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“HIS MASTERS VOICE

'REG. U.S. PAT. OFF.

The best-known trade mark in the world

“The Victor talking machine’s design, ‘His Master’s Voice,
| has become a household word, and the quaint little fox terrier at
| attention before the horn is familiar to more Americans than any
of the world’s great masterpieces’— Collier’s Weekly.

Entered as second-class matter May 2, 1905, at the post office at New York, N. Y., under the act of Congress of March 2, 1879.
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CLEAR AS A BELL

HERE will be spent in this country during the coming

year not millions but billions of dollars in excess of

normal. This money will be kept in this country and
will circulate here. Holiday business
in the phonograph trade especially
will be exceptionally good.

Never, however, have manufacturers been con-
fronted with such difficult problems as they now
have and will have in the securing of requisite
raw materials, the speedy transportation of in-
coming and outgoing shipments, the maintenance
of a skilled force of workers, and finally the
method of adjustment of construction and selling
in order to make timely deliveries.

You will therefore see why there is such tre-
mendous importance in this advice—

You MUST anticipate your wants if you wish to
have goods to sell this Fall

TODAY uwrite for complete information

Ten models

345 860 3875 3100 8150 $175 $190 $250 $350 $1000

Sonora Phonograph Corporation

GEORGE E. BRIGHTSON, President
Executive Offices, 57 Reade Street, New York City

BOSTON: 165 Tremont St. CHICAGO: 320 S. Wabash Ave.
PHILADELPHIA: 1311 Walnut St. SAN FRANCISCO: 616 Mission St.

DETROIT: 3 Madison Ave. TORONTO: Ryrie Building
Sonora operates and is licensed under BASIC PATENTS of the phonograph industry
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Price Twenty Cents

CAPITALIZING CHARACTERISTICS

How the Service of the Store May Be Adapted
to the Peculiar Desires and Ideas of the Va-
rious Customers With Success and Profit

Capitalizing a customer’s characteristics is a
mighty good plan. It is one of these small
things that brings big results. The story is
told of a merchant who keeps in a drawer of his
desk a card file on which he lists every detail,
even thc smallest personal peculiarity of each
one of his acquaintances, his family conncctions
and other matters that the ordinary mortal
would deem of no importance. Hec says that this
file is one of the most valuable things in his pos-
session and by using it, sometimes surr¢ptitious-
ly, he is never at a loss to place anyone whosc
record he has.

Another man uses the same idea for the ben-
efit of his salesmen.  Customers are listed by
nanie, each one on a separate card, a keyed
record of the necessary information having first
been arranged and numbcred. For instance,
after the customer’s name and address comes,
No. 1, his occupation; No. 2, his official position:
No. 3, the name of his wife and the date of the
marriage where it can be obtained. Then come
family connections, relatives living ncar, poli-
tics, college, church, clubs, hobbies, etc. The
names of his children with the dates of birth
where possible are also included, and facts re-
garding probablc income and habits, whether
he buys cheap or expensive goods, and whether
or not he pays his bills promptly. All these
items are keyed and numbered; cach card has
certain numbers and information so arranged
that it is clear to any one having the key.

With such a file of customers and prospects
—a file which may be started at any time and
which will_grow amazingly—the store could
adapt its scrvice in many ways so as to meet
the probable requirements of many of the varied
purposes of the house.

Clifford A. Wolf, manufacturer of diamond
and sapphire phonograph points, has found it
necessary to move to larger quarters. Ic has
removed to 136 Liberty street, New York, and
is located in Room 419.

TALKING MACHINE MAN IN ARMY

H. H. Noyes, of Buffalo, a Veteran of Spanish-
American and Border Campaigns and Goes in
Again, Securing the Rank of Major

Burravo, N. Y., June 2.—One of the members
of the local talking machine trade who is do-
ing his bit for his country most enthusiastically
is H. H. Noyes, who for several years was
traveling salesman for W. D. & C. N. Andrews,
Victor distributors in this city. He was well

Major H. H. Noyes
known and popular among the dcalers in this
locality. )
Mr. Noyes enlisted in the navy when quite
young and received an honorable discharge after
suffering an injury to his foot in the service.
Later he enlisted in the Spanish-American War,
and al its close received another honorable dis-
charge. Last summer he attended the train-
ing camp at Plattsburg, and again enlisted in
January and went to the Mexican border. He
is now stationed at Fort Sam Houston, San
Antonio, Tex., where he has the rank of
Major.

HOW WILL THE WAR AFFECT THE PHONOGRAPH BUSINESS?

E. A. Widmann, President of Pathé Fréres Phonograph Co., Sends Inspiring Letter Regarding
Conditions and the Future to the Company’s Dealers—An Able Summary

E. A. Widmann, president of the Pathé Frércs
Phonograph Co., Brooklyn, N. Y., and a recog-
nized authority on financial and industrial af-
fairs as pertinent to the talking machine indus-
try, recently sent out the following interesting
Ictter to Pathé dealers in response to the
query: “How will the war affect the phono-
graph business?”

“I have had a number of letters from dis-
tributors and dealers as to what bearing we
thought the war situation would have on the
sale of Pathé phonographs and records.

“I belicve the best answer to this question
can be drawn from parallel situations in other
countries. Compare the United States as of

to-day with Canada in the summer of 1914;,

we are forced to the conclusion that we are
in about the same situation that Canada was,
except that we have had the threc most pros-
perous years in our history; billions of money
have been spent here and billions of money
are about to be spent. Canada did not find
herself in such position at the beginning of the
war, even relatively.

“Further, there seems to be no question that
our burden to carry on the war \ill not be

nearly as great as is Canada’s. - -var will
probably consist of nine-tentlis pre- o n and
one-tenth waste. Altogether, v - . rcfore,
should be better off three years ..uce than

Canada is to-day. But, as a matter of fact,
the phonograph Dbusiness in Canada is very
flourishing; relatively, taking the per capita de-
mand, the demand is greater in Canada than
it is here. This does not apply to phonographs
alone, but to similar articles sold for pleasure
and on time payments.

“In England, one of thc largest companies,
and one of which I happen to have some fairly
accurate information, is doing the largest busi-
ess and especially in records, that it has ever
done in its history. This at advanced prices
and in some cases almost double prices. The
information that has come to me from Germany
is hardly believable, but in the record business
and even in the machine business they are do-
ing as well as ever, and the records are sold at
practically: double their old prices.

“It seems that the incessant war talk, the
strain and the tense situation brings about a
condition that actually makes for a demand for
something that distracts, and there is nothing
that supplies this so much as the phonograph.

“Pemporarily, it may go through the minds
of some of the careful people in the country to
retrench in one way or another, but this will
be more than counterbalanced by the billions
that are going to be earned and spent by others.
In my opinion, this year will be the greatest in
phonograph history.”

BUILDS MACHINE ON NEW PR[NC[P[TE—

No Reproducer or Tone Arm of Accepted Form
or Even Diaphragm in Talking Machine Con-
structed by F. D'A. Goold—Its Features

A thoroughly new and most interesting type
of talking machine, the result of a number of
years of study and experimenting, has just been
perfected by the inventor, F. D’A. Goold, and
is now being displayed at his workshop in
New York.

The machine is constructed on an entirely
original principle and the unusual feature is
that there is no metal reproducer, no diaphragm
and no metal tone arm, to bring forth the sound
waves from tlie record. As a matter of fact the
only bit of metal in the reproducing mechanism
is the small 1eedle holder.

In Mr. Goold’s new machine, one first sees a
cabinet in shape, size and general appearance
resembling a small grand piano. The turntable
occupies a section of what, in the piano, would
be the key-bed, while from the interior of the
instrument, carefully balanced and swinging in
a wide slot, projects what in another machine
is termed the reproducer. This is of special
wood, several inches long, quite high, and re-
sembling as much as anything a section of the
sharp prow of a motor boat in inverted position.
This projecting section has at its point a needle
holder which is centered on the record in the
usual manuer and provides for the use of the
ordinary steel needle. The vibrations are then
conveyed to the interior of the instrument and
to a special set of “vibrators” which, pending
patent protcction, still remain the secret of the
inventor.

The reproduction of the instrument is in
many respects remarkable, especially with rec-
ords of instrumental music. The tone of the
violin, the ’cello, and of the brass instruments
comes out with a faithfulness that is most satis-
fying. The music is not projected from a horn
as is usually the case, but is released through
all sides of the instrument, and may be heard
with equal distinctness from any part of the
room.

Mr. Goold is a veteran talking machine man
and for many years was connected with the
laboratories of prominent concerns both in
Europe and in this country. He states that fol-
lowing the perfection of his reproducing ma-
chine, he plans to develop a recording system
along the same lines. It is his plan to release
the patent rights for this country on a royalty
basis, but he will give his personal attention to
the production of the machine in quantities.

Whatever may be the actual commercial value
of Mr. Goold’s machine and the new principle
he has incorporated in it, the fact remains that
the instrument is thoroughly interesting as
marking a new and unlooked for development in
talking machine production,

FEATURE PATRIOTIC WINDOW

Shipley’s Temple of Fancy Has Timely Display
of Victor Records and Machines

Among the many talking machine houses who
realized the possibilities that lie in featur-
ing patriotic music in record form at this par-
ticular time is to be included Shipley’s Temple
of Fancy, Frederick, Md., where a spread of
three show windows was devoted to “Star
Spangled Banner display” in which Victrolas
and the Victor dog, together with appropriate
Victor patriotic records were featured amid a
profusion of flags of various sizes. The talk-
ing machine department at Shipley’s is under
the management of C. W. Shepherd, who has
built up a very successful business.

Don’t live on past reputation—make it new
each day.
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TWIN CITY TALKING ; MACHINE MEN A (,ONTENTI:D LOT

Report a Growing Demand for Better Grades of Machines—Effects of Grand Opera Season and
Accompanying Publicity Campaigns Still Being Felt—What Jobbers Are Doing

MinNEAPOLIS AND St. Paur, Minn, May 28—
If cveryone in the world was as satisfied and
contented as the talking miachinc and phono-
graph dcalers of St. Paul and Minneapolis the
millennium wight be expected any minute. With-
out any exception the decalers of the Twin Citics,
and the jobbers are’ doing more business than
they handled a year ago, and 1916 was not a
slow year for them, far from it. Not only are
they sclling more and bcetter instruments, but
they could show a substantial increase over
even the present satisfactory volume could they
but obtain the goods desired. So they say.

The grand opcra season is ovcer, and the tonc
tests as well, so there is not as much activity
in public affairs pertaining to the trade, but
the people are buying instrumcnts and records.
It secius that the public, has accepted a general
dictum that “No home is complete without a
talking maghine.” At any ratc, without any
special publicity, or any great effort the people
are buying.

Of course, many of the city folks have gone
to their summer homes along the rivers, on the
lakes and in the wilderness, and the need for
phonographs and records at these places may
have stimulated the trade somewhat.

Manager George A. Mairs, of the Victrola de-
partment of W. J. Dyer, states that their sales
are far ahead of the totals for a year ago.

“We could close many more sales, if we
could get all we wanted of certain popular
styles,” he said. “But we can’t. We had hoped
all along that the shortage of supply which has
been acute for a long time, would be overcome,
and we could stock up, but we find no relief.
For fear this may continue we already have
placed orders for the fall trade. Three of our
salesmen are on the road all the time, and are
getting all the business that can be handled to
advantage.

The Minnesota Phonograph Co., in addition
to its rcgular business, which has been increas-
ing monthly, still is feeling some of the stimu-
lation from thc big Edison convention, ban-
quet, rccital and tone test. It was a big event
for the Edison dealers and thcir hosts, and
President L. H. Lucker has reason to feel
elated.

Like other jobbers Mr. Lucker complains that
they want the same styles of machinecs as he
wants, the result being that he can’t get all the
machines that he wants, and the final conse-
quence being that he loses business every day.
Asidc from that May was a much better month
in every way than April, and is something like
20 per cent. ahead of the May of 1916.

By making the most strenuous sort of cffort
thc Beckwith-O’Neill Co. is trying to accumu-
late a stock of Victrolas for what is coming later,
but it can hardly be said that their labors are
profitable or cven encouraging. There are a
few machines in the main storeroom, but too
few by far. They report that the great cau-
tion so noticeable in the April orders has quite
disappeared and the rural dealers are ordering
about at their normal rate. With thé volume of
business greatcr than a year ago the house has
reason to feel considerably at ease.

A switch has occurred in the Columbia man-
agement for the Northwest. W. L. Sprague,
formerly at Buffalo, is now in charge. Just
where Robert Souders, who has been boss here
for two years, will go, has not been learned.
The company is reported to be doing a nice
busincss, espccially with its Dictaphone line.

J. W. Shaw, formerly St. Paul manager for
the Cable Piano Co., is on the road for the G.
Sommers Co., Northwestern jobbers for the
Pathé machines and goods.

J. L. Pofahl, manager of the Victrolas in the
big Golden Rule store, St. Paul, attendcd the

piano conventions in Chicago, particularly to
view the displays.

‘A lady, Miss Gladys IHutchins, formerly with
the Ncw England Furniture Co., is manager
of the Victrola department of Davis & Ruben,
313 East Hcnnepin avenue.

This placard has been postcd in every depart-
ment of W. J. Dyer & Bro. All department
licads pronounce it to be of inestimable value in
stimulating the intcrest of the employes:

The Success of This Business
Depends on the
Co-operation of Every
Employe
From Errand Boy to Manager
WAGES MUST BE EARNED
BEFORE THEY CAN BE PAID
Anything that Hurts this Business
Will Hurt Every Employe
Protect it in Every Way
You Can
May it Grow, and Grow With It.

The wmilitary spirit has entered the soul of
F. S. Smith, manager of the Victrola depart-
ment of the Cable Piano Co. St. Paul. He is
drilling nightly with the Civilian rescrve, and
may get the shoulder straps of an officer later.

RIMINI JOINS PATHE STAFF

The Pathé Fréres Phonograph Co., Brooklyn,
N. Y., has announced the addition to its staff
of recording artists of Giacomo Rimini, leading
baritone of the Chicago Opera Co., and promi-
nent in musical circles here and abroad. His
first recordings will be issued on June 20, at
which time the July Pathé records are an-
nounced to the public.

Mr. Rimini achieved phenomenal success with
the Chicago Opera Co. the past season, and
proved such a favorite with opera-goers that the
management of the opera company re-engaged
him for a number of years. His first Pathé
recordings are: “Faust” (Gounod) “Invocation”
in Italian; and Otello (Verdi) “Brindisi” (drink-
ing song) in Italian.

HERE’S
FOR

on vacations, outings, etc.

It sells itself — just what your trade has been waiting for!
portable styles of Victrolas—makes it possible to take along one of these entertaining mstruments
Convenient as a grip—safe as a trunk!

Fibre Victrola Trunks

TWO SIZES — BOTH WINNERS!

Give them a place in your Victor Department—display them in your window—see how
they will attract buyers without a word. It fills a long felt want,

ACATION
ICTOR .

shaped to fit instrument

X I3} x 11 o

A light, handy carrying case for

Victrola 1V Trunk, 3-ply vencer,
covered with lla.rd fibre, fibre bot-
tom, steel trimmings, excelsior back,

snugly. Strong lock and attractive design and
handle. Dlmensmllsl7 $5 50 finish. $6 50

These dandy Trunks will make Victrola sales for you.
Your customers who own cabinet machines will want
a portable style with one of these carrying cases.

Write or wire your order today!

Prompt shipment made immediately upon receipt. Now is the time to cash in on this
live proposition—be the first to show them in your locality!

e forley [ompany

OLLARSY
EALERS.

Victrola VI Trunk, same construc-
tion, but made for the larger size
Victrola. Dimensions 20% x 15 x 13.
Best of construction—very

Price - -

ORIGINATORS OF FIBRE VICTROLA TRUNKS

213 East Broad Street

Richmond, Va.
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EiVictrola iV, $15
Oak

Victrola

supremacy

The supremacy of the Victrola

1s as evident in the prosperity of

Victor dealers as in the great musi-
cal accomplishments of the instru-

Victrola XVI, $200

Victrola XVI, electric, $250
Mahogany or oak

‘“Victrola ™

ment 1tself.

Victrola supremacy means dealer
success.

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

Berliner Gramophone Co., Montreal, Canadian Distributors.

Important Notice. Vicior Records and Victor Machines are scientifically co-ordinated and synchronized by our special
processes of manufacture, and their use, one with the other, is absolutely essential to a perfect Victor reproduction.

is the Registered Trade-mark of the Victor Talking Machine Co. designating the products of this Company only.

Warning: The use of the word Victrola upon or in nhe _promotion or sale of

Victrola X, $75
Mahogany or oak

any other Talking Machine or and illegal.
— )
= — s e— —_———
IS
.
Victor Distributors !
Albany, N, Y. .. Gatcly-Haire Co., Inc. Dcs Moines, Ia.....Mickel Bros. Co. Omaha, Nebr.......A. Hospe Co,
Atlanta, Ga......... Elyea-Austell Co. Detroit, M .. Grinnell Bros. Nebraska Cycle Co. A
Phillips & Crew Co. Ehmira, N, Y.......Elmira Arms Co. Peoria, 1l.........., Putnam Page Co., Inc. 1
Austin, Tex........The Talking Machine Co., of | X Paso, Tex.......W. G. Walz Co. Philadelphia, Pa....Louis Buehn Co., Inc. |
Texas. Ilonolnlu, T. IL....Bergstrom Music Co., Ltd. C. J. Heppe. |
Bultimore, Md...... Cohen & [ughes. llonston, ....Thos. Goggan & Bro. Penn Phonograph Co., Inc.
E. F. Droop & Sons Co. Indianapolls, lm . Stewart Talking Machine Co. The Talking Machine Co.
H. R. Eisenbrandt Sons, Inc. |Jacksoenville, Fla.... Florida Talking Machine Co. IL. A. Weymann & Son, Inc.
Bangor, Me......... Andrews Music House Co. Kansas Clty, Mo..,.J. W. Jenkins Sons Music Co. | Pittsburgh, Fa.....W. F. Frederick Piano Co. |
Birmingham, Al Talking Machine Co. Schmelzer Arms Co. C. C. Mellor Co., Ltd.
Boslen, Mass.......Oliver Ditson Co. Lincoln, Nebr.......Ross P. Curtice Co. Standard Talking Machine Co.
The Eastern Talking Machine | Little Roek, Ark...0. K. Houck Piano Co. Portland, Me........Cressey & Allen, Inc.
Co. Los Angeles, Cal...Sherman, Clay & Co. Portland, Ore. .. Sherman, Clay & Co.

The M. Steinert & Sons Co.
Brooklyn, N. Y.....American Talking Mch. Co.
G. T. Williams.
Buffalo, N, Y.......W. D, & C. N. Andrews.
Neal, Clark & Neal Co.
Burlington, Vt......American Phonograph Co.
Butte, Mou .. Orton Bros.
Chleago, Ill.........Lyon & Healy.
Chicago Talking Machine Co.
The Rudolph Wurlitzer Co.
Cinclnnatl, O........The Rudolpb Wurlitzer Co.
Cleveland, O........The W. H. Buescher & Sons Co.
The Collister & Sayle Co.
The Eclipse Musical Co.
Columbus, O........The Perry B. Whitsit Co.
Dallas, Tex... .. Sanger Bros.
Denver, Colo........ The Hext Music Co.
The Knight.Campbell Music Co.

Memphis, Tenn.....O. K. Houck Piano Co.
Mllwaukee, Wis..... Badger Talking Machine Co.
Minneapolls, Mlnn. Beckwith, O’Neill Co.
Mobile, Ala.........Wm. H. Reynalds.
Montreal, Can.....
Nashville, Tenn.....0. K. Houck Piano Co.
Newark, N. J.......Price Talking Machine Co.
New Haven, Conn...Henry Horton.
New Orleans, La....Philip Werlein, Ltd.
New York, N; Y....Blackman Talking Mach. Co.

Emanuel Blout,

C. Bruno & Son, Inc.

1. Davega, Jr., Inc.

S. B. Davega Co.

Charles H. Ditson & Co.

Landay Bros., Inc.

New York Talking Mach. Co.

Ormes, Inc.

Silas E. Pearsall Co.

.. Berliner Gramophone Co., Ltd.

Providence, R,
Richmond, Va..

Rochester, N. Y

Salt Lake Clty,

San Antonmio, Tex...Thos. Goggan & Bros.
San Francisco, Cal.. Sherman, Clay & Co.
Seattle, Wash.......Sherman, Clay & Co.

Sioux Falls, S,
Spokane, Wash.
S§t. Louis, Mo..

St. Paul, Minn......W. J. Dyer & Bro.
Y.....W. D. Andrews Co.
Toledo, O.........,.The Whitney & Currier.

Syracuse, N,

Washington, D.

I....J. Samuels & Bro., Inc.
.The Corley Co., Inc.
W. D. Moses & Co.
.. E. J. Chapman.
The Talking Machine Co.
U... Consolidated Music Co.
The John Elliott Clark Co,

D...Talking Machine Excbange.
.. Sherman, Clay & Co.
. Koerber-Brenner Music Co.

C... Cohen & Hughes.
E. F. Droop & Sons Co.
Robt. C. Rogers Co.
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THE STRENGTH S THERE

é ox
The Well-Known “National” %2
'3 &
Record Albums 2e”
~%903
Are Always the Leaders 3= ¢
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The only Safe and Conveni-
ent Way to
Protect Disc Records

TIIE PULLING TEST

STRENGTH AT THE STRESS AND STRAIN POINT

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

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

CORRESPONDENCE soLiciTE NATIONAL PUBLISHING CO., 29 s. American st. PHILADELPHIA, PA.

THE STRONGEST ALBUM MADE AT ANYWHERE NEAR ITS LOW PRICE

PATENT APPLIED FOR

PRACTICALLY UNBREAKABLE FOR REGULAR USAGE

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

REINFORCED
RIVETED BACK
ALBUM

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

We also make Albums containing 17 pockets.

ACCOUNTING METHODS IN TALKING MACHINE BUSINESS

By CHAS. A. HARRINGTON, Wilmington, Del.

Charles A. Harrington, a certified accountant’s
scuior,who recently became associated with the
Tmperial Talking Machine Co., Wilmington, Del,,
has written the following interesting article on
accounting methods in the talking machine busi-
ness which can he perused to advantage by all
factors of the industry:

Modern accounting methods are as essential
to the success of the talking machine business as
they are to any other progressive industry and
to designatc the science of recording the human
voice merely as “progressive” is to draw it
mildly, to say the least.

Whether manufacturcr, distributor or retailer,
the business administrative must meet and solve
the fundamental problem of merchandising,
that of finance, and he can properly do that by
equipping himself with a bookkeeping system
that will regularly and accurately recflect his true
business condition.

The rectailer, for instance, should not only
know his cash balance, how much he owes and
how much is owed to him but also how much
he makes, and he should know that unportant
fact, not once a year, but at the very least,
once a month.

The manufacturer should know his costs. In
these days of rising prices when all materials
are doubling and trebling in value that kunowl-
edge becomes imperative. If the producer
would keep his hand on the pulse of his business,
he must know the source of abnormal expendi-
ture and how it comes about. With these facts
before him he is intelligently able to facc the
situation and rctrench whereafter possible when
necessary.

It is safc to assume that many manufacturers
are approaching the Dbreaking point and it is
just as safe to assume that some of them don't
know the exact cause of their weakness. In-
stead of offering an organizcd resistance to bus-
iness disaster, they invitc it by a state of “un-
preparedness.”

How many of the following questions could
you, Mr. Retailer, answer:

What were your profits for May?

What are your profits for the year up to May
317

Is your stock decreasing?

Are your quick asscts increasing?

Do you owe morc than you did?

If you are “on the toboggan” why is it?

Of your expenses what part is advertising?

What can be eliminated safely in order to
increase your advertising?

Is your “burden” proportionatcly too high?

Where is your lcak?

And you, Mr. Manufacturer?

How much more did your product cost in
May than it did a ycar ago?

Have you gradnated your selling priccs ac-
cordingly?

If not, have you recduced your manufacturing
expenses wherever possible?

In open competition, how much of a margin
have you got ovcr the other “fellow?”

Are your selling exf)enses too high?

Are your advertising contracts too low?

What percentage have record materials in-
creased?

Are all your manufacturing departments
working at their highest cfficiency?

AR

The heavy Green Tockets are guarded against
opcning on the side by being both glucd and stitched
to a heavy piece of flexible Duck Canvas. Then in
turn the Enveclopes are bound to a back cousisting
of one piece of metal fastened with wirc rods.

The Album opens easily, and lies absolutely flat.
Practically indestructible where the strain is greatest.

An Album you can take pride in recommending,
as you can guarantee it to Your custoiners, and we
stand behind the guarantee.

Better Albums for your money—No
matter what grade Albums you sell”

Write for Samples of Our Three Grades
New York Album & Card Co., 2 “ISEENARD STREET

Metal Back

The Quality
Album

What is the value today of your complcted
and partially completed stock?

Arc you properly absorbing your faclory
“overhead” in your production?

How much can you safely expend on material
purchases?

Is the business gaining or sliding back?

These questions are pcrfectly pertinent to a
going business. Aun executive can consider him-
self safely “on the job” if lie is able to tell
his partner or his board of directors just how
matters are going and how to be weaned away
from encroaching weakness.

(Next month The Talking Machine World will
publish an article by Mr. Harrington on a simple,
comprehensive and accurate accounting system for
the retailer, illustrated by the few forms necessary
which will be followed in later issues by articles
covering manufacturing costs and trading costs of
the producer and distributor.)

THE VICTOR SHOP IN CORRY, PA.

Barlow Hardware Co. Opens Handsome Quar-
ters in That City—Those in Charge

Corry, PA, June 2—One of the most attrac-
tive retail talking machine establishments in
this section is the new Victor Shop of the

Victor Shop, Corry, Pa.

Barlow Hardware Co., recently opened at 44
North Center strect, this city. The cntire store,
a view of which is shown herewith, is finished
in white enamel with walls tinted in green and
green runners on the floor by way of contrast.
T'wo sound-proof demonstrating booths are pro-,
vided, each of them supplied with a Victrola XI,
and there is a plentiful supply of comfortable
chairs both in the booths and in the main show-
room. The shop is decorated with palms and
flowers, and the walls are hung with large por-
traits of famous Victor record artists.

J. E. Hornberger, of Pittsburgh, is in charge
of the Victor Shop, and Miss Dorothy Davidson
looks after the clerical work. Miss Anne Bell
Robbins, of Pittsburgh, is in charge of the dem-
onstration booths, work for which she is well
fitted, for she is thoroughly familiar with the
many records in the Victor catalog, including
the educational rccords for school use.

o
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Victrola VI, $25

) Victrola VIII, $40
Oak Oak

Victrola IV, $15

i Victrola IX, $50

Mahogany or oak

Victrola X, $75
Mahogany or oak

Victor supremacy
1s lasting

It 1s built on the solid foundation
of great things actually accomplished.

And the success of every Victor

l

k

dealer increases with every new
development of this wonderful

instrument.

Victrola XI, $100

Mahogany or oak

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

Berliner Gramophone Co., Montreal, Canadian Distributdrs

N
Important Notice. Victor Records and Victor Machines are scientifically co-ordinated and synchronized by our special
processes of manufacture, and their use, one with the other, is absolutely essential to a perfect Victor reproduction.

““Victrola’ is the Registered Trade-mark of the Victor Talking Machine Company designating the products of this Company only.

Wnrn ing: Tl\ llh word Victrola upo lh poml r sale of
ny other Talkin hine or Pl P di dll al.

Hi

Victrola XIV, $150
Mahogany or oak

Victrola XVII, $250

Victrola XV1I, electric, $300

”I Mahogany or oak =8

0
Victrola X VI, electric, $260
Mahogany or oak
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HE business outlook is necessarily the theme of a thousand

preachments, but so far as the talking machine industry is
concerned reports from our correspondents in widely separated
sections of the country would indicate a greater feeling of
optimism regarding the general situation than existed a month
ago. Commonsense is replacing fear, and people are realizing
that every man must take hold and do his part to the end that
business equilibrium is maintained.

There has been a lot of silly nonsense uttered by would-be
statesmen, and a lot of newspapers, about economy, which has
created a feeling of uncertainty among the rank and file of the
purchasing public which it has been very hard to overcome.
Meanwhile it has kept these men and these papers busy recently
trying to straighten out the absurd, hysterical economy Statements
made following the severence of our relations with Germany.

Nobody can uphold wastefulness, which is one of our
national weaknesses, but this term has been grossly misapplied to
necessities, such as musical instruments and other requisites
which are a part of our very life. In war times music is con-
cededly a necessity, and the talking machine is one of the fore-
most vehicles for satisfying the needs of those musically inclined.
As John McCormack, the famous tenor, said the other day, “Any
discouragement of music at the present period would be the
worst thing possible for the country. Its educational value, its
social value, and its nationalizing value are urgently needed at
this time.”

The talking machine dealer has two big duties now facing
him outside of those which his country may demand of him.
One is to fight the false economy propaganda, and the other is
to advertise talking machines as never before.

This campaign against so-called luxuries means that if we
cut all purchases down to the necessities of mere existence, we
will cut down the business of the country one-half. Thus pros-
perity may be undermined, resulting in unemployment and hard
times. If we want to foolishly run over the precipice, and bring
about disaster, there is no surer way. .

The talking machine dealer must now. as never before, keep
himself in the public eye through advertising. He must reassure
the public that “business is going on as usual”; that there is
more money in circulation than ever before; that wages and
employment this year will reach the highest mark ever attained ;
that if everybody will do their part and shelve fear and pessi-

mistic prognostications, the fall of the present year will witness
a business boom that will break all records.

Within a very short time Congress will have disposed of a
number of war measures, which for the .past two months have
made business men somewhat uncertain of their plans, but with
all the war campaign preliminaries out of the way, and the Presi-
dent strengthened by the passage of the necessary legislation,
there can be no question as to a resumption of even greater
business than we have hitherio enjoyed.

Increasing Government demands are resulting in a tremend-
ous stimulus in all manufacturing fields, and this, of coursg,
means a greater circulation of money amoitig the masses of the
people, which must wend its way back to the merchants in due
cowse. Talking machines and records will get a share of this
wealth, provided dealers do their duty to themselves and to the
industry by keeping their product and their houses before the
public in a manner that will attract attention.

If they hide their light under a bushel and think and act
economy, they will find that others will think as they do, and
stop buying. It is the time to be up and doing, to have faith and
confidence in the industry, and in the country. Let us educate
the people through advertising, through demonstration, through our
personal influence, to know that good times are ahead, that
patriotic music should be in every home, and that the talking
machine is the great factor in this connection.

Let us be active in every movement for the country’s good,
keeping ever in mind music’s great place in war as well as peace
times. Let us educate Congress when necessary, that it is not wise
to kill, or even injure, the goose—Business—that lays the golden
eggs of financial stability. To pay for our war, we must do
business, and by keeping business going, we can buy bonds, and
this brings to mind that every man who wants to do his duty
by the. Government should make an investment in Liberty
Bonds. This money will return to us again. It will keep
business active, for the money which we give the Government
will find its way back to manufacturing channels and ergo, to
the merchants in due course.

THE talking machine dealer who does not put forth his
greatest efforts to confine his business, so far as possible, to
cash sales or short term installments, is overlooking a business
opportunity that comes all too seldom. At the present time we
are living in an artificial atmosphere to a certain extent, due to
war conditions and their accompanying tax measures. With the
higher cost of all commodities and a nation wide prosperity that
is very real, the talking machine man has at his command an
abundance of arguments in favor of cash buying, beyond the
stock argument of saving interest, in cases where interest is
charged.

