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THE TALKING MACHINE WORLD .

T ——

] — =

The Highest Class Talking Machine in the World

HIS year the Sonora is doing over one

hundred times the volume of business it did four years
ago! This marvelous growth in so short a period could not
have been reached with a phonograph that was simply “as
good” or “slightly better.” The Sonora had to be over-
whelmingly superior to achieve so quickly such remarkable
results in the face of the vigorous competition and the ex-
tensive publicity of older established machines.

Hear the wonderful Sonora! Observe
its exquisite tone, which won highest score - o H
for quality at the Panama- Pacific
Exposition. '

Write today if you contemplate
selling phonographs. A Sonora
agency is valuable.

Elite $175

TWELVE UNEQUALED SONORA MODELS
350 $55 360 $75 $100 $135 $1S50 $175 $200 $250 $375 $1000

| Sonora Phonograph Sales Company, Inc, |
GEORGE E. BRIGHTSON, President I

Executive Offices: 279 Broadway, New York City ‘

)

PHILADELPHIA: 1311 Walnut St. CHICAGO: 320 South Wabash Ave.
DETROIT: 3 Madison Ave. SAN FRANCISCO: 616 Mission St.
TORONTO: Ryrie Building

:
{
! i 3 ‘es and is licensed under BASIC PATENTS of the phonograph industry
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SCHMELZER ARMS C0.’S NEW SERVICE

Specially Trained Young Woman Engaged to
Demonstrate Educatiomal Records for Benefit
of Company’s Dealers and Salesmen

Kansas City, Mo, September 4..-A. A. Trost-
ler, manager of the talking machine depart-
ment of the Schmelzer Arms Co., is planning
a service to dealers which will meet a present
demand, and also stimulate greatly the business
in educational records of the Victor company.
He will have at the Kansas City headquarters
a young woman available for demonstrating
the educational records and assisting dealers
and salesmen in the exploitation of these im-
portant items.

There is an almost continual demand at the
Schmelzer headquarters for' help in regard to
the educational records. Dealers see the pos-
sibilities of sales, the public seems interested,
but the business is usually difficult to handle.
It is a specialty.

To meet this situation, Mr. Trostler has sent
to the factory, for special instruction, a young
woman who has taken a keen intercst in the
department. This is Miss Leah Ullom, who has
been with the talking machine department of
the company for two years. Upon her return
she will be available at Kansas City for dealers
or salesmen of dealers who may want special
suggestions on handling educational records.

She will also probably spend much time in
personal work for the dealers, giving demon-
strations before teachers’ institutes and similar
gatherings, and on special sales work in their
establishments.

Not what we think or say, but what we do,
will have its cffect upon the world. Let, there-
fore, the thinker do and the doer think.

DELPHEON OFFICES IN CHICAGO

Delpheon Co., of Bay City, Mich., Opens Offices
and Display Rooms in Western Metropolis as
Convenience for Western Dealers

Bay City, MicH., September 6.—The Delpheon
Co., of this city, manufacturer of the Delpheon
phonograph, which has achieved unusual suc-
cess the past year with the dealers throughout
the country, has opened display rooms in Chi-
cago on the sixth floor of the Republic Build-
ing. This building is one of the best-known
commercial edifices in the country, and the
Delpheon Co. decided to open Chicago display
rooms in order to accommodate the many West-
crn dealers who visit that city at frequent in-
tervals, and who have expressed keen interest
in the Delpheon.

R. W. Gresser, sales manager of the Delpheon
Co., is making plans to render maximum service
to the company’s dealers, and every cffort is
being made to catch up with all outstanding or-
ders. From present indications the coming fall
will be a record-breaking season for this pro-
gressive company.

CRAFTS-STARR PHONO. CO. FORMED

The Crafts-Starr Phonograph Co., Inc., has
been formed in Richmond, Va., with headquar-
ters at 220 N. Second street, for the purpose of
jobbing Starr phonographs and rccords. The
company has been incorporated with a capital
stock of $15,000. President, A. J. Crafts; vice-
president, A. E. Crafts; sccretary, \W. H. Smith.
The building which the company occupies ad-
joins that of the A. J. Craft Piano Co., and is
located within a very short distance of Broad
strect, the main business thoroughfarc in Rich-
mnond.

UTILIZING THE NEWSPAPER AS A PROMOTER OF BUSINESS

Why Talking Machine Dealers Should Be Close Readers of the Daily Papers—Can Get Pointers
on Developments Which Are Bound to Inure to Business Expansion

The talking machine dealer who reads the
current magazines with any regularity has no
doubt observed an advertisement in connection
with a set of books known as the “Harvard
Classics,” and wherein appears an illustration
of one man spending his time reading the cur-
rent news in the evening paper, while his com-
panion is deeply absorbed in one of the classics
with a view to bettering his mental condition. The
inference, of course, is that the man who sim-
ply reads the daily paper is dissipating time that
might be put to bctter use, from an educational
viewpoint.

In some lines of busincss the lesson of the
advertisement might prove apropos, but the
talking machine dealer who reads the classics
to the exclusion of the daily paper may be im-
proving his mind, but he certainly is not work-
ing in the right direction to improve his pros-
pect list.

As a matter of fact, therc is no niethod that
offers such satisfactory returns in prospects as
a careful and intelligent reading of the local
news in the daily paper, especially in the small
town where personal items receive consider-
able attention.

It is to be assumed that every live dealer
watches the papers for announcements of en-
gagements and weddings, for the newly married
couple offers an exceptional prospect for the sale
of a talking machine, either direct, or as a pres-
ent from friends. The dealer who is well ac-
quainted with the people of his town knows
about who the friends are who would be most
likely to be interested in giving the happy couple
a talking machine and some records.

Then there are the published lists of wills
filed for probate, often with the list of bene-
ficiaries, anyone of whom may be willing to

spend a part of the legacy for a talking machine.
There are also the notices of lodge mecetings,
and every annual meceting of a lodge or fra-
ternal society generally means that a presiding
officer will retire and a new member take his
place. In many fraternal orders, and particu-
larly in Masonic lodges, it is the practice to pre-
sent the presiding officer, upon his retirement,
with a more or less valuable token of apprecia-
tion, and the fund for that purpose is frequently
large cnough to pay for a fine talking machine
and. a goodly supply of records. The dealer
wlo suggcsts the suitability of such a gift is
the onc most likely to get the order.

The opening of a new school, a new church,
a new club, or any similar institution, offers an
opportunity for a talking machine sale, that is
too obvious to require any special emphasis,
and just now the organization of new military
units, whether for service abroad or for Home
Guard purposes, is almost a daily occurrence,
and a military company without some sort of
talking machine is indeed bereft.

In short, every piece of local news in the paper
should be regarded by the live dealer as repre-
senting the possibility of digging up a new
prospect, and the time spent in going over the
daily or weekly paper carefully is time that is
well invested.

All the names in the daily papers are those
of people who are likely to buy talking ma-
chines from somebody unless it so happens that
their names appear in the obituary column. On
the other hand the people mentioned in the
classics, such as Cacsar, Hannibal, Homer, Plato,
Epictetus, Diogenes, Nero and Cleopatra, while
creators of history in their day, are not going
to buy talking machines in the Twentieth Cen-
tury.

APPOINT NEW SONORA DISTRIBUTORS

Sonora Phonograph Corp. Makes Arrangements
With a Number of Prominent Houses to Han-
dle Their Product Under Jobbing Franchises
—Company’s New Policy Explained

The Sonora Phonograph Corp. has recently
closed arrangements with a number of promi-
nent houses to handle the Sonora products as
distributors, and in connection with this im-
portant move, Joseph \Wolff, secretary of the
company, said, in a chat with The World:

“Up to a few months it was the policy of the
Sonora Co. to sell mainly through the dealers,
and owing to the fact that it was practically
impossible for us to take care of the demand,
the numerous applications which we received
for jobbing franchises were never considered.

“Recently, however, we have been able to in-
crease our output materially, and we concluded
arrangenrents whereby we could establish job-
bing franchises where we are not already repre-
sented. When we advised some of the houses
who had requested these franchises that we
could consider their applications at the present
time, we were greatly pleased to receive imme-
diate responses, asking for the territories which
they could best handle. The popularity of
the Sonora product is evidently well established
in all sections of the country, for during the past
few weeks we have closed important deals with
a dozen well-known houses to act as distribu-
tors for tle Sonora line, and additional ar-
rangements are now being made which will be
announced later.

“There are still a few States in the South,
Southwest and Middle West that are open, and
judging from the success of our present repre-
sentatives, this open territory affords an un-
usual opportunity for responsible houses with
adequate ﬁnancia_l strength. As a matter of
fact, we have every reason to believe that this
open territory will be closed very quickly, for
the Sonora products are gaining in popularity
in this scction of the country far beyond our
expectations.”

WORKING THE RURAL FIELD

Talking Machine Dealers in Kansas and Mis-
souri Get Out After Farmers’ Money—Use
Automobiles With Considerable Success

Kaxsas City, Mo., September 4.—An indica-
tion that the rural districts, even those closely
adjacent to the cities, are even better fields for
sales of phonographs than the towns is seen in
the increased number of dealers who are send-
ing out salesmen in motor cars. During the
past few weeks, several Edison dealers have
added this feature. H. \W. Lee, of Enid, Okla.,
has had remarkable success with this plan in his
territory recently. C. \W. Cosgrove, of the
Inness Dry Goods Co., Wichita, Kan., has sales-
men covering a district of twenty to thirty
miles from the city, with Ford cars. The Kelly
Vawter Jewelry Co., Marshall, Mo., has sup-
plied A. B. May. a spccial Edison salesman,
with a car, in which he is developing the sur-
rounding field. Hoefer & Mernershagen re-
cently sent C. S. Feith, special Edison salesman,
to the Kansas City office for sales training, and
he will go out in a car. Many Edison dealers
have been following this practice with large
success this summer. For some it was a de-
velopment of their previous cfforts to reach farm
trade. W. L. Echelman, of St. Joseph, Mo,
had for instance been covering the outside ter-
ritory with a sevcn-passenger Mitchell, carry-
ing phonographs in the back seat; he is now
adopting the smaller cars which, like those of
other dealers, have a place for the talking ma-
chine on the back, and are much more econom-
ical of operation.
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MEMBERS OF VICTOR SALES STAFF IN MILITARY SERVICE

Seven of the Company’s General Repres;uatives Among Those Preparing to Fight for Democracy
—They Are to Be Found in Army, Navy and Ambulance Corps

Cannen, N. J., September 4+.—The patriotism that
actuates the members of the sales staff of the
Victor Talking Ma-
chine Co. is evideneed
by the fact that to date
no less than seven
members of the staff
have entered or are
about to enter the mili-
tary service of the
Government.

One of the latest of

the sales staff to enter
the service is Geo. A.
Lyons, who has Dbeen

Wm, G. Garlan doing important work
in the office, as well as taking care of
special matters arising from time to time
in various territories. Mr. Lyons made
several attempts to enlist in various branches
of Govermment service, but was rejected owing
to the faet that he did not measure up to the

Leonard L. John

W. G. Gaston, Jr.
height regulation standard of sixty-four inches.
He was, however, accepted in the draft and
ordered to one of the camps for training.

Leonard L. John, Nebraska representative, is
also to become a member of the National Army.
Mr. John left his territory early in July and,

being a Princeton man, made application for
appointment to the Second Officers’ Training
Camp. He was rejected, however, owing to de-
fective vision, but in the same mail with his
rejection notice was a notification of his accept-
ance in the new National Army.

G. Harlan Miller, Victor representative in
Wisconsin, was fortunate enough to obtain an
appointment to the Second Officers’ Training
Camp and left for Fort Oglethorpe, Ga, on
August 22. Mr. Miller is a Harvard graduate
and has proved most successful in his work for
the Victor Co. He possesses the qualities that
should make him a most successful army officer.

Wm. G. Garlan, the Victor California repre-
sentative, is now a member of Troop D, First

New York Cavalry,
which is now in Fed-
eral service. The latest
information received
from Mr. Garlan on
August 15 was to the
effect that he antici-
pated leaving for
France very shortly.
He carries with him
the best wishes of his
friends and business
associates.

Wm. G. Gaston, Jr.,
New York City repre-
sentative, enlisted and
was accepted in the
United States Coast
Reserve, a service
known in  everyday
parlance as the "mos-
quito or submarine
chaser fleet.” That Mr.
Gaston has shown apti-

W. G, Gaston, Jr.,
in Uniform

tude in his new role as seaman is indicated by

the fact that he has already advanced to the

rank of boatswain during the short time he has
been in the service.

Milton W. H. Holden resigned from the Vic-
tor service on May 15 and left for France on
June 2 as a member of the American Ambulance

I —

Milton W, H. Holden G. Harlan Miller
Corps. Very shortly after rcaching the other
side he became interested in the aerial service
and entered the Lafayette Flying Squadron. Mr.
Holden has not yet seen active service, but hopes
to be given the opportunity very shortly. While
in the Victor service he covered the territory
embracing Pennsylvania and Eastern Ohio. He
is a graduate of the University of Pennsylvania.

Myron C. Schoenly, who represents the Victor
Co. in Boston and environs, enlisted in the Engi-
neering Corps in that city some time ago and is
now believed to be in France.

At the present time there is a likelihood that
several other members of the Victor sales staff
will enter the fight for democracy in various
capacities, and the other departments of the
company are also well represented in Uncle
Sam’s service.

Business is a question of survival. Business
is a race, and it cannot be run by cripples.
Right where one man fails the next man may
make a howling success and suceess in business
comes by going after it—climbing. To be car-

ried to the top by an escalator, by a rich rela-
tive, gives no credit to any one at any time, any-
where.

fﬁ)é Qlobi\%rnicke QO‘ offers

=i No. 351 An-
Mission Top.

<= No.0328 An-
Mission Disc Record

Section for ten-inch

Section by section it grows with
« Lthe’growing record library.}®

will sell.

<« No. 0328 Art-
Mission Disc Record

Section for ten-inch

<= No. 0329 Art-
Mission Disc Record
Sectior for ten- and
twelve-inch records.

sale of both.

<= No. 357 An-

Mission Base.

ectional Cabinets
= For Disc Records

The better the facilities you furnish your customers
for housing records the greater the quantity of records you

Look carefully at the cabinet.

It invites you to fill it, in fact, you cannot resist the
records. temptation to fill it. No matter how many sections are
bought there will be empty compartments and these are
always in sight, and the records too are always in sight.
Any record is so easily found and quickly replaced that
this cabinet adds an extra charm and fascination to the
playing of records.

Suppose each of your customers had this cabinet and
you had a sample on your salesroom floor to remind them
to buy additional sections. Not only would the sale of the
cabinets increase but what a tremendous increase in the sale
of records would result and there is excellent profit in the

Each section has 90 compartments numbered con-
secutively from | up.
describes and illustrates these goods fully.

The GlobeWernicke Co.

CINCINNATI

Globe-Wernicke Catalog No. 317 T
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Victrola IV, $15
Oak

m]um

PAT. Of

Victor

supremacy

1s firmly established on a basis of
great things actually accomplished.

Victrola XVI, $200

Victrola XV, electric, $250
Mahogany or oak

Victor

A supremacy that is growing
greater every day——that insures
ever- mcre'lsmg prosperlty to every

dealer.

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

Berliner Gramophone Co., Montreal, Canadian Distributors.

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.
“Yictrola” i the Registered Trade-mark of the Victor Talking Machine Company designating the products of this Company only

Warning: The use of the word Vlclrola upon or in the promollon or sale of
any other Talking Machine or

Victrola X, $75
Mahogany or oak

and illegal.

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

Phillips & Crew Co.
Austin, Tex.........The Talking Machine Co., of

Texas.

Cohen & Hughes.
E. F. Droop & Sons Co.
H. R. Eisenbrandt Sons, Inc.
Bangor, Me......... Andrews Music House Co.
Birmingham, Ala.... Talking Machine Co.
Boston, Mass.......Oliver Ditson Co.

The Eastern Talking Machine

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, Mont.........Orton Bros.
Chicago, Ill.........Lyon & Healy.
Chicago Talking Machine Co.
The Rudolph Wurlitzer Co.
Cincinnati, O........The Rudolph Wurlitzer Co.
Cieveland, O........The W. H. Buescher & Sons Co.
The Collister & Sayle Co.
The Eclipse Musical Co.
Columbus, O........The Perry B. Whitsit Co.
Daiias, Tex. .. Sanger Bros,
Denver, Colo........The Hext Music Co.

Baitimore, Md......

The Knight-Campbell Music Co. |

2

Victor Distributors

Des Moines, Ia.....Mickel Bros. Co.

Detroit, Mich.......Grinnell Bros.

Elmlra, N. Y.......Elmira Arms Co.

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

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

Houston, Tex.. ..Thos. Goggan & Bro.

Indianapoiis, Ind... Stewart Talking Machine Co.

Jacksonville, Fla.... Florida Talking Machine Co.

Kansas CIty, Mo....J. W. Jenkins Sons Music Co.
Schmelzer Arms Co.

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

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

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

Memphis, Tenn.....O. K. Houck Piano Co.

Milwaukee, Wis.....Badger Talking Machine Co.

Minneapolis, Minn. Beckwith, O’Neill Co.

Mobile, Ala......... Wm. H. Reynalds.

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

Nashville, Tenn.....O. 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. 1 ..Blackman Talking Mach. Co.
Emanuel Blout.
C. Bruno & Son, Inec.
I. 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.

Omaha, Nebr....... A. Hospe Co.
Nebraska Cycle Co.
Peoria, Il.........., Putnam-Page Co., Inc.
Philadelphia, Pa....Louis Buehn Co., Inc.
C. J. Heppe.
Penn Phonograph Co., Inc.
The Talking Machine Co.
H. A. Weymann & Son, Inc.
Pitisburgh, Pa W. F. Frederick Piano Co.
C. C. Mellor Co., Ltd.

Standard Talking Machine Co.

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

W. D. Moses & Co.
Rochester, N. Y..... E. J. Chapman.

The Talking Machine Co.
Sait Lake Clty, U... Consolidated Music Co.

The John Elliott Clark Co.
San Antonio, Tex... Thos. Goggan & Bros.
San Franclsco, Cal.. Sherman, Clay & Co.
Seattle, Wash....... Sherman, Clay & Co.
Sloux Falls, S. D... Talking Machine Exchange.
Spokane, Wash..... Sherman, Clay & Co.
St. Louis, Mo....... Koerber-Brenner Music Co.
St. Paul, Mlon......W. J. Dyer & Bro.
Syracuse, N. Y,....W. D. Andrews Co.
Toledo, O...........The Whitney & Currier.
Washington, D. C... Cohen & Hughes,

E. F. Droop & Sons Co.

Robt. C. Rogers Co.
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BIG INCREASE IN DEMAND FOR “NATIONAL” RECORD ALBUMS

We manufactured and shipped over 30% more Record Albums during the first six months of this year (1917) than during the

same period of any previous year.

most convenient as well as economic method of filing and keeping disc records.
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What does this show? It shows that our Record Albums have proven themselves to be the best and

RE-INFORCED
ALBUM

RIVETED BACK

PATENT APPL ED FOR

THE PULLING TEST—THE STRENGTH IS THERE

STRENGTH AT THE STRESS AND STRAIN POINT

PRACTICALLY UNBREAKABLE FOR REGULAR USAGE

Albums are an Indispensable Requisite in the talking machine business and wherever records are sold.

An accessory that is necessary and worth while.

adjunct to the business.

Practical and handy.

Save time and records.
All owners of machines and records want Albums to file and preserve their records.

A profitable

We manufacture disc Record Albums containing 12 pockets to fit Victrola cabinets X and XI. We also make Albums containing 17 pockets. With the indexes

they are a complete system for filing all disc records.

For durability, finish and artistic design, our Albums are unsurpassed. We have unexcelled manufacturing facilities, and considering quality our prices are
the lowest. Write us giving quantity you may desire, and we will quote prices.

4
OUR ALBUMS ARE MADE TO CONTAIN VICTOR, COLUMBIA, EDISON, PATHE, AND ALL OTHER DISC RECORDS

NATIONAL PUBLISHING CO., 239 S. American Street, PHILADELPHIA, PA.

SOME HINTS ON RECORD SELLING

Offered in Excellent and Interesting Article
Prepared by H. A. Harris, Advertising Mana-
ger of the Pathé Fréres Phonograph Co.

“Practical Hints on Selling Records” is the
rticle recently prepared
by H. A. Harris, adver-
tising manager of the
Pathé Fréres Phono-
graph Co., Brooklyn,
N. Y. Mr. Harris has
had practical experi-
ence in the merchan-
dising of talking ma-
chine records, and the
following article is
therefore well worth
the attention of deal-
ers and their sales-
people:

“The records on the new lists always have a
wide sale because they are new, but records
which have been issued for some time are often
very difficult to push, because the consumers
have forgotten or do not know about them,
and the problem for the talking machine dealer
is to remind his customers of these various rec-
ords.

“Much has been written of the various ways

by which such records might be sold, but the
writer has had some practical experience in
presenting records properly before the public.
These plans have been actually tested and
found to be successful.

At one time we took an elocution record,
which is considered the most prosaic and the
most difficult to sell, and by bringing it to the
attention of the public when it was timely, suc-
ceeded in producing sales. The plan was to
concentrate on this one record for one week.
Every salesman was instructed to push this
record. They all had it demonstrated to them
by the manager of the store, and they became
familiar with it. A package of records was
placed in various parts of the store in boxcs
so that they were a constant reminder to the
salesmen, and the salesmen invariably played
this record to every customer who came in. In
the window displays we had several display
cards featuring this particular record, and quite
a number were packed in the window. The
results of the week’s work merely demonstrated
tc us that if the public were told, reminded and
given a chance to hear many of the fine selec-
tions in the catalog they would be glad to buy
them. There is no question but that if you
take a very interesting and well-known num-
ber that is very pleasing to thc ear you will
have no difficulty in selling it, but to take
a classical number which should be in every

A Really Good Album At a Moderate
Price Is a Money Maker for the Dealer

METAL BACK ALBUMS

will give the dealer and his patrons true value and the °
highest quality. A complete line of albums that stand
for the best in their respective grades.

