, of Thos. Goggan & Bro, at
Galveston, Tex., spent a day in Kansas City re-
cently on his way East.

The- talking machine trade at the Peck Dry
Goods Co. this past Christmas season was the
largest in the history of the department.

K. R. Dudley, an enterprising druggist at 3500
Woodland avenue, has been carrying a line of
Victrolas for the past several years, and had a
nice business in them during the past month.

Burton J. Pearce, manager of the Victrola de-
partment of the J. W. Jenkins’ Sons Music Co,,
is on a two weeks’ trip to the East, where he
will visit the factory at Camden. He will also
attend the meeting of the executive committee
of the National Association of Talking Machine
Jobbers at Washington, D. C.

Mr. Pearce was highly pleased with the busi-
ness for the Christmas season. His stock of
machines is entirely cleaned out in all the stand-
ard lines, and the Christmas trade was greatly
hampered by the lack of machines. “The de-
partment is badly crowded for room,” said Mr.
Pearce, “and we are all anxious to get into our
new quarters.” The company has bought prop-

erty on which to erect a new building, but it
will be over a year before the building is likely
to be built.

Q. C. Junkins, the new manager of the E. E.
Trower Music Co., which handles the Pathé ma-
chine, has lined up with the work, and had
a very good Christmas business.

M. M. Blackman made a pronounced hit with
the Kansas City Advertising Club twice the
last two weeks, with tone tests, and Edison
concerts. He put on a fine program, Mrs.
Forbes giving the tone test on the violin, him-
self and Miss Cutler singing duets to Edison
instrumental accompaniments, at a regular meet-
ing of the club. They liked it so well, that they
had him do the same at their annual Christmas
banquet. On this occasion, incidentally, Mr.
Blackman gave as a prize, a first payment on an
Edison—and he received, in the awarding, thirty
free lessons on the cornet!

E. E. McMurtry, manager of the local Co-
lumbia office, has had a series of conferences
during the first of the year with his salesmen,
Thomas Devine, O. F. Winship and H. J. Ivey,
going over policies and methods, and talking
ol the helps that are planned for dealers.

The Columbia branch in this city has been
especially serviceable to dealers the last holi-
day season, with respect to advertising. Most
of its display advertising has been general, but
much also was specific in that it was co-opera-
tive with the various dealers. It is worthy ot
mention that the Columbia’s local retail store
was not exploited in this advertising—yet at
that this store showed a nice gain over last
year in business. The store is located in the
heart of the retail district, and thousands ot
people pass it daily. It is maintained, how-
ever, apparently, chiefly to give this much added
impression to the public of the Columbia name,
the window displays being very effective.

M. M. Blackman, manager of the Edison Shop

and manager of this territory for the Edison
Co., is eager to see the success of the talking
machine department to be added this year to
the merchants’ short course at Kansas State
University at Lawrence, Kan. He declares that
every dealer and salesman, regardless of the
kind of machine he handles, should attend these
meetings, and it will be the best thing they do
during the year. There will be daily divisional
sessions.

Butler & Son, of this city, have had a large
increase in business, which is directly traceable
chiefly to their personal service to customers
and prospects.

Harry B. Bibb, for the past eighteen months
manager of the Victrola department at the
Jones Store Co., has returned to the Schmelzer
Arms Co. as manager of its retail Victrola de-
partment. Mr. Bibb started with talking machines
while on the road for Ross P. Curtice, of Lin-
coln, Neb., coming to Schmelzer’s in 1912. He
has been largely used for establishing retail Vic-
trola departments. He was sent to Texas to in-
stall such departments for the Field-Lippman Co.,
at Dallas, Ft. Worth and San Antonio. He re-
turned thence to Schmelzer’s for two years, ane¢
then went to Jones’ to build up its Victrola de-
partment, in which work he was successful.

The Edison travelers held recently a series
of get-together meetings here, with M. M. Black-
man, manager, going over the plans for the new
year. There were present C. T. Crawford,
Clarence Smith and W. M. Hinde. On the night
of the 23rd there was a general meeting of the
Kansas City organization, at which gifts were
distributed to employes gauged by the time they
bad been in the service, ranging from gold pins
to ducks and candy.

The Schmelzer Arms Co. will occupy, prob-
ably in March, a new building erected for it, ad-
joining its large structure on Grand avenue.
The building is three stories, and probably will
house the Victrola department of the company.

The talking machine department of the Wun-
derlich Piano Co. reports a very .successful sea-
son this year.

Victor Dealers New Year’s Resolutions

No. 1

To anticipate further in advance my requirements in
' Records and Victrolas.

No. 2

To mail all my orders promptly to the oldest Victor
Distributers in the Southwest.

Schmelzet (ims et

KANSAS CITY, MO.

Distributers for Victor Talking Machine Co.
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and your capital.

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

The more you realize that in the future of this
industry the best results are yet to come, the more
freely you must admit that the Columbia is the line
best worth the invesiment of your time, your energy
(Printing this every little while.
"Proving it all the time.)

Columbia Graphophone Co.
Woolworth Building, New York

CLEVELAND TRADE ADVOCATES INTEREST ;ON TIME SALES

Holiday Business of Unprecedented Proportions—Shortage of Needles Aggravating—Meier &
Sons' New Store—Talkers for Board of Education—Eclipse Musical Co.’s Attractive Window

CLevELAND, O., January 4.—Clevelanders are
lending their co-operation to a movement that
is calculated to bring from talking machine
manufacturers inclination to force retail dealers
to charge at least 6 per cent. interest on ma-
chine payments when those payments are spread
over a long period of time. Assistance for this
plan was urged at the December gathering of
the Cleveland Music Trades Association at Hotel
Olmsted. Wade H. Poling, of the Cleveland
Piano Co., and Harlan Hart, of the Hart Piano
Co., both Victor retailers, pointed to the fact that
practically all piano houses charge interest on
long-time payments on pianos and players. Fre-
quently, it was stated, the purchaser of a talk-_
ing machine inquires of the dealer: “What dis-
count can I get for cash?” a query bringing the
almost inevitable reply, “None.” Without aid
of the manufacturers, it was asserted, the in-
terest charge plan cannot be successfully
worked out.

Description of the holiday trade here is use-
less. Talking machine dealers, of course, did
the greatest business ever put down on their
books. It was a business limited only by dif-
ficulty in getting sufficient instruments to sup-
ply the demand. To tell the truth and be un-
diplomatic, the talking machine sales were so
far ahead of thosc of pianos and players that
piano dealers were found complaining, despite
the fact that they too did a record business.

December saw the widest use of newspaper
publicity that local tatking machine dealers have
ever known. A notable feature of this was that

music houses were using just as generous space
for talking machines as they were for pianos.
With two exceptions every advertising furniture
house in the city was using space for the push-
ing of machine sales. The Royal Furniture Co.’s
new East Ninth street store window contained
the most attractive holiday Columbia display,
which may seem a broad statement considering
the many beautiful windows December brought.
The Eclipse Musical Co.’s Victor Christmas tree
window was another gem.

Local dealers were troubled throughout De-
cember by an aggravated shortage in talking
machine needles. On the 15th of the month one
dealer reported that he was unable to buy a

single pack of needles in town. Softness of
needle steel was the explanation given for the
shortage.

L. Meier & Sons, pioneer West Side Victor
dealers, on December 15, 16 and 18 jointly cele-
brated the opening of their beautiful new Clark
avenue S. \W. store and the twentieth anniver-
sary of the firm’s establishment. Concerts were
held each evening of the celebration. Tasty
calendars were presented to visitors. The new
store contains ten record demonstration rooms.

Cleveland dealers have learned that to sell a
talking machine to the Board of Education they
must bid for the privilege. The board recently
voted $100 be expended for the replacement of a
Victrola and records stolen from the Mound
School last summer. Director of Reference and
Research C. W. Sutton discovered the purchase
could not be made without request for bids.

THE SONORA DISPLAY BY THE SEA

Attractive Window Display of Atlantic City
Agency Receives Favorable Comment

AtLanTic City, N. J, Janvary 4.—A. E. Jardine,
local agent for the Sonora phonograph, with an
attractive store at 711 Boardwalk, is being con-
gratulated upon the success of his holiday win-
dow display, which not only drew the attention
of the crowds, but also brought considerable
actual business. The window was decorated
elaborately with blue and white Sonora signs
with a big Sonora phonograph displayed in the
back. The feature, however, was a beautiful
Christmas tree elaborately trimmed with glass
birds of various hues, each containing a small
clectric light. The birds were kept lit constantly
during the evening hours and at regular intervals

there was a flash of white lights in the tree. The
display was commented upon in a front-page
story in one of the local papers, under the cap-
tion, “Sonora Shop Is in Dress for Christmas.”

MUSIC THROUGH THE AIR

Talking machine music by wireless is now
becoming a popular fad. It is said that the
De Forest Wireless Co. of New York enter-
tains quite a host of people with music by
wireless certain evenings of the week, while in
San Francisco recently a talking machine con-
cert on the roof of the Fairmount Hotel was
enjoyed by passengers aboard the Steamer “City
of Para” when four miles out at sea. The trans-
mission in this instance was by wireless tele-
phone on the hotel and the steamer’s radial
equipment.

—_——
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THESE

ARE THE HARVEST DAYS FOR

VICTOR RECORD SALES

YOU WILL NEED THE VERY BEST ATTENTION OBTAINABLE
SEND US YOUR ORDERS —WE GUARANTEE SATISFACTION

ECLIPSE MUSICAL CO., Distributors

CLEVELAND

VICTOR
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HESE NEW EDISON :
instruments are equipped 1
with electric motors, electric |
i

automatic stops and complete
electric lighting systems, thus
combining the historic design
of the cabinets themselves
with the most modern and
convenient equipment.

Frenca GorHIC

(OAK) 7 feet long and 7 feet 1 inch high

Reproduced from a celebrated cabinet of the reign of
Louis X11,now the property of the French Government

7%

o ]

=T

Frencr GotHIC
(OAK)

4 feet 6 inches long and 4 feet high
XV Century, with skillfut
restraint of flamboyant
Gothic conception

EL1zABETHAN i
(OAK) ¢ fect long and 3 feet 8 inches high 4 __;._~v_,ftj:._ - fft—f._
Reproduced from an old English court cupboard Frence GorHIC

(OAK) 7 feet 6 inches long and 6 feet 3 inches high

Very early XVI Century, illustrating the parchment panel in its hest forn
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HISTORIC CAB]MTS $ 0,000 « and down

MUSIC'S RE~CREATION IN HAND MADE CABINETS
REPRODUCED FROM OLD WORLD MASTERPIECES FOR

Ihe NEW EDISON

“the lbfzonogr&bk with a soul”

HOMAS A. EDISON’S genius and $3,000,000 of his
money, courageously spent in research work, have recently
given to the world an instrument which literally Re-creates

all forms of music. To prove that this is true, Marie Rappold,
Anna Case, Arthur Middleton and eighteen other great artists
have stood beside this new invention and sung in direct comparison
with its Re-Creation of their voices. Three hundred thousand
music lovers have heard these astonishing tests and they, as well
as the music critics of nearly three hundred of America’s principal
newspapers, concede without reservation or qualification that the
New Edison’s Re-Creation of an artist’s voice cannot be detected
from the original. Instrumentalists have made similar tests with
similar results. Edison has accomplished the miracle of Music’s
Re-Creation.

It is not surprising that there should be a demand for cabinets

as much superior, in a turniture sense, to familiar kinds of talking
machine cabinets as the New Edison is superior, in a musical sense,
to all other devices for the reproduction of musical sounds. A
competition was held among designers and two master craftsmen
were selected, who have produced what are not alone the finest
phonograph cabinets in the world, but also deserve to take place
with the finest furniture of any description to be found in America.
The illustrations on these pages give but a faint idea of these won-
derful cases. Licensed dealers will show you large prints in colors.

In addition to the historic hand made cabinets pictured on these -
pages the New Edison is supplied in other period models at $100
to $375. There is no Edison cabinet which will not appeal to
sophisticated taste, and there is an artistic type for every setting,
You will oblige us if you will write for a booklet depicting the less
expensive models in colors.

MR. EDISON REQUIRES THAT WE MAKE THE FOLLOWING ANNOUNCEMENT :

“Those who are concerned solely in obtaining the best musical
result- need not pay more than $250, as the Official Laboratory
Model, which sells at 3250, is equal in a musical sense to the most

expensive models. It is in fact the model we have used in the
public comparisons at Carnegie Hall and elsewhere between the
living voice and our Re-Creation of it.”’

IF INTERESTED IN THE TESTS TO WHICH MR. EDISON REFERS, PLEASE WRITE US FOR THE BOOKLET «WHAT THE CRITICS §4Y”

Please do not ask an Edison dealer to sell you Edison Re-Creations if you intend to attempt to play them on any other instrument than
the New Edison. No other instrument can bring out the true musical quality of Edison Re-Creations. Furthermore, injury to the
records is likely to result if you attempt to play them on an ordinary phonograph or talking machine.

THOMAS A. EDISON, Ixc.

279 Lakeside Avenue, ORANGE, N. J.

ENGLISH
(MAHOGANY)
4 feet & inches long ahd 3 feet
4 inches high
Contains hand painted
decorations character-
istic of the latter half
of the XVIII Century

) l\ % N 15 7
[r4L14N 8 )N
(WALNUT) CI:'W

4 feet 10 inches long and 3 feet
2 inches high
Expresses authentically the
adormment characteristic
of Italian Renaissance

xviii CENTURY

QD cime of Queen Anme.  Decorated

o SHERATON
oy y (MAHOGANY)
g E 5 feet long and 3 feet
e 4 inches high
e F’— 3 Reproduced from
= Z an old Shkeraton
- ” . .
o - & piece, and typical of
\ RN
T o5 iz the best work of the
great Sheraton
(3 >
O i
i
3
QUEEN ANNE = -
(WALNUT) v & = 3
5 feet 8 inches long and 3 teet
2 inches high

Typical commode _formation of the

<vith Chinese motifs, a form of
embellishment much in favor at
that time
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THE TRADE IN BOSTON AND NEW ENGLAND

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

BostoN, Mass., January 6.—There is only one
story to be told of the 1916 business. Locally
it has been phenomenal, and what may be said
of Greater Boston and even New England deal-
ers say is undoubtedly true of the country at
large. One sometimes wonders where the busi-
ness will end, what further growth propor-
tionally one could reasonably expect. But still
the growth keeps on. The cry hereabouts is
that the dealers see to it that they get in their
orders early right through the year, and when
the middle of 1917 is reached the cry will be
for dealers to get in their orders immediately
for the holidays. Fortunately the constant re-
minders through this department in previous
years bore fruit this past season and dealers,
thanks to a commendable foresight were not
quite so hard pushed for machines and records
as in previous years.

Ditson Bonuses for Employes

The Victor department of the Oliver Ditson
Co. was one of those progressive concerns that
did a tremendously increased business; and the
satisfaction that possessed the patrons of this
establishiment was worth all the trouble and time
that the salesmen expended. The Ditson Co.,
anxious to show its appreciation of the hard and
conscientious work of its salesmen gave them
as a Christmas present a bonus on their year's
business, which amounted to 10 per cent. so
that Victor salesmen were made extremely hap-
py at the end of 1916. The new building of the
Ditson Co. is making progress, though the
casual observer might not be able to see what
is being done stage by stage. The excavation
and preparation for the foundations is one of
the most important and slowest of processes in
modern building construction, and it is this that
the workmen are now engaged upon. Once the
foundations are in the structure will move up-
ward rapidly.

Columbia Employes Share in Profits

The Boston office of the Columbia Grapho-
phone Co. along with other offices of the com-
pany in other parts of the country shared hand-
somely in the year’s business, for they all re-
ceived an average of a one per cent. bonus on
their year’s business. In the card which the
company sent out it was stated that “the bonus
system will continue as long as all conditions
justify it,” which means that it will continue
for a long time to come. Many employes re-
ceived actually a bonus of 15 per cent., that is

those receiving $20 a week or less; while those
receiving more than $20 and not exceeding $50
got 10 per cent., and those receiving more than
$50, and not excecding $60 a 5 per cent. bonus.
This year $4,000 in all was distributed, and it is
of interest that while this year’s bonus. was
worked out on a $400,000 increase in business
last year’s was worked out on an increase of
something over '$200,000, when a 2 per cent.
bonus was allowed. The generosity of the Co-
lumbia Co. is highly appreciated by all em-
ployes. In the Boston office they have worked
like Trojans all the year, always with an eye to
the best interests of the company which the
employes represent, and this is due in large de-
gree to the high regard in which Manager
Arthur Erisman is held by all those who are in
his employ.
Erisman To Be Entertained at Dinner

‘This fine feeling among employes for em-
ployer in the case of this particular establish-
ment is to be given material evidence next week
for the men and women (don’t forget the latter
for they form an important part in the great Co-
lumbia unit here in Boston, at any rate) are to
enjoy a dinner, It will be served at the Quincy
House, probably, and according to present ar-
rangements, Arthur Erisman, who will be the
guest of honor, will be presented with some
suitable gift in appreciation of all he has done
for his fellow employes. This gift, according
to present plans, will take the shape of a golf-
ing outfit. This would be most apropos as
friend Erisman is fond of golfing.

Eastern Co.’s Great Business

The Eastern Talking Machine Co.'s experi-
ence during the holidays was just the same as
all the other jobbers and dealers along the line.
Before Christmas the, warerooms were full and
every clerk was busy attending to the wants
of customers. This is equally true of the retail
and wholesale departments. A visitor to the
warerooms lately has been Morton Harvey,
who makes records for the Victor Co. He was
filling an engagement at Keith’s Theatre and
was made to feel at home every time he dropped
into the Eastern warerooms.

Dictaphone Men Visiting New York

Manager Carrington, of the Dictaphone de-
partment of the Columbia Co., with several of
his staff. went over to New York a short time
ago as the guests of the Columbia management.
For the past two years the company has offered

a prize of a five days’ trip to New York to the
Dictaphone men who make the highest record
in sales during the year, and the men returned
to Boston filled with a new sense of loyalty
for the house which can treat them so royally.
One of the local men, Fred Hornsby, is what is
known as a twelve point man, which means that
Hornsby has decidedly made good in the mat-
ter of sales. This is the second time he has
enjoyed one of these trips to the Metropolis.
Phenomenal Edison Business

The local business done by thé Thomas A.
Edison Co., through the jobbing house of the
Pardee-Ellenberger Co. was simply phenomenal
according to Manager Silliman, who predicts a
remarkable year for the company during the
next twelve months. All the traveling men who
make the Boston offices their headquarters have
on their lists a great number of dealers who in
turn are possessed of a renewed eagerness to
push for new prospects.

