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The best-known trade mark in the world

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

THE INSTRUMENT OF QUALITY

SO,

The first Phonograph

)l made in the worlc
..t to play all makes o

disc records perfectly

Supreme S1000 Elite J180 Troubadour 585
Invincible I 500 Baby Grand 160 Riapsody 00
Invincible I 375 Intermezzo 140 Mendelssohn 55!
Grand 275 Imperial I1I 110 Melodie 50
Laureate 200 Imperial 1 105 Portable : 50

Art models made to special order to suit any taste

Catalog and particulars on request

Sonora Phonograph Sales Company, Ine.

GEORGE E. BRIGHTSON, President
Executive Offices: 279 Broadway, NEW YORK
DISTRIBUTORS THROUGHOUT THE COUNTRY

Soncsa is licensed end operates under BASIC PATENTS of the phounograph ing '8
HIGHIST SCORE FOR TONE QUALITY AT PANAMA-PACIFIC EXPO
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VICTOR MAKES “WIRELESS” RECORDS

In Co-operation With Marconi Institute Helps
Fill Demand for Operators

One of the many problems of the \War De-
partment at the present time is that of securing
a sufficient number of competent wireless oper-
ators, and arrangements have just recently been
made whereby the Victor Talking Machine Co.
in co-operation with the Marconi Institute will
issue a special set of records to be used for
purposes of instruction.

These instruction records were primarily pre-
pared as a part of the courses offered to radio
students by the Marconi Institute of New York.

Owing to the unusual demand for skilled
telegraphists in the United States Army and
Navy, the institute quickly realized that it would
be almost impossible to provide training fa-
cilities rapidly enough to meet conditions
brought about by the war. To meet this emer-
gency this series of lessons on Victor records
was prepared in order that students might have
the much more f{requent opportunitics and all
the facilities for study which can so readily be
afforded by the Victrola, either at home or in
camp.

Those who have experimented at all with wire-
less know that it is rather more difficult to re-
ceive correctly than it is to send. The send-
ing operator at least knows what it is that he
wishes to say, and it is easy to understand how
valuable these Victor records will be to the
student.

In the ordinary way it is necessary to have
two people at work before the student can get
any practice. There must be someone to send
as well as someone to receivc, and this difficulty
is at once obviated by the usc of the records.

Another even more valuable feature of the
records is that they afford the student ample
practice in receiving under all sorts of “interfer-
ence.” The operation of several wireless instru-
ments in the same area produces a confusion
which is known as interference, and which great-
ly increases the difficulty of receiving correctly.
By means of the records the most serious “inter-
ference” conditions can be so arranged that the
student, through practice, may readily become
expert under the most adverse conditions.

WALTER B. FULGHUM'S NEW STORE

Former Manager of Order Department of Vic-
tor Co. Now Operating Retail Victor Store
in Richmond, Ind., His Home Town

Ricamoxp, Inp, December 4.—\Walter DB.
Fulghum, who some time ago rcsigned his posi-

CHANGE NAME TO MICKEL BROS. CO.

Well-Known Victor Jobbers of Omaha Make
. Important Announcement

O»aHa, NEes, December 4.—The Mickel Bros.
Co., of this city, have dropped the name “Ne-
braska Cycle Co.” and hereafter will be known
as the “Mickel Bros. Co. of Omaha.”

As is well known the cycle business is a past
issue with this firm and they have sold prac-
tically everything in the way of accessories,
wheels, motor cycles and bicycles, and installed
a line of pianos instead, so really the name of
“Cycle Co.” is a misnomer.

Geo. E. Mickel, manager of the company, re-
marked: “We have been working toward this
for some four or five years and finally have
cleaned out all of our stock of the other lines
and changed the name.”

Business in Omaha is most excellent in all
lines and there is only one thing that holds the
Victor business down and that is the shortage
of machines, as it is impossible to get Victrolas
to adequately take care of the business.

BLOOMINGD;LE DEPARTMENT MOVED

Victrolas and Grafonolas Now being Sold on
Second Floor of the Big Store

The talking machine department of Bloom-
ingdale Bros. the big New York department
store, in which both Victrolas and Grafonolas
are fcaturcd, has ben removcd to. the second
floor of the company’'s store at Fifty-ninth
street and Third avenue. The new location
is much more convenient for the public, and
additional facilitics arc provided to take care
of the growing tradc, including the installation
of many soundproof demonstrating booths.

A DEFINITION OF SUCCESS

What is success? The accumulation of great
riches? Obtaining high offices tnd gaining the
applause of the public? Or is it giving the best
that is in us, in a practical way, to the public for
the good of mankind? For one to give to the
world the best that is in him, in the most use-
ful way, he must be able to make home what it
implies, the happiest place on earth.

Victrolas and rccords. His long connection

with the factory has given him a broad knowl-
edgc of every dctail of the line and his many
friends in the trade are confident that the new
venture will prove an unqualified success.

In fact, he has rcccived most convincing evi-
deffce in this connection from the peoplc of
Richmond.

tion as manager of the
order department of
the Victor Talking
Machine Co., after
twelve years of serv-
ice, is now firmly
established in his new
retail Victrola store
in this city, which is
his home town.

Mr. Fulghum bought
out Martin’s Music
Shop and immediately
set about remodeling
the store with the re-
sult that he now has
most attractive quar-
ters, modern in every
particular, as will be
seen by the accom-
panying illustration.

Mr. Fulghum nat-
urally handles the
Victor line exclusively
and has put in a sub-
stantial stock of both

The Attractive Quarters

L e |
of Walter B. Fulghum

TALKING MACHINE AS A GIFT

Nothing More Suitable for Music Lovers and
Its Merits Should Be Presented by Dealers
Through Publicity in a Most Emphatic Way

Referring to the most suitable Christmas gift
for music lovers, the Pictorial Review in a re-
cent issue spoke of the talking machine and its
value in this connection as follows:

“The value of a talking machine as a Christ-
mas present is not confined to the amount of
pleasure it will give the untrained music-lover,
but includes, too, its immense importance as an
educator. There was a time when the talking
machine was derided by all who fancied them-
selves real music-lovers, but now this class of
music has no firmer friends nor stancher advo-
cates than the professional musicians, who have
recognized the inestimable value to the student.

“Familiarity, as applied to good music, does
not breed contempt, but rather understanding
and admiration, and the talking machine has
made discriminating music-lovers out of many
who were previously indifferent to its appeal,
and has brought to the music student the best
work of great artists in a way that would have
been practically impossible before, or would at
least have represented the expenditure of many
hundreds of dollars in concert and opera tickets.
This is especially true for the student of sing-
ing and of the violin. A good record of some
song or operatic aria, made by one of the great
artists of the world, if properly studied and ana-
lyzed, is worth many, many lessons from the
best of teachers. In fact, there is no other
way by which the student can come into such
close contact with the great interpreters of
music. Talking machines may be found in many
differing sizes and styles, ranging in price from
$15 up. To a friend who already owns a talk-
ing machine, a few especially good records make
a most acceptable gift.”

PRESIDENT’S DAUGHTER IN CONCERT

Appearances for Benefit of Red Cross Taken
Advantage of by Dallas Dealers to Call At-
tention to Her Columbia Records

The recent appcarance of Miss Margaret
Woodrow \Wilson, daughter of President \Vilson,
in concert in Dallas, Texas, was taken full ad-
vantage of in the advertising of the \Vill A.
Watkin Co., which called attention to the fact
that Miss \Wilson sings “The Star Spangled
Banner” for the Columbia Co. and gave the num-
ber of the record for convenience.

The company also arranged a special Grafo-
nola window display in honor of Miss Wilson’s
appearance, and her rccords were strongly fea-
tured therein. The proceeds of the concert went
to the benefit of the Red Cross.

VOICE RECORDS OF SOLDIERS

At the Museum Association conference held
in Shefficld, England, recently it was suggested
that every town should arrange for a voice rec-
ord from every soldier who returned home of
his experiences in fighting.

The delegates proposing this added that there
should be records from prisoners of war telling
how they had been treated by their captors and
muscums should contain everything that would
lead posterity to sece, feel and understand the
terrible ordeal through which civilization is
passing at the present time.

OPENS BRANCH IN WICHITA FALLS

The Numm Electric Co., of Amarillo, Tex.,
have opened a branch house in Wichita Falls,
and have been fortunate in securing the Victor
agency, formerly held by Harrison & Everton,
at that place. They have also taken on the
Brunswick line of talking machines.
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Some Qualities That Are Essential to the Success

of the Modern Talking Machine Salesman = =

Not everyone stops to consider that, in reality,
a polite man and a politician really ‘mean the
same thing. So, for that matter, does a police-
man. Policy, police, politics and politeness all
have a common root; though they seem far
enough apart sometimes. They all hark back
to the old Greek word polis, which means sim-
ply “city.” That explains thc politician and
the policeman, of course; but likewise it ex-
plains the polite man. For he is the “man of
the city”; who knows how to be courteous (that
is, accustomed to the ways of a Court) and
how to be urbane (which is what our Roman
ancestors called the quality of “cityfiedness,” as
you might call it). Yes, the polished way
(polis again) is the way of the city, the polite
way, the urbane way. And just as the city is
the real sign and symbol of modern civilization,
so also the polite man is essentially the modern
man.

Politeness, however, need not be confined to
the city man, for the small-town feller can have
it too, even though he does not always have as
much of it as would be agreeable. But when
the small-town feller happens to be a talking
machine salesman he finds politeness his need in
more ways than one, and so becomes a city man
without always knowing it.

Certainly, the salesman must needs be a
polite man. no matter where he may be domi-
ciled; but the politeness which should be his
is not the politeness of Lord Chesterfield, the
politeness of wigs and hoops, of sedan-chair and
minuets by Corelli. It is not, in short, the
politeness that murmured under its breath at
bluff Dr. Johnson and was all artifice and syni-
cism, all stiffness and mechanism, that was too
unnatural to live; and so died with its mother,
the eighteenth century.

The politeness of to-day neither grins, nor
bows obsequiously. It is not the trained ser-
vility of the man-servant who lifts not his eyes,
nor the odious familiarity that claps on the back
and pretends to an acquaintance it does not
possess. It is not the smirking drivel of the
village cut:up among a bevy of girls, nor the
stilted formality of the old-fashioned mid-nine-
teenth century maiden afraid that every man had
designs on her. Our sort of politeness is of
another sort.

Gradually in America we are evolving a busi-
ness ideal of politeness. Every man who, like
the talking machine salesman, has much to do,
in business relations, with the opposite sex,
needs to know the basis of this manner and
adopt it sincerely for his own. Yet it cannot
be made one’s own unless one believes in it.

Our American style of politcness is becoming
based upon a recognition of the truth that we
arc finding profitable in advertising; namely,

that a sincere statement of facts, presented with-
out boasting and also without servility, wins; and
wins because it is right, not because it seems
superficially pleasing.

A salesman who is dealing with women to a
large extent and who has to sell expensive talk-
ing machines needs to know to-day that sin-
cerity and truth-speaking are the foundations
of the only kind of politeness that may be de-
pended on to carry him through every kind of
difficulty. To-day it is not necessary to flatter
a woman customer, or to be formal with her.
1t is only necessary to speak the truth and to
treat her with the same respect one would give
to the women members of one’s own family.
It is most decidedly not necessary, either, to
agree unqualifiedly with every silly or thought-
less statement a customer may make, whether
that -customer be man or. woman. For the
question may be asked by one who knows its
erroneousness but wishes to be set straight. In
any case, to agree with those who know them-
selves to be ignorant in the specified direction,
though they do not perhaps confess it, is to
destroy all belief in one’s sincerity. When that
belief has vanished from the customer’s mind,
there is slim chance of doing satisfactory or
any business.

It is 2 fact unfortunately true that the general
public have obtained some false ideas concern-
ing our business, the profits in it, and the
degree of credibility to be assigned to the state-
ments made by salesmen. In consequence of
this, it has become the practice for many large
houses, and is rapidly becoming the practice of
them all, to insist that statements made by
salesmen shall be strictly truthful and shall en-
tirely avoid any knocking of competitor’s goods.
What is this policy but a recognition of the fact
that the truest politeness is to tell the truth, and
let the merits of the house that offers the goods
speak for themselves?

But no one need, or should, suppose that,
therefore, the salesman is under less obligation
to be courteous. There is all the difference in
the world between familiarity and politeness.
The old-fashioned familiarity was always based
on insolence, and therefore always on lies; be-
cause one who takes liberties pretends to be-
lieve in the existence of something that does
not exist; namely, a right to intrude his per-
sonality upon another.

Business politeness, in these days, is based, as
was remarked, on sincerity and truth-telling.
Now, sincerity and truth-telling cannot be prac-
ticed without involving also the development of
a better regard for the feelings of others and
less insistence upon one’s own supposed personal
rights. The day is rapidly passing when it is
considered an infraction of one’s rights to be

required to refrain from smoking in a piano
wareroom, or to be expected to keep one’s speech
free from profanity and objectionable slang.
That the average salesman should consider
it his duty always to be ready, at any time of
the day, to talk business with a lady is no longer
a matter for argument. One recognizes the
necessity instinctively. Nor is there any longer
an excuse, in popular usage or trade custom, for
permitting the continuance of any method which
contradicts the modern definition of business
politeness; which is the habit of telling the truth
and of being sincere, without familiarity and
without rudeness.

The processes whereby the manners of a peo-
ple are developed cannot be called rapid upon
the most charitable of constructions; but they
are perfectly sure. The superficial observer
may question whether the rising generation
shows any real improvement in respect of po-
liteness over the standard of its fathers; but, in

fact, all signs point to a gradual and steady ad- -

vance in this respect. Those who belong to the
older school may well remember that the moral
and social standards of our national life are
steadily rising, and that behavior which, twen-
ty-five years ago, was accepted as usual—even
expected—in business offices and warerooms,
would now be considered intolerable.

The professional talking machine salesman
needs to possess, above all others who engage
in retail business, the priceless asset of urban-
ity. To be even-tempered, truthful, calm and
courteous, in all situations is to be success-
ful in every line of endeavor. But such quali-
ties are especially valuable in the business of
selling talking machines and records. To ef-
fect tlhie sale of an expensive instrument in the
face of stiff competition, with on the one side
ignorance and its accompanying suspicion, and
on the other side an unscrupulous competitor,
is not always easy; but it is quite impossible for
the man who is not a gentleman by instinct.
The bully, the offensively familiar, and the insin-
cere, can never efface their real nature in busi-
ness contests of this sort. Only the gentleman
can keep his temper and his head at the same
time, while telling the truth and exposing the
lie. To have these qualities as part of one’s
make-up is to be that paragon, a truly polite
man, in the best and truest sense of the term.
It is also to be a successful salesman.

No man can acquire such winning qualities
by wishing for them. If he wants them only as
weapons wherewith to make sales he will be
disappointed. But if he cultivates true polite-
ness, by telling the truth, and trying to be sin-
cere, straight and respectful,” without servility
or rudeness, then he will acquire these qualities,
and with them success.

show them—they sell on slsh
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213 EAST BROAD STREET

Corley Fibre Victrola Trunks

Are Making Dollars for Dealers Everywhere

From every section of the country come enthusiastic reports of the ready welcome
accorded them by Victrola owners. No need for any long-winded sales-talk—simply
Made from durable hard fibre, reinforced metal

snap catches. Staunch, safe—durable.

TWO STYLES—TWO SIZES—BOTH WINNERS

Style 4 (without record tray, for Victrola IV).
Style 6 (without record tray. for Victrola VI)
Style 4.T (with record tray, for Victrola IV;

Style 6-T (with record tray, for Victrola VI

Don’t overlook this “easy money" '—every owner of a cabinet Victrola will want a
IV or VI and one of these convenient Victrola Trunks. Be ready to supply them.
Get your orders in now—by mail or wire.
Descriptive circulars mailed on request.

7@5@5@%@

ORIGINATORS OF FIBRE VICTROLA TRUNKS

We will ship promptly upon receipt.

RICHMOND, VA.
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Victrola IV-A, $20
Oak

and

Victrola X-A, $85

Mahogany or oak

“Will there be a

Victrola in your home

this Christmas?”

That is the question being put before
the entire country in the extensive
Victor advertising.

That is the question which is going
to be settled in thousands of homes—

settled to your satisfaction.

That is the question which will help
to make a new high record for Victor
Christmas business.

So don’t lose sight of the value to
you of the Victor holiday advertising
and ‘‘Will there be a Victrola in your
home this Christmas ?”’

Victrola VIII-A, $45
Oak

Victrola XVI, $215
Victrola XVI, electric, $270
Mahogany or oak

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

Berliner Gramophone Co., Montreal, Canadian Wholesalers

Important Notice. Victor Records and Victor Machines are scientifically co-ordinated and synchronized ij our special
odu

processes of manufacture, and their use. one with the other, is absolutely esaential to a perfect Victor repr

ction.

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

Warning: The u
sny other Talking N

se of the word Victrola upon or in the promotio
¥ h prod is misleadi

Albany, N. Y.......Gately-Haire Co., Inc.
Atlanta, Qa.........Elyea-Austell Co.
Phillips & Crew Co.
Austln, Tex......... The Talking Machine Co., of
Texas.
Md...... Cohen & Hughes.

E. F. Droop & Sons Co.

H. R. Eisenhrandt Sons, Inc.
Bangor, Me......... Andrews Music House Co.
Blrmlngham, Ala.... Talking Machine Co.

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

Baltlmore,

The M. Steinert & Sons Co.
Brooklyn, N. Y.....American Talking Mch. Co.
G. T. Williams.
...W. D. & C. N. Andrews.
Neal, Clark & Neal Co.

Burllngton, Vt...... American Phonograph Co.
Butte, Mont. Orton Bros.
Chlcago, IN.. ...Lyon & Healy.
The: Rudolph Wurlitzer Co.
Chicago Talking Machine Co.
Cloelonatl, O........The Rudolph Wurlitzer Co.
Cleveland, O........The W. H. Buescher & Sons Co.
The Collister & Sayle Co.
The Eclipse Musical Co.
Columbus, O....... .The Percy B. Whitsit Co.
Dallas, Tex... Sanger Bros.
Denver, Colo........ The Hext Music Co.
The Knight-Campbell Music Co.

Buffalo, N. Y....

n or sale of
and illegal,

Victor Wholesalers

Des Molnes, Ia.....Mickel Bros. Co.

Detrolt, Mich.......Grinnell Bros.

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

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

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

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

Indlanapolls, Ind...Stewart Talking Machine Co.

Jacksonvllle, Fla....Florida Talking Machine Co.

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

Lincolm, Nebr.......Ross P. Curtice Co.

Little Rock, Ark...0O. K. Houck Piano Co.

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

Memphls, Temn.....0O. K. Houck Piano Co.

Milwaukee, Wls.....Badger Talking Machine Co.

Omaha, Nebr...... +A, Hospe Co.
Nehraska Cycle Co.
Peorla, Ill........... Putnam-Page Co., Inc.
Phlladelphla, Pa....Louis Buehn Co., Inc.
C. J. Heppe.
Penn Phonograph Co., Inc.
The Talking Machine Co.
H. A. Weymann & Son, Inc.
Plttsborgh, Pa..... W. F. Frederick Piano Co.
C. C. Mellor Co., Ltd.
Standard Talking Machine Co.
..Cressey & Allen, Inc,
Portland, Ore.......Sherman, Clay & Co.
Provldence, B. L....J. Samuels & Bro., Inc.

Portland, Me......

Minneapolls, Minn. Beckwith, O’Neill Co.
Moblle, Ala......... Wm. H. Reynalds.

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

Nashville, Tenn.....0. K. Houck Piano Co.
Newark, N. J.......Price Talking Machine Co.
New Haven, Conn...Henry Horton.
New Orleans, La....Philip Werlein, Ltd.
New York, N. Y... Blackman Talking Mach. Co.
Emanuel Blout.
C. Bruno & Son, Inc.
1. Davega, Jr., Inec,
S. B. Davega Co.
Charles H. Ditson & Co.
Landay Bros., Inc.
New York Talking Mach. Co.
Ormes, Inc,
Silas E. Pearsall Co.

Ich d, Va..... ..The Corley Co., Inc.

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

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

The John Elliott Clark Co.
San Antonlo, Tex...Thos. Goggan & Bros.
San Franclsco, Cal.. Sherman, Clay & Co.
Seattle, Wash.......Sherman, Clay & Co.
Slonx Falls, 8. D...Talking Machine Exchange.
Spokane, Wash.....Sherman, Clay & Co.
St. Louls, Mo.......Koerber-Brenner Music Co.
St. Paul, Minn......W. J. Dyer & Bro.
Syracuse, N. Y.....W. D. Andrews Co.
Toledo, O...........The Whitney & Currier.
Washlngton, D. C...Cohen & Hughes.

E. F. Droop & Sons Co.

Roht. C. Rogers Co.
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THE PULLING TEST

THE

STRENGTH (S

THERE

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

Qur Nos. 2110 for
10-inch Records
and 2112 for 12-
inch Records

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

THE STRONGEST ALBUM MADE AT ANYWHERE NEAR ITS LOW PRICE

'
T,ﬂ ¢

STRENGTH AT THE STRESS AND STRAIN POINT

PRACTICALLY UNBREAKABLE FOR REGULAR USAGE

We manufacture disc Record Albums containing 12 pockets to fit cabinets of all sizes and styles. We also make Albums containing 17 pockets.
With the indexes they are a complete system for filing all disc Records.
THESE ALBUMS ARE THE BEST FOR VICTOR, COLUMBIA, EDISON, PATHE AND ALL OTHER DISC RECORDS

R mees oHCTE?. NATIONAL PUBLISHING CO., 2 s.

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

REINFORCED
RIVETED BACK
ALBUM

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

American St., leLADELPHIA, PA.

HEIFETZ WITH THE VICTOR

Brilliant Young Russian Violinist, Accepted by
Critics as Real Genius, Contracts to Make
Records for the Victor Co. Exclusively

Jascha Heifetz will make records exclusively
for the Victor, which is a highly important item
of news inasmuch as Heifetz has so far provided
the greatest musical sensation for the present
season, just as Galli-Curci did last year. He is

Jascha Heifetz
of Russian birth, and is the son of a musician
who was himself a skilled violinist.

The boy began to study the instrument at the
age of three, and the small violin he used at
that not very remote period is still a carefully
treasured family possession. After a few pre-
liminary lessons from his father, in which the
boy showed remarkable aptitude, he was placed
under the tuition of Professor Ilio Malkin, of
the Imperial Music School at Vilna. At the
advanced age of seven and a half he was grad-
uated from that famous institution, having al-
ready made sensational appearances in public.

He was then taken to Petrograd for further
study with Leopold Auer, perhaps the most dis-
tinguished of living violin teachers, who num-
bers among his many successful pupils many dis-
tinguished violinists. Shortly after this he ap-

peared in concerts with phenomenal success in
Petrograd, and other Russian music centers.
He has also appeared in many of the larger
European cities where his playing was highly
praised by the most exacting critics.

Still a boy of eighteen, he made his Ameri-
can début at Carnegie 1lall, New York, October
27, 1917. Word of his coming and of his great
European successes had already gone forth, and
his audience included leading American music
critics and a large number of artists of inter-
national reputation. His success was over-
whelming.

The success of Jascha Heifetz is the more
remarkable because it is getting increasingly
difficult to take pre-eminent rank as a violin-
ist. The violin has undergone no change in
construction in two hundred years, in that re-
spect differing from all other musical instru-
ments. \Within that time composers have well-
nigh exhausted all the novel effects it is ca-
pable of producing, so that violinists all have a
somewhat similar repertoire of pieces which

are regarded as standard. The only big ad-
vance recently made has been in the realm of
violin-teaching. The world is full of violinists
to-day whose powers of execution are so high
that they would have been considered remark-
able fifty years ago, or even twenty-five.

No amount of teaching, however, can turn a
man of talent into a man of genius, and it is
the possession of this latter quality which places
Heifetz head and shoulders above men who have
grown gray in the service of the violin. He
possesses a tone of exquisite quality, of remark-
able power, which is quite individual to Heifetz.
His unerring accuracy of intonation throughout
the most amazing technical difficulties, his su-
preme mastery of the bow, which obeys his will
with the utmost firmness and flexibility, have
all won the highest praise from experts. His
wealth of inspiration, musical spontaneity and
sunny freshness of style have won him already
countless friends who will rejoice at the pros-
pect of hearing him in their own homes through
the Victor records.

PURCHASES MAINE MUSIC CO.

C. B. Snow, of Cressey & Allen, Portland, Takes
Over Old-Established Business in Rockland,
Me.—L. W. Fickett in Charge

Rockraxp, Me, December 3—C. B. Snow,
wholesale manager of the Victor department of
Cressey & Allen, Portland, has purchased the
business of the Maine Music Co., this city, and
has placed L. W. Fickett, who has been with
Cressey & Allen for twenty-five years, in active
charge of the store. Mr. Snow will retain his
present position with the Cressey & Allen
house. The Maine Music Co. has been conducted
by Chase & Leach for twenty-nine years and
enjoys an excellent reputation.

THRIFT STAMPS FOR CHRISTMAS

WasuingroN, D. C., December 6.—Prominent
merchants and manufacturcrs all over the coun-
try are to be asked by the State directors of
war savings to substitute gifts of war saving
certificates or thrift stamps for the usual Christ-
mas bonus this year.

It will be pointed out to business men that
such gifts will not only aid the Government in
its war saving campaign, but will also encourage
future thrift on the part of their employes.

Extends to the Talking Machine Dealers
Christmas Greetings and Sincere Wishes
for a Prosperous New Year.

have made arrs

We expeet 1918 to he the banner year of the talking machine industry. We
zements accordingly and can promise our dealers nnnsual
service the ming yvear in bandling their Album requirements,

NEW YORK ALBUM & CARD CO., 23-25 Lispenard St., NEW YORK

SENDS PHOTOGRAPH TO COL. LANDON

Miss Anna Case Presents Pleasing Memento to
Commander of New Jersey Regiment

Miss Anna Case, the prominent Edison artist,
recently presented an autographed picture of
herself, reproduced herewith, to Col. T. D. Lan-
don, now at Anniston, Ala., who was colonel
of the Third New Jersey Infantry when Miss

Miss Anna Case

Case presented that unit with an Edison war
phonograph at Sea Girt a short time ago. The
picture is the latest taken of Miss Case, who
posed for it less than a fortnight ago. It shows
this favorite artist just as she appears to-day,
and will no doubt serve to remind Col. Landon
of a very pleasant incident in his military expe-
rience.
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Victrola VI-A, $30 Victrola VIII-A, $45 Victrola 1X-A, $57.50
Oak Oak Mahogany or oak

“Will there be a

o Victrola in your home
Victrola I1V-a, $20 o 5
this Christmas?”

This important question is confronting the people
of the whole country right now.

It is the key-note of our nation-wide holiday ad-
vertising campaign, and its force is sending thousands
of customers into the stores of Victor retailers every-
where.

It is helping to make this the biggest holiday
season you ever had.

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

Berliner G h Co.. M 1, Canadian. Wholesal.

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

“Victrola” is the Registered Trade-mark of the Victor Talking Machine C desi ing the prod of this C. 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.

Victrola X-A, $85

Mahogany or oak

Victrola XI-A, $110
Mahogany or oak

Victrola X1V, $165

Mahogany or oak

STV e———

Victrola XVT, $215 Victrola XV11, 5265 . o .
Victrola XVI, ele;lric. $270 Victrola XVII, electric, $325 -.\HIS MASTERS VOICE
'[ Mahogany or oak Mahogany or oak = REG. U.S. PAT-OFF.
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NEW YORK, DECEMBER 15, 1917

O one member of the family of musical instruments has be-

come such an absolute essential to the happiness of the
American people, civil or military, as the talking machine. It
brings into the home, as into the Army and Navy, the inspiring
influence of music, which great military leaders assert is a neces-
sary factor to ultimate victory.