Write for samples of our three numbers

NEW YORK ALBUM & CARD CO., 23 Lispenard St., NEW YORK

home, but is not familiar, requires special ef-
fort upon the management and salesmen to sell
it to the public, and if plans like the above
are carried out there is no question about the
results.

“Too many salesmen do not study their rec-
ords long enough. They do not know them
well enough to demonstrate them to the public.
The talking machine dealer or his sales force
will find that time will be well spent if they
take a catalog and select records that they have
not heard for a long time and play them during
the slack periods of the day and get acquainted
with these selections. Then select a record
for each week and display and demonstrate it
as outlined above.

“Another effective way of increasing the sales
of a record is to get a transcription of the
words of the vocal selections, have them printed
on a card and distribute them around the store.
As each customer asks for the record let him
read the words as he listens. This doubles the
interest and often this particular record will be
selected, where otherwise the customer might
say, ‘It is a pretty selection, but I will not take
it now.” A printer can print the words very
economically, and the words can be taken from
the sheet music or can be sccured by writing to
the publishers.

“A third suggestion is to go through some of
the old record supplements and select a record.
Use the write-up in the supplement for printing
a small circular about three and one-quarter by
six inches. Use a cut of thc artist who made
the selection, if possible. It can probably be
obtained from your jobber or direct from the
manufacturer.

“Envelope stuffers should be sent out monthly
and always mailed with your statement and bills,
because music lovers are like most folks, they
need merely be reminded, not sold or solicited.”

Nothing quite equals in enthusiasm a Con-
gressman’s patriotic desire to tax something
that isn’t produced in his district. He has a
wcakness this way.
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Victrola IV, $15
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— Victrola VI, $25
y Oak

Victrola VIII, $40 i
Oak il ]
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Victrola IX, $50
Mahogany or oak
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Victor supremacy

The Victor has earned its su-
premacy by the great things it has
actually accomplished.

The large measure of success
enjoyed by Victor dealers is in
keeping with Victor supremacy.

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

Berliner Gramophone Co.. Montreal, Canadian Distributors

Important Notice. Victor Records and Victor Machines are scientifically di d and sy ized 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.

Warning : The use of the word Victrola upon or in the promotion or sale of
any other Talking Machine or Phonograph products is misleading and illegal.

VictroI?. XV1 § $200
Victrola XVI, clectrie, $260
Mahogany or oak J

Victrola XVII, $250°

J Vietrola X V11, electrie, $300 J

Mahogany or oak

Victrola X, $75
Mahogany or oak

|

Victrola XI, $100
Mahogany or oak

ir

Victrola X1V,"$150
Mahogany or oak

X “HIS MASTERS VOICE"

REG. U.S. PAT. OFF.
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NEW YORK, SEPTEMBER 15, 1917

N these sultry days of late summer or early autumn, as you

will, nothing is apparently further from mind than the Christ-
mas season, with snow and frost and fur-coated Santa Claus.
The family man is busy trying to clean up his vacation bills with-
out a thought of how he is going to meet holiday expenses, yet
the talking machine dealer who has not been looking ahead to his
holiday trade for at least two or three months past is going to
find himself in an unpleasant predicament in the matter of stock
a little later in the year.

A large number of dealers have taken occasion to place sub-
stantial stocks in storage, getting machines early in the year in
generous quantities. When the time comes they will not have
to worry about factory shipments or jobbers’ stocks so far as
machines are concerned. There is at least one dealer in New
York who, working on the argument of the discounted bill, has
succeeded in putting in a stock of the most popular and hardest
to-get types of machines that actually crowds his regular display
and demonstrating space. In a few months, when machines will
be doled out one or two at a time, he will get just as many as
a competitor and incidentally have a substantial reserve stock
to work with.

The dealers who follow the practice right now of getting and
storing every possible machine they are able to pay for may have
to worry over stock shortage later on, but their worries will be
nothing to those of the dealer who hesitates and buys only
machines to meet current demands, trusting to the future with
the sublime confidence of an unsophisticated infant.

WITII the broadening out of the talking machine industry
there have developed two features that are worthy of more
or less unfavorable comment. The first of these is the lack of
originality frequently shown in the matier of cabinet designs.
Some new entrants into the field are apparently too inclined to
accept established models as standard and follow along the same
lines rather than to endeavor to create distinctive models of their
own that, should they meet with success in the venture would
prove of great commercial value. It is no unusual thing to see
a half dozen or more lines of machine styles that to all intents
and purposes are practically the same in all outward details,

The talking machine cabinet should be viewed as something
beyond a necessary box for housing the tone-reproducing ap-
paratus, for, in dealing with the retail customer, the cabinet is

what makes the hrst impression, and may be the meaus of im-
pressing the customer with the model or prejudicing him against
it, regardless of the tonal or mechanical qualities of the machine.

The new manufacturer should see to it that his machine
models serve to identify without question his particular house
as the manufacturer thereof. I[t’s good husiness.

The other feature worthy of comment is a lack of originality
frequently displayed in the sclection of trade names. With the
flood of new manufacturers during the past couple of years, there
bas Dbeen, perhaps, some difficulty experienced in selecting, for
new talking machines, names that were not already protected.
Despite these difficulties, however, it should be possible to either
select or coin a name that should not only express the manufac-
turer's idea, but should prove distinctive enough to avoid con-
fusion with other names in the trade. 7

It is actually a matter of record that three concerns started
to make machines under one trade name, each concern having
selected the name in ignorance of its use by a competitor. With
the minds of manufacturers thus apparently running in similar
channels it would seem that unusual care should be used to
select a name that cannot in any way be confused with that of
a similar product.

HE patriotism of the members of the talking machine trade

in this time of the country’s needs is most convincingly
demonstrated by the manner in which talking machine men in
all sections and of all classes, have responded to the call to the
colors. There is hardly a manufacturer of rank in the trade, or
a jobbing or retail house of prominence, but has contributed one
or more members of their staffs to either the army or navy, or
to the Officers’ I'raining Camps. These are the volunteers, the
men who went because they wanted to and not because they had
to, and to this large showing must be added the long list of
those who have been selected for the National Army.

In some cases sales staffs have heen badly crippled through
giving most of their members to national service. In fact one
prominent manufacturing concern had to practically reorganize
its -sales staff for this one reason, but the talking machine men
have, in common with men in other lines of trade, accepted the
situation philosophically and as a public duty and have made
preparations to carry on their business with undiminished energy
and enthusiasm.

VERY remarkable statement, and yet not surprising to

those who have made a close study of the situation, was
uttered by Evan Williams, the popular tenor, the other day, when
he remarked that “two-thirds of all the tickets sold for any
of my concerts are hought by people who have learned to know
me through the Victor.”

This reaffirms what we have pointed out in The World time
and time again, that there lias been no one factor in the history
of music in America that has been more prolific in stimulating
a love for music among the masses of the people than the talking
machine. The local brass hands, the symphony orchestra, the
choral societies, all do their part nobly, but they do not take
music into the home as does the talking machine, nor can they
supply to the great American people a means of hearing the
greatest singers, as well as the greatest musical organizations
of the world, at an expense that is comparatively insignificant.

In the same interview another fact of striking importance
was adduced when Mr. Williams remarked that through the
talking machine he had been able to work out his own artistic
salvation. ‘I'his statement is especially worthy the attention of
the vocal teacher, for no one who is at all concerntrative, or
observant, can fail to appreciate the tremendous value of the
talking machine as an educator in the matter of vocal utterance.

There are some singers who are honest enough to admit that
the talking machine has been an educator not only to themselves,
but to the general public interested in music. There are, liow-
ever, a large number who still fail to comprehend what a
tremendous influence for good is this musical instrument in the
pedagogical domain. Yet we know of teachers and pupils whose
work has been most effectively aided by use of the talking
machine in the studio and in the home. One pupil recently told
the writer that her studies had been advanced almost a whole
season by means of instructions and vocal illustrations brought

s




into her home by means of the talking machine. I'his vounyg
lady’s voice certainly showed the result of this work.

Mr. Williams also emphasized the great improvement in
public taste as far as it bears on music. due in a large measure
to the influence of the talking machine, and coming from a man
who has been singing for a great number of years., with an
opportunity to judge, it can be deemed authoritative. 1le re-
marked that since 1908 there has been an increasing appreciation
of music throughout the country, due largely to the educational
work of the talking machine, and, as a result, in the most out of
the way places he found most intelligent audiences who attended
concerts well acquainted with the repertoire of the singer and
possessed of keen musical discrimination.

But it is hardly necessary to adduce this testimony, for on
every hand to-day one can hear standard songs and instrumental
numbers discussed by people whose musical knowledge some
years ago was confined largely to the music hall song. Through
the talking machine they have come to appreciate the classics of
the various schools which they have learned to enjoy with a
new zest in the quiet of their own home.

In their work dealers and salesmen should lay special em-
phasis on the musical possibilities of the talking machine and its
tremendous importance as an educational factor in the home, in
the school, and in public institutions of all kinds. This sales
policy, if consistently followed up, will bring results that will
well repay the effort.

The talking machine must not be considered, as it is by some,
unfortunately, as a transitory pleasure. It is here not only to
stay, but it is here to cxercise a beneficent influence in making
America really musical—doing a work among our population
which is composed of the races of the world—that may be com-
pared with the nationally aided singing schools of the old world.
‘T'here must be intelligent application to this end, and the talking
machine salesmen must persistently pound away on the educa-
tional value of the talking machine and its influence in inculcat-
ing a love for the hest in music among the young people in the
home, thus making the younger gencration a race musically in-
clined, all of which means much for the future of the country, for
a nation musical is a nation great.
the purely business standpoint.

It also means much irom

OR some time past in certain localities it has been practically

mmpossible for new dealers entering the ficld to secure fran
chises for the handling of the established lines of machines and
records. The companies have found that certain territories are
being well served by dealers already established in them, and,
for the protection of the dealer who is really producing results.
they have hesitated to place new agencies in competition with
him. This is as it should be, and the stand of the companics in
the matter of agencies is duly appreciated by the retailer who
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HE definite idea of marching is to GET
SOMEWHERE. With Pearsall Service
on Victor Records, vou can enjoy a Profit
Parade that includes only Union Dollars.

That's the best part ol Pearsall Service—its
help. You cannot get anywhere with your
sales unless you have the goods to deliver,
and right now is a good time to prove this.
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has the agency iranchise and who makes the most of his op-
portunity.

There is a certain element in the retail trade, however, who,
having once secured agency rights, rest on their oars and wait ior
the line to sell itself, largely through the manufacturer’s adver-
tising. They act more as order takers than as merchants, and
not only do an injustice to themselves in this attitude, but also
are unfair to the manufacturer whose product they haundle. \Vhen
territory protection is given, it places upon the dealer an implied
obligation to do his best to get the maximum amount of business
out of that territory. In other words, instead of just scraping the
surface for business, he is expected to carry on an intensive cam-
paign on his own account to develop sales. It is to be believed
that the dealers who are not showing a proper interest in their
business, those who are content with a small profit for a little
effort, will not have long to rest in security, for the manufac-
turers, having limited the number of dealers in given territories
are now preparing to weed out those who are inclined to take
things easy, and establish in their stead new representatives who
may be expected to prove more energetic in working up local
business.

The retailer who must depend upon strenuous competition
with an unprotected product to arouse him to his best efiorts
does not always take full advantage of the protected territory
idea. Protection in the matter of territory does not mean. that
he can simply wait for trade to come to him or for the manu-
facturer to do his selling, but it does mean that he can make that
territory produce a volume of buSiness commensurate with the
amount that would come from the territory should the competi
tion be of a keener sort.

HE very successful conventions of the Nebraska and lowa

\ictor Dealers’ Associations held recently in Omaha and
Des Momes, respectively, emphasize the great value of such
organizations to the dealers who are keen enough to take advan-
tage of their existence. \Well over one hundred dealers attended
cach convention, and they not only were enabled to get first-
hand information of great value irom factory experts on mechani-
cal and sales problems, but were, incidentally, enabled to indulge
in discussions of business ethics that should result to the better-
ment of the trade as a whole and to every individual engaged in
it in those States. There is no one merchant who knows it all,
and the more successful ones realize this fact. It is by mingling
with his fellow dealers that the merchant gets a broader view-
point of business in general and of his business in particular. It
15 to be hoped that there will be many more State associations
formed in the future. Certainly the success of the Nebraska and
lowa organizations during the year or so of their existence have
justifed the spreading of the movement to other sections of
the country.
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To secure additional Edison
dealers 1s not the purpose of
this message. Its sole purpose
is to bring established Edison
dealers to a real-
ization of the
wonderful oppor-
tunities that lie
before them.

TR ORI GROTT TEE BE.

The passing of
food control legis-
lation at Wash-
ington will do
more to stabilize
living conditions

3

throughout the
country than al-
most any legislation that could
be passed by Congress. In other
words, the average American
will be more tranquil mentally
than he has been for the past six
months, and more in a frame
of mind to consider other
necessities besides the funda-
mental necessities such as food,
clothing and housing. He will
need music (the fourth great
necessity) and he will want it
more than ever before, and
what 1s more he will have it,
and he 1s going to secure a
great deal of it through Edison
dealers.
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In spite of a general unset-
tled mental condition through-

in general ==

EDISON MESSAGE No. 6

out the country, caused mere-
ly by suspended legislation of
national 1mport, business has
continued to stride forward
with seven-
league boots.
Only in ‘a few
isolated spots has
business suffered
a temporary
check, which had
absolutely no ef-
fect on the coun-
try as a whole.
Even these 1so-

=== o lated spots are

R’
® EDISON

o rapidly recover-
ing from the

slight slump which they have
experienced, due solely to
local conditions.

Edison business has been
unusually good within the past
six months. It will be still
better during the next six
months, not for any seasonal

reasons, but because the mental

attitude of the country in gen-
eral will be more nearly normal
and will turn more and more to
such necessities of modern life
as music. This, combined with
the unprecedented prosperity
of the country, is bound to
stimulate a constantly increas-
ing demand for Edison Instru-
ments and Re-Creations.

THOMAS A. EDISON, Inc.
Orange, N. J.
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How Exhibits at State and County Fairs Help
to Boost Your Business . -

For the next month or so, there will be scores
of State and county fairs, more or less preten-
tious in character, held in practically every sec-
tion of the United States, for the annual fall
fair is an established institution in this country.
Not only will the fairs offer the farmer and
stockraiser an opportunity to display before their
neighbors the best results of the year’s work
in the line of raising vegetables or live stock,
but they will also offer to the merchant an un-
cxcelled opportunity of getting his product be-
fore the agriculturist at a time when the lat-
ter is most likely to have plenty of money on
hand.

There is no line that affords greater facilitics
for demonstrating at such fairs than talking
machines and records, for music always acts as
a lure to even the most sophisticated crowd, and
where a talking machine is kept going almost
constantly at a fair the display space is sure
to be crowded at all times. Of course, after
tlie crowd is attracted, the problem becomes that
of persuading the individual members to inspect
the instrument and make purchases. To this
end it is desirable that the exhibit be as comi-
plete as possible in order that it may appeal to
the man of limited means as well as his richer
brother, and that full consideration be given to
the details of the arrangemcnt.

There are so many different styles in most
lines of talking machincs and the amount of ad-
vertising literature, including posters, hangers
and catalogs placed at the service of the dealer
is so elaborate and attractive, that the ordinary
exhibitor does not have to go far out of his way
to secure material to put together an atten
tion-commanding display.

It has been found by those who have made a
practice of exhibiting at local fairs that no mat-
ter how fine and interesting the various classical
selections may prove to the ordinary customer
in the store, it is the brilliant band or orches-
tia record, of march or dance, that gets quickest
results in attracting an audicnce. The band
record particularly, with a greater volume of
sound, has been found most effective in this
work. The intercsted individual, once inside
thc booth and under the spell of the salesmun,
can be fed standard and classical selections and
the higher grade instrumental and vocal numbers
to his heart’s content. The big noise is to at-
tract attention; after that, it is a case of sell-
ing.

Where it is likely that a fair will be well at-
tended by people from a large section of the
country, the avcrage dealer will find that a
presentation of a medium priced talking ma-
chine and a few records to the holder of a lucky
ticket will prove a means not only for attract
ing attention, but for getting some real pros-
pects. The plan is by no means new, but the
idea of getting something for nothing: offers an
infallible system for attracting public interest.

To carry out the plan, it is most desirable to
have an employe stationed at the entrance gate
to present a ticket for the prize drawing to
every one who enters. The ticket should be
provided with space for the writing in of the
name and address of the holder, together with
information as to whether he or she owns a
talking machine and, if so, what make. T'he
tickets should be dropped in a ballot box at
the entrance of the dealer’s booth and none
should be accepted unless they are filled out
properly.

The scheme has several advantages. In the
first place, it causes every contestant to look
for the booth of the talking machine man, and
once his ticket is deposited the contestant does
not lose interest in that booth until the prize
is finally awarded. Then, too, each ticket de-
posited bears the name and address of some
possible prospect, either for a full equipment
of machines and records, or, if a machine is

owned, for records alone. The tickets can be
checked up with the prospect cards at the store
and the information thus obtained may be the
means of saving dozens of useless visits on the
part of the salesmen.

Where the rental of space at the fair is rea-
sonable, and other circumstances permit, it will
be found most desirable for the dealer to ar-
range for a small recital hall, capable of ac-
commodating from forty to one hundred people
at a time and in which should be placed one of
the most popular and impressive machines in
the line. A bulletin board outside should an-
nounce at what intervals recitals are held, and
they should be not longer than half an hour
apart in order to keep the audience changing.
Twenty minute intervals will be found particu-
larly desirable, especially in the evening when
the crowd is thickest. The average fair visitor
will sit in the recital hall for twenty minutes
without question, but the same person could not
be induced to linger five minutes listening to a
demonstration in an open space.

In order to drive the name of the exhibitor
home to the members of the audience, a suc-
cessful scheme has been conducted by some of
those cxpericnced in such work. A standard
program of twenty-four or thirty-six numbers
is prepared in advance and attractively printed
on slips or folders bearing the advertisement
of the cxhibitor. \When cach new record se-
lected is placed on the machine a card bearing
the corresponding number on the program is
hung in full view at onc side of the platform.
This ¢nables the non-musician to know just
what is being played, and if he is sulficiently in-
terested to order that particular record later
by name. Many a record sale has Leen lost
by a person who was pleased with one par-
ticular selection, but had no mcans of knowing
the title of it. and therefore could not order it
from his dealer.

In addition to familiarizing the members of
the audience with the selection being played, the
program also forms a more or less permanent
reminder ‘of the dealer’s name, for fully 75 per
cent. of the audience carry programs away with
them, either in their pockets, their handbags,
or simply crumpled up in their hands. Properly
handled an exhibit at a fair should prove a gen-

I By George B. Hewitt

nine business builder. The dealer who con-
templates such an exhibit, however, should be
willing to go out of his way to evolve new
ideas in the matter of booth decorations and
exploiting and selling stunts.

If it should happen that there are two or more
competing dealers exhibiting at the same fair,
it is the man with the original ideas who is
going to attract the most attention. In the
event that original schemes are hard to devise,
the least the dealer can do is to inject some
originality into the old schemes and make them
look new.

MAMMOTH PATHE ROOSTER ON SIGN

Braydon & Chapman, Glens Falls, N. Y., Erect
Big Sign on Main Highway Leading into That
City and Feature Pathé Trade-Mark

Grexs Farts, N. Y. September 4.-—Royal J.
Braydon, of the Braydon & Chapman Music
Store, this city, who has displayed in the past
many original ideas in the matter of advertising
that have called forth considerable favorable
comment, is responsible for the designing of a
new sign which advises the public that Braydon
& Chapman are the local representatives of the
Pathé Freres phonographs and records. The
center feature of the sign is a mammoth repro-
duction of the well-known Pathé trade-mark,
the rooster, measuring in height eleven feet
from base of sign to tip of comb.

The bird is painted red and the lower part of
the sign has a yellow background with black
Icttering. The sign is placed in a prominent
position on the east side of thc State highway
and cannot be avoided by any one driving into
town from that direction.

ENTERTAINS STAFF AT CAMP

Geo. H. Hurlburt, head of Geo. H. Hurlburt's
Co., Victor dealers in Lakewood, N. J., believes
that employcs who have the proper amount of
recreation are better fitted to take care of their
duties efficiently; and therefore entertains the
members of his staff on many week-ends at his
sununer camp, “Kampkumfort,” at Point Pleas-
ant, N. J.. where-he and Mrs. Hurlburt spend
the summer
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HOLIDAY BOXES

SELL MORE RECORDS

Last year’s figures show an
enormous business in records
as holiday gifts.

These attractive boxes dre
issued with full permission

from Thos. A. Edison Inc.

Exclusive designs are also
ready for both

VICTOR and COLUMBIA

Ile have agents throughout this
country and Canadawhose names
will be furnished on request

Apply to your distributor if you prefer

Augur, Swyers & Machold

461 8th Avenue New York
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The instrumental line of Columbia Double-Disc
Records gains a tremendous impetus through the
announcement of a recording by the Philharmonic
Orchestra of New York, under direction of Joset
Stransky. This selection is in the October Columbia
list—out September 20th.

Columbia Graphophone Co.