Movements of Columbia Men

Here are some interesting items of local news
pertaining to the Columbia Co.: Manager R. F.
Bolton, of the New York offices of the company,
has been in town and left to-night for New York,
accompanied by Manager Arthur Erisman, of
the Boston warerooms; Manager McShane, of
the advertising department of the company, was
over in Boston for a few days’ visit; Billy Ells-
ler, of the retail staff, is spending the Christ-
mas holidays with his family at Nutting, N. Y.;
Manager Erisman and his wife spent the Christ-
mas holidays over in Washington and Phila-
delphia, visiting both Mr. and Mrs. Erisman’s
families; John Harlow, of North Easton, form-
erly in the talking machine business at Bridge-
port, Conn.,, is now one of the local salesmen at
the Boston offices; H. F. Dolan, of Atlantic, has
been added to the local staff of the company;
Fred Ballou, who formerly was a floor man
has now gone on the outside for the company;
Clyde Skinner, formerly of the Columbia offices,
who is now in Portland, Me., paid the Columbia
boys a pleasant visit a week ago.

Harvey Warerooms Attractively Decorated

The Victor and Edison warerooms of the C.
C. Harvey Co., in Boylston street, enjoyed a
most prosperous season preceding Christmas,
and those who patronized this place for their
record gifts found the warerooms beautifully
decorated with ropes of laurel festooned about
the walls and ceiling. There was a genuinely

BOSTON

“Exclusively”

EDISON

NEW HAVEN

PARDEE-ELLENBERGER

HE Edison Diamond Disc Agency is the greatand
popular year-round resort for dealers who seek to
sell a quality instrument and thereby build for their
house a quality reputation.
Edison behind it” will have, during 1917, a BIG sell-

ing momentum, uniquely and entirely its own.

“The Phonograph with
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festive atmosphere to the place, and Manager
Francis T. White and his staff of salesmen were
kept very busy up to the eve of Christmas.
Manager White remarks that the new year has
made a surprisingly good start.
Making Up for Lost Sleep

Manager Ralph W. Longfellow, of the Edison
and Victor departments of Chickering & Sons,
says he is just beginning to make up the sleep
he lost incident to the Christmas rush. Mr.
Longfellow is pleasantly anticipating a visit
from his brother, Wilbur W. Longfellow, who
formerly was with the Chickering house, but
went to New Haven, Conn., where he is in
charge of the warerooms of the Pardee-Ellen-
berger Co. at that place.

Closed Excellent Holiday Business

The Victor warerooms at the A. M. Hume
Music Co., in Boylston street, found themselves
quite ready for the holiday rush, and Manager
Warren Batchelder was more than gratified at
the business that was done. This was in part
dué to the fact that the large show window
and rooms were tastefully furnished with at-
tractive types of instruments. Manager Batch-
elder has the sympathy of his many friends in

the death of his mother, Mrs. William F. Batch-
elder, of Somerville. She had made her home in
that city for a number of years.
Reports Many Sales of High Priced Machines

Many high priced sales of the Aeolian-
Vocalion were reported by Manager Hibshman,
of the Vocalion Co.,, whose warerooms, at 190
Boylston street, contain many exclusive styles
of machines. Now that the changes and im-
provements in the building have been completely
finished, the house is finding a great many new
patrons. Arnold Feldman, head of the staff of
salesmen, has gone to Little Falls, N. Y., to
spend a week with his family.

Rosen Expands Business

Harry Rosen, who entered the talking machine
business on the upper floor of 3 School street,
this city, about nine years ago, occupying a
space of less than 600 square fect, has an-
nounced that his latest move in the line of ex-
pansion has resulted in his occupying two new
stores on the street floor of 11 and 1la School
street, to be the main entrance after January 15,
thus connecting with his present salesroom up-
stairs. All told, Mr. Rosen now occupies 4,000
square fcet of floor space spread over four floors

THE MUSIC OF SALESMANSHIP

Original Demonstration of the Art of Selling
and the Qualities Necessary Therefore Given
at Motor Co. Banquet in Boston

Boston, Mass., January 8.~—Musical salesman-
ship is a new idea in business, and as used as
a test of efficiency was tried out to-night to
good cffcct at a banquet at the Boston City
Club of the Hcnshaw Motor Co., Dodge
Brothers dealers. One might properly call this
feature oi the cntertainment under the title of
“Are You in Tune With Your Job?” Whether
this clever “stunt” ever was pulled oft before
is a question, but certain it is that no one
around herc had ever sat through anything quite
S0 uniqgue.

Scveral kinds of instruments were used to
demonstrate the points that it was desired to
send heme. As illustrating a certain type of
salesman there was a talking machine suggesting
canned salcsmanship, and it was intended that
this should be especially pertinent to those
who spend most of their time letter writing or
talking through the mouthpiece oi the telephoue
Then to make the demonstration more citective
the Victor—the machine used was the onc
that a Boston dealer presented to the City Club
when the new club house was opencd—played
the well-known Lauder record, “I Hate to Ge
Up in the Morning.”

An accompanying card carried this statement:
‘Here we have the letter-perfect salesman, able
to phrase every familiar note quite correetly,
and in a way to win many. But if a hearer
docs not happen to fancy this phonographic
stuff, this salesman can’t improvise any other
tune that will catch and hold attention and in-
terest.” L

To illustrate other points of salesmanship
there was a drum, hand organ and monkey, a
singer and quartet. This musical feature
made a great hit

CREDIT MAN AND SALES MANAGER

Co-operation Between These Two Business Fac-
tors and an Understanding of One Another’s
Problems Only Guarantee of Success

In credit literature much is said regarding the
relationship between the sales and the credit
managers and the fatal results attendant upon
the two elements failing to work harmoniously.
I'here cannot be too many reminders of the
necessity of loyalty on the part of each to the
house. And all loyalty is absolutely negatived
if there are feelings of liostility, open or con-
caled, between the two departments
The credit department should scek to under-
stand the difficulties and problems of the sales
and the latter thosc of the credit

it

partment
epartment
Not infrequently it happens that the sales-

man is aided and abetted by the sales manager
in casting unwarranted condemnation upon the
credit department for refusing to pass, or for
insisting upon curtailing certain orders. The
sales manager who does this ought to know
that he is not strengthening his own position
and is doing the house itself much harm. It
is for the sales manager rather to second the
efforts of the credit department by making it
clear to the salesman that it is not simply
orders but sound business that is his to get; and,
furthermore, in the presence of the salesman he
must not utter a word from which it may be in-
ferred that the credit man is not just as loyal
to the interests of the house, and just as sound
in his judgment, as any other member of the
staff. In short, all departments must sustain
every other in the presence of their subordi-
nates: and if occasionally they disagree as to
policies or customs, seek a conference where
the truth may be arrived at and a eommon
understanding reached.

NEW EMERSON MANAGER IN BOSTON

Oscar W. Ray Takes Charge of Emerson Phono-
graph Co. Offices in That City

Bostox, Mass., January 3.—Oscar W. Ray has
taken charge of the branch office of the Emer-
son Phonograph Co. in this city which handles
the entire territory of New England. Mr. Ray
was for a number of years sales engineer and
has had entire charge of the sales department
f Davis, Carpenter & Co., New York. At the
present time the local office of the Emerson
Phonograph Co. has five men covering New
England territory besides Mr. Ray who will per-
sonally look after much of the exclusive Bos-
ton trade

Arthur H. Cushman, general sales manager of
the Emerson Co., spent sometime in this city
T Iy but has returned to New York

TALKING MACHINE AS EGG TIMER

Handel Mercantile Co. Makes Advertising Copy
of Clever Recipe

That originality pays in the talking machine
line is emphasized by the experience of the
Handel Mercantile Co., Musselshell, Mont. This
company ran a special advertisement in the
local papers occupying large space for the pur-
pose of publishing a receipt for boiling eggs.
which was as follows: “Have a kettle full of
boiling water. Drop eggs in water. Start a
tl ree-nrinute record on your Victor Talking Ma
1 through, the eggs will be nicely
see us. $10 to

ine and. wl
hoiled. If you have no Victor

$300.”

Established 1870

the record surface.

W. H. Bagshaw & Co.

Lowell, Mass.

IT takes a GOOD needle to do justice to a GOOD artist. Bagshaw
needles have won their international reputation on their ability to
bring out the artists at their best—and without in any way impairing

Best Because
They Are Bagshaw

Incorporated 1917
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1916 has passec
year by far 1
history of th
industry, and
go out to the|
Columbia deal
made this 1ncr

And now for 1917

First, we want to take this means of reasserting
that there is and shall be no change in the
Columbia principle of manufacturing the product
that the people want, and selling it to dealers with
4 liberal and standard margin of profit between
the wholesale and the fixed, invariable retail price;
in other words, as manufacturer to merchant,
subject to that one inflexible protective feature of
absolute price maintenance.

If for various reasons, you |
unprecedented Columbia pry
There are so many thingsto
for handling this extremely at¢
that we would like to be askec
we take this occasion to suggt
live information to—

COLUMBIA GR

WOOLWORTH BUI}
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the biggest
1 the entire
> Columbia
our thanks
housands of
'rs who have
rase possible.

Second, that the quality of Columbia product,
the foundation of our constant growth, will always
be the keystone to our future development.

Model by model—part by part, dollar for dollar,
Columbia machines are safe in competitive
comparison. And records the same—quality,
durability, volume, repertoire, timeliness.

ave not been sharing in the
perity we have this to say:
1 you about the 1917 reasons
1ve and very profitable line,
to lay them betfore you. And
t that you write for certain

PHOPHONE CO.

DING, NEW YORK
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OPINIONS THAT WON PRIZES

List of Awards in Contest for Laymen Con-
ducted During Recent Edison Week—New
Edison Owners Enthusiastic in Their Praise

The winners of the cash prizes aggregating
$1,000 offered by Thomas A. Edison, Inc., for the
best appreciations of the New Edison from own-
ers of the instrument or from persons familiar
with Music’s Re-Creation, have been announced.
The contest was held in connection with the
1916 observance of Edison Week by the jobbers
of Thomas A. Edison, Inc. There were six
prizes, ranging from a first award of $500, to a
prize of $25, which went to the entrant winning
third place in the consolation class. The first
prize went to Frederick Doyle, of Louisville,
Ky., and the prize of $200 for the second best
opinion was won by Edgell R. Plaisted, of Mont-
pelier, Vt. Mrs. Alice G. Falby, of Denver, Col,,
received $100 for the third best appreciati.on.
In the consolation prize division awards of $125,
$50 and $25 were made respectively to Mrs. J.
H. Gouedy, of Atlanta, Ga.; Mrs. R. A. Todd, of
Lebanon, Mo., and William Christian Smith, of
Richmond, Va.

The contest that has just been brought to a
successful conclusion originated in the desire
of Mr. Edison to secure the opinions of the
average music lovers of America in regard to the
merits of the New Edison. The great music
critics and musicians of the country had given
the instrument their unqualified endorsement,
had attested to its power to Re-Create music,
and had acclaimed its marked superiority. While
many voluntary endorsements had come to the
company as the direct result of personal gratifi-
cation of people who had purchased instru-
ments, it was decided to provide an incentive
that would lead a large representation of owners
or those interested in the New Edison to de-
scribe what “Music’s Re-Creation” meant to
them. Professional writers and persons con-
nected with the phonograph trade were barred.

More than 6,000 opinions were sent in during

Edison Week, October 16-21. Every reply was
read and the prizes were awarded only after each
appreciation had been given thorough consid-
eration.

MAKING CUSTOMERS OF “CHICKENS”

A Fable

“Some girls do and some girls don’t,” re-
marked smiling Bill Edwards, the jobber’s
traveler as he sat in the hotel lobby discussing
the question of feminism as it affects the talk-
ing machine business. “Left alone and set up
against the mushy type of salesman one baby
doll can certainly put the kibosh on a whole
sales organization, but the wise boy can turn a
chicken into a customer without- any trouble
whatsoever.

“Take Jack Roberts down at Laresen’s talk-
ing machine store, who is certainly there with
the ladies. I was holding a little palaver with
Jack yesterday when a couple of ladies blew
in the store. ‘Oooh, pipe the Jane with
mamma! says Jack, and he left me flat. In
five minutes he had that little girl all atten-
tion. In ten minutes he had the old lady tied
up with a twelve-inch record in one of the
booths, while he was busy handing a soft
monologue to the doll. Given two hours he
could have sold the kid the store. Mamma
wanted the old songs and selections from the
grand operas. He sold them to her. Then he
just gazed into that little girl’s eyes and sug-
gested some popular song. It was just as good
as sold. He would look into her eyes again
and make another suggestion. Another rec-
ord gone. If the girl’s male parent had been
there he would have started yelling for blinders
just to save his roll. That’s the system. Jack
works it regularly.

“Last winter he sold a machine to a Sunday

.school. Went down to start it running for

them and ran into a big crowd of females. For
the month following he was taking dinner at a
differerit girl’s house each night, and just to
show his heart was right, generally sent up a

Victor Distributors

Many talking machine owners are forming their
record buying habits now. Be sure they find what

they want when they come to your store.

Keep

your VICTOR record stocks complete.

We can help you for we have

The Largest and Most
Complete Stock of
Records in New England

Write, or Telephone}Beach 1330

M. STEINERT & SONS'CO., 35 Arch St., BOSTON

machine and a few records to help pass away
the evening. The machine and records stayed.
When Jack sat in the glow of the firelight and
looked at the girl in a way that would have
taken six pages of a Laura Jean Libbey novel
to describe, he cotld have sold her a twelve-
cylinder automobile if he happened to have one
with him, or, at least cause her to make a
mighty strong canvass to have papa sign a
check.

“With this bird, charming the ladies was a
gift. He could do it and .get away with it
without having the old man asking his intentions
or mingling with a breach of promise suit. It
was all business. Can you imagine a guy pulling
down iron men for being sociable with the
opposite sex, which normally comes under the
heading of pleasure? .

“Jack’s boss is a regular Weisenheimer, and
the more he sees the man fussing around the
ladies the more sales he knows he is going
to make. When he sees Jack sitting in a
cosy corner spilling chatter to a likely look-
ing filly about the birds, the flowers, the
moonlight, canoes and things, he knows there
isn’t any time being wasted. It's all a
part of the campaign. If Jack wants to
get away half an hour earlier to don the
glad rags, the old man looks in the book to
see where the last machine has been sent on
approval, ‘and knows if he wants Jack he can
get him on the 'phone at that address later.
Not that the boy can’t sell to the men folks,
because he is a regular fellow.

“Another one of my customers lets his wife
pick the salesman for his looks—and she is
some picker—and then tests the salesmanship
abilities himself, the ability to dance being
one of the essentials. These salesmen are en-
couraged to declare themselves in on all the
little parties in the neighborhood, and to take
a machine with them if they want to. When
the girls are downtown they drop in and say
hello to the salesman—a social call you know.
But when they want machines and records
where do you suppose they go to buy them?
To the strange old crab up the street?

““Treat ’em right and make ’em love you,’
says Jack, ‘and the commission checks will
be large at the end of the month.”

Moral: Even a fluffy little chicken is a busi-
ness asset if she likes music, and the old man
has money.

PREPARING FOR 1917 ALBUM TRADE

Discussing general conditions, Philip A. Ravis,
vice-president of the New York Album & Card
Co., New York, manufacturer of “Nyacco* al-
bums, said: “We have just alosed the best year
in our history, and notwithstanding the uncer-
tainty of the raw material markets and the tre-
mendous increases in the prices of all these
materials, we were able to serve our dealers ef-
ficiently and promptly. We have recently pur-
chased considerable new machinery, and as we
anticipated the shortage of raw materials more
than a year ago, expect to be in a position to
give our dealers maximum co-operation ana
service during the coming year. We would sug-
gest, however, that the dealers anticipate their
album orders whenever.possible to avoid any
serious effects from sudden changes in the manu-
facturing conditions. We are particularly well
pleased with the demand for our “Nyacco” metal
back albums, which have reached totals far and
beyond our anticipations.”

ISSUE ATTRACTIVE FOLDER

Paddack Diaphragm, Inc, room 1411, 30
Church street, New York, manufacturer of the
Paddack diaphragm, has just issued an attrac-
tive four-page folder which interestingly sets
forth the distinctive qualities of this diaphragm.
§. D. Paddack, head of the concern, and in-
ventor of the diaphragm bearing his name, states
that the company has signed contracts with a
number of prominent manufacturers who will
use this diaphragm exclusively in their machines
during 1917.
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DEATH OF EDWARD R. PERKINS

Passing of Vice-President and General Manager
of the Aeolian Co. Causes Wide Regret

Edward R. Perkins, vice-president and general
manager of the Aeolian Co., New York, died
Tuesday, December 26, at his home in Westfield,
N. J., after an illness of more than a year. Mr.
Perkins had suffered a nervous breakdown in
1915, which brought about complications that
resulted in his death.

Edward R. Perkins was born in Brooklyn,
N. Y, in 1869, and had been associated with
the Aeolian Co. since 1893, joining the Aeolian
forces at the age of twenty-four. From the time
that he first joined the Aeolian Co., Mr. Per-
kins' rare executive ability was apparent, and he
rose steadily upward until he became vice-
president and general manager of the Aeolian,
Weber Piano & Pianola Co., which controls the
group of manufacturing and operating com-
panies producing and selling Aeolian products.

Mr. Perkins’ influence in Aeolian activities
was at all times a constructive one, and he was
a prime factor in solving many of the important
problems which confronted the Aeolian Co. in
the early day of its career. With keen foresight
he realized that the Aeolian Co. was destined to
be a leader in the production of high grade
musical instruments, and President Tremaine,
of the Aecolian Co., and Mr. Perkins, concen-
trated their energies in this direction.

This policy was carried out in the production
of the Aeolian Vocalion phonograph, which in
the short space of two years has succeeded in
attaining an important position in the ranks of
high grade phonographs, and has already
achieved international fame and prestige.

Mr. Perkins was for many years one of the
most active workers in the Fifth Avenue Associ-
ation, an organization which numbers among its
members the leading retail houses along the
world’s greatest thoroughfare. He was one of
the charter members of the Baltusrol Golf Club
and of the Westfield Country Club, and for sev-

eral years had been a member of the Westfield
Board of Education. In fact he was one of the
most popular citizens of Westfield, and his
friends were legion.

The Acolian Co. has been in receipt of tele-
grams and letters from Aeolian representatives
in all sections of this country and abroad ex-
pressing their sorrow and speaking in the high-

Edward R. Perkins

est terms of praise of Mr. Perkins’ sterling char-
acter and executive ability.