This year, as has been the case for several years past, the
main trouble for the dealer is the problem of securing sufficient
stock to meet the actual demands; in other words, he is not in
a position of forcing sales, but rather can select his customers
without fear of any great loss to himself. Being in that position,
it should be his business to see that the customers he selects
are in a position to make proper payments.

There are going to be many billions of dollars spent in the
United States in the next year or so for military supplies of all
kinds, which includes articles in practically every line of trade,
even musical instruments for bands. These billions of dollars
paid to manufacturers, and through them to workers, are not
going to be hoarded, but will find their way back into the trade
channels, and thereby add to the spending power of the nation.

The demand for talking machines is going to keep up; it has
kept up even.in war-ridden Europe, and dealers owe it to them-
selves to do the best business possible while the opportunity
lasts. Business capital tied up in installment contracts even at
6 per cent. interest does not prove profitable, for that capital
released through cash sales could be turned over several times a year
with altogether satisfactory results.

THE subject of advertising is receiving more attention every
day from wide-awake piano merchants who realize that their
advertising in the daily papers is a reflection of their business
methods and their general ideals or policies in the matter of re-
tailing. Iigher advertising ethics call for the truth, and nothing
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but the truth in print. The management of a business who will
publish misleading statements in advertising is guilty of taking
money under false pretenses; nothing more, nothing less.

Buyers are beginning to understand that truth in adver-
tising is the incentive to trade at the place where the truth is
told. Could there be a better argument than this for honesty
in sales methods?

We notice that the concerns throughout the country that
are thriving, that have won the confidence of the public, are
those whose sales methods are above reproach. The “foxy,”
“smart aleck” type of retailer is getting short shift these days.
People do not enjoy being fooled, and the wise business man
does not dare indulge in such practices.

There are scores of different ways -in which to advertise.
but there must be only one guiding principle in all—tell the
truth, and those who do not follow this principle invariably find
that they are the losers in the end.

HE re-drafting by the Senate Finance Committee of the War

Revenue Bill, as passed by the House, with its tax of 5 per
cent. upon the gross amount of manufacturers’ sales of musical
instruments, has engaged thc attention of all branches of the music
trade industry, during the past few wecks. -

The decision of the Senate Finance Committee to eliminate
the tax on pianos, organs and other niusical instruments, exccpt-
ing “mechanical musical instruments,” including talking machines
and records and player-pianos and rolls, upon which a stamp tax
was placed, although a recognition in part of the fact that musical
instruments are not luxuries, did not give satisfaction to talking
machine men because of the discrimination displayed.

Strong protests were made by thc manufacturing, distributing
and retailing branches of the industry against this action. H. C.
Brown, of the Victor Talking Machine Co., Marion Dorian, of the
Columbia Co., J. Newcomb Blackman, for the Jobbers’ National
Association, Thomas A. Edison, by telegraph, and the Talking
Machine Men, Inc., with hundreds of telegrams, presented effective
arguments to demonstrate the important place occupied by the talk-
ing machine as a factor in disseminating a knowledge and apprecia-
tion of music. This, combined with the excellent work of Chas. I1.
Parsons, in behalf of the National Piano Manufacturers’ Associa-
tion, who presented thc spccial claims of the playcr as an integral
part of the piano, and therefore liablc to the same consideration
as this mstrument, so convinced the Senate committee that late last
week, thc members decided to eliminate the wholc provision bear-
ing upon the taxation of musical instruments from the bill, and
recommend to the Senate that all musical instruments be frec from
any taxation in the Senate Bill.

This is pleasing news for the talking machine industry, though
not because its members are not willing to bear an equitable war
tax—for there is perhaps no body of men in the music trade field

D I T S O N RSB

Service That Satisfies

There’s something that enters into Ditson
Service beyond the -mere filling of orders.
It's the “Personal Touch”, the real interest
in the
that has made Ditson Service indispensable
to those dealers who have used it and are
using it.

VICTOR
SERVICE

Oliver Ditson Co.

BOSTON ano

more patriotic, or more desirous of supporting the government in
carrying on the war, than those engaged in the sale of talking ma-
chines. What hurt was the action of the comumittee in singling
out talking machines from other musical instruments for special
taxation.

Of course the action of the Senate Finance Committee is not
final by any means, but its suggestions arc of immense impor-
tance. What the Senate may do in open discussion, and what
action the House of Representatives may take subsequently when
the bill comes up for joint consideration, is for the future to tell.
Suffice it that a splendid educational campaign has been carried on
to the end of enlightening the Senate as to the special place which
the talking machine occupies in our entire national life as a musical
instrument.

HE growing importance of the talking machine and phono-

graph as a factor in the music industry of the country was
strongly emphasized at the National Music Show hold at the Coli-
seum, Chicago, late last month, and which was advocated originally
by the members of the piano trade. All in all there were nearly
a score of talking machine companies represented and several of
them occupied some of the largest spaces at the show, greatly inter-
esting the public by their exhibits and musical programs daily. The
showing made by talking machine manufacturers this year was
quite in contrast with that made at the last Music Show held at
the Coliseum in 1911, when only one concern, the Columbia Co.,
was listed among the exhibitors. The Music Show this year
served to prove the remarkable progress made by the talking ma-
chine trade in the space of six short years.

EXT to producing a catalog of individual merit, both from

typographical and literary standpoints, the most important
step is to get this catalog into the home of a prospect in a manner
that will impress and interest. Several piano houses recently
have given much attention to this matter, and instead of sending
a letter, more or less perfunctory in tone, another method is
employed to impress on prospects the idea that their requests
have created an individual interest in the establishment.

In one instance, on the cover of a book, in a decorative
panel designed for the purpose, the prospect is flattered to find
his or her name printed. Mark you, not typewritten or stencilled,
but printed. The method is not so costly as it appears at first
sight. The name is cast complete on a linotype machine and the
printing is done almost as quickly and easily as if the type-line
were a rubber stamp. To those who rcccive it, however, the
catalog becomes a personal belonging.

The idea is an excellent one, but it should not be overdone.
When the name is associated with something very choice in the
way of publicity issucd by a house it is most effective, but the
use of the name should not be applied to every piece of literature.

dealer’s business and his welfare

Chas. H. Ditson & Co
NEW YORK

NEW YORK

BOSTON
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Columbia instruments: a line to fit the pocketbook of
every possible buyer of a talking machine. Columbia
records: aline from which every dealer can meet the
musical preferences of anyone who owns a talking
machine. ;

(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

WAR NOT HURTING BUSINESS PROSPERITY IN MILWAUKEE

Dealers Establishing a New Record for 1917—Patriotic and Foreign Records in Favor—Badger
Co. Increases Capital—Attractive Sonora Exhibit—Progress of Brunswick Phonograph

MiLwAUukeg, Wis.,, June 6.—Entering the sixth
month of 1917 busincss, the talking machine
men of Wisconsin are pleased with the business
of thc year thus far and are looking optimis-
tically into the future for an acceleration of
briskness in sales. In every quarter men who
are interested in the talking machine field are
certain that the war is doing one definite thing
—it is creating a taste and desire for a Dbetter
class of music and is inspiring nearly all classes
of people with the realization of a standard.
Patriotic airs and medlcys, of course, still hold
the public ear and figure prominently in the
record sales every week. More serious thcmes
than the frivolous nonsense of ragtime are
finding their place on the records.

“Peoplc who come into our store now wish
to hear something miore substantial than that
to which they have bcen accustomed,” said a
prominent downtown retailer. “In some cities
it is said that dealers have been practically com-
pelled to rcvise their libraries in part to adjust
themselves to the change in attitude and de-
mand.”

At the prcsent time local dealers are anxious
to emulate the business of 1916 by establishing
a good record for this year. A prominent
dealer, recently addressing the Kiwanis Club,
declared that in 1916 $1,000,000. was spent for
talking machines in Milwaukee, including rcc-
ords. He said that in the entire country the
expcnditure was $250,000,000.

L. C. Parker, manager of the talking machine
department of Gimbel Bros., told of the begin-
ning of the present Victor Co. with a capital
of $20,000 secured through the sale of rights
and patents in England, and of which $15,000
was set aside for advertising.

“The demand for foreign records is far
yreater than I have ever seen before,” said S.
W. Goldsmith, general manager of the Badger
Talking Machine Co. “In my experience with
Victor merchandise, covering more than a
decade, the demand for this class of records
vas never anywhere near equal to that we are
now experiencing. There are several reasons
for this condition, no doubt,” added Mr. Gold-

[l “DeStilus”

-
Patented Apr. 17, 1917 ’ ,,;.
Other Patents Pending -

There is an increasing demand for

simple _attachment that will pla;
Edison, Pathé, or other Hill gm}i
Dale records on Victor, Columbia and
oﬂ(\’etr rtical type reproducer,
“DeStiluS”  will o it perfectly
without changing either the repro-
C T, tome-arm or machine in any
vay. Is easily attached, inexpen-
sive, no trouble, no changing. Simply
attach “DeSt:iuS” as you would the
ordinary steel needle. "With care will
last a lifetime.

Retail price, $1.00. Liberal discount
to dealers on quantity order.
Descriptive literature on request.
Send $1.00 for sample and try it out.

Attached in Position OMAR C. DeSELMS, Attlen, Indlaua

smith, “and probably the most important is the
European War. The Victor Co. has produced
many folk songs in the various languages and
with the breaking out of war many foreign born
people quite mnaturally had the folk songs
brought to their minds. In addition, many
records have been made especially to follow
the war spirit engendered abroad. It is the
manifestation of interest in the; mother tongue
of every nationality.”

The Badger Talking Machine Co. has filed
an amendment to its articles of incorporation
increasing its capital stock from $50,000 to
$150,000.

The Badger Talking Machine Shop, 425
Grand avenue, Victor retailcr, has increased its
capital stock from $40,000 to $60,000. R. H.
Zinke, manager of the shop, has added two small
delivery trucks to take care of an increasing
business.

George F. Ruez is president of both corpora-
tions and reports good busincss to be the fea-
ture of thc organizations of which he is the
head. Mr. Ruez returned recently from Phila-
delphia and Boston.

Victor dealers in Milwaukec have been quite
generous in their subscriptions to thc Liberty
Bond. Not a single dealer but who proudly
displays his reccipt.

H. W. Gausewitz, of the Edison Shop, re-
tailer, 215 Second street, says that prospccts for
continued business prosperity are good and
although there was a littlc Iull in Dbusiness a
short time ago phonograph mecn have nothing
to worry about, since a quiet season is to ‘be
expected at the spring of the year. Mr. Gause-
witz notices an exceptional demand for Blue
Amberol records.

The May Festival reccntly held in the Audi-
torium brought several Edison stars before the
public. On the elaborate program were Marie
Kaiser, soprano; Charles W. Harrison, tenor;
and Richard Czerwonky, concert meister, Min-
neapolis Symphony Orchestra. These artists
delighted large crowds of peoplc who had often
enjoyed hearing a reproduction of their art
through thc phonograph.

Marie Kaiger is well known particularly in
this part of Wisconsin. On several occasions
she has conducted tone tests on the Edison
and according to present plans she will cover

the territory of the Edison Shop in demonstra-
ting the true tone qualities of the Edison
creations. -

The Gcorge H. Eichholz Co., representing
the Victor, recently conducted a special dem-
onstration of the Oscar Saenger Course in
Vocal Training at Stumpf & Langhoff Hall.
The coursc was demonstrated by William H.
Nolan, Chicago, lecturer, and Miss Louise Sut-
ton, Chicago, mezzo-soprano.

N. Zoerner, representing the United Phono-
graph Corp., Sheboygan, attended the Na-
tional Music Show at Chicago May 19 to 26.
He stopped off here on his way to the big
mecting and looked over the situation en route.
Gordon Osborne was in charge of the Puritan
exhibit. 4

As amnounced by Harry Goldsmith, sales
manager of the Badger Talking Machine Co.,,
distributor of the Victor throughout a large
Wisconsin territory, Mme, Amclita Galli-Curci
for the second time this season favored Milwau-
kee with one of her wonderful song recitals.
The Pabst Thcatre was crowded from orchestra
to dome by one of the largest audiences that
ever entered the portals of that famous play-
house. Some of the singer’s most delightful
numbers were those she gave as encores. Her
many admirers stand to-day with a single
thought in their minds: “Her voice is perfect.”

Human beauty may be only skin deep, but
such is not the case with phonographs, for the
establishment of Charles J. Orth recently dem-
onstrated that fact with actual proof. A stately
Sonora, untouched by artificial preservative or
coloring matter, recently occupied the place of
predominant publicity in the display windows
of the Orth store. Its clean natural oak grain
is all it had to recommend itself to the favor
of passing pedestrians. It needed no more
qualities, for everybody passing by the door
hesitated for a moment at least to look for a
second time. “Not long ago a well-known resi-
dent of Milwaukee walked into the store and
expressed the wish that he might put the finish-
ing touches to a phonograph all himself,” said
W. H. Heise. “He is an expert painter and
finisher. We accommodated him by having the
unfinished product sent direct from the factory.”

Taking advantage of the recent production
in this city of “Robinson Crusoe, Jr.)” the Ed-
mund Gram Music House announced daily re-
citals of Columbia records featuring the voice
of the black-face comedian, Al Jolson.

The Pathephone Co. of Wisconsin has moved

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 v

VICTOR DISTRIBUTORS
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Otto Heineman Phonograph Supply Co.

INCORPORATED
25 WEST 45th STREET, NEW YORK

FACTORIES, ELYRIA, OHIO—NEWARK, N. J.
CHICAGO ATLANTA SEATTLE CINCINNATI TORONTO

Motors We Recommend for High-Grade Machines

HEINEMAN MOTOR No.

Best Horizontal Spring Motor

MEISSELLBACH MOTOR No. 19

Best Vertical Spring Motor
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its quarters to the second floor of the location
it has occupied for some time. President
McGreal, settled in lis new office, is optimism
itself regarding the phonograph situation.

H. A. Kent, formerly of the wholesale de-
partment of the Brunswick-Balke-Collender Co.
in Chicago, has joined the local branch, 275-279
West Water street. ‘“The increasing busincss
of our company is gratifying,” said Manager
Thomas 1. Kidd. “Business is wonderfully ac-
tive despite the off-season and the war. Every
man knows that this time of the year is never
the most favorable to the talking machine busi-
ness. Nevertheless things are moving along
in good shape and prospects are bright. We
attribute our exceptional prospects to the fact
that we have placed agencies with some of the
best music stores in the state. We now have
nine dealers in Milwaukee and consider that
number ample to represent the Brunswick
properly in the metropolis of Wisconsin.”

The Brunswick Co. appropriately lays stress
on good location and deems it an important
factor in the conducting of Brunswick sales pro-
motion. That fact and its soundness of prin-
ciple is demonstrated in the effective advertis-
ing obtained by the Brunswick through the
demonstrations conducted by its representa-
tive in the Plankinton Arcade, Emil O. Schmidt.
Men interested in the musical instrument lines
in Milwaukee declare the public concerts of the
Brunswick at the recruiting headquarters in
the Arcade have been one of the most cffec-
tive and successful demonstrations ever exe-
cuted.

Herbert Gausewitz, of the Edison Shop, re-
cently entertained the Blue Mound Welfare
Association with an Edison concert. The Blue
Mound is devoted to fighting the ravages of
tuberculosis.

Kiwanis Club of Milwaukce recently held its
first ladies’ night in the new Plankinton Hotel.
Scveral men prominent in talker circles were
active in the arrangemecnts for the affair. L. C.
Parker of Gimbel Bros. and Richard H. Zinke,
manager of the Badger Talking Machine Shop,

both handling Victors, were on the arrange-
ment committee.

George Bernecker, manager of the Record-
Lite Co., manufacturing the little “pathfinder”
attachment for phonographs, in the Manhattan
Building, this city, is working on plans for the
distribution of his product in foreign countrics,
especially in Canada and South America.

Harry R. Titzpatrick, covering Michigan for
Lyon & llealy, of Chicago, spent several days
here recently on business and pleasure, accom-
panied by his wife.

Miss Blanche Brewster has taken a position
in the Victrola department of the J. B. Brad-
ford Piano Co., succeeding Miss Jewell Steiner

CONDUCT MUSICAL FESTIVAL

F. E. Harman Co., Lima, O., Hold Elaborate
May Festival, Featuring Prominent Artists,
to Advertise Their Victor Department

Lima, O, June 1—The F. E. Harman Co,, this
city, aroused great interest in musical circles
here recently by conducting a Dbrilliant May mu-
sical festival, with Mabel Garrison, soprano;
Sophia Braslau, contralto; PPaul Reemers, tenor,
and Clarence Whitchall, baritone, as the fea-
tured artists. The singers appeared in solos,
duets, and quartets, and attracted an audience
that taxed the capacily of the hall. In addi-
tion to operatic numbers, the old favorites,
“Coming Through the Rye,” “Dixie,” etc., were
given as c¢ncores. I'rank L. Ilarman, presi-
dent of the company, was in direct charge of
the concert, which was given primarily for the
purpose of advertising the Victrola department,
conducted by the company.

James A. Fergusson, recently appointed sales
manager of P’alm, Fechteler & Co., the decal-
comanic house, just completed his initial trip for
this house through a territory covering New
England and New York State and extending as
far as Chicago. Mr. Fergusson has rapidly taken
control of the situation and is planning big
things for the future

WINDOW DISPLAY ATTRACTS CROWDS

People’s Outfitting Co., Detroit, Gets Full
Value From That Form of Publicity

DetrorT, MicH.,, June 6.—The People’s Outfit-
ting Co., who feature the Victor line in one
of the departments in their big store in this city,
are firm believers in the publicity value of win-
dow display, and ascribe a large part of their

business success to the attention given to that
form of advertising. The accompanying photo-
graph shows crowds massed about the com-
pany's store window recently to watch Miss A.
Pinkham and Vernon Bennett dancing to the
music of Victor records. The couple appeared
in the window for four consccutive days, and
the sidewalk in frout of the store was crowded
about that period. Incidently numerous salcs
were the direct results.

On the difference between working with the
store and working in the store; it takes a lot
of work, push, ideas, good values, and good
service to make a store a success. Dut none
of thesc is more important than everyone pulling
together for the good of the store. There’s
a big difference between a store in which all
of the clerks pull togcther and one in which
they pull the other way, and it is soon noticed.

When the dealer wants “VICTOR GOODS” he, like

Buifalo Means Business

the “VICTOR DOG,” looks toward “BUFFALO”

The ‘‘Buffalo’ has a pleasant and satisfied look, so has the Buffalo
Jobber—as his customers receive prompt, efficient and complete
It is for every dealer to ‘‘do his bit” to preserve the business of the country.
Enthuse your customers and order your goods from

service.
“‘hard times.”’

Be an Optimist.

W. D. & C. N. ANDREWS

The Buffalo is
the most valu-
able animal
to-dav.

The “Victor
Dog’’ the most

valuable trade
mark.

Do not talk

Buffalo, N. Y.
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We talke this opportunity to announce that, excepting in a few localities where we are
not represented strictly in accordance with Edison standards, we are not anxious to estab-
lish new dealers. Therefore, we are going to use this space henceforth for the purpose of
conveying timely messages to present Edison dealers and all others interested in the prog-
ress of the New Edison and Music's Re-Creation.

Our first message is:

Come to The Waldorf July 12-13

Have you planned that trip to New York to attend this year’s Convention of Edison Dealers? If
you have, don't let the war or anything else interfere, because the benefit you will surely derive from
this annual get-together of brothers in the same ‘cause will be worth far miore than the money you
will spend and the time you will consume on the trip. If you have not yet planned to make the trip,
make your plans now by all means. Not just because we urge it on you, but solely for the good it will
do you and the better Edison dealer it will make you.

Come and rub elbows with your fellow-dealers—absorb the spirit of optimism that pervades the
ranks of all far-sighted business men of this colossal country and that will be very much in evidence
at the Waldor{ July 12th and 13th. Don’t think you will be economizing by staying at home and keeping
the money you would spend on the trip. Come along, you fellows from the -first-line trenches, come
along so that we may know each other better and have closer co-ordination between headquarters and the
firing line, between the artillery behind the lines and the infantry out in front. Come for that esprit
de corps that springs only from personal contact with the other fellow.

Spend some of your Edison income with the railroads, the hotels, the eating houses. Start it out
around the circle that will bring it back to you, and more with it. Thus you will back up in a most
practical way the slogans, “Business Betier Than Usual”—*“Don’t Over-Economize”—“Spend Normally”

+‘Keep the Dollars Moving.”

The atmosphere that pervades every Edison Dealers’ Convention is a wholesome stimulus, a tonic
that gets into the blood and stays there until the next convention.

Six hundred came last year. Will you be one of the thousand this year?

Good! liere's our hand on it.

THOMAS A. EDISON, Inc.
ORANGE, N. J. ]
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Why There Should Be No Dulness in :I‘aﬁ{irzf;
Machine Trade This Summer

Some sound, fundamental reasons why there
should be no dulness in the talking machine
trade during the summer months were set forth
by French Nestor, now manager of the Stand-
ard Talking Machine Co., Pittsburgh, Pa,, in an
article which appeared in this publication a few
summers ago. It is so pertinent to the situation
to-day that at the request of some subscribers
we are reproducing it, as we believe it to be
not only helpful and constructive but essentially
seasonable. Mr. Nestor’s article follows:

“In almost every kind and branch of business
it has come to be expected that trade will be
‘quiet’ during the summer months, particularly
July and August.

“In the talking machine business many dealers
become imbued as early as May with the idea
that the ‘summer dulness’ is approaching and
begin to make sure that business with them at
least will be dull, by reducing their machine
and record purchases, curtailing or even with-
drawing their talking machine advertising from
the newspapers, laying off help, and adopting a
general policy of retrenchment—all on the as-
sumption that there will be no more than barely
enough business to meet a greatly reduced ex-
pense schedule until about October 1—and there
won’t. 1t’s a case of ‘Blessed is he that expect-
eth nothing, for he shall not be disappointed.’
The inevitable reward of the man who expects
nothing and dcliberately plans for nothing is
—nothing. Recsults, in business or out of it,
have always been and always will be in direct
proportion to the amount of proper means and
intelligent effort expended. The dealer who
consistently plans in advance for a profitable
summer’s business in machines and records,
and then gets behind his plans with effeetive
advertising and salcs-cfforts will win, just as
surely as will the dcaler who plans for and ex-
pects only a little business and gets even less
than he expects.

“It is true that the scasons of the ycar influ-
cnce the demand for eertain produets. For
cxample, the charaeteristie fitness for gift pur-
poses of a machine with records of the reeip-
ient’s favorite songs and instrumental selections
is responsible for an increased demand for
machines in the month of December, and
through the machines thus sold for an increased
record demand—immediate and future.

“But there is nothing whatever in the nature
of talking machine product to associate it with
December any more than July. The spccific
quality of thc output for which the buyer surrcn-
ders his money—its ability to cntertain—is just
as availablc and just as enjoyable in summer as
it is in the winter, and it certainly cannot be
shown that desire for music and cntcrtainment
and the moncy with which to buy them are peri-
odic influences that come and leave with the
frost. In short, the only sufficient reason why
such a comparatively small volume of talking
machine business is done between June and
October is the attitude of the dealer himself
and his failure to go after it aggressively. Be-
cause people have bought so readily and so plen-
tifully of our wares in December and January,
too many of us have assumed that they can not
be induced to buy in July and August, and have
not made the effort. If this cxcess fall and
holiday business proves anything it proves the
widesprcad popularity of the talking maehine
with the public and thereby indicates most
clearly the possibilities of all-the-year-round
husiness—if we will put ourselves in line for it
by effective publicity, prospect and sales work.

“People go shopping for necessities and some-
times for presents, but luxuries must be sold, and
unless a buyer comes in direet response to a clev-
er and forceful advertisement, it isn’t selling to
merely pass out the thing he voluntarily walks
into your store and asks for. That's simply
delivering what somethine or somebody else

sold. But when a dealer has carried out an
original and effective scheme for securing the
names of possible and prospeetive buyers, has
taken hold of the interest of those buyers at
zero and by taetful and persistent follow-up and
personal work built it up gradually through the
stage of desire to the closing point and has
definitely clinched "the deals with cash, and
signatures—then he has made sales. There
isn’t a thing in the world exeept inertia to pre-
vent any dealer carrying such a program to
success, and there is no better time to do it
than during the summer when the hurry and
confusion incident to fall business is absent.

“There is altogether too much disposition in
the trade to plan simply for independent de-
mand and too little disposition to analyze pos-
sibilities and endeavor to realize them by form-
ulating and putting into practise positive and
aggressive sales methods. If the summer
months were made to yield the volume of busi-
ness which they reasonably should and would,
the congested conditions which prevail in De-
cember and January would be relieved; better
service could be given all along the line and
the business conducted in a more orderly and
efficient®manner.

“Naturally the rapid growth in the demand for
talking machines has made it difficult for the
factorics and the trade to keep pace. This
condition is probably more than any other re-
sponsible for the average dealer’s attitude in
summer-—indifference to immediate results and
great anticipation for an ‘unprecedented fall de-
mand.” The emphasis is always on ‘demand.’

“Just by way of reflection, what would happen
to the piano dealer who sat down the first of
June to wait for ‘the fall demand’? At this
point the reflecction becomes unpleasant. To
improve it: 1Vhat would happen to the talk-
ing maclhine department if summer sales were
as ecarefully planned for and as persistently
fought for as they are in the piano department?
The answer is obvious, yet there are dealers
who regularly speed up their sales organization
to insure a profitable volume of piano business
during the summer months and deliberately al-
low their talking machine business to drift.
Hecence, ‘summer dulness’ with those dealers.

By French Nestor

“In the final analysis ‘summer dulness’ is first
of all a mental attitude, it becomes a physical
fact only through neglected opportunity. One
house demonstrated the correctness of this
theory five years ago in the piano busness.
Nobody hears a real live salesman or manager
talking ‘summer dulness’. He knows in ad-
vance that next summer is going to be the
busiest time of his life. Talking machines and
records lend themselves even more readily to
special summer campaigns than do the more
expensive pianos, and they possess many points
of contact with the buyer’s interest that cannot
be embodied in the cleverest piano publicity or
sales talk.

“‘But,’ someone says, ‘all this is general. What
specific methods do you recommend?’

“Specific remedies can be applied to specific
trade conditions only. The main thing is to
carefully analyze and study to understand those
conditions, not as they are generally accepted
but as they actually exist. When this has been
done the best means of applying effective local
publicity, prospect and sales work can be de-
termined. Some idea of the principles which
one house has applied more or less successfully
to this problem may be had from the following
—let us say articles of faith.

“(1) Realize in the summer that ‘dulness’ is
primarily a eondition of the mind.

“(2) Realize in the winter that a demand
originating  outside of your own store and
independently of your own advertising and ef-
fort indicates, first of all, the possibilities of
more adequate organization and better system.

“(3) Realize all the time that the talking
machine industry is rapidly outgrowing the
dealer who is in business simply to meet a
heavy fall demand which he has not actively
helped in previous months to create.

“{4) 1In the matter of December shortage re-
alize that a factory cannot increase capacity
beyond the point of efficient distribution, and
that trying to crowd a whole year’s business into
one short season is not efficient distribution,

“With these things in mind, a complete line
of goods in stock and a capable, enthusiastie
man in charge of the department, summer bus-

LANSING

iness will not be ‘quiet.””
l‘ 4

Khaki

Protect from Rain and Dust

and will enable you to deliver your

all kinds.

in all weather.

GRADE B $5.2Q
GRADE A $7__52 E.

your

Carrying Straps Extra

Moving Covers

phonographs free of blemishes of

These covers are made of Government Khaki, interlined with heavy felt or
cotton, fleece-lined, quilted and properly manufactured. Perfect protection

Use the Lansing Khaki Moving Cover and

611 Washington St.

No. 3 Carrying Sirap Slown in Cut, $1.00

delivery troubles will be over.

Write for booklet

H. LANSING

BOSTON

SLIP COVER

for the Wareroom and the Home.
they will be wanted.

Now is the time
Write for Samples and Prices.
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Ditierent buyers have ditferent exchequers;
that’s why price variety is as important as
The Columbia dealer al-

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

B—

Columbia Graphophone Co.

Woolworth Building, New York

OMAHA DEALERS FORM ASSOCIATION

Geo. E. Mickel Elected President of Latest Or-
ganization—Will Admit Dealers in All Lines
to Membership—Plans Live Campaign

Oxsamna, Nes, May 28—One of the latest city
organizations of talking machine dealers was
that organized in this city on May 21, at a
meeting held at the ILoyal Hotel. The new
body will be known as the Omaha Talking Ma-
chine Dealers’ Association, and the following of-
ficers were elected for the first year: President,
George \. Mickel, of the Nebraska Cycle Co.;
vice-president, WW. M. Robinson, of the National
Music Supply Co., and secretary-treasurer, E.
L. Baugh, of the A. Hospe Co.

Membership in the association is opcn to
dealers in all makes of machines, and it is ex-
pected that the organization, by bringing to-
gether the various elements of the trade will be
able to accomplish much for the improvement
of local trade conditions. The concerns repre-
sented at the first meeting werc: the Brandeis
stores, Orchard & Wilhelm Co.; Burgess-Nash
Co.; National Music Supply Co.; Nebraska Cycle
Co.; A. Ilospe Co., of Omaha, and the Nebraska
Cycle Co, and A. Hospe Co., of Council Bluffs,
la. -

TALKING MACHINE EXPORTS

The Figures for March Presented—Exports
Show Increase for the Month

Wasmningron, D. C,, May 28—In the summary
of the exports and imports of the commerce of
the United States for the month of March, 1917
(the latest period for which it has been com-
piled), which has just been issued by the Bureau
of Statistics of the Department of Commerce
and Labor, the following figures regarding talk-
ing machines and supplies appear:

Talking machines to the number of 7417,
valued at $187,833, were exported for March,
1917, as compared with 3,107 talking machines,
valued at $88,416, sent abroad in the same
month of 1916. The total exports of records
and supplies for March, 1917, were valued at
$163,632, as compared with $98.231 in March,
1916. For the nine months 56,146 talking ma-
chines were exported, valued at $1,390,227 in
1917, and 28,247, valued at $836,946, in 1916,
while records and supplies valued at $1,130,0035
were exported in 1917, as against $664,269 in 1916.

EDISON FIA(i RA{SING DAY

A Great Event at Orange, N. J.—Both Mr. and
Mrs. Edison Participate—Music and Enthus-
iasm Rule During the Ceremonies

The musical phonograph division of Thomas
A. Edison, Inc.,, Orange, N. J.,, as well as every
other division or department of the Edison or-

-dié"“'z-

SEDC NIV A G
Mr. Edison Raising the Flag
ganization has had a Flag Raising Day in which
exercises both Mr. and Mrs. Edison have taken
leading parts, Mr. Edison raising the flag at the
principal event a short time ago.

As happy as a boy, Mr. Edison pulled the
halyards with all the enthusiasm of the splendid
patriot he is, while Mrs. Edison lead the Edison
Choral Society in the singing of the national
anthem. The Edison band played patriotic airs
and the recently organized military training

The Edison Band, Composed of Forty-two Musicians, All
Employes of Thomas A. Edison, Inc.

corps went through a drill with the discipline
of trained soldiers.

and smooth. No coarse particles.