While all musical instruments are essential, the talking ma-
chine, in particular, furnishes its possessor with the greatest
operatic and instrumental artists in the world, the greatest bands
and orchestras, the greatest favorites in concert or vaudeville,
and, what is more important still, all the old American folk songs,
which are favorites with the song leaders in the camps and com-
munity choruses—the kind of music that is considered the great
spiritual force in establishing and maintaining the morale of the
Army and Navy—hence its peculiar claim to consideration.

The wonderful position won by the talking machine in the
domain of music, particularly during war times, should be for-
mally placed before the Government authorities by talking ma-
chine men so that they may be properly informed as to the ab-
solute need of maintaining music on a war necessity basis.

Without attempting to belittle the splendid efforts of nu-
merous organizations to provide libraries and amusements of
all kinds for the boys in the camps, it can truthfully be said that
the efforts of those who are providing music and musical enter-
tainment through the gifts of talking machines are finding the
greatest appreciation. .

And it is not only in the camps, but in the homes, that the
talking machine is best appreciated during war times. Music
is the sweetest influence that enters into the home. It refreshes,
and cures the heartaches brought about through the absence of
loved ones at the front; it is a stimulator of true patriotism; it
keeps alive and exalts the very spirit of sacrifice in the great
crisis that now confronts this country. It expresses the noblest
sentiments and enables those at home to stand firmly behind the
flag and the President in the maintenance of American rights
and the advancement and betterment of humanity.

IN connection with business management and development no

one branch is receiving more consideration these days than
that of salesmanship, and one wise manager very aptly points
out that the successful salesman is the order maker—not the
order taker. The more thorough his knowledge of his custom-

ers’ requirements the more business he is morally certain to
do. Knowledge of his own goods is vitally important, but knowl-
edge of the use his customer can make of those goods is equally
important. In the foregoing is found one of the most important
and far-reaching precepts of modern merchandising. Particularly
is the probable use the customer can make of the goods a valu-
able point. To the retail salesman on the floor this should not
be very difficult. A little tact, a great deal of observation and
some imagination should accomplish wonders. With the in-
formation in the salesman’s possession as to why the purchaser
is desirous of buying this, that or the other, just at this time,
a bigger'sale than would ordinarily follow should result.

THE increasing production of period styles by the various
manufacturers should be viewed with more than casual in-
terest by the talking machine salesman who really has his heart
in his work, for the marketing of new styles not only places
greater opportunities before him, but, on the other hand, de-
mands of him a greater knowledge of his line to handle the busi-
ness successfully. The competent salesman of other days knew
the mechanical features of the lines of machines, or at least was
supposed to, and likewise possessed a more than casual knowl-
edge of what was contained in the record lists, and of musical
matters generally, in order that he might talk intelligently on that
branch of the business. Now he must also know something
about period styles and interior decoration if he is to take the
fullest advantage of the opportunity that is his.

Period decoration is not simply an accident—it is a logical,
carefully developed art in which every line and every curve
means something to the initiated. It is up to the salesman to
become initiated so that in presenting a period style to a cus-
tomer he will be able to talk convincingly of what the style
represents, of the faithfulness of the design, and the manner in
which the machine will harmonize with the furnishings of the
room in which it is placed.

The study of decorative art is entertaining and interesting,-

and it should be doubly so to the talking machine salesman, be-
cause in the future it will prove profitable.

ON several occasions the question of co-operative advertising
on the part of retail talking machine dealers has been
broached, and attempts have been made to carry out such a
program generally with indifferent success, probably because the
plan was not sufficiently definite to interest those whom it was
intended to benefit. Advertising men, for instance, have ad-
dressed talking machine dealers in New York and outlined
schedules whereby they could get a rhaximum of advertising with
a minimum individual expense, but comparatively few took
advantage of the opportunity.

In Milwaukee, however, there has been established the Mil-
.waukee Association of Music Industries, in which talking ma-
chine men have joined with the piano men and other retail music
interests. The association is running a series of full-page ads
appearing weekly, emphasizing the value of musical instruments
generally, as well as the association’s slogan and its standing
for quality. The advertisements bear at the bottom the names
and addresses of the members of the association, and it is sig-
nificant that twenty-three of the twenty-four concerns thus listed
handle talking. machines, of one or more makes, several exclu-
sively, and others in connéction with pianos, etc. It is planned
to have the idea introduced in other cities and talking machine
dealers everywhere would do well to keep in touch with the
movement. )

The development of interest in musical instruments generally
is bound to reflect itself in increased sales of talking machines
and records. In fact, that should be the first division of the
industry benefited.

PRACTICALLY every year the prophecy is uttered that the
peak of the talking machine business has been reached, and
that a natural falling off is to be expected, or at least a stationary
period looked for in the industry.

The prediction was made no later than last Christmas, and
still reports from all sections this month indicate that the holi-
day business of 1917 will be bigger than ever. Factories are
increasing, output multiplied, new concerns established, and yet




THE TALKING

MACHINE WORLD 9

a shortage of stock makes itself felt annually even with war condi-
tions prevailing.

It is true that production this year has been curtailed in
some quarters, owing to difficulties in securing supplies and
sufficient competent labor, but this falling off in production,
coupled with the more than ordinary increase in demand, has
brought about a condition that has driven jobbers almost insane
and threatens to cost dealers many thousands of sales, tempo-
rarily at least. A pleasing fact, however, is that the demand
does exceed the supply. It is a healthy sign in any business.

HE complex character of the new War Revenue Bill, with

its provision for an excise tax on talking machines and
records, has already offered a fruitful opportunity for swindlers
to prey upon unsuspecting talking machine owners, and for that
matter owners of other types of musical instruments as well.
Several reports have been received of men representing them-
selves as agents for the Department of Internal Revenue, calling
upon talking machine and piano owners and demanding the pay-
ment of a tax on the valuation of the instruments, showing
newspaper clippitigs and department notices in support of their
claims.

It would be well for talking machine dealers to send out with
their monthly notices statements advising their customers that
there is no tax whatever to be collected directly from owners
of talking machines and records, the tax applying only to ma-
chines in the hands of wholesalers and manufacturers, this being
collected when the customer purchases the instrument. Such a
notice would indicate that the dealer is alive to the interests of
his customers, and may serve to guard some of them against
fraud.

AFTER reading daily paper despatches from Washington re-

lating to new rules and regulations concerning the various
industries put into effect, or about to be put into effect, by the
Federal Government, and then learning the actual facts upon
which reports are based, it would seem that the Washington
correspondents are more anxious to create a scare among busi-
ness men than they are to promote a feeling of security and con-
fidence in what the Government plans to do.

On several occasions recently when despatches have told of
drastic action about to be taken to curtail supplies of certain
industries, to place embargoes on certain shipments, and other-
wise to hamper or cripple business, musical instruments have ap-
peared in the despatches all too frequently, and if all the things
reported had actually taken place the music trade industry right
now would be but a memory.

As a matter of fact the officials in charge of the various
‘Government committees and commissions on war work have
given frequent assurances, not only through the press but in-
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dividually to representatives of the industry, that action along
various lines would be taken only when absolutely necessary
and then only after formal hearings and full consideration of
ways and means for carrying out plans without placing an un-
expected or undesired burden on any one particular class of
business activity.

It is not wise, of course, to rest in a sense of false security,
for the situation demands watchfulness, but it is likewise foolish
to spread the cry of “wolf” when there is no necessity therefor.
The giving of actual news regarding contemplated Government
action is right and proper, but the correspondents should at
least endeavor to base their reports upon definite facts and not
upon their own suppositions as to what lines the action will prob-
ably take.

UITE a number of the manufacturing, wholesale and retail

houses in the music trade have taken occasion to fly from
their buildings service flags, the familiar red-bordered flags with
white field and a blue star for each member of the organization
who has entered the military service of the nation. The idea
is an excellent one, for the flags not only prove to the general
public that the employes of that particular house are actively
engaged in the war, but serve as a constant stimulus to those
who remain behind. To announce that a half dozen or a dozen
or a score members of an organization have joined the Army
and Navy is not half so impressive as to show a flag bearing a
star for each of those men. It is good advertising in both a
patriotic and business sense.

HE pooling agreement entered into by the railroads should

prove of tremendous value at this particular time in solving,
in a measure at least, present difficulties surrounding freight
transportation. By working together, by using cars immediately
available instead of waiting for those belonging to certain lines
and by transporting freight from one point to another by the
most direct and speediest line, the railroads will be able to stop
an enormous waste in time, and while their action may not
solve the war time transportation problem it will at least help
to improve conditions. The suggestion that motor trucks and
trolley lines be used wherever possible for short haul freight
should also meet with approval, for it will serve to release cars
from short haul duty for the handling of long distance freight.
It is quite apparent that any inconvenience occasioned to ship-
pers in certain directions will be more than offset by the ad-
vantages arising in other directions.

It is expected that the new arrangement will have the effect
of cleaning up somewhat the congestion now existing in railroad
yards, particularly those located at terminal points, and the
cars thus freed can do good service in relieving the car shortage
along the line.

We wish to express to our
dealers our best wishes for

A Merry Christmas

AR RN AT TATS

NEW HOME OF
OLIVER DITSON CO.
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Edison Message

No. 14

Music’s Part in
- War Times

We commend the following extract from an editorial in
the New York Evening Mail of November 27th to all
Edison dealers as a substantiation of our claim that music
has become one of the necessities:

“Going to a Metropolitan opera
or to a good concert in these days
of world-wide stress is like leaving
a warring world and abiding in a
realm of peace for a breathing
space. The first magic strains of
music seem to exorcise the evil
spirit with which the soul of man-
kind is grappling as the founder of
the Christian faith grappled with
Satan during the forty days and
forty nights inthe wilderness. The
common language of mankind
stills the torturing din of contend-
ing peoples. The common senti-
ment of art heals the breach which
has riven the nations asunder. The
world seems whole again. For
the time being the strain under
which we are living is relieved.
The world seems sane again.

“Ar no time in its history has
the world stood more in need of
healing influences, of sweetening
i1 its bitter cup, than now.

“Make it a point to hear all the
good music that you possibly can.
It will be well worth your while to
banish, be it for ever so brief a
time, the menacing shadows that
war has cast over the lives of us
all. The glimpse into the bright
region of the republic of music
will make you stronger to deal
courageously with the grim reali-
ties. It will renew your faith in
the future. It will strengthen your
determination to do your part to
bring that future nearer and more
certain,

“Hear all the good music that
you possibly can.’’

Edison dealers who spread this gospel among the mem-
bers of their community are serving their country just
as surely as they would be serving her if they were on

the firing line.

THOMAS A. EDISON, Inc.

Orange, New Jersey
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Will Saleswomen Replace the Men Serving
the Colors On the Business Firing Line

The war shows every prospect of continuing
for some time to come. The average salesman
of the average talking machine store is fitted by
age and physique to help the country by ren-
dering military services. Of course, Uncle Sam
does not want to utilize the entire man-power
of the nation right away, but as the war goes
on the need for new recruits will steadily in-

..‘ -

Miss Helen Coates

W. C. De Forcest & Son, Sharon, Pa.
crease. In the minds of farsighted talking ma-
chine merchants who have trained themselves to
look ahead into the future the question pre-
sents itself as to whether women can success-
fully replace men on the retail firing line. No
intelligent man, of course, doubts thc practica-
bility of using one or two women in his sales
staff, but when the proprietor ponders the ques-
tion of whether women can replace the men on
a large scale the solution becomes a matter for
careful study.

The first thing to consider is what women
have already done in the selling end of thc
talking machine business. On this subject The
World has gathered some rather .intercsting
data, which tends to show that talking machine
merchants can lean with confidence on the fair
sex whenever a shortage in the present male
staff may occur.

Perhaps the best-known case where womecn
have proved their value in the talking machine
industry is that accomplished through their en-
deavors in educational departments. Intro-
ducing talking machincs into the public schools
is hard work and work requiring no moderate
dcgree of intelligence. Yct in this field women
have accomplished literally wonders. So far
the most pretentious educational dcpartment
maintained by a talking machine manufacturer
is that of the Victor 1'alking Machine Co. The
staff of this departmcnt is to a marked cxtent
made up of women, and indeed has as its well-
known head a woman of recognized force and
ability. But there is no neccssity of picking
out an individual case, becanse women have
played prominent roles in the educational depart-
ments of retail and jobbing houses throughout
the country. Examples of this kind are in fact
too numerous to mention.

A sccond point worthy of attention is that
neithcer the idea nor practice of using women on
the sales staff proper is new. The introduc-
tion of women to the talking machine tradc
dates so far back that to-day thcre are scattercd
throughout the United States not only women
who arc active members of progressive sales
staffs, but also women who are talking machine
dealers on thcir own account.

It has been found that the talking machine
saleswoman, conceding that she has a proper
education and the requisite talent for the job,

is not only quick to abhsorh the usnal sales argu-
nients of her male confreres regarding the neces-
sity for music in the home, the intluence that
music in the home cxerts to keep the young
people around the family hearth, the desira-
bility of a musical education for the children,
etc,, but that women have thc advantage in
gaining entré to the prospect’s home, thereby
securing a quickcr opportunity to put her argu-
ments to the test.

Recent experiments conducted by the Aeol:an
Co. of New York brought about by war con-
ditions are of particular interest to dealers, in-
asmuch as they show that women have quickly
mastered the art of salesinanship in a lLigh de-
grec, thus demonstrating their ability to fill the
places of men in war times in still another
branch of American business. Heavy war en-
listments of the Aeolian staff through conscrip-
tion suggcsted to the company's officials the
idea of developing saleswomen. In the final
weeding out of desirable and undesirable can-
didates a number of traits which make up the
good talking machine saleswoman havc been in
evidence. Some of the most successful of the
recent applicants for the training course have
Leen from twenty-five to thirty years of age;
women who must for one reason or another sup-
port themselves; women who are natural leaders
and have held executivc positions in clubs, so-
cietics, or churches and n every case women of
culture and rcfincment. The Aeolian Co. offi-
cials state that the tactful and sympathetic
woman has thus far proven the grcatest suc-
cess in clinching a sale; it is also notcd that
the womanly talent of pleasing has even made
it possible for her to surpass the ordinary sales-
man who has not had leisurc to cultivate this
very desirable trait.

It is also of course only fair to point out the
things which a talking machine merchant has

Miss Katherine M. Slawik
Manager Department of Cassaday Drug Co., .\llance, O.
to take into consideration on thc negative side,
and in this connection the words of a promi-

nent manufacturer who has engaged the serv-
ices of salcswomen ever since the start of his
business may not be amiss.

“Women of course do not monopolize all the
virtues, and it is only fair to mention some of
their failings. They are apt to be somewhat
temperamental, and the very enthusiasm they
put into their work makes them subject to cor-
responding fits of depression, when they are
difficult to handle. They are apt to let their
likes and dislikes of buyers affect their work,
and slights and rebuffs that a man would ignore
may unfit them for business. They lack the
impersonal and philosophical attitude that an
experienced salesman usually acquires, and they
frequently take ordinary reproof or criticism as
a deadly personal insult.”

Returning to the affirmative side, it seems well
to call attention to the fact that nobody has a
better understanding of
the home and its success-
ful management than the
women. They are, so to
speak, the guardians of
the hearth, and as such
should have a particu-
larly fine understanding
of where a home instru-
ment such as the talking
machine fits in.

Many talking machine
merchants have already
dctermined through first-

hand experience that
women actually make a
better record salesforce
than men. Thc record dcpartment should then
afford the opcning point for those retail staffs
1ot now utilizing women sales brains.

Some comments on this subject by L. C. Wis-
well, head of the Victor department of the great
Lyon & Healy institution of Chicago, may well
provc of interest. He said:

“We have found that women arc supcrior in
record salesmanship, and we employ womecen cx-
clusivcly in the Lyon & Healy record depart-
ment. Expcrience has led us to a recognition
of the truth that women develop more of a
‘fan’ spirit, which spirit leads them to take
greater intercst in the different kinds of music
and the adaptability of the different kinds to
suit the variety of human tastes. They cvince
a decided inclination to study the personalities
behind the different rccords and the musical
history surrounding the diffcrent compositions.
This is just the knowledge that makes the ideal
background for selling talking machine records.

“We draw very largely from thc students of
music who are interested in earning an income
which simultaneously provides an outlet for
their musical ambitions. Through the conser-
vatorics we have been able to secure the serv-
ices of many women who make very enthusiastic
saleswomen. and women who from a cultural
standpoint are a real credit to our industry.”

Miss Ethel Volk
The May Co., Cleveland
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DELPHEON SALES COMPANY

Distributors

25 CHURCH STREET, NEW YORK
Telephone—Cortland 4744

“gell::;:dﬂ Six Models

P ot Retailing From
roposition for
Live Dealers $75 to $175
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Domestic

If you are looking for a product that is mechanically correct
and gives the proper musical tone, you should handle the
new Domestic.

There is an appropriate model for every purpose, each possessing
distinct characteristics and all exhibiting—

'The Standard for Musical Tone

Let us send you a sample line.

Domestic

BLUE RECORDS

If you are looking for quality records that exhibit the artistic, the
beautiful, the unusual, records that are true to life, you will
be pleased with the Domestic Blue Records. You will find
the exceptional tone quality that is so frequently lacking in
mechanical reproduction.

As wholesale distributors for Domestic products, we are prepared
to give dealers quick and efficient service.

CARSON PIRIE Sco1T & CO.

Adams and Franklin Streets CHICAGO, ILL.
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Quit worrying about window trimming; local ad-
vertising, bill boards, store equipment, fixtures and
color schemes—the Columbia Dealer Service Depart-

ment attends to these. Columbia dealers spend their
time selling goods and taking in profits.

Columbia Graphopheone Co.
Woolworth Building, New York

—_——————————

RALPH W. KNOX IN NEW POST

Appointed Advertising Manager of Columbia
Graphophone Co.—Has Had Wide Experience
in Sales and Promotion Work in Many Lines

Ralph W. Knox has been appointed advertis-
ing manager of the Columbia Graphophone Co.,
succeeding Edward M. Baker.

He comes to this office from the important
position of assistant general advertising manager
of the American Chicle Co., where he has had a
record of unqualified success. That firm was
loath to give him up but did so in the most

Ralph W. Knox
cordial spirit when the opportuiities for his
greater development with the Columbia Grapho-
phone Co. were put before them. He has been
released to take up his work with Columbia on
December 1.

_For some years Mr. Knox has been known
by the men with whom he has worked as “Scrv-
ice Knox,” due to his indefatigable work, be-
cause he is absolutely square and becaise he
stands ace high with his associates and par-
ticularly with the salesmen of the organization
which he has served.

Though still a young man he has had a varied,
interesting and constructive career and his rapid
series of promotions and his increasing and pro-
nounced success in mercantile circles has made
some people wonder what was back of it all.

Talking to one of his former employers re-
cently the writer said: “Can you tell me what
has made this man Knox come so rapidly?”

The answer was quick and definite,. He said:
“Sure I can tell you. He has the ability to sell
advertising to salesinen so that they can go out
and absolutely resell it to the dealer. I wish
you could have seen him in our sales convention
last winter. He talked on advertising to the

salesmen for an hour every day of the conven-
tion and every word that he uttered was to the
point and the men rose to it. It is that kind
of work that has put Knox where he is to-day
with our sales force. He is giving them the
right support from the inside.”

While not experienced in the details of the
talking machine industry yet Mr. Knox is a man
who can and will quickly absorb them. He is
of the type that works day and night and is
never satisfied until he has mastered the problem
at hand. His personality is pleasing and he is
grounded absolutely in the fundamentals of
good advertising and good merchandising, which
he insists must go hand in hand to be success-
ful.

Mr. Knox was brought up in a small town in
New England and originally worked as a clerk
in a drug store. Realizing the limitations of
country town business life he started out for
a big city and landed in St. Louis at the time
of the World’s Fair and secured a position with
the Fairbanks Co., makers of gas engines. From
a small job as office boy he grew to salesman
and then to an executive position directing the
salesmen. From then Mr., Knox went to the
sales department of the Loose-Wiles Biscuit
Co. at Boston, and after two years in that of-
fice he was transferred to the Kansas City head-
quarters of that company, where he had direc-
tion of the sales promotion, the selling agencies
as well as the advertising in that territory. In
this position he directed the salcs promotion
of more than 800 salesmen. He was active in
the Advertising Club of Kansas City and was of-

B

fered its presidency, but about this time he was
called to be assistant to the sales and adver-
tising department of the American Chicle Co., of
New York, which position he filled with credit
until George W. Hopkins, general sales man-
ager of the Columbia Graphophone Co., secured
him for the position of advertising manager,
where, it is expected, he will give even a better
account of himself than he has ever done before
because of the greater opportunities offered.

TAX BILL USED BY SWINDLER

Impostor in Denver Collecting War Tax From
Owners of Musical Instruments

A report from Denver, Colo., indicates that
swindlers have already seized upon the War
Revenue Bill to victimize owners of player-
pianos and talking machines. An impostor in
that city has been making a house-to-house
canvass. He represcnted himself as an agent
of the Internal Revenue Department and pro-
ceeded to collect 3 per cent of the purchase
price of pianos or musical instruments. To the
skeptical ones he displayed a copy of the law
with paragraphs regarding musical instrumcnts
plainly marked. The local Internal Revenue
officer has issued a warning against the swin-
dler.

Alfred W. Fuchs, retail jeweler at 1403 Green
Bay avenue, Milwaukee, Wis., is a new Bruns-
wick phonograph dealer in the north side busi-
ness district of Milwaukee.

&y JCHUBERT
PHONOGRAPH

A “couple” of advantages that clinch competitive fg

sales for SCHUBERT dealers:

Other standard makes of talking machines cannot play the
different makes of disc records without an extra attachment.

The SCHUBERT plays all makes of disc

records without attachments of any kind,
and plays them better than even the machines for wh ch they

are named.

Ask any competitor to play a pianorecord. The SCHUBERT
is the only phonograph that can really play a piano record so
that you know it is a piano, and not sound like a harp or banjo.

FIVE MODELS, $60 to $200

Other advantages are local newspaper campaign; dealer’s

—
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———
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F———
attractive window display signs and other advertising matter for i
mailing. ;

Full particulars on request.

|
1}

The BELL TALKING MACHINE CORPORATION

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

Factory, 1to 7 West 139th St.

LOCAL TERRITORIAL DISTRIBUTORS
Schubert Phonograph Distributing Co., 308 Lyceum Bldg., Pittsburgh, Pa,

J. A. Ryan, 3231 Troost Ave., Kansas City, Mo.

Smith-Woodward Piano Co., 1018 Capito]l Ave., Houston, Tex.
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NDERLYING the design and construction -
l I of all musical instruments lie certain funda-

mental laws, mastery of which is achieved 7
solely with maturity of experience. To seek the '
evolution of any musical instrument with but g
limited knowledge of these laws and their devious
applications is but to toss from wave to wave upon
the sea of Experiment.

Before the Starr Phonograph came into being,
nearly five decades of evolving the world’s highest
quality pianos had ripened the understanding of
basic music laws in the vast Starr workshops.

That s the reason the Starr’s “Singing Throat”
and Sounding Board Horn, the tone chambers, are
made of well-seasoned Silver
Grain Spruce. Hence the “Dif-
ference in the Tone.” From
scientifically constructed Sound
Box to a beautiful piano {inish the
Starr has been created a master-
piece and has attained distinction
of leadership with which the ma-
turity of Starr musical knowledge
could not help but endow.

ot

The Starr Piano Co.

Established 1872
RICHMOND, INDIANA

Branches, distribulors and dealers almost everywhere

STYLE VIII

Ten other
beautiful styles
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DOEHLER DIE-CASTINGS

SHEER MERIT has attained
for Doehler Die-Castings their
prominence as LEADERS

in their class in the talking

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

The

©

EHLER DIE

CHICAGO
4414 No. Campbell Ave.

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

SALES OFFICES
DETROIT
914 Ford Building

ROCHESTER
159 St. Paul Street

TOLEDO. OHIO.

BOSTON
723 Oliver Building

TO INAUGURATE IMPORTANT LECTURES ON MUSIC

Thos. A. Edison, Inc., Completes Plans Whereby Lectures, Delivered by Staff Lecturers in Schools,
Will Be Illustrated by Reproductions on the New Edison Phonograph

The latest constructive move of 1hos. A. Edi-
son, Inc., Orange, N. ], takes the form of edu-
cational illustrated lectures on music.  These
lectures are especially designed for presentation

EDUCATIONAL
[LLUSTRATED LECTURES

GiluseprpPl VERDI
The HNan and His HMusic

Giacomo Puccini
His Operas

Cover Page of New Edison Lectures
in the schools and colleges throughout the coun-
try, and aim to familiarize students in an au-
thoritative way with the master composers.

A competent authority has written for the
Edison Co. two excellent lectures, one on
Giuscppi Verdi and his works, and the other on
Giacomo Puccini and his compositions. The
lecturcs are fully illustrated by Edison re-crea-

tions. In this way the lecturers are able to
bring out the various points they wish to make
by other means than mere word-pictures, the
New Edison supplying concrete illustrations.
The use of the New Edisou will also do away
with the cut and dried atmosphere that so often
prevails where educational lectures are given.

The actual delivering of the New Edison lec-
tures on music has been entrusted to cultured
women taken from leading musical conserva-
torics. Their bookings will be made in con-
junction with the Edison jobbers on much the
same basis as the now famous Edison tone tests
are hooked.

I'he lectures will be oftered exclusively for
the benefit of educational institutions. The pro-
ceeds from the tickets of admission that are
to be sold by the school will provide funds
for the purchase of a New Edison for the school.
It is not, however, obligatory for the school
authoritics to invest the receipts from the lec-
tures in a New Edison, for they can purchase
any make of instrument they desire.

A generous supply of advertising matter, in-
cluding hangers, programs, etc., will be fur-
nished to dealers as a promotion stimulus for
the success of the lectures. In a descriptive
art folder issued by Thos. A. Edison. lnc., ex-
planatory of the new lectures the following in-
teresting details appear:

“These lectures are presented by graduates of
prominent conservatories of music in this coun-
try, including the New England Conservatory of
Music, Boston, Mass.; the Peabody Institute of
Baltimore, Md.; the Institute of Musical Art,
New York.

“The subjects are covered correctly and thor-
oughly. The carly lives of the composers. the
conditions and environment which inHuenced
their artistic development, are clearly described.
Their music (and. in the case of Verdi, the music

of his various so-called periods) is analyzed in
a thoroughly intaresting manner.

“Both lectures are profusely illustrated by
properly grouped selections from their works.
The selections are rendered by Miss Anna Case,
Madame Marie Rappold, Karl Jorn and Arthur
Middleton, of the Metropolitan Opera Co.; Miss
Alice Verlet, the wonderful Belgian coloratura
soprano; Guido Ciccolini, the young Continental
tenor, and other sterling artists whose renditions
are literally re-created by Thomas A. Edison’s
new musical art.

“The lectures will be presented only in edu-
cational institutions and for the purpose of es-
tablishing funds for the promulgation of musical
knowledge and appreciation by means of the
New Edison.”