The funeral services were held Thursday eve-
ning, December 28, from Mr. Perkins’ late home
in Westfield, and were attended by the depart-
ment heads of the Aeolian Co., many of the
members of the company’s sales and office staffs
and a large number of personal friends, includ-
ing several out-of-town Aeolian dealers. The
interment was made Friday morning, December
29, relatives being present. Aeolian Hall was
closed the afternoon of December 28 as a mark
of respect to Mr. Perkins’ memory.

Mr. Perkins is survived by a widow, two sons,
Edward R, Jr, and William; a brother, William
L. Perkins, and two sisters, Mrs. Hugh Pierce,
Springfield, N. J.,, and Mrs. Frank R. Wyckoff,
Brooklyn, N. Y.

FULL PAGE AD. TO FEATURE RECORDS

Home Music Co., Lancaster, Pa., Gives Public
of That City Excellent Idea of the Great Va-
riety of Entertainment Provided in Columbia
Catalog—Various Types of Records Classified

A most unusual record advertisement was that
recently inserted in the Lancaster, Pa., News
Journal by the Home Music Co.,, who conduct
an exclusive talking machine store at 9 North
Queen street, in that city, featuring the Co-
lumbia line. The advertisement occupied a full
page, the greater part being taken up by panels
in which were grouped the most popular records
of certain classes, such as comics, accordeons,
hymns, Casey series, Marimba records, Cohen
series, Weber & Fields, dance music and every
sort of instrumental numbers, Hawaiian music,
records for children and songs in general.

In the introductory matter the Home Music
Co. emphasizes the fact that they conduct the
only exclusive talking machine store in the
city, and carry over 5,000 records in stock at all
times. The advertisement appeared on Decem-
ber 29, in time to realize on the demand for
records for Christmas machines, and was pro-
ductive of excellent results.

OVERTON CO. INSURES EMPLOYES

Sourn Haven, MicH.,, January 2.—The S. E.
Overton Co., manufacturers of high-grade
wood carvings and talking machine cabinets,
presented each of its employes with an insur-
ance policy of $500 as a Christmas present. The
policies were underwritten by the Equitable Life
Assurance Society, and the premiums will be
paid by the Overton concern so long as the in-
sured remain in the employ of the company.

LONG CABINETS

D 83

In all finishes. Specially adapted
for use with Columbia 50. Front
posts made to follow lines of posts
on Columbia 75.

Prompt deliveries on all orders.

THE GEO. A. LONG CABINET COMPANY

FIRST and FOREMOST

In the cabinet field.
Why?

CONSTRUCTION
FINISH and
ADAPTABILITY

Our supremacy in these essentials
warrants your handling the perfect
line.

That’s why you should anticipate your
wants NOW, when the season’s at
its height.

HANOVER, PA.

Because we’ve specialized in

Write for Illustrated Catalogue of complete line

D 79

In all finishes. Shown with top
moulding and shelves.
Specially adapted for use with
Victrola IX.
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“THE OLD MASTERS VIOLIN”’

waRishell 5|

“BotH HAVE WO SOUNDING CHAMBERS’
THE SWEETEST TONE~PRODUCER O

Announcing Our Permanent Exhibit of the

Rishell Phonograph Co’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 perfect]'):
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 Strest 40 West Spring Street
+J ust a few steps from Broadway”* ““Near 10th and Market Streets” *“Next the Chittenden Hotel”
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factory facilities.

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

’%‘

Everybody knows the talking machine industry is
prospering—but some of you do not realize the
marvelous present rate of growth of Columbia Graf-
onolas and Coiumbia Double Disc records that is
making it necessary for us to constantly increase

Columbia Graphophone Co.
Woolworth Building, New York
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MONTREAL EXPERIENCES BEST TALKING MACHINE MONTH

Principal Complaint Was Lack of Machines to Supply Demands—Unprecedented Industrial Activ-
ity in Montreal Helped Sales—Interesting Budget of News From Canada’s Live City

MoNnTREAL, CANADA, January 4—December will
go down in the annals of the Montreal talking
machine industry as being one of the largest
months on record in volumec of sales. All deal-
crs complained of a shortage of machines, and
i1 some cases their floors were depleted of stock.

The Berliner Gramophone Co., Ltd., were one
of the firms to enjoy prosperity beyond all
measure, and during Christmas week their va-
rious stores were the mecca of customers who
crowded the demonstration booths with a string
of patrons waiting all the time to gain admit-
tance. On Christmas Eve this continued until
12 o’clock. Victor, Columbia, Edison and Pathé
recordings of Christmas music were, as usual, in
great demand.

Chas. Culross’ Sonora parlors were thronged
with buyers the whole month of December and
a large number of types of this make were dis-
poscd of, likewise the Columbia product which
he also handles.

Miss Harvard, of the Canadian Graphophone
Co., is responsible for the statement that the
workingman’s trade is worth cultivating as with
the large amount of money they arc now making
in munition plants they are indulging in talkers
of the Dest and most expensive type. They
were big factors in the immense volume of busi-
ness turncd over last month by this firm in
Columbia machines and records.

The management of the Regent. f'heatre,
Ottawa, Ont., arranged with the Phortograph
Shop, of 167 Sparks strect, to place New
Diamond Edison Disc phonograph in their thea-
tre where it was part of the musical program
for a few days.

J. S. Prince & Co.. Inc, 85 St. Lawrence
Boulevard, are featuring the Phonola, a Can-
adian product, as well as handling the Columbia
line.

Dupuis Freéres, l.td., the lcading French de-

partmental store, St. Catherine street, East, have
added a phonograph department with the Co-
lumbia as their leader.

Arthur Blouin, 191 Wellington street, Sher-
brooke, Que., is a newly appointed agent hand-
king the Pathé.

Manager Norman F. Rowell was kept busy
promising delivery of goods sold on Christmas
Eve to reach the customers on Christmas Day.
He was entirely clcaned out of stock.

he G. A. Holland & Son Co., 519 St. Cather-
ine street, West, arc local agents for the
Aecolian-Vocalion.

Goodwin’s, I.td., are, in addition to selling the
I"dison and Columbia lines, taking on the
I’honola.

An ingrease of 279 per cent. in the output
surely cvidences the popularity of His Master's
Voice products. In spite of this enormous in-
crease this firm is at present unable to add to
its list of dealers.

During the initial visit to Montrecal of Can-
ada’s new Governor General, the Duke of
Devonshire W. Lindsay. Ltd., took advan-
tage of the occasion and furnished His Excel-
lency during his stay at “Ravenscrag” with a
Victrola, Style XVI.

Charles Lamoreux Reg, 1016 St. Denis street,
is making a specialty of talking machine re-
pairs, and is handling some makes of machines
as well.

Herbert Keet, 212 McGill street, is selling a line
of hoinless talkers which play all rccords and
are priced from $5 to $7.50.

The Quebec Sales Co., Quebec City, have
gone into the talking machine business and are
featuriug a machine that sells at a popular fig-
ure. They claim for this low priced machine
that it will play all styles of records.

The Berlind Phonograph Co., St. Catherine
street, East, is pushing the Columbia product.

N. G. Valiquette, Ltd., 477-479 St. Catherine
street, East, with eight recording rooms are
carrying a stock of 25,000 Pathé records. besides
an immense display of Pathé machines in all
styles.

The unprecedented industrial activity in Mon-
treal was reflected in the selection of numerous
Edison phonograpls as Christmas presents, said
Layton Bros, who were congratulating them-
selves in having a complete stock of Edison ma-
chines of all types to meet every demand. This
firm, anticipating a heavy holiday sale, gave
tlieir order when the summer solstice was still in
knee breeches. Models C 150, retailing at $200,
C 250. at $325, were special favorites. Three
additional salesmen have been retained perma-
nently to look after the wants of the phono-
graph department. Columbia machines were
also largely in demand.

The 216 Bantam Battalion, at their recruiting
rooms, 524% St. Catherine street. West, have
innocently paid a high tribute and compliment
to the Pathé Co. The crest of this battalion is a
rooster and on the window of this recruiting
room is to be seen the Pathé Red Rooster trade-
mark.

The Berliner Gramophone Co., Ltd., are still
putting in many weary hours endeavoring to
reduce the accumulated stack of back orders
for Victor products.

USE BIG EDISON ADVERTISEMENT

The Denver Times of December 13 contained
a two-page advertisement of the New Edisou
that was inserted by four of the largest music
dealers in Denver. It featured Re-Creation by
presenting a reproduction of Anna Case sing-
ing in direct comparison with a New Edison in-

strument.

The several dealers who combined in secur-
ing this striking publicity for the New Edison
were the McKannon Piano Co. the A. L.
Arvidson Piano Co., the Maple Piano Co., and
the Denver Dry Goods Co.

\\

e

NOW FOR BIG BUSINESS IN 1917

THE NEXT THREE MONTHS WILL BE THE LARGEST RECORD MONTHS IN THE HISTORY
OF THE TALKING MACHINE BUSINESS—SO FAR.

SEE THAT VICTOR RECORD STOCKS ARE COMPLETE AND LARGE

368 LIVINGSTON ST.

WE DID A BIG RECORD BUSINESS OVER THE HOLIDAYS, OUR STOCK WAS LARGE AND
WE FILLED OUR DEALER'S RECORD ORDERS PRACTICALLY COMPLETE.

WE ARE STILL DOING IT.

START THE NEW YEAR BY BEING AN “AMERICAN DEALER” AND GETTING “AMERICAN SERVICE.”

NONE BETTER.

AMERICAN TALKING MACHINE COMPANY

Victor Distributors

BROOKLYN, N. Y.
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THE WRONG AND RIGHT WAY TO SELL RECORDS

Experience of a Purchaser of Records in St. Louis and the Conclusion Derived Therefrom Afford
Interesting Example of How Things Should Not Be Done in the Retail Field

St. Louis, Mo., January 4.—Of course it is the
right of every man to run a retail business as
he wants to, but two record stores in St. Louis
may be interested in knowing how their efforts
were received by an unprejudiced woman who
is likely in the near future to beccome a regular
buyer, and a good one at that. At present she
does not own a talking machine but she saw
a record listed in one of the January lists that
she wanted to give to a friend. She never be-
fore had bought a record except during the holi-
day rush, she expected no special courtesies
and stated her wants, received the desired record,
paid and departed. But the January list was
announced after Christmas. There was time for
demonstration.

First she went to a musical instrument depart-
ment in a department store. One of the piano
men recognized her and took her at once to the
demonstration room and made known her wants.
The girl put on the record and departed. The
record was played through but the customer
found it faulty, it having a bad “zip.” When
the machine had made half a dozen rounds after
the record was played, the noise got on the
customer’s nerves and she got up, stopped the
machine and removed the arm. Then she waited
again. The girl returned after a while and the
customer reported that the record had a bad
face and she did not want that one. The girl
intimated that it was impossible that the record
was defective and started to play it over. The
defect appeared.

“You didn’t scratch it when you stopped the
machine, did you?” the girl asked.
No, the customer did not leave.
to save time by buying at this store.
Another record was put on and on the very
first round of the needle developed a defect.
The girl remarked, sarcastically: “Now, a good
many persons ask why we do not sell sealed rec-

She wanted

ords.” It apparently did not occur to the girl
that an apology for her previous question as to
the damage of the first record was due. She
got another. It started all right and again the
girl departed. The record was played out and
the grinding process started. The customer
thinks she stood it for ten minutes, then she left.
As she went out she stopped to tell another girl
that the machine still was going and went her
way. This second girl did not appear much in-
terested. The customer looked for the piano
man to apologize to him for not buying, but he
apparently was busy.

Next she went to an Olive street store. The
floor walker ushered her into a demonstration
room and called a girl., The customer stated her
wants.

“Do you know the number of the record?” the
girl asked. Then she went to a list and looked
it up.

She was attentive and there was no objection
to her service. She volunteered to play an-
other from the list and when the customer
seemed to like both, suggested that she take
them for trial. As she started to wrap them
up, she sugested that they always liked to send
four, so two more were included. The next day
the customer returned three. The girls all were
busy, the floor walker took the package, took the
customer’s word for the fact that she had taken
four, retained one and that it was a $1 record.
He gave her a receipt for the money, put it with
the records and handed it to the girl to “check
up when she got time.” As he handed the
package to the girl, he casually inquired if “the
price of the record selected was $1.”

Now comes the interesting part of the experi-
ence. What did the woman think of it? She said
to the writer:

“Never again in either of those stores for
me. I do not believe there was any such rush in

the first that I was to be neglected. 1 would not
stand that grinding of a machine to get any rec-
ord. Neither do I believe any salesgirl has a
right to accuse a customer of damaging prop-
erty when she is neglecting her business. As
to the second store; I always would be afraid
of them. They are too easy. They did not
know me at all and why should credit be forced
upon a stranger. Then, too, they were too care-
less about getting those records back and check-
ing them in. I never would feel safe that a deal
was closed. When I take back anything I want
to see some evidence that the person who takes
it knows what he is about. In this case the man
took my word for everything. Had I made 3
mistake, very likely a misunderstanding would

‘have arisen that would have been more annoying

than any record is worth. When.I buy again
I am going to try and find some place where
they act businesslike.”

And the woman did not learn that the rules
of the Talking Machine Dealers’ Association re-
quires that the trial customer keep 50 per cent.
of the records taken out. She only kept 25 per
cent.

USUAL VICTOR DIVIDENDS DECLARED

The Victor Talking Machine Co. has declared
the regular quarterly dividend of 5 per cent. on
the common stock, payable January 15, 1917, to
stock of record December 30, 1916. The usual
quarterly dividend of $1.75 per share was also
declared on the preferred stock, also payable
January 15, 1917 to stock of record December
30, 1916.

EIGHT-HOUR DAY FOR DOEHLER CO.

The Doehler Die Casting Co., manufacturers
of die-castings for talking machine parts, with
offices in Brooklyn, Newark, N. J., and Toledo,
O., have announced that beginning January 1,
1917, their employes will work on an eight-hour
a day schedule, and will receive bonuses of
from 3% to 10 per cent., according to length

frst class in all repects.

dependable prompt shipments.
sawed and cut veneers.

Will gladly quote price, per set,
on your specifications.

Use Louisville Built-up Stock

FOR YOUR

- TALKING MACHINE CASES

‘ ( We furnish the veneered or built-up stock in all woods that
is required for the Sides, Backs, Doors, Domes, etc., sawed
to your dimensions and sanded smoothly, ready for finish.

@ All materials carefully selected and tested, face veneers of
good figure, properly matched; well glued and workmanship

¢ Our facilities are strictly modern, and enable us to give

We manufacture all of our

What a new customer (name on request) recently said:

“We find that your panels which we are now working on are the nicest, squarest and
best panels we have ever worked with. Now we are not saying this in a flattering way,
but simply stating the truth as we see it.”

The Louisville Veneer Mills

Makers of Good Veneers and Panels for More L

Than Quarter of a Century

Louisville, Ky.

of service,
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The
AEOLIAN-VOCALION

Is the Pioneer in a New Era of
Phonograph Development

v

URN back but a few pages in talking

machine history and you will find public
interest held by the wonder, the novelty of
sound reproduction. The speaking-singing-
playing machine was a miracle.

Gradually, however, the glamour of innovation has
passed. No longer does anyone find the mere fact of
sound reproduction interesting. Tonal quality and in-
dividuality of the talking machine must stand judgment
on the same basis as the original musical productions
of the artist.

This public attitude has enforced the development
of modern type instruments having much musical merit.
But enjoyable and wonderful as these instruments may
be adjudged, their most enthusiastic owners have recog-
nized broad possibilities for much greater perfection in
the future.

The Aeolian-Vocalion is the pioneer in the era of
greater phonograph perfection. It is an instrument
constructed by the best methods of science and mechanics
and in accordance with the highest artistic standards.

The Vocalion is not merely a step in advance of the
present-duy phonogmph_-il 1s Virtually a new musical
instrument.

i

il

o

2

d



Supplement to THE TALKING MACHINE WORLD

A RECENT VOCALION MAGAZINE ADVERTISE]!
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uch wonderful tone-and from

| . a ‘Phonograph, too!”

UR new phonograph is so  developed a taste for the talking-machine
different—so beautiful! 1 tone. 1 am sure that I had. The scratch-
have had oceans of fun sur-  ing noise and the odd twang were so
prising my friends with it.  accustomed that I forgot them completely
Do you know, I believe that people have —that is until I heard the Vocalion.
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ENT OF INTEREST TO EVERY MUSIC DEALER

The New fphonog”raph

Then I suddenly realized that I never
had been quite satisfied with talking
machine music.

“And father .. ... well anyway he
has forgotten all his objections—in fact
the Vocalion has just carried him com-
pletely away.

“The very first evening after the new
instrument arrived I insisted upon his
hearing it. He was really amusing. He
put on his best ‘humoring-daughter’ air,
but I could see that he expected to be
bored. I chose the ‘Vision Song’ from
Butterfly, for it is one of his favorite bits
of opera. Adjusting the record, I started
the motor with a simple movement of
the tone-arm, and from the corners of
my eyes I could see father watching,
puzzled at the way it was done. Here
was interest already.

HEN the first tones sounded
from the record, their unus-
ual quality gripped his atten-
tion instantly. And in a moment he
was so engrossed that he didn’t hear
me speak to him. He was enjoying him-
self hugely, but there was an expression
of perplexity upon his face. He just
couldn’t believe his eyes and ears. Such

<

wonderful tone—and from a phono-
graph, too !

“Then I showed him the Graduola,
the Vocalion expression device. Of course
he was cynical about it at first. But I
knew that he was only building an alibi,
man-fashion, to protect his dignity in
case he didn't prove a success at the
new art.

“His first record didn’t go very well. He
was so self-conscious, poor dear. But I coaxed
him to try another, and before it was finished
he was getting on beautifully. The knack in
using the Graduola is to emphasize nicely the
accents and help the very soft notes to become
the delicate, musical whispers they should be
—-to just give the record a human sparkle and
variety.

“Y SAW that my work was completed and
Z slipped away. And when I returned an
hour later for a good-night kiss, father was
still playing away as enthusiastically

as a boy.

“We are all so happy over the Vocalion.
For it is a real musical instrument. But it is
not surprising after all that this new phono-
graph is so different—is it really? The Vo-
calion is made by the greatest musical
instrument house.

“And it should make a difference whether
the men who make a phonograph know about
music and appreciate it—or are just steeped in
science and mechanics. Don't you think so?™

HE handsome, new Book of the Vocalion gives interesting

facts about this new instrument that cveryone who cares for
music will want to know. It is sent free upon request—together
with the name and address of the store nearcst you where the
Acolian-Vocalion may be seen. Address Dept. M.

Vocalion prices are— conventional styles, without Graduola, $35 to $75—with
Graduola, $100 to $350. cArt styles to $2000.