329 BROADWAY

ROTTEN STONE

Equal to any ever imported. We are the only miners and manufacturers in America
AX GRADE. Made especially for and essential in the making of talking machine records.
Used in the formulas of the leading record manufacturers. .
BG GRADE. For polishing and finishing, especially wood. A mild abrasive; very soft, fine
Use it on your cabinets.
Send for samples and prices

KEYSTONE MINERALS COMPANY

The finest texture filler made.

NEW YORK, N. Y.

Thomas A. Edison Reading the Program

Several months ago these celebrations began,
the jewel department holding one early in April
when Mr. Sibole, department superintendent, in
an address touched upon the history of how
the “Star Spangled Banner” was written. Aided
by the New Edison phonograph, which led the

™
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Part of Edison Battalion Atop One of the
Buildings at Flag Raising Exercises
singing with a re-creation of the national an-
them, the several thousand men and women of
the Edison organization made
the air carry for many blocks.

Not only have the Edison
employes displayed their pa-
triotism in lending enthusi-
asm to the flag raising cere-
monies but they have given
practical proof of their will-
ingness to support the country
at this time by subscribing
generously for Liberty Bonds
under the leadership of Mr.
Edison himsclf and the com-
pany officials in a way that is
inspiring.

ISSUE TWO ATTRACTIVE CATALOGS

‘I'he Pathé Fréres Phonograph Co., Brooklyn,
N. Y, has just issued two attractive catalogs
listing the Pathé records which have been rc-
corded in French and Ttalian. These records
contain illustrations of some of the famous
artists who have recorded for the Pathé library
in these two languages and the diversity of the
records that are listed give a fair idea of the
extensive scope of the Pathé repertoire, Pathé
records in French and Italian have been very
favorably received by music lovers throughout
the country, and the company's dealers report
an active and steadily increasing demand for
thesc records.
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VALUE OF RESPECTFUL ATTENTION

As a Constructive Factor in Salesmanship
in the Talking Machine Store Pointed Out

In the monthly bulletin, entitled “Pep,” is-
sued by the Edmund Gram Piano House of
Milwaukee, Wis., for the benefit of the depart-
ment heads of the concern, one of the topics
discussed is that of “Respectful Attention”—a
subject of incalculable value to a talking ma-
chine house as well as those in the piano trade,
unimportant as it may at first appear. It is
pointed out that “this all-important phase
means far more to the store than the simple
politeness to be shown to visitors or prospective
purchasers on their arrival or departure. It
means not only respectful attention which, of
course, must be shown to them during the dem-
onstrations of the instruments, but also that the
most kindly consideration should be given the
remarks and opinions of the callers—even
though they be sharp in tone and criticism. If
it is necessary to combat them, it should be
done with mildness and in a pleasant manner.
This will, by far, have the most weight and will
surely leave the very best impressions with the
visitors.

“Among salesmen and employes this respect-
ful attention should be an important factor.
Every proper matter or question, properly
asked, is deserving of a like reply, and if both
sides will permanently adopt this method, not
only will much friction be avoided, but a much
better and a more wholesomc feeling will be
developed all around.

“Respectful attention takes high rank in
salesmanship. There is no doubt that a great
deal of every salesman’s selling strength and
success has been due largely to the very re-
spectful consideration he gives to his visitors.”

Get personally acquainted with the people
who trade at your store. The customer likes
to know pcrsonally the fellow who owns the
business.

OPTIMISTIC REGARDING OUTLOOK

President of Columbia Graphophone -Co. Be-
lieves That When Things Have Been Read-
justed We Shall See Great Business Activity

In a recent article published in “The Maga-
zine of Wall Street” Francis 8. Whitten, presi-
dent of the Columbia Graphophone Co., New
York, commented upon the business outlook as
follows:

“In common with other manufacturing busi-
nesses which do not deal with actual necessities
of life the immediate future of the talking ma-
chine industry is somewhat obscured. To date
the demand for our products has continued very
good and sales for this year are considerably
ahead of the same period of last year. There
are numerous factors in the situation, however,
which make it impossible to forecast with ex-
actitude the trend of events. Personally I am
very optimistic on the outlook. I believe when
things have scttled down and the American
people have readjusted themselves to the new
situation we shall see a great business activity
in almost every line. Nor do I think that time
is very far distant.

“There are numerous new features, of course,
among the most important of which are the high
cost of materials, labor shortage, heavy taxa-
tion and transportation problems, etc., which
will have to be taken into consideration in mak-
ing any forecast, but, judging from our expe-
rience with our London and Canadian branches
during the last two and a half years, we should
continue to enjoy a splendid business here in
the United Statcs in many lines of industry.”

INCORPORATED IN DELAWARE

The Lion Talking Machine Co. has been in-
corporated under the laws of Delawarc with
capital stock of $200,000 for the purpose of
manufacturing musical instruments and talking
machines. The incorporators are: Charles T.
Brooks, A. C. Wooten and B. E. Moscs.

A MESSAGE FROM THE PRESIDENT

What James T. Coughlin, President of the Talk-
ing Machine Men, Inc., Thinks of the Business
Articles in The Talking Machine World

That the editorial policy of The Talking Ma-
chine World and the constructive business
articles appearing each month are thoroughly
appreciated by our readers is indicated by
many comnmendatory letters reaching this office
from members of all branches of the trade,
manufacturers, wholesalers, and retailers.

A particularly pleasing letter under date of
May 29, 1917, has been received from James T.
Coughlin, the newly elected president of the
Talking Machine Men, Inc, and which reads:

New York, May 29, 1917.
Talking Machine World,
373 Fourth Avenue, City.
Decar Sirs:—

I write to infgrm you that the suggestions and
advice to men in the talking machine business,
as contained in your issue of May 15, 1917, is
sincerely appreciated by the Talking Machine
Men, Inc.

We find that your magazine is serving us
as a powerful aid to the development of de-
sirable co-operation in our trade.

Very truly yours,
(Signed) Jas. T. CouGHLIN,
Pres. T. M. M. Inc.

PLANNING NEW RECORD BOOTHS

The H. E. Walters Piano Co., Homewood, a
suburb of Pittsburgh, is contemplating the in-
stallation of three record demonstration booths,
the increase being made necessary by the recent
growth in the business of this department. The
Walters talking machine section will accommo-
datc seven record customers at a time when
the present plans have been carried out.

Efficicncy is the through express from No-
where to Successtown.
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repair-proof motor.

running.
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Let the
biggest, most profitable
your city. The beautiful
of that master designer,

i World universal tone arm plays all
i records. \World automatic stop works
’ perfectly every time. World tone
| chamber of finest time seasoned spruce.
World tone modulator gives you the
keen pleasure of putting your own per-
sonality in the music. World auto-
matic cover support is another supe-
rior delight. The World plays eight
10-inch records without rewinding.

218 South Wabash Avenue

You Want Phonograph
Protits, Mr. Merchant

—and the line that captivated the critics at the National Music Show.
want the handsomest Phonographs ever built; equipped with the most silent,
The “\WORLD PHONOGRAPH” has the most refined
high-power, noiseless, double-spring motor ever invented.
tilting motor hoard. You cannot detect even the slightest sound when it is
Brought to highest efficiency in the “World.”
tion is your guarantee against repair department expense.

“World’

World Phonograph Co.

Dept. D.

You

It is mounted on a

This motor perfec-

9 help you build the
phonograph business in
cabinets are the creations
Maurice Hebert.

Sold direct to dealers. You make

the jobber’s profit.

Illustration shows Model A, genuine
mahogany, gold plated trimmings.
Retail price $200. Other models in
solid mahogany and art-craft reed,
$125 to $175.

Write for exclusive dealer proposi-
tion.

CHICAGO, ILLINOIS
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A Record-List that’s going
to Break All Sales-Records!

Here it is—the Columbia Record List for August—and every
record is evidence to an experienced dealer that the August

List simply MUST smash all records for SALES!

We have talked with song-writers, we’ve seen publishers,
we’ve gone to theatres, cabarets, all over—and we’ve picked
a list of WINNERS that will put it all over anything else

put out for Mid-Summer.

You’ve only got to look over it to SEE it. Anna Wheaton,
Brice and King, Evan Davies, Charles Harrison, L.ucy Gates,
Vernon Stiles, James Harrod, Rodeheaver—the hits of “Oh,
Boy!” “Have a Heart”, “The Winter Garden Show”, “Her
Soldier Boy”, “His Little Widows” and ‘“Follow Me”—the
latest and most demanded patriotic hits—every single name

and every single record means just ONE thing to you—and
that one thing is: SALES!

Columbia Graphophone Co.

Woolworth Building, New York

SO
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“ ead this August List of New
Columbia Records!

Sales!

Patriotic ‘“Best Sellers’

PATRIOTIC AIRS MEDLEY
(I’art 1) intredncing “First
Cally” “Hail Coluwbia, *Ceol-
umnibia, tlle Gem of the Ocean,”
“lieveille,” “Yankee Doudle,”
“Aly Country, ‘Tis of Thee,”
DPrince’s Band.

l‘\’l‘l(l()'l'l(, AIRS ME l') LEY
(l’.nl‘_ 2) introducing em-

» YAmerican Y
uar d  Mount,” "\lmclun"
em'gl:\." “Dixie, (L
"l{ctre’nt * “Ntar Spangled B.\n»

ner Prince’s DBand.

{l)l\ll Idgar Stoddard and

Broadway Quartette.

A2277
10-in. 4 VANKEL DOODLE. Charles
5¢. Harrisou and Broadway Quar-
e
PATRIOTIC MEDLEY (P.llt 1)
mlroducmg “Bugle Call”
“Iramp. Tramp, l‘rlmp, the
Joys are Marching,” ‘“The Girl
I Left Lehind Me,” "\\ hen Lhe
Cruel War is Qver,” “Tattoo
(Iingle (all), ‘“l'enting on thc
Old L‘\én;li) (.Lmlmd{’ ‘;ltxlllus"
Lingle Call olumbia cllar
A2269 Qu.lrtc e
0. lu
75¢ PATRIOTIC MEDLEY (Part 2)

introducing *Reveille” (Bugle
“Led, White aud Blue,”
Doodle” (IVife and
Drawm), “Battle Cry of Iree-
dom,"” “1lail Columbla,” “When
Jonny t‘omes Marching
Howe.” Coluiubia Stellar Quar-
tetle.

PAUL REVERE'S RIDE. Harry
. lumphrey.

SHERIDAN'S RIDE, BEdgar T.
Davenport,

Vocal Masterpieces

SING MFE TO SLKEP. Lucy
J mtes, Violin obbllgato by

ABOT2 Ifrank Gittelson.

Gintes, YViolin obbligate by

ANGEL’S SERENADE, Luney
Frank Gittelson.

A2261 j.-\ DREAM. Vernon Stiles,
10-in. S KORTER MISS YOU. Vernon
$L.00 Ntiles.

FLIRTATION, Charles Ilarrison,
A2290

10-in. BARCAROLLE FROM “TALLS
b, OF ITOFIFFMANN.” Charles
Harrison.

A New Rodeheaver Record

A RAINBOW ON THE CLOUD.

A2218 llomer Rodcheaver,
l(l in,
ibe, SOMEBODY CARES., Ilowmer
Rodeheaver.,

Vaudeville Specialties

SIMPLICITY. Wh}stllng Solo.
A2251 Ribyl Samnderson Fagan.
W AL ARDITA—MAGNETIC WALTZ,
: Whistling Selo. Sibyl Sander-
son Itagun,

NANNY. Scoteh dinlect sang.

A2268 Iivan Davies.
10-in. §
b, SIIE IS MY ROSIE. Scoteh dia-

lect soung, Ilivan Davies.

SWANEE RIVER. Southern dia-

A2250 leet song. €Carroll Clark.
10-in.
he, NELLIE WAS A LADY. South-

ern dialect song. Carroll Clark.

ALL ABOARD FOR TIIE
[ COUUNTV FAIR. Talking.
Harlan, Yorter and Kuight.
SIIE STOPPED TO POWDER
1IIER NOSE, (Baritone Solo.)

Harry ¢!, Browne.

..
o v
e
s

Instrumental Novelties

EVERYBODY NULA, Louise and
A2053 Ferera.
10-in. “ K LEI NO KAIULANI (A
o, Wreath for Princesxs Kaiulani).

Louise and Ferera.

rMIDSUMMER BELLS, (Bell
A2260 Sole.) HHoward Kopp.
10-in.
iSe, MAUDIE MAZURKA. (\xlophone
L Solo.) Howard Kop

‘-Tlll-: ROSARY. (Cornet Solo.)

A2256 Vincent C. Buono,
10-in, I HEAR YOU CALLING ME.
i5e. (Cornet  Solo.) Yiuceut C.
L inono.
TIIE SUNSHINE OF YOUR
SMILE, (Saxophone Nolo.) Fred
A2009 Allen,
10-in.
5¢e. SOMEWIIERE A VOICE IS

CALLIN
L Ired Allen.

(Saxophone Solo.)

The Popular Taylor Trio

( VIOLET

‘Cello, vielin and

A2219 pinno, Taylor T'rio

10-In. <

T PARTED. ‘Cello, violin and
l piane:. Tayler Trio.

Song-Hits— The Latest!

(FINE MAN BEIIIND TUHE ITAM-
J .\lll- R AND THE PLOW, [Fawes
Ilalh

|STRIKE 1'P THE BAND (IIERE
l A SAILOK).  James

WE'LL BE THERE, ON THE
LAND, ON THE SEA, IN THE
AIR. Arthur Fields.

i\\'ll AT KIND OF AN AMERI-
‘AN ARE YOU? Arthur

LD
L Fields.

A2273 ,'l“()l{ YOUR COUNTRY AND MY
10-in. COUNTRY. DP'eerless Quartette.
ibe. [JO\\T OF ARC. Heury Burr.

‘0l, JACK! WIEN ARE YOU
(()\lll\'(i BACK? Burton and

A2271

10-in.

75e. 1'\1 A REGULAR DAUGHTER

OrF UNCLE SAM. Katheriue
Clark.

'TILL THE CLOUDS ROLL BY,
from “Oh, Boy !’ Wheaton 'md

A2261 "
10 in. Iurrod.
be. DRIP, DRIP, DRIP WENT THE
WATERFALL., Anna Wheaton.
OII, JOIINNY! OII, JOIINNY!
T 0! from “Follow Me.” Eliz-
A2265 abeth Drice,
10-in
iGe. OII, PAPA! O, PAPA! Arthur
I'ield S.
TIHAT CREEPY, WEEPY FEEL-
[ ING, from “His Little Widows.”
Wheaton and Wilson.
10 IlI
B, BIIZZIN’ THE BEE. Gene
Greene,

Popularity

MOTIER, DIXIE AND YOU.

A2295 Sterling Trio.
10-in,
e, ALL THE WORLD WOULD BE

JEALOUS OF ME. llenry Burr.

BECAUSE YOU'RE IRISII. ITugh
Donovan.

LOOKOUT MOUNTAIN, Cawmp-
bell and Rurr,

from The Winter Gar-

]’I‘IIE GHOST OF THE U(KU-

A225% den '"Show of Wounders.” Brice
10-in. and Kiug.
iS¢ |
DEAR OLD IIONOLULU. Wright
L and Dietrich,
‘TIIERE'S NOTIIING SWEETER
| TIIAN A GIRL, FROM DIXIE-
A2258 LAND. Willie Weston.
10-in.

e, |WIHEN YOU WALTZ WITII
l THE GIRL YOU LOVE. Jed
Prouty.
(A _TEAR, A KISS, A SMILE.
\?':ﬁ‘! | James Illarrod.

1IN TIHE HARBOR OF ITOME,
L SWEET IOME. Robert Lewis.

I CAN HEAR THE UKULELES
CALLING ME. Reed aud Har-
risou,

|1IF YOU'LEL COME BACK TO MV
GARDEN OF LOVE. Burton
and Lewis.

Dances—Some Music!

THE MAN BEHIND THE HAM-

["MER AND THE PLOW-Oue-

l step, introdne “Strike 'p
3

the Land,’ a Lee” and
“I'm D’rond to be the ther
of & Boy Like You.” I'rince's
Pand.

HY-SINE-—One-step, introduncing
“Rooster Rag.” Trince's Band,

HOME \f\l\
dier
ing “]llxtm_\

from “ller Sol-
c~shal:, introdue-
'rinee’s Band.

.

YOU SAID SOMETIIING,” from
“Ilave a Ileart"—tOne-step. m»
troducing “lloneymoou inn.”
Priuce’s Band.

THE CUTE LITTLE WIGGLIN'
{ DANCE  Fox-trot, introducing
“\\’lleu the Sun Goes Dowu in

A5869
12-iu. Dixsie,” Friuce’s Dand.

(rOZZo—TFox-trot. P’rince’s Band.

( ITAWAIIAN BLULES — Fox-trot.
I’rince’s Band.

JGLORIOI'S SOUSE SONG TFox-
trot, introducing “Yale Boola."

| Drince's Band with Vocal
Chorus.

IT'S TIME FOR EVERY BOY
TO BE A SOLDIER-— One-
step, introducing *“Coaling Up
in Colon Town.” Prince’s Band.

A2267

]9;1“. SCOTTON PICKIN® TIME IN

i5e, ALABAM’ —One-step, introdue-
ing “If I Cateh the Gny \\'lm
Wrote PPoor Butter: fly.”” I'rince’s
Band.

trodueing “A Pal Like You.”

A2266 Priuce’s Band.
10-in.
T5c. n UCKLE“LRR\' FINN — Fox-

here are
Prince’s

'TILL TIIE CLOUDS ROLL BY,
from “Oh, Boy!"-Fox-trot, in-
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PLANS FOR COMING EDISON CONVENTION IN NEW YORK

Edison Dealers Will Hold Annual Meeting at the Waldorf-Astoria on July 12 and 13—Question
Box to Be Main Feature of Gathering—W. D. Wilmot to Act as Chairman—Many Speakers

The main feature of this year’s Edison deal-
ers’ convention will be what is known as the
“Question Box.” Each Edison decaler was duly
advised to submit one question to the factory
between the dates of May 15 and June 15. For

William D. Wilmot

Edison dealer at Fall River, Mass.,, who will act as chair-
man of the 1917 Edison ealers’ Convention at the
Waldorf-Astoria, New York City., Mr. Wilmot is shown
here with the cup presented to him by the Fall River
Merchants’ Association in appreciation of his work in
behalf of the association.

this purpose. question blanks were sent to the
dealers some time ago. The question box will be
opened June 15 and the answers ready on the
first day of the convention. It is confidently
expected that this feature of the convention will
prove of inestimable value to all dealers at-
tending, as it is expected to bring forth ques-
tions on all phases of Edison merchandising.
Another interesting feature is that it will be a

dealers’ convention in fact as well as in name.
The dealers themselves will have full charge.
The chairman will be W. D. Wilmot, Edison
dealer at Fall River, Mass., and all speeches will
be made and all discussions led by dealers.

The two days set aside for this year’s conven-
tion are July 12 and 13, when Edison dealers
from all parts of the country will come together
at one of the most famous meeting places in
the world, the Waldorf-Astoria, New York City.

Last year this convention was attended by
approximately 600 Edison dealers. This year,
at least one thousand dealers are expected to
convene. FKEvery Edison dealer, great or small,
wherever located, has been urgently requested
to attend the convention this year, and accord-
ing to advance information many dealers will
come who have heretofore refrained from at-
tending, and who have never experienced the
delights of a trip to the great city.

Among the topics which will be discussed by
dealers, or on which general discussion will be
led by a dealer, are the following: “Intensified
Canvassing,” “How I Make Mecbanical Inspec-
tion Pay Profits,” “How I Make Tone Tests
Pay,” “How 1 Made My Store a Musical Cen-
ter and Cashed in on It,” “How I Sell Records
and What T Think of the Approval System,”
“How I Beat the ‘Talkers’ With the Diamond
Amberola,” “How I Borrow Money From My
Bank,” “How I Use the Company’s Interlock-
ing Advertising, Leaflets and Miniature Letters,”
“How 1 Use ‘Along Broadway,’” “How I
Give and Cash in on Recitals Outside of
My Store,” “How I Cash in on the Local
Appcarances of Edison Artists,” “How I Use
the Retail Salesman’s Manual,” “How I Stage
an Instrument Sale in My Store,” “How I Use
My Windows,” “How I Have Applied the
Methods of the East Orange Experimental
Store,” “How I Made July Look Like Decem-
ber.”

In addition to the above M. M. Blackman, of
Kansas City, will deliver lis now famous “Soul
Talk.” So much for the dealers’ part.

The factory's part will be to answer all ques-
tions received through the “Question Box,” to
put on an original play entitled “Mr. Guy Wise,
Esq.,” to present a lecture on Puccini, illus-
trated by Edison Re-creations, and which sub-
sequently can be used by the dealers themselves
in stirring up prospects. There will also be a
very graphic illustration to dealers of how to
prepare a financial budget. This will be the full
extent of factory activities at the convention.
Every thing else will be done by the dealers
themselves.

The big banquet and dinner show is set for
the night of the 12th. A number of Edison
artists will be guests at the banquet and will
sing for the dealers.

Several of the big Edison artists will partici-
pate in now famous Edison direct comparison
tests between living artists and the New Edison
on the afternoon of the 13th. On the 14th every
Edison dealer will have an opportunity to visit
the factory at Orange, where the many details
of manufacture will be explained.

A three days’ course in mechanical instruction
will he given at the Laboratory of Thomas A.
Edison, Orange, N. J., July 9, 10 and 11, the
three days preceding the Edison dealers’ con-
vention in New York. An invitation to all
Edison dealers and their assistants to take this
course has been extended.

STANDARD €0.’S FINE LITERATURE

The Standard Talking Machine Co., of Pitts-
burgh, Pa., has under its new policy been send-
ing out an interesting series of circulars, post
cards, etc., featuring especially patriotic num-
bers. A recent card, which they issued, was
printed in three colors, had on one side a se-
lected list of patriotic records, and on the op-
posite side the words of “The Star Spangled
Ranner,” “Dixie” and “Yankee Doodle” with
special reference to McCormack’s rendition of
the first number. /

ILONG 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.

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

THE GEO. A. LONG CABINET COMPANY

D 79

In all finishes. Shown with top
moulding and shelves,
Specially adapted for use with
Vietrola IX,
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IOWA DEALERS TO HOLD SECOND STATE CONVENTION

At Des Moines on August 28—Arrangements for Gathering of Victor Dealers’ State Association
All Completed—Value of Association Work Emphasized by This Gathering

Des Morngs, 1A, June 1.—In anticipation of
the second annual convention of the Iowa Vic-
tor Dealers’ State Association, the executive
committee of the association at the request of
the president, P. G. Spitz, convened at Mickel
Bros. Co. store here recently, to consider plans
and the date for the convention. The follow-
ing mcmbers of the committee were present:
P. G. Spitz, president; W. H. Stoaks, vice-
president; D. C. Phillips, treasurer; W. P. Deal,
acting sccretary, and Geo. E. Mickel.

The rcsignation of B. Van Stight as secretary
was accepted, and his unexpired term will be
filled by the acting secretary, W. P. Deal, who
was duly clected to that post.

The committcc went on record as voting to
support the Victor Co. in every phase of its
work, aud at the inception of the suggestion of
I’resident Spitz, also voted to institute an imme-
diate campaign for increased membership. A
very liberal appropriation from the funds of the
association was advanced to insure the suc-
cess of the campaign which will consist of per-
sonal letters, advertising features, circulars and
direct personal visits on the part of the com-
mittee and the traveling representatives of both
Mickel Bros. Co. and the Nebraska Cycle Co.

As a special inducement to the success of in-
creascd membership, the exccutive committee
voted a prize consisting of a solid gold watch
fob complete with charm, reproducing the Vic-
tor trade-mark, to be presented to any member
of the association securing the greatest number
of new memberships up to the convention,
August 28.

The executive committce of the Towa Dealers’
State Association points with pride to the fact
that it instituted successfully the first State
Association of Victor Decalers in the United
States. This fact cannot bc denied, for no
past history seems to be available combating
this claim, and the success of the first annual

000000000

convention was such that it immediately laid
the foundation for the succeeding annual con-
ventions. The results are already apparent from
the Towa Dealers’ State Association, for it has
brought the decalers closer together with one an-
other with a better understanding of the ways
and means of progress and developing their in-
terests.

The main idca which Mickel Bros. had in
view in promoting thc Statc Association was
based upon the ever apparent desire of the man-
ufacturer to keep in closer contact with the indi-

vidual dealer so as to rcmove any idea on the
part of the dealer that there is a barrier be-
tween himself and the factory, or the parent
company, and associations of this nature are
proving a benefit to the mutual interests of both
the manufacturer, the jobber and the dealer. Tt
is fully expected that the sccond annual con-
vention will be the banner convention, and will
be attended by not less than 250 dealers. The
former courtesy of Mickel Bros. Co. will be
cextended to all members of the association, and
the second convention will be opportune from
the fact that Mickel Bros. Co. having moved ~
to their handsome new quarters will have an
opportunity to both surprise and assist thosc
dealers who have not yet visited Decs Moines.

~ ASSISTING IN RECRUITING WORK

O. K. Houck Piano Co. Assists Recruiting Of-
ficers in Memphis by Arranging Special
Series of Window Displays—One of the Re-
cent Examples Illustrated

Meatenss, TexN, June 5—Among those talk-
ing machine houses who have rendered active

O. K. Houck’s Patriotic Window

assistance to recruiting officers through the
nmedium of patriotic window displays is the O.
K. Houck DP’iano Co., of this city, handling the
Victor line. This company lias on

i

O T

various oc-

casions secured inilitary supplies and accouter-
ments from local recruiting stations, and used
them very cffectively in the show windows. The
accompanying photograph sliows onc of the
most recent displays. The centerpicce is a
torpedo which has been shot over 160 times in
tests. Owing to the fact that the ounly avail-
able warheads for this torpedo were charged
with 250 pounds of gun cotton, a dummy hecad
was used in the display for safety sake.

In the center of the window was
gyroscope, a littlc instrument, which keeps the
torpedo in direct line after it has becn dis-
charged. The gyroscope alone cost $500. The
background of the window was made of rcgu-
lation naval signals. Cards placed at con-
venient points served to describe the various
features in the window.

GRAY & MARTIN'S NEW LOCATION

PirtssurcH, Pa., June 6.—Gray & Martin's So-
nora Talking Machine Shop is now located in
Jenkins Arcade, this city. They are splendidly
cquipped in their necav quarters to handle busi-
ness, and report trade quite satisfactory. Gray
& Martin handle the Sonora exclusively and
carry a complete line of these high-grade phono-
graphs. They also carry a line of pianos, play-
ers, rolls, ctc.
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The miracle of voice and
instrument of reproduction.
Plays every make of disc
record with the same faith-
ful portrayal of tone quality
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MODEL XIV
$150

Height,
48 inches

MODEL XII
$100

"Height,
47 inches

Equipped
with
Casters

MODEL XI—$75
Height, 45 inches

The New AI tOp One
©

- CheArtophone Compagy

S 0 0000000 5

models represent the last word in phonograph perfection. )
cabinets are made from 74-in. venecred stock, and every model is equipped
with a universal tone-arm. This company has established dealers from coast
to coast, who have achieved signal success with this line.

IV rite today for dealers’ and jobbers’ proposition.

1113 Olive St., ST. LOUIS, MO.

as the instrument for which
they were made. =

Equipped
with
Casters

MODEL X—$65
Height, 44 inches =

All Artophone
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- THE TRADE IN BOSTON AND NEW ENGLAND

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

Boston, Mass, June 8—The talking machine
lusiness is fairly good here all things consid-
cred, and only once in a while does one run
across a “croaker.”” There is a uniform disposi-
tion lo take things as onc finds them, and the
men who are willing to push for business a
little more than formerly because the conditions
demand a more vigorous attitude are the ones

who win out in the end. There is a widespread®

demand for records of a patriotic character
which is a pretty clear index of the general
feeling; and there is scarccly a shop that is not
carrying a large stock of all the “best sellers.”
The ranks are getting depleted through enlist-
ments, and several of the large establishments
lhave lost a number of their men. Windows
everywhere retlect the gencral feeling, and one
has to go a long way to find a storc that has
not responded to the patriotic fervor and made
some suggestive arrangement that makes an
immecdiate appeal to the passerby. The staffs
from manager down to salesmen have made a
quick response, too, in buying Liberty Bonds.
General Joffre and the Columbia

When the Joffre parade passcd by the retail
warerooms of the Columbia Co. in Tremont
street a short time ago there was such vociferous
cheering for the hero of the Marne that the
great French General fixed his eye on the group
looking out from the second story and waved
Manager Arthur Erisman and his associates a
salute. There happened to be a momentary
halt in the parade at that moment, and the first
thing that greeted Joffre's ears were the strains
of the “Marseillaise” from a large Columbia ma-
chine. At the same time Mr. Constantino, of
the sales force (he is a son of the famous
tcnor), shouted something complimentary to the
general which so pleased him that he arose in
his automobile and waved a second salute. The
windows of the store were handsomely dec-
orated in honor of this great occasion.

Where Efficiency Is Evident

One of the most efficicntly conducted phono-
graph sections in a department store in Bos-
ton is that at the W. & A. Bacon Co. at the
corner of Washington and Essex streets. The
phonograph scction which carries various types
of machines is constantly supervised by Man-
ager George Krumnschied, and the section is
never allowed to be without exactly the machine
or record that a customer wants. Efficiency
is the keynotc of Manager Krumschied’s suc-

cess in conducting his department which al-
ways is attractively arranged so as to invite
the attention of any one in its ucighborhood.
New Vocalion Agencies

Manager Hibschman, of the Vocalion Co., re-
ports a very good business for the month of
May, and the fact that it was in advancc of
the same month last year is a good omen for
the future. Manager Hibschman has lately
placed sevcral agencies which will very mate-
rially add to the sum total of the business
throughout this scction. One of these is Henry
1. Kincaide & Co., whose large piano house in
the center of Quincy, does a large business. Mr.
Kincaide has a large following, and he is sure
to push the Vocalion for all it is worth. An-
other agency is the Whitman Piano Co. at
Stoneham, which will do its share toward pop-
ularizing this machine on the northerly side of
Boston. Still a third is Durell & Co. in Rox-
bury. Manager Hibschman's warerooms in
Boylston street are among the handsomest along
this much-traveled thoroughfare, and the large
window always is most attractively arranged
with potted flowering plants and a handsome
and expensive Vocalion in the center.

Robert Steinert’s Successful Trip

Robert Steinert, of the M. Steinert & Sons
Co., lately rcturned from a tour of the Steinert
branch houses, and the trip is sure to be pro-
ductive of better business in the Victor goods at
every house. Mr. Steinert mmade the trip by
auto taking along another member of the Stein-
ert staff. They went first to Brockton, and
other places visited were Providence, Spring-
field, Worcester, Portland, Me., and Bridgeport,
Conn. Mr. Steinert found the business pretty
good at every place, and when the local man-
agers follow out such suggestions as he had to
offer by way of speeding up business an even
better condition is sure to result. The business
done at the Arch street store of the Steinert
Co. continues to show good gains.