ATTRACTIVE PATHE ADVERTISEMENT

The Pathé Fréres Phonograph Co., Brooklyn,
N. Y, carried a very -attractive full page ad-
vertisement in the November 17th issue of the
Saturday Evening Post. This page presented
a striking illustration of the Pathephone No.
175, together with an enlarged reproduction of
the famous Pathé Sapphire Ball. Tone was the
basis of discussion in the text, and the ad-
vertisement as a whole was one of the most
effective pieces of copy that has vet been used
in Pathé national advertising.

DEALERS EVERYWHERE ARE SELLING
QUANTITIES OF OUR

HANALEI BANJUKES

(Ukuleles in Banjo Form)

A higger hit than the Ukulele because much louder
and more pleasing in tone, and of more substantial
construction. Perfect two octave scales. A thor-
oughly practical instrument for both solo playing
and club work. Send for illustrated catalogue and
price list today, as

The Banjuke Will Be the Biggest Holiday

Seller in the Musical Instrument Line.

SHERMAN, CLAY & CO.

Sole Manutacturers
163 Kearny Street San Franclsco
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There’s a Bang

Like Byng’s in These
8 Columbla Mid-Month Records

T’S the big heart of Free America, throbbing to march time. It’s the newest,
truest, staunchest voicing of the spirit that’s sending a million Yankee lads

across the sea.

Sell? It’ll sell and sell BIG! 1t’ll keep you busy wiring for more. Its name
is “LONG BOY,” and it heads the Columbia Mid-Month List. Turning it
over, you'll find “I Don’t Want to Get Well.” You couldn’t beat this pair—
the cards aren’t in the deck.

“Life in a Trench in Belgium” is straight from the battle'line—the real under-
fire, over-the-top feelings of the men at the front, told in the words and the
voice of one who has been there.

Then those two new dance records by Earl Fuller’s Rector Novelty Orchestra
—a pair of corking marches—two concert favorites by the New York Phil-

harmonic—and three other PICKED WINNERS.

Eight big chances to do big business! Push them right, and they’ll give you
a Merry Christmas with remdeer, chimes and a stocking full of coin.

We aren’t a bit surprised at the way orders are pouring in!

A2409(LONG BOY. Byron G. Harlan and Peerless Quartette |\, (CHRISTMAS MORNING AT CLANCY'S. Steve
10-in . 1 | Porter and Ada Jones.
75¢ (I DON'T WANT TO GET WELL. Arthur Fields. 10-in.<
' 75c. |HIP, HI GALOP. Prince's Band.
LIFE IN A TRENCH IN BELGIUM—Part 1. Licut.
A2410| " Gitz Rice and Henry Burr. Az4o3!IDA' SWEET AS APPLE CIDER (Fox-trot). Earl
0-i

ng;npl FIFE Thl B TEEEE Y BELEEh AT ER 1 Fuller's Rector Novelty Orchestra.
5 —Part 2. Licu
¢ | Gitz Rice and Henry Burr 75c. | MORE CANDY (One-step). Earl Fuller’s Rector

Novelty Orchestra.
I'M CRAZY OVER EVERY GIRL IN FRANCE.
Avon Comedy Four. A2398 NAVAL RESERVE MARCH. Introducing Blue
10-in. Ridge. Prince’s Band.

75¢c. |JACK TAR MARCH. Prince’s Band.
[LARGO FROM NEW WORLD SYMPHONY. Phil-

A2399
10-in. 4
75¢c. |[WE'RE GOING OVER. Peerless Quartette.

SOMEWHERE IN FRANCE (Is the Lily). H
a2408 (> Bure, (s thenlIvEHgl Asoos |

COLUMBIA G

i harmonic Orchestra of New York. ]
759 [WEIEI]EI\‘I( STII—-]IE”(’REAT RED DAWN IS SHINING. $1 50 "_MQREFI\I[{I\‘]LE MI%‘]};{]Q&EE“1CFSI‘O¢1]\<I€S“§UO:I:{T1%¢WAIYJS£T No. 2
COLUMBIA GRAPHE
Woolworth Buil i
UMY O
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Under the @

Spreading Christmas
Tree the Grafonola Stands

N Christmas morning, the Columbia Grafonola 200 is
going to stand under many a gift-laden tree. And the
more of them that come from your shop, the merrier

a Christmas it will be for you.

Beautiful and artistic in design, clear and brilliant in tone,
this superb model of the Columbia Grafonola is always a
good seller. But now, during the holiday season, there are
unusual opportunities to push it.

Impress upon your prospects that the Grafonola is the
Christmas gift de-luxe, and the one gift which gives lasting
joy not only to the recipient, but to all the family and its
friends.

Display the Grafonola 200 prominently in your window, with
appropriate Christmas reminders. Feature it in your holiday
advertising Invite people to come 1n and see it, examine it,
play it themselves, learn its splendid tone and 1ncomparably
smooth mechanism.

They will want it, when they have become acquainted with
it. And when they WANT it, they’re ready to buy.

HONE COMPANY
5, New York
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ll|Illl||I|IIIIIIJIIJII||I||I||l||I|h|IIIIII|II|IIIII|IIJI{IIJIIJIIJI|||IIl||||||I|||||||||IIII||I|II|II\IIJIIJIIJ|IllllillllIhIIIHIHIIJIIJ|IJ|I||I|!Illl||I||||III|IlIIIIIHIII|I|]I||I|h||IIII|II|IIIIllIIIIII\IIJIIHIJIMII!II]III lIhIIuh!IIH||H\JHJI|JI|JI|JI||I|IHIIIIIJIMHIHIMIHIII|||1|||J1u|u|J||u|1IIlhlmihIhlhIIHIHIHIHILIMIM]IHIH|lh (AL ILIMMI\ilnlhlhll|m|IMll\IIJIIJIIJ]||1||!||!|||||J1|II|IIEJIUHIIII'IWINIII‘J‘IHI%H I|||IIJ|||1|IIIWI‘IHII|IHI§

A
UL R A AT AT TR



18 THE TALKING MACHINE

EXPANDING ITS ACTIVITIES
The Stern Talking Machine Corp. of San Fran-
cisco Have Opened a Store in Richmond and
Also in Oakland in Central Quarters, Where
They Are Building Up an Exceedingly Large
Trade in Imperial Talking Machines

Sax Francisco, Car, December 3—The Stern

king Machine Corp. of this city, Pacific
Coast distributors for the products of the Im-
perial Talking Machine Co., Wilmington, Del,
has been achieving remarkable success with
this line of talking machines and records. The
company has been expanding and cxtending
its activities on different scctions of the Coast
and according to its present plans will have
greatly increased facilities for distribution in
1918.

In August the company opened a store at
Richmond, Cal, which proved such an em-
phatic success that it was decided to form a
new company to handle this business under the
name of the Stern Talking Machine Co. of
Richmond, the capitalization being $25,000.

The company has also secured a very fine
location in Qakland at No. 1432 San Pablo ave-
nue, and this store is being operated as a sub-
sidiary company to the main office in San Fran-
cisco. The prospects for Oakland business are
excellent, as the Stern Talking Machine Corp.
has 500 accounts in that city despite the fact
that it did not have a store there previously.

In a recent chat with The World Frederick
Stern, president of the company, stated that he
is now negotiating for a store in J.os Angeles,
Cal,, and expects to be able to open this es-
tablishment shortly after the first of the year.
A subsidiary company will also be organized
to handle the Los Angeles business with a
capital of $100,000.

It is the further intention of the company to
open many stores throughout the entire Pacific
Coast, as fast as they find it consistent with
their policy. All of these stores will be oper-
ated as exclusive talking machine establish-
ments and the Imperial line will be featured.

Two styles.

workmanship.

322 Bolt

The Dayton Motor

Four sizes.
lutely noiseless, great power, best
An answer to the
demand for “something better.”
You will appreciate its excellence
when you see one at work.

NUGGETS OF WISDOM

For the Salesman, Dealer and Jobber—Little
Acorns of Thought Which, if Properly Culti-
vated, May Grow to Be Tall Oaks of Success

Slipshod management begets slipshod help;
and carelessness, even iu the smallest details, is
never unnoticed by the employer.

Never wink at the overcharging of a customer.
Reprove a clerk as quickly for an error in your
favor as for one in favor of the customer.

No cngagement is so unimportant as not to be
worth punctuality. Be on hand when you agree
to be and you can denrand punctuality in others.

The successful man to-day is the practical
man. If you are not already familiar with the
working side of your business, begin the study
of it now.

It will pay any man, no matter how big his
store, to see as many customers personally as
his time will allow. People like to do business
with the head of the concern.

No arrogant man shall pass through the por-
tals of Mercantile Success. IHe who is an arro-
gant employer shall have servile employes.
What a prize combination for repelling trade!

If you expect your sales force to be enthusi-
astic about the store and the business, see that
you give them some reason to be. Nothing
will starve to death much quicker than enthusi-
asm.

Cultivate the idea of faith in your own ability
to sell. Have quiet confidence, but no cheek of
the brassy kind.

A WINDOW TIP WORTH NOTING

The outside of the store windows may be
made speaking mediums by the use of whiting
signs shaded with ultra marine blue, or vice
versa. \Whiting washes off very easily; and
while ultra marine blue comes off easily it
will stand a rainstorm and not run; but the
lettering must be well done, and so that it
does not hide the contents of the display made
in the window.

Here’s the Trio of Quality

Made in Dayton, where quality of work has earned the name, “The City of Precision.” Used
wherever discriminating manufacturers want to prodnce the best talking machines.

This trio is the response of the best engineering talent and the most skilled workmanship to
the imperative demand of the manufacturer for “something better.”
and the sound box each embodies the utmost that science, research and skill can put into it.

Combined, they 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.

Abso-

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

Consequently They Are Business Winners

Let us prove this by sending you our catalog, with description of the factory, its methods,
and its products.

Write for it to-day.

The Thomas Manufacturing Co.

Street ¢ : : :

The enthusiastic commendation of thou-

The Dayton Tone Arm

Universal. Will play any record.
Special metal that will not ring.
Finished in silver or gold. Every
nicety of scientific design and cor-
rect prineciple conserved by exact- the
ness in building. Five styles.

WORLD

PLATT MUSIC CO.’S NEW HOME

Most Attractively Arranged and Beautifully
Equipped in Every Way

Los ANGELEs, CaL.,, December 2.—One of the fin-
est music establishments in this section of the
State is the new home of the Platt Music Co. in

Partial View of New Home of Platt Co.
this city. The company only recently moved
into these warerooms, and visitors to Los An-
geles have referred to this store as representa-
tive of the most up-to-date ideas in retail store
decorations and furnishings.

The Platt Music Co. handles the Columbia line
exclusively in its talking machine department,
and these products are displayed to excellent
advantage iu the company’s new home. Colum-
bia Grafonolas are popular in this territory, and
the Platt Music Co. has ample facilities to han-
dle the steadily growing requirements of its
clientele.

THE VALUE OF CONCENTRATION

Practical efficiency in business means knowing
the value of routine. Get your work done with
the least possible amount of work and trouble.
Don’t jump from one thing to another. Don't
“make motions.” Know what you are trying
to accomplish and clear the path toward it with
quiet efficiency.

-

The motor, the tone arm

The Dayton Sound Box

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

: DAYTON, OHIO
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Do Salesmen and Dealers Appreciate the Op-
portunities in Exploiting the Period Styles?

Within the last year or so the trade has wit-
nessed the placing on the market of talking
machines and phonographs in period styles,
machines encased in cabinets wonderful for
their elaborateness and faithfulness of detail,
and listed at prices ranging into thousands
of dollars. It is- the logical development of
the industry. The companies have, in the past,
quite properly devoted themselves to improve-
ments in the mechanical and musical features
of their product and for the nonce were con-
tented with standard types of cabinets familiar
to thousands, or rather millions, of homes all
over the world.

When it came time for the introduction of
period styles, however, the matter was gone
into with a thoroughness that is characteristic
of the trade. There has been nothing hap-
hazard about it. The development has been
along definite lines, and although certain of
the styles introduced are open to criticism, from
a purcly decorative standpoint, for the most
part they conform with great faithfulness to
the period represented and offer some wonder-
ful sales opportunities to the talking machine
retailers.

There is an element even among our demo-
cratic Americans that demands exclusiveness in
the things they buy and are perfectly able to
pay generously for it. In other words, the de-
mand is for the product and not the price. This
clement has naturally been compelled to recog-
nize the musical standing of the talking ma-
chine as has every other class in America, but
with that recognition has come the knowlcdge
that to purchase a -talking machine they must
accept a cabinet the counterpart of which is to
be found in thousands of other homcs. More-
over, from the decalers’ viewpoint there is a
maximum amount that could legitimately be
asked for a machine and that was limited to a
few hundred dollars.

The introduction of the period styles has
changed all this. It gives to the lover of the
exclusive the particular style of machine cabinet
that will harmonize most perfectly with the
other furnishings of a particular room, or meet
the customer’s individual ideas and tastes in
the matter of period furniture. For the dealer’s
part, it increases bis sales possibilities from hun-
dreds of dollars into thousands, and enables
him to approach high-class trade with a ncw
argument.

Opportunities for Retailer or Salesman

The question now is, does the average retailer,
or salesman, appreciate fully the opportunities
that lie before him in the exploitation of the
period styles? Thcre arc perhaps some whose
stores are located in sections where period furni-
ture is an unknown factor, and where price is
the main consideration. To somec of these
perhaps this new opportunity is not open. The
great majority of talking machine dealers, how-
ever, have somewhere in their territory pros-
pects to whom these elaboratc models should
appeal.

In the past the chief requisites of a good talk-
ing machine salesman was a knowledge of the
mechanical features of his instruments, and also
a knowledge of the record catalogs. If he could
emphasize the superior mechanical qualities of
the product he was selling, and talk more or
less intelligently on music, and at the same time
select suitable records from his stock with
promptness and dispatch, he was considered a
good man. He ncedn’t worry about the cabinet.
The customer could see that. Now something
else is demanded if the salesman is to make the
most of his opportunity, and that is a thorough
understanding of the period design and what it
means.

The Subject Is an Interesting One

The salesman who takes up seriously the study

of period furniturc design and its application

to present-day products will find that he has
launched into a most interesting subject, and
the writer speaks from experience when he says
that there is hardly a study that is more rich
in infinite variety or that is closer linked with
the important events of the world’s history than
the decorative arts. The student of decoration
is really a student of history, and will find that
all the great political changes of history, the
upheaval of empires, the overthrow of old rulers
and the installation of new ones, are all faith-
fully marked by the changes in decorative forms.
This can be no better illustrated than in the
case of the French styles. The early French
styles, for instance, followed closely along the
lines of the Gothic, and this in itself reflected
the close alliance of Church and State at that
time. With Church and State practically one at
that time, it was but natural that decorative arts
followed those found in Church architecture,
and even to this day the Gothic is the Church
architecture.

With the coming of Catharine de Medici to
France as the wife of Henry II, she brought
with her followers from Italy a love for the
Ttalian art and mannerisms, and this influence
of the queen is quite evident in the furniture
and architectural designs of the period, just
prior to 1389, known as the Renaissance. As the
rulers of France came and went, with their par-
ticular ideas and fancies, so changed the deco-
rative styles with cqual regularity.

The Noblest Period of French Decorative Art

Leading up to the reign of Louis XIV we find
the first of the styles that may be considered
as the modern, or at least one of the styles most
familiar to present-day people, and the Louis
XIV period is accepted without question as the
noblest period of French decorative art. The
chief decorative developments of the period
were from 1660 to 1683 and were carried out
largely under the direction of Le Brun, a court
favorite who followed closely the king's ideas
in such matters. The period was marked by a
large introduction of curves and a further de-
parture from the classic Greck. It likewise got
away finally from the Church influence, and the
vast amount of ornamentations found in the de-
signs of the period reflects the wealth and pros-
perity that prevailed in France at that particu-
lar time.

With the death of Louis XIV and the ascen-
sion of Louis XV, passing over the brief period
of the regency, we find the Court of France
given over to extravagances and excesses, with
the king surrounded by Madame Pompadour,
Madame DuBarry and the other notorious
women of the court. This tendency, too, is re-
flected in the arts. Louis XV is the period of
the Rococo, Rococo being practically elabora-
tion without regularity, and developing in its
later days so that it represented more or less of
a riot in ornamecntation, with no two curves
balancing.

The Tendency Toward Simplicity

A reaction came with the accession of
Louis XVI. The rulers of France became duly
cognizant of the fact that their extravagances
and excesses had driven the public to the verge
of revolution, and from the point of extrava-
gance endeavored to revert to extreme sim-
plicity in one move. The intention was good,
but the results were more or less ludicrous.

This tendency towards simplicity was more
thoroughly set forth in decorative arts than
in the accomplishments of the court and the
ladies thereof. The Louis XVI style, therefore,
will be found full of floral effects, beautifully
and elaborately designed, but delightfully simple
as to motif. The effect of the floral designs
was added to by the liberal use of ribbons and
bow knots, and throughout the period there is
even a desire to reflect nature as far as possible,
and forsake the artificial. The coming of the
Reign of Terror and the guillotining of
I.ouis XVI marked the end of the period.

Then came the Directoire with another re-
action. The practical abandonment of religion
and the substitution of woman as a figure to
be worshipped. The French figure of Liberty—
the woman with body draped in white and flow-
ing hair covered with a Liberty cap—typifies
the brief period of the Directoire, and a glance at
the reproduction of the Directoire style will
show that the female figure in one form or
another acts as the basis of the motif. Inci-
dentally the Directoire period brought a partial
readoption of the classic style, with its palm
leaves, its medallions, its frieze and its garlands.
The classic was further developed during the
period of the Empire. 1804-1814 ended what is
now known and accepted as the style of the
Empire Period, distinctly Roman and Grecian
in its tendencies, emblematic of the great em-
pires of centuries before.

The English Styles an Interesting Study

The English styles will be found equally in-
teresting in their study, although they reflect the
more or less peaceful conditions that prevailed
in Great Britain. The British periods are par-
ticularly notable for the attentionr paid to furni-
turec design, and perhaps there is nothing that
fits better into thc American home to-day than
reproductions of the works of Hepplewhite, the
Adam brothers, Sheraton or Chippendale. As a
matter of fact, the furniture art of the Georgian
Period is the basis of what is known as our
Colonial style.

Why the Salesman Should Be Well Informed

To sell successfully talking machines in period
design the salesman need not necessarily know
the history of the nations represented in the
styles, but he must know the period styles he
is selling, their relation to other styles, and
how they will fit into rooms furnished in a
certain particular period. After exhausting his
musical and mechanical arguments and seeking
to make a maximum sale, he must be able to
speak with some authority on the decorative
treatment of the cabinet he is offering. He must
be able to point out its faithfulness to the
design of the period, and know what he is talk-
ing about. He will find that in getting an edu-
cation in period furniture he will unconsciously
absorb a liberal education in European history.

The libraries of the country are rich in works
of decorative art. There are magazines pub-
lished devoted exclusively to that line. The op-
portunities for study are there. It rests with
the salesman whether he will take those op-
portunities and fit himself to take full advantage
of the field offered him by the period cabinets.

Life is filled with compensations. Yet the
man who is learning to play the cornet never
lives in the middle of a ten-acre lot.

Lid Supports
Needle Cups
Needle Rests

BEST QUALITY

Talking Machine Hardware

We manufacture hardware for all styles of cabinets

Door Catches
Sliding Casters
Continuous Hinges

WEBER-KNAPP COMPANY - -

Sockets
Tone Rods
Knobs, etc.

LOWEST PRICES
Jamestown, N. Y.
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THE TRADE IN BOSTON AND NEW ENGLAND

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

Boston, Mass., December 5—The various drives
for first one war fund and then another has had
some effect on the talking machine business, as
it has on other departmcnts of commercial ac-
tivity. Immediately following the last Liberty
Loan campaign there was a temporary slump
and conditions were ouly fair. In the last week
in November things began to “pick up,” and
the two days before Thanksgiving were banner
days with almost all the local establishments.
The comparatively near proximity of Camp
Devens at Ayer to Boston has played a con-

Talking machine on Army Truck Providing

Recreation for Soldiers at Cantonment
spicuous part in business and if one doubts the
popularity of the Victor, Columbia, Edison and
other outfits he has only to pay a visit to Camp
Devens to be convinced that talking machines
are serving a valuable and serious purpose in
camp life- A machine and a gift of records
are hailed with great delight by individuals or
groups of men, as Vernon Stiles, the noted
tenor, whose picture was shown in last month’s
issue of The World. is performing a most praise-
worthy part in advancing the cause of music
at the camp acting as he does co-operatively
with the machines.

Mr. Stiles is about to go to the Columbia
laboratories in New York City with a con-
tingent of men to make records, which will not
only include the recording of camp songs but
a general vocal retrospect of camp life in-
cluding military orders, army cheers and other
features that can complete the picture of life
in the cantonments. Stiles in a recent letter
to Manager Arthur Erisman, of the Grafonola
Co. of New -England, most heartily praises the
introduction of machines into the camp and
advocating thgir wider use.

Another way in which the talking machine
may be used to especial advantage is in pre-
serving the records of some dear son’s voice
which may be sent to mother, wife or sweet-
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heart. According to the present plans as out-
lined in Boston every Y. M. C. A. and Knights
of Columbus hut at the front is to be equipped
with a dictaphone into which a soldier can dic-
tate a message to the loved ones at home. When
this is done the record is to be sealed and sent
to the one to whom it is addressed in this
country.
The Grafonola in the Trenches

Apropos of machines in army life Manager
Erisman told your correspondent to-day of a
story that had just reached him that shows a
new use to which a machine can be put at the
front. Some time ago a small Columbia was
purchased from his establishment and sent to
France. A group of Allied fighters bethought
themselves of the brilliant idea of putting on the
“Marseillaise’” as a record and placing the ma-
chine in one of the front trenches in No Man’s
ILand. This was successfully done and the ma-
chine was started. The sound of the French
National hymn so hated by the enemy angered
them so that a quartet of Germans started to
capture the machine. As soon as one got near,
he was popped off. In this way three were
got rid of; but the fourth man was successful
in capturing the machine; now it is somewhere
on the other side of the lines in the hands of
the Germans.

Active Steinert Business

Between its two splendidly equipped ware-
rooms the M. Steinert & Sons Co. is able to
produce some excellent business this fall, and
the indications are good for a very creditable
holiday trade. Robert Steinert, the third son
of the able head of the house, now makes his
headquarters at the Arch street store, and has
general supervision of the Victor business of
the company. In both departments there is
a most capable staff of men and women who
are intelligently familiar with the business,
which means that they can meet customers
with a better degree of success than otherwise
could be the case. The Arch street store, which
is more adapted to meet the needs of business
men, being located in the down-town section,
is making quite a name for itself because of its
two artistic windows which at this season have
a unique and catchy display.

Many New Sonora Dealers

The Sonora Phonograph Corp., through its
local headquarters, of which Richard Nelson is
manager, is becoming especially active in Rhode

Eastern Victor Service

is based on the principle that
a Victor dealer wants what
he wants when he wants it.

EASTERN TALKING MACHINE CO.

177 TREMONT STREET

pres—gur MWWWF%%W%%WW%%%%

Island, and many new dealers have become con-
verts to the merits of this machine. In Provi-
dence the Tilton-Thurber Co., one of the large
and elegant stores of that city, has taken on
the Sonoras which it will carry together with
the Victor line. In Woonsocket the Rose Music
Store is to carry the Sonora and the Westerly
Furniture Co. in Westerly is still another which
will make a feature of these machines. In
Worcester, this State, Manager Nelson has
opened an account with the American Supply
Co., and here in Boston both the A. McArthur
Co. and Frank Ferdinand have contracted to
carry them. Business with the Boston offices
of the Sonora is making an exceedingly grati-
fying showing.
Handling Holiday Demands Under Difficulties

The Eastern Talking Machine Co. in Tremont
street, which is among the largest Victor deal-
ers in the city, has found the demand for goods
quite as large as could be expected considering
the conditions. W. J. Fitzgerald, the wholesale
manager, is experiencing some difficulty in find-
ing enough reliable help to assist in the estab-
lishment and for this reason he and his staff are
working getting out holiday orders under diffi-
culties. Letters have lately been received from
Ed. Welch and Jerry Spillane, who are in serv-
ice in France, and they write that they are well
and working hard.

New Members of Vocalion Co. Staff

R. S. Hibshman, manager of the Aeolian-Vo-
calion Co. in Boylston street, says he has no
fault to find with business and the few days
before Thanksgiving there was a surprisingly
large call for goods. Three new men whom
Manager Hibshman has lately added to his staff
are C. C. Westervelt, A. E. Russell and H. M.
Reynolds, all of them proving thus far to be
good business getters. The large show window
of this Aeolian-Vocalion establishment is always
artistically decorated with flowering plants and
ferns, which attract passers-by.

Columbia Officials Visit the Hub

Manager Mann of the Columbia Co. makes a
most encouraging report of business. He says
that dealers who had early laid in large stocks
of Columbia goods are finding themselves run-
ning low. A local visitor to Manager Mann
some days ago was F. K. Pennington, the Co-
lumbia’s assistant gencral sales manager. Man-
ager Mann was fortunate enough to be able to
provide for him a dinner ticket on the occasion

CERE BB R TP TS S B B B R S B R B B B B B P P S A 78 S

BOSTON, MASS.
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ENGLAND—(Continued from page 20

of the Pilgrim Publicity Association’s recent
banquet at the Boston City Club when the spe-
cial guest was the now famous Editor of the
Providence Journal, who told a large audience
something about the German spy system and
the nefarious work of the Germans in plotting
against this Government. Another guest here
was General Sales Manager George W. Hop-
kins, who came to Boston to spend Thanksgiv-
ing at his large farm at Concord, Mass. Man-
ager Mann is looking for R. F. Bolton, the
company’s district manager for New York and
New England, who is due here shortly.
H. L. Royer Supplying the Soldiers
Herbert 1. Royer, in his new location in
Kingston street, just around the corner from
Summer street, is doing a good Victor business
at this time. Outside his store hangs an elec-
tric sign calling attention to the warerooms,
which have several booths, and which are ar-
tistically decorated and conveniently arranged.
Mr. Royer has lately sent a consignment of
goods to the Charlestown Navy Yard, and to
some of the forts down Boston Harbor, and he
is planning to entertain the boys at Common-
wealth Pier, where there is a large number of
jackies.
To Manage Shaw Co. Department
Harry Anderson, lately with Rosen’s Talking
Machine Shop in Schodl street, has accepted the
managership of the Columbia department of the
G. W. Shaw Co. at Quincy. Anderson is a
keen, alert young man, with good business judg-
ment, and should make a success in his new
undertaking.
Emerson Dealers Appreciate Service
From what one learns hereabouts the Emer-
son dealers are deeply appreciative of the serv-
ice that has been rendcred them by the local
headquarters, of which Oscar W. Ray is the
able manager. Manager Ray has convenient
quarters in the Little building, and the new
location is proving highly advantageous so far
as being centrally located. Anticipating a rush,
especially with the approach of the holidays,
Manager Ray laid in a large stock of records
and in this way the local dealers have been able
to fill emergency orders very satisfactorily. The
Emerson records have become especially popu-
lar at the cantonments, and therc are good sup-
plies at Camp Devens at Ayer which have been
furnished by near-by dealers.
Wallace Currier Goes to Toledo
Wallace Currier, who lately had been con-
ducting an Edison shop in Portland, Me., fol-
lowing an association with Victor interests in
Boston, has gone to Toledo, O., where he has
charge of the Victor department in the Lyons

Store, a large department establishment in that
city. Wallace Currier is the son of Mason P.
Currier, the hustling manager of the retail de-
partment of Chickering & Sons.
Manager Winkelman’s Fine Quarters

Manager Henry Winkelman has been receiv-
ing many congratulations from his friends since
he has got settled in his new quarters in the

Joins the C. C. Harvey Co. Staff

The C. C. Harvey Co.’s Victor and Edison de-
partment has acquired the services of a new
man, Raymond Alden, who formerly was with
F. C. .Henderson in his chain of talking ma-
chine stores. Manager White of the department
reports a consignment of a Victrola outfit with
a large number of records was recently shipped

Oliver Ditson Co.’s most handsome building.
The quarters arc among the most exquisite
of any Victor warecrooms in the city and the
visitors are privileged to enjoy listening to
the latest records or to try out a new machine
under the most luxurious conditions. Manager
Winkelman is happy over the good showing
that his department is to make for the cur-
rent year, November having been a particularly
good month.
Harry Parker Appointed Manager

Harry Parker has just been appointed head
of the Edison and Victor department of the
George Lincoln Parker warerooms in the Col-
onial building. Mr. Parker, who succeeds John
Alsen, who is now in France with the 10lst En-
gineers, is a brother of the head of the cs-
tablishment.