The AEOLIAN COMPANY
AEOLTAN HALL * NEW YORK

Makers of the Aeolian-Vocalion — largest manufacturers of
musical instruments in the world




i

000

Supplement o THE TALKING MACHINE WORLD

i 7
W‘

5 1%‘,%"
vy ||

i lr,é

Wl
it

7! ‘ 'ﬁ‘z ; Ry

!\

AEOLIAN-VOCALION
REPRESENTATION

lis Present Value and Promise for the Future

AR-SIGHTED merchandisers in the musie

field are awake to the necessity of making
provision against the real competition developing
in the phonograph market.

To such the opportunity to secure the repre-
sentation of The Aeolian Company’s phonograph
—the Aeolian-Vocalion— must appeal as the most
valuable franchise available in the music industry.
Not ouly is the Aeolian-Vocalion today snperior
to any of the machines of older type, both intrin-
sically and as a sales proposition, hut its leader-
ship in the future is equally assured. During the
past twenty-five years, the Aeolian Company has
been responsible for the most important develop-
ments i musical instrument construction. It is

therefore safe to assume that the same spirit of
initiative, backed by wide experience and un-
paralleled equipment, will enable this company
1o keep its phonograph far ahead of all com-
]wtltnrs.

Moreover. the Aeolian policy of exclusive
representation, which assnres to the dealer the
benefit of all the business in his territory, is not
only a vital consideration at the present but is
destined to hecome more and more important in
the years to come.

Valuable territories for representing the
Aeolian-Vocalion are still available. Information
as to these and full particulars will be furnished
10 those who inquire.

THE AEOLIAN COMPANY

AEOLIAN HALL

NEW YORK CITY

CHICAGO OFFICE : FINE ARTS BUILDING. MICHIGAN AVE.

A complete display of all models of the Acolian-¥ ocalion may be seen at this office

Fover of the 1 ocalion Departnient,
dealian Hall New York City.
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(Write for “Music Money,” a book “full of meat’ for those
dealers interested in quick and frequent turnover of capital.)

If you have not yet equipped yourself to supply
Columbia records by Ysaye, Parlow, Hofmann, Casals
and Godowsky—five of the world’s leading instru-
mentalists, you are missing a considerable portion
of your rightful income.

Columbia Graphophone Co.
Woolworth Building, New York

S

PUTTING A STOP TO PRACTICE OF RETURNING RECORDS

Anxiety of Some Dealers to Retain Favor of Customers Leads to Impositions on the Part of the
Latter—Firm Stand at Beginning Will Save Profits—Customer Not Always Right

Many wealthy mercantile establishments
ascribe their ability to hold trade to the fact
that in every argument the motto is “the cus-
tomer’s always right” The talking machine
dealers, however, who adopt this policy with-
out qualification will find out that it doesn’t
always work out in their own trade. There
are, of course, errors made in the selection and
delivery of machines and records, for errors
exist wherever the human factor enters, but the
desire to placate the customers at all hazzards
frequently leads to abuse.

The talking machine dealers in various sec-
tions have begun 4 sirong campaign against
the approval system, having found out that un-
less certain limitations arc set the system serves
to eat into record profits to a serious extent.
There is still, however, a graver problem that
dealers are beginning to realize, and that is the
tendency of certain customers ta return rec-
ords bought outright and demand cither a re-
fund or other records on the plea that the first
purchasc was not satisfactory.

Ask the average dealer whether he will ex-
change records and lic will make a prompt de-
nial, but if a regular record customer comes in
and demands that he make a certain exchange,
or refund, thc dealer is quite liable to weaken
rather than see the business go to some com-
petitor. “I'here is no reason in the world why
‘records should not prove satisfactory after the
purchaser has taken them home. There is not
a talking machine store in the country where
records are'not demonstrated before being sold.
A customer can hear how a record sounds before
he pays for it, and to demand that it be ex-
changed after he has become tired of it and
the record itself has been worn or damaged is
a direct imposition upon thé dealer.

Signs reading "No records exchanged” do not
mean anything unless the policy is adhered to
strictly, and if a dealer holds his ground and
refuses to be bulldozed he may lose some busi-
ness from certain customers, but will more than
make up for it in profits saved, by not having
poor records on his hands.

The talking machine record is not like other
forms of merchandise. A department store can
exchange or allow a refund on a suit of clothes«
or a piece of jewelry or some toilet articles
and dispose of tlte goods again to the next cus-
tomer. The record buyer on the other hand
demands records in perfect condition, and
doesn’t want those that have been played until
the original tonal qualities are impaired. The
fair-minded customer will appreciate an expla-
nation to this effect made by the dealer, and
it is a question whether or not the other sort
of customer is an asset to the business.

Many dealers practically insist upgn playing
records before allowing a customer to take
them from the store, thereby avoiding any
chance of a customer presenting the argument
_that the record when plaved at home did not
{

sound just as he thought it would. It is easy
to see how a persistent record customer could
easily have an up-to-the-minute record library
at all times with little expense simply by forcing
the dealer to exchange records at will. The
dealer who stands for this game when there
is no genuine cause for dissatisfaction on the
part of the customer, actually deserves to suffer
the loss that is bound to be his.

TO MANUFACTURE THE CRYSTOLA

Arrangements Made With Receiver of Knabe
Bros. Co. to Use That Company’s Plant

Cincinnati, O, January 4—By special arrange-
ment with the receiver, N. H. Fairbanks, of the
Knabe Bros. Co. the Crystola, a talking ma-
chine, is to be manufaetured at that factory.

While the arrangement is not termed ex-
actly a permanent one there is good reason to
believe that the Crystola will become a fixture
of the Knabe factory. The terms are practically
the same as before the time of the receivership.
The National Talking Machine Co., owner of
the Crystola, withdrew its manufacturing rights
from the factory late in October.

CRESCENT CO. OFFICIALS DINE

The officers and heads of departments of the
Crescent Talking Machine Co. held their get-
together dinner on \Vednesday, December 27,
in a private dining room at the City Club.
During the course of the dinner W. H. Hoschke,
president, briefly outlined their new sales
campaign for the coming year which was heart-
ily approved by all. After dinner all enjoyed
the show at the Winter Garden.

Start the New Year right by ordering stock at
the earliest moment

From Any Point of the Compass

Ditson Service Is Right
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We’ll Surprise You With Our Record Deliveries

You'll not be disappointed when you.want

NEW RECORDS

OLD RECORDS

RARE RECORDS

And Want Them Quick
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EDlSON DEALERS HOLD CONVENTION

Fhonographs, Inc., EdlSOI‘l Jobbers in Atlanta,
Ga., Entertain Local Dealers—Tone Test and
Banquet Given—Edison Officials Attend

ATLANTA, G, January 6.—One of the most suc-
cessful dealer conventions of the past year was
that of the New Edison dealers of thc Atlanta
Zone, held under the auspices of Phonographs,

facilities planned to mect the rapidly growing
incrcase in this branch of their business.

The convention was marked by a tone test
in which Julia Heinrich, soprano, late of the
Metropolitan Opera House, sang in direct com-
parison with the New Edison Re-Creation of
her voice. This affair was held at the Atlanta
Theatre, one of the leading playhouses of the
city, and was attended by the elite of Atlanta.

ZheNEW EDESON

Group of Dealers at Atlanta Edison Zone Convention

Inc., Edison jobbers in this city. The recital hall
of the recently completed building of the com-
pany was the scene of the business sessions of
the convention, which was attended by about
forty dealers and a number of Edison officials
from Orange, N. J. The most important feature
of the gathering was the receipt of a telegram
from William Maxwell, second vice-president of
Thomas A. Edison, Inc., informing the dealers
that arrangements have been made to meet all
present demands for records and additional

It brought forth the most enthusiastic praise
for the New Edison and the Atlanta Constitu-
tion, one of the best-known and most influential
journals of the South, in its criticism said
that the New Edison actually re-creates the hu-
man voice and the music of the human-played
instruments with such fidelity that the original
cannot be distinguished from the Re-Creation.

A banquet, given by Phonographs, Inc. at
the Hotel Winecoff, brought the convention to
an end.

ISSUE INTERESTING VOLUME

The Doehler Die-Casting Co., of Brooklyn,
have issued a handsome and intensely interest-
ing catalog entitled “Creating an Industry.”
The book is cloth-bound, printed on highly cal-
endered stock and is profusely illustrated. An
article entitled “Prehistoric to Modern Times”
gives an interesting detailed account of die-cast-
ing to the present date. An adequate idea of
the manufacturing facilities of the Doehler Die-

Casting Co. is gained through the section de-
voted to photographs of their various factories.
This catalog no doubt will be much appreciated
by the trade and carefully preserved as a valu-
able refercnce book.

Fred Brown, of Sunnyside, Wisconsin, has
secured the agency for the Edison Diamond
Disc Phonograph, and has fitted up a special
demonstration room for the exploitation of this
line.

DOING WELL WITH COLUMBIA LINE

King Furniture Co., Buffalo, Places Large
Order for New Stock and Will Feature That
Department of the Business Strongly

BurraLro, N. Y., January 3—Lee M. Ehrlich, man-
ager of the King Furniture Co., 636 Main street,
this city, states that there is no basis for a rumor
to the effect that the talking machine department
operated by the company would be discontinued
on March 1. The company, which handles the Co-
lumbia line, have just placed a large order for
machines and records aggregating several thou-
sand dollars. “We are doing very fine with these
machines,” declared Mr. Ehrlich, “and the busi-
ness is up to our expectations. We are going
to continue handling the Columbia Grafonolas
and everything connected with ‘that line.”

TO HAVE BOOTH AT FURNITURE SHOW

The Crescent Talking Machine Co. will have
a booth in a prominent location at the Furniture
Exhibit to be held at the Grand Central Palace,
opening January 15. This exhibit will be in
charge of M. Romer, of the Crescent organiza-
tion.

NEW INCORPORATION

The Phono & Metal Products Co., Inc., was
incorporated last week with a capitalization of
$50,000 for the purpose of dealing in talking
machine supplies and metal products. The in-
corporators are J. A. Trimble, R. A, Barton and
C. Guden, of New York City.

ENLARGES TALKER DEPARTMENT

E. M. Reynolds, of Canton, Ill, has enlarged
his talking machine department, and now has
one large room for the display of Edison Dia-
mond Disc phonographs and another demontsra-
tion room where a full line of Columbia Grafo-
nolas are shown. He is carrying on an aggres-
sive sales campaign.

This is our No. 16

The lever shown on top

By the turning of one

Motor, which will play
five 10-inch or three 12-
inch lateral cut records
with one winding. Dou-
ble springs, made from
the highest quality ma-
terial. Worm driven
governor. Cast Iron

frame. One-piece forged
crank handle.

of motor is the under-
neath turntable gover-
nor brake stop. A Speed
Indicator and Dial is
furnished with this
motor.  Exceptionally
silent winding mechan.
ism and silent running.

screw, the spring cup
can be removed.

When you see this mot-
or, it represents the
highest quality, for it
has been made by a
concern that has thirty
ears experience in this
ine. We also manu-
facture TONE ARMS,
SOUND BOXES and
other parts. Prices on
application.

Meisselbach

Motor Construction

Originality of design is a paramount
feature of Meisselbach Motors. There
has been no copying from others.
There has been no lowering of quality
standards.

To know about the Meisselbach
gives you a new idea of motor con-
struction; of noiselessness; of smooth-
ness in operation, and of absolute
tempo maintenance.

If your motor bears the name ‘“Meis-
selbach” your motor troubles are over.
Your dealers will be delighted.

Pioneers in the development of quality
talking machine motors

A. F. Meisselbach & Bro.
Newark, N. J.

e
Jinsselbach,
&Bro.
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TRADE CONDITIONS IN MILWAUKEE

Gain of Almost 50 Per Cent. of Business in 1916
as Compared With 1915—Advertising During
the Holidays Helped Sales—Leading Dealers
and Jobbers Make Most Interesting Reports

MiLwAUKEE, Wis., January 10.—No talking ma-
chine or phonograph dealer in Milwaukee ever
saw or heard of so overwhelming a demand for
these instruments as came to them during the
holiday season of 1916.

Probably the outstanding feature of holiday
business was the avalanche of advertising by
retail dealers. So much money never before
was spent in four weeks preceding Christmas.
Column after column, page after page, of daily
newspaper space was purchased to attract pub-
lic attention to this or that machine as a
Christmas gift. The class of the advertising
was unusually high, and it must be said that the
“copy” used by some of the houses was so
good and so striking that it overshadowed all
of the great bulk of other advertising. For
the first time in Milwaukee, double-page spreads
were used to advertise talking machines, this
unusual amount of space having been used
several times during the holiday selling sca-
son by both Victor and Edison dealers in Mil-
waukee. The Aeolian-Vocalion, Sonora, Bruns-
wick, Columbia and other leading lines also were
splendidly represented.

Conservative estimates of the increase in sales
over the holiday period of 1915 indicates a gain
of 40 to 50 per cent. If more machines had been
available, the gain doubtless would have reached
60 per cent.

William A. Schmidt, general manager of the
Phonograph Co. of Milwaukee, Edison jobbers,
213-217 Second street, said that, inasmuch as
record-breaking business became a common-
place fact, the feature of holiday trade as his
experience showed was the high class of buy-
ing. The trend of the demand was more to the
higher priced styles than at any previous time.
The retail department, known as The Edison
Shop, did at least 50 per cent. better than in
1915. L

Harry A. Goldsmith, secretary of the Badger
Talking Machine Co, 135 Seccond street, Victor
jobbers, reports that the house simply was
swamped with business, and kept open uutil
midnight on Christmas Eve to fill orders from
Victor retailers.

Thomas I. Kidd, manager of the Milwaukee
branch of the Brunswick-Balke-Collender Co,,
275-279 West Water street, says that inasmuch
as this was his first holiday selling season on
phonographs, he could not draw comparisons,
but he said that the demand for the Brunswick,
practically brand new to Milwaukee, was far
and away above his best hopes. Emil O.
Schmidt, 218-222 Plankinton Arcade, Milwaulkee
County distributor; Stouthammer Bros., 767
T'hird street, north side dealers, and Waldheim
& Co., 206-212 \West Water street, downtown
retailers, co-operated with Mr. Kidd in putting
over an enormous amount of Brunswick busi-
ness.

Charles J. Orth, 274 \Vest Water strect,
Sonora distributor, says “Business simply was
great.” There is no more enthusiastic phono-
graph dcaler in Milwaukee than Mr. Orth, and
his cfforts, especially at the holiday season,
placed the Sonora well in the forefrout.

Paul F. Seeger, manager of the phonograph
department of the Edmund Gram Musie House,
414-416 Milwaukee street, Aeolian-Vocalion and
Columbia, doubled his 1915 holiday business in
1916. The Gram house was one of the heaviest
advertisers and the class of its advertising
aroused favorable comment everywhere.

Talking machine and piano dealers of Mil-
waukee have been given full representation in
the organization of the Civic Music Association,
recently formed with a membership of 250 and
now out to enroll a total of 5000 in this city.
The music dealers’ division of the new soeiety
is being organized under the direction of a com-
mittee headed by Charles J. Orth, as chairman.
The other members are: Edmund Gram, Fred

B. Bradford, Eric S. Hafsogs, Karl A. Graner,

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 s

VICTOR DISTRIBUTORS

135 Second Street

Emil O. Schmodr, Frederick D. D. Holmes,
William A. Kaun, Anthony G. Weinman, F. C.
Billings, F. H. Hochmuch and J. B. Thiery.

After holiday advertising by the Badger
Talking Machine Shop took the form of a vote
of appreciation to the public for its splendid
patronage of the house. R. H. Zinke, manager,
not only carried out this idea in newspaper ad-
vertising, but in a special circular letter which
accompanied every new Victor catalog of Jan-
uary records sent out to the shop’s large list
of patrons and prospects.

John H. Becker, who resigned November 1 as
manager of the Victrola department of the West
Side store of Edward Schuster & Co., has be-
come associated with the new branch estab-
lished at Escanaba, Mich., in the Upper Penin-
sula, by Grinnell Bros., Detroit. Mr. Becker
will handle Victor sales. Mr. Becker was called
to Milwaukee on Christmas Eve by the sud-
den death of his father, Henry Becker a pioneer
resident of Milwaukee. Mr. Becker was seventy-
five years of agc. The funeral was held on
Tuesday, December 26.

L. C. Parker, mnanager of the Victrola depart-
ment of Gimbel Bros., believes the business
done by his department during the holiday sea-
son establishes new records for department
store sales. Mr. Parker’s advertising early in
the season dwelt upon the fact that Gimbel's
stocks of Victrolas werc ample and could be
depended upon to meet all demands, but be-
fore December 20 he had to takc back his
words, as stocks of sevcral of the fastest mov-
ing styles were entirely exhausted.

The C. F. Adams Co., 310-312 West Water
strect, house furnishings, has taken the agency
for the Singer.

The Smith Piano Co., 90 Wisconsin street,
lias doubled the size of its Columbia department.
Increased facilities include two large demon-
strating booths, art parlors and a new record
library room.

I.. T. Kunde, a well-known Edison man, has

joined the Flanner-Hafsoos Music House, 417
Broadway, as manager of the Diamond Disc de-
partment.

Lawrence McGreal, manager of the Pathe-
phone Co. of Wisconsin, 185 Fourth street,
Pathé jobber, reports that December wholesale
business was nearly 100 per cent. in excess of
that a year ago.

The Record-Lite Co. of Milwaukee, 135 Sec-
ond street, has been obliged to still further en-
large its quarters because of the big demand for
this new appliance for Victrolas. George E.
Brenecker, general manager and designer, says
the proposition is one of making enough goods
to fill orders rather than one of getting after
business.

Employes of the Huening & Broda Cigar Co.,
Burlington, Wis., are now rolling cigars to the
tune of a Victrola. The machine is kept running
throughout the working hours and appears to
improve the work.

Meyer & Seeger, 840 College avenue, Apple-
ton, Wis., Edison dealers, have opened their
new store, equipped with the latest type of
sound proof demonstrating booths and all other
conveniences of a metropolitan music shop.

NEW QUARTERS FOR PLAZA MUSIC CO.

The Plaza Music Co., manufacturers of the
“Supertone” linc of talking machines, and man-
ufacturers and distributors of music rolls, has
lcased the fifth floor of tlie building at 18 West
Twentieth street, New York, and will move
from its present quarters at 8 West Twentieth
street, this week. The company will have en-
larged facilities at its new address, and will
be in a position to give maximum service to
its clientele.

The Perkins Phonograph Ca,, of Chicago, 111,
was incorporated recently with a capitalization
of $30,000, the incorporators being C. A. Mc-
Hugh, Mildred Strode and Joseph Wolfe.