Woolworth Building, New York

POSTERS ACCELERATE RECORD SALES

Schmelzer Arms Co. Finds Special Series of
Posters in Water Colors, Each Featuring a
Particular Record, Bring Excellent Results

Kansas Ciry, Mo., September 5.—The Schmelzer
Arms Co., who for some time past have paid
particular attention to the arrangement of their
window displays, report excellent results through
the display of special posters regarding the va-
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record, the idea being to drive home to the pub-
lic one record at a time through such concen-
tration. The decorative qualities of the poster
also prove a big factor in increasing the gen-
eral attractiveness of the window.

The cost of the posters, including the art
work, is approximately $5 each, and in the opin-
ion of members of the company their direct pub-
licity value equals that of $50 in newspaper ad-
vertising. Four of the posters recently used are
reproduced herewith in miniature and give an
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A Quartet of Attention-Compelling Posters Fea tured in Windows of Schmelzer Arms Co.

rions popular records and which are painted in
the company’s art department under the direc-
tion of A, N. Short, the head of the window
trimming department.

The Schmelzer Arms Co. uses a space twenty-
five by ten by eight feet for the display of Vic-
tor goods, and places the posters, two at a
time, in prominent positions in the window.
The posters themselves are mounted in plain,
dull finjshed frames, seven feét by two feet six
inches, and are changed every two weeks. They
only fcature the best sellers.

The posters are painted on cloth in opaque
water colors in suitable shades and. never fail

ttract much attention from passersby with
resuits in the matter of record sales.
1 poster is devoted entirely to one particular

irect

idea of their character. The poster plan might
be adopted with considerable success by other
Victor dealers.

W. S. PATON ON A BUYING TRIP

Director of Wills & Paton, Pty. Ltd., Interested
in Talking Machine Parts

W. S. Paton, director of Wills & Paton, Pty.
I.td., Melbourne, Australia, announces that he
will visit the United States within a few weeks
on a buying expedition and will be interested to
hear from manufacturers of talking machine
parts, accessories, etc. Those who desire to get
in touch with Mr. Paton may address him by
mail, care of the Hong Kong & Shanghai Bank-
ing Corp., New York City.

AX GRADE.

and smooth. No coarse particles.

329 BROADWAY

ROTTEN STONE

Equal to any ever imported. We are the only miners and manufacturers in America

¢ Made especially for and essential in the making of talking machine records
Used in the formulas of the leading record manufacturers. The finest texture filler made.

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

NEW YORK, N. Y.

A SOLDIER’S APPRECIATION

Courtesy of Sonora Phonograph Corp. in Re-
placing Sound Box Without Charge Brings
Fourth Pleasing Letter From Lieutenant of
Company “M,” Third Infantry, on the Border

The Sonora Phonograph Corp., New York,
N. Y., received recently a very interesting letter
from T. A. Merillat, Jr., lieutenant of Company
“M," Third Infantry, stationed at Camp Eagle
Pass, Texas; Lieut. Merillat lost the sound box
of his Sonora phonograph, together with the
needle equipment, and requested that the So-
nora Phonograph Corp. forward duplicates with
an invoice. The company sent the missing
equipment, stating, however, that it was being
sent with the company’s compliments.

This uncxpected courtesy prompted the fol-
lowing letter from Lieut. Merillat:

“Yours of the 8th inst. received and enclosed.
It gives me great pleasure, as the commander
of this company, to express to you the many
feclings of gratification that your kind letter
imparted to us, the men of this organization.

“It is rare indeed that such an occurrence
takes placc as far as a regular outfit is con-
cerned, and it is not readily forgotten. Al-
though it may be of frequent occurrence in
militia outfits, such things as these are almost
unheard of where the regular army is concerned.

“I can assure you that the boys here on the
border, where the temperature never registers
less than 100 in the shade, can not by the mere
coldness of this paper express to your people
the feeling that your letter inspired. I can as-
sure you further that the name of Sonora will
occasion many a happy smile. This may sound
a Dbit far-fetched to you, but way down here
in the ‘dobe’ country things like this are the
things that count and make the soldiers see that
there are those that are left behind that have
not forgotten them. It's the little things that
count, my friend, and the regulars never forget
cither friend or foe. And I am sure that in
the many little pleasures that they will enjoy
with the Sonora in good shape they will often
think of you, for your evident good will in the
doing of your bit, and you can think of them
as a body that will repay you even to their
lives which they are taught to lay down with a
LFappy smile.

“1 hope that some day, whether it be in Flan-
ders or the States, we may be ablc to repay
tc the limit, which is the sky.”

GRAFONOLA FOR GRANITE ASS’N

Bakke, V1., September 7.—Floyd Russell, Co-
lumbia dealer in this city, sold some time ago
a Columbia Grafonola 75 to the National Granite
\ssociation, whose headquarters arc in Darre
T'he Grafonola is a prime favorite with the mem-
bers of the association, and occupied a promi-
nent place in their special train which took them
to their annual convention in Cleveland. The
association will hold its next convention in
Philadelphia, when the Grafonola will again ac-
company the members on their special train.

T
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NEW ORLEANS DEALERS WELL PREPARED FOR FALL TRADE

Majority of Retailers in That Section Have Future Orders Already in Hand and Many Are En-
larging Quarters—Large Business With Fighting Men—Some Interesting Reports

New ORrLeaNs, LA, September 5—The various
talking machine houses in this section of the
country are not only doing a better than normal
business just now, but are displaying their con-
fidence in the future by placing large orders to
meet fall requirements. Dealers through
Louisiana, Mississippi and Texas have the bulk
of their orders in hand for the most part, and
are now patiently awaiting deliveries. Several
concerns have enlarged their quarters and made
other arrangements for having a mighty big
business before the end of the year.

Howard Weber, manager wholesale Victor
department, Philip Werlein, Ltd., reports unusual
record business during the present month, but
complains of the very few machine shipments
he is getting from the factory. Dealers all over
Louisiana, Mississippi and Texas have placed
the bulk of their orders for fall, and unless
there is an improvement in machine shipments
this section of the country will be very much
handicapped. However, in the face of the con-
tinued shortage of machines, record business is
unusual.

F. W. C. Hayes, manager Philip Werlein, Ltd.,
retail Victrola department, reports a very sat-
isfactory business for the month of August.
“Like everyone else, we suffered from a ma-
chine shortage,” said Mr. Hayes, “but the pub-
lic seems to expect that, and we have had very
few complaints and practically no difficulty hav-
ing patrons sign contracts for future delivery.”

Mr. Hayes also reports for his firm a very
large Dbusiness with Uncle Sam’s fighters, and
expects a still larger amount of business with
the call of the first draft, as New Orleans dealers
are advantageously situated to get their share
of the business from two cantonments.

Over at Maison Blanche, Victor dealers, Man-
ager Hofheinz and his assistants have just
moved into their newly enlarged department and
every one feels that at last the talking machine

game has come into its own at “the greatest
store South.” And this is surely apparent when
one reviews how the department had its incep-
tion twenty-eight months ago with several small
demonstration booths and equally small display
space, huddled up in a section formerly given
over to storage purposes. Consistent selling
plans carried out by a force of sales people who
have stuck to their posts since the beginning
and advertising ideas and copy that has made
its force felt all over this section have woven the
thread of success about the destinies of the de-
partment, surely spun to stay and spread its
web further.

All the improvements have not been com-
pleted and the new furnishings are yet to be
installed. The World representative has been
promised a set of views and a description of
the new department for a forthcoming issue.

Although busy with moving the department,
Mr. Hofheinz states the business is fully 50
per cent. ahead of last year and that the fall
outlook is one of wonderful possibilities.

The Diamond Disc Shop reports that their
method of supplying restaurants and confection-
eries with re-created music, and showing them
that it is necessary to give their customers music
with their meals and refreshments, has proven a
wonderful success. Since starting this campaign
they have succeeded in selling six of the leading
places in the city each an Official Edison Labo-
ratory Model C 250.

The demand is increasing daily for the new
Army and Navy Model. Several have been sold
and many back orders are to be filled when the
next shipment arrives.

Columbia Grafonolas and records are in un-
usual demand. so says \\. J. \Wright, manager of
the department. The summer months are usually
quiet, but 1917 is out of the ordinary. Patriotic
records and the new Jass record, “Darktown
Strutters Ball,” is responsible for the sales.
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Mr. Wright says they have been advertising in
the dull months morce than in previons years. all
of which has been profitable.

Vacations are in order. Miss Burke will re-
turn to her desk next Monday after an absence
of two weeks. Mr. Hingle has already returned
and says he has the necessary pep for business.
but don’t know how long he will he on the job
as Uncle Sam says he needs men of his type.

Miss Bernice Jalenak, manager of the \ic
trola department of the Dugan Piano Co., has
not yet returned from the East, but her assistant
reports exceptional record business during the
present month and the outlook for fall business
is unusually bright.

The company have recently inaugurated a “no
commission plan” in their piano department,
which has in an unaccountable way brought
many Victrola and record buyers to their estab-
lishment, and they attribute their unusual busi-
ness in a measure to this innovation. They are
not fearful of being able to dispose of any quan
tity of machines they receive.

One of the features of the business section
the early part of the month was a very attractive
window display of Philip Werlein, Ltd., depict-
ing a Chinese garden scene. The background
was a white trellis covered with pink and laven-
der wistaria; from the top of the trellis were
suspended large Chinese lanterns intermingled
with wistaria. The floor was covered with green
moss, with an urn of iris flowers in the fore-
ground, and with large Chinese umbrellas
placed here and there.

Sheet music and cards called attention to the
new Chinese song hits, and a Victrola and Vie-
tor records conveyed to the passerby a sug
gestion as to one of the best ways of enjoying
this style of music. One of the large plate-glass
windows had Dbeen removed, and the opening
screened, and a young lady dressed in the mos
modern Chinese costume displayed all the Chi-
nese hits on a player-piano.

At night the main window lights were cut off,
and small electric lights in the Chinese lanterns
gave a very pleasing and attractive effect.

Here’s the Trio of Quality

Made in Dayton, where quality of work has earned the name, “The City of Precision.” Used
wlherever discrimiating manufacturers want to produce the best talking machines.
T'his trio is the response of the best engineering talent and tlic most skilled workmanship to

the imperative demand of the manufacturer tor

‘

something better.”

The motor, the tone arm

and the sound box each embodies the utmost that science, researcli and skill can put into it.
Combined, thev make a wonderful business builder for the manufacturers who realize that

satisfaction to the customer is the basis of success.

sands is their best endorsement.

The Dayton Motor

Five styles.

less, great power, best workman-
ship. An answer to the demand
for “something better.”
appreciate its excellence when you
see one at work.

The Dayton

Absolutely noise-

You will

correct principles

Universal. Will play any record.
Special metal that will not ring.
Finished in silver or gold. Every
nicety of scientific designing and
conserved by
exactness in building. Five styles.

The enthusiastic commendation of thou-

The Dayton Sound Box

Three styles. The construction
of a correct sound box involves
certain acoustic properties that
reach their highest development in
the Dayton. Its perfect tonal
quality i1s remarkable.

These parts represent a great advance in working qualities, tone production and durability.
o . ; ; .
Fheir use will stamp the quality mark upon your products, bring vou more business, and
satisfy the most exacting customers.

and its products.

Consequently They Are Business Winners

Let us prove this by sending you our catalog, with deseription of the factory, its methods,

Write for it to-day.

The Thomas Manufacturing Co.
322 Bolt Street : : : :

3 DAYTON, OHIO
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ELPHEON reproduction cannot be dis-

tinguished from the original. Such harmony, such
a rich, round, clear tone was never heard before
except in the concert hall.  Such tone was never thought possible. In
playing a record Delpheon personality fades away—it is the original that
& is heard without the loss of a single tonal quality or the addition of those

mechanical characteristics so objectionable. The original bursts into life before
you. VWVords cannot describe the wonder of it all—it must be heard.

IO Ty SO TN N

Thisis allaccomplished through the Delpheon’s new Resounding Chamber—it
k) is rounded— and the two specially made sound boxes. The Delpheon stands ready
AN to prove its superiority under any test.

Rich in Gales
Possibilities

HE Modunome, the Individual-Compart-

ment Record File, the Auto-Stop, the Auto-

Cover Support, the one-piece Tilting Motor
Board, the beautifully designed and finished
cabinet, all serve to make Delpheon supreme.
None can compare with it.

The Delpheon is guaranteed w/thout time limit. The
significance of this is self-evident.

Phonograph buyers are becoming more and more dis-
criminating.  An unusual instrument is necessary to meet
their test of comparison. Nine times out of ten the Delpheon
will be victorious in the most difficult tests—the most critical
will choose it as the best.

Mr. Dealer, this is your instrument. It is your chance to profit
—to add prestige to your name. Find out about it NO/. Write
for our new art catalog. It is the most complete and beautiful
phonograph catalog ever issued and gives information you never
knew before.

Write Dept. T. for terms

The DelpheonCo. )
Bay City Mich.

Chicago Display—6th Floor, Republic Building

W AT IO (]

! Delpheon Sales Co, 1 Verbeck Musical Sales Co.
= 31 Church Street o0 ir...%' 435 William Street
H NEW YORK CITY BUFFALO .
H 2 A
JARARRRARNETIRE 1?\ ", , 3
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SHEER MERIT has attained
for Doehler Die-Castings their
prominence as LEADERS

in their class in the talking

tone-arms and sound boxes by the
leading manufacturers and supply
houses in the trade is the direct result
of the undisputed quality of our prod-
ucts and the efficient service our ex-

machine and kindred trades as it has
throughout the various branches of
the metal working industries.
consistent use of Doehler Die-Cast

tensive resources make possible.

The

DOEHLER

CHICAGO
4414 No. Campbell Ave.

BROOKLYN NY
NEWARK.N.J.

SALES OFFICES
DETROIT
914 Ford Building

ROCHESTER
159 St. Paul Street

TOLEDO. OHIO.

BOSTON
723 Oliver Building

THE AMBEROLA IN PHOTOGRAPHY

C. R. Quade, of Ames, Iowa, Uses the Instru-
ment to Excellent Effect in Posing Children
for Photographs in His Studio—Plan Also
Proves Good Advertising for the Amberola

A new and novel way of interesting parents
in the Edison Diamond Amberola has been suc-

Posing With the Amberola
cessfully used by C. R. Quade, of Ames, lowa,
who photographs children posed beside the in-

strument. Mr. Quade is a photographer, and
he carries on this business in a part of his shop
devoted to the sale of Edison phonographs.

In a recent letter Mr. Quade wrote: “This
has been a successful method of mine for a lony
time in getting children’s photos. 1 thought
it would interest yvou.”

One of the great difficulties a photographe
has in making photographs of children is found
in posing.

“Playving the
beside it makes
savs Mr. Quade.

It can be scen from the conspicuous part the
Diamond Amberola plays in the picture here:
with that Mr. Quade. besides being paid for a
sct of photographs, is placing an artistic ad-
vertisement of the Edison phonograph in many
homes.

Amberola while the child sits
posing a very simiple matter.”

WESER PHONOGRAPH ANNOUNCED

Weser Bros., Old- Tlme anno Manufacturers,
Producing Complete Line of Cabinet Ma-
chines—Contain Various Exclusive Patents
and Original Devices of This House

Among the new talking machines announced
this month is the \Weser phonograph, manutac-
tured by \Weser Bros., 520-530 \West Forty-
third street. New York.

For thirty-cight years Weser Bros. have been
manuviacturing a line of piands and player-pianos
which have been in universal demand by rep-
reseutative piano merchants throughout the
country. The Weser phonograph is manufac-
tured in the \Weser factory, a plant which com-
prises over 100,000 square feet, and which is
cquipped throughout with the most modern
machinery for the production of instruments and
machines which require high-class cabinet work.
as well as a carefully constructed interior.

The \Weser phonograph is the invention of
the late John \Weser, and contains many ex-
clusively patented devices, being produced in six
original cabinet designs. to be retailed at prices
to meet all demands. It can be equipped
with an electric motor if desired. and will play
any make of disc record. Each machine is

vquipped  with 12-inch  turntable, while the
motor is controlled by a speed regulator. All
metal parts are nickcl-plated. The machine is
e¢quipped with a spring motor, and worm geir
drive. Models 130 and 200 are equipped with
a \ r patented autc finder and stop
device, while the gold-plated
and the cabine for records,
rawer tor

mang
metal parts are
albums

accessories.

MAKING GOOD IN BOSTON TERRITORY

ntains

besides

BosTtox, Mass, September 8 —Although he has
only been associated with the local Columbia
branch since the fir W. A Hine
i1s achieving a very plea S His prog
ress with this company has been rapid, duc to
his uvnusual aggressiveness, which, combined
with a strong personality, has won him many
riends

Mr. Hine entered the service of the Colum-
bia Graphophone Co. as a retail salesman in
irmingham, rember, 1913, His next posi-
tion was that of wholesale travecling represen
tative, which lie flled creditably to himself and
the company. until the closing of the Birming-
ham branch, August, 1913, wheu he was trans
ferred to the N wven branch. His work in
New Haven was so satisfactory that when a

good strong salesman was nceded to cover the
city of Boston he was transferred there.

UKULELES

‘Hanalei Royal Hawaiian”

and

‘“Kumalae Cold Medal”’

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

Fxclusive agencies granted for Hanalei Ukuleles—swrite for terms.
Ilustrated circulars and wholesale price list on request.

SHERMAN, CLAY & CO.

Sole Distributers
163 Kearny Street San Franclsco
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olumbia actuallyx
your puli

UR Sales Department studies your public. It

knows its likes and dislikes. It knows what
your public wants and it gives you what your
public wants.

Every Columbia Record that is made must receive
the unqualified approval of our Sales Experts
before it i1s issued.

The one question they ask i1s “will it sell ?”

That’s why Columbia Records do sell. Your
public buys what it wants and it wants Columbia
Records.

Second Columbia Mid-Month Record List On Sale September 10th

There will be a big demand for these records when they go on sale, and since we
are including them in the regular October Supplement, they will sell all over again. Notice
the wide variety which this list embraces and the big selling-value in every one.

Do not fail to secure an adequate supply of these seven Columbia Records or some of your
customers will be disappointed.

B e HERE T ; 49181 ( BARBER OF SEVILLE (LARGO
I L ey W R ao- 12in. , AL FACTOTUM) (in Italian).
.?giZnQ 4 Pterioes (O i $1.50 Riccardo Stracciari.
75¢. I'LL COMEV SAILING BACK TO
O UL Pl i A2318 | HAIL COLUMBIA. Prince's Band.
l%in- 7 COLUMBIA, THE GEM OF THE
IrFROM ME TO MANDY LEE. C. OCEAN. Prince’s Band.
A2328 Campbell and Burr. )
10-in. <
I'M ALL BOUND 'ROUND WITH r
) —One-
75c. THE MASON-DIXON LINE. Az21 | Ceep PORTELTN L
[ Irving Kaufman. 10-in. < : :
75¢. t BEALE STREET BLUES—Fox-trot.
Prince’s Band.
THE RAGTIME VOLUNTEERS
A2313 ARE OFF TO WAR. Irving Kauf- OH, JOHNNY! OH, JOHNNY! OH!
l;);::n. man. ‘?02321 —One-step. Kopp and Banta.
: WON'T YOU SAY A WORD FOR 75 HE’S JUST LIKE YOU-—One-step.
IRELAND? Irving Kaufman. < Vess Ossman’s Banjo Orchestra.

Columbia Graph

Woolworth Building
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oes bring
c close to you

The biggest $100 worth you
can offer your customers

Columbia Grafonola 100

Y our customer will find every-
thing he desires in this beauti-
ful model.

He will find tone-quality un-
surpassed In any instrument

: « at the same price.
I~ He will find beauty of line and
< finish and the most expert
go cabinet maker’s craftsmanship.
> He will find an instrument

that will harmonize with his
home and be a joy to lis eye.

And he will be able to secure
this wonderful Grafonola at a
price that is not prohibitively
high.

Do not miss any of these
strong selling points of the $100
Columbia Grafonola when
showing it to a prospective
buyer.

Any one of them ought to \
clinch the sale. Columbia Grafonola 100

phone Company
New York City
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THOSE WHO WON THE PRESIDENT WHITTEN CUPS IN JUNE

The Caliber of the Men Whose Sales Records in Columbia Service Brought to Them This Special
Distinction—Some Interesting Stories of Business Success

There were recently published in The World
the names of the winners of the salesmen’s cups
for the month of June in a contest inaugurated
for the possession of five sterling silver loving
cups donated by President Whitten of the Col-

L. C. Ackley S. W. Lukas
umbia Graphophone Co. to the members of the
Columbia sales staff.

In announcing the June winners, the Peptimist,
the house-organ published monthly for the Co-
lumbia sales force, introduced them as follows:

“L. C. Ackley, of the Los Angeles branch, was
not born a salesman. He made himself one—

O. F. Jester R. R. Wilson
and a good one. His career commenced clean-
ing and repairing sewing machines in his father’s
wlolesale establishment. A day came when
Ackley, Jr., was entrusted with a horse, wagon
and two machines, sent out into the great sew-

ing-machine-buying world and told not to come
home until his machines were sold. Three weeks
later, somewhat homesick, but minus the ma-
chines, Ackley returned. This was the com-
mencement of a sales career including real
cstate, pianos, sewing machines, automobiles,
stocks and bonds and the Columbia line, which
Mr. Ackley claims the best selling proposition
yet. Mr. Ackley tells us he is A 1516 (‘happy
though married’).