Opening of New Ditson Building Soon

The Oliver Ditson Co., Victor distributor, is
already making arrangements for the big open-
ing of its new building which is rapidly near-
ing complction farther up ‘'remont street.
Manager IHenry A. Winkelman, as already an-
nounced, will have large and commodious quar-
ters on the second floor finished and furnished
right up to the moment. 7The Get-Together
Club of the Oliver Ditson Co. is planning a

swmmer outing to take place the latter part of
this month. This will include Manager Winkel-
man and his staff of hustling employes.
A Democratic Innovation
Manager Arthur Erisman's retail staff at his
Columbia shop held one of their efficiency meet-
ings one cvening a week or so ago. DBy a new
alphabetical arrangement instituted by Manager
Erisman each man in the organization hereafter
will have an opportunity of presiding at a
meeting, and in this way every one will be given
a chance to say something, to give his views
as to the best ways and means of producing
business. A frank and free discussion of busi-
ness topics often develops somne good ideas, and
Manager Erisman is anxious to bring out the
best there is in all his staff. Hereafter there
will be selected topics assigned for each meet-
ing. At the last meeting there was a special
address by Joseph T. Lang, business manager
of the A. W. Shaw Co., which furnished much
food for thought to the employes.
Miss Dorothy Crane as Liberty
Outside the windows of the Edison and Viec-
tor departments of the C. C. Harvey Co. in
Boylston street, there was a novel sight the day
that Marshal Joffre passed in procession on the
occasion of the French general’s visit to Bos-
ton. It was a figure of Liberty, impersonated
by Miss Dorothy Crane, of the larvey house.
She was arrayed in the tri-colors of France,
and in one hand she carried a large French
flag while the other hand rested on a shield.
The picture held the attention of Marshal Joffre
for several minutes.
Eastern Co. “Boys” at the Front
All the boys of the Eastern Talking Machine
Co., those who are left, were glad to learn of
the safe arrival of the “Saxonia” on the other
side after her trip across from this country.
This is the ship that three of the Eastern boys,
Messrs. Dumont, Welch and Spillane took pas-
sage on, as a part of one of the latest Harvard
units for work in- France. Before they left
New York they wrote checerful letters to their
old pals in Boston. Soon the Eastern staff
will be looking for letters from the front.
Developing New England Trade
Richard M. Nelson, manager of the Har-
monola department at the C. F. Hovey Co.’s es-
tablishment, and Oscar W. Ray, New England
manager of the Emerson Phonograph Co., spent
a few days on a fishing trip the latter part of

L

deliveries?

Do you find your record orders
steadily multiplying?
Do you get prompt

DOES YOUR VICTOR SERVICE

continually help to build up your sales?
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THE EASTERN TALKING MACHINE COMPANY

177 TREMONT STREET

only gives complete
satisfaction but
tually increases your volume of sales
through sales promotion plans can be
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BOSTON, MASS.
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THE TRADE IN BOSTON AND NEW ENGLAND—(Continued from page 20)

COLUMBIA GRAPHOPHONE CO0.’S NEW QUARTERS IN BOSTON

Wholesale Department in That City Now Settled in Building at 137 Federal Street, Where Unusual
Facilities Are Provided for Handling Trade—The Personnel of the Staff

BostoN, Mass., June 6.—The Boston branch
store of the wholesale department of the Co-
lumbia Graphophone Co. at 137 Federal street
is now fully settled and thanks to Manager Fred

Lo S e
Wholesale Record Department
E. Mann and his able staff everything is now
in finc shipshape working order. Three large
floors are occupied by the department. On the
first floor, which is the second story of the build-
ing, arc the executive offices with a large, well-
appointed private office for Manager Mann
toward the rear; a large space devoted to an
exhibit of Columbia machines, the dictaphone
dcpartment and the stenographic department
for the exccutive force which requires consider-
ablc assistance in handling a business that is
growing surprisingly fast. On the floor above
is a large space for the storage of machines, and
the dictaphone repair room; while on the next
floor is the shipping department, the storage
racks, and a repair department for the cabincts
and motors.

An intcresting fact that speaks volumes for
the growth of the business is that despite the
fact that the wholesale department has been set
apart from the retail and has large, commodious

quarters, it has been found necessary to retain

last month. They went by train to Portland,

Me., where they werc mect by a dealer in that
city who took them up North as far as Harri-
son’s, where the party enjoyed the best fishing
cver, the boys landing some big ones,
Welcome for William S. Parks
The trade is glad to again welcome back
William S. Parks, assistant manager of the Co-
lumbia Graphophone Co., who now has pleas-
ant quarters at the company’s wholesale depart-

the Knapp strcet storage quarters, so constant
is the demand for machines and records. Each
of the three floors of the building is occupied
clear through from the Federal street front to
the alley at the rear, where there is commodious

Manager Fred. E. Mann in His Office
elevator service for goods, and there is an
abundance of daylight during working hours.
Manager Mann in discussing business a few
days ago expressed himself as extremely hope-

Wholesale Grafonola Exhibition Department
ful, for there was constant cvidence that the
people were willing to spend their nmoney when
they knew what they wanted and knew also
that they were getting full value for the outlay.
He said that the wholesale business in May

was surprisingly large, in fact it was better than
the same month a year ago, and he saw no
reason why the present international situation
shpuld in the least hamper trade conditions once
the public got a right angle on the real condi-
tion of affairs.

Oune of the secrets of the success of the Co-
lumhbia wholesale department in this city, and

View of the General Offices

this will be proved more and more as time goes
on, is Manager Mann’s ability to make a care-
ful selection of those comprising his staff. Mr.
Mann is a business man of experience and he
knows the value of efficiency and the best means
by which to acquire it. It may be set down as
a foregone conclusion, therefore, that his staff
is about the best that could be selected.

The following are those who form the tcam
under Manager Mann, a team that spells suc-
cess: Wm. S. Parks, assistant manager; Frank
V. Swett, chief accountant; T. M. Hayes, credit
department; Henry F. Dolan, trade promotion
department; R. H. Luscomb, record stock clerk;
James Cahill, in charge shipping department;
George Sharman, receiving clerk; Frank X.
Lane, record order department; Arthur Collins,
forcman, repair service department; and thesc
wholcsale sales associates: Fred R. Erisman,
T. Norman Mason, J. F. Luscomb, W. S. Town-
send, Fred W. Ballou, H. P. Fleming and C. E.
Sheppard.

- o o,

ment at 137 Federal street.  Mr. Parks, it will
be reccalled, was in the IHomecopathic Hospital
for an operation and returned to work only a
few wccks ago.
Boston Violinist Making Records

Irma Scydel, a popular Boston violinist, is
making somec e¢xcellent records for the Emer-
son Phonograph Co.; and she already has made
scveral trips over to the New York studios of
the company for that purpose.

Some Personal Items of Interest

Charles B. Moseley is another of the boys of
the Eastern Talking Machine Co. to cnlist for
the war. Moseley has joined the navy, and is
rcady at a moment's notice to start away.

A Boston visitor a few days ago was C. L.
Sheppard, representing the Pennsylvania Talk-
ing Machine Co., of Philadelphia, Columbia dis-
tributors. Mr. Sheppard made his'hecadquarters

(Continued on page 22)
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The Steel Blade of Damascus

Was the envy of the whole world. Careful selection of materials, treated, re-treated
and tested with the utmost skill and science known to the times, hammered from
shapeless mass by artful hands into thin ribbons of steel, produced a product the merit
of which was so well recognized that human'life was entrusted to its invisible qualities.

To-day BAGSHAW NEEDLES

which are manufactured from carefully selected materials, tempered to the proper
hardness through the advancement of science, and shaped to their proper form by the
mailed hand of automatic machinery, which works truer than that of the most skilled

Damascene, are a product, the value of which every dealer who sells them realizes.

W. H. BAGSHAW CO.

Lowell, Mass. g
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Have you recently investigated the margin
of profit on Columbia Double Disc Records?
You should.

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

B ——————

Columbia Graphophone Co.

Woolworth Building, New York

THE TRADE IN BOSTON AND NEW ENGLAND - (Continued from page 21)

at the wholesale department of the Columbia
Co., and he hopes to associate himself with
this Boston house in the coursc of a fortnight.

John Alsen, manager of the Iidison and Vie-
tor departments of the George Lincoln Parker
warerooms in the Colonial Building, has joined
the First Corps of Cadets, and his time is taken
up three nights a week drilling, thus getting
ready for-more active duties.

The Boston talking machine trade, and espe-
cially the boys of Manager Erisman’s Columbia
warerooms, were glad to welcome Jack Shaugh-
nessy, their old pal a few days ago. Jack was
formerly head of the bookkeeping department;
and auditor of the Columbia Co., and a couple
of months ago went to Portland, Me., where his
prospects as a Columbia dealer are very good.

Oscar W. Ray the Happy Man

The trade will be interested in learning of
the engagement of Oscar \W. Ray, New Eug-
land manager of the Emerson Phonograph Co.,

Many talking machine owners are forming their
record buying habits now. Be sure they find what
they want when they come to your store.
your VICTOR record stocks complete.

We can help you for we have

The Largest and Most
Complete Stock of
Records in New England

Victor Distributors

Write, or Telephone Beach 1330

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

with headquarters in Doston, and Miss Marie
Lyons, of Flatbush, l.ong Island, N. Y., daugh-
ter of Mr. and Mrs. Honore BB. Lyons. Miss
Lyons is connected with Vogue in New York
City.
Booking Big Orders for Veeco Electro Motors
C. F. Simes, president of the Veeco Co., has
Just returned from a business trip which took
him as far South as New Orlcans, and as far
West at Kansas City, Mo. He says that his
company has had a very good business thus far
this year, and he has been able to make good
contracts with some of the largest talking ma-
chine houses. The 1918 model of motor has
Leen perfected, and the company will begin to
put it out some time in July. It embodies some
new elements which the trade will be sure to
appreciate, and the fact that the features have
been examined carefully by an expert from the
Massachusetts Iustitute of Technology and

proved to be beyond criticism, speaks volumes

Keep

for the state of perfeetion which has been
reached in this latest model of Veeco electric
motor,
Attractive Columbia Window

Lately the Columbia Co.'s rctail store, ably
managed by Arthur Erisman, had a surprisingly
attractive window of a patriotic character, and
it is pleasing to record that the adaptability of
the display to the present situation was recog-
nized by the home office to the extent of se-
curing a prize. Accordingly, James A. Hollo-
han, who does the window decoration for this
Columbia headquarters is in receipt of $50 from
the New York officials. All of Mr. Hollohan’s
windows are most catchy, hie seems to under-
stand the art of holding the attention of the
passerby.

Joins Forces of Eastern Talking Machine Co.

R. O. Danforth, lately with the F. C. Hen-
derson Co., at Worcester, has joined the ranks
of the Eastern Talking Machine Co. He comes
to Boston with some valuable experience in the
Victor business.

ALMA GLUCK IN SAN DIEGO

Famous Soprano Visits Wiley B. Allen Co.
Store to Hear Her Latest Reeord

Sax Diego, Car,, May 31.—The local store of the
Wiley B. Allen Co. was honored recently by a
visit from Alma Gluck, the famous soprano,
who was in the city for the purpose of meeting
her husband, Efrem Zimbalist, the noted violin-
ist. Miss Gluck stopped in the Allen Co. store
to hear the last record, “Come Beloved,” by
Handel, which she had recorded at the Victor
laboratory before leaving the East on a concert
tour and had not had an oppertunity of hearing
in perfected form. While in the store Miss
Gluck was photographed standing by the Vic-
trola and listening to her record.

DEATH OF MEREDITH C. PRICE

M. C. Price, president and manager of the
Norwalk Piano Co., Norwalk, O., died on May
17, following a nervous breakdown which oc-
curred last January. Mr. Price was an old-time
piano man of high standing in the community,
and his passing away has been sincerely re-
gretted by his host of friends. The Norwalk
Piano Co. is one of the leading establishments
in that section of the State, and in addition to
pianos have built a very large business in talk-
ing machines.

FEATURING SUMMER TRADE

The Victor department of Coover's Jewelry
Store, Union City, Ind., is under the manage-
ment of Miss Fern Ross, who is a very com-
petent and popular demionstrator. A very clev-
erly written and neatly illustrated booklet has
just been sent out by this house in which the
imporiance of the talking machinc as a factor
in the enjoyment of a summer vacation is point-
ed out most interestingly.
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Nickel Plated—Cast Frame—Double Spring Phonograph Motor

Playing 3-12 in. Lateral Cut Records
or

2-% Edison Records

NICKEL PLATED
FAST AND SLOW

REGULATOR
1 STROKE CAST FRAME

SLOTTED
REGULATOR
ARM,CANNOT

JUMP OFF
M=
- / - ; — SLEEVE.ONE - 4
28 Y N . — = N7 PIECESOLI%DIE-
1 CASTING. THEREFORE
BALL BEARING FOOL PROOF & e '\ 7 RUNS ABSOLUTELY
ON TURNTABLE STUD REGULATOR || = LR y ! TRUE '
’ ALWAYS TURNS ¥ ey T { N
[l BEARING =
BEARING o TUBULAR
/BTHICK BRASS ESCUTCHEON

J SAN INTERMEDIATE GEAR
BALL BEARING

BALL JATHICK PLATE AND SLEEVE z
: XTENSION EXTENSION 2.'ROUND STOCK
BEARING "S5\ bieCE SOLID DIE CASTING 35, orie ROR PFLONGFOR 1 3%1.ONG HANDLE FOR
RUNS ABSOLUTELY TRUE 25" CABINET 21"CABINET I8"” CABINET

Playing 3-12 in. Lateral Cut Records or 2-'2 Edison Records
No. 3—Nickel Plated, Cast FFrame, Double Spring Phonograph Motor, complete with:

1--12" Stamped (Green Felt) Turntable
1—Screw-On Winding Handle- 9 /16" Stock
1—Nickel Plated Regulator

1 —Inside Turntable Stop

1—Handle Escutcheon

4—1-1/4" Motor Board Screws

8—5/8" Rubber Washers

4—5/8" Steel Washers

2—Blued Wood Screws for Stop

4—N. P. Wood Screws for Escutcheon and Regulator

MOTOR PARTS

We can give prompt service and solicit inquiries and orders for any part on a motor
—such as Gears, Stampings, Screw Machine Parts, and especially the Worm
for Governor Shaft or the complete Governor. Also Stops,
Regulators, Handles, Turntables and all Hardware Parts.

Cable Address “Elmotor” Chicago
Codes—Western Union or Lieber’s, Sth Edition

CHAS. H. ELTING & COMPANY

1516 South Wabash Avenue
CHICAGO
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to the minutest detail.

DOEHLER
DIE-CASTINGS

have attained their supremacy by the unvarying
excellence of their quality and the unfailing
reliability of the service behind them.

Of the many instruments produced today,
from the most elaborate cabinet machine to the"
more popular priced ‘‘Talker” the greater num-
ber, by far, are equipped with “Doehler’”’ die-cast
tone arm, sound box or both.

The acknowledged prestige of the Doehler organization guarantees a product correct

cast.

A few of the various
Talking Machine
parts ““Doehler’”’ die-

The enormous output of our three large plants permits of advantages to the users of
die-castings as regards prices and deliveries not otherwise possible.

That these facts are generally recognized islevidenced by the prominence and con-
sistency of the extensive users of Doehler Die Castings.

BETTER OUTLOOK IN ATLANTA

Slowing Up in Business Has Disappeared—
Good Edison Exploitation—Cable Piano Co.’s
Fine Record—Other News of the Trade

ATLANTA, GA., June 3.—Despite the business
uncertainty caused by the war, conditions in
the talking machine trade in this city are in ex-
cellent shape. The little slowing up which was
in existence about two weceks ago has disap-
peared, and it would now seem as if the pur-
chasing public had “found itself,” and that we
are in for a very good summer and fall scason.

Victor C. Wetzel, manager of I’honographs,
Inc., local Edison representatives, is one of the
enterprising men who is building up a splendid
clientele for the Edison in this tefritory. He
has given his establishment an artistic atmos-
phere by loaning one of his parlors for exhibi-
tions of paintings under the auspices of the
Atlanta Art Association, as well as the l'en
and Brush Club, which with Edison Opera-
logues, and exhibitions in interpretative danc-
ing, have made Edison Hall quitc a center for
the elite, and brought the products of his house
to the attention of a large constituency.

J. D. Salter, who has charge of the Victor
department of the Cable Piano Co., is fecling
clated that he is getting more frequent ship-
ments from the factory. He reports an increasc
of morc than 30 per cent. in sales during the
present year, as compared with the same period
in 1916.

The Atlanta Talking Machine Co., which han-
dles the Columbia Grafonola, and the Aeolian
Vocalion at 132 Peach street, reports a very
excellent demand for these instruments, and
Manager C. S. Cates tells of a steadily incrcas-
ing demand for records of the most expensive
artistic typcs.

K. O. Anderson has opened an artistic niusic
store at 69 West Colorado strcet, Pasadena,
Cal, where he will feature Brunswick phono-
graphs and Pathé records.

BROOKLYN. N.Y.
NEWARK.N.J.

SUCCESSFUL WOMEN OF THE TRADE

Miss Katherine M. Slawik Rises to Management
of Talking Machine Department of Cassaday
Drug Co. in Two Short Years

Des Moines, Ia., June 2.—A record for quick
success in the retail talking machine trade is
hetd by Miss Katherine M. Slawik, who in the
short space of two years rose to the position

Miss Katherine M. Slawik
of manager for the talking machine department
of the Cassaday Drug Co., Alliance, O.

Miss Slawik’s first position in the Cassaday
Drug Co. was in the talking machine department
a little over two ycars ago, as general assistant.
The young lady took an interest in her work,
however, found a strong appeal in the records,
and as a result of carcful study was soon given
the responsibility of ordering all the records for
the department. IHer responsibilities increased
steadily until the entire control of the depart-
ment was placed in her hands.

The Cassaday Drug Co. handle the Victor,
Columbia and Edison lines, which fact makes it

TOLEDO. OHIO.

Co.

necessary for Miss Slawik to have a thorough
knowledge of all the lines of records, a fact
which is to be appreciatcd. She reports an un-
usually good year for the department and states
that the main problem of the future will be to
get cnough goods to satisfy the demand that is
surely going to come.

BECOME PATHE DISTRIBUTORS

The Junkins-Riley Co. Open Headquarters at
125 West Eleventh Street, Kansas City, for
Distributing in Six Western States

Kansas CQiry, Mo, Junc 10.—The Junkins-Riley
Co. has been organized for the distribution of
IPathephone and records in six Western States,
and has opened hcadquarters at 125 West
Eleventh strcet. The members of the firm
are W. C. Junkins and M. A. Riley. Mr. Junk-
ins is widely known in the music trade. He was
for many years with the ] W. Jenkins Sons Mu-
sic Co., and recently has becn handling the
wholesale business of the Trower Music Co,
which was Pathephone distributor with offices
on Grand avenue. Mr. Junkins will start soon
on a tour of Kansas and Oklahoma, visiting
dealers. The firm has now around 100 dealers
in the territory—one of which is the music store
at Wichita to which E. E. Trower, formerly dis-
tributor, is now devoting his attention.

MASTER WAX

For a reasonable price I am able

to deliver large or small quantities

| of the very highest grade of Master

Wax. Write stating when it wiil

be convenient for you to inspect

samples. B i i
Address Box 2000

Care of TALKING MACHINE WORLD
373 Fourth Ave., New York




24 THE TALKING MACHINE WORLD

(;IIO DEALER? AND J_OBBERS TO ORGANIZE STATE- BODY

Talking Machine Men Expect Organization of This Kind Will Shortly Materialize—Local Asso-
ciation Favors Idea—Deferred Payment Plan Now in Effect—Eclipse Window Displays Admired

Creverann, O, June 4.—The biggest interest in
the talking machine field here at this time is
the movement on foot to organize a Talking
Machine Dcalers’ and Jobbers’ Association of the
cntire State of Ohio. If plans go through as
outlined such an organization will be a realily
before many months.

For the past few weceks represcntatives of the
talking machine jobbers of this district who
travel through Ohio have been sounding the
dealers regarding the practicability of such an
association. Thus far many replies have becen
received which look upon the scheme favorably.
It is believed by those in the trade here that
an organization of such a character would unite
the interests of talking machine men of Ohio as
could nothing clse and that greater, more far-
reaching sales would be the outcome of the
project.

This is said to be the first step of its kind
in the United States to form a state organiza-
tion of talking machine jobbers and dealers and
if the scheme goes through the entire credit for
it will go to Cleveland men of the trade. Under
the plan outlined the headquarters of the big
association would be in Cleveland and the pres-
ent Cleveland Talking Machine Dealers’ Asso-
ciation would likely merge with the statewide
larger body. ’

Officials of the Cleveland association look
with great favor on the proposed new associa-
tion of Ohio. Louis Meier, president of the
local body, is very enthusiastic over the under-
taking. He thinks that it is the best possible
idea in which to harmonize all the varied
branches of the trade into one smoothly work-
ing association, a plan that would bring together
in a new way all the representatives of the Vic-
tor, Edison and Columbia companies for the
general betterment of the industry and at the
same time fatten the purses.

F. W. Buescher, the Victor jobber, also
looks upon the idea with no little favor. He
says that talk of such a plan has been in the
air for some time in Cleveland and elsewhere
in the State. This, of course, is only a start of
the great movement, but it is believed time only
will serve to place the plan on a substantial
basis and that sooner or later between 500 and
600 talking machine men of Ohio will join hands
together in one association “for the good of the
trade.”

Hundreds of pedcstrians lately have stopped
to admire the display window of the Eclipse
Musical Co., 1130 Euclid avenue. It is surely
one of the attractions of the upper avenue. The

I

general decorative scheme represents a military
training camp for sailors on the coast. There
are tin soldicrs, pastcboard tents, sand, a light-
house, plenty of flags and bunting and a bay
where is anchored a miniature battleship on
which is the sign, “the choice of the navy, the
Victrola.” It is one of the most original win-
dow displays ever seen in Cleveland.

Manager Savage of the Eclipse Co. is also
planning a series of porch window display fea-
tures for the summer. They will represent the
porches of summer homes, the family sitting
around listening to airs from the Victrola. The
display is intended to feature the sale of the
more popular priced styles.

The new interest deferred payment plan on
the sale of talking machines went into effect
here yesterday. It is too short a time for the
dealers to get any definite line on whether the
public is going to receive the scheme with favor
but it is the opinion of the merchants that no
objection will be made by the patrons to a sys-
tem which is in vogue in about every other line
of business in the country, that of paying in-
terest on goods that are not sold for cash. In
fact, it is felt by dealers that from the start
the idea will meet with the instant approval of
the public. At all events, it is adopted and will
be carried out by all the merchants without
exception here.

Patriotic records continue to have a big sale.
Dealers cannot get enough of certain records in
this line. John McCormack’s latest one, “The
Star Spangled Banner,” has been selling with a
rush ever since it struck the city. “Dixie,” by
Alma Gluck, is another tremendous favorite
here, as is also the “Marseillaise” as rendered by
Calvé.

Some of the month’s most popular talking
machine records were: Victor — “Anmnerica,
Here’s My Boy,” “Poor Butterfly,” “Little Boy
Blue,” “I'se Gwine Back to Dixie,” “Lakmé.”
Columbia—"I'll Make You Want Me,” “Follow
Me,” “The Century Girl” “A Perfect Day,”
“The Invincible Eagle March,” “I'm Proud to
Be thie Mother of a Boy Like You” PPathé—
“My Lonely Lola Lou,” “Where the Black-
Eyed Susans Grow,” “There’s a Long, Long
Trail.” Starr—"If I Had a Son for Each Star
in Old Glory,” “Somewhere on Broadway,”
“Marseillaise.” Edison—"“I'm So Busy,” “I'd

Be Happy Anywhere With You,” “I Wonder
Why,” and “Have a leart.”

All talking mmachine retail dealers will kecp
open Saturday afternoons during June but will
closc at that time in July and August.

Hereto-

force they have always closed Saturdays at noon
from June 1 to Scptember 1.

According to Manager Roos of the Columbia
wholesale agency the Columbia business in this
district during May has excelled all previous
months this year in volume of business to rctail-
ers and jobbers. The business went far ahead
of his anticipation at this season of the year.

S. H. Nichols, Columbia agent in the Pitts-
burgh district, visited the Columbia headquar-
ters in Cleveland this week.

Retail merchants are a bit unsettled owing to
the registration last Tuesday when a number of
their employes will possibly be called to the
colors in the near future. The Victor and Co-
lmnbia agencies expect to lose quite a number
of men by the draft.

EDISON BATTALION ORGANIZED

Four Companies Representative of the Various
Departments of Thos. A. Edison, Inc.,, Now
Drilling Under Command of Major Boykin

The Edison Battalion consisting of four com-
panies have been formed with Edward C. Boy-
kin, sales promotion manager and Editor of
Edison Diamond Points, a West Pointer, as
Commanding Major. John Constable is cap-
tain of the Laboratory Company; N. L. Green
of the General Office company and C. W. Homer
of the Phonograph Works company. The Disc
Record company will elect its captain later.

Recognizing the prime need of military pre-
paredness the Edison DBattalion was organized
for two essential reasons, to give military en-
thusiasts a chance to organize and to impart to
the men in the Edison organization a practical
knowledge of military work in general. A num-
ber of the men are of an age which will bring
them within the Selective Draft law through
which hundreds of thousands of American
youths will be called to the colors to fight.
Another reason is that, in a large organization,
a body of men trained as a home guard is con-
sidcred almost indispensable.

Thomas A. Edison has taken a lively interest
in the new organization. A part of the com-
pany time is allowed the men to drill on Tues-
days and Thursdays when an hour is given
each day to military tactics. On Saturdays the
men drill from 12:15 to 1 o’clock.

Commander Edward C. Boykin says the men
will soon De uniformed and when they give
their first public drill shortly as a battalion
they will he considered among the best drilled
military organizations of Northern New Jersey.

A new concern known as the Leominster Vic-
tor Talking Machine Co., has opened a store at
5 Main street, Leominster, Mass.

Eclipse Victor Service—All that the Name Implies

The best grade of watches work on a twenty-four
jewel basis. Eclipse record and machine service puts a
twenty-four jewel movement into the retail merchandis-
ing of Victor goods. Our new equipment, our enlarged
facilities, our complete stocks of foreign and domestic
records and our business-building sales ideas com-
prise the main pivot jewels in our service.

ECLIPSE MUSICAL COMPANY

Victor Distributors

CLEVELAND, OHIO
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PROSPERITY PREVAILS IN KANSAS CITY TERRITORY

Agricultural Conditions Greatly Improved;A‘. A. Trostler’s Interesting Trip—Honors for M. M.
Blackman—May, Stern & Co. Close Local Store—Clever Wunderlich Advertising

Kansas City, Mo., June 9.—The talking machine
trade in the Kansas City territory has been a
source of much satisfaction to distributors in the
past month. Dealers have been aggressivc; and
in some districts havc found their special efforts
well rewarded with large increasc in business.
The district is in fine shape, with the replanted
corn, or forage crops replacing wheat, Bounti-
fully moistened, and needing only sunshine now
to yield a harvest far beyond ordinary past years
in value. The oil district of Missouri, Kansas
and Oklahoma—the mineral districts of the
same States—the live stock production, and the
many varied sources of wealth of the territory,
all promise to provide a more than generous
prosperity. People have in the main recovered
from their fears of a scant harvest, aud are
adjusting themselves to war conditions. The
Federal Reserve Bank, in its report of June 2,
declared that the usual business barometers in-
dicated trade quite up to normal,

A. A. Trostlcr, manager of the talking ma-
chine department of the Schmelzer Arms Co.,
distributors of Victrolas, made the trade trip
with the Chamber of Commerce recently, into
Oklahoina, Southeastern Kansas, and Western
Missouri, meeting many dealers, and finding
everywhere a demand for quick shipment of
goods, for which the dcalers had the orders in
sight. May has been the best May in thc com-
pany’s history, both in machines and records.

E. A. McMurtry, manager of the local Co-
luinbia branch, advised dealers in advance of
his coming on the Chambcr of Commerce trip,
and met one or more of the dealers at each of
the thirty-six stops made by thc tourists. Inci-
dentally, though this had not been his purpose,
he did quite a good dcal of husiness. The chief
result was his getting into closc touch with the
dealers, and sceing them in their stores, lcarn-
ing about their territory. The trip was an inno-

vation for the Chamber, in that half an hour
to several hours were spent in each town, so
that distributors had plenty of time to meet
their customers. “I was surprised most to find
the small size of communities that had been
giving us good business,” said Mr. McMurtry.
“Oklahoma is in fine shape, and it is a hus-
tling district all the way through.”

M. M. Blackman, manager of the Phonograph
Co. at Kansas City, takcs office as president of
the Kansas City Advertising Club following the
convention at St. Louis of the Associated Ad-
vertising Clubs of the World. He was promi-
nent in the arrangements for the trip to the
convention; but his greatest work so far has
becn preparing the way for an efficient adminis-
tration when he takes charge. The members
are delighted with the vigor with which he is
tackling the problem of managing an advertis-
ing club in a city like Kansas City, that is so
full of opportunities.

May, Stern & Co., for many years a leading
furniture housc at Eleventh and Main streets,
handling talking machines and pianos, will close
the Kansas City store soon, moving stock to
St. Louis. The few remaining Grafonolas in
stock will, it is expected, be disposed of to the
customers attracted when the furniture is put
on sale at a closing-out event.

The W. W. Kimball Piano Co. is exploiting
the Pathé very cleverly in its handsome display
window, where the records and a machine are
shown arranged beside a Kimball piano.

The Altman Music Co. is enjoying a good
trade in talking machines, although it has not
been exploiting them. The company empha-
sizes pianos in its advertising, but also carries
Columbia and other machines.

C. V. Bissell, manager for the Starr Piano Co.,
reports a good trade in Starr phonographs. The
retail business, it can well be understood, gets

a large impetus from the tiny display window,
in which the phonograph and records are fea-
tured. This window is scarcely larger than
necessary to hold a machine and a sign; but it
is conspicuous by its very minuteness, adjoin-
ing a widely advertised clothing store, and on a
much-travelcd street.

Harry Wunderlich is rounding out the appeal
to music lovers of his excellent advertising, by
including Victor talking machmes and records.
The store has exceptionally well equipped and
convenient demonstration rooms, and it does a
large business in talking machines as well as
pianos and players. The talking machine de-
partment is not left to become merely an iuci-
dent, however; it is played up prominently,
with the same artistic special drawings, as are
the pianos—sometimes with a general appeal on
the machine, sometimes with an attention-com-
pelling display on a special record.

H. A. Ivey, formerly city salesman of the
Columbia branch in this city, has been trans-
ferrcd to New Orleans, to do similar work.

L. Earl Elsham, manager of the retail section
of the talking machine department of the
Schmelzer Arms Co., has exceptional facilities
for exploiting the vacation Victrola outfits.
Anybody who gets within a half block of the
Schmelzer store has to think of camping, or
outings of some sort—and Mr, Elsham has then
merely to hook that idea up with Victrolas. The
variety of suggestions that can be imparted to
the visiting retailers are almost infinite. Busi-
ness with this house is excellent, and it deserves
to be, for they are ever “on the job” with real
constructive work.

The sale of patriotic and band records has
been large in Kansas City. The J. W. Jcnkins
Sons Music Co., distributors and retailers, has
effectively promoted such sale by its’ncwspaper
advertising and window displays. In the win~
dows, with samples of patriotic sheet music,
there is always a Victrola and a few records
suggestive of the many pieces available that
ar¢ particularly popular now.

Built Especially for This One Purpose

ELECTRIC Motors, to operate phonographs, re-

quire special designing and construction. Ordi-
nary electric motors for ordinary service will not do
for phonographs.

The noise caused by the-average motor is not im-
portant for average service. But on a phonograph
the motor must be silent. Variance in speed for the
average service of electric motors matters little.  But
for phonograph usc the speed must be absolutely uni-
form.