MANUFACTURER

LANSING KHAKI MOVING COVERS

YOU have just passed through the busiest season in the
history of the Phonograph. Look back over your delivery
expenses, at what it cost you [or paper, for twine, for time used
in packing, together with the cost of sending a polisher to each
home to remove inevitable scratches and other blemishes. Then
deduct from this amount the cost of a sufficient quantity of

LANSING KHAKI MOVING COVERS

to take complete care of your deliveries—this quantity will fast for
several seasons—and note what might have been saved!

LANSING KHAKI MOVING COVERS make
contented customers— are money savers, and a necessary
part of your delivery system. Equip yourself with them.

With best wishes for 1917

E. H. LANSING

611 WASHINGTON ST., BOSTON, MASS.
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No Shortage of
B. & H. Fibre Needles

 We are prepared to fill any
and all orders on short notice.

( The fibre needles we are now
offering are superior to any we
have yet manufactured.

{( REMEMBER we are the
only manufacturers of fibre nee-
dles in America and our product
is covered by U.S. Letters Patent.

Send for sample of our popular package
50 needles — retail price 25 cents

USUAL DISCOUNTS

B. & H. Fibre Mfg. Co.

33 and 35 W. KINZIE STREET CHICAGO, ILL.
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HOLIDAY RUSH BREAKS CASH REGISTERS IN CINCINNATI

Constant .Use in Ringing Up Sales Proves Fatal—Some Interesting Totals Quoted by Talking
Machine Men—Merchants to Take Action to Overcome Freight Congestion—Other News

CincinNati, O, January 4-—Putting the roller
bearing system of a cash register out of busi-
ness because of the amount of use it was put
to is the holiday story of the talking machine
‘department of the Rudolph Wurlitzer Co. So
great was the rush for machines and particu-
larly in the way of records that on the Saturday
before Christmas the register just ceased to
operate and the old system of keeping account
of sales had to be resorted to.

The Wurlitzer Co.'s position as a Victor job-
ber and dealer was saved through the creation
of the immense record system which was put
into operation midway in December. This threw
the record business within easy reach of the
consumer and gave other salesmen an oppor-
tunity to care for the machine sales.

At no time in the history of the trade exists
such general satisfaction as prevails just now.
All the jobbers and retailers are jubilant over
the immense volume of business. As usual in
these modern times there was the lack of suf-
ficient stock. Days before Christmas the dif-
ferent houses were asking competitors if they
were heavy on certain sizes and received a
negative response. "

One of the big surprises of the year, reviewing
1916, was the big strides made in the Cincinnati
territory by the Columbia machines Where
the “talker” was handled by a few previous to
January 1, last year, the reverse is true to-day
and the indications point to an even greater
distribution this year.

Manager Whelen, of the local Columbia
Graphophone Co., was all smiles when asked
how this past year’s business compared with
1915. He said: “Well we only had a 225 per
cent. increase over last year's salcs, but these
figures would have been greater had we been
able to get all the machines for which we had
bona fide orders. Even at that with the in-
creased facilities for handling the demand at
the factory the shortage was not so great as
in former years. The greatest shortage was in
the smaller types of machines but as the bulk
of the demand this year was for higher priced
instruments we managed to pull out pretty well.
Yes, we are satisfied with this year's business
and next year we will have a tremendous year
to beat but from all indications we will do it.”

The holiday business accomplished one thing
and this point will bring many recruits into the
field after the rush of clearing away the debris.
It has shown many Cincinnati talking machine
merchants that the freight facilities of Cin-
cinnati are pitiful. This came home with telling
weight on A. O. Peterson, manager of the Pho-
nograph Co., Ldison dealer. For six weeks
there was a load of supplies en route to Cincin-
nati and after reaching the Cincinnati district
he was one week in getting to the car. The
fight to line up this car caused Mr. Peterson to
do some heavy thinking. He is glowing with
happiness over the results accomplished by the
Ldison dealers in his territory. Edison machines
and records, he said, were placed on the map
in the proper manner this Christmas.

The Starr Piano Co.'s ‘ghono_g‘raph business,
considering that it is just a little over a year old,
was phenomenal. Manager Pauling, of the Cin-
cinnati district, accumulated an unusually heavy
stock early in the year and at the eleventh hour
some of this was distributed to centers which
were shy. The result was almost complete
annihilation to the Starr talking machine stock,
leaving the factory free to start the task of pre-
paring for this year's demands.

To the Vocalion department of the Aeolian

Co. came a class of buyers of above the average-

SPEED INDICATOR

‘For Timing the Speed of Records and for Testing all Phono-
E graph Motors by Mazda Lights on 60 Cycle Circuits.
SIMPLE and NOVEL. RETAILS FOR 15c.
THE PHANTOM-METER CO., NEEDHAM, MASS.

Sample to Dealers upon Request.

type and this resulted in a higher percentage of
cash customers. The Vocalion’s increase over
last year in this district was unusually satisfac-
tory. Quite a number of the styles were cleaned

out and there was a brisk demand for some-

special cases.

Manager Rudolph Dittrich, of the talking ma-
chine department of the Rudolph Wurlitzer
Co., reviews the holiday situation in the fol-
lowing manner:

“The greatest rush of the holiday season is
over, and in looking back we must say that dur-
ing our experience, we have not gone through
a rush period that even would begin to compare
with that of Christmas of 1916. The Wurlitzer
store was crowded from wall to wall with rec-
ord buyers, while the talking machine depart-
ment was utilized to its greatest capacity all
during the holiday season. The new record
rack and record counter over whiéh-1€cords
were sold without being played alone enabled
us to cope with the situation. Had we tried
to do business on any other system, we could
not have taken care of more than a fraction

of the customers who thronged the store day
after day.

“The record rack which had just recently been
installed in our store has a capacity of thirty
thousand records, and extends a distance equiv-
alent to one-half the entire length of the store.
The records are in plain sight of the customer,
and the greatest possible rapidity of service
results because the records are always in the
reach of the many sales people hehind the
counter.

“To stand at one end of this long counter and
see the vast number of records being passed
over to the hundreds of record buyers on the
other side was declared to be one of the most
extraordinary sights ever seen by some of the
retail selling experts who were invited by ‘Wur-
litzer’ to go through the experience of witness-
ing the real rush of buyers. Records were
plentiful, and ‘Wurlitzer’ took advantage of this
circumstance to the greatést possible extent by
conveying the fact to the public.

“Victrolas were short, and the shortage was
felt more keenly than ever before. After it
is all over it is a great pleasure and satisfac-
tion to know that practically everyone of the
thousands of buyers was well served and left
satisfied.”

 HELPING THE MOVIES

Talking Machines Used in the Production of
Films—Acts as Assistant-Director

Picture the sweet country maid of a motion
picture studio dreaming of her lover in a far-off
land. The director shouts at her: “Look wist-
ful, longing, melancholy—what you will.” He
bellows: “Go!” which is the signal for action.
A talking machine—yes, a real talking machine—
is started, and the strains of “I Hear You Call-
ing Me” are heard.

“You see,” says the director, “the important
part that the talking machine can be made to
play in the production of a motion picture. In
the course of time directors will realize that the
talking machine can play the part of ‘assistant
director.” It is certainly an invaluable aid in
creating emotions. We in the studio have come
to regard it as indispensable. The actor may
not know the whole story of the film. It is dif-
ficult for him to come in ‘cold,’ and, at a given
cue, work himself into the correct emotional
state for a realistic and convincing portrayal.
Here is where the talking machine comes to
our aid.

“We know how music enhances the effect of

the motion picture as presented in the theatre.
The audience does not often realize the im-
portance of the musical accompaniment. But,
omit the music, and the difference is felt in a
moment. The effect that music has upon the
spectator is analogous to" its effect upon the
actor. He responds readily to the musical
stimulus "—Popular Science Monthly.

VICTOR FOLDER ON GALLI-CURCI

Interesting Facts Regarding New Operatic Sen-
sation Sent to Dealers

With the new Victor record supplement for
January there was sent out to the trade a
special folder regarding the new Victor records
by Galli-Curci, the new sensation in the operatic
world. The folder contains a reproduction of
the headlines regarding Galli-Curci’s debut ap-
pearing in the Chicago newspapers. There was
also offered some interesting and important in-
formation regarding the singer's history. The
first two records by Galli-Curci are “Caro
Nome” (Dearest Name), from “Rigoletto,” the
number which caused a sensation at her first
appearance in Chicago, and “La Partida” (The
Departure), a Spanish ballad by Alvarez.

Our New “1917” Model

Service

CRESSEY

Victor Jobbers Exclusively

1s 100 per cent. efhicient. We are pre-
pared to give the New England
Victor dealers concentrated attention,
especially on record service.

& ALLEN

: PORTLAND, MAINE

> v rom—
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STARR RECORDS

A half century of manufacturing the world’s greatest
musical instruments and accessories has given The
Starr Piano Company a reputation and prestige which
is its greatest asset and the ideals and standards by
which it has attained this standing have never changed.

In Starr Records, the latest Starr Product, the same ,
knowledge, the same genius, the same resources are
again combined to make this product just as supreme
in Starr Quality.

Starr Records are of the world's best music by the
best artists and are 10 inches in diameter, vertically
cut, with 150 lines to the inch.

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

The STARR PIANO (0. | 2

Established 1872 Richmond, Indiana || Starr Store
|

DISTRIBUTORS

The Starr Piano Co., at Birmingham, Chicago, Cincinnati, Cleveland, Detroit,
Fredericksburg, Va., Indianapolis, Kansas City, Los Angeles, Nashville, Richmond

W. H. CALDWELL, Shelbyville, Ky. STARR PHONOGRAPH SALES CO., New York

MELVILLE CLARK PIANO CO., Chicago STARR SALES CO., Philadelphia

M. L. McGINNIS & CO., Minneapolis TROPICAL TRADING CO., New Orleans

STARR'PHONOGRAPH CO., Pittsburgh C. B. PARKER, New York and San Juan, P.R. |

T
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1916 has passed—the biggest year by far in the history
of the Columbia Graphophone Co.
enough big news for Columbia dealers to make them
think that their best months heretofore were only
promises.

(Write for “Music Money,” aZbook “fullof meat” for those
dealers interested in quick and frequent_turnover of capital.)

Columbia Graphophone Co.

We have still

Woolworth Building, New York

STANDARD TALKING MACHINE CO. OCCUPYING NEW HOME

All Departments Being Rapidly Equip[—)e—d—Columbia Co.’s Busy Season—Buehn Phonograph Co.
Closed Big Year—New Agencies—Educational Department of Victor Co. Opens Branch

PirtsBurGH, PA., January 16.—The Standard
Talking Machine Co., the Victor distributors,
finished moving into its new home at 117-119
Ninth street on January 4 and all departments
are rapidly becoming comfortably establishcd.
Two weeks more will be required to put on all
the finishing touches. The building itself is ex-
cellently adapted to the needs of the Standard
and the equipment and arrangement throughout
are such as to facilitate to an extraordinary de-
grec every part of the business. The first floor
of the spacious four-story structure is given over
to the offices, which are a model of convenience
and attractivencss. A handsome auditorium is
being installed on the second floor for recitals
and meetings, in connection with the well-known
“Standard Service” department. The big stock
of Victor machines and records is disposed with
a view to prompt handling by the large and effi-
cient force.

The Pittsburgh branch of the Columbia
Graphophone Co., Sixth strcet and Duquesne
Way, is an extremely busy center these days and
cvery member of the organization fairly radi-
ates enthusiasm over the outlook. The past
year’s business was 108 per cent. in excess of
that of 1915—a just cause for rejoicing on the
part of the local Columbia management and staff.
The passing of the biggest Christmas season in
the history of the trade has not brought any
let up in demand for Columbia machines and
records Manager Lambert Friedl states. With
the completion of the new addition to the fac-
tory, the dealers are promised more adequate
supplies and prompter deliveries and this will
overcome the only difficulty that has been ex-
perienced.

An aggressive campaign is being carried on
throughout this territory in behalf of the Co-
lumbia artists, and dealers are co-operating by
giving their unqualified support wherever the
artists appear. This has given rccord sales a
marked stimulus of late, they report.

N. B. Nicholas, of the Columbia educational
department, located at the Pittsburgh headquar-
ters, is busy promotlng the best interests of the
dealers, as well as waging an active work among
the schools, and is carrying out more extensive
plans with the opcning of the new year.

S. H. Nicholas, district manager of the Colum-
bia Graphophone Co., with headquarters in
Pittsburgh, is attending the annual convention
of the Dictaphone salcsmen in New York City
this week. Accompanying him are E. N. Price,
W. L. Donelson and H. W. Reutty, all of the
local branch.

Albert Buehn, head of the Buelin Phonograph
Co., well-known Edison jobbing house, reports
having closed a highly successful year, the busi-
ness having shown an amazing gain in both ma-
chines and records. During the past month sev-
eral new connections were established in this
territory. J. O. Clawson, Main street, Belle Ver-
non, Pa., has installed a talking machine de-

partment, featuring the Edison line of machines

and records. The Buxton & Landstreet Co.,
Thomas, \V. Va., also acquired the Edison.
Activity following the holidays continues almost
unabated, Mr. Buehn states, and there is a very
promising outlook in both the jobbing and retail
departments. Additions have been made to the
wholesale forces and to the clerical staff.

The educational department of the Victor
Talking Machine Co. has established a perma-
nent branch in this city and is about to carry on
a more extensive campaign than has yet been
attempted here. The C. C. Mellor Co. 604
Wood street, one of the oldest and foremost
houses in the country, is behind the new under-
taking and has furnished handsome quarters for
the department in connection with its Vietrola
section. The work is in the capable hands of
Robert H. Wilkinson, of the Victor educational
staff. While the foundation has already been
laid in Pittshurgh, and all the high schools and
many of the grammar schools use the talking
machine in connection with their courses, the
ficld is regarded as practically new and capable
of great development. Mr. Wilkinson will pro-
mote the study of music through the Victrola,
will give demonstrations and recitals and will aid
in the proper selection of records for the school
and home. A spacious parlor has been fitted up
in the Mellor store for this purpose.

Manager George Hards, of the W. P. Fred-
crick Piano Co.’s Victrola section, states that the

The
Proper
Method

records.

tional language.

dinary d. dfor I

Fanguage Records

You learned English simply by listening. You picked it up naturally.
Other languages are easily, naturally and correctly learned by absorbing
them by contact with sound.
eye follows the spoken word as he reads from a book. The Cortina-
phone method makes it a pleasure and a pastime.

The teaching is done by means of phonographic disc records.
the dealer a largely increased field for the sale of records but will be tbe means of selling
many machines to homes who desire to take up this course but have no machine for the
This course will not only appeal to the commercial student but it has a large field
among those wishing to hroaden their power of thought through the acquirement of an addi-

past year was marked by a very gratifying trade
and the outlook for the year just begun promises
an even greater volume of business. The de-
partment’s total sales for 1916 show an increase
over the previous year of more than 40 per cent.
The success of the new record department on
the second floor has passed all expectations.
The removal of the records from the first floor
to the sccond was mainly in the naturc of an ex-
periment, and the more secluded location has
proved an advantage rather than a disadvantage
in caring for the large Fredcrick patronage.

The W. F. Frederick Victrola department
has added an educational department and placed
in charge Miss Lillian \WWood. Educational work
through the medium of the talking machine will
be promoted in the schools of the Pittsburgh
district.

J. C. Roush, president of the Standard Talking
Machine Co., is visiting the Victor factory at
Camden, N. J., several days this weck.

OPENS NEW STORE IN MOLINE, ILL.

MoviNg, ItL, January 8.—H, S. Hartzman is to
open a new store at 1125 Thirteenth avenue, in
this city, and will handle talking machines under
the name of H. S. Hartzman & Co. Mr. Ilartz-
man has been engaged in the jewelry business
and has built up a considerable business.

F. \W. Spooner, of 435 Fillmore avenue,
Buffalo, N. Y., has taken on the agency for the
Aeolian-Vocalion. Many have attended his

demonstrations of this talking machine,

The student’s ear does the work while the

This not only opens up for

instruction, The Cortinaphone method

There is now an ext:
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is being used in every section of the country. Are you getting your share of the profits?

THE CORTINA ACADEMY OF LANGUAGES (goorseiiattitsd, 352, sions) 12 E. 46th St., New York
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The Music Master o

100 Manophone. Finished in
enuine Mahogany, Qléartérekd
ak.

Golden Oak or Fume
Brake and Speed Regulator. Uni-
versal Tone Arm. Tone Modifier.

$30 I\/I_:;nophone. Finished in Ma-
hogany, Golden Oak or Fumed QOak.
Brake and Speed Regulator. Uni-

versal Tone Arm.
i

\\‘“ By
‘\“ ~°
~

$150 Manophone. Inlaid Ma-
bogany Finish. Brake and Speed
Regulator. Universal Tone Arm.
Tone Modifier. All  exposed

metal parts gold-plated.

—nol tomorrow—nbut today, this very moment, is your oppor-
lunity to find out about the Manophone Merchandising Plan.

The plan that is bringing more business and more profits
to other dealers.

The plan that will bring you more profits.

Dealers everywhere are awakening io the fact that the
Manophone is not “just another phonograph™ but because of its
incomparable tone, if is the phonograph achievement of the age.

The inherent qualities of the Manophone
plus Manophone national advertising is creat-
ing an unprecedented demand for this new
phonograph.

Get the details about the Manophone Mer-
chandising Plan before the other dealer in your
locality. Sign—Clip—Send—T oday the Cou-

pon below—for this profit producer.

James Manoil Company, Inc.
Dept. R-1 Newburgh, New York

Name

$15 Manophone. Tinished in Ma-

hogany or Golden Qak. Brake and
Speed” Regulator. Universal Tone
Arm. All metal parts nickel-plated.

Investigate the Manophone Merchandising Plan NOW!

Asttach this Coupon to your letterhead for complete Manophone dealer proposition.

$75 Manophone.
Genuine Mahogany, Quartered
Golden Oak or Fumed Oak.
Brake and Speed Regulator,
Universal Tone Arm. Tone
Modifier.

Finished in

$50 Manophone. Genuine Mahog..

Quartered Golden Oak or Fumed
Brake and Speed Re

Umversa] Tone Arm. Tone Modifier,

\\
o -’ \ ‘
II;“ wet

\\\‘ There s a Manophone
Q \
— % for Every Home

—Address__
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Hofmann, Seagle, Casals, Chicago Symphony
Orchestra, Pariow, Bispham, Eddy Brown, Lucy
Gates, Al Jolson—nine of the greatest names in their
particular fields, and records by each in the February
Columbia list—out January 20th.

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

Columbia Graphophone Co.