“§ \W. Lukas, of the Pittsburgh branch, has
only been with the Columbia a2 couple of years,
but those two years have been wel] spent. He
has made splendid sales
records and friends of
all he has met. His ex-
perience as Director of
the Hungarian Opera
Co. of New York gave
Mr. Lukas a fine musi-
cal foundation which ¥
has proved of great
value. Mr. Lukas has
thoroughly decided that (
his cup shall go no
farther!

“When H. A. Heath,
now manager of Balti-

B

more, then of New C. R. Salmon

York, first passed through Lynchburg, Va,
he called on the J. P. Bell Co. in an at-
tempt to interest this firm in the Columbia
line. While demonstrating the Grafonola a
small, bright-eyed boy in short trousers, who
I'ad been bubbling over with enthusiasm during
the demonstration, pleaded successfully with
AMr. Bell to put in the line. A sliort time later
this same boy was in charge of the Columbia
department. \When Mr. Heath was transferred
tc Baltimore territory he made a visit to Lynch-
burg and. calling on Mr. Bell, made inquiries

regarding his “boy.” He was introduced to
Oden F. Jester, a full-grown Columbia sales-
man. Mr. Jester was soon on the retail sales
floor of our Baltimore branch, next in the whole-
sale department as city salesman, and now is
not only handling the city but traveling as well.
Also winning Individual Salesmen’s cups!

“We were talking to R. R. Wilson, of New
York, concerning his June success. The two
points on which he based his success are so
simple that any Columbia man can adopt them
or add themi to his present qualifications. ‘I
make my chief interest my dealers’ stock
shelves,” says Mr. Wilson. ‘You can reach your
dealer far quicker by helping him move his
stock, and to stock up the records which move,
than in any other way’ And the second point:
‘I always make the first five or six minutes of
my conversation on general topics or on sub-
jects of personal interest to my dealers. Per-
sonal interest first, shop next.’

“Here is one sentence in a letter written us
by C. R. Salmon, St. Louis winner of the in-
dividual cup. A lot more lies behind this sen-
tence, we imagine, than the simple words: ‘I
managed to have such a good record month in
June because my dealers all wanted to see me
win the cup.” Mr. Salmon is evidently a modest
gentleman and does not tell us just why all his
dealers were ‘anxious to have him win’ the cup.
When your dealers are .for you, you can be
pretty sure you are a good salesman. With Mr.,
Salmon it’s undoubtedly the good old story of
service, co-operation, knowing how, and doing
in—all with ‘peptimism.”

DEATH OF MRS. MARY A. CALDWELL

R. B. Caldwell, general manager of the Pathe-
phone Sales Co., of New York (Bristol & Bar-
ber). Pathé distributors, is receiving the sympa-
thy of his many friends in the trade upon the
death of his mother, Mrs. Mary .\. Caldwell, who
died August 29, at her home in Laurelton, L. I.
Mrs. Caldwell, who was seventy-five years of
age, had been seriously ill since January.

LONG CABINETS

D 83

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

Prompt deliveries on all orders.

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
Victrola 1X.

—

| | , .
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Courtesy a Valuable Asset in The Selling of

Talking Machines and Records

Courtesy is a big factor in selling talking ma-
chines. The people who come in with the pos-
sible expectation of spending from $50 to $250
are not to be handled in the same way as people
who are buying twenty-five-cent merchandise.
If it has been found profitable to give special
instruction in politeness to the salesmen in chain
cigar stores, oughtn’t politeness to be a great
big item in the development and upbuilding of
talking machine salesmen?

Courtesy easily becomes a habit and the young
man who was not given early instruction in such
matters can acguire them in a short time if he
will try. It is not an excuse for a man to say,
Well, T never was taught society ways and folks
will have to takc me as I am.

People do not have to take you as you are.
They can lcave you, and they certainly will if
your treatment of them does not please them.
LEven the fellows we know wcll somctimes get
tired of rough, “kidding” mcthods, and wish
for the polished side part of the time.

Pick out some one you know who is courteous,
who has a reputation for being exceptional in
that particular, and follow his example. Of
course, the employer is the logical example for
the employe. There is a certain amount of rea-
son in figuring that if we do as well as the boss
himself does, in the matter of politeness or in
other matters, we will be doing pretty well
Unfortunately the boss is not always a model
of courtesy. Let's form our own judgment
about who shall be our ideal, rather than fol-
lowing some one because he is our superior.
Lct’s not be satisfied with anything but the best
as our example. What is there to prevent our
becoming more polite, or a better salesman, in
fact, than is the boss himself?

If you are to get on with people you must
avoid allowing one class of customcrs to see you
treating another class bettcr. 1f the customer
looking over some twenty-five dollar machincs
gets a hint of a different obsequiousncss on your
part toward another customcr who is talking
$250 or $300 machines, you may losc thc first
named customer and his friendship forever,
without gaining anything from the other cus-
tomer,

Of course, you are more plcased to scc a rich
customer come in than a poor one. It is casy
and probably natural to be morc attentive to
Mr. Moneybags than to Miss Skimpit., but you
want the trade of all classes-—unless yours is the
exceptional case, a store that caters only to the
millionaire trade.

Be cordial and polite to thc rich, of course.
Go out of your way to be of service to them, but
see that the poorer people never have reason to
think they are getting any lcss. You can do
more for the rich customer because the dcal is
a bigger one and the profit larger, but you do
not need to let any favoritism hecome apparent.
Do all you can afford to do for all.

The salesman who gets the reputation for
being able to get on with any kind of customers
and to please them all will never lack a posi-
tion. Customers will follow that kind of a salcs-
man from one house to another because they
bclieve he has treated them squarely. He will
find that he can sell more goods than other
salesmen, and draw more pay.

A salesman has to sacrifice his feelings a good
many times. He must keep them to himself.
If there is any hard luck talk, let the customer
have the privilege of producing it. Other pco-
ple coming into the store to buy or to look are
not interested in your personal misfortunes or
your physical infirmities. They have troubles
cnough of their own. They will buy better
when they are listening to cheerful conversa-
tion than when thcy are being overwhelmed
with gloomy talk.

You have to listen to the customer who has

an aunt whose cousin is dying of erysipelas, or
to the customer whose brother-in-law has trou-
ble with the differential in his Ford runabout,
but those customers would not have to listen to
any such talk from you and they would not do
it. Keep the tone of the conversation cheerful
and you will make more sales and get along
better with your trade—and incidentally you
will feel a lot better yourself.

People like to go to the cheerful store. They

:: By Frank H. Parsons

will drop in there when they are not expecting
to buy just then, merely because they find it a
place where they get cheered up. If you can get
the reputation of being able to send people away
in better spirits than those in which they came,
you will find yourself growing in popularity
with all classes of folks. You will get on with
your customers better and you will get on better
with your fellow workers and the boss and, in-
cidentally, with yourself as well.

NEW DOMESTIC RECORDS ANNOUNCED

Ten-Inch Records to Be Ready for Shipment by
October—Twelve-Inch Records to Come Later
and Each Will Carry Three Selections

PaiLabELPHIA, PA., September 5.—The Domcstic
Talking Machine Corp., this city. has just an-
nounced the introduction of its new ten-inch
record on which the company has been working
for some time past. The new record is of the
wvertical cut type, and is noteworthy both for
volume and quality of tone.

Many cmployes of the Domestic Corp. have
had an unusual experiencc in the manufacture of
records and have put that experience into the
new product, and the officials of thc company
claim that both in the mcthod of recording and
in the composition used for the records. they
lave registered a distinct advance in the art.
Delivery of the first ten-inch records is promised
in October. Several innovations will be in-
corporatcd in the Domestic record, the first
being the eolor, which will be of a dark rich
bluc, which makes the rccord very handsome in
appcarance as well as distinctive.

Within a short time twclve-inch records will
be added to the list, and an entire new feature

will appear on such records, namely, there will
be three in place of two selections on a twelve-

inch record. This is accomplished through re-
cording in a special manner two selections on

one side and one on the other. While the
recording of three selections for a record will
largely increase laboratory costs, it docs not
increase the cost of pressing, and the advantages
to a purchaser in securing three in place of two
selections on a single record will be apparent.

The list pricc of Domestic ten-inch records
has becn fixed at 70 cents, and the list on twelve-
inch records will be announced later.

The Domcstic Corp. have secured the services
of some of the best talent to sing and play for
them, and whereas their first offerings will not
be large in numbers, they havc been selected
with extraordinary care and recorded under the
best conditions. It is the intention of the com-
pany to continuously add to their line of selec-
tions, using the same selective care in thc addi-
tions as in their original offering.

The Domestic Talking Machine Corp. havc
now securcd a number of high grade connec-
tions who arc marketing their line of talking
machincs, and the addition of rccords, which is
now close at hand, will no doubt largely stim-
ulate their husiness.

Standard Sectional
Record Cabinet

A practical, inexpensive, convenient cabinet
for dealers; made on the sectional principle, affording the
following advantages:

It grows with your requirements: You fust
purchase just the number of sections you actually need
for your present requirements; as you need more space,
add more sections.

Adapted to any space: As many sections as desired
may be placed in a stack; as many stacks may be used
side by side as wall space will permit,

Each section or shelf is indexed by a letter and each
compartment by a number, forming a systelm of filing
unsurpassed for simplicity and convenience.

Neat in appearance: No empty shelves; no over-
crowding. Case always complete, yet always capable
of additional expansion.

Carefully made and beautifully finished in
plain and quartered oak, and in imitation and genuine
mahogany.

Made in two sizes; to hold 10-inch and 12 inch records.
Each section holds 200 records ( 100 Edison records).
Stack may be made up with all sections of the same size;
or sections for 10-inch records may be used above
sections for 12-inch records by means of a reducing
section as shown in accompanying illustration.

Record sections furnished with or without doors.

Price for section $2.75 and up

Sections also furnished with twelve horizontal compart-
ments instead of sixteen vertical compartments, for $1.00
per section extra.

Cases shipped on approval direct from factory at con-
siderable saving to you; on orders amounting to $10.00
and over we pay freight to all points East of Montana,
Wpyoming, Colorado and New Mexico. To points in
and West of these states, we equalize freight charges.
For further particulars and full list of prices for the
different sections in the different grades, write for illustrated
circular No. 70.

The C. J. Lundstrom Mfg. Co.

LITTLE FALLS, N. Y.
Branch Office, Flatiron Bldg., New York City
Fifteen Years’ Experience Making High
Grade Filing Cabinets and Bookcases
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Boston, Mass., September 5.—\With the passing
of Labor Day business in all large centers may
be said to take on a new lease of life. From
now on there are great expectations,of rapidly
improving conditions although it is pleasant to
relate that the month of August made a far
better showing than many persons would have
thought possible in the face of the many detri-
nments to rapid and big business. Betwecn vol-
unteering and drafting the phonograph business
in this city has suffercd a depletion in numbers,
but adequate arrangements have been made in
most cases so that there is not likely to be any
hindrance to business.

Columbia Wholesale Business Growing

Since the opening of the Columbia Grapho-
phone Co.’s wholesale quarters in Federal street
the business has been growing at a rate to sur-
prise the company’s New York officers, and a
recent letter addressed to W. S. Parks, assist-
ant manager from General Sales Manager
George W. Hopkins was full of the heartiest
congratulations for the business done, in par-
ticular on a certain Thursday the latter part of
August. It is a policy of the home office to
recognize good work by words of encourage-
ment, and the men of the Columbia are fre-
quently having just such incentives to push for
business. One thing that thc Doston wholesale
department is glad to see is that dcalers in its
territory are placing orders early and the in-
dications are that there is to be a big fall busi-
ness for the company.

Changes Made in Work of Columbia Staff

The management of thc Boston house feels
that while everything is lined up for big busi-
ness and the machinery is now in pretty good
running order the actual gait, as onc of the
managers puts it, has not yet heen struck. This
should be apparent shortly when all adjustments
are completed. In the meantime several changes
have been effected which should mean much in
the prosecution of business. Hereafter both
Manager Fred E. Mann and Assistant Manager
W. S. Parks will devote most of their atten-
tion to sales, and leave the morc detailed work
in competent hands. To attain this end Frank
Swett has been appointed office manager and
will have charge of everything pertaining to
general routine; Tim Hayes will continue as
credit man and act as assistant office manager;
Frank Lane succeeds James Cahill as foreman
of the order and shipping department and rec-
ord stockroom; and W. A Hines, who lately

joined the Boston’s Columbia forces, coming
here from New Haven, Conn., has succeeded
Fred Erisman, who has been transferred to Dal-
las, T'ex., to become manager of the Columbia’s
store in that city.
Several New Columbia Accounts

The Columbia has just opened up scveral new
accounts with large department stores to handle
Columbia goods. These include Steiger &
Dudgeon at New Bedford, the Steger Fox Co.
at Fall River, F. N. Joslyn & Co. at Malden,
and J. \W. Philbrick & Co. at Everett. All
these have purchased complete stocks of Col-
umbia goods.

Riechard M. Nelson Now with Sonora

Richard M. Nelson has severed his connection
with the Harmonola Co. and joined the forces
of the Sonora. He will devote much of his time
to placing before the Sonora dcalers in New
England all the latest and most approved sales
methods and plans looking to business promo-
tion. Mr. Nelson has opened offices at 553 and
554 Little Building, at the corner of Tremont
and Boylston streets, right near the heart of
the retail section of the city. Omne of the first
exclusively Sonora shops which he has opened
is in Congress square, Portland, Mec., to be oper-
ated by the William Emerson Co. The open-
ing of this store was on September 1. Joseph
H. Durke, who has been making a specialty of
sales organization work, and who also was pre-
viously associated with Mr. Nelson in the Har-
monola line, will be with Mr. Nelsou, the one
to be New England sales manager and the other
assistant sales manager. Arrangements have
been made with eight high grade salesmen, sev-
eral of whom are leaving the management of
successful phonograph stores to work in the
Sonora field under Mr. Nelson. The Sonora
business throughout Massachusetts, Maine, Ver-
mont and New Hampshire will be handled
through the jobber, the W. B. Glynn Distribut-
ing Co. of Bellows Falls, Vt.

W. O. Pardee Enjoys Canadian Trip

W. O. Pardee, head of the Pardee-Ellen-
berger Co., Inc, has just concluded a delightful
trip down the St. Lawrence River from Mon-
treal, on to Quebec and up the Saguenay River,
which is one of the most beautiful trips in this
country. Manager Silliman of the Boston offices
has been unable thus far to take any vacation.
but hopes later to get a few days off. All the
traveling staff have reached home and are ready
for the good fall business which Manager Silli-

man and all the others look for confidently.
Eastern T. M. Co. Men Back in Harness

William Fitzgerald, wholesale manager of the
Fastern Talking Machine Co., did not have the
pleasure of so goodly a company of his pals at
“Camp Tis-Ours” down on the coast of Maine
as in former years. Frank McDonald was with
him and the two managed to have a good time.
Fitz scents good business ahead this fall and
he proposes to see that the wholesale department
gets its share of it. F. J. Maguire of the sales
force has returned from Canopie Lake where he
spent two weeks. Everybody was glad to greet
Mark Read when he came into the store a few
days ago. Read has been away in the country
on a farm following a scason of illness and he
is looking stronger than ever.

Hallet & Davis to Push Phonograph Business

A special effort is to be made this fall by the
Hallet & Davis Co. to go after the phonograph
business, and to this end a new man has been
engaged as manager—]J. J. Deenchan, who has
had considerable experience in this line and who
has just come here from New Haven, Conn.
He will exploit the popular new Solophone
model as well as the Columbia machine. The
Hallet & Davis Co. lately sct aside a large and
well lighted part of its building for talking ma-
chine purposcs, and it expects to do good busi-
ness this fall.

Louis Coner with Chickering & Sons

Louis Coner, lately of the C. C. Harvey Co.’s
staff, has associated himsel{ with the Edison
and Victor departments of Chickering & Sons.
Andrew Lyons, of the sales staff, is home from
his vacation, spent at Cape Cod, and Roy Chris-
tenson also has returned from his vaeation,
spent at Alton Bay, N. H. Manager Longfellow
of this department of the Chickering house has
just shipped a Victor outfit to Italy through the
American War Relief Clearing House, to be
used for the Dbenelit of soldiers at the front.
The machine was purchased by a Boston person
who was anxious to make a contribution in the
interests of the fighters at the front.
Victor Department of H. F. Miller Co. Moved

The Victor department of the Henry F. Miller
Co. is to be removed back to its old quarters on
the second floor of its Boylston street building,
where it will be segregated from the piano de-
partment. Lately the Victors have been sold
from the ground floor. Chester Kammeler, the
manager of the department, has had a very good
summer’s trade.

HOSE New England Victor Dealers who are engrossed in
the “better business than ever” movement know, or will find
out on investigation, that the quickest way to secure LARGE
VICTOR TURNOVERS is through the co-operation offered by
Eastern Victor Service. We have made a specialty of filling orders
promptly and efficiently and of co-ordinating these filled orders
with the sales promotion suggestions of our experts i i

THE EASTERN TALKING MACHINE COMPANY

177 TREMONT STREET

BOSTON, MASS.
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35 ARCH ST G

BOSTON,

Victor Distributors

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

they want when they come to your store.

Keep

your VICTOR record stocks complete.

We can help you for we have

The Largest and Most
Complete Stock of
Records in New England

Wprite, or Telephone Beach 1330

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

Herbert L. Royer Now Occupying New Quarters

Herbert L. Royer, who has becn conducting a
Victor business at the corner of Summer and
Chaunccy streets, up onc flight, which have becn
the piano warcrooms of Walter J. Bates,*Inc,
has removed to 77 Summer street. The new
warerooms also have an entrance from 1 Kings-
ton street. Although the place was opencd for
business September 1 it will not be finally fur-
nished and decorated for a few weeks, for Man-
ager Royer has planned to have an unusually
handsome place of business. The Unit Con-

BAGSHAW NEEDLES

struction Co. is installing a series of artistic
booths.
Lightning Causes Damage

The storc of Heniy Schultz, Columbia dis
tributor, at 435 Broadway, South DBoston, was
damaged by lightning the latter part of August
during a scvere thunder-storm

Army and Navy Edison for Engineers

John Alsen, lately manager of the Victor and
Edison dcpartments for George Lincoln Parker
in the Colonial Building. has installed onc of
the Army and Navy Edison outfits among the

BAGSHAW NEEDLES

BAGSHAW

BAGSHAW NEEDLES

NEEDLES

First Engineers, with which he is now asso-
ciated as a corporal. This machine will prove
of special value when the Engineers go to their
cantonment in the South shortly.
Meyer L. Price Joins the Army

Meyer L. Price, who has been chief salcsman
for Herbert L. Royer in his Victor warerooms,
has joined the rcgular army and will leave Mr.
Royer's employ permanently on Scptember 15,

R. O. Danforth Goes to Providence

Richard O. Danforth has severed his connec-
tion with the Eastern Talking Machine Co. to
accept the position of manager of the Musical
Instrument Sales Co. at Providence, R. I. This
kouse, an exclusive Victor jobber, is located in
the establishment of the .\nthony Furniturc
Co. Mr. Danforth began his new duties Sep-
tcmber 1.

Featuring Self-Selling Plan

Oscar \W. Ray, New England manager of the
Emerson Phonograph Co., is specializing thesc
days on the individual self-seller, which is an
idea that he is promoting with great success
through his New England field. Following a
visit to New York, taken in the interests of the
export business, Mr. Ray continued on to Mon-
treal so as to get in touch with the dealers and
to more fully cxplain to them the seli-selling
plan and to go over the field with them. Mr
Ray has lately arrangcd for the sclling of the
Emerson products in several forcign countries

Robert Steinert Head of Victor Department

Robert Steinert, son of Alexander Steinert
head of the M. Steinert & Sons Co.. is now per-
manently located at the Arch street store, where
he is the head of the Victor department, this
store being given over exclusively to the dis-
tribution of Victor goods. The new warcrooms
of the Victor at the Boylston strcet Steinert
store, now being brought down to the strcet
floor from an upper one. will be ready for the
opening carly this month. These quartcrs
promise to be very handsome, as onc of the
best designers in the city has had the contract

Some Interesting Personals

Warren A. Datchelder, manager of the Victor
department for the A. M. Hume Co., is home
from Oak Bluffs, where he and his family spent
their vacation.

Francis T. White, manager of the Edison and
Victor departments of the C. C. Harvey Co.
shows the effects of an out-of-doors vacation,
for he is back at work with the healthiest sort of
a tan. He was at Onset.

Charles Urlass. one of the outside men con-
nected with the Eastern Talking Machine Co.,

(Continued on page 22)

1870—1917

Bagshaw Needles have always
been famous for acoustic merit
—that is why the prestige of
Bagshaw Needles has grown
greater and greater.

W. H. BAGSHAW CoO.
Lowell, Mass.

BAGSHAW NEEDLES
BAGSHAW NEEDLES
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after a fortnight’s vacation at Onset is back
“on the job” and ready for a busy season.
Assistant General Sales Manager Frank XK.
Pennington, of the Columbia Co., was over in
Boston for a visit about the middle of August.
Grafonola Co. of New England Ready
The Grafonola Co. of New England, of which
Arthur C. Erisman is the proprietor, is all ready
for the fall drive which Manager Erisman is
sure is coming. For the past fortnight business
has shown a marked increase and Mr. Erisman
has laid in a large stock of machines and records
in anticipation of a heavy demand.

REMODELED STORE IN NEW BEDFORD

M. Steinert & Sons Co. Now Have Most Attrac-
tive Quarters in That City

New Beprorp, Mass., Sept. 5.—The remodeled
quarters of the M. Steinert & Sons Co., this
city, were formally opened a few days ago and
a large crowd of visitors availed themselves of
the opportunity of inspecting the new depart-
ments. The improvements include the placing
of the offices in the rear of the store, and the
moving of the Victrola department to the front
of the store where it divides space with the
pianos. On the east side of the main floor there
are soundproof booths for the demonstration of
machines and records. Visitors on the opening
day were presented with souvenirs in the form
of note books bound in Russian leather. J. [.
Hatfield is manager of the local store, and
Lester M. Austin is in charge of the Victrola
department.