Oliver Ditson Co.’s New Retail Talking Machine Department

from his department to one of the base hos-
pitals in France
Selling Edison Period Models
The Pardec-Ellenberger Co.’s Boston hcad-
quarters is finding a good holiday demand in
Edison goods. Manager Silliman reports several
sales of the more expensive period models to
wealthy houscholds in his New England terri-
tory, where they are great additions to artistic
homes.
Change in Columbia Distribution
Manager Fred Mann of the Columbia reports
that in an effort to promote better service the
Springfield branch of the company has been
closed and the Western Massachusetts terri-
tory hereafter will be served from the Boston
headquarters. M. C. Perkins, who was the
(Continued on page 22)
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manager of the Springfield branch, has Dbeen
brought to Boston, where he is to be assistant
manager to Manager Mann, thus succeecding
W. S. Parks, who went to Baltimore a month
or more ago.
Exhibiting the Sonora Supreme
The large department storc of Jordan Marsh
Co., whose talking machine department has
lately taken on the Sonora in addition to the

Attractive Jordan Marsh Window
Victor line, is exhibiting in its third floor de-
partment a handsome $1,000 Sonora which is
attracting much attention. The window dis-
play, a picture of which is presented in this
issue, has been favorably commented on and
it has gone a long way toward arousing an in-
terest in the Sonora proposition.
Reports an Active Business

Charley P. Trundy, who operates a ‘talking
machine supply depot at 16 Beach street, reports
that Dbusiness has been quite good when one
takes into account the general situation. The
reproducer which he has had on the market now
for some time is meeting with continued suc-
cess among the trade.

W. S. Parks Recovers Health

The many Boston friends, and he has them in
many other places, will be glad to learn that
W. S. Parks, who resigned the assistant man-
agership of the Columbia to accept the man-
agement of the Columbia headquarters in Balti-
more, has recovered from his illness. Mr. Parks,
it seems, had just reached Baltimore when he

was seized with an old trouble which had ne-
cessitated his removal to a hospital when he
first came to Boston a year or so ago. When
he left Boston he was feeling in pretty good
shape and it was rather discouraging to be sud-
denly taken down just as he was about to as-
sume his new duties. It will be recalled that
friend Parks carried away with him some whole-
some reminders of his popularity among the
Boston boys.
Insisted on Enlisting

John Burke, one of the shippers at the Graf-
onola Co. of New England, was so anxious
to enlist that he went to the Charlestown Navy
Yard and stayed in line two whole days and a
half of a third day before he was accepted for
service. Now he is in the ranks of the Navy
and ready for duty wherever his country calls.

Lay in Big Holiday Stock

Chester J. Sylvester, manager of the phono-
graph department of the C. E. Osgood Co., large
furniture dealers, found it necessary to lay in a
large stock of Victor and Columbia outfits for
the holidays, and his business has been very
gratifying.

Lansing Booking Good Orders

General war conditions have somewhat handi-
capped the business of E. H. Lansing, dealer
in khaki moving covers, located at 611 Wash-
ington street, but despite the situation dealers
have been generous in their patronage of his
line, and the year's business all told promises
to make an excellent showing.

Activity With Chickering & Sons

The Victor business at Chickering & Sons, as
well as that in the Edison line, has been keep-
ing up with the general procession, and the
well equipped warerooms on the second floor of
the Tremont street establishment are well pat-
ronized these days.

THE WINNING MAN

Self-directed action, self-governed intelligence,
self-satisfied conscience, and here you have a
man who will help himself and help others.

Victor Distributors

Many talking machine owners are forming their

record buying habits now.
they want when they come to your store.

Be sure they find what
Keep

your VICTOR record stocks complete.

We can help you for we have

The Largest and Most

Complete

Stock of

Records in New England

Write, or Telephone Beach 1330

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

Read the Trade Mark carefully,
hear the machine, and you'll agree
that 1t ls truly

Improves All Records

Send for our Special Proposition
HOFFAY TALKING MACHINE CO., Inc.
3 West 29th Street New York City

CELEBRATED 20TH ANNIVERSARY

R. F. Bolton, New York and New England Dis-
trict Manager for Columbia Co., Congratulated

Twenty years of service with one concern is
a record that anyone can well be proud of, and
R. F. Bolton, New York and New England dis-
trict manager for the Columbia Graphophone

R. F. Bolton

Co., is well deserving of the congratulations
which he received from his many friends in the
trade last month. On November 18 Mr. Bolton
celebrated his twentieth anniversary with the
Columbia Co., and during these many years of
service he has won the friendship and esteem of
Columbia dealers as well as of his co-workers.

When Mr. Bolton entered the Columbia
service twenty years ago he occupied the post
of chief accountant of the company’s New York
branch, which at that time was located at
Twenty-seventh street and Broadway. The
talking machine industry was in its infancy then,
and the Columbia executive offices which were
located in the same building comprised two
or three rooms. The company’s next move
was to larger quarters at Liberty street and
Broadway, and when the New York branch
moved to 83 Chambers street Mr. Bolton was
promoted to the position of credit nianager.
Soon afterwards he was placed in charge of
the New York wholesale division when the com-
pany occupied a new home at 353 Broadway.

He was next promoted to the management of
the New York branch with headquarters at 111
Chambers strcet, and he also occupied this im-
portant post when another move was made to
83 Chambers street, where large and adequate
quarters gave the company sufficient room to
take care of its fast growing business in this
territory.

In November, 1914, Mr. Bolton was appointed
district manager of the New York territory, one
of the most important positions in the Colum-
bia service. His success in this work was rec-
ognized in March of this year when, in addi-
tion to the New York territory, he was ap-
pointed district manager for New England.

Mr. Bolton’s success may be attributed in a
considerable measure to the fact that he thor-
oughly understands every division of the talk-
ing machine industry. He knows and appre-
ciates the problems that confront the dealer, and
has made it a point to always be at the service
of the Columbia clientele. His friends in the
industry are legion and they are all looking
forward to the celebration of his silver jubilee
with the Columbia Co.
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NEW ORGANIZATION OF VICTOR DEALERS IN ST. LOUIS

To Incorporate Victor Dealers’ Tri-State Association in That City—Officers Elected—Silverstone
Opening Delayed—Army and Navy Edison for Soldiers at Scott Field

St. Louis, Mo., December 5—Steps have been
taken to incorporate the Victor Dealers’ Tri-
State Association, which is planned to include
all dealers who obtain their supplies through St.
Louis, in other words, the St. Louis trade terri-
tory. The preliminary papers say that the ob-
ject is benevolent, educational and for trade
benefit. The charter membership is limited to
the chief dealers in St. Louis and suburbs, but
the plan is to extend it as rapidly as possible
through the territory as soon as the incorpora-
tion is complete. The first officers are: Presi-
dent, A. M. Magoon, Kieselhorst Piano Co., St.
Louis; secretary, Charles Lippman, Field-Lipp-
man Piano Stores, St. Louis; treasurer, Fred
H. Lehman, Lehman Music House, East St.
Louis, Ill.; a vice-president is also provided for.

Three directors will complete the board of
directors of seven members. The present di-
rectors are Val A. Reis, of the Smith-Reis Pi-
ano Co., Knapp, of Knapp Bros., Belleville, I1L,
and John F. Ditzell, of the Famous & Barr Co.

All of these directors have signed their resig-
nations and placed them with the secretary to
be read to the meeting that will be called after
the definite plan is laid before the dcalers.

“Qur plan is to stabilize the Victrola busi-
ness,” said President Magoou, *“and to correct
some misunderstandings that recently have
arisen. Of course, we all realize that the recent
turn of events has placed much of the responsi-
bility for the way the Victor business is con-
ducted upon us. Through this organization we
hope to maintain the character of the Victor
busincss along the lines which have becen so suc-
cessful in the past. We see many ways in
which we can be helpful to each other.

“Also 1 wish to say that this organization
has nothing in common or in opposition to any
part of the work of the St. Louis Talking Ma-
chine Dealers’ Association. There is no sugges-
tion on thc part of Victor dealers that the local

association be disbanded or in any way impaired.
The association has a distinct line of work before
it that the Victor Dealers’ Association cannot
handle. Rather we might be able to strengthen
the work of the local assdciation but our prob-
lems will be those of a larger and different terri-
tory than that of the local association, which
includes all dealers who join and obey the rules,
regardless of the kind of machine they sell.”

Recently there was considerable confusion
among the Victor dealers when one dealer ad-
vertised “new prices.” Another that “prices
will not be advanced,” while a third was run-
ning a- “cut price sale” on what. at careless read-
ing, could be construed as Victor machines but
which were not.

The opening of the new warerooms of the
Silverstone Music Co. is still in the future. Tt
is probable that the formal opening will not
take place until after Christinas, when the
proper ceremonies can be staged and people
will have time to take notice. It also is prob-
able that the warerooms will be occupied by
December 10, but not certain. But the final
touches, the decorators say, cannot be expected
until Christmas. The opening was announced
for November 1.

In the meantime Mr. Silverstone has started
his Christmas advertising and he is unwilling
to break into this work for an opening,

Two Edison Army and Navy League disc
phonographs have been donated by St. Louisans
for the soldiers. The first one to go was the
personal gift of Mark Silverstonc to the men
in training at Scott Field, an aviation training
camp at Bclleville, 111, a suburb of St. Louis.
This gift was made with slight cercmony, Lieut.
J. Enright of the camp camc to the warerooms
of the Silverstone Music Co. to receive the gift
on behalf of the aviation students. Thc photo-
graph showing Lieut. Enright, thc machine and
Mark Silverstone was taken in the warerooms.
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Lieut. Enright was enthusiastic over the gift
of the machine. He said that the aviation train-

ing camps especially needed the machine as,

owing to the transient nature of the population,

there was little opportunity to organize a band

or orchestra and that music had been found to

be one of the very best means of staving off
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The Phonograph for Aviationamp
Lieut. Enright (Left), Mark Silverstone (Right)
homesickness and discontent. At Scott field, he
said, there had been steady efforts to organize
for some kind of music, but that there was no
provision for equipment and the best that they
could do was two trombones, a banjo, two vio-
lins and a clarinet. Hardly a desirable layout. As
rapidly, he said, as a new man owning an instru-
ment was recruited one of the others would be
promoted. The Edison machine, he said, would
make them entirely indcpendent of these ef-
forts, but he had noticed that where good talk-
ing machine music was supplied it acted as a
stimulant on the other efforts.

The second machine will go to the company
of the former Fifth Regiment of the Missouri
National Guard having the largest proportion
of St. Louis men in it. It has becn bought by
the Lions Club, a business organization. The
purse was madc up at a recent dinner and at
this writing an inquiry is being made as to
which company shall receive it.

The Season’s Greetings to the entire

Talking Machine trade and heartiest
good wishes for another year of
unparalleled prosperity.

Schmelzei(limst?,

The Oldest Victor Distributers in the Southwest

KANSAS CITY, MO.
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A Cabinet Message’
for 1918

¢ We thank our patrons for their support and
patronage during the past year, for their co-oper-
ation and confidence have enabled us to close the
biggest year in our history.

€] Our factories have been oversold in 1917, and,
notwithstanding frequent additions and enlarge-
ments, our facilities have been taxed to the utmost.

NOW is the time to
place your 1918

ENTURY
ABINET

ONTRACTS

( We therefore suggest that you place your orders
now for the coming year.

g CENTURY CABINETS are the standard

cabinets of the industry.

( Century Cabinets embody quality and attrac-
tiveness and the manufacturers using them know
that they are furnishing their dealers with the very
best selling arguments.

ARRANGE NOW FOR YOUR 1918 CONTRACTS

Century Cabinet Co.

25 West 45th St.,, New York

Factory : UTICA, N. Y.

Largest Manufacturers of Talking
Machine Cabinets in the World
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PUBLIC IN BUFFALO BUYING ON A LIBERAL SCALE

Many Talking Machines and Records Being Purchased Both for the "Soldiers and for Home Use—
Important New Columbia Agencies—Period Models Being Featured—Recent Trade Changes

Burraro, N. Y., December 6.—Judging from the
marked activity in the local talking machine
and record trade during the holidays, Buffalo-
nians are classing this merchandise in the list
of essentials, or, popularly speaking, as a war-
time necessity. Taking a tip from the Govern-
ment that American boys in camp, or on ship-
board must bave music, many pcople are send-
ing talking machine and records to the young
men in the service. Others who believe that
patriotism and gloom should never be combined
are bringing cheer to their homes through the
purchase of machines and records in gencrous
quantities.

“IWe have just closed a desirable account
with Bricka & Enos. a prominent furniture house
of this city,” said O. M. Kiess, manager of the
Juffalo branch of the Columbia Graphophone
Co. “This firm has just installed a complete
stock of our machines and records for the holi-
day trade. This house will probably featurc our
period designs in addition to our regular line,
on account of the high position they occupy in
the trade. Ve have opened two other cxcel-
lent accounts—the Palace Music Shop, of
Rochester, and the De Voy Music Co., of Syra-
cuse. A fourth of the samec kind is the Ver-
beck Musieal Sales Co., of Buffalo. 'T'he fact
that this last-named firm was able to secure the
Columbia line caused them to open a branch
store in Genesec street, this city. We are go-
ing into Dccember with a pretty fair stock of
machines. We have just issucd a last call to
dealcrs to place holiday orders for No. 75 and
No. 85 Grafonolas, having reccived sceveral car-
loads of these models from our factories. This
will probably be the last big shipment we will
receive beforc January 1. The dealers appre-
ciate our new plan to issue a weekly stock sheet,
showing all the Grafonolas in our warehouse.
In this way they know exactly what types and
finishes they can get for immediate shipment.”

William H. Daniels, of Denton, Cottier & Dan-
icls, has returned from a business trip to New
York City. This concern, which has a large
Victrola department, accepts Liberty Bonds as
cash.

C. H. Utley is featuring a new William and
Mary art model of the New FEdison phono-
graph.

Manager Brennan, of the William
gerer Cos Victrola department,
that firm’s new record library plan.

Victor & Co., Pathephone jobbers, arc featur-
ing tvh‘is instrument prominently in their win-
dow displays. The firm has mailed out thou-
sands of Christmas booklets, in ‘which the
Pathephone is thoroughly advertised. This
store is radiant inside and out with holiday dec-
orations and is crowded with gift buyers.

“We hold a Pathephone recital every Thurs-
day and the attendancc is excellent,” said R. A.
Ramsdell, manager of the Pathephone depart-

Ien-
is featuring

ment of Adam, Meldrum & Anderson Co. As a
Christmas feature Mr. Ramsdell is using a spe-
cial concert Pathephone, nine feet high, with a
protruding horn.

Walbridge & Co., Victrola dealers, have shut
off the large electric sign over their store in
accord with the Government’s request. The
Victrola buyer at this store is E. W. Fox, whose
able assistant is Miss Marietta McLaughlin.
The company’s large mailing list and window
displays are used to advantage in the holiday
sale of Victrolas.

A novel act was given at Shea’s vaudeville
theatre, Buffalo, recently by Adeline Francis,
“the Grafonola Girl,” who sang a duet with her
own record, standing by the side of a Grafo-
nola.

In Batavia, Hornell, Attica and Dansville the
talking machine dealers co-operated with other
merchants in helping to harvest the large crop
of potatoes near these towns. Before they took
action in the matter the unharvested crops were
valued at upward of $3,000,000 and, if wasted,
would have meant a heavy loss indirectly to
these business men.

In the Y. M. C. A’s war fund campaign and
in the drive of the Buffalo Chamber of Com-
merce for a thousand new members several of
the local dealers took a prominent part.

Loeal talking machine dealers gave their co-
operation in a campaign to begin Christmas
shopping at lcast two weeks carlier than usual.
The basis of the appeal was a possibility that
purchasing, if delayed, might result in disap-
pointments over inadequate deliveries, shortage
of merchandise and difficulty in replenishing
stocks during the eleventh hour. The campaign
proved a success and even before Thanksgiving
day many bought talking machines and records
for gift purposes.

Roy Smith has joined the sales force of the
Hoffman Piano Co. The Sonora business at
this store “is going big,” according to President
Hoffman.

The large display windows of Winegar, Lind-
say & Seales, piano and talking machine dealers,
are attractive with Christmas decorations.

Leland Randall, reprcsenting the E. J.
Chapman Co., Rochester, Victor wliclesalers,
was a Buffalo caller,

O. Stranburg, of Jamestown, who has the
Victor agency in six stores, was a recent Buffalo
caller.  Mr. Stranburg reported a good holiday
trade, but said hc had trouble in getting enough
goods to supply the heavy demand. He has
piano stores in Jamestown, Oil City, Meadville,
Franklin and other points.

H. A. Lamor, factory representative of the
Victor Talking Machine Co., has been covering
this territory for the past three weeks. He is
co-operating with the dealers, assisting them in
the record business and advancing the Victor
line gencrally.

E. R. Gardner, manager of the Victrola de-
partment of J. N. Adam & Co. has returned
from his winter vacation in Alabama and other
Southern points. “Our new record library plan
is proving a suceess,” said Mr. Gardner. “This
plan will enable a customer to get records every
month by increasing the payment on his Vic-
trola just one-half of the regular monthly
amount. For instance, if a customer, who has
been paying $5 a month on his Victrola, pays
$2.50 more each month, he can have $5 worth
of records a month on credit. In this way he
can build up a record library with no imme-
diate outlay of cash.”

Floyd Barber and J. O. Goetz, former Vlctrola
salesmen in Mr. Gardner’s department, are home
on a furlough. Mr. Barber is stationed at
Spartanburg, and Mr. Goetz is at Camp Dix.

NEW YORK TIMES REVIEWS TRADE

Reports That Talking Machine Business Is Good
Throughout the Country—Export Business
Said to Be on the Increase Recently

The business editor of the New York Times
in a recent review of general industrial eondi-
tions spoke as follows of the situation in the
talking machine trade:

“A very good demand for talking machines
is reported from all sections of the country.
Holiday buying in these lines is said to have
started in already, and in a number of cases
manufacturers say they have received duplicate
orders from retailers for nearby deliveries to
keep their lines intact for the rest of thc season.
While cabinet pieces and period stylcs are sell-
ing, the great bulk of the business is being done,
according to report, in those lines retailing
around $100 and under. Quite an extensive ex-
port business has been done during the last few
months, especially with Europe, where the ma-
chines are used behind the lines to afford amuse-
ment to the soldiers.”

DEVICE FEEDS NEEDLES }O MACHINE

A magazine with a capacity for a number of
talking machine needles has been patented,
which attaches to the sound box of a phono-
graph and is so made that the steel points can
be fed into position one after another as needed,
with a minimum of inconvenience. The chamn-
ber consists of a slender tube, at the lower end
of which is,a chuck, by means of which the
necdlc projecting from the end is held in posi-
tion for use. The other needles are kept from
pressing down against the bottom one by a
spring that projects through the side of the
magazine and ean be withdrawn when the oper-
ator wants a new needle dropped into place.—
Popular Mechanics.

Knowledge and ability may be likened to a
dead dynamo. Unless they are connected with
the electromotive force of enthusiasm and the
starting switch of initiative they are useless and
will lie dormant forever.
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The American Talking Machine Co.

356 ZLivingston St., Brooklyn, N. B.
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TALKERS BY EXPRESS TO OREGON

Dealers in Portland Adopt That Means of
Transportation to Overcome Freight Conges-
tion—Retailers Hold Successful Dance—
General News of Interest to the Trade

PorrLanD, Ore., December 5.—Clear across the
continent by express are being sent consign-
ments of talking machines, phonographs, etc.,
to dealers here who, because of the congestion
of freight, have been compelled to get their
shipments of talking machines and records by
express. The situation is said to be new on
the Pacific slope.

Talking machine dealers held a meeting at the
Imperial Hotel early last month and arranged
for a dance which was held November 21 for the
dealers, employes and their friends. A com-
mittee was appointed to engage speakers for
each monthly meeting and another committee
was named to confer with the National talk-
ing machine dealers so as to co-operate with
them in this work.

Henry Schmidke, traveling salesman for the
Portland, Ore., branch of the Columbia Grafo-
nola Co., is completing a trip through Southern
Oregon. Reports from him are that business
is booming in that section.

Is salesroom space more valuable than win-
dow space? The local branch of the Bush &
Lane Piano Co. has decided that it is—at least
in part—and has started remodeling the big
store to convert the Twelfth street windows,
extending half a block, into phonographic show-
rooms. The amazing growth in sale of phono-
graphs and records has caused the change. The
Washington street windows, which are always
attractively decorated, will be kept for display
as heretofore.

M. E. Henry, former San Francisco manager
of the Columbia Graphophone Co. and now
Pacific Coast representative of the foreign rec-
ord department of the Columbia, made his first
trip through Portland recently and told Port-
land dealers that his job is such an easy one

that all he has to do is to say that he can
supply the records and the dealers give him
the orders. He has sold 6,000 records a day
on his present trip.

Ysaye, the violinist, who appeared in this
city November 28, was especially welcomed by
the Columbia Grafonola dealers for whom he
exclusively makes records. Windows were dec-
orated with his picture and records and many
of these records were purchased in anticipa-
tion of his arrival.

DELPHEON SALES CO. ORGANIZE

J. D. Manton, one of the best-known members
of the local retail trade, is an incorporator of
the Delpheon Sales Co., which has been organ-
ized recently and which will distribute locally
the products of the Delpheon Co., Bay City,
Mich. This company will have its executive
offices at 25 Church street, New York, and
Mr. Manton will be the active head of the
concern. A few weeks ago Mr. Manton vis-
ited the Delpheon factories at Bay City, Mich,,
and returned to New York more enthusiastic
thai ever regarding the sales possibilities of
Delpheon phonographs. He is making arrange-
ments to give Delplieon dealers in this terri-
tory maximum service, and, judging from the
interest already manifested by the local trade,
the Delpheon will soon be one of the most
successful lines of phonographs merchandised
by the Eastern dealers.

THE ROUNDS MUST BE CLIMBED

There is a certain amount of room at the top
of the ladder which is never crowded. Down
below there is hardly space for elbow room, and
people with sensitive corns are always complain-
ing; but on the top rounds there is space enough
for both feet. It is always the same, the fel-
lows at the bottom growl at the competition
for a foothold, while up at the top there are
empty rounds waiting for a firm step. Perhaps
it makes us dizzy to look up, but the rounds
must be climbed if success is to be secured.

ATTRACTIVE WINDOW DISPLAY

The Columbia Grafonola was featured in a
very attractive window display prepared re-
cently by the Church-Beinkamp Co., Cincinnati,
0., well-known piano and musical merchandise
dealers. The artistic conception of this window
and the unusual beauty of the display may be
gleaned from the accompanying illustration.

The Church-Beinkamp Co. is one of the most
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Church-Beinkamp Columbia winaow

successful music houses in the State of Ohio.
Tt caters to a high-class clientele and has built
up a splendid Columbia business. A portion of
this success may well be attributed to its ex-
cellent window displays.

NO DELAY IN CONDUCT OF BUSINESS

Fire recently destroyed the building at 136
Liberty street, New York, in which were sit-
uated the offices of Clifford A. Wolf, manufac-
turer of diamond and sapphire points for phono-
graphs. Although the office fixtures were com-
pletely destroyed and one or two machines were
damaged, Mr. Wolf was fortunate in completely
saving his entire stock. Mr. Wolf has taken
temporary quarters at his former address, 65
Nassau street, where he announces that business
is being carried on in full force as though the
fire had never occurred.

Millions of Dollars In Good American
Money Await To Be Changed Into “Victor”
Records,Particularly During Christmas Season

And'youtll gel a good slice of this business, even a large “‘grab” of it, if you are alive to
the situation, and carry a sufficient slock of the Victor Records.
in the way of record service—We will even tip you off to the certain records which

will sell “biggest”—We KNOW ’em.

15th and Harney Streets
411 Court Avenue

NOT

The Nebraska Cycle Co. of Omaha has
changed its firm name to “‘Mickel Bros. Co.”

We offer unlimited help

OMAHA, NEBRASKA
DES MOINES, IOWA

Westerners.
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in a nutshell.

A unique record unlike any other in the country;
the six great popular song hits of the month; a
corking “Kiddie” record for Christmas; a capti-
; vating dance, entitled “Ida! Sweet As Apple Cider,”

two stirring marches; a Philharmonic Orchestra
- masterpiece —this is the December Mid-Month List

Columbia Graphophone Co.
Woolworth Building, New York

s ——————————

JULIA HEINRICH HEARD IN RECITAL

Famous Soprano of the Metropolitan Opera Co.
Gives Concert in New Castle, Pa, in Con-
junction With an Edison Re-Creation of Her
Voice—Affair Proves a Great Success

New CastLE, Pa., November 26.—One of the most
interesting concerts in the history of this town
was the invitation recital, under the auspices of
W. F. Dufford & Co., of Miss Julia Heinrich,
the famous soprano of the Metropolitan Opera
Co., who was heard in a number of her favorite
songs on Thursday, November 22, on which oc-
casion the Thos. A. Edison laboratory re-crea-
tion of her voice was heard in comparison. The
local paper in speaking of the magnificent work
of the artist and the New Edison said: “So
absolutely perfect was the instrument that when
the singer would pause in her song the sound
of her voice on the record could not be dis-
tinguished from her own, except by watching
her lips, even then one could not be absolutely
surc as she sometimes formed the words with
her mouth without uttering a sound. It was
convincing proof that the wizard has added
another to his already long list of revolutionary
inventions. Miss Heinrich was ably assisted
by Jac Glockner, who also played with re-crea-
tions of ’cello solos. This illustration of per-
fect tone Re-creation was quite as perfect as
the singers.

During the number of “Spring Morning,” by
Avon, the house was darkened and when the
lights were turned on the audience was sur-
prised to find that Miss Heinrich had left the
stage and that the phonograph was furnishing
the music.

The most pleasing number of the program was
Schubert’s “Serenade.” The number was be-
gun by the phonograph and then Miss Heinrich
took up the counter melody. The result was a
duet. The diamond disc phonograph gave a
perfect reproduction of every tone. The audi-
ence applauded so long that she was forced to

give an encore, singing the number over again.

The program, which was exceedingly inter-
esting throughout, concluded with '“The Star
Spangled Banner,” sung by Miss Heinrich and
the New Edison, and accompanied by Mr. Glock-
ner.