Woolworth Building, New York
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James H. Rhodes & Co. Now Have Most Mod-
ern Facilities for Supplying Felts in Various
Forms for- Use of Talking Machine Trade

James H. Rhodes & Co., Chicago and New
York, who last May moved into their new five-
story building at 157 West Austin avenue, Chi-
cago, and the building at 162 William ‘street,
New York, have equipped their felt cutting
shop with the latest and most improved cutting,
punching and stripping machinery.

This company, which is one of the foremost
houses in the country, has issued a number of
interesting publications relative to various divi-
sions of its business, which have attracted wide
interest in their respective industries. The
booklet on felt, discs, washers, etc., contains
a wealth of valuable information which should
prove intercsting to manufacturers. In onc
section of this book, the company comments
upon the fact that the tremendous strides
achieved by the talking machine industry the
past few years has made thc felt question an
important one for talking machine manufactur-
ers in view of the fact that the turntable is
made of felt, small washers on the mechan-
isms are made of felt, and some of the bearings
kept greased and oiled by mecans of felt wick.

“T'his demand,” states the company, “has
created a new industry—the felt cutting shop
At first thought it appears as if the cutting of
felt would be a simple proposition, but such is
not the case. In the first place, it is easier to
punch a piece of steel than it is an inch thick-
ness of felt, because, the steel breaks partially,
whereas with felt the cut must be made clean
through.

“Another point—felt stretches and gives and,
unless the tools are kept perfectly sharp and in
proper condition, ragged and uneven discs and
pieces will be cut.

“On the turntable of a talking machine, any
variation in cutting will show very readily, be-
cause, the turntable is stamped out to an exact
diameter, and if the felt covering is not cut to
a perfect circle it will be noticed immediately.
The cause of imperfect work of this nature is
due probably to dull dies or trying to reduce
cost by cutting too many discs at one time,
causing the felt to stretch out of shape as the
die is going through it. As labor is the chicf
expense in cutting felt, the temptation is always
there to reduce cost by trying to increase the
production per hour, but, a dollar saved in this
way may mean considerable delay and incon-
venience to the talking machine manufacturer,
when the finished product is received.

“In this line, almost more than any other,
reliability of the concern you are dealing with,
counts most. On felt washers and wicks, which
are used in the mechanism of the talking ma-
chine, even more important attention must be
paid to workmanship. A poor quality of mate-
rial will cause the washers to flatten out or
wear out quickly, and therefore, not perform
the various services for which they are in-
tended. The result is, poor service given by
the machine itself.” -

NEW POST FOR JOHN F. DITZELL

To Take Charge of Famous & Barr Talking
Machine Department on February 1

Kansas Ciry, Mo., January 5—John F. Ditzell, .

who established and has built up the Victrola
department of the Geo. B. Peck Dry Goods Co.,
leaves February 1 to take charge of the talking
machine department of the Famous & Barr
store at St. Louis.

Mr. Ditzell has made a wonderful success of
the Peck department, and has attracted wide

John F, Ditzell

attention through his work there.
probably does a larger business in talking ma-

The store

chines than pany stores, exclusive or with
similar departments in much larger cities. Mr.
Ditzell has done it all—because he started the
department, and has had practical authority in it,
through the gencrous co-operation of the man-
agement.

Mr. Ditzell has spent his whole business life
with talking machines. He came West from
New York, his former home, in 1908, to travel
for the Columbia branch at Kansas City. He
spent six years with the Columbia Co., inciden-

tally managing the branch at Little Rock; Ark,,
for awhile,

In October, 1914, he opened the Victrola de-
partment for the Geo. B. Peck Dry Goods Co.
His fertility of ideas and his careful manage-
ment, which extended into the credit matters
with reference to sales, built up a great business.
He paid much attention to the mail order end
of it too, and though the sales of machines dur-
ing the past few months have been largely con-
fined to the city, the mail order sales of records
have been very large.

Onc of the best features of the work of Mr.
Ditzell with the Peck concern has been that
in connection with educational organizations
and the schools. Peck’'s has come to be regarded
as the source of helpful suggestions for pro-
grams and series of records, for musical organi-
zations, for schools, for teachers, and for all
those who look to the building of musical cul-
ture through the talking machine.

The Famous & Barr Co., at St. Louis, has a
remarkably well cquipped talking machine de-
partment, handling both Victor and Edison
goods. Mr. Ditzell's position in charge of the
department will give him a broader opportunity
in a larger city and with a firm that has con-
nections throughout the country.

SPECIAL LIST OF BROADWAY HITS

Successes From the Musical Comedies to Be
Announced as Soon as Received by Dealers

The Victor Talking Machine Co. has just is-
sued a January special list of popular hits, from
the Broadway musical shows, to be announced
by the dealers as soon as received, and thereby
enable them to profit by the cream of the de-
mand. The list includes numbers from “The
Big Show” at the Hippodrome, “So Long,
Letty,” “Betty,” “The Century Girl” and “The
Show of Wonders,” at the Winter Garden, which
are representative of the music that Broadway
is whistling just now. The idea of the special
list should make a strong appeal to the talking
machine dealer.

A it

ISTANDARD CLEANER
Price 50 cents, list

“SIMPLEX ” CLEANER
Price 15 cents, list

ness letter head only.

“STANDARD”
“SIMPLEX?”

Send 10 cents in stamps for a sample cleaner.
Place regular orders through your jobber.

KIRKMAN ENGINEERING CORPORATION

RECORD
CLEANERS

Write on your busi-

Successors to the S

237 LAFAYETTE STREET

dard Gr h

Applance Co.

NEW YORK
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HOLIDAYS MAKE CLEAN SWEEP OF STOCKS IN TWIN CITIES

Mostly Promises Sold During the Past Few Days—Express Shipments Held Up—Making Elab-
orate Plans to Handle Even Larger Business Durmg 1917-—General News of Conditions

St. PAUL AND MiNNEAPOLIS, MINN., January 6
One who is familiar with the talking machine
trade in the Northwest would think that prac-
tically every family of means in the Northwest
must now be supplied with a machine, judging
from the rush for talking machines and phono-
graphs during the last four or five wecks pre-
ceding Christinas. The rush almost was a crush
in some places.

Everything was cleaned out—sad to relate—
even before the peak of the movement was
reached. The late comers had to be satisfied
with proinises or any substitute that proved
handy. Tt was awful business.

We know one concern that sold 600 machines

in Deccember alone, the average sclling price
being in excess of $125. This housc actually
was out of the most popular style more than a
week Dbefore Christmas. It offered to pay ex-
press on a 100-machine shipment, but offers were
no good. This concern, it may be stated, was
Foster & Waldo, of Minneapolis, which besides
being in the piano business dabbles in Victor
and Edison products as a side line.

Other houses dealing in talking machines had
similar experiences. The piano houses almost
forgot their main line in the epidemic and the
department stores did a most thriving trade.

W. J. Dyer & Bro., jobbers in Victor goods,

report the biggest year and the biggest single
==
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Reanimating Through the New
! Wonderful “Modunome”

|
Far More Than a Phonograph

THE NEW DELPHEON and the WONDERFUL “MODUNOME" with its
magic-like silken cord transmit your own personal feelings to every strain of
music coming from the instrument. You can really “play” it; your own
personality finds expression in the harmonies that the Delpheon sends forth.
A touch of your finger on the silken cord of the ‘“Modunome,” from where
you sit, enraptured, modulates, instantly or gradually, stirring volume to soft,
distant melody. YOUR personality is there.

THEN, TOO, THE DELPHEON has an improved filing cabinet which gives
quick and easy access to every record; it has a simple auto-
matic stop that works, an automatic cover support and a
new and distinctive unit motor board and cover that is
instantly removable. It is also the only cabinet with a
solid veneered motor board and cover top.

Truly It Is
“The Phonograph With an Individuality”

THERE ARE MANY good phonographs before the public,
some of them long established, but the Delpheon alone fills
a distinct void left by these and created by those who want
an instrument that is complete in itself~—not justa machine.

Priced from
$75 to $150

DEALERS: The opportunities in selling the Delpheon are self evident. In making your
plans for 1917, arrange to have the Delpheon on your floor and benefit from the wonderful
selling points that are built into this instrument—features that not only overcome competi-

ion but CREATE COMPETITION. Also learn about our liberal local advertising plan

The Delpheon Company
812 Boutell Place Bay City, Michigan

0 00 G

month of their history. Like the other dealers,
whether wholesale or retail, the great difficulty
with them was to obtain an adcquate supply for
the demand.

‘I'he Beckwith-O'Neill Co., jobbers at Minne-
apolis, allotted all their machines even before
their arrival, and the close of the year saw their
wide floor spacc clean as a skating rink. The
house suffered delays that were aggravating
by reason of the freight car congestion in Chi-
cago. It truly was awful business all around.

Nineteen-seventeen promises a big volume of
sales, but the dealers hope most devoutly that
the manufacturers and the railroads will be in
a much better state of preparedness than they
were last fall. There will be a tremendous call
for records. The Beckwith-O’Neill Co. reports
that the rural dealers during the past season
ordered from five to ten times as' many records
as in any previous season and the indications
are that the call will increase rather than de-
crease. This prediction is borne out by Archie
Matheis, of the Talking Machine Co., a promi-
nent retail house, who reports a large and to
somewhat unexpected increase in record sales.

Laurence H. Lucker, of the Minnesota Pho-
nograph Co., jobbers and dealers in the Edison
products, announces 1916 as his prime year, with
totals all around fully 50 per cent. greater than
any preceding year. His company was ham-
pered much by slow freight due to car shortage
and congestion, but managed to get through
fairly well. As an illustration, he points to a
dealer in the little burg of New Ulm, who sold
twelve “elephants” (the big Edisons) in Decem-
ber. And this was going on in hundreds of other
towns. The house is giving some attention to
promoting sales of period cabinets, the kind
that sell from $1,000 to $6,000.

Don Preston, manager of the talking machine
department of Donaldson’s big store, has retired
from his position. He has been succeeded by
Major Sandey, formerly with Gimbel Bros.,
Milwaukee. He is heralded as an experienced
and successful manager.

VISITORS AT COLUMBIA OFFICES

Philadelphia and Baltimore Sales Staffs Also
Visit Factory at Bridgeport—Some New
Recordings by Vernon Stiles Announced

The members of the Philadelphia and Balti-
more sales staffs of the Columbia Graphophone
Co. were visitors recently at the executive
offices of the company, spending some time in
conference with General Sales Manager Bradt
and United States Manager Fuhri. They also
visited the Columbia factory at Bridgeport,
Conn., and were amazed at the remarkable
strides which have been made at the plant the
past year. They also called at the recording
laboratory and conferred with Anton Heindl,
manager of the international record department,
regarding the plans which this department has
in mind for the coming year.

One of the interesting features of the Jan-
ary supplement of new Columbia records is the
announcement of the first recordings by Ver-
non Stiles, a leading American tenor. Mr.
Stiles has not only won success in this country
but has also appeared in operatic triumphs in
Vienna, Dresden, Bayreuth and Petrograd. He
won high praise in his singing of “Parsifal” with
the Chicago Grand Opera Co., and in solo work
with the New York Symphony Orchestra, and
in open-air Wagnerian productions by the
Metropolitan Opera Co. His first Columbia
record consists of the following popular selec-
tions, “The Sunshine of Your Smile” and “The
Ol1d Refrain.”

INCORPORATED

A certificate of incorporation was issued by
the Secretary of State at Albany last month to
the Phonograph Specialties Manufacturing Co.,
Inc., incorporated for the purpose of manufac-
turing talking machines and accessories. The
capitalization of the concern is $10,000, the in-
corporators being R. N. Weston, S. Slonin and
M. P. Hoffman, all of New York City.
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The Columbia Grafonola 200-$200, has been designed
and built with a view to producing the best quality

for $200 that this company or any other company
has ever produced, and it is proving itself all of that.

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

Columbia Graphophone Co.
Woolworth Bujlding, New York
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COHEN & HUGHES OPEN NEW QUARTERS IN BALTIMORE

Handsomely Equipped Building Devoted to the Victor Line—Volume of Holiday Trade Surpasses
All Records—Some Features of the Business—Recent Changes in the Field

Bartimore, Mp., January 3.—Baltimore whole-
sale and retail talking machine dcalers have just
wound up the biggest year in their history. All
that kept the year from being much larger was
the shortage of machines which faced most of
the houses. Had they becn able to secure more
machines they could have sold them without
trouble. In fact some of the distributors right
now have their files choked with orders for
large numbers of instrumecnts, and they do not
know when they will be able to fill them.

The December business was in general the
biggest in the history of the talking machine in
this city. [t was during this month, when the
big Christmas rush was on, that thc houses felt
the pinch brought about by the shortage. Prac-
tically all of them were doing all in their power
to get in machines when the rush came on, most
of them without success.

The big demand for machines during the
summer months, compared with the same pcriod
of last year and during previous years, went a
great way toward making thc shortage even
more keen when December came around. In
some instances this fact prevented December
from beiug as big as had been expected. But
almost all the dcalers report that the month
was a wonderful onc with thcm, and many of
them are still doing a business which compares
very favorably with the holiday trade.

Baltimore and vicinity plainly indicated dur-
ing December that there is not much place
here for the smaller machines. But few of these
were sold in comparison with the higher-priced
ones, and the demand for the very expensive
ones was greater than ever before. ,

During the year there were more cash sales
than ever Imfdrc, and the first payments made
on machines were larger than at any previous
time. This fact is particularly pleasing to the
trade.

Record sales during December werc far in ad-
vance of any other month at any time, even the
corresponding month of other years, and the
big demand for thc records is keeping up very
well.  This is held to be largely due to the
fact that so many persons got machines for
Christmas, and now they are starting to get
together a library of records.

One of the features of the month was the
opening of the new building of Cohen & Hughes
at 220 North Howard street, with one of the
finest Victrola parlors to be found anywhere.
Artistic decorations make the place very at-
tractive. A half dozen soundproof booths are
on the first tloor, and the place is extensively
advertised as the “First Floor Victrola Store.”
The firm is one of the largest distributors in the
South, and besides having their big headquar-
ters in Baltimore also have a mammoth branch
in Washington. The firm did a record-break-
ing business during the past year, and while it
would have been much larger had they hcen
able to obtain all the machines they needed they
believe had they been able to do so they would
have reported tremendous increases over past
years. The firm’s record department is one of
the most modern in the country, and its system
will prevent any shortage of popular records.

December was the biggest month of the year
as well as the biggest in the history of the Co-
lumbia Co. in Baltimore. The year was one
that the company feels, according to A. ]
Heath, the local manager, will long be remem-
bered for wonderful results. The company
made it a point to get machines herc by ex-
press throughout the final weeks of the holiday
rush, and Mr. Heath says there is not a dealer
in his territory that is not more than satisfied
with the treatment received in taking care of
the volume of holiday business.

A bit of cheering news came to local
hcadquarters, which will receive a big bonus the
middle of this month for its fine year’s serv-
ices. A notice was also posted this week by
Mr. Heath that in view of the high cost of liv-
ing, there will be a monthly bonus for all of
the workers of the local branch. This will act
as an additional incentive to the force.

Samuel C. Cooke, who was in charge of the
office work for a long time at the Baltimore
headquarters, has just been made a member
ot the auditing department of the Columbia Co.’s
main headquarters. Mr. Heath was sorry to
lose him, but is glad of his promotion, and the
entire local force wislied him well in his new
position.

\V. A. Quint, of the wholesale departinent, and

Talking Machine Supplies
and Repair Parts

| SPECIALTIES: MAIN SPRINGS, GOVERNOR
SPRINGS, SOUND BOX PARTS AND NEEDLES

THE RENE MANUFACTURING CO.

HILLSDALE, NEW JERSEY

Oden F. Jester, the city salesman for the Co-
lumbia Co., were given a holiday treat by being
sent to the Bridgeport factory of the company
to study the Colwnbia article from the inside
P. \V. Peck, the traveling salesman, spent the
holidays with his folks and manager, and Mrs.
Heath made week-end holiday trips to Mr.
Heath's parent’s home in Brooklyn, N. Y.
Jesse Rosenstein, of the National Piano Co.,
athé distributors, says that he never received
so many fine tributes for a line in his life as he
has for the Pathé.

Sanders & Stayman Co., the Aeolian represen-
tatives, did a fine month's business, and a big
business during the tiinc the A\eolian-Vocalions
have been on the market. They were highly
gratified at the big sale of the high-priced styles
of these instruments.

W. C. Roberts, manager of E. F. Droop &
Sons Co., Victor distributors, says that there
was a normal increase during 1916 over pre-
vious years. His house sold out all the wa-
chines it could get hold of A week before
Christmas every one of the Nos. 9, 10 and 11
were gone. Mr. Roberts says that while De-
cember, of course, was the biggest month of
the year, the demand for instruments during the
summer resulted in shortage in December,
which prevented the month from being the larg-
est in volume that he has ever had. “QOur rec-
ord sales,” said Mr. Roberts, “were larger than
they ever have been. The Saturday before
Christmas was the greatcst day we ever had.
1t took nine people selling records from &
o’clock in the morning until 11.30 at night. \Ve
sold a great many more No. 18's than during
last December,” continued Mr. Roberts. I
figure that by the shortage of 9's, 10's and 11’s
we lost from 700 to 800 sales. That, of course.
is in the wholesalc business. Right now wc
are doing an immense record business.”

Henry Eisenbrandt, manager of the Victrola
department of H. R. Eisenbrandt Sons, Inc., also
reports that his house did a phenomenal busi
ness during the ycar, both in wholesale and re-
tail lines. The house is a distributor for the
Victor goods. Mr. Eisenbrandt found the short-
age of machines a difficult problem, and says
that a far greater business could have been done
liad they been able to secure the machines. He
stilll has some orders which cannot be filled
because he is unable to get the machines. Ile
also has somie orders for large numbers of rec-
ords which are dependent upon the furnishing
of machines.

P

A. J. Blatz has opened the Buffalo Record
Exchange at 52 West Chippewa street, Buffalo,
N. Y.

Nicholson Record Cabinets

Manufactured in Mahogany, lmituli%r)) anhogany,
ak.

Quartered Oak and Plain
Fitted with horizontal shelves or upright racks.
Exceptional Values. Write for illustrations.

K. NICHOLSON FURN. C0. - Chase City, Va.

Samples 9th Floor, New York Furnitore Exposition Bidg.

and High Poiot Show Rooms, High Point, N. C.
an.