The oiling system, too, must be perfected for clec-
trical phonograph service. All oiling troubles, such
as oil leaking on commutator and in the windings,
must be overcome. T'he arrangement and requirement
for oiling necessitate the greatest skill in designing.
Electric motors for phonographs must have an oil

capacity to sufficiently lubricate all parts over a long
period.

Arnold Electric Motors arc constructed for phono-
graph purposes only, and are built more like a watch
than a motor. They provide for every important re-
quirement of phonograph usages. Phenograph engi-
neers after many tests declare the Arnold Electric
Motor to meet fully and completely the specific needs
for electrically driven phonographs.

For uniform speed, absolutc silence, and smooth-
ness of operation these engincers say the Arnold Elec-
tric Motor is perfect.

Our splendid factory equipment and facilities enable
us to deliver Arnold Electric Motors promptly and at
prices that compare favorably with the highest grade
spring motors.

Write us for details and prices.

Arnold Electric Co.

(Phonograph Division.)

Racine, Wis.
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The Sensation

of the Chicago Music Show

Ready

for

YOU

August 1st

E-PLA-STO

For Any Talking Machine with a Free Swinging Tone Arm
(Above Cut Shows It Attached to Machine)

The Re-Pla-Stop automatically replays any size or make of record
;l;eyf:‘"y \{% , n from One to Five Times or Continuously as desired, then Stops.

Make of

Record

It always stops at the end of any desired number of repetitions. It always
stops with the needle suspended above the starting groove of record. Record
or needle replaced without lifting the soundbox. Can'’t scratch record by bump-
ing tone arm as the needle swings clear above the record while not playing.

How It Operates

Simply place a record on the talking machine in the usual manner and set
the stop and indicator for any number of repetitions—from one to five or contin-
uously, as you may desire. Do nothing about the operation or stopping of thé
machine—hecause the RE-PLA-STOP takes care of that.

When you move the indicator, the record commences to turn, the needle
very gently descends into the first tone groove and the selection is played At
its conclusion, the needle lifts from the record, the tone arm swings back to the
starting point and the needle gently descends and replays the record. This opera-
tion repeats itself automatically until the record has been played the number of
times pre-deterinined, when the RE-PLA-STOP stops the machine.

Size about

- - 314 inch
Retail Price | 3%iinches
Sold on

> 10 Days’ Trial

Guaranteed perfect in action—adds to the appearance and to the utility
of the machine. Backed by ample capital to insure all guarantees.

Manufacturers and Dealers

WRITE

For Discounts and Terms

Re-Pla- StOp Company, Cincinnati, Ohio

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

An announcement of extreme importance
to Columbia dealers—the first Columbia re-
cordings by Francis Macmillen in the July
Columbia Record List (on sale June 20).

Columbia Graphophone Co.

Woolworth Building, New York

==

A. M. STEWART’S OPTIMISTIC VIEW OF GENERAL BUSINESS

Vietor Jobber Expresses Sentiment of Indianapolis Talking Machine Men Generally—D. L. Brown
Believes in Value of Dealers’ Associations—How C. P. Herdman Gets Business—News of Month

InpriaANarorLrs, INp, June 2.—A. M. Stewart,
president of the Stewart Talking Maechine Co.,
Victor jobbers, expresses the sentiment of all
Indianapolis talking machine men in giving his
opinion on present business prospects:

“The Ameriean Dbusiness man is quickly re-
covering from the moment of hysteria follow-
ing the implication of this country in the war,”
said Mr. Stewart. “I can sce no rcason why
commerce in all lines should not pick up with
redoubled volume under the incentive of bil-
lions to be spent on our farms and factories
by governments at home and abroad. The
Vietor trade will advanee with all others.

“Music is more essential in times of stress
than in times of peaee. With the fair adjust-
ment of taxation, whieh must surely come when
Congress is impressed with the facts of our in-
dustry, the talking maehine dealer ean walk for-
ward with mind and might single to the task
of bearing his share of the war-burden and
earning an adequate ineome for the needs of
liis family until the suceessful outcome of this
struggle shall set him again upon the road to
higher profits.”

A statement has been obtained from Gover-
nor Goodrich of Indiana by the Stewart Co.
for usc as an envelope insert in the daily mail.
It reads as follows:

“At a time when billions of money are to be
poured into American channels of trade to swell
what already seems to be a flood-tide of busi-
ness, the keynote of the commercial and indus-
trial world must be progress and prosperity.
Economic eonservation of resources in view of
the great confliet there must be of eourse. But
this must not lead to pessimism and panic, be-
cause pessimism and panic defeat the objects of
economy and conservation. Therefore, let- us

UKULELES

‘‘Hanalei Royal Hawaiian”

and

“Kumalae Cold Medal”

Strictly hand made of thotoughly seasoned native Hawaiian Koa,
superior to any other wood in tone quality.

Exclusive agencies granted for Hanalei Ukuleles—write for terms.
Illustrated circulars and wholesale price list on request.

SHERMAN, CLAY & CO.
Sole Distributers
163 Kearny Street San Franclsco

“EICHOLSON”

New Catalog Showing New Styles

RECORD CABINETS

atrictly high-grade construction at prices
I BELOW COMPETITION

Write for a copy of the catalog and our
special free advertising help for dealers.

K. NICHOLSON FURNITURE C0., “Virsisia

Sectional Bookcases and Record Cabinets

face the future with a confidence born of our
faith in our Government and its political and
cconomic institutions.”

Sounds of hammer and saw in the Stewart
Co.’s offices support the company’s idea that
business must proeeed as usual if not, indeed,
in greater volume. The big main office room,
hitherto given over to desks of salesnren, stenog-
raphers, and men in the eredit and auditing de-
partments, has been divided into a series of pri-
vate offices for each salesmman and departiment
head. The spacious demonstrating room has
been made over into a cozy parlor resembling
the musie room in a private hoine, the surplus
space having been given to the shipping depart-
ment in the rear.

The partitions for the department offices are
made of birch and will be stained mahogany and
filled with transluecnt glass. The complete
alterations will add not only to the dignity but
as well to the cfliciency of the organization,
which is thereby enabled to pursue its duties on
a more systematie, departmentalized basis.

Walter E. Kipp, of the Kipp Phonograph Co.,
distributors of the Edison, reports that business
continues to be strong and steady. He says the
biggest complaint eontinues to be the inability
to get orders filled fast enough and that the
business done this May exceeded that of May
last year.

Ben L. Brown, manager of the Columbia Co.
store, is getting the Indianapolis Columbia deal-
ers lined up well by holding monthly meetings
of the dealers at the Columbia store to discuss
various questions of the business. The first
meeting was held a week ago and the diseussion
was devoted to the reeord business.

Mr. Brown is a firm believer in the bencfit of
talking machine dealers’ assoeiations and he
points to the experienee he had in the Louisville
association as indicative of what the local dealers
ean do if they will get together. Mr. Brown
has diseussed the proposition with several deal-
ers and the general opinion is in favor of the
forming of sueh an association. He thinks it
will be better for the dealers to wait until after
the vaeation season is over before any definite
steps are taken.

Mr. Brown reports that business, while good,
is “spotted.” In some parts of the State, it is
execptionally good while in others it is slump-
ing, but the total business shows an inerease for
May over last year and ecollections are fine.

George L. Sehuetz has suceceeded H. C. Horn-
berger as the local traveling representative of
the Columbia Co. The latter has taken a posi-
tion in the talking maehine department of the
Kaufman-Baer Co. of Pittsburgh, Pa.

S. H. Nichols, distriet manager of the Colum-
bia Co., and H. A. Herrick visited the loeal Co-
lumbia store last week.

At the Pathé-Pathephone Shop, the Tobin
brothers report that while business is quieter,
they expect to sce a banner year begin as soon
as the war hysteria dies out. The smaller Pathé
dealers write letters expressing their belief that
the business this fall will be the biggest they
ever had and the Tobin brothers feel that if the
smaller dealers ean take such a view the larger
dealers should not be discouraged.

C. P. Herdman, manager of the Columbia
talking machine department of the Baldwin
Piano Co,, is a firm believer in making business
come to him by going after it. He has been
using a Grafonola “elub” offer in his advertis-
ing. The effeet of the offer has been to arouse
the interest of the publie and to get many pros-
peets in the store, Mr. Herdman says. Most
of the people inquiring about the club offer
have turned out to be prospects who did not
desire to wait on the club proposition to get
their maehines but made a down payment suffi-
eient to get their maehines and reecords without
joining a club.

“You can go after your machine sales but you
have got to build up your reeord business,” Mr.
Herdman said. “The first part of May the ree-
ord business was awfully slack, then we began
to advertise and the business began to come.”

The Edison Shop enjoyed a much better busi-
ness last month than it did the same month a
year ago.

The Aeolian-Voealion, whieh is continuously
well featured in newspaper and street car adver-
tising, continues to be one of the popular sellers
among the maehines.

The Starr phonographs and reeords are being
well advertised and pushed by the Starr Piano
Co. store, where business is reported as moving
along nieely.

Talking Machine Supplies
and Repair Parts

SPECIALTIES:—SPRINGS, SOUND BOX PARTS,
NEEDLES

THE RENE MANUFACTURING CO.

HILLSDALE, NEW JERSEY
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Look for This Page
in the June 16th
SATURDAY EVENING PoSsi

Let This $25 Pathephone
Make Summer Your
Busy Season

THE Summer months will be busy months for every Pathé dealer-—instead of
slack ones. Our big advertising campaign is telling people who have money
to 'spend how much this popular-priced Model 25 Pathephone can mean to

them in vacation time. See the big Saturday Evening Post full page advertisement

reproduced on opposite page.

The $25 Pathephone is unquestionably the biggest value in a standard make

$25 phonograph today.
SPECIAL FEATURES

1. Itis a $25 instrument that has a cover.

2. It 1s a $25 instrument of wnusual size—
accommodates 14 inch records.

3. Itis a $25 instrument that comes in a variety
of finishes—mahogany, fumed oak, golden oak.

4. Tt is a $25 instrument equipped to play all
makes of disc records. Outfit includes two repro-
ducers.

5. It is a $25 Instrument that embodies the
famous—

PATHE SAPPHIRE BALL
with its guarantee of Long Life to the Record, and
its wonderful convenience of having No Needles
to Change.

PATHE SELLING CO-OPERATION

In addition to our national advertising, we give
our dealers the strongest kind of selling co-opera-
tion. We are constantly engaged in an active
campaign to help dealers secure business. We

stand ready to give service thal is practical in every
branch of selling. Our efforts do not cease when
we see instruments on the floor, they continue until
the Pathephones are in the consumers’ homes.

We are arranging special Summertime window
displays to connect up with our magazine and news-
paper adverlising.

To all our dealers we are shipping newspaper
cuts of the Pathé Saturday Evening Post advertise-
ment on the page opposile.

Phonograph merchants: Here’s your chance to
make the phonograph business a twelve-months-in-
the-year proposition.

Cash in on the immense possibilities of this low-
priced, high quality Pathephone. Cash in on the
Pathé Sapphire Ball’s advantages. Cash in on the
musical delights that only Pathé European and
American Records can reveal.

Just write in on a post card that you want this
Summer to be the busiest one you ever knew. We'll
tell you, show you, help you. Pathé service is on
the job the minute you ask for it.

PATHE FRERES PHONOGRAPH CO.

13 GRAND AVENUE, BROOKLYN, N. Y.
Pathé Freres Phonograph Co., of Canada, Ltd., 6 Clifford Street, Toronto

-~
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MODEL 25
>ATHEPHONE
izel8"w.x 19"d. z -
x il
inishes: mahog- A
ny, fumed oak, i\
olden oak.
Price $25.
-
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The Pathephone with the Pathé Sapphire Ball
\ WHOLE summer of music—every kind of good music—is ready for you,
. wherever you live. At Pathé dealers’ anywhere in the United States you can
h : obtain this Model 25 Pathephone on easiest terms, even as low as $5 per month.
‘d This popular model—popular in size, popular in price—is one of the finest values
E on the market today. Compare it, point by point, with any other $25 instrument of
standard manufacture, and you will end by choosing this Model 25 Pathephone.
R—. Here is a $25 instrument that has a cover. A $25 instrument that can be conveniently
— —— carried from place to place. A $25 instrument that comes in a wide varicty of finishes. A $25
s 3 instrument that is equipped with {wo reproducers—thus playing all makes of disc records.
The Pathe Sapphlre Ball A $25 instrument that will open to you the famous Pathé Library of European
(Hliustration Much Enlarged) and American Double Disc Records. The world’s choicest operatic, instrumental and
J . . popular music. )
The polished, ball-shaped jewel which takes A SELECTED LIST OF TIMELY PATRIOTIC PATHE RECORDS
the place of metal needles and ensures AMERICAN PATRIOTIC MUSIC Dixie—Peerless partette }
The Star-Spangled Banner—Anna Fitziu, Soprano | SRtk B sbery heslor iy s
. I D o iSe } No. 30420, Size 12. Price 75¢
I Long I."fe to the Records ) . { *No. 60045, Size 13, Price $2.00 PATRIOTIC MUSIC OF OUR ALLIES
_ This smooth-gliding ball cannot cut, rip or dig f America (My Countey "Tis of Thee) Peerless Quartette {La Marseillaise_lmperial Infantry Band |
into therecord. That’s thereason for the famous b O e e Y . l: : No. 10'01g4.Pb?zzé0. :r(i)(c b5e
. Columbia theG fthe O —J St . Barit: 1 oyal Italian March—Paris Gran: rchestra
Pathé Guarantee {FiersTona By Wyt Sy, et Boione ") | L Conauet Mogoh Republicaipe Bepd of France
We guarantee every Pathé Record to play America Overture, Part 1, including **Hail Columbia,” {King Albert of Belgium March—Garde Republicaine
at least one thousand times with the Pathé “Home. Sweet Home.” "Red. White and mém” Bendoiitrance Garde Republicaine Band of France
5 A g 3 =] 2 rch mn—Garde caine Ban
Sapphire Ball, without PEVEETE . (© the America Overture, Part 2,in5:§?:g(':'oY“aC:{‘:e Doodle,” No. 35034, Size 12. Price 85¢ .
unexcelled beauty of tone and without show- **America,” " Dixieland.’ "Sr}arhc 2 led ann;r' { IS‘ar‘r;bre et M se: G?ﬁde: G";’ R Bla;lnd —
; it {Sambre 5 e nd
Ji Y perceptible wear on the record. © No.30373. SizeT2. Briesdrer Orehesm L tore O 0068 Sise T4, Price 8125 o o
No Needles to Change Ask to see and hear this popular Model 25 Pathephone at the Pathé dealer’s
The Pathé Sapphire Ball is permanent. The near you. Or write us for information. Other Pathephones $50 to $225.
bother and expense of constantly changing PATHE FRERES PHONOGRAPH COMPANY, 13 Grand Avenue, Brooklyn, N. Y.
needles is entire]y eliminated. Pathé Fréres Phonograph Co. of Canada, Ltd., 6 Clifford Street, Toronto
TALKING MACHINE DEALERS: A big opportunity awails every dealer who considers the Pathé line.

e e WA aale e Vo Gieore) We want new progressive dealers—everywhere. Write us NOW.

4 fevo of > KI 2 CAVALIERT
MUKATORFE Muzio 4 DIDUR OBEK THIBAUD SLEZAK £ A
the Many Tenor New Basso Dramatic Distinguished Noted . Fomous
Chicaxe Metropoltian Metropolitan Contralto French Wagnerian l:, sla ian
Famous Opera Star Soprano Opera Metropotiran Violinist Tenor ¥ W, oprano
PATHE w»
ARTISTS -
—— e \ f
=
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Columbia records as song hits are real
hiis—hits as songs and tremendous hits

as sales.

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

S ———— e

Columbia Graphophone Co.
Woolworth Building, New York
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BUSINESS REPORTED IMPROVED IN RURAL COMMUNITIES

Talking Machine Jobbers in Cincinnati Make Excellent Reports Regarding Conditions—Fritzsch
Phonograph Co. to Open Store—Talking Machines for Recruiting Purposes Most Popular

Cincinnati, O, Junc 5-—Some of the jobhers
and the larger houses find business better in the
rural communities than in the more scttled
parts of the Middle West just now. Generally
speaking the trade is wcll satisfied with the
trend of the talking machine business and there
are to be found piano merchants to-day who
are glad to have these instruments as a side
line,

The Fritzsch Phonograph Co. will open a
central retail house hefore the month is well ad-
vanced, according to officers of the corporation.
The new comer in the field is now in shape to
take good care of its friends and for the time
being an effort will be made to take care of the
situation near home. The officers are consider-
ing several store sites on Fourth street. -

The talking machine is certainly popular in
Cincinnati these days, thanks to the generous
action of the Rudolph Wurlitzer Co., which con-
tinues to supply all recruiting offices with Victor
machines and records. Many new stations have
been opened during the past month and the men
in charge of the work are keeping the discs
twirling for their own edification as well as for
the purpose of calling attention to the office.

Anent the business situation, the Rudolph
Waurlitzer Co. says:

“The month of May was a month of alterna-
tive busy and slack days but in the main results

For
The

wcre very good and very few dealers have had
occasion to complain. The demand for records
ran cspecially to patriotic numbers; the salcs
on such selections were extremely heavy. A
very big demand was also felt for the small sized
Victrolas such as can be used in training camps
and from our experience, the demand for these
small instruments will be extremely heavy dur-
ing the summer. The latter part of the month
the demand for Victrolas picked up very ma-
terially, Wholesale trade has seen absolutely
no diminution and from appearanccs it will be
a hard matter for the average dealer to stock
up against the fall and winter demands.”
Manager Whelen of the local Columbia
Graphophone Co.’s store said that he must ad-
mit that the retail trade was not as lively as it
should be. “We are doing some business but
it is far from normal. However, we are opti-
mistic and feel that this conservatism of holding
on to what you have will die out and people will
open up their pocketbooks again. While the
local trade is slow, business throughout the ter-
ritory is brisk and the road men are getting very
fine orders from all sections of the territory.
The agricultural interests seem to be sanguine
about the results this yecar and this fceling is
evidenced by the size of the orders received
daily from the smaller towns. Thc few warm
days that we had the latter part of the month

Y Book Your Agency NOW!

CHUBERT

~the magn

PHONOGRAPH

The Phonograph That Has No Competition

The SCHUBERT has all the accessories of other
high quality machines and, in addition, has

Important New Features

chief of which is the SCHUBERT MAGNETIC SOUND
BOX, that enables it to play records as no other machine
can play them.

Retail Prices $60 to $200

Information for state distributors and local dealers on request—uwrite promptly
so that we can close contracts early

THE BELL TALKING MACHINE CORPORATION

Offices and Show Rooms, 44 W. 37th St., New York

Factory, 1to 7 West 139th St.

DISTRIBUTORS

Schubert Phonograph Distributing Co.,
308 Lyceum Bldg., Pittsburgh, Pa

J. A. Ryan, 3231 Troost Ave., Kansas City, Mo.
Thornell-Manton, Havemeyer Bldg., New Yorl(, N. Y.

brought many inquiries for the smaller types
of machines for camping purposcs and we an-
ticipate doing a good husiness along this linc
in the next few months if the weather conditions
are favorable.”

S. H. Nichols, district manager of the Colum-
bia Co., visited the Cincinnati store during the
month and he stated that the factory was in
a much better condition to keep up with the
increased demand and they hope that they have
so adequately increased the facilities at the fac-
tory that they can continue to do so as the sea-
son advances.

W. C. Kobin, special Dictaphone representa-
tive, is in the city and is making things hum
at the local headquarters.

Albert Wehry, assistant bookkeeper at the
local Columbia store, was married to Miss
Mayme Konen of Newport, Ky., on Tuesday,
the 12th, and left on a honeymoon trip to Ashe-
ville, N. C. Mr. Wehry is quite a favorite
among his fellow employes and they all join
hands in wishing him well.

Manager Byars of the local Vocalion forces
reports a brisk May business. The sales of the
larger instrumecnts have'been more conspicuous
this month than usual, with an increasing call
for the art styles.

Wm. S. Dillon, formerly in the Vocalion de-
partment, has recently been transferred to the
piano department-of the Aecolian store. MTr.
Dillon has been very successful as a Vocalion
salcsman and it is cxpected that he will be
equally successful in the sale of pianos and
pianolas.

Manager DPeterson of the Phonograph Co.,
Edison jobbers, finds business to be somewhat
scattered in his territory. The dealers in the
district are commencing to take notice of the
Edison convention, to be held in New York City
in July. Mr. Peterson believes one-third of his
territory will take in the meeting. J. E. Stevens,
LEdison representative at Middletown, Ohio, was
in town Friday.

The Columbia Graphophone Co. has just ex-
tended the lease on its quarters on West Fourth
street.

The Church-Beinkamp Co. is aiding Frank
Tuchfarber in securing attention for his new
process of handling the tone amplification cham-
ber. Mr. Tuchfarber, who is a resident of Cin-
cinnati, also has a method of varnishing the
tone chamber which he claims adds in tone
production.  Officials of the Columbia Co,,
around which Mr. Tuchfarber has built his in-
provements, have scen the work of the inventor.

The Welsh-Bennet Piano Co., East Seventh
street, has selected the Columbia graphophone
for that department of its business.

GATELY-HAIRE CO. INCREASE CAPITAL

The Gately-Haire Co., Victor distributors of

Albany, N. Y., have incrcased their capital stock
from $25,000 to $50,000.

The Wm. B. Duck Co., of 224 Supcrior street,
Toledo, O., has installed six sound-proof music
rooms in its store.
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“Business Better Than Usual”

That’s the Slogan for the ij
11th Annual Convention
of the %;
National Association of
ational Association o
o o g
Talking Machine Jobbers |
Hotel Traymore, ATLANTIC CITY, July 9-10 & 11
The Features Include:
| —Inspiring and Instructive Talks by Victor Co. Z
~ Ofhcials and Department Heads. E
2—Authoritative Answers to Business Ques— :
tions that May Be Puzzling You.
3—The Exchange of lIdeas Among the Dis-
tributors Themselves.

4—The Usual Good Time Between and After

oo s
PR Sartredaxtattat et e /A A UA A

Sessions.
5—A Pleasant Vacation at the Most Popular
Seaside Resort and Many Genuine Surprises. 2
Every Victor Distributor Owes It to Himself to Attend, ;
Particularly This Year. 3

Reserve Your Room and Make Arrangements NOW

Officers of the N.A.'T.M.J. 1916-1917

President, EDWIN C. RAUTH Secretary, L. C. WISWELL
Koerber-Brenner Co., St. Louis Lyon & Healy, Chicago
Vice-President, H. A. WINKELMAN Treasurer, W. H. REYNALDS

Oliver Ditson Co., Boston Reynalds Music House, Mobile, Ala.
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HUMANOLA PLANT AGAIN ENLARGED

Meyersdale Concern Find Demand for Machines
Necessitates Expansion—C. E. Livengood
Tells of Success and Care in Manufacturing

The Humanola Talking Machine Co., Inc.,
Meyersdale, Pa.. lias for the third time been
compelled to enlarge its factory. At the pres-
ent timc this entcrprisc occupies a factory of
over 20,000 square fcet of floor space, which is
thoroughly equipped with the most modern
machinery necessary for producing talking ma-
chines of distinct merit,

Regarding the business and its success C. L.
Livengood, secretary of the company, stated to
a reprcsentative of The World this week:

“We believe the secret of our success has
been in our special aim to produce superior
machines, and at the same time nol lose sight
of the cost of production, and which enables us
to market our machines at a reasonable figure.
We have made it a point to produce machines
of original design, and our all-wood tone cham-

domestic and importe

India Diaphragm Mica

We refer to scores of satisfied customers.

ME MAKE NOTHING BUT

We have secured control of some of the largest regular supplies of finest

in the United States. This enables us to give efficient service and fair prices.

The PHONOGRAPH APPLIANCE CO., New Brighton, N. Y.

CRYSTAL EDGE

MICA

DIAPHRAGMS

ber, owing to its peculiar construction and to
the use of various kinds of wood in producing
it, practically absorbs the record surface scratch
so that it cannot Dbe heard. We have been
working patiently and carefully on the product
ever since the company was formed, and are
now in a position to supply a thoroughly high-
grade machine and back up our claims.”

HOW ORGAN RECORDS ARE MADE

Instrument Enclosed in Two Sound-Proof
Chambers for That Purpose

Somie time since in The World reference was
made to satisfactory talking machine records of
organ playing bcing made by Richard Keys

PO R ‘
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Use Louisville
Built-up Stock

For Your

Talking Machine Cases

]
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et et

finish.
American Walnut.

shipments.

We furnish the veneered or built-up stock
that is required for the Sides, Backs,
Doors, Domes, etc., sawed to your dimen-
sions and sanded smoothly, ready for
Mahogany, Quartered Oak and

All materials carefully selected and tested,
face veneers of good
matched; well glued and workmanship
first class in all respects.

Our facilities are strictly modern, and
enable us to give dependable, prompt
We manufacture all of our
sawed and cut veneers.

WILL GLADLY QUOTE PRICE, PER SET,
ON YOUR SPECIFICATIONS

MINIMUM ONE HUNDRED SETS IN ANY ONE MODEL

THE
. Louisville Veneer Mills

> Makers of Good Veneers and Panels for More
Than Quarter of a Century

LOUISVILLE, KY.

figure, properly

Diggs, the DBrooklyn organist, for the Victor
Co., through the medium of an Estey pipe or-
gan. The modus operandi of making organ
records is thus referrcd to by the Diapason:
“The instrument is entirely inclosed in two
sound-proof chambers. From these the tone
can issue only through two square tone open-
ings, about six feet in size. ‘Thus the record-
ing machine will catch the full effect of the
organ if it can be connected to the tone open-
ings. The Estey and Victor experts have se-
cured the conveyance of all the organ's tones
through specially constructed resonators, con-
trolled by delicate shutters that qualify it as
desired. Among the organ records placed on
the market are the Chopin Funeral March, the
‘Hallelujah Chorus’ and hymn tunes so ar-
ranged that they can be used to accompany
singing.”

TAKES PART IN TRADE TOUR

J. C. Roush, of Standard Talking Machine Co.,
Joins With Members of Chamber of Com-
merce of Pittsburgh on Trade Expansion Trip

PittssurGH, Pa., June 1.—]. C. Roush, presi-
dent of the Standard Talking Machine Co., the
Victor distributors of this city, was one of the
active participants in the seventeenth annual
Trade Extension Tour, conducted by the Cham-
ber of Commerce of Pittsburgh, and covering a
large section of western Pennsylvania, West
Virginia and eastern Ohio. The Chamber of
Commerce issued an elaborate booklet featuring
the tour and containing portraits of the- of-
ficers and members of the organization as well
as numerous views of the city. The Standard
Co. prepared a folder for insertion in the book-
let, on tle first page of which appeared the flag
in natural colors with a verse of “Star Spangled
Banner” undernecath it, and on the second page
a view of the new building of the Standard Co.

MAKING SALES THE WORLD OVER

RocuEester, N. Y. June 8—The Crippen-Rase
Co., 77 South avenue, this city, manufacturer of
the “Crip-N” disc record file, has been closing
a number of important deals with prominent
talking machine concerns throughout the coun-
try calling for special quantities of this record
file, which is giving perfect satisfaction to all
users,

J. D. Burns, sales manager of this company,
states that its advertising in The Talking Ma-
chine World is producing splendid results, or-
ders being received recently from Japan and
London, In fact, answers to the Crippen-Rase
advertising in The World have been received
from well-known concerns all over the globe.

GOOD ENOUGH FOR A RECORD

A letter received by a gas engine company
from one of its customers: “Gents: The gas
engine you sent me stops when there's nothin’
the matter with it, that's the trouble, it
wouldn’t be so bad if it stopped for some rea-
son and anybody knows there’'s reasons enough
for it to stop.

“I received the book which you sent me
which is named ‘What Makes the Gasoline En-
gine Go. I ain’t read it yet, because what’s
the use reading it when I don’t care what makes
the engine go as long as it goes which mine
don’t, only occasionally. What I want to know
is ‘What Makes the Gasoline Engine Stop.” If
you got a book called that send me one. I
want to know what makes my gasoline engine
stop when everything is O. K. and nothing the
matter, except that it must be a rotten engine.”

The National Talking Machine Co., Inc., Man-
haftan, has certified to a dissolution,
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GREAT ACTIVITY PREVAILS IN SAN FRANCISCO TRADE

Temporary Unsettlement Due to War Disappears—W. S. Gray Plans “Domestic” Expansion—
Effective Publicity Being Carried On by Leading Dealers—Talking Machine Men Have Reunion

SAN TFrancisco, CaL., June 4.—There is little
inclination for complaint among the local talk-
ing machine dealers and jobbers, as business
compares favorably with the corresponding pe-
riod of previous years. The month of May has
shown some improvement over April, which is
taken as an indication that war conditions are
not going to interfere to any considerable ex-
tent. Just as many people seem to be buying
talking machines as usual, and the average price
being paid has not decreased as yet, according
to reports from various departments. The de-
mand for records is holding up equally well, so
if purchasers arc practicing econpmy in some
lines, evidently the agitation has not reached
the talking machine business here. The spirit of
the times has becen the incentive for a great
many patriotic window displays in San Fran-
cisco, and talking machines have been featured
prominently in a number of the better ones.
Patriotic records are having a big sale.

Watching Tax Legislation Closely

The local tradc is taking an activc interest in
the proposed war tax on musical instruments.
A number of dealers met at the Wiley B. Allen
Co.’s store on May 25 to discuss the mcasure,
and a committee was appoiuted to get in touch
with the tradc in other sections in order to for-
mulate a plan of action. TF. R. Sherman of
Sherman, Clay & Co. is chairman of the com-
mittee and the other members ire Byron Mauzy,
the Stockton strect music merchant, and Geo.
R. Hughes of the Wiley B. Allen Co.

Saturday Closing in July

Several of the downtown music establish-
ments that have talking machine departments
have agrced to close at 1 o’clock on Saturday
afternoons during the months of June and July.

Plan Domestic Expansion on Coast

Walter S. Gray, Pacific Coast manager for
the Domestic T'alking Machine Corp., with head-
quarters in the Chronicle Building, this city, has
just reccived samples of several different types
of ncw machines from the factory. He is now
negotiating with sevcral people with a vicw to
cstablishing a jobbing agency for Northern Cali-
fornia. He has demonstrated the linc to a num-
ber of San Francisco dcalers and is much grati-
fiecd over the way it is being reccived. Some
have voluntecred orders, hc says. As soon as
he gets a jobber cstablished here, it is Mr.
Gray’s intention to lcave for Los Angeles and
then make a swing around by Salt Lake, Utah;
Butte, Mont.; Spokane, Wash., Portland, Ore.,
etc., placing the line in all the important West-
crn distributing centers.

Wiley B. Allen’s Victrola Publicity

Jas. J. Black, manager of thc talking machine
department of the Wiley B. Allen Co., is making
an cxtended trip in the East, combining busincss
and pleasure. Geo. R. Hughes, assistant man-
ager of the Allen Co., says thc talking machine
department made a better showing proportion-
ately during the past month than did the piano
end of the business. This company featured a
huge Victrola at a recent Ad Fiesta in the Civic
Auditorium, whiclh was the subject of much
comment. Since it has occupied a prominent
position at the store and has continued to at-
tract attention. It stands about nine feet high
and is an excellent imitation of one of the large
Victor machines. Being constructed of beaver
board with wooden corners, it is light enough
so a man can casily stand inside and carry it
around.