TAKES CHARGE OF TEXAS BRANCH

Boston, Mass., September 5.—Fred Erisman, for-
merly connected with the local branch of the
Columbia Graphophone Co., has been appointed
manager of the company’s branch at Dallas,
Tcx. Mr. Erisman has been associated with the
Columbia service for several years and is thor-

oughly familiar with evcry phase of Columbia
merchandising and products.

Frank K. Pennington, assistant general sales
manager of the Columbia Co., was a visitor to
Boston recently, and was gratified to find that the
outlook in this territory is unusually pleasing.

NEW FENWAY SHOP DOING WELL

C. B. Hamilton a Recent Addition to Columbia
Dealers in Boston District

Boston, Mass., Sept. 5.—One of the latest ad-
ditions to thc talking machine stores in this
section is the Fenway Talking Machine Shop,
at 255-257 Massachusetts avenue, of which C.
B. Hamilton is owner and managcr. Mr. Ham-
ilton only recently qualified as a Columbia dealer
and will feature that line exclusively in the new
store. The shop, which was opened in May, is
small but extremely attractive.

SONORA PROVIDES STORAGE

W. B. Glynn Distributing Co., Bellows Falls,
Vt., Leases Section of Factory in Which to
Store Machines to Meet Trade Demands

Bertows Fars, V1., September 7.—The W. B.
Glynn Distributing Co., of Saxtons River, han-
dling the products of the Sonora Phonograph
Corp., has leased the lower floor of the shirt
factory on Tuttle street for one year with the
privilege of leasing or buying the entire build-
ing. It will be used for storing Sonora phono-
graphs, so that maximum service may be ren-
dered the Sonora dealers in this section. Mr.
Glynn is distributing agent for tht Sonora line
in Massachusetts, Maine, New Hampshire and
Vermont, and has heen very successful with this
high-grade phonograph. Ie has a staff of com-
petent salesmen, who aim to co-operate along
practical lines with Sonora representatives.

“I believe that a man should be proud of the
city in which he lives, and that he should so
live that his city will be proud hc lives in it.”—
Abraham Lincoln.

NEW COLUMBIA HEBREW RECORDS

Two New Titles Just Issued in Time for Com-
ing Holidays—Featured on Special Hanger

The international record department of the
Columbia Graphophone Co.,, New York, has ad-
vised Columbia dealers of the issuance of two
new Hebrew records, which were recorded re-
cently for the purposc of giving Columbia deal-
ers an opportunity to feature appropriate and
timely selcctions for the Jewish holidays, which
are coming shortly. One of these special rec-
ords is a twelve-inch—No. E5157, and the other
a ten-inch, E3472. These two records, together
with twenty-two carefully selected records from
the Jewish catalog, will be featured on a spe-
cial Jewish holiday hanger which can be ex-
ploited to excellent advantage.

CORTINA COURSE USED BY MILITARY

French-English Military Manual Adopted by
Many Military Organizations—Copies Sup-
plied to Each Member of Military Police

The popularity of the Cortina French-English
Military Manual, which is sold separately and as
a text hbook with the Cortina Military Phone-
Method, has been well attested by its use by the
various military organizations throughout the
country.

Frederick J. Dwight, a prominent New York
lawyer and philanthropist, has purchased copies
of this manual for every member of the military
police of New York State who will precede the
troops and later instruct them in the proper ob-
servance of thc French laws and customs.

Colonel Cornelius Vanderbilt has for his per-
sonal use not only the manual but the ten
twelvc-inch double-face records comprising the
complete Cortina Military Phone-Method for
French.

The entire Signal Corps at Monmouth Beach
and Fort leavenworth are also equipped with
these manuals.

A 2¢. STAMP

will bring you all the information regarding an
agency for the

Pathephone and
Pathe Records

Get a business of your own.
Establish a profitable agency.
Drop us a line—a 2c. stamp will do the work.

A. VICTOR & CO.

Pathe Distributors

MAIN AND GENESEE STREETS

BUFFALO, N. Y.
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Otto Heineman Phonograph Supply Co.

INCORPORATED
25 WEST 45th STREET, NEW YORK

FACTORIES, ELYRIA, O.—NEWARK, N. J.—PUTNAM, CONN.

CHICAGO ATLANTA SEATTLE CINCINNATI TORONTO

eisselbach Motor No. 16

“A Leader in its Field’’

(List of Parts on Reverse Side) Meisselbach Motor No. 16

SPECIFICATIONS

Capacity—Plays any three 12-inch or five of the aver- Transmission- -Silent gears of special form cut by the
age 10-inch lateral cut records entirely through hobbine method.
with unvarying regularity of speed.

Speed Governor Drive—\\orm gear of most approved

Frame Construction—Close grained gray iron casting - ! . -
il Y ble to construction with highly finished alloy steel worm.

of strong and rigid design. Readily adaptable to

11 forms cabi ruction. : > .
R BEEIES constrlction Turntable Spindle—Tapered shaft of special steel,

Springs—Two springs of perfect and absolutely even running in large automatically Inbricated bearings.
temper; completely enclosed and operating in lu- T b oh e oMo R 2h ne Nt atables
bricant; interconnected by our patented coupling.
The entire spring box shaft is readily detachable by Speeq Regu.lator Knurled ﬁn_ger knob adjustment
the removal of one screw without disturbing the with plain or graduated dial on motor-board of
adjustment of any other part of the motor. cabinet. Most convenient and accurate.
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Parts List

Cast Iron Motor Frame with Locat-
ing Pins and Lubricating \Vasher
Cup.

Locating Pin.

Turntable Shaft Lubricating Washer.

Turntable Shaft Lubricating Washer

s
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up.
Spring Box Shaft Plate.
Spring Box Shaft Plate Screw.
Spring Box  Shaft Plate
Washer
Winding Sl\aft
Winding Shaft Washer.
Winding
Winding
Winding Pawl Spring.
Winding Pawl Spaemg Washer.
Winding Pawl Pin.
Winding Pawl Paper Washer.
Winding Pawl Steel Washer.
Winding Shaft, Assembled.
Mitre Gear and Shaft.
Mitre Gear Papcr \Washer.
Mitre Gear Shaft Spur Pinion
Mitre Gear Shaft Spur Pinion Pin.
Intermediate Shaft, Complete.
Speed Regulator Lever.
Speed Regulator Lever
Screw.
Speed Regulator Lever Spring.
Speed Regulator Lever Arm, 6%”

e

Screw

w

Shoulder

S]n:ed Regulator Lever Arm, 714”
long

H
11
H
I

H
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H
I

16 Meisselbach Motor

Speed Regulator Lever Arm Serew.
Governor Shde Bearing.
Governor Sllde Bearing Screw,
Governor  Slide Bearing
asher.
Governor Bearing Cylinder.
Governor  Bearing” Cylinder Set
Screw.
Motor Suspension Screw, 1%4” long.
Motor Suspension Screw, 1%4” long.
Motor  Suspension Scre\v Steel
Washer.
Motor  Suspension
Washer.
Bottom Plate Suspension Screw.
Bottom Piate.
Turntable Shaft End Plate.
Turntable Shaft End Plate Screw.
Tunptfble Shaft End Plate Fibre
isk.
Bottom Plate, Assembled.
Spring Box Shaft with Winding Gear
and Ratchet.
Winding Side Sleeve with Spring
Tiook.
Winding Side Sleeve Set Screw.
Main Gear and Sleeve with Spring
Hook.
Spring Hook.
Main Spring.
Winding Slde Spring Cup with Hook
in Plate.

'Screw

Screw  Felt

cicleleleiviclo P e doiciviclglor gz dadz iz d -

v
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Dnvmgp%:de Spring Cup with Hook

Spring Cup Inside Washer.

Spring Cup Mook Pin,

Spring Cup Hook Pin Plate,

Spring Cup ook Pin Plate Rivet.

Spring Box Shaft, Assembled.

Governor Worm Shaft.

Governor Worm Shaft Collar.

Governor Worm Shaft Collar Screw.

Governor Disk with Bushing.

Governor Spring with Weight.

Governor Spring Screw.

Governor Spring Washer.

Governor, Assembled.

Brake Lever with Finger Knob.

Brake Lever Finger Knob.

Drake Lever Screw.

Brake Lever Washer.

Brake I.ever Sector Top Plate.

Brake I.ever Sector Bottom Plate.

Brake Lcver Sector Screw.

Turntable Shaft with Worm Gear
and Spur Pinion.

Turntable Shaft Collar.

Brake Shaft.

Brake Shaft Collar.

Brake Shaft Pin.

Brake Shaft Sprm%}v

Brake Shaft Steel Washer.

Brake Shaft Paper Washer,

Brake Shoe.

Brake Shoe Scre

Turntable Shaft Collar Set Screw
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The Columbia Grafonola is now recognized as an

instrument of music in the best homes in the land—
an instrument of which its owners are proud.
Columbia Grafonolas are artistic in their appear-
ance and wonderful in their tone.

Columbia Graphophone Co.
Woolworth Building, New York

_——— e ——————————

Manufacturers of Record Albums Move From
Brooklyn to New Plant at 43-51 West Fourth
Street, New York, Where Increased Facilities
Are Available for Manufacturing Company’s
Products to Meet Growing Demands

The Boston Book Co., manufacturers of rec-
ord albums, moved the latter part of last month
to their new plant, 43-51 West Fourth street, New
York City. Thc uew quarters have over three
times the amount of floor space the old factory
contained and is a very modcrn and well-
equipped building besidcs being a “daylight”
plant. During the past ycar the Boston Book
Co. have had to enlargc their quarters several
times and open up a Western branch in Chicago
to care for the cver-increasing business of the
firm. The lack of space in the old quarters to
house new machinery and give working space
to the employes of the concern necessitated an
immediate change. Over fifty new hands will
be put to work during the coming month.

J. M. Alter, president of the company, in a
statement to a reprcsentative of The World on
a recent visit to the new factory, said: “Not only
have we bcen running to capacity, but the orders
on hand for thie balance of the season make it
necessary for these new arrangements. Then
too we have several improvements in the way of
record envelopes and an cntirely new album,
with many improved features which will shortly
be placcd on the market.”

The Boston Book Co. have a large stock of
paper of the very finest quality—enough to carry
them for a year. All of this stock was bought
before the rise, keeping their albums from ad-
vancing in price to the trade. They have also
contracts with a paper mill, which covers the
entire output of the plant.

The export business of the company has also
increased considerably during the past two years,
the shipments to Canada alone are reaching a
heavy figure.

The company has gained a fine reputation for
turning out the very best work, every record
album being minutely inspectcd before ship-
ment. A\ shipment of their albums, according to
the officials of thc company, always equal the
original sample sent out on the first inquiry.
No doubt some of the care taken in turning out
-their work is due to the treatment the company
gives its employes. The very best working
conditions are provided and everything is done
to make their work pleasant, which cannot but
help to assist the company to success

PAYS TO SEEK TRADE POINTERS

Did it cver occur to you that it takes every
one in the world to know evervthing that is
known? Possibly your clerk or the traveling
salesman, or the packer in the basement knows
something that might be of value to you in
your business. Don’t miss your opportunities
to get all the knowledge you can from those
co-operating with you.

Khaki

Protect from Rain and Dust

all kinds.

in all weather.

crae 5 $5.00

Carrying Straps Extra

Moving Covers

and will enable you to deliver your
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
your delivery troubles will

GRADE A $7_5.Q E.

611 Washington St.

No. 3 Carrying Strap Shown in Cut, $1.00

be over.
Write for booklet

H. LANSING

BOSTON

SLIP COVER

for the Wareroom and the Home. Now is the time
they will be wanted. Write for Samples and Prices.

WELCOME A NEW TRADE MEMBER

Ernest Urchs, of Steinway & Sons, Noted Piano
Manufacturers, Is Also Treasurer of Phillips
& Crew Co. and Clark & Jones Piano Co.

The members of the talking machine industry
have extended a cordial welcome to a new-
comer in their ranks, who is recognized from

Ernest Urchs
coast to coast as one of the most popular mem-

bers of the piano trade. Ernest Urchs, man-
ager of the wholesale division of Steinway &
Sons, New York (the world-famous piano manu-
facturers), in addition to his manifold piano
duties, is also treasurer of the Phillips & Crew
Co.. Atlanta, Ga., Victor distrjbutors, and treas-
urer of the Clark & Jones Piano Co., Birming-
ham, Ala., Victor dealers. One of the most im-
portant details in Mr. Urchs’ Victor activities is
the purchase of Victrolas and Victor goods for
these two successful concerns.

Mr. Urchs has been associated with Steinway
& Sons for many years, and during his connec-
tion with this illustrious house has won the
friendship of the lcading piano merchants
throughout the country. As many of the Stein
way representatives are prominent Victor dis-
tributors and dealers, Mr. Urchs has felt for
many years that he has been a “half-brother” to
the Victor industry, but when he added his new
duties to his piano activities, he first began to
realize the enormity and magnitude of the talk-
ing machine industry. This realization has be-
come more appreciative and intense as time has
passed, especially as Mr. Urchs has personally
been in touch with the strides made by Victor
representatives in all sections of the country.

BLACKMAN BUYS MORE PROPERTY

J. Newcomb Blackman, head of the Blackman
Talking Machine Co., New York, and president
of the National Association of Jobbers, who has
a fine summer home at Brightwaters, L. 1., was
one of the heavy purchasers at the recent auc
tion sale of building plots at that place, and
secured some of the most desirable parcels,



N
=N

THE TALKING MACHINE WORLD

e

O

O A

RS

5L R 000000000 O G O G

0 0 O

The Fibre Needle

B & H Fibre Needle

B & H FIBRE MFG. CO.

represents years of experience
in tonal development.

Countless experiments have
made possible the delightfully
mellow, yet resonant repro-
duction of the

(PROTECTED BY U. S. LETTERS PATENT)

In the home of every talking
machine owner where true
musical appreciation and re-
finement exist, you will find
the B & H FIBRE NEEDLE
used almost exclusively.

Personal inspection of each
needle produced in our factory
assures perfect reproduction
and—guarantees satisfaction.

It Pays to Push
the Fibre Needle

33-35 W. Kinzie Street, CHICAGO, ILL.
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LYRAPHONE RECORDS NOW READY

Lyraphone Co. of America Now Prepared to
Deliver the New Ten and Twelve-Inch Rec-
ords of Their Own Manufacture—Initial List
a Very Comprehensive and Interesting One

The Lyraphone Co. of America, which have
been carrying on an advertising campaign for
the past several months, calling the attention of
the trade to their new ten and twelve-inch
records, announce that they are now ready and
arc making deliveries. The preliminary sales
campaign has brought excellent results, and far
beyond the expectations of the management.
Several large talking machine concerns have
taken up the Lyric record and are recom-
mending them exclusively to their dealers. The
Lyraphone Co. has over a thousand standard
titles; thesc include both domestic and foreign
productions. In addition, starting with the
month of September, they will issue monthly
eighteen double disc records of the very latest
hits. If the first monthly supplement, which
appears elsewhere in this issue, is any criterion,
they are sure of quick results from the trade.

Names such as the Peerless Quartet, Sterling
Trio, Collins and Harlan, M. J. O’Connell,
Henry Burr, Arthur Fields, Blue and White
Marimba Band, etc., form part of their popular
number artists; while the orchestral and higher
grade music is well taken care of by somé very
high class stars. There is no question about
deliveries. September shipments are now be-
ing made and the orders of the last few months,
which have come from all parts of the country,
are now on the way.

Nothing but the best is good enough for this
firm, and the competent staff Managing Di-
rector Quinlan has around him has given every
confidence in their ability to cope with the fall
business, which from present indications prom-
ises to be quite large.

It’s sticking to a job that counts; it’s trying
to do better that wins.

PROVIDE VICTROLA FOR FOLK DANCES
Machines From Store of Half Bros.,, Home-
stead, Pa., Furnish Music for Dancing of Chil-
dren at Outing of Business Men‘s Association

PrtrssurcH, Pa., September 5.—The folk danc-
ing to the Victrola was a very interesting part
of the day’s entertainment at the recent Home-
stead Business Men's Association outing at

Homestead Park, Pa.
The children who gave the various folk dances

Folk Dancing to Victrola Music at Homestead Park, Pa.

were from the Homestead and Munhall play-
grounds, both of which places are under the di-
rect supervision of the welfare department of
the Carnegie Steel Co.

The school Victrola shown in the picture is
one of two instruments which Half Bros.,, Vic-
tor dealers in Homestead, supplied for the play-
grounds, and these wideawake dealers have also
supplied them with a large portion of all their
Victor educational records.

Tt is estimated that there were between 20,000
and 22,000 people in attendance at the picnic.
In watching the folk dancing they incidentally
got an excellent demonstration of the value of
a Victrola as an accompanist.

The children were in charge of the welfare
director, assisted by threc of the paid teachers,
and the various dances were executed very pret-
tily and created a very favorable impression.

PATHE DISTRIBUTORS EXPAND

Williams-Davis-Brooks & Hinchman Sons, of
Detroit, Plan to Move to Larger Quarters on
October 1 to Meet Demands of Business

Derrorr, MicH., September 6.—Williams-Davis-
Brooks & Hinchman Sons, of this city, wholesale
distributors for the products of the Pathé
Fréres Phonograph Co. (Pathephones and Pathé
records), have outgrown their present premises,
and according to their present plans will move
on October 1 into
new and far more
elaborate quarters.

Ttre rapid increase
in the company’s
Pathé business made
this change abso-
lutely imperative, so
that Pathé dealers in
this territory could
receive the degree of
co-operation that the
company aims to
give at all times.
The Pathé division
states that the outlook for fall is very promis-
ing. and that new dealers are being signed up
with unexpected regularity.

TO MAKE TALKERS IN MINNEAPOLIS

Munzer Manufacturing Corp. Opens Offices and
Will Soon Start Manufacturing

MixNEeapoLis, Miny., September 4.—The Munzer
Mfg. Corp. recently chartered here with a cap-
ital stock of $100,000 for the manufacture of
talking machines, has opened offices at 521 Mar-
quette avenue, and annofinces that a factory at
100 \Western avenue will be turning out ma-
chines within the next fortnight, and that an-
other factory will be put in operation later.
The officers of the company are: R. W. Munzer,
president; S. C. Confer, vice-president, and A.
B. Kent, secretary and treasurer.

Why Acme Die-Castings

Have Preference Among All
Leading Phonograph Makers

In perfecting the Phonograph it became very necessary to eliminate the sharp angle
at the minor curve of the elbow of the tone arm because it choked and restricted the
full, round clear tone that the manufacturers and designers so much desired. The prob-
lem was brought to the Acme Die-Casting engineers, who designed and constructed
dies which produced a tone arm elbow with the former sharp corner changed into a
sweeping curve through which the tones when on thc instrument flowed clear and

strong.

the manufacturers were delighted.
Castings are in growing demand by the foremost phonograph makers today.

The above illustration shows what the Acme service produced.
It is significant,'however, to add that Acme Die-

Of course

We

shall be pleased to talk over any similar proposition with you and submit estimates.

BOSTON, 176 Federal Street
PHILADELPHIA, Widener Bldg.
DETROIT, 965 Woodward Ave.
PITTSBURGH, Empire Bldg.

TRADE MARRK

(E)rpord 1011
{h S{ and 3d Ave.

CHICAGO, 549 Washington Blvd.
ST. LOUIS, 1023 Vandeventer Ave.
NEW YORK, 120 Broadway
ROCHESTER, 36 Morningside Park
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Pathe Pathephones from $25.00 to $225.00

Every model equipped to play all makes of disc_records. Profitable
and choice agen(:les In our territory still open. Worite us at once as
our representatives are closing up open ferritory every day.

“Full stock of machines and records always on hand”

G. SOMMERS & CO., yinesora

Pathephone Distributors
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Why and How It Pays to Sell Your House as

%

n ; Institution

Talking machine merchants and salesmen,
when sitting quietly at home after a strenuous
day, are often wont to review, at least in a
cursory way, the relation of their individual ef-
forts to the whirl of activity that represents the
great industry of which they are but an in-
tegral part. Everybody experiences these in-
trospective moods, for from them some of the
greatest maxims and principles of the business
world have been conceived and rounded into
shape. It may be, however, that the actual
originating of new principles falls to the lot of
genius, while the average man’s “discoveries”
are simply his own personal awakenings to
great principles and truths that have long been
in existence but which have never before seemed
sufficiently clear to constitute “a vision.”

Almost unconsciously the thoughts of a man
who is communing with himself on business
matters will center upon the pre-eminently suc-
cessful men and firms that have acquired as-
cendency in his own field of endeavor. The
mighty factors in the retail talking machine
trade, for instance, will loom up in the mind of
the average talking machine salesman as vcri-
table monuments of prestige, reputation and
success. And probably, at the same time, the
salesman is possessed of the idea that if he
had firm names such as these engraved on his
business card he could sell talking machines and
records in quantities. But if his pensing cnds
with this sordid thought, then he lacks vigor.
The men who built up these great houses had
to start at the bottom; so had these firms.
Everything to get big must first grow. Itis a
law of the universe.

Right here is where we wish to point out to
every talking machine salesman, in fact to
cverybody in the retail talking machine trade,
that a most vital factor of modern success is
to have everyone connected with the organiza-
tion sell the house as an institution. Every
man practicing salesmanship that does not sell
the house as an institution is a retarding clog
in the growth of thc house employing his serv-
ices.