RECORDS IN SEVEN LANGUAGES

Emerson Phonograph Co. Issues First Supple-
mentary List in New Field

The first releases of Emerson records in sev-
en foreign languages are just announced by the
Emerson Phonograph Co. of New York, makers
of the popular 25-cent records in English. The
seven languages are Italian, Russian, Hebrew,
Polish, Slavic, Hungarian and Roumanian. The
new records are ready for immediate shipment,
are seven-inch, with music on both sides and
retail at 35 cents each.

A new supplementary list of the foreign rec-
ords in native tongues has been issued. It is
very attractive and shows the flags of the na-
tions in colors. Dealers are given excellent
profits on their investments and indications in
the trade have shown that a very large business
will be done in this field.

It is the intention of the Emerson Phono-
graph Co., in fact, to get out separate catalogs
for the various languages and to branch out
further by adding other languages from time
to time.

ATTENTION-COMPELLING CARDS

The Bayonne Talking Machine Co. of 473
Broadway, Bayonne, N. J., have secured the
services of Louis Gurans, as manager of its
Victrola and piano departments. In this con-
nection very attractively designed cards have
been sent out asking the public to become ac-
quainted with Mr. Gurans and the establish-
ment. This is publicity of the right kind—dig-
nified and attention-compelling.

VICTOR RAISES WAGES OF EMPLOYES

Latest 10 Per Cent. Increase Makes Total of
36 Per Cent. Since War Began

PHiLapELPHIA, Pa., December 3.—The 10,000
employes of the Victor Talking Machine Co.
were taken by surprise early last week when the
following notice was posted on the bulletin
boards: “Effective November 26, 1917, wage
rates in all departments are advanced 10 per
cent. for all employes whose rate is now less
than $30 per week.”

This action followed a series of investigations
and conferences by the directors and was taken
for the sole reason that the cost of necessities
of life has advanced so rapidly.

The officials of the company state that the
increase involves a serious risk and certain loss
to the stockholders; that during the present
year the amount available for dividends is only
about half of that for 1916; that their wage rates
before the increase were higher than any in-
dustries of similar class; that the effect in com-
petition for labor was not considered but only
the needs of its present force.

The Victor Co. is not bidding for operatives
whose services are needed for Government de-
partments or contractors, but is taking inexpe-
rienced pcople and training them for the jobs
left vacant by over a thousand men who have
been called to the colors or who have left to
serve the Government in other work. Appli-
cants now employed by Government depart-
ments are not considered by the Victor Co.

The present increase makes a total advance
of over 36 per cent. since the war started, not
counting hundreds of individual adjustments.

A new Columbia Grafonola department has
been opened on the third floor of the Steiger-
Dudgeon Department Store, New Bedford,
Mass. Jas. W. Livingston, formerly with M.
Steinert & Sons Co., Boston, is manager of the
new department.

To Al
Our
Friends

E EXTEND GREETINGS OF THE SEASON AND '
BEST WISHES, AND TRUST TO HAVE THE

PLEASURE OF SERVING THEM IN
AS WE HAVE IN THE PAST.

THE FUTURE

Write for 1918 Cata/oéue

The Wonder Talking Machine Company

113-119 FOURTH AVE. (At 12th St.)

Telephone, Stuyvesant 1666-7-8

NEW YORK
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The Most Wonderful § 1 sz
& e=  Musical Instrument
0 B8 | in the World
The Result of French Inven-

. | :.; tive Genius and American

Manufacturing Skill.
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The Pathé Pathephone has been on the
-4 American market but a few years, yet it is
g o] j K today one of the leading selling phonographs.

MODEL 125 ? The reason for its popularity is in its points

Folsc e = of superiority that make it the phonograph de-

sired by those who demand the best.

These points of superiority make it an easy
selling proposition for dealers to sell. If you
wish to learn more of the Pathé Pathephone—

IMODEL 110
PRICE$110%

IWrite us for our dealers' proposition.

¥
7

Pathe Pathephones from
$25.00 to $225.00

G. Sommers & Co.

Wholesale Distributers

Full stock of Pathephones and records always on hand

ST. PAUL MINN.

MODEL 25 (4
PRICE#25% | =

IMODEL 225
PRICE #2259

PRICE $5022
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T’[EETING THE DEMAND, KANSAS CITY’S CHIEF PROBLEM

Usual Holiday Conditions Anent Stock Prevail to an Accentuated Degreé—New Dealers Entering
the Field—Numerous Tone Test Recitals in District—General News

Kansas City, Mo, December 5—The talking ma-
chine business in Kansas City is fine—far better
than it ever was before. The demand is tre-
mendous. There is plenty of money in the
country and the people are willing to spend it.
Every dealer says he has his hands full and
that, if he could only get the goods, he could
handle still more business. In fact, from pres-
ent indications, everyone anticipates the great-
est Christmas in the history of the business.

The only fly in the ointment is the oft-re-
peated “shortage.” Dealers and jobbers have
stopped being polite over the subject. When
a dealer goes to his jobber for more goods, to
put “it midly, a hot argument ensues. The
dealer explains how many thousand dollars’
worth of buisness he is losing unless he gets the
goods and the jobber wearily reiterates that
it is nobody's fault and points out the fact that
he too, is losing even more money. The dealer
then betakes himself back with perhaps a third
of the machines for which he has an insistent
demand. In records, of course, it is the same
thing. One manager was heard to say: “\We
simply can’t count the ‘Missouri Waltzes' we
have sold and we can’t get enough of them.
Every time I see a customer come in I want to
run. I know it's going to be another request
for the ‘Missouri Waltz. If we could only get
enough of them!” Such is the opinion of every
other dealer in town. £ .

Belleville, Kan.,, now has ani ‘Edison shop.
Austin-Hollandsworth _Mercantile Co. have
taken the agency.

J. W. McMillan, who has music stores at
Columbus and Joplin, has established a branch
house in Miami, Okla.

The talking machine dcp'artmgg’t: of the Ar-
chitects “and Engineers Supply ~ Co. is again
handling the Pathé, after having discontinued
it for several months. They hdve also added
the Sonora line. .

The Starr Piano Co. realizes that the best
drawing cards in the world (with the sterner
sex) is a pretty girl. At least, such has proved
the case with their recent window display, a
Colonial setting, wherein a very good-looking
lady, garbed in a bright colored costume pointed
out the merits of the latest Starr model. The
window also held a model of the first phono-
graph.

The talking machine department of the Kan-
sas City Photo Supply Co. has a new manager,
H. P. Laseter, formerly a salesman at the
Columbia.

A. A. Trostler, Schmelzer Arms Co., has just
returned from a visit to Camp Funston, where
he says talking machines arc selling like hot-
cakes. Every company, "almost without ex-
ception, is buying a machine and records out of
its mess fund.

Conducted a Number of Successful Tone Tests

One of the biggest things that the Edison
Shop has ever put on was the tone-test recital
on Thanksgiving, which featured Miss Christine
Miller. The auditorium had a scating capacity
of only 1,500, but 2,100 people cheerfully crowded
into it. Four hundred others, who couldn’t get
in, waited patiently in the room below until
the concert was over, when it was repeated for
them.

‘Miss Miller, who had given a tone-test
in Leavenworth, Kans., in the afternoon, was
delayed in getting into the city, so the audience
was obliged to wait. This, however, instead of
being unfortunate, proved the contrary, as never
did a crowd enjoy itself more. Lester Jones,
community chorus director, happening to be
present, suggested that they sing and, as some
500 members of the chorus were also in the
audience, his suggestion was readily acted upon
and soon everyone in the hall was singing “Old
Black Joe,”:etc., with the greatest enjoyment.
When Miss Miller did arrive, she was met with
the warmest of receptions. The tone-tests were
given, of course,. in, .th'le \‘isual ,v\‘ia_){'.;'x\ﬁsls l,M;ller
givitig Solos and singing duets.with the. Edison.

She was assisted in the concert by Jacques Jleck-
ner, celloist. At the last, to show how indis-
tinguishable were the human voice and the re-
creation, the lights were turned out in the hall
while first one and then the other sang.

Miss Miller gave the same tone-tests in Atchi-
son, Hutchinson and Leavenworth.

In the wholesale line interesting tone-tests
are also being given. The most successful of
these has been the Kalauhi Hawaiian trio which
has been going the round of the dealers. In
every town it has proven a very successful at-
traction. :

Merle Alcott, contralto, with Grace Freeman,
have been making tone-tests in Enid, Okla.,
Tulsa and Sapulpa, Baxter Springs, Kansas and
Coffeyville, Kans. Jacques Jleckner and Guido
Ciccolini are giving tone-tests in Marshall,
Slater and Lexington, Mo., and Sabetha, Kans.

Odette Fonteney is giving tone-tests in Fort
Smith, Ark., Carthage, Mo., Wichita, Kans.,
Pittsburg, Kans., and Clinton, Mo.

The Edison Shop recently put in a window
display that is attracting the attention of every-
one. The dancing figures are an exact repro-
duction of an Italian marble frieze and were
built by Ellis Hansen of Chicago and installed
by W. F. Reid, window trimmer and buyer
for the Parisian Cloak Co. The central feature
of the window is one of the new art model
Edisons, the cabinet of which was made by
the Colby Furniture Co., Chicago.

Lewis Wood, Jr., formerly in the wholesale
department, Schmelzer Arms Co., has accepted
a position with Sherman, Clay & Co., Los An-
geles, Cal. He is only sixteen years old.

Pearl Renne and Marguerite Banta have ac-
cepted positions in the Victrola department of
J. W. Jenkins’ Sons Music Co.

M. A. Riley, Junkins-Riley, Pathé jobbers,
leaves Kansas City January 1 for an officers’
training camp, aviation branch.

W. C. Junkins has just returned from a trip
through \Western Kansas and Oklahoma. \While
there¢ he put the Pathé agency in the Chas. Bote-
fuhe Music Co.

The talking machine department of the Fa-
mous Furniture Co. has been having such a
splendid business that they have been obliged
to put on another assistant.

The new Wonderphone Co., under the man-
agement of J. D. Wagner, has opened quarters
on East Tenth strect. The company is the job-

ber for the Munola. The territory will comprise
Kansas, Missouri and QOklahoma.

The talking machine department of the Jones
Store Co. last month had the largest cash busi-
ness in the history of the department. The de-
partment is holding to its “No Approval” and
larger payments on deferred contracts stand.

H. J. Werner, of the Werner Industries Co.,
was in the house recently for a few days and
expressed his great approval of the department,
emphasizing that he liked the quality of busi-
ness as well as the volume. He particularly
complimented Mrs. Nellie Williams, manager,
on the energy and enthusiasm with which she
is handling the business.

The talking machine department of the North-
Mehorney Furniture Co. has been doing an
excellent business. A. B. Peer has made a spe-
cialty of the Mexican trade, having an interpreter
who goes about with him in the Mexican quar-
ter. A Mexican catalog is also used, which
features Mexican band music. It has been found
that these people are good pay and therc is a
big field among them. Miss Lela Buell, al-
though very new to the department, has already
waited on so many of these Mexican-Spanish
customers that she is almost a real mistress of
the language.

ARTHUR MIDDLETON IN OPERA

Widely-Known Edison Artist to Be Heard With
Chicago Opera Co.

An important item of news in connection
with Arthur Middleton, whose title “The Mc-
Cormack of Baritones” is becoming more and
more justified by reason of his great popularity
—comes in an announcement from Chicago that
Mr. Middleton has been engaged for a series
of “Guest” performances with the Chicago Opera
Co., and that he will create an important role in
Henry Hadley's new opera “'Azora.” which will
have its premiere in Chicago this season. Mr.
Middleton has become widely known through
his Edison records, which have, of course,
greatly widened his popularity.

PRICE MAINTENANCE BEST

An eminent exponent of price maintenance
says: ‘“Uncertainty is a dangerous foundation
on which to build a business, and there is no
more dangerous condition surrounding business
than a constant fluctuation of prices. By this
method, speculators gain control of the market,
and stimulate fluctuation for the purpose of hold-
ing their control.

by selling it.

43-51 W.FourthSt.
New York, N. Y.

THIS ALBUM MADE US FAMOUS

Why don’t you try?

Buy Your Albums Direct From the Manufacturer

THE BOSTON BOOK CO., Inc.

The only exclusive Record Albam Factory in the world.

Pat. Dec. 15, 1914,

Chicago Office:
1470 So.Michigan Ave,
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lists.

Each is a winner.

There are no “weak sisters” in Columbia Record
Each is picked by experts
in the Columbia Sales Department because it
answers “YES” to the big question, “Will it be a
lively seller 2”

ee— e —

Columbia Graphophone Co.

Woolworth’ Building, New York

FRENCH LESSONS FOR SOLDIERS

Victrola Will Be Specific Aid as Well as Source
of Consolation to the American Soldier in
France and in Training Camps at Home

For the greater comfort of the American sol-
dier in France the Victor Talking Machine Co.
iz about to put on the market a special course in
French which will be unique in many respects.

A few intelligible words may mean the dif-
ference between life and death, and while the
American soldier will be in charge of his own
officers, it is evident from the efforts being made
in the training camps that some knowledge of
French is a very necessary acquisition for the
man who is going abroad to fight or to serve in
any of the war activities.

The idea of teaching foreign languages by
means of the talking machine is not new, but the
principle involved in the new Victor course rep-
resents a noteworthy departure from precedent.

Men who are citizens to-day, but who a year
hence may be fighting for thejr lives in France,
will have littie time to learn anything more than
the essentials of soldiering, but this is precisely
the condition that the Victor course is designed
to meet.

Two vital considerations have been observed.
First, this new course will afford the American
soldier—or for that matter the business man or
the tourist—a knowledge of French that can be
easily learned and which, best of all, can be used

LLANSING

whenever it is needed. The second vital con-
sideration is cost, and the Victor course will be
well within the means of the enlisted men.

One of the great difficulties in the way of such
an achievement is that accepted systems of
teaching are too cumbersome, and if recognized
methods are to be set aside there is only one
other reliable foundation, which is direct, per-
sonal knowledge of the requirements, and that
is the reason for the success of the new Victor
course.

The idea seems to have been conceived by the
directors of the company, who were actuated
primarily by a desire to make the Victrola a
specilic aid as well as a source of consolation in
the trenches and behind the battle lines.

COLUMBIA ARMY FOR UNCLE SAM

The November issue of the Tonearmn, a very
successful house organ published by the Ameri-
can Graphophone Co., Bridgeport, Conn. (manu-
facturer of Columbia products), contains the
names of 279 employes of the company’s plant
who are “doing their bit” for Uncle Sam in
the present war.

The publication refers to this list of names
as the “Columbia Honor Roll,” and this pa-
triotic body of employes is well deserving of
the tributes which they are receiving from their
associates at the Columbia factories inn the shape
of Christinas packages and other appropriate
reminders from those at home.

Khaki
Moving Covers

Protect from Rain and Dust

and will enable you to deliver your

phonographs free of blemishes of
all kinds.

in all weather.

your

GRADE A $ 72

Carrying Straps Extra

E.

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

— $ 5 JOQO Use the Lansing Khaki Moving Cover and

611 Washington St.

B ™.

No. 3 Carrying Strap Shown in Cut, $1,00

delivery troubles will be over.

Write for bootlet

H. LANSING

BOSTON

SLIP COVERS

for the Wareroom and the Home.
they wlll be wanted. Write for Samples and Prices.

Now 1s the time

EXTENSIVE WINDOW DISPLAYS

Eastern Outfitting Co., San Francisco, Devotes
Three Windows to Columbia Products

San Francisco, CaL.,, December 3.—A three-win-
dow display featuring exclusively the products
of the Columbia Graphophone Co. was recently
presented by the Eastern Outfitting Co., of this
city, which handles only the Columbia line in

The Big Columbia Display

its very successful and attractive talking ma-
chine department.

The company decided to inaugurate a “Phono-
graph Week,” and the remarkable display shown
herewith was one of the many unusual ideas
which characterized this unique event. “Phono-
graph Week” was advertised extensively in the
local newspapers, and the Eastern Qutfitting Co.
closed a splendid Columbia business that in-
cluded an active demand for the higher-priced
models of Grafonolas.

PHON D’AMOURS FOR AUSTRALIA

CincinNaTl, ()., December 6.—The Fritzsch Pha-
nograph Co., of this city, manufacturer of the
Phon d'Amour, has been closing a very success-
ful business during the past few weeks. It has
established a number of important agencies
throughout the country, and several well-known
dealers have written enthusiastic letters of praise
regarding the musical and constructional qual.
ities of this phonograph.

Last week the company made a shipment of
instruments to E. F. Wilks & Co., Ltd., Sidney,
Australia. Mr. Horton, a representative of this
company, heard a demonstration of the Phon
d’Amour in Chicago, and was so favorably im-
pressed with the instrumnent that he visited Cin-
cinnati and placed a large order with the com-
pany.

“NICHOLSON?”

New Catalog Showing New Styles

RECORD CABINETS

strictly high-grade construction at prices
{ BELOW COMPETITION

Write for a copy of the catalog and our
special free acrver(ising help for dealers.
Chase City, ‘

K. NICHOLSON FURNITURE C0., s

Sectional Bookcases and Record Cabinets

e

Tlases
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CINCINNATI DEALERS PUZZLED AT NEW ARMY ORDER

Action of Commanding Officer at Camp Sheridan Ordering Removal of Musical Instruments
Viewed With Concern—Talking Machines Not Yet Included—Trade News of the Month

CinciNNaTI, O., December 5.—Talking machine
merchants in this part of the State are very
much interested in the news from Camp Sher-
man, Chillicothe, these days, and hoping for
more details of the order of Major General Ed-
win Glenn eliminating musical instruments
from the barracks occupied by sclectives from
a certain part of Cincinnati.

So far as can be learned the order is not a
general one and the one issued did not include
talking machines for the reason that this par-
ticular instrument seemed to have been over-
looked in the presents given to the selectives
from the Eighth ward. The donors have been
notified to look for the return of player-pianos
and trap drum outfits, The order simply an-
nounces that the space was required for sleep-
ing purposes and that the instruments must be
removed.

The Fritzsch Phonograph Co., an infant in
the talking machine field, has landed a dis-
tributor in Australia, the deal being closed dur-
ing the past week. G. H. Horton, representing
E. T. Wilks, Ltd, Sydney, Australia, in this
country on a business mission, selected the in-
struments being manufactured by the Cincin-
nati house in preference to others. The buyer
manufactures pianos and has four branches in
Australia.

No definite announcement relative to the
instrument being assembled at the Harvard
factory of the John Church Co. has been madc
.by Frank A. Lee, president. He stated he was
trying out several tone inventions and that the
work was yet in the experimental stage, al-
though from another source it was intimated that
the machine would make its appearance in a
limited quantity before the middlc of the month

L. H. Ahaus, well known in phonograph cir-
cles, is going to try out a new field in the ma-
chine game. Nearly a year ago the doctors told
him he was a lung sufferer and ordered him to

seek the open fields. He believes he has recov-
ered his health. While rusticating he did con-
siderable thinking and one thought, that of the
dissatisfied customer, attracted most attention.
As a result he came to the conclusion that if
more attention was given to the delivery of the
instrument much of the trouble would be elimn-
inated. Ahaus figures that the buyer would
more casily absorb instructions in the home
than at the store. Consequently he is having
a one-ton truck built that will hold eight ma-
chines. He is now arranging with some of
the houses to takc care of their deliveries.

A decided shortage in the popular-priced ma-
chines will exist by Christmas, according to
Manager Whelan, of the Columbia branch. The
demand at this time is abnormal and is creating
a dearth in the existing supply. A like situation
prevails in other makes of machines; the Otto
Grau Piano Co., dealing in Victrolas, has the
happy fecling of being unable to make a credible
showing on the floor because the buyers are
grabbing up machines as fast as they come
through. Paul Hunt, formerly of the Spring-
field, Mass., office in the Dictaphone branch of
the Columbia, has taken charge of the local
work.

The Vista talking machine is being featured
by the Mabley & Carew Co., one of the largest
department stores in the city.

Oscar Onken & Co.. Cincinnati, has opened up
a temporary branch at 16 West Sixth street for
the sale of its machine. The original plan calls
for the closing of the store right after the holi-
days unless indications point to the branch be-
ing worth continuing.

Practically sold out for the holidays is the
story of the Crystola Co., according to A. J.
Swing. The corporation has arranged with
Frisse & Kinderman, Evansville, Ind, to do
some of its distributing. This concern, located
in a healthy furniture section, makes a specialty

of mixed carload shipments and consequently
the Crystola will find quite an outlet through
that system. Ben. Schwenger, Cleveland, has
been given northern Ohio, western Pennsylvania
and part of Michigan.

Newman Johnston, factory supervisor of the
Edison, is visiting Manager Peterson, of the
Phonograph Co. The latter finds no improve-
ment in the express shipping facilities about
this territory. he suffering like others who are
anxious to secure all stock possible.

Manager Dittrich, of the Victrola department
of the Rudolph Wurlitzer Co., discussing the
general trade situation, remarked:

“Business is godd among the retailers of this
city and especially good in the record end of
the business. Dealers are selling records in
excess of anything that they thought possible
before.

“While there is a great shortage of Victrolas
of all styles, the fact remains that the record
business can be relied upon to make up in a
large measure the shortage of Victrolas. Not
only is the record business great in Cincinnati,
but also in outlying districts which show even
a greater improvement than Cincinnati has
demonstrated.

“Practically every retailer will feature records
this December even to the extent of specializing
on record sales.

*“It is a good clean cash business and is more
profitable in the long run.”

PHONOGRAPHS IN THE WAR

The phonograph is proving a useful adjunct
to observation officers on duty in the air. These
officers, forced to keep their field glasses con-
tinually on the positions they are observing,
have found considerable difficulty in making
notes of details as quickly as they see them.
QObservation airplanes are now fitted with a
registering phonograph, into which the officers
spcak through an acoustic tube. Thus all the
points the airmen have noted are correctly re-
corded for future use.

Accurate—Economical-Smooth—Beautifully Finished

Acme Die-Castings in the Phonograph field have achieved an enviable reputation.
the precision and accuracy which characterize all Acme Die-Castings.
economical; they have cut the cost of producing difficult parts to a minimum.
know Acme delivery service is dependable.
exact quantities they require.

Suppose you confer with us on your product.

This is due to
Acme Die-Castings are
Phonograph makers

They get their order when we promise and in the

We can help you.

Acme Die-@sting Grporation

Bush Terminal, 351 Si. & 374 Ave.

TRADE mAR R

BOSTON PHILADELPHIA

NEW YORK

Brooklyn, N.Y.

PITTSBURGH CHICAGO

ST. LOUIS

TRADE RamR

DETROIT ROCHESTER
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My. Dealer — Can You Afford to Overlook the Fact That

Every Single One of Your Patrons Who Buys
a Phonograph or Records Is a Probable
Purchaser of [22ce20-l7E Products?

SHOSHOSSSSS

WE realize that 1s a mighty broad
statement, but it 1s a plain fact that
has been proven; it tells our story in a
nutshell, and we’ll stand back of it to the

SO OSSOSO OO SNSSSSSSSSSSSeSSH

SHSCSHINRSNOOSESSSESSSSsS

limit.
You can draw but one conclusion from The Record-Lite /
it—the conclusion that we’ve been pound- Fon Ricsrotiseolly é
2 ing home for months and months. Simply Nickel Finish - - $3.50 é
% this—zhe dealer who does not stock the ol $4'°° é
(,g Record-Lite Line has no desire for those ‘)
2}? extra dollars with which the cash register ?
?; would tinkle if Record-Lite products ()
9’5 were displayed and demonstrated. /
! v,:
-
{ " . The Universal Record-Lite
4 Now Is the Time to Stock | " e
- ickel Finis - - $3.00
‘(; - Just Before the Holiday Buying Season [l Ge¢Fimish - - 3400
A .
% "~ Right now 1s the time to establish

? your Record-Lite sales. You can’t afford
/ to let this buying season pass without

{/‘ adding the Record-Lite Line.
0

{/ Extremely liberal discounts for deal- | The Record-Lite Needle Cutter
/} ers. Write to us for Catalog and prices For i
Y/‘ to_day_now. Nickel Finish - - $1.50

g _
‘The RECORD-LITE COMPANY

»(/ (INCORPORATED)
}SOLE MANUFACTURERS AND PATENTEES

% MANHATTAN BLDG. ~ -~ MILWAUKEE, WIS. U.S.A.

|
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RECORDS IN HOLIDAY BOXES FEATURED IN CLEVELAND

Several Concerns Take This Method of Stimulating Sales of Records as Gifts—Many Records for
the Soldiers—Steady Increase Noted in General Talking Machine Business

Creviann, O., December 8.—The holiday trade
in talking machines is on here in carnest. Deal-
¢rs are doing a great business. Machines are
selling like hotcakes all over the city and the
merchants predict the biggest sales in their
history.

Manager Tom Davies, of Wm. Taylor Son &
Co., announces a system of records done up in
special Christmas hoxes for the holiday business.
The boxes are at different prices, ranging from
$1 to $10. For instance, in the $1 Christmas
box (which has the Victor seal combined with
the Christmas greeting) onc may choose any
onc of the following records tied up neatly in
this gift box: “Souvenir,” by Elman; “There’s
a Long, Long Trail,” McCormack; “Smiling I
Wander Dack Again,” Whitehill; “Shine of Your
Smile,” McCormack. In the $5 box one may
find all these records: “Aloha,” Gluck; “Ca-
price Viennois,” Kreisler; “Sunshine of Your
Smile,” McCormack; “Triiumerei,’: Kindler.
Manager Davics says he expects to do a $100,000
business this month.

The Eclipse Musical Co. is receiving many
records from the public to be sent to the Ohio
Army training camp at Chillicothe. The Eclipse
people are going to send a boxful of records
to the Camp Sherman boys for Christmas. C.
K. Bennett, wholesale manager for the Eclipse,
has just returncd from New York where he
succeeded in pushing along many shipments of
Victor machines and records by express.

McMillin's is making an especial effort to
broaden the sphere of the talking machine busi-
ness along educational lines. On account of the
large cosmopolitan population in Cleveland
there is a big demand for foreign language rec-
ords, and it is the hope of the McMillin officials
to educate the buyers to select their records
from various languages, thereby enlarging the
vision musically of the purchasers. The Vie-
trola sales are increasing fast at this store and
already the company is considering giving a
arcater space to talking machine booths.

The Cleveland Piano Co. reports a rushing
business in Victrolas and records. Many are
sold beforc Wade Poling, the company’s presi-
dent, can get them from the factory.

The Phonograph Co. is shipping Edison ma-
chines by express altogether now, according to
Manager Blum. The dealers throughout North-
ern Ohio all complain of a great shortage of
Edison machines. It is easy to sell the New
Edison, dealers report, but extremely hard to
get deliveries of goods. The tone-tcst conccerts
at the Edison headquarters, Huron road, have

been canceled temporarily. This is because
the Edison dealers throughout the State have
signed up for most of the artists who were to
appear at the Cleveland concerts this winter.
So the head office gave way to the wishes of
the dealers. Now and then, however, the Cleve-
land office will bring on one of the leading
Edison tone-test singers for a demonstration
here.

There was a notable increase in both Edison
machines and records after the Ciccolini tone-
test concert here a few weeks ago. A heavy
demand has existed for the Ciccolini records
and also for patriotic numbers. Liberty Bonds
are accepted in payment at the Edison offices.

The B. Dreher’s Sons Co. have sold quite a
number of Acolian-Vocalions the past month.
Henry Drcher had to go on to New York to
hurry along shipments of these talking ma-
chines, so insistent has been the demand among
the buying public for deliveries of the Vo-
calions from the Dreher store.

The Starr Piano Co. has recently opened six
new Ohio agencies for the retailing of the Starr
talking machine, according to District Manager
Taylor. The price of Starr machines went up
on November 1.