Byron Mauzy Gives More Space to Talkers

Byron Mauzy is now devoting two floors at
his store on Stockton strect to talking machines.
having moved the small goods department from
the third floor and addcd the space formerly
given over to these goods to the talking ma-
chine department, which already occupied one
cntire floor and part of another. Chas. Mauzy,
who has charge of this part of his father’s busi-
ness, reports business holding up fairly well
Owing to the shortage of needles, he has put

in a line of “Wall-Kane” necedles, and reports
them selling fine. He is anxiously awaiting the
new Victor models X1V and XVI, which he
thinks will attract much attention.
Eastern Outfitting Co.’s New Quarters

New quarters are being fitted up by the East-
ern Qutfitting Co. at its store, 1017 Market street,
for its phonograph department. - Under the new

arrangement this department will occupy promi-
nent space on the main floor, which will provide
much better facilities than the present location
The new department will
modern demonstration

on the second floor.

consist of three rooms

Eastern Outfitting Co.’s Patriotic Window
and two large sales rooms. It will be rcady for
occupancy about Junc 15, at which time an elab-
orate formal opening will be held. Columbia
machines and rccords are handled exclusively by
this firm, under the management of Geo. T.
Hively, who has made a very good showing
since he assumed charge on January 15 last.
P’rior to that time he was in busincss for him-

self in Lincoln, Neb. He has been paying par-
ticular attention to the window displays devoted
to graphophones. A very good example of his
work is shown in the photograph on this page,
which speaks for itself, being a very attractive
patriotic display.

The Eastern OQutfitting Co. maintains a Co-
lumbia department in Los Angeles, Cal., as well
as San Francisco, and it is understood a similar
department is soon to be added at its store in
Seattle, Wash.

Great Crowd at the Ball

One of the largest gatherings of people con-
nected with the local music trade ever brought
together, attended the ball of the Talking Ma-
chine Dealers’ Association held in the Colonial
ballroom of the St. Francis Hotel on the eve-
ning of May 28. Every one enjoyed the splen-
did entertainment thoroughly, and the arrange-
ments comniittee was thanked.

Leon F. Douglass’ Latest Invention

Leon F. Douglass of the Victor Talking Ma-
chine Co. has added another invention to his
plready long list. It is understood his latest
achievement is a mechanical device intended to
solve the submarine problem. The plans, speci-
fications, etc., have been turned over to the
Navy Board at Washington.

News Brieflets

Fred Dennison, Pacific Coast manager for the
Columbia Graphophone Co., has no complaints
to make about business. He says May was a
very good month and he considers the prospects
favorable for the remainder of the year.

The Taft Furniture & Hardware Co., at Taft,
Cal, has taken its place among the successful
dcalers on the Pacific Coast handling Columbia
products in conjunction with furniture and
allied lines. Though Taft is only a compara-
tively small town, this company is doing an
exccllent business in talking machines.

Mrs. Leon F. Douglass, of San Rafacl, Cal., has
just invested $100,000 in Liberty Loan bonds,
this being one of the largest subsecriptions by a
woman thus far in California.
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For Vertical Cut
Records

Records

a finer grade of cabinet.

Low Price, is our motto.

THE THOMAS MFG. CO.,

TONE ARMS—SOUND BOXES
MOTORS "

Tone Arms and Sound Boxes of the Universal Type
Play All Makes of Disc Records

FOUR DESIGNS

One for Every Grade

We make 2 designs of sound

S boxes and 4 different styles

l of tone arms. We also

3 make exclusive designs 1o

special  order. High-grade

For Lateral Cut motors. The tone quality of

our product is unsurpassed.
The reproduction is perfect.

Buy Direct From Factory—Save Money
You are dealing direct with manufacturers when you buy from us.
motors and parts are made complete in our own factory.

We can show you how you can save money.

Quality of Motors and Parts Unsurpassed

Thomas motors and sound boxes are made in Dayton, Ohio—the “city of
precision”—the home of the best workmen in the world. Our sound boxes, motors
and tone arms are the result of long and careful experiment. They are being used
by manufacturers of high-class phonographs all over the world. High Quality—

Prempt Deliveries. Distinctive Designs to Order. Let our Service Dept. help solve your phonograph problems.

122 Bolt Street, DAYTON, OHIO

Phonograph

Thomas
Every dollar you save
on the working parts of your machine adds to your profit and permits you to use
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We know of no other first-grade phonograph in a beautiful
rich walnut case at a similar retail price.

Needless to state, a phonograph of such extraordinary beauty
and good taste, at this most popular price, furnishes the Starr
dealer with an excellent leader.

With automatic stop, tone-regulator (NOT a tone muffler),
oxidized finish hardware adjustable tone arm which in 5 seconds
can be changed from “hill and dale” position to ‘“lateral out’
position, one sapphire needle, and 200 steel needles—with a
double-spring, steady, quiet Starr-made motor—this model, in
finish and equipment alone, excels $200 phonographs which
others offer. For tone it is unequalled at any price. The Starr
“Singing Throat” of genuine Silver Grain Spruce makes it so.

All Starr models—retailing at $50, $75, $100, $125, $175,
$200, $250 and $300—offer the most in tone and finish at their
respective prices. For example, the $100 and $125 models out-
distance $150 and $175 instruments by wide margins. Visit
Starr dealers in neighboring cities and verify this with your own
eyes and ears.

€ . <y,
\v;l Starr Phonograph dealers also secure a franchise, daily growing
STYLE IIL in value, in Starr Records.
Height 4734 in., width 2114 in., depth, . o . .
231 in. Also furnished in oak and We urge your investigation. Use the coupon as a reminder
\ mahogany—same price. —or for inquiry.

\»  The Starr Piano Co.

THE STARR \%O
PIANO CO., “» Starr, Richmond, Trayser, Remington, Grand,
ReicBreendlt halll Upright and Player-Pianos

Advise fully regarding your «P@

DrOPOSItiON OM.....v.cveeesses 4?,4) The Starr Phonograph—Starr Phonograph Records
2

--------------------------------- FACTORIES: RICHMOND, INDIANA

Branches, Distributors and Dealers
everywhere
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" How the Talking Machine Salesman May

Benefit by Studying His Customers ::

The talking machine salesinan has a rather
unusual opportunity to study human nature,
because of the many different kinds of people
with whom he will come in contact. If this
opportunity to obscrve the different foibles of
humanity is disregarded, and the salesman sim-
ply selects a certain method of handling cus-
tomers, and uses it all of the time, regardless of
the temperament of the individual he is dealing
with, he will not make a success. If, on the
other hand, he studics his customers, and adapts
his sclling methods to suit their particular re-
quirements, the pathway to success is open and
made smooth for him. No two customers arc
quite alike and in selling talking machines, it
scems as if there were more varieties of cus-
tomers than in almost any other line. Every
customer requircs a little different treatment
from every other customecr. Each individual
case has its own peculiarities.

One 'way to get on with people is to keep
your mouth shut. The man who says nothing
when he has nothing to say, the salesman
who kecps his mouth shut a good dcal of the
time and lets thc customer do most of the talk-
ing, will probably get along with thc tradc all
right. Thc only trouble will be that he will
not sell many talking machines.

Getting on with customers without making
thcm mad or disgruntled is not all therc is to
salesmanship. It is good as far as it goes, hut
it stops considerably short of being a real suc-
cess. What we- need to know is how to get on
with customers and at the same time make salcs
to them.

Of coursc the salesinan must keep his temper.
Any onc who cannot do business without get-
ting mad about it has no chance or right in the
talking machine business. When you show the
least anger at a customer, puff! Your cus-
tomer is gone, gone for good, probably taking
other prospcctive customers along.

Quite naturally it is aggravating to have to
smile undecr somc of the rcmarks and even
accusations of buyers. It is trying to one's tem-
per to endure with a smile some of the things
overbearing folks will say to a salcsman. It is
humiliating to one’s pride, but after all, many
things are humiliating to our pride that will
not do us any rcal harm.

We do not always fecl just as cheerful as we
might and there arc times when we want to
“takc it out” on some one. 1lf we ourselves
were buying instead of selling at such times,
who knows what we might do or say to the man
waiting on us?

A customer comes in and looks over your
best offering at $100. She says she can buy the
same grade of machine from the mail order house
for $89. You know she cannot, but don’t say
it in just so many words. \When you take ex-
ception in that way to a customer’s statements,
you have an argument on your hands right
away, and perhaps you have found out for your-
self that no matter whether you get the best of
an argument with a customer or not, you don't
make a salc.

Don't argue. Produce the mail order catalog
—you ought to have them all handy—or ask the
customer to scc her catalog, and then go right
along down the line.on description, point for
point, from castors to neccdle socket.

Don't be disagrecable. Don’t even disagree.
Simply say, “Is that so? Let’s compare the two
instruments and sce where they are alike.”

Just as soon as you show that customer a
willingncss to be fairmindcd and reasonable,
just so soon will you find her willing to be
reasonable too. If the advantages of your in-
strument are as obvious as they should be, you
will have no troublc in convincing that cus-
tomer.

But thc prospcct may not be convinced. She
may say, “Well, of course, you claim a good

deal for your machine, but you don’t make these
yourself and you only have somebody’s word
for it that they are as you say. I guess I'll
send to Chicago for mine.”

That is the culminating point, the place where
a good many salesmen go right up in the air.
They absolutely cannot hear a customer talk
that way and not lose their tcmper. But the
successful salesman just begins to get his sec-
ond wind at this juncture. He sees that he
must begin back with the matter of responsi-
bility and show thc advantages of his own
guarantee ovcr that of some one else’s a thous-
and miles away. Instead of telling that cus-
tomer to go to the seventeen bluc blazes,
thereby putting an end to her relations with the
store, he smiles and starts in at the beginning
to lay a foundation that will give the customer
something to think about, whether it develops
a salc or not. He explains how and why he
knows his goods, what his guarantce is and how
easy it is to get at him to make a claim at any
time.

When a salesman has learned always to keep
his tempcr, he has made a good start on suc-
ccss. Next to kecping your own temper, it is
important to sce that you don’t let thc cus-
tomer lose his. Why, thcre are some salesmen
who can kecp their own tcmper while exasper-
ating customers beyond endurance. When you
let a customer get mad, you lose him.

Onc of the things that helps make it casy to
get on with customers is to remember their
names. Don’t you feel a little more friendly
toward any store you enter where they say,
“Good morning, Mr. Brown,” instead of merely
“Good marning?”’ And if it is a store where
you did not realize they knew your name, doesn’t
it help a lot toward making you want to buy
something? It gives your visit an added im-
portance and it makes you wonder why you
haven’t been to that store oftener before.

The morc peoplec you can call by nanie, the
better. Plenty of salesmen do not take the
troublc to call people by name even when they
know their namcs. This is simply carelessness.
It is a waste of good opportunity.

Don’t stop with calling people by name when
they comc into the store to buy. Usc names
whenever you mect your prospects. There may
be a few -customers whom you might better not
recognize on the street when you have merely
a business acquaintance with them. To the ones

By H. A.Parsons

who are that particular, accord thc riglit of see-
ing over your head, but never let customers get
the idea that while you can see them easily
enough when they comc in to buy, you cannot
see them on the strcet. In other words, if the
customer happens to want to be snobbish, all
well and good, but don’t try anything like that
yourself.

Even if your interest in folks is ‘only as dcep
as your intcrest in thcir purchasing power,
don’t let them find it out. Learn to like people
for themselves. Don’t be crabbed and unso-
ciable outside of the store any more than
insidc.

Not every man can be a good mixer, but
it is worth trying. Thc more friends you make
outside of busincss hours, the more custoniers
you will have iuside. Pcople like to trade with
a man they know pcrsonally. It is worth while
to cultivate a wide-spread acquaintancc.

1 do not believe in a man joining a lodge or
a club or a church for the mere purpose of help-
ing business. A man who is not a sincere mem-
ber of such an organization is not entitled to the
respect of Iris fcllow members, lct alone to their
business support. But it is worth while to mix
up with your fellow citizens and help in all
public ‘mattcrs. It is worth while because you
ought to be public spirited, and then, if it must
be reduced to a dollar and cents basis for you,
it pays.

Some very dificult pcople often drift into the
music store. They find fault with the goods;
they complain about the prices; they kick about
the way the last purchase resulted. Thesc
people need to be handled with patience. They
enjoy kicking. They like a scrap. But they
want fo come out ahead; otherwise they make
trouble for you

The money of these people is as good as any
one’s, and they have fricnds they can influence,
cven though they arc thcmselves disagreeable.
It is a poor policy to bé drawn into argumecnts
with them. If they arc hard to suit, all the
more credit to you when you suit them, and
often all the more credit they give to you when
they discuss your store outsidc.

If a salesman can get on with the finicky
folks, he can get on with any kind of folks. It
is no credit to one’s ability to be able to please
the kind of people who are casily pleascd. It is
the hard thing that is best worth some trouble
to do it right.

This **ATLAS"” Packing Case
merits your consideration.
Write for convincing facts.
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NELSON & HALL CO.

Montgomery Center, Vermont
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THE TRADE IN PHILADELPHIA AND LOCALITY

PiiLaveceiiia, Pa, June 8-—The talking ma-
chine business in May has not been materially
disturbed by the war condition, but instead it
has gone ahcad of last year, although not to
the extent of previous months of the years, and
the dealers belicve that busincss is going to get
better right along, and base their belief in the
fact that so very much money is to be placed in
circulation during the summer that it cannot but
tend to increase the sales of talking machines.

Eckhardt on Business Prospects

Manager Eckhardt, of the Pennsylvania Talk-
ing Machine Co., says that his business has
held its own. It did not continue the same gen-
cral percentage of gain that the previous months
had shown, but the Pennsylvania Co. did show
a substantial increase over last month.

“We are so in the habit,” says Mr. Eckhardt,
“of expecting a hundred per cent. increase that
when we fall below that we think we are not
having a good month. But what we did not
get in May we arc going to get in June. Our
shipments were never better, and we hope very
shortly to see every one fully supplied.”

Mr. Eckhardt says that the only thing that
he sces any reason for alarm in the near future
is the tic-up of the railroads which will prevent
or detain the shipment of goods or the receiv-
ing of goods. “In my judgment,” he says,
“within the next few months there will be heavy
movements of Government wares, including the
transporting of troops, and these will materially
interfere with the shipment of commodities, but
this movement will no doubt stimulate business,
as is usually the case, and to take care of the
large business that is to come a little later it
is a wise dealer who gives consideration to the
securing of sufficient stock at this time.”

During May Mr. Lckhardt made a trip
through the South and Southwest, spending an
entirc week at Atlanta, as well as stopping at the

Chicago convention, where he met a great many-

of his friends. He says he found conditions in
every section in a most cncouraging state, and
that he was most hopeful as to the outlook for
the future, and cspecially so for Columbia ma-
chines and records.

Penn Phonograph Co.’s Excellent Showing

The Penn Phonograph Co. state that during
the month of May their business showed up

stone State Loud and Half-tone Needles.

1108 Chestnut Street

Weymann Service

covers every essential requirement of a

VICTOR DISTRIBUTOR

COMPLETE STOCK. SPEEDY SERVICE.
ACCURACY IN FILLING ALL ORDERS.

Write us today for our quotations on Record Cleaners and our special advertising
feature for your Record Department. Pocket Mirrors bearing your imprint; also, Key-

WEYMANN

Victor Distributors

Philadelphia, Pa.

most satisfactorily, and very much better than
they had reason to expect. In April there was
a noticeable evidence among the dealers to re-
call orders to a certain extent, but during May
all thesec orders werec requested to be filled,
which shows that there was only a slight
panicky feeling, which has already disappeared.
In cvery instance all their original orders were
reinstated. They had an exceptionally fine
business on records in May.

Among the visitors to the Penn offices the
past week were Maurice Fitzpatrick, formerly
connected with the Penn Co., but now with the
Eclipse Musical Co., of Cleveland. The past
week E. E. Hipple, of the Penn Co. had an in-
teresting trip with J. M. Rosa, the Atlantic

Efficient

MILITARY SERVICE

is based on combining thorough-
ness with a maximum of rapidity.

Thoroughness in

PENN VIGTOR SERVICE

means complete orders and

rapidity means delivering
them P. D. Q.

i 17 So. Ninth St.

« PENN PHONOGRAPH CO. =

PHILADELPHIA n

City dealer, when they visited all parts of the
great Victor plant at Camden.
Demand for Dictaphones

The new manager of the Dictaphone Co. in
P’hiladelphia, C. J. Welford is very well satis-
fied with the working of his force in May, hav-
ing five men to win the quota, besides the
quotas received by the men in his local office.
He states that May was the biggest month the
firm has ever had, the individual firm to buy
the most machines was the Atlantic Refining
Co., who put in a full equipment. He states
that the outlook is mighty good for a big June.

Mr. Welford was formerly connected with
the Addressograph for three years. He has
placed thrce new men on his local force, and
has added an additional man in his service de-
partment in order that the customers may be
given the most prompt attention.

J. Newcomb Blackman, of the Blackman Tatk-
ing Machine Co., was a Philadelphia visitor the
past month.

Reports Trade as Uneven

Louis Buehn, of the Louis Buehn Co., states
that the news for May is not quite as good as
it has been for the previous months of the year.
May showed a tendency to be a little spasmodic,
and Mr. Buehn said that they had hard work
to keep up with last year’s record for May.
They are at present oversold in machines, and
the factory curtailed their shipments somewhat
in May. Among many of the dealers he has
found an indecision and a hesitancy as to just
to what extent they shall stock up, although
they all feel the present business unscttledness
is only temporary. Mr. Buchn is of the opin-
jon that things will get better right along now,
and he is looking for a strong resumption of
business by August. He passes this opinion on
the very large amount of money that will go
into general circulation during the summer,
aud that as soon as the general feeling of un-
rest will wear off, the people will resume buy-
ing as before. Among the visitors to the firm’s
offices the past week was Joseph C. Roush, of
the Standard Talking Machine Co., of Pittshurgh.

Blake & Burkart Tells of Progress

Messrs. Blake & Burkhart, the largest handlers

of the Edison phonograph, report that they ran
(Continwed on page 38)
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on VICTOR RECORDS

e e | T,

s

e

)

which will be maintained as usual; improved if possible and
will grow without question. Music is the big summer essential,
and the demand for Victor records will be just what YOU
MAKE IT.

We’re not saying so much about the qualities of Buehn Service
this month as we are emphasizing the value of active summer
work. Your year’'s OVERHEAD expense knows NO season,
and the live dealer believes in summer activity not only for

the ACTUAL SALES CREATED but the momentum shown

in improved Fall sales.
Do you remember the Alger book WORK AND WIN?

WORK AND WIN-—a fine motto. Buehn Service works for
your WINNING.

Tre Louis Buehn Company
PHILADELPHIA
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THE TRADE IN PHILADELPHIA

(Continued from page 36)

slightly ahead of last May, and that business
showcd a gradual increase cach week during
the month, and June has shown an activity in
the start. Among their visitors recently were
William Maxwell, vice-president of the com-
pany, and Eugcne Phillips, also connected with
the Edison Co. They have becn getting in a
very large stock of records, and the new list
is sclling well. Gilson Blake, who had becn
connccted with the firm for some time, has re-
signed and has joined the United States navy
as paymastcr.
Weymann Specialties in Demand

H. A. Weymann & Sons, Inc, have been en-
joying a large Victor business during May.
Two Weymann talking machine specialties have
been going very well with the dealers. One is
a record cleaner, upon the back of which they
impress the dealer’s name. Another is a mir-
ror with the dealers’ names on the back. The
Weymann firm have also gotten out a very good
Keystone State talking machine needle, both in
full and half-tone, and of which they have al-
ready sold a great many.

The Weymann firm will, the coming weel,
make up their fall orders of records for the
Victor Co., and they are arranging to secure
an unusually large stock, for they are most
optimistic regarding the future of the business.
1. A. Weymann made a tour of all the nearby
Pennsylvania dealers of his firm in his touring
car, and he said he found them all in excellent
shape, and were ordering heavy for the fall
trade. G. \W. Carroll, Jr., of the same firm, has
just returned from a week’s trip through Con-
necticut calling on some of the leading dealers
in that section.

Starr & Moss’ New Quarters

On June first Starr & Moss movced their
Edison branch located at 3627 Germantown av-
enue to 3631, two doors above, where they
have much larger quarters, which arc hand-
somely finished in French gray with white
enamel trimmings. Besides hooths they have a
special room fitted up to represent a living
room, for the demonstration of Edisons. Starr
& Moss are exclusive Edison dealers and sell
disc and Amberola records, being the largest
dealers in the northern section of this city.

Harry S. Somers, sales manager of the com-
pany, was married to Miss Alma Snyder, on June
third and is honeymooning at New York and
Niagara Falls.

Wm. Kader, a jeweler of Rockville, I, has
taken the agency for the Pathé phonograph,
and has installed a good stock of machines and
records. He is conducting daily recitals.

“MISS SUSIE” HAS A RECORD

W. H. Caldwell Proud of Starr Phonograph
Style II, Which Is a Great Trade Promoter

W. H. Caldwell, distributor of Starr phono-
graphs in Shclbyville, is shown in the accom-
panying picture with his pet demonstrator, a
Starr phonograph, Style }I. This instrument
is familiarly known throughout the States of
Kentucky and I‘enncssee as “Miss Susie,” and

W. H. Caldwell and Starr, Style II
there is hardly a town in either State she has
not visited.
This instrument is the first received by Mr.
Caldwell from the Starr people over a year ago,

and is used as a demonstrator. “Miss Susie”
is probably one of the most traveled pliono-
graphs in the country. 1t has traveled over
5,900 milcs on the rear seat of a Ford car, has
gone over 8,500 miles by rail, and has made
about 1,245 demonstrations, which sold upwards
of $50,000 worth of Starr phonographs.

Mr. Caldwell is very proud of this model, and
says that it is remarkable how it has stood up
under the treatment received. T'he same motor,

the same spring, is still in use, and it has never
had a singlc new part. “Even the finish on
the cabinet still rctains its freshncss and beauty,
and [ never use any other model on my demon-
strating trips or for dcmonstrating. purposes in
the store,” he said.

PLEASED WITH WESTERN CONDITIONS

W. H. Hoschke Attends Convention in Chicago
and Books New Customers En Route

W. H. Hoschke,' president of the Crescent
Talking Machine Co., Inc, has just returned
from a trip through the Middle West during
which time he attended the piano merchants’
national convention in Chicagoe. During the
trip many new Crescent dealers were added.
Mr. Hoschlce cxpressed himself as being much
pleased with conditions as he found them in
that section of the country. The war had not
seemed to have dampened the ardor of the deal-
ers in the least.

The Crescent Talking Machine Co. is now
circulating an attractive display card for its
“Playsall Stylus,” which is being admired and
utilized effectively.

BECOMES ASSISTANT SECRETARY

Carl H. Arbenz, manager of the wholesale
and retail Victrola department of the Knight-
Campbell Music Co., Denver, Col, has bheen
elected to the office of assistant secretary of this
company. An educational bureau directed by
Mrs. May Wright Stevens, is the latest addition
to the talking machine departincnt of this busi-
ness, the object, of course, being to Qmphasize
and promote the educational phase of Victrola
sales. Work will be done through the schools
and other sources.

ITALIAN SINGER TO MAKE RECORDS

A recent addition to the staff of singers on
Emerson records is Toto Campi, a young Ital-
ian, with a rich, flexible tenor voice. He has
sung in grand opera in the Bellini Theatre at
Naples and in His Majesty’s Theatre, at Mon-
treal. He is at present connectcd with the
Montreal Opera Co.

Two of his records will shortly be offered to
the public. They are both Ncapolitan Folk
Songs by di Capua, “O Sole Mio” and “Marie!
Marie,” sung in Italian.

NOW LOCATED ON BROADWAY

The Keystone Minerals Co. is now located at
329 Broadway, where it occupies larger and
more adequate quarters. G. M. O’Brien, at the
hicad of this company, reports that the factory
is now working night and day to take care of
orders.

43” High
COLONIAL
Price $8
Code word Colo

Perfect Tone
Noiseless Motor

fully provided for.

Talking achines

A Complete Line of FIVE Mcdels

Retailing $35.00 to $110.00

Quality is the first consideration in this line of ‘I'alking
Machines. The very important features, viz., the Tone, the
Motor, and Cabinet design and finish, have all heen care-
The equipment is STANDARD and
offers to you, Mr. Dealer, a proposition that is absolutely
right and one that will increase your ‘I'alking Machine trade.

Write for our complete Catalog and Proposition to Deal-
ers which is a very attractive one.

The Humanola Talking Machine Co., Inc.

MEYERSDALE, PA.

Tone Modifier
Plays Any Record

Prompt Deliveries.

47" High
ARABESQUE

Price $110

Code word Arab
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News Happeningsin Dominion of Canada

THE PROVINCE OF ONTARIO A BUSY TRADE CENTER

Baum & Brody Takes on Pathé Line in Windsor—Playola Co. Incorporates—]. P. Bradt Visits
Columbia Trade—Pathé Sales Service Department—Mme. Galli-Curci Makes Her Debut in Toronto

ToronTo, ONT., June 6.—The rapidity with which
the Pathé Fréres Phonograph Co. of Canada,
is signing up some of the live firms in the
country is an indication of thc appeal the Pathé
line is making to the trade. Thc latest import-
ant firm to be launched on the Pathé list of
dealers is the retail furniture house of Baum
& Brody, of Windsor, who will handle the
Pathé line exclusively.

The formal opening of the department took
place recently, and attracted crowds of peoplc.
R. W. Burgess. the tireless Pathé representative,
was given carte blanche by Messre. Baum &
Brody, and the artistic department which they
now have is due in a large measure to his work.
Although a large stock was provided for the
opening, the firm report that every machine was
sold before three p. m., the last delivery being
made at one-thirty in the morning, when a ma-
chine which had been sold earlier in the day
and retained as a demonstrating machine, was
sent home. The results were very gratifying
to all concerned, and necessitated an entirely
new stock being sent.

The department will be in charge of Mrs.
Mercer, who has had a long experience in the
talking machine trade.

A charter has been granted the Playola Phon-
ograph Co., Ltd., with an authorized capital of
$40,000, made up of 4,000 shares of §$10. cach.
The head office is to be in Toronto, and the
provisional directors are: F. J. Foley, barrister;
R. J. O’Reilly, law student, and A. J. Bell.

Arrangements have been completed whereby
the firm of H. L. Hewson & Son, Ltd., Amherst,
N. S., will distribute P’athé Pathephones and
rccords in the maritime provinces.

A new dcpartment has been created by the
Pathé Co. which might be termed a sales ser-
vice department. It is in charge of Mrs. D. M.
Pike, an expert talking machine saleswoman
who will visit the new dealers who take on
Pathé represcntation to coach thiem on the ar-
rangement of the department, ordering and
handling stock, window displays, following up
prospects, distribution of sales literature, etc.

At a recent meeting of the sharcholders of the
Pathé Co., Hon. J. L. Perron, thc well known
Montreal lawycr, and O. C. Dorian, general
‘manager of thc company, werc elected to the
Board of Directors.

The Canadian Symphonola Co., Ltd, Toronto,
of which Wm. Long, the wcll known piano
man, is the organizer and principal shareholder,
announce that they have sccured the exclusive
Canadian agency of the motors, tonc arms,
sound boxes, etc., manufactured by the Thomas
Manufacturing Co. of Dayton, Ohio. Mr. Long
was impressed with the quality of this motor
to the extent of not only using it, but as a
product to recommend to other phonograph
manufacturers, consequently ncgotiations werc
closed for the Canadian rights. Russell Teeple,
who is associated with Mr. Long, visited the
Thomas plant at Dayton, and was greatly im-
pressed with the facilities for manufacturc and
the policy of scrvice and quality behind the
production of these goods.

T. Nash, the energetic manager of His Mas-
ter’s Voice, Ltd., in this city and who is a con-
sistent and logical cxponent of the good bus-
iness that is for dealers to feature records un-
ceasingly and cnergetically, every season of the
year and every day of the season, paid a visit to
the plant of Berliner Gramophone Co., Ltd,
Montreal, the homc of “His Master’s Voice”
products, recently.

On a recent visit to New York, R. P. New-
bigging, president and manager of the Newbig-
ging Cabinct Co., Ltd., Hamilton, arranged for

the Canadian agency of the Tiffany electric
motor. An improved type of this motor has
just been brought out to play 3000 records on
one set of batteries. The Newbigging firm ex-
press their pleasure at being the first in Canada
to have this motor.

John A. Sabine, of The Music Supply Co,
distributors of Columbia products in this cit)".
visited New York. and early in the month was
able to write his dealers from there giving them
good news regarding prospects of improved
service.

James P. Bradt, of New York, accompanied
Mr. Sabine on his return, and spent a couple of
days in Toronto conferring with Ralph Cabanas,
manager of the Company’s Canadian division,
and greeting many old friends.

Mr. Sabine now announces that so far as the
Columbia products is concerned the shortage of
machines is a thing of the past. \Vhen your
correspondent called at his office he showed a
clean order file except for a few machines of one
or two types. \With records coming more freely,
and plenty of machines, the proprietors of the
Music Supply Co. are feeling quite sanguine of
a satisfactory year’s business in the matter of
service as well as sales.

Columbia dealcrs have been advised that ow-
ing to increased cost of labor and materials the
retail price of twelve-inch records has been
advanced from $1.25 to $1.50 each, The new
prices are in cffect.

“Sales, both retail and wholesale, have ex-
ceeded expectations, and prospects are decidedly
encouraging,” said \W. D. Stevenson, of The
Canadian Phonograph Supply Co., London, who,
as reported in the last issue of The Talking
Machine World, have the Canadian distributing
rights of Starr phonographs and Starr records.

One of the livest music centers in Ontario
is Collingwood, Ont. The desire for and ap-
preciation of good music on the part of the
pecople of Collingwood and vicinity is in no
small mecasurc due to the activity of the pro-
prietors of Manson’s Musjc Store, who are great
believers in spreading the gospel of good music.

Manson Bros. are consistent exponents of
“His Master’s Voice” products, being one of the
livest dealcrs on the Victor list. A well attended
Victrola recital was recently given in which
local artists participated. The public was in-
vited through advertisements in the local press.
Miss McLeod, who has charge of thc firm's
Victrola department, has arranged for a series
of recitals for the balance of the season, and
there is no doubt her enterprise will not only
he appreciated by local residents, but will be of
direct advantage in increasing sales.

A. T. Pike, of the Cecilian Co., Ltd., has re-
turned from a successful tour of several Ontario
points where active Cecilian campaigns resulted
satisfactorily. Hec made the trip by motor car.
His observation among the farmers seen was
that they were optimistic in view of high prices
for their products.

James P. Bradt, assistant to the president of
Columbia Graphophone Co., New York, spent a
couple of days in Toronto with this firm’s Ca-
nadian division. As a result of Mr. Bradt’s visit
arrangements have been made whereby Canad-
ian dealers of Columbia lines will secure a much
better service than has been possible for some
time

J. Leo Grant. who some months ago resigned
from the selling staff of the Robert Simpson Co,,
Ltd., phonograph department, is now a distribu-
tor of Par-O-Kct records. His office is tempo-
rarily at 55 Alcorn avenuc. Toronto. He reports
quite an active intcrest in the Par-O-Ket line.

The London Phonograph Co. 234 Dundas

street, manufacturers of Rayola phonographs
are Canadian distributors for Crescent Silver
Tone phonographs.

Price changes have been made affecting four
models of the Sonora line of phonographs. From
May 1st the following are effective: Melodie,
$65; Barcarolle, $75; Troubadour, $102; Imperial,
$137.