The sales of to-day are not the all important
factors—for if business success were based on
making each day show a big total, the terms
and methods of selling talking machines would
drop into an inferno of lower levels. The
thing that counts is the way an instrument is
sold. If it is sold solcly on the basis of being
cheap, no particular benefit accrues to the house
in the long run, as is testified 1o by the fact
that few indeed are the retail establishments in
any given community of great proniinence that
have specialized on selling cheap.

The leading merchants of any community are
selling quality goods at quality priccs—they
started in doing this and as a result have built
up public respect and esteem for their house
that has culminated in community favoritism for
their establishment.

Reputation building for any business house is
secured quicker and more effectively through
honest, constructive policies, rigidly adhered to,
than through any other means. In fact, there
is no other way. The policies used by the grcat
rctail establishments in the piano trade are per-
tinent witnesses of this fact.

Public recognition of the worth and standing
of a house, with the consequent bestowal of the
much coveted ‘““good reputation,” constitute its
right to be termed an ‘‘institution.” Tt there-
forc behooves talking machine merchants and
their salesmen to co-operate in energetically sell-
ing their house as an institution.

To win the title of “institution” in the public
mind, it is necessary to impress upon the pub-
lic on the occasion of every sale, in every ad-
vertisement, and during every sales approach,
the fact that the policies of your house em-
brace nothing but honestv—the fact that vou

1«' -||

sell nothing but quality instruments, those of
nationally recognized merii—the fact that you
regard the respect and good will of your clients
as more to be desired than their gold—the fact
tkat public service is your motto—in short, that
your house is an institution founded on fair
dealing and sincerely devoted to the interests of
your community. But be sure and practice all
you preach! :

W. O. Rutherford, general sales manager of
the B. F. Goodrich Co., of Akron, O., offers
some very interesting supplemental remarks on
this subject in a recent article of his which
appeared in Printers’ Ink, in which he said in
part:

“Reputation building for any busines: house,
whether by means of salesmanship or adver-
tising, can be successful only through the use
of honest, constructive methods. There is no
place in modern business for intrigue, bluff or
dishonesty. Some business men still believe
their competitors are crooks, and this inevitably
produces a state of mind which hinders their
own progress, since their efforts at competition
are made on an entirely wrong basis The
trend of modern business is away from narrow
antagonisms and distrusts and other tendencies
of the Dark Ages, and toward constructive effort
on our own behalf, conscious of the fact that
the great majority of people are honest, and
based on an intelligent appreciation of com-
petition but with knowledge that our business
depends on how it looks to the other fellow
and not on the looks of our compctitor's busi
ness.

“The big, broad ideca, then, which every sales
man must get to qualify as a real business
Luilder, is the idea of selling the house. Take,
for instance, the company which | have the
honor to rcpresent. Do we spend a million
dollars and more each year in advertising mere-
Is to boost the sale of our products?> Ve do
not. That may be the motive behind our cf-
forts. but the big idea in our advertising cam-
paign is to sell to the world our name as sig-
nifying an institution which makes all kinds
of rubber products and sells them everywhere.

“I'hat is the idea we strive to dgvelop in our
salesmen’s minds—that they may becoine some-
thing more than mere business getters—we want

o By Andrus R. Johnson

them to be promoters of the institution they rep-
resent. That is why we are so particular in
hiring men for selling positions to pick only
those whom we feel sure will stick and will
make the company’s success their life work, for
we believe that institution building is the only
way of securing permanent business develop-
ment.”

Mr. Rutherford’s remarks are quite to the
point. Good salesmanship does not consist
solely of selling goods on the spot. A large

part of salesmanship should be devoted to sell-
ing the house as an institution, and in this case,
what applies to the large house also applies to
the small: for by the process of institution
building many retail talking machine establish-
ments that are now classed as small are bound
to grow in power and prestige.

AN EXCELLENT ADVERTISEMENT

Tusting Piano Co. Features “Star Spangled
Banner” in Interesting Manner in Local Pub-
licity—Also Announces Victor Artists

The Tusting Piano Co., which handles the Vic-
tor line very successfully, in Asbury Park, N. J.,
recently ran an effective and timely patriotic
advertisement in the local papers, featuring
“The Star Spangled Banner,” and the fact that
it can be heard to advantage on Victor records.
The caption of the advertiscment, which occu-
pies a space five columns wide, and nearly half
a page deep. was, “The Star Spangled Banner,”
and the text matter was given over largely to
comments on that song itself and the conditions
under which it was written by Francis Scott
Key. In all its advertisements the Tusting
Piano Co. also announces the various prominent
artists who are scheduled to appear in concert
at Ocean Grove, which adjoins Asbury Park,
and the fact that they make records for the
Victor.

“Think not on yesterday, nor troubles bor-
row, on what may be in store for you to-mor-
row, but let to-day be your incessant care—
the past is past. To-morrow’s in the air. \Vho
wives to-day the best that in him lies will find
the road that leads to clearer skics.”—John
Kendrick Bangs.

Grade “D" Cover with No. 3 Straps.

Ward’s Khaki Moving Covers

PROTECT YOUR MACHINES FROM ALL
KINDS OF WEATHER

and will enable you to deliver them
free from dust, scratches, bruises
and all other finish destroyers

Our covers are faced with Standard Khaki,
lined with a heavy grade flannel, interlined
with an exceptionally good grade of heavy
cotton or felt, diagonally and closely quilted,
and manufactured according to the usual
superior “ WARD New London *’ quality.

Grade “D” $5.90 Grade “K” $7.30
Carrying Straps: No.1 $1.00; No. 2 $2.00; No. 3 $3.50
ORDER SAMPLE COVER ON APPROVAL

AVith Name of Machine silk embroidery on any Cover; extra,__25c.
With Dealer’s Name and Address, first Cover; extra '$1.00
game on additional Covers. each extra_.__.__...... 50c.

Write for booklet

THE C. E. WarDp Co.

(Well-known Lodge Regalia House)
101 William St., New London, Ohio

Also Manufacturers of Rubberized Covers
and Dust Covers for the Wareroom
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The Ku-Allen Phonograph Motor has been
adopted by some of America’s leading phono-
graph manufacturers because 1t 1s:

Powerful, Precise, Quiet

and Long-Running

HESE qualities are possible because each Ku-Allen Phono-
graph Motor 1s made of the very best materials, properly
combined by master mechanics.

That 1s the reason each Ku-Allen produces the results that are
essential for absolute satisfaction.

And 1t 1s the satisfaction each gives that has made the Ku-Allen
guarantee possible.

Division of

The Starr Piano Company

Richmond, Indiana
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HOW TO MAKE THE SHOW WINDOW PAY THE STORE RENT

Some Interesting and Valuable Suggestions on This Most Important Matter—Some Methods for
Getting the People Into the Store Through the Appeal of the Window Display

One of the most interesting articles in the
publication recently issued by the New York
Talking Machine Co. and the Chicago Talking
Machine Co., Victor distributors, for the use of
their dealers, “Merchandising Helps for Victor
Dealers,” is entitled “Making the Show Window
PPay the Rent.” The increased importance of
the show window is generally recognized, and
this article, reproduced below, handles this time-
ly subject informatively and interestingly:

“*Making the Show Window Pay the Rent'—

This is the idea of a Victor dealer and is worthy
of imitation—making the show window pay the
rent. The plan of this dealer is to consider his
show window as one of his salesmen and to
heck up the business produced by special win-
low displays, just as he checks up the sales
nade by his salaried salesmen. Your show win-
Jow, like your other salesmen, costs you money
to maintain and you ought to know whether it
is producing results or not. Give it the proper
attention and it will produce results, for nearly
every man and woman that passes it is a pos-
sible customer.
. “How can I get more customers? That is
the ever-present question with the business man,
and so far as the retailer is concerned, the an-
swer in almost cvery case is: ‘Through your
windows.” The only reason why a window is
not a better advertising medium than a news-
paper is that it isn’t seen by so many pcople.
If it could be, it would have the newspaper ad-
vertisements backed off the boards in a great
many lines.

“For every customer who sces the inside of
your store there are a hundred possible cus-
tomers who see the outside, and that is why
the store window should have even more
thought, time and money spent on it than any
other part of the establishment. Let a total

stranger comie to town, and left to his own de- '

vices where will he trade? He will trade at
the store that, seen from the outside, scems
most likely to supply his wants most satisfac-
torily, and he will base his judgment not so
much on the size and the architecture of the
store as on the things he sees in the windows,
and the way they are arranged.

“You will notice how, almost invariably, ad-
vertisements of every sort and kind are illus-
trated in some way. That is done because ad-
vertising men have learned that the public needs
to see a thing in order to get the idea of it.

“The same principle applies to the store win-
dow. One of the most successful window dis-
plays possible is that which shows a typical
‘home scene’—the kind of corner that can be
found in any comfortable establishment. Com-
fortable looking chairs, a rug, a library table, a
lighted lamp on it, a Victrola, a record album
open on the table, a palm or two and perhaps a
bit of statuary is about as successful a display
as can be made, because it shows a definite pic-
ture that is cozy-looking, attractive and con-
tains the most vivid kind of hint that there is
a lot of enjoyment to be had out of a Victrola;
but variety is one of the first necessities in win-
dow display, and it isn’t desirable to keep on
using that and nothing more.

*“T'he Voice of the Victor is full of attractive
window dispiay suggestions. LEach month you
will fizd there new ideas fully described and il-
lustrated. They are designed with a due re-
gard as to cost—frequently the designs contain
suggested material which can be borrowed from
friendly furniture or furnishing houses; and
whenever special material is used the cost is
given, together with the name of the concern
from whom is can be procured.

“But don’t be a copyist—be an originator.

Use the other fellow’s ideas only as a means
of stimulating your own brain. The window
that creates comment in one town will not al-
ways attract attention in another. Keep in
touch with local conditions and make your show
window a part of the news of the day. If some
well-known singer or musician is billed to ap-
pear in your town on a certain date put in a
special window display the week Dbefore and
feature the records made by the artist that is
coming. The new monthly supplements of Victor
records can be used to induce the passerby to
enter.  Lay a few copies in the front of your
show window with a card reading ‘Copies int
side—Free. Glad to have you take one home
with you,” or display three popular new records
in the window with a card reading ‘Here are
three really fine records—records that you
would enjoy hearing. We can play them for
you in a few minutes. Won't you come iun?’
“If your store is located in the hotel or the-
atre district, that is to say, on a street fre-
quented at night, keep your windows brightly
illuminated until midnight. It is a good plan
to put the window in its ‘night dress’ just be-
fore closing the store. ‘Night dress’ is what
one Victor dealer calls the extra show window
matter that he displays at night only. In the
daytime the object of the show window display
is to bring the passersby into the store. so the
principal feature of the display should be some-
thing that arouses a curiosity that can only be
satisfied by entering the store. At night, how-
ever, when the store is closed, the object of the
window display should not be to arouse curi-
osity but to convey information. i
“Get the people in the store—that's the way
to get business. \nd, incidentally, that's the way
to get more people in, for it is humman nature
to follow the crowd. Make your show window
pay the rent by keeping the store full of peo-
ple. Doi’t begrudge the window a few dollars
for show cards, plush aund palms. And, finally,
don’t let the same display stand too long.’

We can make castings of this nature to
your order in quantities and at attractive
prices and deliveries.

Send samples or blue prints for estimate.

“INDIANA” DIE CASTING CO.

CORNELL and 11th STREETS

INDIANAPOLIS, IND
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ANNOUNCING THE NEW

Domesltic
RECORD

SIZE, 10-INCH LIST PRICE, 70c.

HIS record will be ready for the rharket in October; it is of vertical cut and
high grade in every particular.

We have been actively engaged for the past year preparing for this
announcement, and have perfected every feature connected with record manufacture
so that, while our first list is not large, every selection is a finished recording.

It is not quantity, but quality, that is exhibited by Domestic Records and
we anticipate adding to selections monthly.

The best talent only will appear on Domestic Records, as from every stand-
point quality is the ruling element that will govern their manufacture.

Our list of selections includes vocal quartettes, trios, duets and solos,

instrumental trios, banjo and Hawaiian guitar selections, band and orchestra
numbers. . z

Our vocal solos are accompanied by full orchestras, not the few scattered
instruments that are frequently used. Our bands and orchestras are played
with full orchestration, giving a wonderful tone effect.

We shall shortly add 12 inch size records as well, the list prices of which
will be announced in due course.

Our first bulletins are now ready for distribution and dealers are invited
to write for full particulars.

Furthermore—

We announce the addition of two foor machines to the Domestic line,

Baby Grand at $100.00 and Grand at $135.00.

These machines have many new and exclusive features and every
detail of their construction is of the highest grade. All who have seen
and heard them have predicted a phenomenal sale and as many dealers
have stated that their wonderful volume and exceptional tone quality places
them in an exclusive class among talking machines.

DOMESTIC TALKING MACHINE CORPORATION
Horace Sheble, President

33rd AND ARCH STREETS, PW’a,:e,SS'G:ay

7 nuMEEB 9y PHILADELPHI A, PA. 422 Chronicle Building

San Francisco, Cal.
TRADE MARK
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And now Riccardo Stracciari!
ment of the Columbia is of much interest to all music lovers—
the advent, as an exclusive artist, of Riccardo Stracciari, one
of the greatest Italian baritones of history.
ing of Figaro’s song from Rossini’s “Barber of Seville” appears
in the September 10th Columbia Mid-month list.

Columbia Graphophone Co.
Woolworth Building, New York

The opening Fall announce-

His initial record- -

UNUSUALLY LARGE STOCKS HELD BY MILWAUK

—_— e ————

EE TRADE

Efforts of Jobbers and Dealers to Fortify Themselves for Fall Demands Show Results—Plan for
Big Music Show Next Month Abandoned—New Victrola Store Opened—Other News

MiLwAUKEE, Wis, Septemher 10.—-If the talk-
ing machine business of future summer seasons
is as good as the period now coming to a close
in this section, there will be no happier class
of men than dealers in talking machines. The
summer of 1917 stands out in the history of
the trade as one which has exceeded every pre-
vious record for this period. More than that,
as the summer progressed, business developed
in an even greater degree, and the trade is
entering a fall and holiday season with the rosi-
est prospects they have known since the talk-
ing machine business was conceived.

Unusually large stocks of machines and rec-
ords are now held in Milwaukee, due to the her-
culean effort made by jobbers and dealers to
fortify themselves against possible shortage
later in the year. when the movement of crops,
troops, munitions of war and other war-time
necessities will reach its height. This has been
accomplished in the face of the unprecedented
summer demand. If the various manufacturers
continue to supply goods in the same measure
as they have in the last month or two, there
will be machines for al] during the coming fall
and holiday season. It will be a welcome relief
from the shortages experienced in these brisk
selling seasons in past years.

The existence of a state of war seems to have
accentuated rather than rectarded business, ac-
cording to the best posted men m the local
trade. The excitement of the moment has cre-
ated a demand for music that is really diffi-
cult to fill. People have turned to the talking
machine and phonograph as a means of finding
expression of fecling and sentiment. In Mil-
waukee, as well as elsewhere, the consumma-
tion of the wish, “A Talking Machine in Every
Home,” is rapidly becoming a fact.

1t seems likely, as this is written, that the
Milwaukee Association of Music Industries will
abandon its plan of conducting a big music
show in the Auditorium during the week of Oc-
tober 1 to 6. There appears to be only a bare
possibility that the association at its next ineet-
ing will take favorable action, as the special
show committee feels that the proposition might
not be the success it should be under existing
circumstances. The expenses of the show were
figured out to be $5,000, and so far it has been
possible to sell space amounting to $3.500.

While admission fees and other income might
make up the remaining $1,500, it is the opinion
of the committee that the ever-changing trend
of events might raise unforeseen obstacles.
Rather than run the risk of encountering
fairly large deficit, the commmittee probably will
recommend that the show be postponed until
next spring. With the exception of one or two
dealers in talking machines, the local trade gave
the project whole-hearted support, and if the
plan is abandoned for the present, its success
later will be assured.

Milwaukee’s newest downtown Victrola store
that of the Kesselman-O'Driscoll Co., at 238
West Water street, was formally opened to the
public on September 1. The new store in truth
is what its name indicates. a “Victor Palace.”
Louis M. Kesselman and Michael O'Driscoll.
who have been retailing Victrolas at 1920 Fond
du Lac avenue, on the upper west side of Mil-
waukee, for several vears, have reared a new
business in the heart of the business section that
would do credit to the largest cities of the na-
tion. The new Victor Palace occupies a three-
story building that has been equipped with the
most modern devices known to the industry. A
featnre is the record counter, “three steps from
the entrance, where you can get that record

in a minute while transferring on your way

home.” The company has adopted as its motto,
“Where Satisfaction Binds Every Transaction,”
and past experience makes certain that it is
well-chosen.

The Badger Talking Machine Co., 135 Second

street, Victor jobber, makes an enthusiastic
report on present and future business condi-
tions. ‘I'he company has been doing fine work

in supplying Victor retailers throughout WWis-
consin and upper Michigan with ample stocks
for coming trade, and its efforts appear to be
very much appreciated, judging from letters
received by the company. Other large jobbers,
such as the Edison Co.. of Milwaukee, 213 Sec-
ond street, Edison; the Pathephone Co., of
Wisconsin, 183-185 Fourth street, Pathé; A. G.
Kunde, 516 Grand avenue, Columbia; the Bruns-
wick-Balke-Collender Co., 275-279 \West \Water
street, Brunswick: the Premier Talking Ma-
chine Co., 220 \West \Water street, Premier, and
Edmund Gram Music House, 414-416 Milwaukee
street, \eolian-Vocalion, likewise have shown

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. e

VICTOR DISTRIBUTORS

135 Second Street
WIs.

what real service is like in these times of stress

Probably the largest single retail shipment of
phonographs ever received by any local dealer
are the six carloads of Sonora machines delivered
to Charles Orth, 504 Grand avenue, during
the last week of August. Mr. Orth is one of
the largest Sonora retailers in the United States
and has been selling machines so fast that it
has been extremely difficult to keeps stocks in
shape. The higher-priced Sonoras are favored.

Paul Seeger, manager of the Aeolian-Vocal-
ion and Columbia departinents of the Edmund
Gram Music House, 414-416 Milwaukee strect
continues to make scores of new friends for
these machines every week. Mr. Sceger has
built up an enormous business in the short time
that the Vocalion has been on the market.

The Magnola was introduced to a large clien-
tele in the lake shore district of eastern \Viscon-
sin recently, when the Steussy-Schulz Piano
Co., 525 Grand avenue. made a special demon-
stration at the Manitowec county fair in Mani-
towoc. J. F. Herzog, manager of the Steussy
company’s Manitowoc branch, was assisted
during the fair by Henry M. Steussy

Gifts of talking machines and records to
units of the military forces of Wisconsin have
been numerous in secent weeks. From imany
points come reports that not only have dealers
presented machines and records to home com-
panies now in camps, but they have been doing
a large business in machines and records pur-
chased by subscription. Sales of records for
this purpose have been a prominent feature of
record business throughout the summer. Hun
dreds of old records, too, are being sent to the
mobilization camps by private owners, who
then replenish their libraries with new records.

A large phonograph manufacturing industry
will be established in Manitowoc, Wis., accord-
ing to reports from that city. The Republic
Phonograph Co. has been incorporated with a
capital stock of $100,000, and will engage in the
manufacture of a full line of machines, featur-
ing an all-steel instroment designed by a local
inventor. The Republic machine already is
being manufactured in Chicago, but the facili-
ties there are inadequate. The new company,
it is said, will absorb the Invincible Metal Fur-
niture Co., of Manitowoc, and enlarge the plant
about 100 per cent. The manufacture of metal
furniture and fixtures is to be continued along
with the production of talking machines.

Miss Hilda Babler, sister-in-law of Henry M
Steussy, manager of the Steussy-Schulz Piano
Co., the local Magnola distributor, was killed
in an unfortunate automobile accident mnear
Milwaukee on Aungust 27. Edwin Steussy, New
Glarus, Wis,, manager of the Levitan-Steussy
Co., piano and talking machine dealers, brought
Miss Babler and his fiancée, Miss Helen Freitag,
to Milwaukee to visit tlenry Steussy and fam-
ily, and on the return trip in Mr. Steussy’s Hud-
son touring car, an unavoidable collision oc-
curred when a car ahead shot into a lateral
road as Mr. Steussy was attempting to pass. Mr.
Steussy was slightly injured and Miss Freitag
sustained serious wounds.
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Music on Both
Sides—Play on
All Phonographs

Dealer Opportunity Coupon
Big Profit—Quick Turnover
EMERSON PHONOGRAPH CO., Inc
3 W 35th Street, New York City

I want to take immediate advantage of the great demand for
Emerson Records. Send me at once Complete Emerson
Catalog
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Big Sales Certain!

The instant and continued =~ —with music on both sides—
satisfaction given by Emerson  popular selections by famous
Records— backed up by  stars, and by orchestras and
National Advertising in the  bands not excelled by any.
Saturday Evening Post—as-
sures big sales for YOU. It's
a real opportunity for sure,
all-the-year-round profits with
quick turn-overs.

Thousands of dealers now
selling them. Play a long
time for the price. Music edge
to edge. Sell without demon-
stration. If you don’t handle

EMERSON RECORDS Emerson Records it's worth
are fine, big discs of the high- money to you to mail the
est quality—real, live records  above coupon now.

25¢ each. 35c in Canada.

EMERSON PHONOGRAPH COMPANY, Inc.