Salesmen | Fomitare Buyers’ Exchange, High Poiat, N. C.
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SOME INTERESTING DEVELOPMENTS IN CANADIAN TRADE

War Conditions Have No Effect on Heavy Holiday Business—Many New Enterprises in Talking
Machine Field—Recitals to Introduce Aeolian-Vocalion—Other Lines Strongly Featured

ToroNTO, ONT., January 4.—All dealers report a
wonderful Christinas sale of talking machines
and records, and this year, more than ever be-
fore, were they given as Christmas gifts. Of
course the shortagc of machines was particu-
larly noticeable, but in lots of cases the dealer
was able to stand off the customer for delivery
a few days after Christmas, giving them in place
of the machine a Christmas ordcr for the style
chosen which the purchaser in turn could hand
over to the person whom it was intended for as
a holiday reminder.

The large amount of newspaper .advertising
indulged in by the various companies also helpcd
a wholc lot in educating the public as to the ad
vantages in owning a machine.

Musical Instruments, Limited, is the name and
style of a newly organized company to receive a
Dorninion charter. The company is capitalized
at $40,000 and the head office is to be in this
city. Among the incorporators are Messrs. A. T.
Pike, J. A. Moore and B. S. Stright, of the
Cecilian Co., Ltd. When asked by The World
correspondent, J. E. Hoare, president of the
Cecilian Co., Ltd., admitted that he was behind
the ncw firm. While the charter is very broad
it is understood that the primary purpose of
Musical Instruments, Ltd., is to market the Ce-
cilian phonographs. Already a quantity of these
have been turned out and their reception has
encouraged the proposal to go more extensively
into their manufacture.

In their efforts to get the necessary supply
of Sonora phonographs to meet orders the mem-
bers of the local firm of I. Montagnes & Co.,
Canadian distributors of these lines, frequently
visit the factory at New York City. They state
that the goods are now coming through quite
satisfactorily. In corresponding regarding ship-
ments the manufacturers wrote that they were
“Working overtime on their goods.”

H. N. McMenimen, managing director of the

Path¢ Fréres Phonograph Co., New York, vis-
ited Toronto recently. =

Otis C. Dorian, general manager Pathé Fréres
Phonograph Co., Toronto, visited New York re-
cently in the interests of his firm.

Ralph Cabanas, manager of the Columbia
Graphophone Co,, this city, recently attended a
meeting of district managers and department
heads of the company, at the Columbia factory,
Bridgeport, Conn.

Robert McKee Stevenson, whose demise re-
cently occurred suddenly at his home in
Toronto, was the father of E. A. Stevenson,
proprietor of the Regal Phonograph Co., 43
Queens street, East, this city, manufacturer of
the Ideal phonograph.

James P. Bradt, general sales manager of the
Columbia Graphophone Co., New York, passed
through Toronto recently en route from Battle
Creek, where he had been recuperating from the
results of overwork. Mr. Bradt’s stay in Toronto
was short.

At the Hamilton salesrooms of the Nord-
heimer Piano & Music Co., Ltd., the formal in-
troduction of the Aeolian-Vocalion to the public
of that city took place in the form of a series of
recitals. The attendance and the interest were
very gratifying to L. E. Eager, manager of that
branch, who, with the assistance of an enthusi-
astic staff, had every detail most carefully ar-
ranged. Cut flowers were generously distributed
throughout the rooms and the walls were draped
with flags. Each lady who attended the recitals
was presented with a rose by the management.
Bouquets of roses were also presented to the
ladies contributing to the program.

Gourlay, Winter & Leeming, Ltd., are featur-
ing the Shelton electric phonograph motor with
very good success. .

Heintzman & Co., Ltd., are holding Saturday
afternoon Victrola recitals from 2.15 to 3.45,
with assisting artists.

The Robert Simpson Co., Ltd., are handling
the New Edison and Pathé lines.

Gerhard Heintzman, Thos. Anderson and
Heintzman & Co., piano dealers of Hamilton,
Ont, are now stocking and pushing the
Sonora.

Wm. Long, 466-468 Yonge street, has the ex-
clusive control in Toronto city for the sale of
the Music-Phone, a new Canadian electric phon-
ograph.

‘R. S. Williams & Sons Co., Canadian Edison
jobbers, ran double-page spreads in a number of
leading dailies throughout the Dominion featur-
ing the merits of the New Edison Diamond Disc
machine.

The Home Outfitting Co., 170-178 King street,
East Hamilton, arc making the Pathephone their
leader and are advertising DPar-O-Ket double-
faced records at forty cents. ’

Music-in-the-home propaganda has received
another important move forward. The Canadian
Piano and Organ Manufacturers’ Association
has officially approved of the trade co-operating
to foster and develop a musical atmosphere in
the home. It has been decided to put carefully
considered plans into execution. It is proposed
to enlist the co-operation of the press in in-
fluencing the public to give music its place in
the home. This should all help towards the in-
fluencing of-the talking machine as a necessary
article in the home.

The Cecilian Co., Ltd.,, whose retail store is
located south of College street, have leased new
premises at 247 Yonge street, ‘and expect to
get located therein towards the end of January.
Already contracts have been let for extensive
improvements. There will be a number of
sound-proof rooms for their Cecilian phono-
graph department, the development of this
branch alone necessitating the larger premises.
J E. Hoare is president of the Cecilian Co,
Ltd.

Eugene Zimmerman, for the past fifteen years
a talking machinc dealer at 418 South Adams
street, Peoria, Ill.,, died recently in that city.

TRADE W

MARK

We trust that you have had a successful Holiday season

Inquire of us what the

Crescent Silvertone
Dealers Sign

will mean to you during the
coming year.

_ZMMANME DA D -

We take this means of wishing you continued prosperity

for the New Year

Crescent Talking Machine Company, Inc.

89 CHAMBERS STREET
Manufacturers of the “SILVERTONE” Line

CHICAGO OFFICE: CRESCENT SALES CO., 23 E. Jackson Blvd., CHICAGO, ILL.

NEW- YORK CITY
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TRIPLE SPRING MOTOR
Leonard Markels Motor No. M4

This M4 Motor 1 Place 1917 Orders NOW

can be installed e
in the same To Be Sure of Deliveries
borings made |
for our No. 2

Motor.

Plays four 12 or six 10-inch records

Occupies same

space as No.2 Motor

in width and length,
but deeper.

HE Leonard

Markels Motor
No. M2 plays two
records with one
winding. Double
spring, wormdriven,
fibre gear. Gradu-
ated or plain regu-
lator, winding key,
stop, escutcheon,
handle, washers,
screws, ete. Stamped
turntable 10 or 12-
inch. Quantity prices
on application.

LEONARD MARKELS - 165 William Street, New York
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THE TRADE IN PHILADELPH

IA AND LOCALITY ”

PuiLapeLPHIA, PA., January 8 —The most phe-
nomenal holiday tradc in the history of Phila-
delphia’s talking machine business is a thing
of the past, and the dealers, one and all, are
cougratulating themselves on the rcsult. It has
not gone beyond expectations, for all fall the
dcalers saw it coming. They tried to prepare
for it, but in spite of supreme ecffort on their
part it rcached them prepared, so far as it was
possible for them to prepare, but even the re-
sult leaves the feeling of disappointment that
the factories could not better help them out, so
that no business whatever would have to be
turned down.

The machine shortage was the most severe,
for most of thc dealers were able to get suffi-
cient record stock on hand to supply, in most
instances, 100 per cent. The greatest ef-
fort just at present is to get as many machines
as possible to fill all the orders that remain out-
standing, so that they can close all accounts and
begin anew.

Everything points to a continuance of the
good business througliout the remainder of the
winter, and at least until the end of spring.
After that no one is willing to predict.

Louis Buehn Co.’s Greatest Year

Louis Buehn, of the Louis Buehn Co., says
that his firm closed the largest December that
they have ever had, the largest year they ever
had, and they anticipate that 1917 is going to
be still better. He says that the shortage of
machines is still acute, and that they are short
of stock, but their records held out wonderfully
well in spite of the demand made upon them.
They are still making shipments practically com-
plete, in spite of the big business. They are
looking for the biggest record business they
have ever had in 1917, and are stocking up ac-
cordingly.

Cleaned Out of Stock

Burkart & Blake, the biggest handlers here
of the Edison, also enjoyed a very fine Decem-
ber business, and they weént way ahead in the
amount of business which they figured on. The
big business depleted their stock to the extent
that it will take them a couple of weeks to get
it baek into shape. Their factory kept them
well supplied, and they did not run shy of any-
thing up to the last few days.

In the new year the firm expect to go after

the piano trade with as much energy as they
can bring to their command, now that they have
taken the agency for the Baldwin line. They
have on their floor at present all the styles made
by the Baldwin Co. and the Ellington Co., both
grands, players and uprights, and expect short-
ly to get in stock some Howards. C. E.
Lucore, who had been in charge of their piano
department, has resigned to return to l.os An-
geles, where his father is in business, but ex-
pects shortly to retire and wants the son to
assume the work. Mr. Lucore left this city sev-
eral days ago and will motor to Los Angeles.
Burkart & Blake expect to secure the services
of a good man this week.
Progress of Sonora Phonograph Parlors
The Sonora phonograph parlors are nearly
completed, and would have finished before this
were they not compelled to interrupt the deco-
rators in order to give them a better chance to
look after their big holiday trade. They did
very much better than they had expected, just
getting their place open a few weeks be-
fore the holiday trade began. General sales
manager McCormick was over from New York
early this week and expressed himself as being
well pleased with what has been done here, and
the future prospects. Their warerooms are un-
doubtedly attractive, and in keeping with the
high-class instrument that is sold. They are
expecting to get their elevator erected within
the next ten days, as well as their draperies
hung.
Ludwig’s Attractive Warerooms
The Ludwig Piano Co. was able to get its
warerooms in shape for the holiday business.
They are most attractive, with a full line of
Edisons. Manager Ryan is very optimistic as
to the outcome, and has began advertising the
Edison considerably
To Push the Cheney Machine
G. Dunbar Shewell has assumed full charge
of the Cheney talking machine in this terri-
tory. He has erected fine warerooms in the
Henry F. Miller branch store here, and expects
to place the machine extensively in this terri-
tory. He says he is well satishcd with the re-
sults so far obtained, and that the holiday busi-
ness far surpassed his expectations.
Did Immense Columbia Trade
The Pennsylvania Talking Machine Co. had

their enthusiasm.

ing these 18 years.

you.
mutual success.

17 So. Ninth St.,

“All men are selling themselves in one

1]
way or another.
Ray Stannard Baker's article on Wilson, Colliers, Oct., 1916.

The above quotation means men are selling
their 1deas, their ability, their energy and

This 1s exactly what we the Pioneer Victor
Distributors of Philadelphia, have been do-
You can’t afford to be
without our service; it means 47g profits to
Our efforts are all directed to our
Give us an opportunity
to demonstrate just what we mean.

PENN PHONOGRAPH CoO. a

ESTABLISHED 1898 _l

PHILADELPHIA

the biggest year in its history. In the question
of Columbia shipments, they had better ship-
ments from the factory than during any pre-
vious Christmas scason, although it was neces-
sary to have several big express shipments from
the Middle Western factory just prior to the
holidays. They were compelled to carry over
a considerable number of unfilled orders, but
on the whole they were able to fill a bigger per
cent. of orders than any previous year.

Harry C. Grove, who was manager of the
Washington Columbia talking machine ware-
rooms, bought out the Washington retail store,
and the Washington jobbing business was
turned over to the Baltimore branch.

The Pennsylvania Co. have had a most in-
teresting letter from the Cameron Piano Co.,
of Allentown, who handle the Columbia in that
section. They report that their business has
been most excellent, and that they are highly
delighted with the service they received from
the Pennsylvania Co. i

The Pennsylvania Co. will have, next week,
a most attractive window at the Ledger Central
office, an office whieh is giving one of its
patrons a window for display eaeh week.

Westervelt Terhune, manager of the Colum-
bia store at Atlanta, Ga., spent a couple of days
in Philadelphia Tast week on his way to New
York. Mr. Eckhardt, manager of the Penn-
sylvania Co. has been in New York several days
this week, as has also J. D. Westervelt, who
went over, accompanied by his entire staff of
the Dictaphone Co., to attend the session of the
convention of that company that is being held
this weck. Five of the wholesale traveling
salesmen from Philadelphia, and two from Balti-
more, also took the trip to New York and the
Connecticut factory last week, during which they
went through the executive offices, the record-
ing laboratories, and all other parts of the Co-
lumbia’s plant. The Dictaphone department of
the Pennsylvania Co. has had a very satisfactory
December business.

UNUSUAL NEWSPAPER ARTICLE

Philadelphia Writer Pays Remarkable Tribute
to Sonora Phonograph—Attributes Success of
This Instrument to Energy and Business
Acumen of President Brightson — Traces
the Steady Growth of Sonora Business

PaivLapELPHIA, PA, January 7.—Coincident with
the opening of the local establishment of the
Sonora Phonograph Corp, at 1311 Walnut street,
thcre appeared in the Philadelphia Press,
one of the most interesting articles which has
ever becn presented on behalf of a talking ma-
chine concern.

This article, which was illustrated, was writ-
ten by Charles P. Martyn, who had made a care-
ful study of the Sonora Phonograph Corp.’s
achievements before writing his story. At the
top of the page were present a number of
illustrations, in the center of which was a photo-
graph of George E. Brightson, president of the
Sonora Phonograph Corp., and one of the lead-
ing figures in the phonograph industry. The
other photographs presented views of the in-
tcrior and cxterior of the Philadelphia estab-
lishment; a corner of the New York showroom
at 668 Fifth avenuc; a reproduction of the
“Medal of Honor” bestowed upon the Sonora
phonograph at the Panama-Pacific International
Exposition, and three views in the Sonora fac-
tory, sections of the assembling, finishing and
packing rooms being shown.

The article was entitled “Sonora—From Ob-
scurity to Prominence in Seven Years,” with
the subheading “Iow.a phonograph is winning
a national reputation—Suecess due to energy and
business acumen of president.” After paying Mr.
Brightson a well-deserved tribute the text traced

(Continued on page 38)
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BUEHN SERVICE
on VICTOR RECORDS

When they come in, your customers may want only one
record. When they go out, they may have 2, 12, 24, 50 or
more—according to your ability and your stock.

RECORD Salesmanship

is the new profession. It is the one that enables you to
give your patrons the greatest service, for they must have
music.

You may be able to sell records without demonstrating but
most of us cannot. Unless we have the records, we lose
business.

Buehn Record Headquarters maintains 100% stock, guaranteeing complete
deliveries Immediately—regardless of the quantity, numbers or time of
day. We specialize on Records, and concentrate on wholesale service.

Watch Buehn Service in 1917

THE L.ouls BUuEaN Co.
PHIL.ADEI. PHIA
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(Continued from page 36)

the rapid growth of the popularity of the Sonora
phonograpl in a comparatively few years, and
called attention to its distinctive qualities, the
award it received at San Francisco, the national
advertising campaign sponsored by the com-
pany, the artistic conception of its showrooms
in New York and Philadlephia, and the profit-
sharing plan, under which Sonora employes
work.

Referring to Mr. Brightson this article said:

“The Sonora has grown in popularity because
of the tremendous cnergy, business acumen and
wonderful merchandising knowledge of one man,
who scven years ago had, and now has, im-
plicit faith in the intrinsic worth of his product
That man is George E. Brightson, president of
the Sonora Phonograph Corp., 57 Reade street,
Ncw York.

“Mr. Brightson began investing his money in
the phonograph industry about 1910. He had
carefully examined the Sonora and foresaw that
onc day it would be rccognized as the best talk-
ing machine in the world. The original com-
pany got into business difficulties, howcver, and
almost before he realized it, Mr. Brightson was
out a large sum of money. In 1913, after re-
ceivers had reorganized the concern, Mr. Bright-
son jumped into harness himself, organized the
present corporation, bought out the old com-
pany, and took the reins of authority.

“And he has never let go of thosc reins since.
From that ycar on an almost magical industrial
developinent has taken place. -

“When Mr. Brightson began his reorganiza-
tion the total number of employes, including the
oflice force, was about a dozen. Once in a while
a machinc was sold.

“Realizing that a product which was ‘just as
good’ or even ‘a little better’ than cowmpeting
phonographs would never makc a hit with an
already phonograph-flooded country, but that
one which was superior to its competitors would
certainly be well received by the pcople, this

keen business man set forth to let the machine
sell itself, and with its own marvelous voice tell
the world of its superiority.

“Careful attention to detail, insisting at all
times that not a machinc leave his factory until
it was mechanically and tone perfect, Mr.
Prightson watched his business grow day by
day. He gathered about him the most expert
of mechanics for his factory and the cleanest
cut of young men for his office force and in-
stilled into them the same spirit of determination
with which he himself was filled. And, of course,
success just had to follow

“Now thc New York home of the Sonora has
a factory 800 feet long and four stories high, has
three great demonstration parlors in the metrop-
olis and another magnificent showroom at 1311
Walnut street, Philadelphia.”

BUILDING RECORD SELLING INTEREST

How One Talking Machine Manager Overcomes
Tendency of Salespeople to Give Most At-
tention to Machine Sales—Establishes a
Merit System Which Is Working Out Well

One of the problems of the talking machine
department manager is that of having his sales
force put as much enthusiasm into the sale
of vecords as they do into the selling of ma-
chines. The real problem lies in the fact that
where the sales person works on commission,
or where thc wage depends upon the total sales
volume, they are naturally more interested in
selling a machine at $100 or thereabouts, than
in putting greater effort into and disposing of
one or five dollars worth of records. From
the viewpoint of the sales person, machine sales
bring quicker and more satisfactory monetary
results.

One manager in the East has been. giving
much thought to the problem with the result
that he has evolved a merit system to encour-
age record sales. This manager, he is
S. Semmels, in charge of the talking ma-
chine department of L. Bamberger & Co., New-
ark, N. J., has had made a gold pin representing

a Victor record, even to the label in the cen-
ter. Each week this pin is awarded to the
sales person making the greatest volume of rec-
ord sales and is worn by that person until a new
award is made the following week. The pin
becomes the personal property of the employe
who has the highest total of record sales for
the year. The spirit of competition thus pro-
duces excellent- results. Additional interest is
given to the system through the fact that Mr.
Semmels himself takes occasion to go out on
the floor and sells goods at intervals for the
purpose of keeping in direct touch with the
trade. His sales during the week go to the
credit of the employe who wins the pin for that
week, which means just that much more com-
mission. The plan has increased record sales
materially without in any way detracting from
machine sales.

DECALCOMANIE FOR DEALERS

The Globe Decalcomaine Co., of Jersey City,
N. J., in their ad appearing in this issue an-
nounce that they are “printing decalcomanie by
a process, whereby they can sell ‘Sold By’ name
plates for talking machine dealers in quanti-
ties of 100 at a price that should make it an
inducement for every dealer to adopt them.”

These “Sold By” nameplates can be applied
on talking machines and dealers interested
should write to this. company who will gladly
furnish samples and full information regarding
their special offer. The Globe Decalcomanie Co.
enjoys an extensive trade among musical instru-
ment manufacturers and dealers.