M. P. Fitzpatrick, formerly traveling salesman
for the Eclipse Musical Co., has resigned to go
with the Silas E. P’earsall Co., New York.

Miss Rice, of tlie educational department of
the Victor Talking Machine Co., is continuing
work along educational lines at McMillin's
throughout December. She succeeeded Mrs
Heaton, who started this educational work at
McMillin's when this store was reopened in
new attire a few wecks ago.

Buescher’s, 1016 Euclid avenue, are advertis-
ing the Victrola along patriotic lines with re-
gard to the children. The advertisemcnts read
in part: “Now is the time to teach the chil-
dren patriotism with the Victrola. Teach them
to know word for word and note for note the
songs that liave chcered our forefathers during
the early days of the Republic as well as the
stirring songs of to-day.”

The Eclipse Musical Co. had still another
striking window display this week. It was a
rural scene, showing the little farmhouse nes-
tled under .the hill, and through the lighted
window one could see the Victrola and the fam-
ily seated around enjoying the music. Qutside
all was white with snow. A sleigh was seen
dashing along the country road. Talking ma-
chine records were scattered over the hillside.
Hundreds of people were attracted to the win-
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dow by the unusual display. Another feather in
the cap of Manager Savage as a prime window
decorator.

The Fischer Co., 940 Chestnut avenue, one of
the best known music houses in the local trade,
has given up its piano department in order that
it may concentrate upon the development of
its wholesale Pathé business. This company
is the oldest Pathé jobber in the country and
at the present time has a large following of
Pathé dealers in this territory. Its Pathé busi-
ness has heen growing so rapidly and steadily
that the officials of the company decided re-
cently to devote all their energies to this end
of the business, and have accordingly sold out
their piano department and in the future will
specialize on Pathephones and Pathé records.

The McMillins have taken on the Sonora
line of talking iachines. Vice-president T. G.
Proteroe of McMillins says they received so
many calls for the Sonora that they decided to
take on this line. And it is making a fine
showing as a seller.

McMlillins are advertising the Lauder records
this week. The announcement accompanied the
appcarance of Lauder at the Hippodrome a few
days ago. Lauder also gave a lecture -on the
war last Sunday in the Hippodrome to a packed
house.

The Wm. Taylor Son & Co. are offering the
Victrola XVI and Victrola XVII as special
Christmas inducements. These models can he
obtained for a down payment of $15 and a
monthly rate of §5 or $10. Taylor’s keep on
hand 95 per cent. to 99 per cent. of all Victor
records.

Buescher’s are. putting out their Christmas
certificate which enables the certificate owner
(who has received the certificate as a gift) to
select a Victrola or records, according to what
is named on the face of the certificate. The
certificates arc sold at Buescher’s at varying
prices.

START BIG PUBLICITY CAMPAIGN

Columbia dealers were furnished last week
with a concrete indication of the remarkable
growth of the Columbia International record de-
partment when they received through the mail
a schedule showing the advertising that will be
used by this department in foreign language
publications during the month of December.

This schedule of advertising includes the lead-
ing foreign advertising mediums throughout the
country, and in many languages, selections par-
ticularly appropriate for the Christmas season
are listed. Good-sized space will be used in
every medium, and this advertising will doubt-
less assist Columbia dealers materially in de-
veloping thcir forcign record business.
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"An Eclipse Editorial
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American Prosperity swallowed up the second Liberty
Bond issue in short order and now American Prosperity
is going to spend itself in a large way on Victrola music.
In this connection, Victor Dealers are going to need
efficient Victor service endowed with the numerous
advantages offered in Eclipse Victor Service.
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ECLIPSE MUSICAL COMPANY

CLEVELAND

OHIO
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Foreign Records

in Native Tongues

HE first releases of Emerson Records in
T Italian, Russian, Hebrew, Polish, Slavic,

Hungarian and Roumanian, are now being
delivered. They are 7-inch, double-disc records,
retail at 35c each and are ready for immediate
shipment. They have music on both sides.

There 1s big business to be had 1n these records,
and a good profit for all dealers.

Our new special Foreign Supplement 1s ready.
It has a very attractive cover, showing the flags
of the nations 1n colors.

Be sure to write for terms and Foreign Sup-
plement.

Emerson Phonograph Co., Inc.

3 West 35th Street New York City
MAKERS OF

mevrson Record

STOCK EMERSON RECORDS

for the Big Holiday Business
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SITUATION ON PACIFIC COAST GENERALLY SATISFACTORY

Inability to Get Prompt Deliveries From East Serves to Cause Some Trouble—Featuring Period
Models—Various San Francisco Houses Expand—Holiday Demand Comes Early

San Francisco, CaL.,, November 30.—The de-
mand for talking machines on this Coast con-
tinues as good as ever among the home people
and the concentration of tens of thousands of
young men in the various military cantonments
has added many sales to the normal demand.
The music houses report that while the demand
for all musical instruments has been good dur-
ing the past month the real increases in their
business have been in the talking machine de-
partment. The inability to get prompt deliv-
eries on their orders has been felt by all the
shops, and certain models are all but off the
local market. On the other hand several houses,
notably the Columbia Graphophone Co. and the
Edison shop, have been displaying their machines
in true art cases, more handsomely decorated
and carved than have ever been seen in this city.
Some of these machines are priced as high as
$2,500, and of this class no shortage has yet
developed. The supply of these, however, is
small, and if the Christmas trade lives up to its
present promises a shortage will develop in
these machines as well as in the other high-
grade machines which are sold in more modest
cases. While the freight situation is annoying,
the trade is more in fear that some action may
be taken by the Government which would seri-
ously handicap their business for thc period
of the war. In the meantime the Christmas
trade promises to be a record breaker, both for
new machines and new records, especially those
which carry the new war songs.

New Home for California Phonograph Co.

The California Phonograph Co., which at onc
time was a branch of Eilers Music Co., and
since its separation under the presidency of F.
A. Levy has continued its salesrooms in the
same locality, is moving its main shop to 1009
Market street, where it will occupy two floors.
Mr. Levy says that the new shop will be the
finest and best equipped west of Chicago. Fif-
tecen soundproof demonstration rooms will per-
mit a large number of customers to hear the
new records without the delays experienced in
less generously equipped shops.

Obtains Good Orders for Pathé Products

Omer N. Kruschke, manager of the Western
Phonograph Co., which handles the Pathé ma-
chines in this State and also in Nevada and
Arizona, has just returned from a trip through-
out his territory. \Vhile away he obtained a
goodly number of orders for the holiday trade.
He also establshed about twenty new agencies.
Most of thesc were in the southern part of the
State, and they will be tributary to the Los

Angeles office. Mr. Kuschke reports that he
found business in general very good, especially
in this State and in the agricultural parts of
Arizona. Both States have had bumper crops
and the farmers have money, which they are
spending freely. H. C. Pressy, who is associ-
ated with Mr. Kruschke in the management of
the \Western Phonograph Co., is in charge of
the Los Angeles office. He was formerly with
the piano house of Hazelton Bros., New York.
New Branches for Stern Talking Machine Co.

The Stern Talking Machine Co. of this city
is rapidly growing into a State institution. It
opened its first branch in Richmond less than
four months ago and is now seeking more com-
modious quarters in that city to accommodate
its growing business. In December the com-
pany opens a very handsome store in Qakland
and in a short time a Los Angeles branch will
be opened. The Oakland branch has seven
demonstration rooms finished in the most mod-
ern stylee. Two automobiles will be used in
making deliveries in the city across the bay.
Fred Stern, the head of the company, says that
he is selling machines faster than he can re-
place his stock. He has a large shipment now
on the way and is very anxious to get them in
before the Christmas trade ceases.

Plan Changes in Emporium Department

The Emporium Department store, which
handles a large number of talking machines
every month, is planning to make extensive
changes in this department after the first of
the year. A number of ncw demonstration
rooms will be fitted up, but most important will
be the construction of a concert room, where
regular programs can be given from time to
time to its customers.

Lively Business in Domestic Line

-Walter S. Gray, Pacific Coast representative
of the Domestic Talking Machine Corp., has
just returned fromn Los Angeles and other
points in the southern part of this State. le
says that he did an excellent business while in
that section and that all lines of business wecre
prosperous there. F. J. Christopher, who is
looking after the jobbing end of the business
for the Domestic in California. accompanied Mr.
Gray on his trip. It is expected that a number
of Domestic agencies will be cstablished in this
State during the first few months of next ycar.
There is even some talk of establishing an
agency in Alaska. This matter was brought up
by Jos. Chilberg, of Nome, Alaska. who is an
old friend of Mr. Gray. Mr. Chilberg says that
there are very few machines in Alaska, at least
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The Wise Men

Of thig territory knotw what to expect when they
order Yictor Records bia

Pearsall Serbice

1918 is going to be the biggest Vecord pear
and it is the Record Selling dealer tvho twill
make the most profits.

The Pearsall Wid extends his Pleasantest
®reeting for A Merry Christmas and J
Bappy Netw Bear.

Silas €.

in and about Nome. Only one house handles
them there, selling the Victor exclusively.
Holiday Trade Starts Early

Byron Mauzy's music store reports that busi-
ness is very satisfactory to them, especially in
the talking machine department. Chas. Mauzy,
who has charge of the department, says that the
holiday demand for talking machines opened
somewhat early this year and promises to be
a record breaker. He says that there are no
Victrolas XIV, XVI or XVII to be found in
San Francisco, and that there is no prospect of
this shortage being filled here. The factories
cannot keep up with their orders on account
of labor shortage and other war cond:tions and
he looks for other shortages to occur before
the Christmas trade is over. Already Victor
machines in fumed oak cases are getting scarce

The Wiley B. Allen Co. is well satisfied with
its business as a whole, but it is particularly
pleased with its sales of talking machines and
records. James Black, head of this department,
says that the company has never done a more
thriving business in these lines than it has dur-
ing the past few months. He expects that this
business will continue to show increases right
up to Christmas day.

The Brunswick phonograph, which is handled
in this city by the Brunswick-Balke-Collender
Co., is establishing itself in popularity in this
State. During the past month about twenty
new agencies have been appointed, and good
orders are coming in from them.

Claude Adou, Pacific Coast manager of the
Emerson Phonograph Co., is just back from a
trip in the southern part of the State. He re-
ports that he found business better than ever
before, and his only complaint is that he can-
not get enough November and December rec-
ords to satisfy the demand of his customers.

New Wholesale Quarters for Sonora

The Sonora Phonograph Co. has opened up
new wholesale distributing quarters at 616 Mis-
sion street. The place has been very nicely
fitted up with demonstration rooms and places
to display their machine to retail dcalers.

B. Travers, who has formerly made his head-
quarters at the retail shop on Stockton street
will in the future be located at the wholesale
house. Mr. Travers is one of the few who is
not complaining about slow freights. His fore-
sight enabled him to get in a good stock of
Sonoras before the car shortage became serious.

TO MA NUFACTURE MACHINES

The Diamond Phonograph Co., Helena, Mont.,
has been incorporated with a capital stock of
$20,000 by F. F. Stricklin, W. S. Stricklin, and
Naomi Ledgerwood, all of Conrad, Mont. The
new corporation will deal in talking machines.

Pearsall Company

o

18 TWest 46th Street, Netw Pork
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THE TRADE IN

PHILADELPHIA AND

Puiraveiriia, Pa., December 5—The month of
November in the talking machine ficld in Phila-
delplia has becn most satisfactory. The month
started a little quict but it appears to have had a
rousing finish, The business, so far as the
machincs were concerned, was limited only by
the supply that the factories were able to de-
liver. All of the dealers are looking for a most
active holiday business.

Opening of New Pathé Shop

The principal incident of the past week in
Philadelphia was the opening of the new Pathé
shop here, under the direction of Walter L.
Eckhardt. The company controlling the Pathé
shop is the Philadelphia Pathephone Co, and it
is located at 1026 Chestnut street. The opening
was held on Friday, November 30, and the en-
tire Thanksgiving Day was spent in the final
Attractive announcemernts were
mailed pretty generally throughout the city.

The Pathé shop hereafter will be one of the
show places of the city. There is no business
place here that is more attractive and more ar-
tistic in its arrangement and its furnishings.
The shop is of unusual depth and affords the
eye a broad sweep upon entry that is most satis-
fying. On eitlier side of the entrance are two
display windows, and the first room from the
street is a large reception rooim, which is
gorgeously furnished, but in admirable taste as
to color effect. The furnishings of this room
were made especially for this Pathé shop, and
include not only chairs and couches, but stand-
mg lamps, writing desks, etc., in all of which
the color effect is carried out.

Back of the reception room, on either side,
are commodious demonstrating rooms, with a
few office rooms in the rear. Then comes the
big concert hall—in which the same color ef-
fect is carried out—but the stage, which will be
at the extreme end. has not yet been put in
place. Back of the concert hall are the private
offices of Mr. Eckhardt. In the basement are
the stockrooms and the shipping rooms.

Joseph Piacentini, who is thoroughly familiar
with the work, has been selected to take charge
of the operatic department, and make a selec-
tion of records. He will be assisted by S.
Glover Flood, and a corps of others

C.S. Tay and H. A Pope will be in charge of

Distributors for the Ready File
for Victrola X's and Xl's,

17 S. NINTH STREET

1108 CHESTNUT STREET

The Marvel Victor Record Display Holders

JUST WHAT THE TALKING MACHINE DEALERS HAVE WANTED FOR YEARS

Dealers by using six or a dozen of these in their window displays can double the sale of their Records

Finished in weathered oak, golden oak, mahogany and white.
PRICE $1.25 EACH

Manufactured and guaranteed by

WEYMANN

VICTOR WHOLESALERS

PHILADELPHIA

We take this opportunity

to extend Holiday Greetings to our many
friends in the trade.
Prosperous New Year, we are privileged
to offer our-Victor dealers’ friends some-
thing more concrete than words.
privileged to offer Victor dealers the best
“Penn Victor Service,”’ consistent with
the varying conditions of the day.

Penn Phonograph Co.

the wholesale department and the dealers’ ac-
counts. The territory about the city will be
covered by C. W. Flood, while H. A. Dorian
will look after the special promotion work in
Philadelphia and vicinity. E. P. Barili will
travel up the State and Don A. Morris will
travel west and south.

The Pathephone Co. will confine their efforts
at the present time principally about Philadel-
phia, although they are already in touch with
some of the distant points. They have already
established forty-four different accounts.

On the day of the opening Mr. Eckhardt re-
ceived a huge floral wreath from the City Busi-
ness Club, of which he was for a time the presi-
dent. and a large basket of choice buds from

et S N I J%%%%%%g

In wishing you all a

We are

PHILADELPHIA

4

Joseph Ieymann. Both were displayed in the
reception room on the opening day.
Good Month for Pennsylvania Co.

The Pennsylvania Talking Machine Co. re-
port that they had a most excellent November
on the Columbia. It was the largest month
they ever had since the establishment of their
business. \W. C. Fuliri, the wholesale represent-
ative, says that the outlook is very bright for
the holiday business. “\Ve seem to be selling a
great many more high-priced instruments, from
$75 up, than we ever sold bhefore,” added Mr.
Fuliri.

George \V. Hopkius, general sales manager of
the Columbia Co., was here last week, and with
Mr. Fulri they made a visit to the Baltimore
branch. Mr. Fuhlri last month made a visit to
the South, visiting Baltimore, Washington,
Charlotte, Atlanta, Jacksonville and Tampa, and
other important cities.

A. J. Heath, the local manager of the Penn-
sylvania Co., reports that their business in this
city and vicinity was very good in November.
W." A. Quinnt, who was formerly in charge of
the wholesale department in Baltimore, has
joined the Philadelphia forces. They are ex-
erting every effort to get machines through
with as much speed as possible, and have been
using the express liberally. Mr. Heath says
that thus far they have been able to take care
of the demands to a certain degree, and from
present indications will be able to give the
dealers the service they promised to give them,
barring, of course, certain freight conditions.

Since the Linton Co. have purchased the Vic-
trola store formerly oceupied by H. F. Nensues,
Broad strcet and Snyder avenue, they have
thoroughly renovated the store into an entirely
different-looking place by adding new fixtures,
Unico hearing rooms, etc.

Good Report from Louis Buehn Co.

The Iouis Buehn Co. report that, notwith-
standing the acute shortage of records and ma-
chines, their business was very good in No-
vember. The big shipments promised by the
Victor Co. did not materialize during the month,
and consequently their business was limited to
the supply. The Vietor Co. have greatly re-

duced their January list of records to give them
(Continued on page 38)
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We Recommend

Ready File

illustrated herewith.
The best way to sell
“READY FILE”
is to display it. Put
it in your machines.
Its moderate price,
convenience and ac-
cessibility make it
especially appealing.
.| Send usanorder and

| Cash In On the
Holiday Trade

WIS MASTERS VOKE” ;

Exclusively
Wholesale

ALES without delivery
are a LIABILITY.

So in the 10 more days of this
“peakload” Christmas Season
with its biggest sales,

profits and smallest unit of expense, you
are the loser if you can’t DELIVER the
Victor Records that you sell.

“Forgot to order” or “can’t get deliveries” cost you

money. It’s directly THROWING AWAY profits.

BUEHN
SERVICE

on Victor Records is a sure-service, complete-filling and quick-deliv-
ering factor of the successful dealer’s success. It takes care of your
supply of Victor Records. It is built FOR your benefit, and regard-
less of the tremendous strain on the Buehn Organization because of
doubled-December deliveries, Buehn Service WILL TAKE CARE of

your record wants. But we advise immediate ordering.

1% The Louis Buehn Company

PHILADELPHIA

VICTOR DISTRIBUTORS

AR ERTRITRITRRE

biggest



38 THE TALKING MACHINE WORLD

THE TRADE IN PHILADELPHIA
(Continucd from page 36)

the opportunity to catch up. This is commendable.

Harry Troyer, who for a long time has been
connected with the Buchn firm, but recently
draftcd into the war, has been returncd to the
store, not being able to stand the strain of camp
life and constant marching and drilling.

H. A. Wcymann & Son report that their talk-
ing machine business was very good in No-
vember. They havc begun, this week, to re-
ceivc large shipments of machines from the
Victor factory. They have been having a very
heavy demand for holiday and patriotic records,
and have a very good stock of these instruments
on hand.

Many Orders for Weymann Record Holders

The Weymann firm have been meeting with
very good response in orders for their record
holders, for use by retailers and jobbers. Thcy
are madc in a very simple form, but most ef-
fective in design, aud are attractive as well as
useful. The price is $1.25 each, delivered any-
where in the United States. They have been
pretty generally used already throughout the
United States. The Weymann firm are pushing
them and arc sclling them practically at cost.
but they secure profits in the increase in record
sales to dealers who use them. They are made
in three ply and do not crack or split, and they
also preserve records from doing so, as well
as keeping them from warping.

At the Local Sonora Warerooms

F. D. W. Connelly, the Philadelphia manager
for the Sonora, returned on Tuesday of this
week after a month spent in Minneapolis,
whither he had gone to assist in the opening of
the Sonora department of the Minneapolis Drug
Co. He reports the opening very much of a
success with the promise of a very good busi-
ness in that city for the Sonora. Among the
recent visitors to the Philadelphia warerooms
of the Sonora were George E. Brightson, presi-
dent of the company; F. J. Coupe, manager of
the sales and advertising departments, and Mr.

Lynch, New York City sales managcr. Miss
Ehrick, of New York, has been in Philadelphia
during Mr. Connelly’s absence, assisting in the
sclling of Sonoras. Miss Beatrice Mc¢Donald
has becn added to the office force.

Weymann’s Attractive Window Display

H. A. Weymann & Son recently had a most
attractive window display to feature the song
success, “Keep the Home Fires Burning.” in

Display Window That Won Praise
the various forms in which it is offered by the
house. A player-piano in one corner of the
window had the song and music roll form ready
to play, with the sheet music on the music
desk. 1In the center of the room was the figure
of a man enjoying the music of a Victrola, while
Victor records of “Keep the Home Fires Burn-
ing” were placed at intervals about the floor of
the room on pedestals. The window arrange-
ment was to represent an attractive home scene,
and attracted much attention.
Active Edison Business

Messrs. Blake & Burkhart, the largest dealers
here in the Edison, have been having a very
satisfactory business, and last Saturday they
report they had the largest day since they
started to handle the Edison. They have been
getting in a big supply of machines and records
for the holiday trade, and have already had a
large sale on the Christmas records. They have
been making a drive and have been selling a
great many of the Army and Navy models.

COLUMBIA “TREASURES CAMPAIGN”

Some Excellent Sales Production Literature
Placed at Command of Dealers and Proves
Most Effective—Some of the Details

Columbia dealers in New York and New Eng-
land territory were furnished reecently with ma-
terial for a *“Treasures campaign” which was pre-
pared by the sales promotion department of this
district. This campaign has produced excellent
results, and has greatly stimulated the demand
for the records featured in the literature that
was sent out to the dealers.

Prominent in the “Treasures campaign” was
an attractive booth hanger entitled “Treasures,”
which listed eight Columbia records that were
carcfully selected by R. F. Bolton, district man-
ager, and his sales promotion department. These
records were typical of the diversity of the Co-
lambia repertoire and were calculated to awaken
2 continuous interest in Grafonolas.

Accompanying the booth hanger was a neat
and attractive folder bearing the reproduction
on the front cover of the same photograph,
“Treasures,” that was the basis of the booth
hanger. In this folder were presented inter-

esting details regarding the nine records fea-

tured in the campaign together with other Col-
umbia records that the dealers could present to
excellent advantage for the consideration of the
purchasing public.

The campaign was pronounced a distinct suc-
cess, and it is quite likely that similar campaigns
will be instituted by Columbia district managers
and sales promotion departments in different
sections throughout the country.

NEW INCORPORATION

The Liberty Phonograph Co. has been incor-
porated under the laws of Delaware with a capi-
tal stock of $1,500,000, for the purpose of manu-
facturing and dealing in talking machines and
records. The incorporators are: Alfred A. Case,
C. L. Milroy and Dudley H. Case, of Jersey
City, N. J.

LONG CABINETS

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

FIRST and FOREMOST

In the cabinet field.
Why?

CONSTRUCTION
FINISH and
ADAPTABILITY

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

D 83 That’s why you should anticipate your D 79
wants NOW, when the season’s at
its height.

Prompt deliveries on all orders. Write for Illustrated Catalogue of complete line

THE GEO. A. LONG CABINET COMPANY

HANOVER, PA.

Because we’'ve specialized in

In all finishes. Shown with top
moulding and shelves.
Specially adapted for use with
Victrola IX.
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Happenings in the Dominion of Canada

LATEST DEVELOPMENTS OF THE TRADE IN TORONTO

Whaley, Royce & Co., Ltd.,, Take on “His Master’s Voice” Line and Open Big Department—
General Increase in Prices Does Not Affect Business—Many New Concerns in the Field

ToroNT0, ONT., December 5.—After a careful con-
sideration of the various makes on the market,
and several months’ investigation, Whaley,
Royce & Co., Ltd., Toronto, have decided to
take on “His Master’s Voice” lines. The new
departinent is being located on the ground
floor, and the work of erecting demonstration
rooms is already well under way.
attractively designed, and will be in oak and
plate glass with paneled walls. Five rooms are
being erected at once, while further additions
will be madc as required.

The Whaley-Royce store has a frontage of
twenty-five feet, and runs back one hundred
and twenty-three feet to a lalle. At the present
time the space is dcvoted to the retail sheet
music department, small goods, and the general
offices. Thc present fixtures are being removed
to make way for a new and more modern equip-
ment. The sheet music department will con-
tinue to occupy the space along the south wall
of the store.

The purpose of the firm is to make an ag-
gressive campaign for Victrola business, and to
take full advantage of their extensive local con-
nection.

The Nordhcimer P'ilano & Music Co., Ltd,
who are Canadian distributors for the Aeolian-
Vocalion, are notifying the public through their
daily paper advertisements that the price of the
Aeolian Vocalion will advance by December 1.

Thos. A. Edison, Inc., have announced to their
dealers that notwithstanding the fact that la-
bor and cvery material used in the manufacture
of Edison phonographs and rccords have in-
creased enormously, and their margin of profit
has gradually grown lcss, they have held off
as long as possible in making any increase in
their prices. It has become necessary, however,
in the meantime to add to the old retail price
of the instruments, excepting in the cases of
C-200, B-375 and the period models which re-
main as before, an amount pro rata with the esti-
mated taxcs on phonographs and rccords, which
makes the advance run from $1.24 to $6.88, ac-
cording to the rctail price of the various types..

According to the Edison announcement no
change is contemplated in the price of the disc
records, but therc will shortly be announced
revised prices for the disc instruments, cylinder
instruments and cylinder records, thesc latter to
be effective-the first of January next.

F. L. Willson, who has been connected with
the George McLagan Furniturc Co., Ltd., Strat-
ford, for twenty-two years, and who is now
represcnting their intcrests in Toronto, Hamil-
ton, Niagara Falls and St. Catharines, is also
looking after the interests of the firm’s Lyric
phonographs and records in these cities.

In announcing their Lyric records, for which
the George McLagan Furniture Co., Ltd., of
Stratford, are Canadian distributors, the Lyro-
phone Co., New York., have chosen as their
slogan, ‘‘Musical Value.” Speaking of their
plans for Lyric records, Mr. Quinlan, the man-
aging director, said to your correspondent: “Our
entrance on the markct some months ahead of
our original schedule, followed by the flood of
business from all over Canada and the United
States which greeted our arrival, has made it
necessary for us to confine our efforts for the
present exclusively to our 10-inch records. In
the matter of our 12-inch records, though we
have many recorded, we are compelled to ask
the trade’s indulgence until January, when we
will be able to distribute them. In this connec-
tion, however, the Lyric 10-inch record plays
longer than many 12-inch records.

“We must ask the indulgence of our distribu-
tors and dealers for the natural and unavoid-
able delay in making shipments during the first

These are -

few months of our factory’s activity. In spite
of double shifts and unceasing effort we were
literally swamped. Howcver, conditions are
steadily improving, and we can now give as-
surance that prompt deliveries will be made in
all sections of the country.”

In conversation with Armand Heintzman, at
the Gerhard Heintzman factory, your corre-
spondent learned that the plant was exceedingly
busy on both phonograph and piano orders.

A new addition to thc’list of “His Master’s
Voice” dealers is T. H. Frost, of 1093 Bath-
urst street, Toronto, who is equipping his store
with up-to-date soundproof rooms for the
handling of Victrolas and Victor records.

With a view to greater efficiency in the pro-
duction of their line, the Canadian Symphonola
Co., Ltd., have placed the superintendency of
their factory in the hands of Charles Harris, for-
merly superintendent of thc Karn factories at
Woodstock. Mr. Harris, who was with the Karn
Piano & Organ Co., Ltd, and the Karn-
Morris Piano & Organ Co., Ltd, for twenty-
eight years, now devotes himself to phonograph
manufacture with much confidence in the future
of this branch of the music industries.

“The dealers here all report good business
and bright prospects for the winter season,”
said R. P. Ncwbigging, head of the Newbigging
Cabinet Co., Ltd., Hamilton. “QOur own ship-
ments last month were the best yet. A traveler
remarked to us the other day that there werc
more phonographs per capita sold in Hamilton
than in any other city in Canada, which only
goes ‘to prove that there are a live bunch of
salesmen in this city.”

“Things are humming at the factory,” said
John E. Hoarc, head of the Cecilian Co., Ltd.,
who mentioncd that a pleasing feature of the
ordcrs coming in for Conccrtphones was that
they wecre from all sections of Canada.