3 West 35th Street NEW YORK CITY

1erson Record
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ANNA CASE PRESENTS EDISON MACHINE TO SOLDIERS

New Army and Navy Model Presented to Men of Third New Jersey Infantry by Popular Edison
Star—Col. Landon Makes Speech of Acceptance—Governor Edge an Interested Participant

Sea Girt, N. J., September 5—One of the great-
est occasions in the life of Anna Case, the noted
opera artist, occurred recently when she presented
an Edison Army and Navy phonograph to the
men of the Third New Jersey Infantry now’in
camp here. Miss Case was accorded a great
reception, and Governor Edge, of New Jersey,
presented her to the regiment as an American
girl who typifies Americanism of the best kind.
Col. Thos. B. Landon, a grizzled veteran of
thirty-two years’ military service, referred to
her as: “One who came to Sea Girt cight years
ago as a private and returned as a Major-Gen-
eral among the world’s noted singers.” It was
a happy day both for Miss Case and the soldier
boys who received her gift. The Colonel's re-

1t’s businesslike in appearance, compact, made
to stand the rough wear and tear of military
outdoor life, and it will fill our musical re-
quirements so well that we shall never forget
the gracious little American girl who gave it
to us.

“Miss Case, in behalf of the soldiers here as-
sembled, I cannot find adequate words to ex-
press appreciation of the thoughtfulness you
have so graciously’ shown in making this gift
to us. Many lonely nights will be enlivened by
the music from this instrument and the memory
of the girl who gave it will remain with us no
matter where we go. Your singing of the ‘Star

Spangled Banner’ and ‘Our America,’ the song
of your own composition,

will remain as a

Miss Anna Case Singing “Star Spangled Banner” at Military Camp at Sea Girt, New Jersey—
(Insert) Governor Edge, Miss Case and Col. Landon

marks grew out of the fact that eight years
ago Miss Case, then a struggling young church
singer at Ocean Grove, was introduced to Gov-
ernor Stokes, who was then at Sea Girt during
military maneuvers.

The impressive moment of the day came when
Miss Case, in presenting the phonograph, sang
“The Star Spangled Banner,” and followed it as
an encore with “Our America,” a song which
she herself composed. In accepting the phono-
graph Col. Landon said:

“Boys, that instrument is just the thing for us.

FACTS ABOUT THE

KENT ATTACHMENT NO. 1

] To Play Lateral Cut Records on the
i Edison Diamond Disc Phonograph

)

Patented March 2, 1915

It has been recognized by experts the most perfect
device of its kind on the market.

It has been on the market ever since the Edison Diamond
Disc made its appearance.

It can be had with or without reproducer and is made

in two lengths

It is d by the Manuf; in every way. ‘

F. C. KENT & CO.

Manufacturer of Phonograph Accessories

24 Scott Street Newark, N. J.

1 I strictly high-grade construction at prices

memory often revived when we hear a record
of your voice on this war phonograph singing
the national anthem. Now, boys, just to show
Miss Case what we all think of her let's give
three rousing cheers for the American girl who
has been so kind to the Third New Jersey In-
fantry.” The hearty cheers which came in an-
swer brought the tears to the eyes of Miss Case.
1t was Governor Edge who led the cheering.
As the big automobile with Miss Case came
down the main company street, shortly before
the presentation exercises were scheduled to
begin, Colonel Landon quickly formed his men
into company squads, and after going through
some military maneuvers they formed a big hol-
low square about Miss Case, Governor Edge and
the wives of the officers who had been invited.
Motion picture cameras clicked, there was a rip-
ple of applause from the civilians present, and
the soldiers at attention had hard work con-
trolling the impulse to applaud as the pretty
Metropolitan opera artist made her way to the
platform. When the Edison Army and Navy
phonograph came into view, two soldiers carry-
ing it, the band struck up the “Star Spangled
Banner,” and Miss Case began to sing.

“NICHOLSON?» |

New Catalog Showing New Styles

RECORD CABINETS
BELOW COMPETITION

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

K. NICHOLSON FURNITURE C0., Vi

*y Virginia
Sectional Bookcases and Record Cabmet:

The next afternoon Miss Case was the guest
of Governor Edge, General Barber and his staff
with Colonel Landon and his staff also being
present. She again sang the “Star Spangled
Banner.” Anna Case was very happy when
she started for Asbury Park in time to sing that
night at Ocean Grove. Two notable receptions
have been accorded Anna Case within a few
months. Singing for the French Commission
and Marshal Joffre at the Fifth avenue mansion
of Henry C. Frick, and the wonderful ovation
there received, together with the demonstration
Wednesday, are events that Miss Case should
never forget.

SAUL BIRNS TO HANDLE PIANOS

Well-Known Talking Machine Dealer to Ex-
pand His Business on Second Avenue

Saul Birns, who has built up a most success-
ful retail Victor business at 111 Second avenue
New York, has arranged to add a line of pianos
and is at present having the building adjoining
his present talking machine warerooms re-
modelcd to housc the piano department, which
will be opened about September 15. The quar-
ters will be attractively decorated and a large
vlectric sign will mark the two buildings occu-
pied by Mr. Birns. Mr. Birns camc from Ger-
many 13 years ago as a poor immigrant and a
few years later became a Victor dealer with a
capital that might be termed a shoestring. He
now owns the building occupied by his Victor
~tore, as well as the one adjoining it, which
he will use for displaying pianos.

HANDSOME QUARTERS IN FRESNO

Nishkian’s Phonographic Shop Now Settled in
New Home in That City

Fresxo, Car.. September 3. —Nishkian's Pheno
araphic Shop is now located in an elaborate
new home at 1046 Eye street, this city, where
it is attracting the attention of almost everyone
interested in music. The store has two large
display windows that serve to catch the eye in
cvery direction. On the mezzanine floor of
tlie shop there has becn installed a well equipped
concert hall for talking machine recitals, and
the use of which is granted free to musical
societies and clubs. Mr. Nishkian handles both
the Victor and Edison lines, and reports an ex-
cellent trade in both machines and records.

MICHIGAN LAW AGAINST FAKE ADS

Detrott, MicH., September 4.- Laws designed to
prevent fraudulent advertising in this State and
which were passed by the last legislature are
now in effect. They are aimed particularly
against State bankruptcy and insolvency cases
and also prohibit a wilful misstatement of facts
in advertisements.

WALL-KANE STEEL NEEDLES

Are the original genuine ten-in-one Steel Needles
Each needle is guaranteed to play ten records

BEWARE OF IMITATIONS

This handsome metal enamel display cland heles 6U packages.
R 18 NN el 2 216k e cHpackece
containing 50 WALL-KANE needles, retailing for 10c.
Price of Stand to dealers, $3.90.  Single packages, 6c.
JOBBING TERRITORY OPEN

Progressive Phono. Supply Co.

145 WEST 45th STREET, NEW YORK CITY
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~ MANY EVIDENCES OF PROSPERITY FOUND IN BUFFALO

Great Manufacturing Activity in That City Keeps Inhabitants Well Supplied With Money—Neal,
Clark & Neal Plan Big Opening—General Trade News

Burraro, N. Y. Secptember 7.—Superlatives
would be appropriate to express the big busi-
ncss which the Buffalo talking machine dealers
expect during the last four months of 1917.
The public’s sentimental nature, which craves
for talking machine music and other pleasures
of old-fashioned home life, has been developed
to the highest pitch by the fast-recurring events
bearing on this country's present crisis. Buf-
falonians have money too——plenty of it. The
enterprising dealers see plainly this prospective
business and the many evidences of prosperity.
Trade conditions, which were somewhat upset
during the summer on account of the selective
draft, food control agitation, etc., are now im-
proved. No wonder the dealers claim good
grounds for their optimism.

Neal, Clark & Neal’s new store at 473 Main
street will have its grand opening some time
between September 15 and October 1. Com-
plete details will be given in the next issue of
The World. . J. Bruehl, retail manager of
this firm, attended thc Victor educational con-
vention.

Laurens Wilgus, manager of the New Edison
department of Bricka & Enos, has returned
from a business and pleasure trip to New York
City. He will conduct several New Edison re-
citals this fall. The opening of a “children’s
scction” near the Edison department is stimu-
lating the talking machine trade at this store.

Some of the talking machine dealers will at-
tend the American Musical Convention in Lock-
port, N. Y., September 30 to October 6.

The National Lcague of Woman’s Service is
planning to open a club in Buffalo for soldiers,
sailors, aeroplane men and others in military
scrvice. It is expected that the promoters will
rcgard a talking machine and a piano as among
the requisites of the place.

L. M. Cole, manager of John G. Schuler’s
Sonora department, has returned from a visit
to the Sonora headquarters in New York. He
also visited C. W. Snow & Co.. of Syracuse,
Sonora jobbers.

C. M. Logan and A, W. Fiscus, salesmen for
W. D. & C. N. Andrews, reccntly attended the
Victor educational convention at the Victor fac-
tory. This firm reports that it has not been
affected as yet by railroad embargoes.

C. M. Wall, of the local branch of the Co-
lumbia Graphophone Co., has returned from his
vacation in New York City. He was included
in the Government’s selective draft.

“The Columbia business last month proved
to be the largest for August in the history of
this store,” said Mr. Wall. “The outlook for
fall trade is very promising, as we have booked
many large orders for future shipments.”

R. L. Hollinshead, sales manager of the Ver-
beck Musical Sales Co., Inc., which handles the
Delphcon and Operolla phonographs, has re-
turned from a trade trip to Detroit.

Fifty collection experts from various parts of
the country recently held a convention at the
Hotel Statler, Buffalo. Modern methods of run-
ning down “dead beats” in the talking machine
trade and many other lines were discussed.

The Buffalo Chamber of Commerce, of which
some of the talking machine dealers are mem-
bers, has adopted a resolution against “tag days”
conducted in the streets for charitable purposes.
The taggers often become a pest and in some
cases the money collccted is not used for the
purposes advertised.

Buy your talking machines and other merchan-
dise at the stores during only one hour a day.
This is the newest suggestion of a Buffalonian,
who believes that his plan would release an
army of young men, who could be trained for
the trenches.

William E. Mocssinger, treasurer of the Kurtz-
mann Piano Co., Victor dealers, has received
his commission as first lieutenant, field artillery
section, officers’ reserve corps. He was one of
the guests of honor at a military luncheon ot
the Gyro Club, Buffalo, of which hc is a mcm-
ber. Alexander J. Cordes, son of Mrs. F. Cordes,
president of C. Kurtzmann & Co., is a promi-
nent member of the aviation corps at Ithaca.

The William Hengerer Co. is using consider-
able newspaper space to advertise “the big hits
from the Septembcer Victor list.”

Carl and Alvin Kaeppcl, of the Kacppel Piano
Co., Victor dealers, have returned from a motor
trip to Philadelphia.

J. N. Adam & Co. are using these two window
signs:  “Paderewski Plays Chopin’s Famous
Polonaisc Militaire, Victor Departmcnt,” and
“The Wonderful La Marseillaise by Frances
Aida—a Truly Great Record. Victrola Depart-
ment.” Manager Gardner of the Victrola sec-
tion of this store has already begun plans for
his holiday business. During thc past month
this company has found the country trade profit-
able.

L. B. Adains, of the Adams-Kocnig Piano Co.,
recently visited his son, Robert Adams, a cor-
poral in Troop I, New York Cavalry, located
in Brooklyn. Mr. Adams, Sr., also visited \Wash-
ington. His other son, John M. Adams, has en-
tered the Ithaca aviation corps training school.

William H. Daniels, of Denton, Cottier &
Danicls, has returned from a delightful vaca-
tion “somewhere along the Atlantic Coast.” C.
H. Heinike, manager of thc Victrola depart-
ment of this store, was recently visited by O. K.
Houck, of the Houck Piano Co., Mcmphis. F.
M. Farrar, Victrola salesman for this firm, has
refurned from his vacation.

The Buflalo talking machine stores in the
downtown district were decorated during the
Fagles’ national convention, which attractced sev-
cral thousand visitors.

Howard G. Shartle and S. H. Rous, connccted
with the Victor factory, recently called a meet-

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 C0., Inc.

3 WEST 29TH STREET NEW YORK CITY

ing of local Victor dealers at Denton, Cottier
& Daniels, to get thcir views in regard to rec-
ords and record catalogs. The session was wcll
attended. Valuable suggestions were offered by
those present.

Eugene Schultz has joined the staff of the
Jones Piano Co. C. A. Gifford, sales manager
spent his vacation in Toronto.

I'he Hoffman Piano Co. is planning a vigor-
ous Sonora campaign. Members of the Hoff-
man staff sought these vacation places: S. D.
Klinginsmith, salesman, Conneaut Lake, Pa.; H.
Conger, salesman, Angola; Miss Anna Gortzig,
bookkeeper, Varysburg, N. Y.; Frank Thomas,
tuncr, Cattaraugus, N. Y.

Alfred O. Bald, a Columbia dealer at \Vest
Ferry and Grant streets, attended the jewelers’
national convention in St. Louis the last weck
in August. Lawrence H. Montague, anothcr
Columbia dealer, spent his vacation with his
family on the Canadian side of Lake Eric.

Among the admirers of the attractive window
displays of Winegar, Lindsay & Seales are hun-
dreds of patrons of the Teck Theatre, which has
opened for the season. This firm is located in
thc Teck Building.

Albert Schuler, an Edison dealer, has returned
from a month’s vacation.

SONORA AGENCY IN BEMIDJI, MINN.

The George T. Bakcr Co., of Bemidji, Minn.,
well-known jewelry house, has reccntly arranged
to open a department devoted exclusively to the
products of the Sonora Phonograph Corp., and
a complcte line of Sonora phonographs will be
handled. Mr. Baker is one of the most pro-
gressive merchants in Bemidji, and has recently
added scveral lines of musical instruments to his
business.

George Leonard, jeweler. Darlington. Wis,,
has established a talking machine department
and will feature the Brunswick. \Wisconsin jow
clcrs have taken kindly to the talking machinc
to make up a high class business, and especially
in the smaller citics of the Statc there is hardly
a leading jewelry store where a talking machine
cannot be purchased.

I. J. Parks, Rice Lake, \Vis, has forsaken
the life insurance busincss and will open a talk-
ing machine and piano store.

brace holding up cover.
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Here Is What Everyone Wants
An Automatic Top-Release

For Victrola XI and all larger types.
Simple in construction and easily
attached. Guaranteed to work perfectly. Order sample now.

Price, Nickel Plated $1.25, Gold Plated $1.75

Liberal discount to dealers and jobbers
Sold only through Victor Distributors

D. & C. N. Andrews, Buffalo, N.Y.

Eliminates touching
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THE -‘TRADE IN PHILADELPHIA AND LOCALITY

UuiLapeELeHIA, PA., September 4—The dealers
of Philadelphia are complaining because the
talking machine Dbusiness in August did not
run as much further alicad of last yvear as they
had cxpected, but they attribute it not to a
lack of desire on the part of the public to
buy, but because they were able to recciv
but few machines from the faclories

But the bulk of the business in August was
on records. The dealers have been ordering
early this year, and thc jobbers have bheen able
to fill orders almost 100 per cent. This was
fortunate in that it brought the business up to
a good substantial basis, and left the tradec to
start the first fall month of the ycar in cxcellent
financial shape.

Record Business Very Active
Louis Buehn, of the l.ouis Buehn Co., says

regarding August: “The machine business
dropped off rather perceptibly. The record
business, however, kept up remarkably well

The promise from the Victor Co. is that we will
get substantial shipments of machines for the
fall months. The outlook is good, and I do
not see any reason why we should not have
2 phenomenal business.”

Mr. Buehn expects to close his cottage at
Qcean City at the end of this week and bring
his family back to his city home. F. B. Reineck
lias just returned from a delightful vacation
spent at Wildwood.

Looks for Very Busy Fall

The Penn Phonograph Co. have practically
the same report to make as the Buehn firm.
They have felt keeuly the shortage of Victor
machines, but had a phenomenal business in
records and were able to supply completely all
the orders received. T. W. Barnhill returned
on Monday of this week from a quiet but en-
joyable two weeks’ vacation. He says that he
believes the talking machine trade is in line
for the biggest fall it has ever enjoyed, and with
the recent complete rebuilding of the Penn quar-
ters, they are now in a position to handle the
trade much bettcr than ever before.

Edison Dictating Machine in Demand

The Edison Dictating Machine enjoyed a
phenomenal business in August and it was the
largest August they have ever had by consid-
erable per cent. They recently added to their
force two new salesmen, Messrs. Cheeseman

shipments.

1108 Chestnut Street

The most accessible jobbing stock of

VICTOR RECORDS
VICTROLAS
VICTOR SUPPLIES

to be found in the EAST assures complete

WEYMANN

Victor Distributors
EVERYTHING MUSICAL

Philadelphia, Pa. I

and Lund, and they report that business looks
very promising for the fall.
Anticipate Heavy Fall Business

H. A. Weymann came up from the shore,
where lie has a cottage, on Tuesday morning,
after spending several days there with his
family. He says that all the men are back to
work, and they anticipate a very heavy bhusi-
ness from this on. He says: “It promises to
be the biggest fall in our wholesale line that
we llave ever enjoyed. From now on Victrolas
will be coming in from the factory in sufficient
numbers to enable us to make practically com-
plete shipments to our various dealers, and as
to our record business in August, it has simply
heen phenomenal, showing an increase of 50
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to do specific work in the manufacture of iron and steel.

: Few, if any of us, can qualify in dollars and cents
3 with the same degree as Carnegie, but
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1 Andrew Carnegle

< Atuributed his success as an iron master largely to
& having selected as his assistants men specially qualified

YOU, Mr. Victor Dealer, can make good in the selling
of Victrolas and Victor records by selecting as your dis-
tributor one who is experienced and places at your disposal
the latest and best methods of merchandising the Victor

With nineteen years’ experience behind us, we feel qualified
to act as your lieutenant.

Tt

Give us a trial.

PENN PHONOGRAPH CO.

PHILADELPHIA, PA.

|
Established 1898 l

per cent. over the same period of last year, due,
no doubt, to a great extent to our superior and
increased facilities for handling such orders.
All our dealers seem to be stocking up with
records, anticipating a Dbigger demand than
ever before.
Victors for Training Camps

The Delaware County Automobile Club recent-
lv purchased five complete talking machine out-
fits, including that number of Victor 8s, with
albums containing 102 records, and have pre-
sented them to five of the training camps con-
taining Philadelphia soldiers.

Excellent Showing for August

The Peunsylvania Talking Machine Co. report
that their August business was many per cent.
ahcad of their business in 1916, and that the
fall orders have bcen coming in heavier than
they had anticipated. Manager Walter L. Eck-
hardt has brought his family to their city home
in Overbrook, after spending the summer at
the Marborough-Blenheim Hotel, Atlantic City.
T'his week Mr. Eckhardt is spending several days
in Baltimorc. Among the recent visitors at
the Pennsylvania offices was F. K. Penniugton,
assistant general sales manager for the Colum-
Lia. The Columbia machines have been coming
through in very good shape, and there is no
complaint whatever with the record shipments.
Scveral new dealers have Dbeen established in
August by the Pennsylvania Co., including the
P'rince Furniture and Carpet Co., of llazleton,
Pa,, and Stern & Co., the biggest furniture house
in this city.

Enlarge Dictaphone Force

The Dictaphone section of the Pennsylvania
Co. also report a big August, the office win-
ning its quota as well as all of its men. R. T.
Taylor, a new man recently added to the force,
also made his quota the first month. Manager
C. J. Welford is highly pleased with the showing
all around. Among his visitors reccently was
N. T. Milnor, the general sales manager of the
Dictaphone.

Enlarging Sonora Representation

Manager F. D. W. Connelly, of the Sonora
Co., has just returned from his vacation spent
at Galesville, Conn. He spent several days at
the Ncw York offices on his way home. The

(Continned on page 38)
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22| We had the worst
storm, Friday.that
ever has been here.
{It blew downtrees
=|that never were
‘| blown down be-
z|fore.

EMINDS us of the merchant who said: “I
made many sales that [ never made before,
after Buehn Service on Victor Records started
to work for me.”
So many opportunities appear for making profits when you
have the Victor Records to sell that your enthusiasm will

exceed that of the Greenboro Banner Editor when report-
ing an opinion of your own business.

YOU CAN DOUBLE YOUR RECORD PROFITS!

No question about it. But you must know the musical
tastes of your customers; you must tell them about these
records, and you must have the records in stock for ‘“‘take
home with me’ delivery. These three factors are necessary
to “make more money than you ever made before.”

September starts THE BEST season of the year for doing
business; Buehn Service on Victor Records is eager to help

you, SO ‘with the season and the co- operation RIGHT, your
FALL PROFITS should be large.

Tre Louis Buehn Company

VICTOR DISTRIBUTORS

PHILADELPHIA
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THE TRADE IN PHILADELPHIA
(Continued [ronf. page 36)

business, especially for the latter half of August,
was very gratifying, and plans are being made
for an extensive Sonora campaign in this city.
Smith, Kline & French Co. are the jobbers for
the Sonora in this territory, and they have es-
tablished recently quite a number of firms to
handle the talking machine, including the Penn
Furnitnre Co., and the Kecystone Talking Ma-
hine Co.

COMPLAINTS A VALUABLE ASSET

Most Direct Method—:f_Correcting Faults, In-
creasing Effieiency and Therefore the Profits
of Business, Says “Voice of the Victor™

Do you feel pleased, or otherwise, when you
receive complaints from your customers? What
is more important still, how do you act in the
face of complaint?

They are an asset in any business!

No doubt, it seems to any conscientious mer-
chant that in point of service his store com-
pares favorably with other stores of the same.
type. \Whenever he detects an error he corrects
it—but how about errors that he does not de-
tect?

Do you like to think that there may be un-
conscious errors operating under your very
nosc? Those are things that spoil the reputation
of a store, and, of course, these destructive in-
fluences, being unconscious, are, naturally, un-
known to the proprictor. How is he going to
find out about them? Through complaints!