I. Montagnes & Co., Toronto, are bringing out
a small model Sonora to retail at about $35.00
This is a special for Canada only, and is in re-
sponse to the demand of Sonora dealers for a
low-priced type. E. Van Gelder, of this firm,
has recently returned from a visit to the Mari-
time Provinces. -

Mr. Montagnes has returned from a combined
business and pleasure trip of ten days to New
York and Ottawa, accompanied by Mrs. Mon-
tagnes.

J. Kellestine, music dealer of Owen Sound,
recently enlarged his store, the extra space
being utilized for the Edison department, in
which three new demonstration booths have
been built.

Toronto music houses have put in effect the
usual early closing hours for the summer. Com-
mencing May 1 the various salesrooms close
at 5 o'clock each day, and at 1 o’clock on Sat-
urdays.

The Supplies Co. of Canada, 65 Sparks street,
Ottawa, Ont., are featuring the Stewart at $8.
and are advertising it as the proper machine
for cottage and country homes. ’

In a full page announcement in the Toronto
dailies the Music Supply Co., Columbia dis-
tributors, say in the past few months there have
been 75,000 calls for Columbia records which
dealers could not supply. They could not help
it. Neither was the blame to be placed upon
the factory. 1t was just a case of the demand
for Columbia records being so tremendous that
it was impossible to keep up with it. But the
Columbia factory has been overhauled, a big
battery of record pressing machines has been
installed and it is hoped now to be able to keep
pacc with the demand for Columbia records.

The Regal Phonograph Co., Ltd, Toronto.
have removed to 145 Church street. The build-
ing is a three-story one and has a frontage of
24 fect or more. The premises are being re-
modclled and redecorated, and will place at
their disposal an up-to-date building for factory,
office and show-rooms.

Newly incorporated companies in Ontario be-
ing granted a charter, include: The Standish
Phonograph Co.,, Ltd, Toronto; The Melba-
phone Talking Machine Co., Toronto.

Mme Galli-Curei the exclusive Victor artiste
made her first appcarance in Toronto this month
and her only appearance in Canada, to a most
enthusiastic audience. All Victor dealers have
since been deluged by requests for recordings
of this wonderful singer and the demand has
exceeded the supply.

A, Carey & Son, 64 King street, West Hamil-
ton, Ont., has secured the exclusive local selling
rights of the Starr phonographs.

Heintzman & Co., 242 Dundas street, London,
Ont., Victrola specialists in recent good-sized
copy in the daily newspapers, took advantage
of the goming visit to London of the Boston
English Opera Co. in Gounod’s opera “Faust!
to invite all music lovers and the public to visit
their Victrola department, advising those who
contemplated attending this opera that they
should first hear the opera rendered on the Vic-
trola, thus familiarizing themselves with the
melodies, which would enablc them to appre-
ciate more fully the full score.

R. F. Wilkes & Co., 11 Bloor strcet, East To-
ronto@#Ont., dcalers in Pathé and Columbia ma-
chines and records, recently advertised that Ver-
non Castle had paid them a visit, making a pur-
chase from their stock,
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224" deep 204" deep
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“De Luxe”—Price $50,90 “ Premier ”—Price $35.00

l YOU may sell expensive Talking Machines during the
holiday season, but you can sell properly constructed

moderate priced instruments during all seasons.

‘ Are you prepared to capitalize your opportunities?

The mobilization of U. S. troops is now taking place
throughout the United States.

It will stimulate many fold, the demand for properly
constructed moderate priced Talking Machines, and
if you have the proper line of instruments you can
make a new high record this summer.

If you judge Talking Machine values from an eye standpoint, the new Domestic line will appea :
to you, as they are all of artistic designs and their well constructed cabinets are the handsomest Ma-
hogany finish known to the cabinet makers’ art.

1f you judge Talking Machines from a mechanical standpoint, the new Domestic line will receive
your endorsement, as they are made of the best materials, in correct proportions with mathemati-
cal accuracy and lasting construction.

If you judge Talking Machines from their dollar value, the new Domestic line is what you have ;
been looking for, as point for point they represent the best values on the market.

— DOMESTIC TALKNN

open for Distributors.
HORACE SIE

Write for complete in-

formation. . 33rd AND ARCH STREETS

——
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MACHINES

134" wide
1514" wide 1514" deep
1714" deep 7% " high

854" high

orite’—Price $20.90

If you judge Talking Machines
from a sales standpoint, you will
find more valuable exclusive
seling features in the new
Domestic line than in any
other.

If you judge Talking Machines from a musical standpoint, you will handle the new Domestic line
as its quality of tone stands supreme.

The aim of the Domestic Company has been to produce the highest standard and best valued
moderate priced instruments, and with the necessary knowledge, facilities, patents and capital we
believe this has been accomplished. The rapidly increasing list of Dealers who are handling the
new Domestic and becoming enthusiastic over their increased sales is the best testimony we can
offer.

Should Floor Type Machines be desired, the combination of Domestic Machines with record
cabinets make the best Floor Type Machines ever offered in the moderate priced field.

Catalogue and full information furnished on request.

MACHINE CORP. Pacific Coast Sales Agent la
. WALTER S. GRAY
President 422 Chronicle Building Per, i)

SAN FRANCISCO CAL

PHILADELPHIA, PA. : TRADE MARK
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TRADE CONDITIONS IN THE DOMINION OF CANADA—(Continued from page 39)

ENFORCING HONEST ADVERTISING BY LAW IN MONTREAL

Talk:ng Machine Men Interested in This Move—Emile Berliner Sells—Layton Bros. Feature -Edi-
son Recital—New Quarters for Canadian Graphophone Co.—New Patriotic Song Popular

cluded Anna Case, Albert Spaulding, Arthur
Middleton, and other equally as well known Edi-
son celebrities. There was a fashionable at-
tendance.

I'lie Mclodia Co., of Canada, Ltd., will shortly
place on the market an electric machine retail-
‘ng at $125.

TlL.c Chiopin Piano & Talking Machine Co.,
of \Winnipeg, Man., have opened a branch office
in this city for the Province of Quebec, under
the management of James T. Upton.

T'ke engagement is announced of Miss Wil-
fred Helen Cross to Norman F. Rowell, man-
ager of the talking machine department of C.
\W. Lindsay, Ltd. The marriage will take place
t ¢ latter part of June.

The Canadian Graphophone. Co. Columbia
distributors in the Province of Quebcc, have
taken possession of their new and enlarged quar-

MonTrReAL, CaN., Junc 6.—The Montreal Pub-
licity Association, the membership list of which
is composed of leading advertising men of Mon-
treal, has recently appointed a special committee
to enforce the honest-advertising by law, to wit:
“Every person who knowingly publishes or
causes to be published an advertisement for
cither directly or indirectly promoting the sale
or disposal of any real or personal movable
property, or any iuterest therein, contain'ng any
false statement or false representation which is
of a character likely to or is intended to en-
hance the price or value of such property or any
interest therein, or to promote the sale or dis-
posal thereof, shall be liable upon swuunmary con-
vict'on tc a fine not exceeding $200 or to six
months’ imprisonment, or to both fine and im-
prisonment.”

Gustave Dutaud, attorney-at-law, will act as

ters in thc same building as they were previous-
ly located, only instead of being on the ground
floor have moved up one flight, where they have
more spacious and better lighted premises.

S. Flanz, 794 St. Lawrence boulevard, is one
of the latest Columbia dealers,

C. W. Lindsay, Ltd., recently held a special
two weeks’ feature sale of Columbia Grafonolas,
which has been extended to their seven out-of-
town branches in addition to their two East
and West End stores in Montreal.

The Berliner Gram-O-Phone Co., Ltd, at
all their stores, report a heavy call for both
Canadian and American patriotic selections.

A new patriotic song born of the entry of the
United States in the war, and entitled “Till
the World Is Free” has just been published by
His Master's Voice, Ltd.,, Toronto. The words
and music aré both by H. S. Bee, a Montreal
composer. It was produced by the band at
Dominion Park, and the orchestras of the Im-
perial and St. Denis Theatres, and made a de-
cided hit. 1

legal adviser of the new committee. The Vig-
ilance Committee is circularizing the members
to the effect that if they see anything in print
that seems a violation of the advertising law
to report the full facts to the committce. They
will be treated as strictly confidential, and the
name of the informer will not at any time be
brought into the matter. The committee upon
receipt of the complaint will at once make a
thorough investigation, and the offending party
will be written to and requested to change the
tone of his advertising. If he does not yield
to moral suasion the attorney of the association
will take the matter in hand and sccure the
necessary evidence to indict the lawbrecaker, who
will then be prosecuted by the Crown at no cx-
pense to the Montreal Publicity Association.
A1l members have been urged to co-operate with
the Vigilance Committee to prevent the adver-
tising law from becoming a dead letter on the
statute books of the association.

Emile Berliner recently sold to the Berliner
Gramophone Co., Ltd., the southcast part of lot
1457, Parish of Montreal, having an area of
18.023 feet with buildings fronting on Lenoir
street, St. Henry Ward for $50,000 and other
considerations.

Wm. Lee, Ltd., has taken on the representa-
t'on of the Musicola. =

Layton Bros. recently featured an Edison Re-
Creation of music recital in their hall, when
twelve interpretations were given which in-

" TRADE CONDITIONS IN WINNIPEG

Business Not Quite so Active as Last Month—
New Quarters for Joseph Tees—Robt. Shaw
Attends Kearns Opening—Chopin Co. Ex-
pandng-——Opens Branch in Montreal

WinNireG, MaN., June 2—Winnipeg business
is running about the same as last month though
in some cases conditions were not quite so favor-
able as in the previous month. In common with
some other centers Winnipeg dealers mention
a shortage in talking machine needles.

The \Vestern. Gramophone Co. is anxiously
awaiting a shipment of Victor machines which
were shipped on March 14, but which have been
lost in transit. .

Joseph Tees, the well-known music dealer, has
removed from 206 Notre Dame avenue, and will
occupy space with Murphy Bros., 235 Portage
avenue. These new quarters were previously
(itted up by Frank Morris, who handled Co-
lumbia Grafonolas, but who recently retired
from business. Mrs. Field, well known to the
trade in the selling of Columbia goods, is in
charge of Mr. Tee's talking machine department.

Mr. Fitch, of Babson Bros., has returned from
a five weeks’ vacation spent at his siunmer home
at Bellingham, Wash. Mail order business is
cxceptionally good in Edison lines.

G. L. Stanwood paid a visit to Chicago, New
York and principal points visiting the various

The Talking Machine that

The Mag-Ni-Phone, Model *'],” with our new
Universal Tone Arm, will play all dise records,
ineluding the latest hill-and-dale cut, that are
played with a steel needle. All lateral eut records
should be played with the reproducer in a Vertieal
position; all hill-and-dale cut records with the
reprodueer in an Oblique position. |

“Speaks for Itself”

This model is equipped with a worm-driven
motor of our own design—an extra large repro-
ducer—r12-inch turn table and is beautifully
finished in mahogany.

Write Today for our unusually attraetive dealer
proposition and the complete record service we
ean furnish vou.

Liberal Discounts to Dealers and Jobbers

Charles W. Shonk Company

|L707 St. Charles St. American Can Co., Owner Maywood, IlI. |

factories in connection with the business of his
talking machine department.

Robert Shaw has returned from a trip to
Saskatoon.  While therc Mr. Shaw opened a
Columbia department for the J. F. Kearns, Ltd.,
department store with a complete stock of ma-
chines and records. Mr. Shaw is well pleased
with the geuneral trade outlook.

The Chopin Piano & Talking Machine Co.
have completed arrangements whereby a branch
has been opened in Montreal under the manage-
ment of James T. Upton, who was for some
time connected with Goodwin’s, Ltd. J. S.
Sawyer, the sales manager of the company, in-
tends opening branches in St. John, N. B., Hali-
fax, N. 8., Toronto, Ont., and Vancouver, B. C.

Cross, Goulding & Skinner, Ltd.,, have just
completed new Victrola parlors, which are the
only ground floor parlors in Winnipeg, and are
considered to be the finest and most comfort-
able in the West.

MUCH ACTIVITY IN CALGARY, ALTA.

All Concerns in That Section of Canadian North-
west Busy Filling Orders

CALGARY, ALTA., June 2—The Western Gram-O-
Phone representative, Mr. Gillespie, is kept
busy trying to fill orders so has neither time nor
reason to get the blues.

Young & Kennedy continue to obtain their
fair share of the talking machine trade a num-
ber of good deals in Edison Diamond Disc
and Columbia machines having being effected
recently.

The Hardy & Hunt Piano Co. are advertis-
ing extcnsively and effectively and are gradually
building up a fine trade in Pathé phonographs
and Aecolian-Vocalions.

Wednesdays are now legal mid-week holidays
in Calgary, all stores now being required to
close at 1 o’clock p. m. each Wednesday until
the cnd of September,

The Victrola department of the Albert Piano
Co. continues to show good results, and the out-
look for future busincss is most promising.

Manager Charlie Clarin, of R. S. Williams
& Sons Co., Ltd., claims business could hardly
be improved upon, and as proof produced a hat
band with the significant slogan, “Going the
Limit” emblazoned on it. Mr. Clarin mentioned
the fact that there was a heavy demand for
patriotic and Hawaiian records.

Rupert MacMurray is pleased with business,
onc of their salesmen having disposed of five
Edison Diamond Disc machines inside of one
weck in the country, and two in the city proper.

ENLARGE Qﬁ@s IN VICTORIA

Vancouver, B. C, May 28.—~The Kent Piano
Co., which was an exclusive Edison storc in
Victoria, report continually increasing business,
and recently had to increase the accommodation
of their record racks in order to carry more of
cach record in stock owing to the large demand.
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Columbia protits begin, then they go on.
They never end. There are always new

orders, new records, new sales.

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

Columbia Graphophone Co.
Woolworth Bullding, New York

—_— e ————————

SOUND REASONS FOR OPTIMISM IN THE DETROIT TRADE

Increasing Population and Great Activity in Line of Building Construetion Indicates Lively Future
Demands for Talking Machines and Records—Some Trade Happenings

Detroit, MicH., June 9.—Could talk about the
war—Liberty Bond loan——high priccs of food

supplies—and all those things, on the face of _

which it would scem that business was “shot
to picces.” But that's the pessimistic side.
Looking upon business from the optimistic side,
would say that things are mighty good in De-
troit and throughout Michigan. From the
activities in the talking machine stores there is
apparently no let-up in the buying. Here and
there you find a dull day, but taking the month
of May, for instance, it struck a very satisfac-
tory avcrage for business right down the linc.
Some dealers say record busincss was rcal good,
while others rcport a better machine business.
Talking machines from $75 to $150.arc still the
most popular and on somc models the storcs
can’t get enough of them.

We just heard from the United States Census
Burcau *a rough cstimate of Detroit’s popula-
tion—think of it, we are now a city of 850,000
inhabitants with indications that we will be a
million in 1920. If we accept the federal re-
port, Detroit is now the fourth largest city in
the country being excceded only in population
by New York, Chicago and Philadclphia. With
such a tremendous and phenomenal growth, why
should business be anything but good?

Right now approximately $22,000,000 of big
construction work is either actually under way
or about to be startcd. This docs not include
any number of other jobs, such as homes, small
factory additions, apartment buildings, etc, but
includes only big buildings for hotels, rctail
stores or factorics.

Wallace Brown, who is now the cxclusive re-
tail Detroit distributor for the Brunswick phono-
graph, expresses great satisfaction over the new
acquisition. He says that he rcally did not look
for any material results for the first sixty days,
and yet his salcs arc running at lcast 300 per
cent. better. For the present Mr. Brown and his
sales organization are making thc strongcest
drive'on the machines, and the way dcliverics are
being made it is very evident that the Wallace
Brown store is selling a pile of them. Mr.
Brown's new storc is certainly onc that he can
be proud of, while the Brunswick-Balke Co. can
also be proud of having its line represented in
such an attractive store and by such a live wire.
Mr. Brown is just overbubbling with enthusi-
asm for the new line, so much so that hc has
acquircd the franchisc in Cleveland for the
Brunswick line and will open there some time
before July 1. He is also reportcd as being in
negotiation for franchises in other nearby cities.

S. O. Lind is now in complete charge of the
Columbia Graphophone Co. factory branch at
Detroit, 403 Woodward avenue. Mr. Lind, who
has been with the company for nearly fiftecn
years, and for the past few years as salcs man-
ager at Detroit, succeeds into office K. Mills,
who has been in charge for ncarly two years and
who was transfcrred to the managcuient of the

Pittsburgh branch. Seorry to losc Mr. Mills, of
course, but our best wishes to Mr. Lind, for
whom we have the highest and greatest regard.

The Detroit Association of Talking Machine
Dealers has been meeting regularly every month
since the first of the ycar. At the May meecting
a plan of standardizing the nicthods of making
repossessions was taken up. While no definite
action was taken, the matter is still under con-
sideration and each member has been requested
to bring into the next meeting some suggestion
as to how the cvil can be minimized.

The Mighigan Drug Co.,, East Congress strect.
is 1ow conlining itsclf exclusively to the job-
bing of P’athephoncs and Pathé records, having
disposed of its retail Pathé store on Farmer
street to thc corporation which for the past year
has operated the Rex Talking Machine store
at 209 Griswold street. The Farmer street storc
has been discontinued and the stock removed to
Griswold street, where the store is now being
conducted as the Pathé Shop. E. J. LeBourveau
is the manager, and the officers of the corpora-
tion are H. M. Ness, Buffalo, president; R. B.
Adams, Buffalo. vice-president, and George
Prentis, Detroit, sccretary. The change took
place on Junc 1.

As jobbers for Pathé, thc Michigan Drug Co.
are proving themselves to be business-getters.

They have an organization now covering the
entire State and they are combing the State
steadily for live dealers.

There is a great demand in Detroit for na-
tional patriotic records, especially the “Star
Spangled Banner.” The Victor record of tlis
song by John McCormack has proved a whirl-
wind success in all of the leading stores.

Grinnell Bros., who are the Michigan Victor
jobbers, have nothing but encouraging reports
to make, judging from their sales shcets, which
show greater business than last year by a good
margin. Both their retail business in-the twenty-
four stores, and the wholesale business, is
exceptionally good, and their new large ware-
liousc building on State strcet is none too large.

The Operolla Shop has moved from Monroe
avenue to State street, near Griswold, in this
¢’'ty. It has a very modern and up-to-date shop.

Edward Andrew, manager of the talking ma-
chine department at Hudson's, attended the re-
cent convention in Chicago.

The Victrola salesinen of the J. L. Hudson
store have bought liberally of Liberty Bonds.

The Edison Shop and the Frank Bayley Music
storc continue as the only downtown places
whcere the Edison phonograph is sold.

Every day we hear of some furniture store,
druggist or jewcler who has added a phono-
graph dcpartment selling some onc of the newer
makes, yet there is no lessening in business of
the better-known machines. Apparently therc is
business for everybodyv.

STOP WINDING! SAVE TIME
AND ENERGY FOR SELLING

With a Motrola on your demonstrating phonographs your salesman
will be able to wait on more customers and wait on them better. And

that means increased sales.

But the Motrola does more than help you sell more records and phono-

graphs.
you.

It brings you additional profits by selling other Motrolas for

We should like to show you the many letters we have here in our
office from successful dealers everywhere reporting steady Motrola

sales and profts.

passing up profits.

29-31 West 35th Street

It winds phonographs by electricity.
Easily attached in place of the winding handle.

If you are not using and selling the Motrola, you are
Write today for our offer. — =

JONES-MOTROLA, Inc.

WHAT THE MOTROLA DOES

Because it winds the spring, itinsures petfect time and tone.

NEW YORK
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It made a Big Splash at the Chicago Show—

THE READY FILE

DEALERS camc—they saw, they were conquered by this full-grown, profit-inaking, casy-
selling talking machine necessity.

THE READY FILE record system is a hit-—the big show proved that. Tour hundred and

cighty (480) Viclor dealers literally lined up to get in on it there.
That it makes PROFI'TS.

tical, eflicient—that it creates a desire for MORIS records.

CAS'T' your eye over this list of distributers.

heavy fall demand.

They saw it was prac-

Gel your order in now. Be ready for the

You'll Find Your Jobber Here

RUDOLPH WURLITZER CO.,

Chicago, IlL

W. F. FREDERICK PIANO CO,,

Pittsburgh, Pa.

LANDAY BROS., INC,
New York City.

W.D. & C. N. ANDREWS,
Buffalo, N. Y.

C. N. ANDREWS,
Syracuse, N. Y.

E. J. CHAPMAN,
Rochester, N. Y.

HEXT MUSIC CO.,
Denver, Colo.

RUDOLPH WURLITZER CO.,

Cincinnati, Ohio.

CHAS. H. DITSON & CO,,
New York City.

BADGER TALKING MACHINE CO.,

Milwaukee, Wis.

E. F. DROOP & SONS CO.,
Washington, D. C,

OLIVER DITSON CO,,
Boston, Mass.

DEALERS:

J’"um"[‘
}kﬁ ﬂi #ﬂ l

T'his shows how the Ready File appears in
$75 or $100 Victrola

J. SAMUELS & BRO., INC,,
Providence, R. 1.

H. R. EISENBRANDT SONS, INC,,
Baltimore, Md.

I you want to handle a line with REAL,
plofn write your jobber, NOW, or ad-

ECLIPSE MUSICAL CO.,
Cleveland, Ohio.

W. H. BUESCHER & SONS CO,,
Cleveland, Ohio.

PERRY B. WHITSIT CO.,
Columbus, Ohio.

KNIGHT CAMPBELL MUSIC CO.,

Denver, Colo.

MUSICAL INSTRUMENT
SALES CO.,
New York City.

WHITNEY & CURRIER CO.,
Toledo, Ohio.

JOHN ELLIOTT CLARK CO.,
Salt Lake City, Utah.

AMERICAN PHONOGRAPH CO,,

Burlington, Vt.

TALKING MACHINE CO.,
Birmingham, Ala.

SANGER BROS,,
Dallas, Texas.

HENRY HORTON,
New Haven, Conn.

COLLISTER & SAYLE CO,,
Cleveland, Ohio.

H. A. WEYMANN & SON, INC,,
Philadelphia, Pa.

SELLS ‘s

a sct.

THE READY FILE CO., Inc.

INDIANAPOLIS, IND,, U. S. A.
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Featuring the Muswal Possibilities of the
Talklng MaChlne v on o on =

This is the fourth of a series of educational articles on
the Musical Possibilities of the Talking Machine and how
they may be utilized to increase sales. The fifth will ap-
pear in next month’s Talking Machine World.—Editor.

It is a remarkable fact that the great war has
produced an astonishing demand for talking
machines among the British and French soldiers
at the front. Types of portable machines, spe-
cially constructed for exposure and hard usage,
have been developed by enterprising British
manufacturers and have been sold in large
quantitics. But the really most intercsting fca-
ture of the whole matter is found in examining
the lists of the most popular rccords; that is to
say, of those numbers which are sent out to
the trenches, with these machines, in the larg-
est quantities.

Jt'is a decided compliment to the mnatural

musical feelings of people in general that the .

suggestive song, the vulgar dance and the drear-
ily stupid “popular hit”” do not make up the
bulk of the orders shipped to the soldiers who
are doing their marvelous work of heroism, who
are dying for us, out therc in France. It is a
fact as remarkable as it is cncouraging, that the
taste of thosc who are facing the supreme sacri-
fice daily and hourly is a tastc healthy, sane,
cheerful and clean. Old national songs, old bal-
lads, the cheerfully irresponsible but cleanly
comic songs of the music halls, all these are the
favorites of the soldier in the trenches and be-
hind the lines. In a word, thosc who are facing
great things and clemental facts are turning
for consolation to music that, though it be sim-
ple and cven crude, yet is genuinely founded in
the longing and aspirations of the human heart,
What the Public Wants

Of all the parrot-cries that disgrace the intel-
ligence of business men, the stale old “giving
the public what it wants” is, by all odds, the
worst. It is the worst becausc it is the one
that is never brought about. Suggestive plays
are cxcused on the plea that the public de-
mands them. Trashy literature is dumped on
the market because “the public wants it.” The
most hideous vulgarities in music and the dance
are cynically exploited; again because “the pub-
lic wants them.” DBut how fallacious it all is,
this stupidity and vulgarityl Did any onc ever
hear of public demonstrations in front of news-
paper offices demanding vulgar comic supple-
ments or crazy scare-heads or lying padding
of war news, or sob-sister raving over youthful
eriminals? Did any onc ever hear persons fran-
tically demanding suggestive plays; or getting
up associations to insist on thc promotion and
sprcad of public dancing in hotels and restau-
rants?

The Truth About it

The fact is (now isn’t it?) that vulgar-minded
men find always a certain strong tendency on
the part of the public to respond to suggestion
of a more or less crooked kind. Itis found that
a vulgar idca.takes on to a certain extent; and
then all the rival producers, or composers, or
publishers rush to imitate; seeing that it is easicr
to imitate onc sort of hit than to originate a new
sort. There is your “public demand.” The in-
herent human tendency towards accepting what
is the fashion deceives us all into supposing that
we are frantically insisting on that which is
actually heing shoved at us day and night and
which we could not escape if we would.

War and Our Advantage

Now this country has gone to war. Would
to God some of our self-elected leaders of pub-
lic opinion would realize that plain fact and
ccasc beginning “no matter where our sym-
‘pathics may lie,” etc. Our sympathies have to
lie, henceforth, with the U. S. A, and nowhere
else. For we have gone to war. During the
continuauce of that war many things more or
less surprising and unusual will certainly hap-
pen. Somc of them, nay many of them, will try
our souls and scarch our true selves to their

depths. War is no stupid play. It is grim,
serious business. But, are we in the talking
machine trade going to see that we may turn
the events before us to our own perfectly legiti-
mate advantage, and perform a public service at
the same time? It is for us to see this and my
special purpose at present is to show how this
may be done.
The Changing Demand

Let me make the position clear., War tries

us. War brings the realities before us and shows

us the absurdity and the stupidity of much that”

we have sometimes supposed to be necessary to
our comfort and convenienice, not to say to our
very existence. When we are at war, we begin
to think seriously about many things; and
frivolities begin to lose thcir charm. The par-
ticular sort of frivolity which is comprised in
vulgar, suggestive musie, song and dance, is one
that will surely disappear in the stress of war.

Supposc this happens, and suppose that the
present enormous demand for the vulgar and
trivial in talking machine records begins to fall
off, and continues so to do, what will be the
result for trade? Plainly we must begin to
consider the substitution of other and better
music. Can we do this? Indeed we can.

The Music That Inspires

What kind of music particularly is likely most
to suit the real heart-to-heart wishes of a people
at war? Surely the answer is plain. The kind
of music that inspires to calmness, to courage
and to quict confidence in the divine justice. It
is sure that the coming months will see a grow-
ing demand for the more scrious music; but it is
not at all outside the bounds of possibility that
if we do not look where we are going we may
make the cnormous mistake of failing to en-
courage the use and cultivation of music. If

By William Braid White

we, through our own neglect and indifference,
proceed to allow matters to take their own
course, it is certain that we shall experience a
falling off in popular demand without there be-
ing anything else to take the place of what will
no longer be wanted. The result will be any-
thing but pleasant,
The Serious Revival

Yet this need not be for a moment. The pub-
lic not only can be-led to demand more and
more largely the better, higher-priced and more
worth-while records, but with this demand will
come the paralle] demand for machines. The
leading is the important matter and that is a
question for each one of us to decide.

It seems plain to me that there should be a
considerable revival of interest in all that per-
tains to the more serious things of life; but it
may as well be noted right here that the Amer-
ican pcople have hitherto refused most strenu-
ously to consider music as serious. The demand
for such things as talking machine records may
fall off if the public is not assisted to think of
the matter more sanely. This encouragement
to buy certain kinds of records on account of
the war, because we are at war, is, I think, the
sccret of our success in the talking machine
business during the next few months and per-
haps for the next year or so.

Now in past articles I have been talking of
“the musical possibilities of the talking ma-
chine.” I am still on that subject; for it is just
these unlimited possibilities that may now most
splendidly bc utilized for the furtherance and
advancement of aur business during these times.
There never was a time when the true musical
possibilities of the talking machine could be so
advantagecously utilized as they can be right now.

(Continued on page 47)

Enclosed-type
Phonograph
Cabinet

Made in two sizes to convert $15 and $25
‘*Victrolas”’
Improves appearance.

into large, enclosed cabinet types.
Front doors of machine
open outward through the two
upper doors of cabinet—the
fourdoors thus form an oblong
sound amplifying chamber
that zmproves the tone. Provides
dust - proof record compart-
ment. Machine remains
portable. Your retail price of
combination cabinet and Vic-
trola much lower than that of
the regular cabinet type—and
you make a good profit.

Sells to present owners of small ma-
chines and to those who cannot afford
regular cabinet styles. Meets the
competition of cheap machines and
takes the place of a stand. Proving
a distinct success wherever handled.

Whrite at once for full information
and prices

The C. J. Lundstrom Mfg. Co.
LITTLE FALLS, N. Y.
Branch Office : Flatiron Bldg., New York City
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The B & H FIBRE NEEDLE has

\_jy
\
' done more towards encouraging the col-

lection of Record Libraries than any other
single argument connected with the sale of
talking machine records.

It is the only needle that cannot injure
the record, and therefore the only logical

needle for the use of the record collector. . |

The Record Collector is a growing
assel lo cvery dealer.

The B & H Fibre Needle is protected by
U. S. Letters Patent and manufactured only by the

B & H FIBRE MFG. CO.

. B 3335 W. Kinzie St. CHICAGO, ILL.

Record Libraries |
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PADDACK DIAPHRAGM, Inc., 451 Hudson Ave.,Brooklyn, N.Y,

Let Us Prove to You Why

The Paddack Diaphragm

Is “Better Than Mica”

The Paddack Diaphragm produces a sweeter tone than a mica
diaphragm, is guaranteed for the life of the sound box and requires
no testing. There are no seconds in Paddack Diaphragms, for
production in our plant is uniform.
for maximum service to our trade.

Let us send you samples and prices

Our factory facilities provide

FEATURING THE TALKING MACHINE
(Continued f[rom page 45)

To take the obvious thing first. Suppose we
go through the catalog of Victor or Edison or
Columbia or Pathé or other makers of records
and look up a general list of all the patriotic
music we can find. Such a list is quite extensive
when we come to look it up. Let us get out our
stock, dust off all the records we have of a
patriotic nature, and start in by advertising
somewhat like this perhaps:

WAR-TIME TRIES
BUT MUSIC INSPIRES
THE NATION'S SOUL!

Do you think the boys of '61 could
have marched and fought witliout music?
NO!

Do you think our Allies do without
music in this great war? NOI!

Do you think our own brave boys
whom Pershing will soon lead in I'rance,
will do without Music? NO!!!

Then perhaps you know that the most
inspiring patriotic music of the world is
of our own dear land. If you don’t know
that, you have a treat in store for your-
self and your family.

The Blank Talking Machine, with the
Blank Records, will bring you TO-DAY
the world’s finest *

PATRIOTIC MUSIC

Read the list below; then call in and

make your choice!

Then make your list of patriotic records to
follow; and if you like you might add this as a
P. S.: “Perhaps you don’t know that our Allies,
not forgetting the 50,000 Amecrican boys (and
girls) now in the French Army or in the hos-
pitals at the front, or driving ambulances, want,
call for, literally eat up, all the American patri-
otic records they can get hold of. Why? Be-
cause they are the best!”

Now 1 doir’t pretend that this is a perfect
piece of advertisement writing; and any onc
who does not like it is quite at liberty to im-
prove it by writing a better one in place of it.
But it gives an idea, and that is the main thing.
Advertising like this will bring results.