The Nordheimer Piano & Music Co., Ltd,
of this city, report increased wholesale busi-
ness from all parts of Canada for the Aeolian
Vocalion line.

Your correspondent is informed that the fac-
tory of the Brantford Piano Case Co., Ltd.,
Brantford, is running to full capacity, and work-
ing nights to keep up with their Brantola or-
ders. The Brant-Ola Sales Co. in Hamilton re-
port a pleasing list of sales for the last month,
with large November and Deccmber business
shaping up. The Brant-Ola business in the
Hamilton district is in charge of E. Brooks, a
new addition to the staff of the company. -

W. J. Craig and Otis Dorian, secretary-
treasurer and general manager rcspectively of
the Pathé Co. of Canada, spent a few days in
New York, where they saw the Pathé popular-
priced art cases. These will shortly be an-
nounced in Canada to retail at around $350.

Fred Taylor, who does an extensive “His
Master’s Voice” busincss in the eastern part of
‘Toronto, has enlarged his facilities for handling
the business in his two stores, at 190 Main street

and at 290 Danforth avenue, in both of which he
handles Victrolas and Victor records.

At its new retail Sonora studios opened by
[. Montagnes & Co, in this city, business is
reported to be coming in nicely with a large
percentage of its sales recently closed cash
deals. The demand shows a marked call for
the Impcrial, Elite Baby Grand and Troubador
types.

A new addition to the retail music stores of
Hamilton, Ont., is that recently opened by
G. M. Jones, at 407 Barton street east. He
is featuring the Symphonola and Cambridge
phonographs.

Yvonne. de Treville, the coloratura soprano of
the Paris and Brussels. Opera Co., is touring
the principal cities and towns of Canada, giving
Edison tone-test recitals to which the public
is invited, by ticket only from Edison dealers.

The Solophone Mfg. Co., Toronto, have reg-
istered.

The express companies through the Express
Traffic Association of Canada are making
changes in connection with the ratings and
conditions of carriage applicable to shipments
by express. Some of the more important items
which are being dealt with are containers for
light and bulky goods and gramophones.

H. T. Britton, of this city, has opened up a
phonograph department in connection with his
store.

The department in connection with the
Gceorge McLagan Furniture Co., Ltd., Stratford,
Ont., have decided on the name Lyric for their
line of phonographs and, as already mentioned
in these coluinns, have arranged to distribute
Lyric records in Canada.

The Lippert Furniture Co.. Ltd., the well-
known furniture firm of Kitchener, Ont., are
now manufacturing a line of talking machines
known as the Lyraphone.

E. L. Cucndect, represcnting Mermod & Co.,
New York, was among the month's visitors to
the trade in Toronto and Montreal.

E. W. Schnorr, representing G. Clay Cox, of
Rochester, who is introducing the Phonomotor
to the Canadian,trade. visited Toronto recently.

W. B. Rollason, the popular music dealer of
Welland, was a recent visitor to the Pathé fac-
tory, where he was arranging. for some sub-
stantial shipments of Pathephones and Pathé
records. Mr. Rollason has good reports of
Lusiness conditions in his territory.

H. G. Stanton and B. A. Trestrail, gen-
eral manager and sales promotion manager re-
spectively of R S, Williams & Sons Co., Ltd,,
of this city, attended the recent Edison conven-
tion in Detroit.

Such. dexelopment_has taken plage in the Viec-
trola talking machine.- department of the T.
Eaton Co.. Ltd., Toronto, that they have ex-
tended their equipmcent to embrace some six-
teen soundproof rooms.

\W. D. Stevenson, of the Canadian Phono-
graph Supply Co., London_, who are the sole
Canadian distributors for. Starr phonographs and
records, is just back from a visit to the Starr
factories at Richmond, Indiana. As a result of

(Continued on page 42)

Talking Machine Supplies
and Repair Parts

SPECIALTIES:—SPRINGS, SOUND BOX PARTS,
NEEDLES

THE RENE MANUFACTURING CO.

MONTVALE, NEW JERSEY
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TRADE CONDITIONS IN THE DOMINION OF CANADA—(Continued from page 39)

his visit Mr. Stevenson is glad to say that his
firm are gctting all the phonographs necessary
for the Starr dcalers in Canada. In addition
to the heavy stock carricd in London the Cana-
dian Phonograph Supply Co. have three car-
loads of some 400 phonographs under way for
London, the first cf which is expected at once,
and another carload following every ten days.

D. S. Cluff, who is on the road for the firm

wholesaling the Starr line, is now down in the
Maritime Provinces, where he is meeting with
good success, his very first call resulting in ar-
rangcements for a new Starr agency.

The T. F. Harrison Co., the large home fur-
nishing housc of Kingston, Ont, who opened
up with Victrolas and Victor rccords some little
time ago, find the department already produe-
ing excellent returns.

GENERAL BUSINESS ACTIVITY PREVAILS IN MONTREAL

Various Concerns Making Strong Bids for Business~——The Value of the Show Window Fully
Realized—Trade Responds Generously to War Charities—Stock Shortage Felt

MoxTtrEAL, QUE, December 3—The problem of
dressing a talking machine window is one of
toning up rather than toning down, pointed out
a salesman to your corrcspondent, who just
dropped in as the former was in the act of
changing the main show window. "“You see”
he continued, “a display of bare records repre-
sents an unattractive heap of black. The ma-
chines make a beautiful appearance, but they
arc too much one shade of color. Even a piano
offers no relief in that respect. So I always
have some rather showy colors on any display
cards used. Bright velvets are suitable for
drapings over the machines. Of course you can
overdo striking colors, but the greater danger
is a dead window from the absence of colored
relief.”

A reorganization of the sales force of Layton
Bros. has resulted in W. W. O’Hara being
made sales manager. The phonograph depart-
ment has added two new men in the persons of
F. E. Townsend and Mr. Dupuis.

The business of \Wm. Lee, Ltd, has shown
such expansion under Mr. Lee’s management
that it has been found necessary to add two
soundproof phonograph rooms for their Colum-
bia and Edison departments.

Almy’s Limited Grafonola department (Miss
Vezina, manageress) reports Columbia styles
112, 122, 145 and 155 as their best sellers dur-
ing the past month. The demand for patriotic
airs is greater than the supply, and &specially
so is the call for this class of records from the
soldiers’ wives.

S. H. Brown, retail sales manager of the Ber-
liner Gramophone Co., Ltd., was a recent visi-

tor to his parents in Providence, R. I., where
he was called suddenly on account of the illiiess
of his mother. >y

George M. Reece, late of the Berliner Gramo-*

phone Co.’s retail‘ selling staff, is now in khaki
at Key West, Fla., and likewise Harold Dewar
in Norfolk, Va.

The Cowan Piano & Music Co. have taken on
thc local representation of the Brunswick pho-
nograph and purpose developing the talking
machine end of their business into a live de-
partment.

N. G. Valiquette, vice-president of the Pathé
Co., who was recently stricken with paralysis,
is making a gratifying recovery. Mr. Valiquette
is now able to walk around his room with very
little assistance, and plans shortly to go South
to recuperate.

The Alexander Furniture Co., Gauvin &
Freres, furniture dealers, and the Corona Pho-
nograph Co.. Reg.,, manufacturers, are among
recent Montreal incorporations.

The Berliner Gramophone Co., Ltd. sub-
scribed $50,000 to the Victory Loan Fund.

The Dominion Phonograph Cabinet Co., Mon-
treal, have dissolved parfnership.

The Foster Phonograph Co., Foster, Que., are
new dealers in phonographs.

Goodwin’s Limited are now carrying a com-
plete stock of Diamond Amberolas and Blue
Amberol records, this in addition to the New
Edison Diamond Disc machines, for which they
have built up a large clientele. In order to
introduce the machine locally they advertised a
machine on three days’ free trial with twelve
Blue Amberol records.

A Victrola was recently donated by H C.

Wilson & Sons, Ltd., Sherbrooke, Que., for the

benefit of the work committee of the Patriotic
Society and Red Cross. The night of the draw-
ing selections from the instrument were given
on the stage ol the Prcmier Theatre.

The request made by the soldiers at the
Victoria Bridge for talking machine records

$45 to $225 y

—OIRADIVARA |

“KNOWN FOR TONE”
The Only Phonograph In The World

WITH A SPRUCE SOUND BOARD—built on the principle of the violin and piano.

Compare the tone of the STRADIVARA with she tone of all other phonographs—

Note its clear violin-like resonance and freedom from motor and needle vibration!

That tone is as peculiar to the Stradivara as the time-mellowed tonal purity of a genuine
Stradivarius is peculiar to the genius of Stradivari himself!

After all, TONE is the supreme test of phonograph superiority—the real selling feature.
And TONE is the big selling point of the STRADIVARA.

And here are two other BIG Stradivara selling features :

The Stradivara Plays EVERY Kind of Record

Each Stradivara is equipped with the
Stradivara Automatic Stop Device.

7 Models—from $45 to $225

Progressive Dealers:

Stradivara sales are exceptionally strong in the trade. And that rheir
trength is rapidly increasing 1s attested by good reports from our dealers.

Get in line for a share of Stradivara profits today. Write
for the most liberal discount proposition ever offered.

Dustributors of Lyric Records—Write for Proposition

SCHILLING PIANO CO., Inc.

112 WEST 23d STREET, NEW YORK

Wholesale Distributors

has brought a generous response from the Ber-
liner Gramophone Co., Ltd.,, which has sent a
large quantity to the Star, who in turn, for-
warded the same to the men. The Berliner
Co. also loaned the soldiers a Victrola on which
the new records will be used. In the past this
company has given many instruments and ree-
ords to the various battalions which have been
recruited in Montreal and also to the various
soldiers® clubs.

WITH THE TRADE IN WINNIPEG

Wholesalers and Dealers Prepared to Handle
Business of Reecord Proportions—Scarcity of
Needles Causes Worry—New Machines Intro-
dueed-—Other News of General Interest

\WiNNIPEG, MaN., December 1.—Business in “His
Master’s Voice” lines is Al.  All the dealers
through the West are looking forward to an
enormous f{all trade. Many orders are being
received for the Tungs-Tone Stylus, and record
business shows a big increase. Mr. DésBrisay
is now visiting dealers on the Prince Albert line
with good results, and Mr. Duff is having the
same success at Fort William and Port Arthur.

As a result of the recent Edison tone-test
recital given by Amy Ellerman, contralto, and
Mary Colgan, violinist, in Central churEh, the
coffers of the Great War Veterans benefited to
the extent of $191.20. .

Robert Shaw, manager of the Western Faney
Goods Co.’s Columbia department, referred to
a continued shortage in needles, but plenty of
machines now coming along. “Orders for Co-
lumbia goods are still piling in,” said he. With
Sophie Tueker’s visit to the Orpheum, and
Pollyanna’s visit to the Walker, a big demand -
has been created for jazz band records and
Pollyanna records. b Y

Messrs. Cross, Goulding & Skinner recently
received samples of the Brunswick line of pho-
nographs, with which they are delighted, their
customers being. very enthusiastie over them
and pronouncing them par excellence,

Babson Bro_s_.\ report businéss as quite satis-
factory. The wintry season eoming in earlier
is having its effect, as shown by the increase of
sales in Edison phonographs and records.

Joseph M. Tees, a pioneer of the city and
prominent for many years in musical cireles,
has left Winnipeg to reside in Calgary. Mr.
Tees has been appointed manager of the Home-
stead Art Co.’s Grafonola department in Cal-
gary.

The Dauphin Furniture Co., Dauphin, Man.,
have added talking machines to their regular
lines. They report at present that they are ex-
ceedingly busy, that they have had bumper crops
in that particular district and that business has
been very good. The only drawback is the
great scarcity of help. '

The Winnipeg Cabinet Makers, 37 King

street, Winnipeg, Man., have recently added a -

complete line of phonographs to their present
line.

The T. Eaton Co., Ltd., are jubilant over
their Victrola business the past month, and
predict a still greater volume of trade for. De-
cember.

The Winnipeg Piano Co. are able to report
satisfactory business in their Edison phono-
graph department.

TRADE NOTES FROM VANCOUVER

Vancouver, B. C. December 3.—All Victor
dealers have benefited by the appearance of
Madame Gluck in Vancouver, B. C., and a large
number of records of this artist have been sold
both previous and after her visit here.

The store of the Bowes Musie House, Hast-
ings street, Vaneouver, B, C., has recently been
undergoing alterations which will give them con-
siderable extra spaee for window display.

W. R. Williams, who has been doing busi-
ness in Vancouver, B. C., for the past two years,
has removed from 2331 Granville street to fresh
premises on Robson street.

e et i e

e e
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No other record was ever made that was anything
like “Life in a Trench in Belgium” (Parts 1 and 2)
A2410. Compare Columbia Lists with any other and
you will quickly see why Columbia stores are head-
quarters for New Ideas in Records.

Columbia Graphophone Co.
Woolworth Building, New York

—@—;——'

EDISON DEALERS IN DETROIT ZONE HAVE CONVENTION

Over 200 Members of the Trade Attend Meetings Held Under Auspices of Phonograph Co. of
Detroit, Enjoy Tone Tests and Listen to Stimulating Business Discussions

Detrorr, MicH., December 10.—"It's all over
but the shouting,” but the “shouting” will con-
tinue for many months. \We refer to the third
annual get-together convention of the KEdison
dealers in the Detroit zone, which includes Mich-
igan and a part of northern Ohio. About 200
people attended, including dealers, their wives,
cmployes and factory officials, not to forget the
number of out-of-town Edison jobbhers.

The whole affair was delightful and successful
and the credit is due to R. B. Alling, manager
of the Detroit jobbing branch, who made all the
plans and arrangements. Not one thing hap-
pened to interfere with any part of the pro-
gram, and if anything, the program actually
turned out better than was expected.

The exact date of the convention was Novem-
ber 13. Headquarters werc at the Ilotel Pont-
chartrain. From 9to 10 in the morning there was
registration and the distribution of badges and
tickets for the Anna Case rccital. At 10:30 the
convention went into session, R. B. Alling mak-
ing the introductory address. e touched upon
the purpose of the meceting, welcomed those

from out of town and assured them of every”

courtesy during their stay in Dectroit. He then
appointed W. C. Pcters, of Monroe, as chairman.

The first address was by ¥, C. Boykin, director
of sales promotion and cditor of “Diamond
Points,” who extended felicitations and greetings
from the home office. He then conducted a
question box for the dealers and there were
many interesting discussions.

LEugene Krone, of Byron, Oliio, spoke on
“How 1 Use the Company’s Circularizing Mat-
ter.” He showed how he made it produce re-
sults—some dealers let the matter “'dic” and then
wonder why their business does not increase.
H. M. Howe, of FHlowe & McDonald, of Alpena.
Mich., spoke on tone tests and how he made
them pay. It proved beyond a doubt that even
a small town can conduct these functions with
proportionate results to that of the big citics.

E. E. Davidson, manager of the Agreement
Department of Thomas A. Edison, Inec, spoke
on “Responsibilities of FEdison Dealers.” James
Findlayson, mechanical inspector from the home
office, discussed the Edison phonograph from
2 mechanical point of view, describing the vari-
ous parts. These proccedings were followed
by a complimentary luncheon tendcred to the
dealers in the grill room.

Promptly at 1:30 the afternoon session began,
when W. C. Peters, of the Peters Drug Store,
Monroe, spoke on “Why I Chose the Fdison as
a Merchandising Proposition.” P. C. Sweeney,
of the lidison Shop, Detroit, spoke on “The New
LEdison Sales Book.” A. ]J. Desnoyer, of Des-
noyer & Pendleton, Jackson, spoke on “How We
Sell the Amberola.” R. E. Mallory, credit mana-
ger of the Phonograph Co. of Detroit. spoke on
“Credits and Collections.” George F. Maxey
spoke on “Intensified Canvassing.”

A playlet staged by Mrs. M. A. Trestrail, of
Toronto, was then presented by J. Simpson,
Frank Marshall and Miss Dorothy McQuillan,
all of Toronto. It was written by \William Max-
well and called “Guy Wise, Esqtiire.”

Henrietta L. Lesow, of Highland Park, then
spoke on “Idison Enthusiasm,” and was fol-
lowed by B. A. Trestrail, director of Publicity
and Promotion for R. S. Williams & Sons, Ltd.,
of Toronto, who spoke on “Advertising,” and
l'rank J. Bayley, of Dctroit, who spoke on “An
ticipating the Future.”

In the evening there was a banquet at the
Hotel P’ontchartrain, and somc splendid musi-
cal cntertainment of artists-employcs of the
I*dison Shop of Detroit, followed by the entire
gathering going to the Arcadia to hear Miss
Anna Case in recital. Following the recital
there was a reception for Miss Case

Among the honored guests—we do not speak
oi the officials, or Fdison dealers of the Detroit
zone—who attended the convention were C. E.
Goodwin, Chicago jobber; Walter Kipp. Indiana
johber; L. N. Bloom, Cleveland jobher: H. G.
Stauton, Toronto jobber; B. \. Trestrail, ad-
vertising manager of R. L. S. Williams & Sons,
I.td.. Toronto; IFrank E. Duggan, of the Gund-
lach \dvertising Co., Chicago: William Me-
I’hilip, Edison dealers, at London, Ont

MORE CAPITAL FOR THOMAS MFG. CO.

Capital Stock of Dayton, O., Concern Increased
From $25,000 to $300,000 in Order to Meet
Growing Demands of the Trade

Daytox, O., December 3—The greatly increased
demand for talking machine motors and parts
has been given as a reason for the increase of
the capital stock of the Thomas Mfg. Co., this
city, from $235.000 to $300,000. The additional
capital will be utilized by the company for the
further expansion of its manufacturing and dis-
tributing facilities in order to fill the volume of
orders on hand and in prospect.

THE BLISS REPRODUCER IN CANADA

The Hawthorn Mfg. Co., of Toronto, to Handle
Wilson-Laird Co. Line

e Wilson-Laird Phonograph Co., New York,
has announced the appointment of the Haw-
thorn Mfg. Co., Toronto, Can., as Canadian dis-
tributors for the Bliss reproducer. This com-
pany has an efficient selling organization, and
has already established a number of active
agencies throughout the Dominion of Canada.

This reproducer has been making rapid strides
in popularity the past few months, and up to
the present time has been adopted for use by
a number of talking machine manufacturers.’ It
possesses several distinctive qualities, and has
won the approval of prominent tone experts.

No. 1 Union Uni-
versal Tone Arm
and Reproducer

perfectly and

prices.

LY

Union Universal
Tone Arms and

That enable your customers to play
all records with one machine.

Our No.
Edison Machine, which enables it
to play Victor or Columbia records,
is without question the best Attach-
_ment on the market. It reproduces
1s guaranteed.

Qur prices on Union Universal Tone Arms also afford you an un-
usually attractive profit.

While we do not advertise extensively, we are large manufacturers
of Phonograph Motors and we can give quality and satisfactory

The Union Phonograph Supply Co.

1108 West 9th Street

Attachments

1 Attachment for the

Catalogues and prices sent upon request.

Cleveland, Ohio
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It hands you the record you want

0000000000000 00000

Brown Disc Record Cabinet

For every small talking machine given as a Christmas present

I 0000000000 00

=  Every record right in front of you always.
1 No searching—No confusion.

Records lie flat when drawer is closed—No
warping.

Records are vertical when drawer is open.
Every record at your fingers’ ends.

A separate compartment for every record.
No Scratching—Rubbing—Cracking or Breaking.

The Brown Disc Record Cabinet was devised to pre-
serve a record perfectly and thereby insure Perfect
Reproduction of Sound.

Brown Disc
Record Cabinet
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Those people who received small talking machines at Christmas will need Brown Cabinets after December 25th

The stately beauty and elegance of the Brown is an adorn-
ment to any apartment. Itis a fit companion piece for the
most expensive machine.
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BROWN
TWO
] A DiSc
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4 Your customers will at once appreciate the unique convenience of the Brown Disc Record Cabinet. The records can
& DISC RECORD
)

be instantly located and replaced with an ease and dispatch that bars accidents.
i STYLE SIX . The beauty of these cabinets is unusual. Choice wood, artistic design and superior craftsmanship combined give them a
i distinctive charm rarely found in goods of equal price. Moreover, they are BUILT TO ENDURE.
§ Beautiful in design, elegant
be used beside any talking

ﬂ . Ask for Catalogue No. 317, T W
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TALKING MACHINES ARE REAL ESSENTIALS IN MILWAUKEE

At Least They Appear to Be So Classified by Buying Public—Many Machine and Record Outfits
Being Supplied to Boys in Camps—Co-operative Advertising Campaign Brings Results

MiLwaUkee, Wis., December 10.—Any one who
doubts that the talking machine is an “essential,”
as distinguished from a “non-essential” in the
classification of manufactures for the purpose of
wartime economy, needs only to come to Mil-
waukee and note how the people of this city
consider the phonograph a necessity, both for
the enjoyment and entertainment of the soldier
and sailor boys in active service or training,
and the maintenance of the spirits of those who
remain at home,

A comparatively huge volume of busigess that
stamps the talking machine as a wartime neces-
sity has been transacted by local dealers during
the last month or more, and it is conservatively
figured that an equal or even greater amount
of business connected directly with the re-
quirements of the war will be done during:the
present month, with its annual holiday season.

The cry of the boys in the military camps,
at home and abroad, for more music has been
answered, both by dealers and by relatives and
friends of the soldiers. Scores of machines,
thousands of records, and many thousands of
needles have gone forth in a steady stream to
satisfy the hunger for music. Many more are
now being sent, and a great many more will
go forward during the next two or three wecks
as Christmas offerings from the folks at home.

To the everlasting credit of the talking ma-
chine trade “in Milwaukee and elsewhere, it
must be said that out of this huge volume of
business dealers have asked practically no profit,
feeling that the purpose is so noble that they
are willing to do miore than their just share to
help those who are fighting in their behalf.
The contributions made by dealers, if figured in
the equivalent of cash, would amount to a very
large sum.

All of this has proven beyond any shadow of
doubt that music is one of the greatest neces-
sities of the times, and that to curtail the pro-
duction of musical instruments of all kinds,
more especially the talking machine, would be
a grave mistake and sooner or later would re-
sult unfavorably and create a most rcgrcttable
situation.

As Christmas approaches, it becomes more
and more apparent that the supply of talking
machines, records and supplies is wholly inade-
quate to supply the dcmand. As early as Decem-
ber 1 many dealers reportcd that their un-
filled orders werc the largest in number they
have ever known, and the hope that they
can catch up on deliveries by Christmas Eve
seems wholly futile when it is considered that
the factories cannot hope to manufacture any-
where near the quantity required. To this is
added an acute shortage of cars and congestion
of freight transportation. Dealers resort to
express shipments at much extra expense, but
even through this channel they are unable to
obtain the machines required. Even those deal-
ers who anticipated their wants as early as
June and July and were able to obtain large
stocks are rapidly approaching the day when
they will be obliged to put off holiday customers
until after January 1. Warehouses which were
filled to the brim three months ago practically
are vacant.

The production of records also is far bclow
rcquirements, and many disappointments have
resulted from the inability of dealers to fill

orders. Needles are very scarce, although the
local situation is less unfavorable than that
in many other large cities by reason of the fact
that the Record Needle & Mfg. Co., of Milwau-
kee, is now getting under full headway and pro-
ducing needles in large quantities. .

The Badger Talking Machine Co., Victor
jobber, reports that in all its long experience it
has never seen a situation like that existing
to-day. Dealers are crying for stocks of ma-
chines, records, needles, etc.,, but only a part
of their demands can be filled. A similar situa-
tion is reported by A. G. Kunde, Columbia job-
ber, who states that the shortage of records
is especially acute. Jobbers in the Pathé, Bruns-
wick, Sonora, Aeolian-Vocalion, Premier and
other leading makes fear that Christmas week
will witness one of the wildest scrambles for
goods that the industry has ever known. The
Phonograph Co., Edison jobber, earlier in the
year laid in the largest stock of machines and
records that it has ever collected to meet holi-
day demands, but at the beginning of December
its sales already had been so large and the re-
quirements of its dealers so broad that it may
have serious difficulty in making deliveries of
more than a part of the machines and records
wanted by its customers.

Talking machine business has been stimulated
to a wholly unusual extent through the medium
of a co-operative advertising campaign' now be-
ing conducted by the Milwaukee Association of
Music Industries at a cost of about $3,000. All
of the leading talking machine jobbers and re-
tailers in Milwaukee are members of the associa-
tion and contributed liberally to the special fund
raised by the organization to make the cam-
paign possible. A series of ten full-page adver-
tisements calculated to promote musical ad-
vancement generally, and the growth of the
music industries commercially at the same time,
is being published on Friday evenings in the
Milwaukee Journal, the largest newspaper of
the city, with a circulation of 120,000. For the
purposes of the campaign and the future devel-
opment of the business the association has
adopted a trade-mark based on “Quality Prod-
ucts; Genuine Service and Honest Dealings to
Every Patron.” The names of all member-
houses are published in each advertisement, ef-
fectively linking the newspaper campaign with
the trade-mark and the membership. The cam-
paign is original in every way and already has
had a tremendous influence upon trade among
dealers belonging to the association. The work
of the Milwaukee association is regarded as the
most effective ever undertaken by a local or-
ganization in support of the National Associa-
tion of Piano Merchants and the Music Indus-
tries Chamber of Commerce and is attracting
nation-wide attention. In every respect the
talking machine is being “played up” as strongly
as the piano or player-piano in the Milwaukee
campaign and the attention of consumers is
being focused no less intensively upon the talk-
ing machine as upon its big brother, the piano.

An important change in the distribution of
the Pathé in Milwaukee and Wisconsin has re-
cently been made. Lawrence McGreal, 183-185
Fourth street, who has been Pathé jobber for
this territory for about two years, has re-
linquished the connection and expects to take up
another lcading line. The Chicago Pathé branch

_paign during the last month or two.

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. v

VICTOR DISTRIBUTORS

135 Second Street
WIS,

has added Wisconsin and Upper Michigan to
its territory and is serving dealers in the district
formerly handled by the Milwaukee house.

In a retail way, the Pathé is undergoing a
rapid growth in Milwaukee. During the past
week three new Pathé stores have been estab-
lished here. These are connected with the three
big department stores operated by Kroeger Bros.
Co., at First and National avenues; Fourth ave-
nue and Mitchell street, and Eighteenth street
and Fond du Lac avenue. The Kroeger business
was established in 1853 and the stores recently
celebrated their sixty-fourth “birthday.” The
stocks of machines and records in the Kroeger
organization are among the largest in the United
States.

The opening of The Music Shop at 312 Grand
avenue by Miss Helen Gunnis, one of the best-
known women engaged in the talking machine
trade of the Middle \Vest, was held November
17. It probably is the only store in this part
of the country that is operated by a woman.
The Music Shop is featuring the Columbia and
Starr machines, and as a special feature carries
a large stock of Universal music rolls. Miss
Gunnis has been connected with several large
institutions in Milwaukee and has had an un-
usually wide experience in retailing the Colum-
bia. The store has been accorded splendid pat-
ronage and is destined to be one of the most
successful talking machine shops in the city.

The recent appearance of John McCormack,
the noted Irish tenor, in this city created an
extraordinary demand for his Victor records,
and up to this time dealers have not been able
to fill more than a part of their orders.

The Edison Shop has been blazing the trail
to bigger business by an energetic sales cam-
During
November alone the Edison Shop presented
three noted artists, Marie Rappold, Julia Hein-
rich and Betscy Lane Shepherd, in public re-
citals, the main purpose being to demonstrate
the wonderful achievement embodied in the New
Edison and to prove that it actually “re-creates”
the work of the artist with the strictest fidelity.