The man who complains is actually doing
you a favor, and the very fact that he com-
plains proves that, uneonsciously, he has your
interest, as well as his own, at heart. Wouldn't
you prefer that he complained rather than that
he should quit you cold?

The man who complains wants to do busi-
ness with you, provided you will meet him half
way. The man who doesn’t complain stays
away from you, and, without any deliberate in-
tention of being mean, he simply relates his ex-
periences to his friends.

The man who comes to you with an honest
complaint—if he got what was really coming to
him should have a cigar or a dinner or a new
hat for his pains, rather than the cold shoulder,
because he is really helping you to make your
business more efficient and, consequently, more
profitable.

We have all found from experience that every
time a Victrola goes into a new home the in-
strument itself brings about a demand for Vic-
trolas in four or five other houses, and exactly
the same thing is true of customers.

That is the way in which practically all busi-
ness is built up. If I find that 1 get satis-
faction at your store it is practically impossible
for me to keep that fact to myself, and four
or five of my friends will shortly be coming to
you because they know my experience has
proven you to be a satisfactory person to deal
with.

Reputation! Reputation! It is built up by the
verdict of your customers because everybody
knows that will be unbiased. When you talk
about yourself, either verbally or in printer’s
ink, people know very well that you are doing
it for the sake of getting business. Conse-
quently, they know that you will put up the
best possible “front.” But your customers?

hat is another matter. All they know or care
about is that you do or do not afford them
the 1d of satisfaction they want. When you
do satisfy the m—they tell their friends. They

1 11 tl when you do not.

BUEHN CO. TRA_NSFER AGENCY

JouNsTON Pa., August 31.—The Buehn Phono-
graph Co. has transferred its Edison agency in
this city to J. H. Williamson, who plans to give
the line an

aggressive repre ition. R, W
Green, formerly manager for the Buehn Co., has
resigned to take charge of the t lking machine
departmeuts of the W, Co.. of

Uniontown and Connellsville, I

THE TALKING MACHINE WORLD

BALL PLAYERS BUY MANOPHONES

Six Members of the Red Sox Call at Cleve-
land Parlors and Each Purchases a Machine—
Progress Being Made by Manophone Corp.

The popularity of the Manaphone, manufae-
tured by the Manophone Corp., Adrian, Mich,
was manifested recently when six members of
the Boston American baseball team called at
the Manophone parlors in Cleveland and each
purchased a Manophone.

The Manophone Corp., 1mmufacturmg this
machine, is the outgrowth of the Clough &
Warren Co., who have an international repu-
tation as piano manufacturers, having been
building ptanos for the last sixty-seven ycars
During the last year a large varicty of styles and
sizes of the Manophone have been produced, so
that at the present time they meet the require-
ments of all classes of retail trade.

The extensiveness of the Manophone plant
and its adequate equipment puts the Manophone
Corp. in a position where it can manufacture
all parts of the Manophone, including the in-

terior mechanism as well as the eabinet work.
This, added to their long experience and perfect
understanding of acoustics, has specially quali-
fied them to create a talking machine of supe-
rior merit. The Manophone has been so manu-
factured that it will play any make of disc
record. and the secret principles which have
been built into the Manophone “throat” and
“musie hall” have given the dealers who handle
this 1nachine several new legitimate talking
points which are backed up by the superior
quality, strength and clearness of tone which
are produced by the machine.

During the past six months several agencies
for the Manophone have been established, with
the result that the factory is now busy with
a large volume of business, which has come
from every part of the country. Every possible
manner of sales co-operation has been offered
the Manophone agents by the Manophone Corp.,
with the result that the machine has now be-
come a universally known product throughout
the country.

Are you an order taker or an order maker?

' | l’|’|"

MODEL IX
Height 44 inches
Width 18 inches
Depth 20 inches

1. Large, beautiful cabinet that will orna-
ment any home. Finished in Mahogany,
Fumed or Golden Oak.

[N}

. Plays all makes of records perfectly,
without the use of extra attachments.
Adjustment of the Sound Box all that is
necessary.

3. Motor contains 2 springs and is capable
of running 3 10-inch records with one
winding. Powerful and absolutely silent
in winding and running.

4. Tone is rich, clear and full. Equal to
phonographs far above its price.

. RECORD COMPARTMENT, contains
three shelves, with ample space to ac-
commodate record albums.

o

Th Artophone v 5 5

E offer our dealers a

undoubtedly be one of the
biggest sellers in the talking
machine industry.

It 1s the best value ever pre-
sented, and every progressive
dealer can use it as a “leader.”

We list below some of its
features.

This is only one of our popular models. Wi
today for catalog, free trial offer and proposition.

Che Art&one Company

Model RETAIL

new model that will

6. TONE MODIFIER, is constructed along
scientific principles, and tone may be
regulated as desired, without injuring
tone quality. Is located conveniently on
right side of cabinet.

7. Equipped with wooden horn, autoinatic
lid support, continuous hinge, and four
needle cups.

8. ACCESSIBILITY to MECHANISM.
It is only necessary to remove four
screws to get at motor.

9. THREE-YEAR GUARANTEE on metal

parts against defective material and
workinanship. Springs excepted.

Write

1113 Olive Street

ST. LOUIS MO.
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Happenings in the Dominion of Canada

INCREASING ACTIVITY GENERAL IN CANADIAN TRADE

Various Concerns in Toronto District Have Al}ead}_s;arted Fall Campaigns—Planning Exhibits
at Toronto Fair—Travelers Getting Good Results-—-Other Trade News

ToroNT0, ONT., September 5.—The Campbell
Flour Mills Co., Ltd.,, West Toronto, are offer-
ing five Pathé cabinet machines, together with
twelve records, as first district prizes in their
Bread Making Contests at rural school fairs in
the Province of Ontario.

The John Raper Piano Co., Ottawa, known as
the “Home of the Victrola,” have twelve venti-
lated soundproof demonstrating parlors and
carry one of the largest and most complete
stocks of Victrolas and Victor records in East-
ern Ontario.

The following popular Victor artists have
already been booked for engagements in To-
ronto early in the season: Ysaye, Mischa Elman,
Alma Gluck and Zimbalist.

The Musical Merchandise Sales Co., 80 York
street, this city, are handling the Brunswick
phonographs. A large part of the enormous
Brunswick-Balke-Collender Co. of Canada, Ltd.,

factory in Toronto has been set aside for the’

manufacture of Brunswick Phonographs, and no
expense has been spared in the equipment to
enable the very highest class of work to be done
at a minimum cost.

E. C. Scythes, vice-president of the Nord-
heimer Piano and Music Co., Ltd., has just re-
turned from a three weeks’ visit to the territory
east of Quebec City, including Prince Edward
Island. Referring to the talking machine trade,
Mr. Scythes, when interviewed, remarked that
every place he went one heard of the visit of a
representative of a new line. Talking machine
travelers seem to grow on every bush, he re-
marked, and the competition is keen.

The George McLagan Furniture Co., Ltd.,
Stratford, Ont., wholesale furniture manufac-
turers, are entering the phonograph manufactur-
ing field with a high-grade instrument which
will play every make of disc record. A com-
plete line is coming through the factory and
will be offered the trade shortly.

Russell Teeple, for the last three years on the
selling staff of Wm. Long, the well-known piano
dealer of Toronto, and latterly connected with
Canadian Symphonola Co., Ltd., of which Mr.
Long is the head, has severed his connection
with Mr. Long’s interests and has joined the
organization of the George McLagan Furniture
Co.

R. J. Mitchell, for several years on the sell-
ing staff of the Nordheimer Piano and Music
Co., Ltd.,, piano department, has been trans-
ferred to the Aeolian-Vocalion department. He
will represent the firm on the road.

Ralph Cabanas, manager Columbia Grapho-
phone Co., has returned to Toronto from a well-
earned and thoroughly enjoyable vacation.

L. E. Hotchkiss, of the Playerphone Talking
Machine Co., Chicago, was among recent talk-
ing machine trade visitors to Toronto.

One of the most interesting announcements
made by the House of Nordheimer in connection
with Aeolian-Vocalion representation is that
which pertains to the arrangement made with
R. G. Cordingley, of Brockville, who, as dis-
tributor, will look after the development of
Eastern Ontario and a portion of Quebec Prov-
ince, including Montreal. Mr. Cordingley is par-
ticularly qualified for the undertaking, as his
entire career has been devoted to the music
trade. In fact, he is a piano salesman of the
first rank, while his father, D. F. Cordingley,
of the Aeolian Co., New York, was for years
one of the best-known men in the Canadian
piano trade, and, indeed, he still retains many
warm friends on this side of the border. Ar-
rangements have been made for carrying a
wholesale stock in Brockville, where Mr. Cord-
ingley will make his headquarters.

James P. Bradt, general manager for Canada
of Columbia Graphophone Co., is absent on a
trip to the Pacific Coast. While this is a purely
business trip, it includes a great deal of pleasure
for Mr. Bradt, as it brings him in contact with
warm personal friends. Just before leaving Mr.
Bradt visited New York and inspected the new
period designs just brought out by the Colum-
bia Co., and over which he is very enthusiastic.
With reference to Columbia conditions in Can-
ada, Mr. Bradt spoke with evident satisfaction
of Columbia lines being featured in the stores
of C. W. Lindsay, Ltd., Montreal, which firm
has a number of branches in leading Ontario and
Quebec centers.

C. J. Pott, sales manager for Canada of the
Otto Heineman Phonograph Supply Co., has
returned to his office from a successful business
trip to Montreal. |

A Pathephone No. 250 (Sheraton Inlaid) and
a good assortment of Pathé records will be
placed in the observation car of the special
train carrying the Ontario delegation to the con-
vention of Life Underwriters in Winnipeg, Man.

Starr phonographs and Starr records will be
exhibited at the Toronto Fair by the Canadian
Phonograph Supply Co., London. This year it
has not been possible to give the talking ma-
chine industry accommodation in any of the
buildings, but space near the Arts Building has
been allotted on which the various firms may
exhibit in tents.

Ample stock to take care of all orders is the
way I. Montagnes & Co. describe their state
of preparedness to meet the fall demand for
Sonora phonographs, for which line they are
exclusive Canadian distributors. Messrs. Mon-
tagnes have decided not to display their line at
the fair, but will show a complete array at their
own salesrooms.

H. S. Berliner, vice-president, Berliner Gramo-
rhone Co., Ltd., Montreal, on a recent visit to
Toronto expressed his satisfaction with His
Master’s Voice products and with the increased
supply of Victrolas.

Mr. Berliner advocates stronger efforts in
pushing record trade, and in his firm’s own re-
tail stores in Montreal has found that with a
little extra interest record sales were increased
to an extent that any shortage of Victrolas did
not affect the natural increase in total sales. He
insists that a salesman who can develop record
business in addition to selling machines is more
profitable to the employer than the machine
salesman who lets the record business go to a
competitor.

E. M. Kearsing, who has been with the Pathé
Co. since they started a year ago, has resigned
and returned to the United States and has been
succeeded by J. J. Tottle. Mr. Tottle, who
comes from one of the old seafaring families of
England, was born in Cardiff, Wales, and went
to the States eleven years ago. He joined the
staff of the American Graphophone Co. in

Bridgeport, Conn., three years ago as assistant
plant engineer. When the opportunity of com-
ing to Canada to join the Pathé was presented
to Mr. Tottle, he readily accepted.

The great increase in talking machine busi-
ness has revealed a weakness that has been a
real obstacle to Canadian manufacturers, viz., a
shortage of cabinets. Enlistments and muni-
tions plants have made heavy drafts on organ-
izations in piano and cabinet plants. The men
taken are replaced with the greatest difficulty,
and at much higher wages, or not at all. The
problem of output has become acute. Canadian
Symphonola Co., Ltd., early in their career faced
this cabinet problem and decided to make their
own. Consequently a factory and plant were
purchased.

John A. Sabine, one of the proprietors
of Music Supply Co., Toronto, wholesalers of
Columbia products, just recently visited a num-
ber of Ontario dealers with pleasing results.
Mr. Sabine contrasted his visit with the calls
made a few years ago, when it was only by the
greatest persuasion that even small orders could
be secured, and to convince the dealer that he
should order then for fall was impossible. On
this occasion fall orders were readily placed
when the dealer was shown the advantage of
anticipating instead of waiting until the goods
would be required, when disappointment in de-
liveries are inevitable.

During the severe storm that swept over
Kitchener, Ont., recently, lightning struck the
factory of the Pollock Mfg. Co., Ltd., manufac-
turers of the Phonola, and demolished a ¢him-
ney. The electric lighting and telephones were
burned out, a couple of men knocked over. One
girl was sent to the hospital suffering from
shock.

O. Wagner, manager of the R. S. Williams
& Sons Co., Ltd,, Winnipeg, Man., branch, has
returned West after spending a couple of weeks
in the East and at New York, where he at-
tended the Edison dealers’ convention. Con-
cerning the trade in the part of Canada looked
after by his branch, Mr. Wagner said it was not
a question of selling the goods, but of making
deliveries.

W. D. Stevensom, of the Canadian Phono-
graph Co., Ltd., Starr distributors for Canada,
was recently elected vice-president of the newly
formed Piano Merchants’ Association of Lon-

don, Ont.
IN THE MARITIME PROVINCES

Large New Department Opened in Halifax—
Featuring the Pathephone—New Line of Ma-
chines Being Manufactured by- Amherst, Ltd.

Havrrax, N. S., September 4—The Nova Scotia
Furnishings, Ltd., 72-76 Barrington street, this
city, have just opened a new talking machine

.department in connection with their furniture

business and have selected the Pathephone as
their leader. They will carry a complete assort-
ment of Pathé records.
The Johnson Piano Co. 168 Hollis street
(Continued on page 42)

Talking Machine Supplies |
and Repair Parts

SPECIALTIES:—SPRINGS, SOUND BOX PARTS,
NEEDLES

THE RENE MANUFACTURING CO.

HILLSDALE, NEW JERSEY
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THE UNICO SYSTEM -

ORDER YOUR UNICO EQUIPMENT NOW

Unico Design Number Three, $202.50 Upwards

i |

T

VWV| IRE ORDERS ARE RE-
- ceived by us daily at this
season from dealers in all sections who
realize that Unico Service will quickly
and at Moderate Cost bring their de-
partments to highest efficiency. Refer
to our Diagram Chart and Price Sched-
ules—then send a Collect Message.

" T ]ELEPHONE ORDERS CAN
| be placed with entire satis-
faction. We will assume Long Distance
charges within a radius of 500 miles.
Simply refer to our Diagram Chartand
Price Schedules—then “Use the Bell.”
' M || AIL ORDERS RECEIVE
| immediate personal attention.
Unico mail service means individual

service on any requirement. Simplf /
refer to our Diagram Chart—then fi

in order blank and mail.
P I ERSONAL ORDERS MAY
be placed either by callin

at our Display Rooms or one of our
representatives will call on you by ap-
pointment made by wire, phone or mail.

UNICO SERVICE delivers the

e
U|NICO PLANNING
Service promptly submits
Plans for Departments of Maximum
Efficiency at Moderate Cost. Simply
specify available space, number of
I{Jooms_ and Record capacity desired.

THE UNIT CONSIR

121-131 South Thirty-first -

LITERATURE UPON REQUEST :
UM
——
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- THE. SALES BUILDER

DOUBLE YOUR FALL AND HOLIDAY SALES

" U | NICO DEMONSTRATING
L Rooms, Patented Elastic Sec-
tional Units, Cabinet Construction,
Superbly Finished and Appointed,
Promptly shipped from stock in Design
and Finish to suit your Requirement.
Prices start at $90.00, including delivery
East of Mississippi River.

" U | NIcO RECORD RACK

System most practical yet
devised. Maximum Capacity in Min-
imum Space. Costs but 3 cents per
Record for any capacity, delivered.

U || NICO RECORD COUNTER
I (Pat. applied for) Eliminates
Cashier and Wrapping Departments,
Speeds the Service, Increases the

Sales. Price $100.00, delivered.

“ U || NIcO EQUIPMENT AND
| Decorations are executed
both in Standard Unico Designs and

also in Period Styles such as Adam,
Louis XVI, Empire, Colonial, etc.

ods, at the right price, right away

‘ 1
| Y | OUR REQUIREMENT,
whether a single room, rec-

ord rack or counter, or the complete
Equipment of a chain of stores, can
be immediately covered through
Unico Service.

_TION COMPANY

HILADELPHIA, U.S. A.
WIRE, WRITE, PHONE, OR CALL TODAY

§

T T T — 10
*\‘T‘:S = 5 5
i i
-, . g T e—
: 2

Unico Design Number Seven, $149.85 Upwards



R

42 THE TALKING MACHINE WORLD

TRADE CONDITIONS IN THE DOMINION OF CANADé—(Continued from page 39)

Halifax, N. S., have been appointed sole dis-
tributors for the Province of Nova Scotia for
Gerhard Heintzman phonographs.

The new talking machine brought out by Am-
herst Pianos, Ltd., Amherst, N. S., has been
christened the “Cremonaphone.” This firm is
now planning on a regular production of about
200 machines a month.

EMILE BERLINER VISITS MONTREAL

President of the Berliner Gramophone Co. Much
Pleased With the Progress Made by His
House—New Manufacturers Enter Field—
Vocalion Agency for Culross—Other News

MoNTREAL, CAN., September 5.—Emile Berliner,
of Washington, D. C, president of the Berliner
Gramophone Co., Ltd., visited this city for a
few days recently. Mr. Berliner was much
pleased with the development of Montreal and
with the growth of “His Master’s Voice” busi-
ness in Canada which he started some years
ago when the talking machine was thought by
so many to be a mere passing fad.

J. A. Hurteau & Co., Ltd., the past month
disposed of a large number of second-hand ma-
chines taken in exchange for new Pathephones.
Miss Lapierre, manageress of the talking ma-
chine department, states that August business
to date constitutes a record one.

J. Donat Langelier, 358 St. Catherine street
East (with L. R. Beaudry as manager), who is
well and favorably known to the local phono-
graph trade through his long connection with
the Canadian Graphophone Co., is handling the
Columbia line with excellent success.

Gingras Freres, piano manufacturers, 2679 St.
Hubert street, have started manufacturing
phonographs and have three models already on
the floor and expect shortly to increase their
range very. considerably.

A prominent local dealer complains very bit-
terly that some American talking machine ac-
cessory manufacturers are very lax when it
comes to filling Canadian orders. They are
most plausible and exceptionally prompt in their
shipment of samples when requested, losing no
time, but once they receive the order it is the
case of a horse of another color.

Charles Culross has arranged for the Vocalion
agency in the West End, where he will carry
the complete line of Vocalion phonographs as
well as the new Vocalion records that are ex-
pected in the very near future.

It seems fitting that Charles Culross should be
again so closely identified with the house of
Nordheimer and the Aeolian Co. For many
years he was connected with the Nordheimer
firm both in Toronto and Montreal. More re-
cently he has centered his energies in the phono-
graph business in Montreal, handling the Sonora
and Columbia lines and now adds to these lines
the Vocalion.

A correspondent in a small provincial town
reporting the doings of his town to a daily news-
paper, among other items sent in, reports a
surprise party, concluding with the following:
“A very enjoyable evening was spent, the young
people skipping to the music of the Victrola.”

NEW CONCERNS IN WINNIPEG FIELD

Several Recent Additions to the List of Talking
Machine Manufacturers and Dealers—Eastern
Travelers Making Their Rounds

WiINNIPEG, MAN., September 3.—Pearson’s Book
Shop, 216 Eighth avenue, East, Calgary, Alta.,
who handle Edison phonographs and records,
recently ran in large advertising space a list of
big selling song hits of the day at special prices.
In the announcement was mentioned the fact
that the same titles could be had in Edison
records.

The Victoria Talking Machine Co., Ltd., 315
Portage avenue, this city, have incorporated for
$22,000, with J. Horn, J. T. Maloney and May
C. Smith as incorporators. They will handle
the Imperial machine.

O. Wagner, manager of the R. S. Williams
& Sons Co., Ltd, Western branch, has just re-
turned from a three weeks’ business trip. While
away Mr. Wagner attended the Edison dealers’
convention in New York. The R. S. Williams
Co. have no complaints to register as regards
business for the month of August.

H. L. Conlin, representing His Master’s Voice,
Ltd., through Ontario for some years, and
latterly with the Berliner Gramophone Co., Ltd,,
Montreal, has come to Winnipeg in the capacity
of manager of the firm’s Winnipeg distributing
house, the Western Gramophone Co.

Harold W. Des Brisay, who has traveled the
Western provinces for some years, is now repre-
senting the Western Gramophone Co. and call-
ing on the Western trade with good results.

Mr. Scrafield, latterly with the local branch
of His Master’s Voice, has left to join the staff
of their Toronto house.

A QUICK SELLER

r\ \/ \\(*\ AR
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"KNOWN FOR TONE”
Y- Most Liberal Discount Proposition Ever Offered
RVl YiZe=> SEND FOR IT TO-DAY =“==§

Stradivara is made complete in ONE FACTORY.
Not assembled in furniture factories.

The tone of this NEW 20th CENTURY MUSIC

éSIMDIVAM

Big Profits

AND

Repeat Orders

From \ i

MASTER reflects the genius of the world’s great-
est violin maker, being the only phonograph in the
world that contains a regular spruce sound board
like the piano and violin. It’s the finest natural
tone talking machine money can buy. Plays all
makes of records. Catalog on request.

SCHILLING PIANO CO., Inc.

Wholesale Distributors
112 West 23d Street, New York

The Melotone Talking Machine Co., 235 Fort
street, is now a distributor of Par-O-Ket rec-
ords. Mr. Laurie, who has just returned off the
road, reports ver<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>