Preliminary statistics of commercial failures in
the United States during 1916, as reported to R.
G. Dun & Co., show a marked reduction from
the exceptionally high mortality of the previous
year. Thus, the number of defaults is esti-
mated at 16,985 against 22,156 in 1915, while the
liabhilities were $194,863,521, as compared with
$302,286,148 in the earlier period. Insolvencies
were less numerous in the last three months
than in preceding quarters.

We carry

We manufacture
4
styles of

TONE-ARMS

14
styles of

SOUND BOXES

We fit any of our
sound boxes to your
tone-arms or vice

versa.
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INDEPENDENT GERMAN-AMERICAN TALKING MACHINE CO., Inc. |

54-56 Bleecker Street, New York City

We
manufacture
all parts
including

Graduated Disc
Tabulaters

Turntables

Table Brakes
Tone-Arm Rests
Record Cleaners

Needle Cups

Cabinet Lid
Supports

Sapphire Needles

For Edison or Pathe Records
Main Springs
Governor Springs

ETC.




THE TALKING MACHINE WORLD

And the Tone Does Come Right Out
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Watching the Music Come Out

*‘0-0-0! You can just SEF the music come out!’® says Little Maggie, the Magnola Girl.
That's what you will say, teo, when you first hear Vagnola Tonc

The marvelous CLEARNESS and CLEANNESS of its reproduction
lead many others besides little girls to make the same remark
about the magnificent—

MAGNOLA

N A

| Cramped. smothered sounds eliminated. Plays 4LL makes of records without
; extra attachments. Volume of tone controllable at will. Best designed, best
[

looking, best finished cases.

LET US TELL 10

MAGNOLA TALKING MACHINE COMPANY

OTTO SCHULZ, President 711 MILWAUKEE AVENUE, CHICAGO

ALL ABOUT QUR DEALER PROPOSITION
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CONGRESS HAS PROPOSITION TO PUT TAX ON RECORDS

Tax on Player-Piano Rolls Also Suggested as Means of_Raising Revenue—Manufacturers Should
Be Prepared to Offer Organized Opposition If Tax Wins Favor

WasHINGTON, D. C,, January 2.—It is necessary
to whisper it softly, if you please, lest the idea
be “catching,” but there are several men in
Congress who have up their sleeves 2 beautiful
scheme for taxing player rolls and talking ma-
chine records. Speaking seriously, it may be
said that there does not appear to be much dan-
ger that Congress, for all its sore financial
straits, will attempt to put such a burden upon
the musical industry, but for the sake of “pre-
paredness” it may be just as well if the music
trade interests are aware that this is one of the
things “in the air,” and that organized opposi-
tion may be necessary if the plan should gain
in favor.

The suggestion to tax rolls and records is
one of the suggestions that has been made to
the House of Representatives Committee on
Ways and Means, which is wrestling with the
problem of finding new means of raising reve-
nue to stave off the huge deficit that now
threatens the U. S. Treasury. A canvass of
the situation this week for The World seems
to indicate that most of the influential Congress-

men are opposed to further “stamp taxes” such
as have proven so unpopular in the past, and
are moreover in favor of levying such new taxes
as may be necessary upon raw materials rather
than manufactured products.

However, no one need shut his eyes to the
fact that there is in both houses of Congress
some sentiment in favor of placing a tax on
what the members who are enthusiastic for the
plan are pleased to call “luxuries,” notably rolls
and records and motion picture films. An un-
expected turn of affairs may bring it to the
fore, because some new sources of revenue must
be found, and President Wilson is most re-
luctant to sell bonds. [ncidentally, the trade
may be interested in the fact that even the
Congressmen who are opposed to taxing manu-
factured goods, and in favor of raising all new
revenue from raw materials, plan to include
rubber among the raw materials that would
bear the additional burden. And they want to
make the tariff specific—duty on the basis of
weight aud quality instead of on an ad valorem
basis.

EFFICIENCY AND CO-OPERATION

The Keynotes of the Manufacturing Activities
at the Elyria Plant of the Otto Heineman
Phonograph Co.—Up-to-Date Ideas Prevail

ELyria, O, January 7.—Lfficiency is the key-
note of the manufacturing activities at the plant
of the Otto Heineman Phonograph Supply Co.

attributed to the up-to-date methods and sys-
tems which are in vogue at the factory. In
every department of the Heineman organization
one can find a spirit of co-operation which makes
the Heineman organization a model one in every
respect. -

One of the interesting features of the day’s
work at the “Motor of Quality” factory is the

Heineman Department Heads in Conference

In fact a considerable portion of this com-
pany’s remarkable success the past year may be

daily gathering of the department heads and
S ———— foremen. At these
meetings many inter-
esting discussions are
held involving various
problems and plans,
and every man present
takes a personal inter-
est in
these different matters
The accompanying
illustration will give a
fair idea of the magni-
tude of the Heineman
factory, for every man
shown in the photo-
graph is a department
head or foreman.
These men are all ex-
perts in their ‘respec-
tive fields, and many of
them are recognized as
leaders in the practical
end of the motor manufacturing industry be-
cause of their wide experience.

the solution of

est quality.

HORNS

TONE ARMS

For many years we have been the only manufacturers of
good metal phonograph horns, and recently we have added
equipment for making Tone Arms and Turntables of high-

These products are made to your specifications only. Ask
for estimates.

Phonograph *

TURNTABLES

Standard Metal Mig. Co.

227 CHESTNUT STREET NEWARK, N. J.
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MORE DRY KILNS FOR VICTOR CO.

Latest Additions to Plant at Camden Will
Cover 67,706 Square Feet of Ground Space,
Be of Modern Construction With a Drying
Capacity of 1,000,000 Feet of Lumber Weekly

Campen, N. J., January 4.—Work is now under
way for an addition of twenty-nine dry kilns to
the vast factory equipment of The Victor Tall-
ing Machine Co. The kilns have a drying ca-
pacity of over 1,000,000 feet of lumber per
week, and when completed will be the largest
and most efficient group of kilns in the world.

In preparing the ground for the erection of
the kilns, it was necessary to move to other
localities over six million feet of lumber. The
kilns will occupy a ground area of 67,706 square
feet and will be erected in twenty-nine separate
units. By this means, fire breaking out in one
kiln may be confined to that section and ex-
tinguished by automatic sprinklers without any
danger of damage to the lumber in other kilns.
Fach compartment will contain 28,000 cubic
feet of space and will require 6,000 feet of radi-
ation, controlled by the most modern methods
to insure uniformity in seasoning. The sep-
arate compartment arrangement will also have
the advantage of permitting the seasoning of
various sorts of woods under conditions that
will secure the best results with each particu-
lar sort of lumber.

WEYMANN & SON IN NEW QUARTERS

Prominent Philadelphia Music House Sends
Out Attractive Announcements of the Fact

PriLapeLpuia, Pa., January 6.—H. A. Wey-
mann & Son, Inc, the prominent musical instru-
ment manufacturers and wholesalers are now lo-
cated in the new Weymann Building at 1108
Chestnut street, this city, where part of it has
been specially laid out to meet the particular
requirements of the company’s business.

In announcing the occupancy of the new quar-
ters to the trade and public, Weymann & Son
sent out handsomely engraved cards, the text
of which is produced herewith

1108 CHESTNUT STREET
PHILA PENNA

=

ﬂrgwug fo the ywwlﬁ of
= hustiress we fave nowmoved
=5 _‘!‘{{g‘?/ufw é/cymanrﬂ}ui/d[ny
j'uof co

mpleled at the above address.
OU/-)zcwéui/dl)g és one of the most
com/)/e/c in the sworld, devoled exelus l've/y
o the wholesalin j and 7v{a1'/¢'n;5; ﬂ'al/oa,
Victrolas and gyvcn //u':gﬁ/[uaica/"
Ouraim fas Zﬁen, o p/a)nu'){y owr
sew kone, bo provide /6r the jrca/cr’
com/brt and corivenience, as well as the
most efficientservice /él'Oll)‘//l(llzy palrorn
(e take thés opportunity to cxpress
ourasincere apprecéiation cy'//zc yenerotss
palronage accorded fo us during owr
/t/{y bwo years of busiress and cordia//y

invite  you lo imypect

?‘%Z/ac/e{o/ii(ﬁ/l/m ical Gentre
76 = (@éqmann & .Son, Ine.

A heavy holiday sale of Sonoras at Bing &
Nathan’s furniture store, Buffalo, N. Y., has
been followed by an active trade the opening
of the new year. J. M. Arthur is manager.

F. W. Gardner, of Lawrence, Mass., reported
an exceptionally prosperous holiday trade in
both the Victor and Columbia lines.
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BROWN’S DISC RECORD CABINETS

Wll}_lili y\n_der Every Make of Portable Machine

/

A New Departure in Record Cabinets
BEAUTIFUL-PRACTICAL.-SIMPLE-EFFICIENT

? One Low Price for High
Quality to All Dealers

INSTANTLY
You Find the Record You Want In

Brown’s Disc Record Cabinet

Your Customer Wants a Cabinet in

Which a Record

| 1. Is instantly found.
5 m 2. Is instantly replaced.
i | 3. Lies FLAT—{ree from warping.
1t ) 4. Is protected from scratching.
f ? A Cabinet Which il s
?; Brown’s Disc Record 5. Has the greatest capacity for space F:u:-nle)tmw:}‘
“ Cabinet No. 4, with | occupied. Samt S NSRS
moulding around top v 6. Accommodates 12-inch as well as 10- Table Top ‘
Measures 1615 wide by 204; d !rii Iding. Wil Inclyresards: . “?{75“1{;? 1\?141 :’r:?lelgy églﬁmgx?%ramyl t:;lge 2‘5’”5?13
take Victrola lVyV \Iele ;:3 ?Xr?m(l'.'olluxgbia 7 Has steel I)Ody drawers that cannot and 50 Aeolian Voealion D and E, al?d others.
Grafonola 15, 25 aud 35; Aeolian swell or shrink.
Vocalion D and E, and otfirs 8. Has a perfect suspending device.
. 9. Is strongly and durably built by a con-
cern understanding perfect cabinet
work.

10. Is a handsome piece of furniture.

! . YOU Mr. Dealer WANT to
- Handle a Cabinet

which your customer will apprecuate the
value of as soon as he examines it and will
e thoroughly satisfied with after he buys
it, and will voice his satisfaction to others.

You Want to Increase

Your Sale of Records

If every owner of a talking machine had a
Brown Disc Record Cabinet, more records
would be bought. Up to the introduction of
the Brown Disc Record Cabinet there had
never been a perfect way to file records.
Now, with Brown's Disc Record Cabinet, it
is a pleasure to instantly file or find a record.
With a Brown Disc Record Cabinet no Vic-
trola will ever be neglected. More instru-
ments have been idle and fewer records
bought because there has never been any
perfect and quick way of instantly finding

Brown’s Disc Record
Cabinet No. 2-T

Brown’s Disc Record

Cabinet No. 2, with the record the owner wishes. Same as No. 4, but with
moulding around top Brown's Disc Record Cabinet is an ingen- Table Top v
ke Victrola
ious device, the result of years of experi- Measures 17% wide by 1834 deep. Will tal
Mea suu 15 7% wide by 168 deep inside moulding. W|11 ¢ f Y 1 1 ll B d VI; Columbia Grafonola 15, Zg algd 35,
ta trola 1V or VI; olumbia Grafonola 15 and 2 mentmg, and is manufactured exc usive y by and Aeolian Vocalion D an

The SlobeWernicke Co.

CINCINNATI
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INDIANAPOLIS OPENS NEW YEAR WITH FINE PROSPECTS

Holiday Trade Exc_eeded Expectations—Stocks Depleted at the Leading Houses—Trade as a Whole
Most Enthusiastic Regarding Accomplishments and Prospects—News of the Month

INpIANAPOLIS, IND., January 8.—Despite the fact
there were more stores and more kinds of talk-
ing machines to bid for the holiday trade, In-
dianapolis talking machine dealers came through
the holiday season with flying colors, and most
of them report the biggest month in the his-
tory of their business for December.

Most of the dealers were expecting to fall
below the big record made a year ago. They
based this expectation on the high cost of liv-
ing, and on the fact that the number of deal-
ers and the number of different makes of ma-
chines had increased tremendously. Naturally
they were all jubilant with the outcome. And
the dealers who were having their first experi-
ence with the talking machines—such as furni-
ture store dealers—were more than pleased with
the business they got.

The business is keeping up well with all the
dealers, and the record business is booming.
The wholesale dealers are trying to get reorgan-
ized from the assaults made on their stocks by
the Christmas orders.

At the Pathé Pathephone store, Mr. Tobin is
rejoicing on the way the Pathé sales in his ter-
ritory ran up into big figures. I am con-
vinced from my first year’s business in Indiana
that the Pathé has an unlimited future,” said
Mr. Tobin.

Mr. Tobin referred to a stack of letters and
telegrams from his dealers telling of Pathé suc-
cesses.

W. S. Carter, of Ashland, Ky, one of Mr.
Tobin’s dealers, told of how he sold Pathé ma-
chines for spot cash in his store. Frank H.
Brown, of Logansport, Ind., did an exceptional
Pathé business. R. L. Leeson & Son Co., of
Elwood, Ind.; Guttman Bros., of Connersville,
Ind.; Rawlings Co., of Anderson, Ind.; Wolf
Dessauer Co., of Fort Wayne, Ind.; ‘I'rumbo-
Schupp-Schmidt, of Louisville, Ky.; Robert
Adair, of Paducah, Ky.; the Templeman Piano
Co., of Chattanooga, Tenn, and W. A. Mec-
Naughton, of Muncie, Ind, were some of the
other Pathé dealers whose reports were highly
satisfactory.

Mr. Tobin is featuring the professional model
machine throughout his territory, and has been
doing some effective newspaper advertising on
it. E. W. Eskew, a piano and talking machine
man with a wide acquaintance in the trade, has
joined Mr. Tobin’s forces as a road man. Mr.
Tobin is planning to make a trip around to all
his dealers in the near future.

Walter Kipp, of the Kipp Phonograph Co,,
reported the biggest Edison business in the
history of his company. The only trouble with
the business was getting enough goods to fill
orders.

At the Stewart Talking Machine Co., Victor
distributors, the stock was practically depleted
in the effort to meet the rush of orders. The
company reports that orders dated many months
hack have not been completely filled on -ac-
connt of the difficully of getting goods from
the factory. The record business was also
good, but in this department the company was
able to keep its stock np as preparations had
been made.

Among the retailers, the IPearson Piano Co
did the largest business in Victrolas and Edi-
sons that it has ever done, according to E. W.
Stockdale, manager. The company was unable
to get one-third of the machines it had or-
dered.

A. E. Pieiffer, manager of the Starr Piano Co.
store, reported that the Starr machine proved
to be a popular seller.

Paul Furnas, manager of the Aeolian store,
was satisfied with the Vocalion business. Mr.
Furnas reported that the demand for the higher-
priced models was a feature of the business.

The talking machine sales at the E. L. Len-
nox store, where the Edison and Victor ma-
chines are handled, swelled the holiday busi-
ness, Mr. Lennox reported.

The Carlin Music Co. with the Sonora, Edi-

son, Columbia and Artiphone lines, did a rec-
ord-breaking business, Frank Carlin said. The
models running from $100 and upwards were the
most popular.

A. W. Roos, manager of the Columbia store,
said that the business was even better than he
expected, exceeding the record of last year. The
wholesale business was also exceptional. Mr.
Roos called attention to the record made by
J V. Reisbeck, a druggist in the residence dis-
trict of Indianapolis, and said that Mr. Reis-
beck had done five times as much business in
Irecember as was expected.

The Sommers Furniture store, another Co-
lumbia dealer, made a fine showing. Manager

Roos reports fifteen new accounts having been
opened in his territory.

F. J. Clark, in charge of the Dictaphone de-
partment, is in New York attending the Dicta-
phone salesmen’s convention. Mr. Clark en-
joyed the biggest business for the month of De-
cember and for the entire year that has been
done here in Dictaphones.

Edgar Daab, manager of Steinway & Sons,
reported that the Columbia line, which was in
stalled recently, is going well.

At the Rex Talking Machine store, H. J.
Stafford, manager, reported a large business.

The Edison Shop, where the Edison phono-
graph has been featured throughout the year in
special concerts in the store’s concert hall,
posted up its biggest record in point of sales
during the holiday season. The volume of sales
exceeded expectations.

NEW YORK AND CHICAGO VICTOR JOBBERS CONSOLIDATE

A. D. Geissler and Associates Purchase New York Talking Machine Co. and Chicago Talking Ma-
chine Co.—Organize Under Name of New York-Chicago Talking Machine Co.—Other Changes

The Victor trade has been advised that
Arthur D. Geissler and his associates have pur-
chased the New York Talking Machine Co,
New York, and the Chicago Talking Machine
Co., Chicago, Victor distributors, and that after
January 1, these two companies will be known
as the New York-Chicago Talking Machine
Co., with Mr. Geissler as president. Associated
with Mr. Geissler in this very important trans-
action are Daniel A. Creed, Roy J. Keith,
Grifith P. Ellis and Wm. C. Grifath.

The New York Talking Machine Co.'s deal-
ers were also advised that Robert W. Morey,
general manager of the company, had resigned
from this position. Mr. Morey is succceded
by Roy J. Keith, who was formerly sales man-
ager and a director of the Chicago Talking Ma-
chine Co. Mr. Keith has been associated with
the Victor industry for twelve years, and is
generally recognized as one of the best posted
members of the Victor wholesale fraternity.
Mr. Keith will give personal attention to co-
operating with the Victor dealers in this terri-
tory along practical lines

Mr Geissler's other associates, all of whom
have been connected with the Chicago Talking
Machine Co. for a number of years, will con-
tinue their association with this company, and
exceutive offices will be maintained in both
cities as heretofore.

Mr. Geissler is to be congratulated upon the
consummation of this deal, as the consolidation

of these two Victor distributors makes the New
York-Chicago Talking Machine Co. the largest
Victor distributor in the world. Both com-
panies have been remarkably successful, and
have contributed materially to the progress and
achieyements of the Victor retail fraternities
in their respective territories. For a number
of years Mr. Geissler has been vice-president
and managing director of these two companies,
and his knowledge of the Victor industry is
based on a detailed study of all phases of the
business, which gives him a thorough and com-
prehensive understanding of dealers’ problems
and their solution.

FREE GARAGE SERVICE FOR PATRONS

Ora Hatch, Edison Dealer of Bloomington,
Wis., Introduces New Feature for Holidays

Broomixgrox, \Wis, January S5--Ora Hatch,
druggist and Edison deale<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>