Patriotic Recitals

Then, so long as we are starting the thing
we might as well go further and do it right.
A daily recital of patriotic music will go well
and incidentally attract people who will, per-
haps for the first time, realize how fine a musical
instrument a good talking machine is; realize,
in short, that it is not only a talking, but a sing-
ing, a playing, in short a music, machine. Patri-
otic music recitals can be given as elaborately as
you please, for we all know that the people will
always come—God bless them for it—to any-
thing that looks like a flag rally. I don’t mean
to suggest any cheapening of the flag; we have
had enough of that and to spare in the past. I
mean that a patriotic occasion of any kind, got

up cheerfully but with dignity and good senses =

featuring patriotic music in a manner wholly
without offensive commercialism, will bring its
own comimercial reward.

Aud I think it would be the best of policies
for talking machine dealers everywhere to fea-
ture patriotic music recitals and patriotic music
records whenever and wherever possible.

And Religious Music, Too

RBut not only patriotic music is at the moment
an asset. Religious music is equally valuable
at this time and it happens that talking machine
record catalogs are quite rich in solos, quartets
and choruses of a religious character. Some
of the sweet old hymns like “Lead Kindly
Light,” some of the majestic choruses like the
Hallelujah from Handel's Messiah; and many
others that a search of the catalogs will reveal,
should be made the subject of special advertis-
ing drives just now. They will sell, never fear,
if once they are put forward rightly.

Oune need not fear to say candidly that in
times of stress the glorious songs of faith and
inspiration that nerved our forefathers may
nerve us again. One need not fear to say that
present times demand a more thoughtful and
courageous outlook on life and that frivolity may
be put on the shelf for a time. Then, following,
one may list one’s large stock of fine religious
music; and see what happens.

For that matter, a simple publication of spe-
cial lists of such records, without special com-
ment, will certainly be effective.

Patriotic Opera Concerts

Did you ever think of the possibilities of a
“patriotic opera” concert? I mean that there
are many operas among the greatest, that deal
with patriotic subjects. Most of these have to
do with national struggles for freedlom and are
therefore most interesting at the present time.
Such are Wagner’s Rienzi, Verdi's Sicilian Ves-
pers, Glinka’s Life for the Czar, Rossini’s Will-
iam Tell, Meyerbeer’s The Huguenots, and
others. A recital made up of selections from a
set of such operas would be extremely inter-
esting just now, and careful perusal of the cata-

logs of the leading composers will enable a
proper choice to be made without difficulty.
Why Suggestions Are Made

Of course, all these suggestions are made
principally with the notion of getting dealers
to thinking seriously about the development of
their business during war-time. We are a great
people, no doubt; but we are most assuredly a
carcless pecople. And we find it hard to adjust
ourselves to the understanding that we are at
war and that things simply do not go, during
war-time, as they go during peace. But it
might as well be realized now, as later on, that
the office of music is never more important than
during times of war, that the talking machine
is the musical instrument peculiarly the best for
war-time and that the musical possibilities of
that machine appeal during such times more
strongly than at any other time, simply because
war-tried peoples have less patience with frivol-
ity and more desire for what is fine and great.
Now, good music shows off the possibilities ol
the talking machine as no stupid stuff ever does.
One gets hideously tired of the cling-clang of
fox-trots; but one never gets tired of Caruso, of
Galli-Curci or of Gluck. For my part, when
the war cloud hangs too low and the heart is
tired through with its horrors and the whole
world seems under a black pall of depression,
the glorious tones of Clara Butt singing “Ol
Rest in the Lord” are the finest” of medicines.
And that is the sort of power your talking ma-
chines can give in these days of trial.

Let us all feature the musical possibilities of
the talking machine; and do it in ways calcu-
lated to fall in with the spirit of the times.

GIVING RECITALS IN SCHOOLS

W. J. Benjamin, Vandergrift, Pa., is now giv-
ing a special series of Victor demonstrations in
the public schools of that place with very
satisfactory results. Miss Wood, of the W. F.
Frederick Piano Co. educational department, is
assisting in the work.

SLIP THEM IN A

2o
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CRIPPEN-RASE CO,, Inc,,

The Easiest W; |
To Handle Records

Gets the record you want in an instant. No
hunting through or handling of other rec-
ords. With the “Crip-N” Record File a light
touch of the finger performs the whole op-
eration of placing the record in your hand
ready for the machine. Nothing could be
simpler or more efficient.

A simple demonstration is sufficient to
convince your customer that the “Crip-N”
File fills his real need for an easy and quick
method of handling his records.

Adapted for Victor, Columbia, Vocalion
and Pathé 10- and 12-inch records.

Send for Catalog and dealers’ special
proposition. It will interest you.

77 South Avenue,
ROCHESTER, N.Y.
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JOIIN L. SPILLANE FRED P. OLIVER FRANK ROBERTS JAMES F. ASHBY

Assistant Secretary Vice President and Gen'l. Mgr. J. NEWCOMB BLACKMAN Secretary Assistant Treasurer
- President and Treasurer

OFFICERS OF THE BLACKMAN TALKING MACHINE CO.,, NEW YORK

FIFTEEN YEARS AGO on May 1, 1902, after a previous experience of five years in the Talking Machine
Business, J]. NEWCOMB BILLACKMAN established the BLACKMAN TALKING MACHINE CO., as a JOB-
BER at 19 Beekman Street, New York.

ITe started in a Modest Way, in a Small Store, with Small Capital and Two Employes, but with a Firm Con-
viction that he would succeed and that no work would be too hard that would make success possible.

A BIG BROAD POLICY was adopted, supported by very little “WISHBONE,” but a determined “BACK-
BONE.” It was a policy of “A SQUARE DEAI, FOR ALL.” A policy not to attempt too much at once, to be
honest and conservative in buying and selling and not to “plunge.”

The confidence of everybody was sought, and Mr. Blackman decided not to sell any goods he could not
stand back of. ¢

The first six months was “ITARD SLEDDING,” but at the end of the first year snccess was assured and each
year since has shown a STEADY and HEALTHY GROWTH.

The sales for last year, ending April 30, 1917, are 32 TIMES those of the FIRST YEAR, and those of the one
month only, DECEMBER, 1916, were 4 TIMES the ENTIRE FIRS1T YEAR’S SALLS.

We Delieve this indicates that the “BLLACKMAN POLICY” is a good one and that the trade that supports
such a Policy is a good trade. We want the “BEST POLICY” and therefore complaints and suggestions will al-
ways receive careful attention.

“BLACKMAN SERVICE” must always be the BEST we know how to make it.

J. NEWCOMB BLACKMAN, the founder, head and controlling owner of the business, tenders his sincere
thanks and appreciation to all patrons, creditors, employes and others who have contributed to the success of the
business, and pledges himself to continue the “BLACKMAN POLICY” of the last 15 years, or any Policy that
will make for “Honest Dealing” and “Reciprocity Square Deal” for all.

Taiking Machine Co.

97 CHAM BERS ST. NEAR CHURCH ST, NE.W YORK
“EXCLUSIVE VICTOR DISTRIBUTORS?”
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PITTSBURGH ASSOCIATION COMBATS FALSE ECONOMY

Launches Advertising Campaign to Mold Public Opinion—Planning Other Activities—Trade Well
Represented on Business Extension Tour—Excellent Reports From Jobbers and Retailers

PirrssurcH, PA., June 6—The talking machine
trade is uniformly active in the Pittsburgh ter-
ritory, jobbers and retail dealers alike report-
ing a nice increase in business over the same
period of last year. Record sales are reaching
very satisfactory proportions, and the success
of the present whirlwind campaign on patriotic
numbers has passed all expectations. The
larger supplies of both machines and records
has enabled distributors to more effectively meet
the demand, and in general there has been a
marked improvement in this direction.

The dealers throughout this section, in co-
operation with the Talking Machine Dealers’
Association, lave launched a timely advertising
drive to establish the fact in the minds of the
public that “economy” should not apply to such
a vital necessity and refining influence as
music, and the talking machine in particular.
The trade is featuring this point strongly and
with good result.

At a recent luncheon of the Talking Machine
Dealers’ Association in the Fort Pitt Hotel, the
chief discussion centered around the possible
effects of the war upon trade conditions, and the
plans were made for the advertising propaganda
now being carried on. At this meeting an in-
terest table compiled by a committee of the or-
ganization, was officially adopted and distributed
among the members. This table is designed
to furnish for dealers a quick and uniform
method of computing interest on talking ma-
chine sales for any given period.

Arrangements are under way for a big spe-
cial meeting of the Talking Machine Dealers’
Association on Tuesday evening, June 12, in
the auditorium of the Standard Talking Machine
Co. Building. Efforts are being made to bring
together the entire membership of the asso-
ciation on this occasion, and a number of im-
portant matters are to be considered. Among
othef topics to be discussed will be the special

war tax upon musical instruments. Action will
also be taken upon the proposed exchange rec-
ord burcau among the dealers composing the
association. Plans will be perfected at this
time for the annual picnic to be held this sum-
mer. The meeting will be brought to a close
with a dinner served in the Standard rooms.

The talking machine trade was represented on
the seventeenth annual trade-extension tour of
thhe Pittsburgh Chamber of Commerce, May 15
to 18, by J. Fisher, manager of the C. C. Mellor
Co. talking machine department, and J. C
Roush, president of the Standard Talking Ma-
chine Co., and Wallace Russell, advertising man-
ager of the same firm. In the interest of
Pittsburgh products the large party made a
400-mile trip to many points in western Penn-
sylvania, West Virginia and Ohio, where
brilliant receptions were tendered them by the
various trade and civic bodies. The special
train, elegantly furnished and equipped, was be-
decked with American flags, and “Speed Up”
was the slogan. Messrs. Fisher, Roush and
Russell tendered glad hands and distributed at-
tractive Victor souvenirs. They played an im-
portant part in making the tour one of the
most distinctly successful in the history of the
Chamber.

Manager K. Mills, of the Columbia Grapho-
phone Co., reports a gratifying volume of busi-
ness and states that general conditions are quite
satisfactory among the Columbia dealers in this
district. Mr. Mills, who assumed charge of the
Columbia branch a littlc over a month ago, suc-
cecding Lambert Friedl, is enthusiastic ovcr. the
summer and autumn outlook in Pittsburgh.

H. L. Fields, formerly identified in an impor-
tant salcs capacity with a Des Moincs, Ia.
manufacturing concern, has been. appointcd as-
sistant to Manager Mills.

H. L. Ireland, formerly assistant manager of
the Columbia branch, has become city sales rep-

rescntative.  Mr. Ireland is widely and favor-
ably known in the trade here, and he is as-
sured of much success in entering upon his
new duties.

The Standard Talking Machine Co. has in-
augurated, among other unique features of its
elaborate “Standard Service Department,” a
serics of  sales letters for Standard dealers.
Thesc letters, setting forth the attractiveness
of the new monthly records, are printed and
multigraphed in the Standard plant, and are be-
ing sold to dealers at’ cost.

J. C. Roush, president of the Standard Talk-
ing Machine Co., leaves June 11 for a business
trip in thc East.

French Nestor, the manager of the Standard
Talking Machine Co. spent several days in
Cleveland, O., during the week of May 28 in
the intercsts of Standard business.

Gustave A. Greisbach, for several years one
of the mainstays of the sales force of the W. F.
Frederick Piano Co. retail talking machine de-
partment, has joined the colors with the Signal
Corps of the Eighteenth Regiment Pennsyl-
vania National Guard. .

F. 8. Samuels, progressive Victor talking ma-
chine dealer of Bedford, Pa., attended the Chi-
cago music trades convention, and from there
went to Kalamazoo, Mich., where he is spending
ten days.

The \Woodlawn Talking Machine Shop, Wood-
lawn, Pa., has installed two handsome new dem-
onstration parlors. Manager Raymond Rew-
bridge reports business steadily expanding and
the outlook favorable.

Ray Veiock, president of the Veiock Music
Co., New Brighton, Pa., has purchased an at-
tractive Buick automobile and is using same to
good advantage in securing talking machine
business. Mr. Veiock reports trade quite active
and conditions good in his locality.

Sarah Horner, one of the owners of the
Rochester Music Co., Rochester, Pa., prominent
Victor dealers, was a recent visitor at the W. T.
Fredcrick Piano Co., wholesale dcpartment,
Pittsburgh.

Acme Die-Casting Process
Solves a Problem for

Phonograph Makers

Acme Die-Casting engineers have worked out the prob-
lem of producing tone-arms that will meet the specifications
of all manufacturers. Ideas and designs originated by us have
been widely followed in the trade.

The usual tone-arm construction produces a sharp angle.
at the inner curve of the elbow, to permit withdrawing the
At the request of Phonograph experts
who wished a smooth, even tone-chamber without sharp
angles we produced tone-arms a few examples of which are
here illustrated—cut in half to show the construction.

steel cores in the die.

Acme Die-Castings in Aluminum or White Metal Alloys

The Acme organization aims to “serve”—to furnish

you with the product you specify and want.
Die-Cast parts are smooth, clean and free from surface
There are more Acme Die-Castings

imperfections.

Acme

used in the Phonograph trade than all others combined. .
This can only be explained by the Merit of the service. -

ACHIC Di@-

BOSTON—176 Federal Street

PHILADELPHIA—Widener Building

DETROIT—965 Woodward Avenue

3\

Braokyn, N.Yy

Accuracy Guaranteed

PR 5
st orporation
Bush Terminal Bdg ¥, 5. 3311 St. and 3d Ave.
CHICAGO—549 Washington Boulevard

CANADIAN DISTRIBUTERS—
Lyman Tube & Supply Co., Ltd., Montreal
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MAKING THE TALKING MACHINE DEALER'S MAIL LIST PAY

List Must Be Up-to-Date—Dead Names Removed—Keeping in Touch With Visitors to Store—
Prizes for Names—Utilizing Telephone Directory—Other Pointers

Every dealer is interested in the question of
expanding his domain of trade, and there is
no topic of greater interest in that connection
than that of making the mailing list pay. Next
to personal intercourse, the mail can be used
most advantageously in developing interest in
one’s store, but the mailing list must be handled
intelligently in order that satisfactory results
may be obtained.

A talking machine dealer who claims to be
making money through the use of his mailing
list claims that personal attention to the end
that the list is kept up-to-date is absolutely
necessary. Dead names on a list means loss
of money, while every name left off robs the
store of potential sales. It's the live names that
count.

In an article in the Columbia Record the
writer tells in part how he keeps his list up-to-
date. He encourages his sales people to take the
names and addresses of all persons who enter
the store. Monthly prizes are offered to the
salesmen who secure the largest number of
addresses. Customers with whom the salesmen
are well acquainted are asked to make out a
list of talking machine owners among their ac-
quaintances so that they may be circularized
to the end that record trade is developed. This
writer adds that the success or failure of many
dealers is in direct ratio to their. knowledge of
the whereabouts of talking machine owners in
their zones. It is a factor of great importance
in the development of the business. The writer
then expatiates thus:

“Before giving you a few hints on how to
keep your lists I want to say that there is noth-
ing like a .personal letter to keep a prospect
interested in your proposition.

“In cases where I consider the chances of a
sale good, I always follow up with a friendly
informative letter that brings him into my store.

“My first rule is: ‘Know as much as possible

about everybody on the list!’ First of all find
out ahout his financial standing. What kind of
a position does he hold? Is he good or bad pay?

“In small towns it is comparatively easy to
find out all about a prospect. Does he own his
own business? If a farmer, is he an owner or
a tenant? Has he children? What is his all
around reputation for honesty and reliability?
Go over your list, name by name, mark the
doubtful ones and find all of these things out.
In the city as well as country communities the
polling lists furnish you names.

“Read local papers carefully. In news and
society colmmnns, in engagement and marriage
notices, in court news, are the names of hun-
dreds of good prospects in the course of the
year.

“In city centers get names from telephone di-
rectory and occupations from c¢ity directory. It
is a good rule to ‘Blue Book’ lists of club mem-
bers. Names of automobile owners represent
persons of buying power. City dealers who can
get hold of lists of gas and electricity buyers
have valuable names. Of course, all these names
are quite apart from the names of persons who
visit your store.

“In compiling your mailing list take a map of
your city and divide your territory into zones.
It isn’t wise, always, to judge a prospect by the
part of the city he lives in or the rent he pays,
but this should be taken into consideration.
It isn’t good policy to ignore the poorer dis-
tricts and build your list entirely around the
names of people who live in ‘swell’ neighbor-
hoods and pay high rent, but it gives you a good~
line on the ability of these people to buy and
pay for Columbia records and Grafonolas.

“Some dealers make it a practise to circular-
ize salaried persons, like teachers, public officials,
all people in the clerical and executive class,
rather than the wage earners, but I find that
workmen in the shops and factories, for in-

carefully, hear the machine, and
you'll agree that it is truly
The World’s Musical Instrument.

Send for our special proposition

HOFFAY TALKING MACHINE CO., Inc.

3 WEST 29TH STREET NEW YORK CITY

stance, are often very good prospects and ap-
preciate music in their homes. I wouldn’t
ignore them if I were you. People with fixed
incomes can be depended upon to ineet in-
stalment plan payments a little more regularly
than a workman who is liable to be laid off
when there is a dull time in his industry. But,
in cash business, one man’s money is as good
as another’s.

“To sum it all up, you have the names of all
prospects on your mailing list and then follow
them up persistently until you get them into
your store.”

As a last” admonition you must follow them
up with dogged perseverance to get the biggest
possible percentage of business. Quitters rarely
have any success in resorting to the mails.

ANNOUNCES CHANGE OF NAME

The Independent German-American Talking
Machine Co., manufacturers of phonograph mo-
tors and accessories at 54 Bleecker street, New
York, have applicd to the Supreme Court for
elimination of the words “German-American”
from the company name in view of the present
political situation. The company will be known
in the future as the Independent Talking Ma-
chine Co., Inc.

Be your own traffic cop—and keep the “go
ahead” sign in force constantly.

On aud after July 1st the Stewart
Phouograpl, Model C, will be sold
through selected aud exclusive deal-
ers ouls

dealers if their applicatious are ve-
ceived promptly.

The Stewart Phonograpl is a big
mouey maker.

Exclusive Territory for Dealers—Act Quick!

priced phenograph. It

h price.
With our new dealer

Applications are now being re- propoesition it will prove even inore developed to the highest possible Stewart Phonograpl holds for you?
ceived. Many of the most aggressive profitahle for progressive deulers. point. It is a big seller now. A hig market
dealers are arranging to establish a T'he demand for Stewart FPlono- The Stewart Pbonograph is an all- cxists. 1t is only up te active, live
Stewart Phouograph Department grapbs is already big and is increas- year-around article. A dealer can dealers to supply the (]em'md
and propose to make the Stewart “’K very rapidly. sell  Stewart I'hionographs in the If you want to
an important feature of their busi- The Stewart Phonngxaph fills a summer as well as in the winter. get in on the

Right now_ there is a

PHONOGRAPH

will play
every record of auy size, make, or

Lvery mechanical feature has been

great Dbig

E

(New Model C)

773

especially desirable. It can be used
anywlhere—any time—for any pur-
pose.

Can’t you see the possibllities the

ground floor

less. blglgap in the muslcal instrumecut

This announcement will bring ap-
plications from dealers everywhere,

you want to take advantage. of
our very attractive “exclusive dealer
proposition,”—act quickly! Don't
delay—or, you may be too late. Pref-
erence will be given to our present

STEWART PHONOGRAPH CORP., 327 Wells Street, CHICAGO, ILLINOIS

It places within the reach of mil-
lions of families with wmoderate
neans, a popular priced phouograph
which is acknowledged to be uothmg
short of marvelous.

It bas volume aud quality of tone
uusurpassed by any other popular

demaud for the Stewart IPhonograpli.
It is exactly what pecople want for
summer use. Just the thing for va-
cation trips, picnics, anto parties,
sumnier lomes, ecamping, boating
parties, impromptu dances, ete.
Mounted in a earrying case. as
shown in small cut, the Stewart is

write or wire at
once for our ex-
clusive dealer
proposition,
Don't put it off
and let sonicone
9Lse beat you te
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BUSINESS FOR MAY IN BALTIMORE SOMEWHAT UNEVEN

Dealers Divided Regarding Prospects With Optimists in Majority—Heath’s Encouraging Report
—Droop’s Good Showing for May—Difficult Still to Get Machines—Big Call for Patriotic Records

Bartimore, Mp., June 7—The talking machine
business for the month of May just closed was
not quite as good as last May with some of the
distributors, while it showed up a good average
with others over the corresponding month of
last year. Distributors found many of the re-
tailers in a curious frame of mind. Some of
them hield back ordering for a time and could
not be induced to see the handwriting that busi-
ness was hound to incrcase. Others, belicving
that the coming season will be an exceptionally
good one, went right ahead and placed orders
for as many machines as they could possibly
handle. A canvas of the retail trade showed
that the “first part of the month business did
not show as well as it had been, but toward the
middle of the month it came back strong, and
dealers who were beginning to lose faith once
more became optimistic. Record business was
very good with most of the dealers, and this
was due to the fact that dealers have now a
pretty good assortment of records. In fact the
dealers throughout the section are for the first
time in a long period satisfied with their supply
of records, which are able to mect the demand
of all of the trade.

A. J. Heath, manager of the Columbia Grapho-
phone Co. for this territory, returned last week
from a trip through North Carelina, Virginia
and West Virginia. Mr. Heath is in a highly
optimistic frame of mind, and declared that if
the crops through that section bore out expec-
tation it would be a great season for business
Continuing Mr. Heath said: “For a time many
of the dealers in various sections of this city
and in the territory in this section could not be
induccd to take on the proper stock. Others
having faith in the business did not make any
change in their orders for this time of the year,
and many of them increased their demands.
The dealers, who held back at the start came
through with their orders toward the latter
part of the month. Business for the month
stayed ahcad of the same month of last year,
but the average increase was not as great for
May, 1917, as it was for the other months of
this year. But I feel sure in saying that the
year is going to be a big one, and the fall
business, which will be with us in a few months,
will be greater than ever.”

W. C. Roberts, for E. F. Droop & Sons Co,,
Victor distributors, stated that the month of
May was behind the same month last year, but
he looks forward to a big month for June. Je
said that the indications were for Dbig retail
business during the month, and now that ma-
chines and records were coming through in bet-
ter shape, conditions warrant an optimistic
view. Record sales and collections have both
been good during the month.

W. B. Turlington, of Sanders & Stayman Co.,
Vocalion distributors, is pleased with the way
business continues, and he believes that this
year will show -a fine business record. He is
taking in all bf the machines and records that
he can get hold of, and so firm is his faith in the
future of the bhusiness that he has bcen watch-
g the market closely to stock up.

Jesse Rogsenstein, for the National Piano Co.,
distributors for the Pathé line, reports a good
month’s business and expects it to continue good
through the month of June. Machines and
records are both coming in Dbétter. Lddie
Roscnstein, who looks after the wholesale busi-
ness for the firm, says the prospects loom big
for the rural territory. ¢

I. Soit Cohen, of Cohen & Hughes, Victor
distributors, says that despite the let up in cer-
tain quarters the Victor Co. is still unable to
turn out sufficient machines to take care of the
demand. Mr. Cohen spent several week ends
in New York, and at Camden, Victor headquar-
ters, in an cffort to get more machines to take
care of his customers. Mr. Cohen reports
May business exceeding that of the same month
of 1916, and he looks forward to good business
this fall.

C. B. Noon, manager of the music depart-
ment of The Hub and Hecht Brothers & Co.
Furniture House, reports a good retail business
at both stores. Mr. Noon feels that business
is going to continue to pick up and show good
returns throughout the balance of the year. M.
J. Rogers, who is Mr. Noon’s assistant in the
Victrola department at The Hub, is in New
York, and will visit the Victor factories and get
closer to the construction of both machines and
records and other details.

Business with the Victrola department of the
Mann Piano Co. was pretty good for the month.
Mr. Mann expects the summer months to show
very good, and he looks forward to a good fall
business.

Throughout the city there is still a big de-
mand for the popular and patriotic records.
There is also some demand for the patriotic
airs of our “Allies,” especially the French Na-
thonal Anthem.

GETTING ON IN BUSINESS

No Rules in “Getting Along,” It Is a State of
Mind, Says a Man Who Knows

An expert on business declares that he has
received a letter from a young man who says
he is just going into business with another
young man and he wants some rules for “get-
ting along” with his partner. He answered:
There are no rules. “Getting along” is a state
of mind. This state of mind consists in seeing
the business itself as a whole, not as yourself
or your partner, but as an institution. Do not
work for yourself. Do not work for your part-
ner. Work for the business. Keep closely in
mind the oncness of the institution.

If you work for the institution, and your part-
ner works for it, then the institution will pros-
per to the individual profit of both of you. If
you and your partner get this mental attitude—
the oneness of the business, that what is fof
the -good of the business as a unit is for the
profit of each, then there will be no object in
one taking any advantage over the other.

Speed!

—one of the prime requisites of good
Victor distributing service, i1s a point
upon which our organization lays
particular stress.

In-so-far as stock permits, all orders
are shipped the same day as received.

This is accomplished without sacri-
fice as regards accuracy in filling the
order and care in packing.

Schmelzeb(limsiéz,

. The Oldest Victor Distributors in the South West

KANSAS CITY, MO.
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GETTING PEOPLE IN YOUR STORES

How E. F. Waits, of Corinth, Interests Pedes-
trians in His Line of Talking Machines

Cornti, Miss., June 2.—There are many ways
in which to attract the attention of the pedes-
trian, thereby enticing him into your store, but
one of the most unique and at the same time an
exceedingly efficient means of attaining this re-
sult has been devised by E. F. Waits.

Mr. Waits, who is a jeweler, handling both

R,
Window Which Attracts the Pedestrian’s Ear
Columbia and Victor products, is a man of un-
usual ability, and aggressive ideas. He has
rorked out and installed in his store a dem-
nstrating machine that when played, can be
heard for blocks around, or controlled so that
just the right volume is in evidence to attract
the pedestrian directly in front of his store. An-
other very unique feature is that when playing
loudest, there is no sound in the store, but
volume enough outside to overcome all the
noise of the street traffic.

It will be noticed in the accompanying photo-
graph that just above the “Note the Notes” sign
is secmingly an innocent ventilating system for
the store, but in reality, both of these sections
represent the “bell” of the horn, and the slats
or leaves are controlled by a lever in the store,
thereby allowing the operator to vary the vol-

ume of sound at his will. The horn itself is
about five feet deep with a connection running
down to the machine. Connected to this same
operating base is another tone arm and repro-
ducer which runs up to a similar horn, but
much smaller, inside the store. Mr. Waits
uses this to demonstrate nearly all of his rec-
ords, and it has the advantage of sending forth
the melodious tones out into the street, at the
same time he is playing for his record customer
in the store. Although there are two repro-
ducers in contact with the same record, there are
no conflicting sounds at all.

Another very good feature about this ingen-
ious device is the very good advertising Mr.
Waits gets from it. When the slats are closed
you-behold two instruments painted on them.
Hearing the music, the innocent passerby nat-
urally looks up to discover where the music is
from, sees the “Note the Notes,” remembers
what record he wants and promptly goes in.

Conditions, generally speaking, are very much
improved in this section, and every one is very

optimistic. Taking the high price that cotton
brought this yéar and the outlook for the most
attractive prices for every kind of farm product,
the future seems to hold very alluring possi-
bilities. Record buying has been stimulated,
and a larger percentage of machines sold this
spring than heretofore have also helped business.

Mr. Waits looks more to the sale of the
higher class of records, carrying a very good
stock for the size town, and specializing as he
does on this particular branch of the record
business increases his profits not a little, as it
does not conflict with the salé of the popular-
priced records, but on the other hand tends to
“lift” the record buying public.

PRICE LIST ON DECALCOMANIE

Special Illustrated Card Issued to Trade by
Globe Decalcomanie Co.

The Globe Decalcomanie Co., 73 Montgomery
street, Jersey City, N. ], are sending out to
the trade an illustrated price list of decalco-
manie name plates. The list is in the form of
a four-page folding card, one section of which
can be used as a postal for:ordering transfer
name plates, and also the transferring outfit
which the Globe Co. claims is one of the most
simple, economical and at the same time attrac-
tive methods in use. The Globe Decalcomanie
Co. is also sending out samples to interested
dealers and manufacturers.

STEADILY EXPANDING ITS BUSINESS

BerkeLEy, CAL., June 4—The Kruschke Phono-
graph Co., distributors for the Pathé Fréres
Phonograph Co. in this territory, have been
making very satisfactory headway in develop-
ing a wide demand for the Pathé line, and in
order to take care of their fast growing busi-
ness have obtained another establishment in
Los Angeles.

The company has established new dealers
throughout its territory, and its traveling repre-
sentative, Mr. Gilecrest, who recently returned
from a week’s trip, made arrangements whereby
the Pathé line will be handled by many repre-
sentative dealers.

ADVERTISEMENTS THAT APPEAL

The best advertisements are those which not
only appeal to the eye quickly, and convince the
mind readily, but also last the longest in the
memory. Virtually the effect of such adver-
tisements never dies, and they appear oftenest
among the car cards. .

advanced.
motor construction.

248 Boylston Street

MANUFACTURERS-
ATTENTION!

The 1918 model of VEECO, the ELECTRIC DRIVE OF SUPREMACY for
TALKING MACHINES, will be ready for the market in about a month, .

The mechanical construction in this electric motor in every respect is the most
It departs entirely from the trouble-giving parts of all talking machine

Solicitation was made from the highest authorities for. criticism and we can
truthfully state that there is no mechanical criticism to this new model.

. It will be an eyc-opener to all talking machine manufacturers in the way of
Ingenuity and simplicity of construction and all running parts are so designed that
the longer this motor runs, the better it will become.

We have made changes in our Vitraloid turntable which, together with the motor,
makes our complete product entirely distinctive in every respect.

. We solicit your inquiry as to prices and terms and we will be glad to furnish you
with a sample motor complete for two weeks’ trial without any expense to you.

Our motors are guaranteed in every respect for two years.
-

- THE VEECO COMPANY

THE ORIGINAL PRODUCERS OF'A COMPLETE ELECTRIC DRIVE FOR
THE TALKING MACHINE MANUFACTURER’S USE.

Boston, Mass.
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ay on ALL Machines
Mus1c on BOTH Sides

erson Record

MFRSON Records now for the first time bring Stage-land, Music-land  set an abeolutely new pace in record Utility and Economy. No necd to buy |
and Opera into every home in Greater New York. different machines. l-_mcrson Records plav with the sound box in either
Tonight, amid thg comforts of your heme, Broadmfs stars will  position because they arc “Universat cut.” They play on ALL phonographs.
sing for you and entertain you and your guests for one-cighth the price of one  No attachments required cxcept on Edison machines.
theatre ticket—azsc. Emerson Records are distinctly quality records. In every respect—
Irene Franklin, Nat Wills, Van & Schenck, Henry Lewis, Sam Ash, Ed  including tone, surface and wearing ‘quality, Emerson Records are miles above
Morton, Al Herman, Marie Fenton, Ada ]oncs,]ulcs Levy, jr., Hugo Ricsen- any record that has heretofore sold for less than 65c. or 75c.  So ssnsational
{cld’s Rialto Orchesm Avon Comedy Four, Fred Van Eps, Banjo Wallace’s  have been the sales of Emerson Records that they are today the third largest
Jazz Band and David Hochstein—these are just a handful of the Emer-  selling records in the world.

son celebrities that will sing, talk or play their way int