The Milwaukee Association of Music Indus-
tries, at its regular monthly meeting of No-
vember 22, decided to incorporate under the
laws of Wisconsin as a non-stock corporation.
At the same time it authorized the creation of
a board of censors of music advertising, con-
sisting of L. C. Parker, manager of Gimbel
Bros.’s Victrola department; Charles J. Orth,
Sonora dcaler; Henry M. Steussy, Magnola and
Pathé dealer, and Leonard E. Meyer. Mr.
Steussy is secretary of the association and like
Mr. Orth is one of the leading piano dealers of
the city. The object of the committee is to
make music advertising clean and to keep it so.
Strict adherence to the principles enunciated by
the association will be demanded of all adver-
tisers.

The Barron Victrola Shop, opened recently in
Superior, Wis., by E. 1'. Barron, is an establish-
ment that has numerous features that are out
of the ordinary. One of thcse is the large stock
of Scandinavian, Finnish, Polish, German and
Slavonian records which it carries. Superior is
truly a “melting pot” and the population con-
tains so many representatives of different na-
tionalities that the Barron Shop carries nearly
as many foreign-language records as those in
English.

Fred W. Albright, retail jeweler, Antigo, Wis.,
has enlarged his store to provide for a talking
machine department.

The Sonora is now handled exclusively in
Madison, State capital of Wisconsin, by Wiley
L. Ballinger, jeweler, 17 West Main street.

Fred L. Yahr, president of the Yahr & Lange
Co., 207 East Water street, distributors of the
Sonora in this city, recently was elected to mem-
bership in the Milwaukee Association of Music
Industries to represent his house in the job-
bers’ division.

Paul F. Seeger, manager of the Aeolian-Vo-
calian department of the Edmund Gram Music
House, is one of the most enthusiastic talking
machine men in the city, due to the remarkable
growth of Vocalion business in Milwaukee.
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PATHE GUARANTEE

We guarantee every Pathé Record to
play at least one thousand times with
the Pathé Sapphire Ball, without im-
pairing the unexcelled beauty of tone.

The Biggest Little Thing
In the Trade
The Pathé Sapphire Ball!

It /s small—that tiny, rounded, jewel-polished sapphire!

But it’s BIG in its selling points:

The vast new world of music embodied in the record repertoire of

The Pathephone

That record repertoire is something new to unfold to
the prospective buyer.

Music of which America still knows little—the great
voices of all Europe; the romantic gypsy orchestra; the
famed military bands, the songs and music of the lands
that lize romance; the brilliance and beauty of a world of
art so far a closed book to most Americans.

To say nothing of the regular monthly list of up-to-
date sentimental and popular song successes and dance
hits.

Pathé voices are voices to TALK about—the voices
of Lucien Muratore, Claudia Muzio, Slezak. Cavalieri,
Bispham, and a host of other world-renowned voices—

Axfx(!l here’s another big point. Pathé TONE--it sells
itself!

That’s the artistic side of THE PATIHEPHONE.

Here's the practical side:
No needles io change!

Tlre Pathé Sapphire Ball is permanent. It never has to be
changed.

Pathé Records play 1,000 times! The Pathé Record
Guarantee is one of the biggest record-selling arguments
in the world. Read it—it’s worth your while!

The Pathéphone plays all makes of records! Each Pathé-
phone, at any price, is equipped to play not only Pathé
Records, but all other records.

Pathé Prices—$25 1o $225—a price lo fit every income!

And last, but not least, the mere name “Pathé” is a
confidence-creating force in itself!

PATHE FRERES PHONOGRAPH COMPANY, 20 Grand Avenue, Brooklyn, N. Y.

Pathé Freres Phonograph Company of Canada, Ltd., 6 Clifford Street, Toronto

MURATORE
. Principal Tenor
Chicago Opera Company

MUZIO
Prima Donna Soprano
Metropolitan Opera Company
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ALL CHRISTMAS GREETINGS

to our friends in the trade and those
many new acquaintances who are about
to enter the Pathé Sales Circle!

What we'd really like to do 1s to reach
out and give each one of our Pathé
dealers a congratulatory handshake on
the big volume of business that’s
coming in—

In fact, we owe Pathé dealers a vote of
thanks for their whole-hearted selling
co-operation during 1917—

A co-operation with resu/ts that fore-
cast a still greater 1918—

And speaking of 1918—we are going
to do more than wish you a prosperous
New Year.

We predict it for you!

Cordially yours,

Pathe Freres Phonograph Company

A Brand New Phonograph Field
WIDE OPEN!

The new line of Art Period Pathéphones: “William
and Mary,” “Sheraton” and “Jacobean” are now
ready for the trade at a non-competitive retail price.

$ 1 90 Sheraton Design
One of the three new Art

Model PPathéphones at the

subject to the BIGGEST discount ever offered. non-competitive prigelfey

Write for details. They are to your advantage. {\Srgllfi:.txon:;n'!iacf\)rlbaerayg'
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artists.

Mme. Gerhardt—the best known singer of folk songs
in the world—joins the ranks of exclusive Columbia
The first record is the greatest Christmas
hymn in the world, “Silent Night, Holy Night.” A
timely offering for Columbia dealers!

Columbia [Graphophone Co.

Woolworth Building, New York

PREPARING FOR 1918 BUSINESS ]

Vitalis Himmer, Jr., Already Making Contracts
for Audion Products for Next Year—Greatly
Increased Demand Already in Prospect

One of the best-known members of the talk-
ing machine parts industry is Vitalis Hiinmer,
= R Jr., 'who has been as-
sociated with the busi-
ness for a number of
years, and whose tech-
nical knowledge of tone
arms, sound boxes, etc.,
is reflected in the fact
that he has been
granted a number of
patents covering Dbasic
principles in the pro-

Vitalis Himmer duction of these parts.

At the Himmer factory, 77 Reade St., New
York, there are manufactured Audion products
which have achieved remarkable success in the
short while they have been on the market. Au-
dion tone-arms, sound-boxes, etc., have been
adopted for exclusive use by prominent manu-
facturers in different sections of the country,
who have arranged to use these products after
carefully testing them under the most severe
conditions.

In a chat with The World, Mr. Himmer stated
that he is now making arrangements for 1918
business, and has already secured large con-
tracts for the coming year. The factory was
oversold in 1917, and judging fromn the orders
now on hand 1918 business will be far in ad-
vance of this year. Although Mr. Himmer de-

votes as much time as possible to the executive
end of the business, he endeavors to spend some
part of each day in his research laboratories.
His experiments have been prolific of excellent
results, and Mr. Himmer states that after the
first of the year he will have something de-
cidedly novel and unique to present to the
trade.

SENDS THE SEASON’S GREETINGS

In accordance with its usual custom, the Otto
Heineman Phonograph Supply Co., Inc., New
York, has sent out to all its friends in the trade
a very artistic card wishing themn the compli-
ments of the season. This year’s Christmas re-
minder is unusually attractive and expresses the
sincere wishes of the company that the recipient
enjoy a happy and prosperous year in 1918.

Mr. Heineman intimated this week that in
addition to this Christmas card his customers
would also receive something novel and unique
before Christmas. This souvenir will doubtless
serve as a constant reminder of Heineman serv-
ice and progress.

ARMY EDISON FOR CAMP- HANCOCK

STROUDSBURG, PA., December 3.—The Stroud
Theatre held a record audience one night last
week wlhen Sergeant Geo. Kemp, of the 109th
U. S. Infantry, accepted an Army and Navy
Edison phonograph in behalf of the men in his
company, now located in Camp Hancock. The
instrument was presented to the soldiers by the
Volunteers of America, and an elaborate pro-
gram prepared to mark the presentation.

THE SOFT TONE TUNGS-TONE STYLUS

Victor Co. Announces That Soft Tone Stylus
Will Be Distributed in Small Lots

The Victor Talking Machine Co. announced
on December 3 that they would shortly begin
the distribution of the soft tone Tungs-tone
Stylus, for which there has been a strong de-
mand in the trade for some time past, and in
fact, since the Tungs-tone Stylus was first placed
on the market.

In announcing the distribution of the soft tone
Stylus, the Victor Co. says: “We have been
laboring indefatigably to meet the demands, but
because of present abnormal conditions it has
been impossible to procure equipment necessary
for the manufacture of the soft tone Stylus in
sufficient quantities to start shipments. While
our stock on hand is only a small percentage
of our unfilled orders, we feel that the small
quantity that is available, if distributed, will help
just so much to relieve the extreme shortage.”

BOOKED LARGE HOLIDAY BUSINESS

WiLL1AMSPoRT, PA., December 6.—The Rishell
Phonograph Co., of this city, manufacturer of
Rishell phonographs, records and Rishell sap-
phire balls, reports a particularly active busi-
ness at the present time. The company’s deal-
ers are evidently closing an excellent holiday
trade, for many of the recent orders call for
the shipment of several dozens of phonographs
by express. During the past few months, the
Rishell Phonograph Co. has materially increased
its facilities, and is in a splendid position to
take care of the 1918 business.

Weser Phonographs are making rapid headway in the same manner.
pare them with the world’s most expensive makes—in tone quality—in appear-

ance—in reliability, and solidity of construction, and we are content to abide
by your decision.

The Weser Phonograph will play any record.
finish mahogany. Other woods on special order.
motor will be furnished if desired.

Write for catalog.

WESER BROS., Inc.

520-530‘ West 43rd Street

WESER PHONOGRAPHS

For 38 years the piano trade has recognized in Weser instruments the highest
piano and player piano value in the market.
invite comparison of the Weser products with those of any other maker. Many
of our best dealers have been acquired by such comparisons.

It always has been our delight to

Com-
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NEW YORK




THE TALKING MACHINE WORLD

49

Featuring the Musical Possibilities of the
Talking MaChine won o ow :

[Note.—This is the tenth in a series of articles on the
general subject of the musical possibilities of the talking
machine. The aim of the series is to develop these pos-
sibilities from all angles, thus opening up fields for sales
expansion oftentimes neglected wholly or in part.—Editor.]

KNOWLEDGE OF ORCHESTRAL MUSIC

Last month I started on a new idea. Just
how good that idea is remains to be seen; but
so far I have reason to think it all right. Brief-
ly, it is to give a sort of short course in mu-
sical appreciation to those who sell talking ma-
chines and records, for the especial purpose of
enabling such persons to appreciate intelligently,
and push more energetically the sale of rec-
ords devoted to the higher classes of instrumen-
tal music. It is, of course, well known to you
all that, ever since the talking machine became
something commercially important, the leading
records have been reproductions of the voices
of great operatic singers. As a result, an enor-
mous library of such records has been accumu-
lated, and the sales have been literally huge.
The American people, by this time, know a great
deal about great operatic singing.

But this is not enough. The more musical-
ly cultivated the people become, the more rec-
ords we shall sell; and the better they will be.
But to get the people into a real love for artistic
music means that we must acquaint them with
the best kinds of instrumental compositions. In
no way can wec do this so well as through the
sale of talking machine records devoted to or-
chestral, quartet and solo playing. There are
literally millions of good citizens who have
never heard a symphony orchestra, and very
likely ncver will hear one; but thcy can hear
records of the Boston Symphony, thc New York
Philharmonic or Chicago orchestras. Now, if
we who sell will only learn something about the
kind of music which the orchcstras play, we shall
. be able to hand out something likc a salesmak-
ing talk on records of this sort and shall find
them easy and profitable to scll. The very fact
that great record manufacturcrs have gone to
all the immense amount of troublc needed to in-
duce orchestral conductors like Stock, Muck and
Stransky to makc rccords of orchestral playing,
is the best proof in the world that these con-
cerns recognize thc necd for pushing the sale
of high-class instrumental music. They know
that only by thus cultivating the latent music
love of the people, can they be sure of building
a solid foundation for the futurc of the talking
machine. For all these reasons, then, it is not
only desirable, but actually of the highest impor-
tance, that every salesman of talking machine
records, who desires really to make good in his
chosen work, should educate himself to the
point where he can recommend honestly, be-
cause knowingly and by reason of his own love

for them, the instrumental records he has to sell,
not forgetting that the task of learning is easy
and delightful, and that the knowledge gained
will be a private as well as a business pleasure
for all time.

If these arguments, which I have thought it
well to set forth yet once more, have any weight
with you, I may as well get along with the job
of expounding the elements of the forms which
we find in music.

More About Symphonies

In speaking last month of the orchestral sym-
phony, T pointed out that a work of this kind
is the greatest monument of musical skill and
artistic taste, and that the greatest composers
have always “put their best foot forward,” as
it were, when undertaking to compose a work
in this form. The beauty and majesty of a sym-
phony largely depend on the fact that it can
express, not merely one idea or mood, but a
whole range of them. This is because it is
divided into sections, or movements, each of
which is a complete musical piece in itself, and
can be played by itself, if desired, without ref-
erence to the others. Of course, for a full com-
prehension of the beauty of a symphonic move-
ment one ought to hear the whole work. A
noble head or the swelling outlines of a beau-
tiful limb, can be appreciated and admired in-
telligently, only when seen in conjunction with
the body to ‘which it belongs.

Last month 1 spoke, rather roughly and
sketchily, concerning the first movement of a
symphony and showed that in it the ideds which
most strongly animatc the composcr are set
forth fully by the use of two contrasting themes,
worked over, elaborated and finally fused into
one. But the strength and power which arc
the signs of the first movement, and which in
a grcat symphony, such as Beethoven’s in C
Minor (look up a record of it), mount to un-
surpassable majcsty and virile impressiveness,
niced to hc contrasted with something gentler.
The four hammer strokes (simply the thrice
repeated G followed by E flat) on which simplest
of themes Becthoven builds up that marvelous
movement (get it and listen to it) is so tre-
mendous that you feel overwhelmed; and it
takes the grave sweetness of the opening phrases
of the second movement to give the needed
repose. There is a Philharmonic orchestra rec-
cord of it done under Stranzky for the Columbia.

Indeed it is just this lovely contrast, this
supersession of strife by tenderness, this sub-
stitution of the feminine for the masculine, which
makes the entrance of the slow movement in a
great symphony so soothing, so tender, so sweet.
Take the Stransky-Philharmonic record .men-
tioned above. In the gentle major key of E
flat, relative major to the stormy C minor of
the opening movemcnt, thc theme enters, in-
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Are you prepared?

CHRISTMAS IS NEAR

The Victor Tall(ing Machine Co. have g
1ssued a splendid Xmas folder listing 61 choice records for the
occasion. Unless you have a goocl stock of every one you lose
the best part of your Christmas trade.
these 1s from

‘““The House of Service’’

. is. The

By William Braid White

toned by violas and ’cellos, with pizzicato soft
pluckings of the bass fiddles to mark the beats
of the melody. It is Beethoven the Titan trans-
formed into a seraph. But not for long: impos-
sible that this fiery spirit should long be tamed.
The theme dies away, and as it dies, you hear
a soft yet ominous repetition of the hammer
strokes which made the first movement what it
“motto” of the symphony again!
These heart beats signify changes; and the
changes come! Like swelling of a great trum-
pet, sounds out a loud triumphal theme, march-
like but solemn with all the power of the full
orchestra. TPotent but brief it sounds, and then
with a sudden modulation ends on a long sharp-
ly bowed tone of the bass fiddle.

At once, without pause, the original theme is
taken up again, but this time in a variation,
sounded by the violas and 'cellos, with the other
strings and some of the reeds accompanying.
It is to be a theme and variations then? Again,
the triumph sound; and again a third variation,
lighter and more flowing. Then, lastly, and in
just the right time, Beethoven, with wonderful
skill, draws together the ends of his themes,
works them into a fusion of splendid melody,
softens them down to a gentle whispcr, brings
them up again in tumult and shouting; again
sinks them almost out of hearing, and ends in
two short sharp phrases, rattled out like vol-
leys of musketry.

Such is the slow movement of Beethoven’s
fifth symphony; and if you will take the trouble
to play over the record made by Stransky and
his men you will hear what I have set down
here; and if you cannot feel that, at least, it is
worth while hearing over again, you had bet-
ter stop selling musical goods.

But you won't feel that way. You will prob-
ably put it aside for further consideration, which
is just what I should wish you to do. And
then perhaps you will go on to the third move-
ment.

Structure

Before you do this, however, let me say a
few words about slow movements in general.
As I remarked abovc, the composer of a sym-
phony has much to express. He is writing a
great poem, cven though it is expressed in tones
and not in articulate speech. The movements
correspond with the sections or chapters of a
poem or tale. In contrasting the sweetness of
this slow movement with the vigor and strength
of the first, he only follows the natural laws of
contrast which are necessary parts of any ar-
tistic work, and without which the monotony
would be unbearable. But in all writing of slow
movements, there is always ®ertain uniformity in
the shapc, as it were, of the movement. Just
as the short snappy themes of the opening move-

(Continued or page 50)
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ment are drawn from the great trcasury of dance
tunes which every folk have among their tradi-
tional lore, so also from the slower, dreamier,
more contemplative tunes which have become
associated with the love songs of all peoples, the
themes of slow movements are naturally and
rightly taken. 'The great musician quite nat-
urally goes to these rich stores of folk music—
real popular music that really expresses the
thoughts, the hopes, the joys, of a people. We
have not yet in America produced a great sym-
phony; but when we do we shall doubtless find
that such a tune as the old-fashioned “Arkan-
saw Traveler” or “Money Musk” has furnished
the inspiration for a first movement that shall
represent in deathless tones the grand simplicity
and honesty of our early national life. The
second theme of that movcment shall be, per-
haps, drawn from one of those grand old psalm
tunes which the Puritans knew so well We
shall have that American symphony some day.

But we are getting away from slow move-
ments. I was going to say, when I interrupfed
myself, that in this very second movement of
his fifth symphony, Beethoven has drawn the
ideas for his tunes from the fountain head of
folk song; and what is true of him is even more
true of his predecessors, Haydn and Mozart.
What Is a Scherzo?

A word that you will find in the record cat.
alogs is “Scherzo”; and many people, no doubt,
have wondered just what it means. Literally,
it is the Italian for “joke” or “jest.” And orig-
inally, such it was applied to a short piece of
the very gayest kind, usually a sort of minuet
livencd up, as you might say. The third move-
ment in all of Haydn's and Mozart’s symphonies
is indeed a minuet; hut this is a rather slow and
stately dance, albeit in the lively 3—4 time. All
third movements of symphonies are a sort of
a dance, but the old minuet was far too slow to
suit the temperament of Beethoven. So he
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Immediate Deliveries can be made
for your Christmas Trade

MODELTIX
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.

2. 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.

w

E offer our dealers a
N ‘ new model that will
' ' 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.”
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features.
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today for catalog, free trial offer and proposition.

Che Arfé\qone Company

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, automatic
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
workmanship. Springs excepted.

Write

1113 Olive Street

ST. LOUIS, “Mo.

took the old form and built it into something
gayer and more lively, which he called Scherzo.
Yet his scherzo is not by any means just sim-
ple fun. Far from it. Even in his first sym-
phony, written when he was a young man of
thirty, the Scherzo gets miles away from the
stiff elcgance of the Mozart minuet and becomes
a sort of free rhapsody on the lively dance
tune which is its first theme. It was Beethoven
wlho developed the Scherzo idea, and in his fifth
symphony, which we have been discussing, he
produced a piece which is perhaps the most won-
derful thing of its kind. It ranges the gamut
of emotion from gayety to sorrow, from triumph
to despair; and finally leads, without a pause,
into the marvelous finale, which is recorded by
the Victor Concert Orchestra and was an-
nounced in one of the Victor bulletins issued
this fall.
Basses and Trumpets

A marvelous opening is that of this Scherzo.
It begins pianissimo in double bass strings. a
subdued muttering like of distant thunder.
Three times the theme is sounded in the same
voice, each time followed by an answering echo
in the violins. Then, without a pause, there
bursts forth a military peal of trumpets and
horns, voicing—what but the four hamimer
strokes of the first movement?—the motto of
the symphony of these four notes a wonderful
tune is composed, which works out into a splen-
did climax, and comes to a sudden stop.

The Elephant’s Dance

Instantly, without a moment's hesitation, the
entire row of bass fiddles, big lumbering beasts,
the elephants of the orchestra, burst into a mad
clumsy dance. which runs up and down their
fingerboards at express speed, making them, in
all their hugeness, imitate the capering antics
of the violins. The breathless crazy dance pulls
up short, all panting, as it were, with the exer-
tion. At once it begins again; begins and stops.
The elephants cannot not dance in tune. They
try again; and again stop in confusion. Again;
and now they hit the step. The comical row
of giants dances its way up the scale, till the
lighter and more agile instruments, violas, vio-
lins, clarinets.and flutes, carry the leaping pulse
of the dance to the highest, most aetherial limits
of musical sound; and gently bring it to earth
again through softest tones of woodwinds.

The first theme takes up once more, first in
bass strings, then in violins, ftirst with bow,
then with plucked string, but more gently and
less resolutely. Comes some working over, a
little interweaving of voices, and lastly, the sol-
emn ominous pianissimo strokc of kettle drum,
which, like a tolling bell, punctuates an other-
wise complete silence. Again and again the
stroke sounds, till violins to the constant beat
still sounding below them, break out in a sort
of passionate wail, a cry for deliverance from
this dungeon of despair. The cry is heard, in-
strument after instrument takes it up, the speed
grows faster, the music louder, and louder and
faster and faster and louder, till, with one great
crashing chord, the entire orchestra, its trum-
pets pealing, its ’cellos and Dbasses sono-
rously 1nton1ng, its woodwinds shrilly tr|llmg
dashes into the great triumphal march in C
major, opening the splendid, world- -conquering
Finale!

But of this last 1 must speak later. Do you
think I have rhapsodized a bit too much? Well,
hear the record of it for yourself and then you
can judgc.

NEW RECORD DISPLAY HOLDER

H. A. Weymann & Son, of Philadelphia, have
recently introduced a very practical device
known as the Marvel Victor Record Display
Holder. These new record holders are built
very durable and are made of three ply veneer.
They are made in weathered oak, golden oak,
mahogany and other finishes and will hold both
the ten and twelve-inch records and are pri-
marily designed for use in window displays,
where they will serve the admirable purpose of
drawing public attention to individual records.
The price is $1.25 each.
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Columbia Graphophone Co.
Woolworth Building, New York
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HEAVY VOLUME OF ADVERTISING IN BALTIMORE TRADE

All the Leading Makes of Machines Featured?’i‘ominently in Loeal Advertising by the Dealers—
Able to Get a Fair Supply of Machines—Money Is Plentiful and Trade Outlook Good

BaALTIMORE, Mp., December 5.—Satisfaction with
the good business done during the m-onth of
November and big preparations for the final
drive this morning represent the situation in
the local talking machine field. The distributors
of the various lines have been able to get a
fair supply of machines, but expeet to get larger
shipments very shortly as they have been held
up by the freight ecmbargo. The record busi-
ness is being held up in some quarters by the
lack of being able to get back numbers. This
is also cxpected to improve during the early
part of the month. Cash business also is very
pleasing to the decalers and collections have been
very good both to the jobbers and to the re-
tailers.

There has been an cxtraordinary volume of
newspaper advertising fcaturing various makes
of talking machines. This advertising was done
by individual firms and was run in all of the
newspapers cxclusive of the regular ads of the
Victor and Columbia Co.'s. Department storcs
and furniture dealers featured talking machines
in the big newspaper spreads.

With the Columbia Co. S. C. Cook, assistant
manager, who has been in charge of the Balti-
more branch for the month, reports the volume
of Dbusiness greater than in November of last
year. Cash sales also went way ahcad of last
year's business. The branch is getting good
service on records and has been able to keep
all of its customers satisfied. The work of the
three roadmen, I’. \W. Peck, Oden F. Jester
and W. F. Korhammer, who dropped in at
headquarters the latter part of the mounth, has
heen very good.

William F. Parks, who became the local man-
ager of the Columbia Co. on September 15, is
a patient in Johns Hopkins Hospital. He has
been confined to the institution for almost a
month.

November business ran way ahead of 1916,
says \W. C. Roberts, manager of E. F. Droop
& Sons Co., Victor distributors. The firm has
just eompleted remodeling its showroom and
has added two new booths. Five new hand-
sonie bowl lighting fixtures of the modern in-
direct lighting type have been installed. The
firm has added three new men to its staff. They
arc J. H. Bowen, J. Davis and George Stans-
more. These men will principally look after the
wholesale business. Machine shipments are
daily expected to arrive to make up for the
depleted stock, the result of last month’s ex-
traordinary business. The reeord situation is
worse to-day as far as Dbaek orders are con-
cerned than it has been for four years. In
view of there being but fourteen new numbers
for January, Mr. Roberts believes that some of
the back numbers will come along very shortly.

J. H. Chase, sales manager for Cohen &
Hughes, reports the Vietor business very fine
in both wholesale and retail. Machines have
been coming through fairly well and he ex-

pects to see them continue to come in. The
record sitnation with the firm is fairly good.
Mr. Chase has been dividing his time between
Baltimore and \Vashington and has been kept
busy looking after both branches.

Jesse Rosenstein, for the National Piano Co.,
P’athé distributors, is more than satisfied with
the way business is going. The freight em-
bargo is holding up a great deal of his goods,
but he says he lias been able in the main to
satisfy the P’athé dealers in his territory.

With the nearness of the Christmas holidays

many of the talking machine dealers are keep-
ing open at night. This has been beneficial to
a number of them, for it has resulted in increased
sales of records and in many instances in ma-
chines. The big munition and shipping piants
around Baltimore, which have attracted hun-
dreds of strangers to the city besides giving
employment to as many Baltimoreans as eould
be had, has resulted in a November business
that has far exceeded expectations. The high
wages which workers in the plants doing Gov-
ernment work lhave been receiving has en-
abled many to pay cash for their musical in-
struments and also to buy a great many more
records than would have been the case under
ordinary conditions.

THE WORLD HIS BEST PARTNER

Jake Graham of Liverpool Declares The Talk-
ing Machine World Is His Greatest Silent
Helper—Sends Greetings to Friends

Iu renewing his subscription for The Talking
Machine \World, Jake Graham, the prominent
talking machine dealer of Liverpool, England
and who handles the Edison, “His Master's
Voice,” Columbia and Pathé line in that city
writes in part:

"It is the greatest pleasure in the world to
send you cheque, being cash due for renewal
of subscription to the trade paper that has been
my greatest silent helper. How often T refer

to it as I would a partner if 1 had one. In fact,

it is one of my partners, but draws very little
and gives much service.

“Convey to my friends in America my re-
spects, especially to those whom [ met at the
Edison factory at Orange, and at the Victor
factory in Camden, and the Columbia boys at
the big pile down Broadway and at the factory.”

Mr. Graham states that he is doing fully
825,000 more business than he has ever done in
his history, even under existing conditions, and
that amount would have been increased if he
had been ablc to get a sufficient quantity of
F.dison products from America.

The pessimist, instead of looking for the
needle in the haystack, prefers to sit down in
the hay.

VEECO ELECTRIC
TURNTABLE.

6 to 250.
No more winding.
No more broken springs.

248 Boylston St.
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Talking Machine
Manufacturers

E BEG to suggest that you look into the merits of our new model
MOTOR equipped

. It is up-to-date andgcertainly would largely increase your sales when
installed in your high class machines.
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resistance or any adjustment and can be supplied for any voltage from

No more running down in the middle of selections.

No more discordant music due to uneven spring tension.
Guaranteed by us for two years.
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THE VEECO COMPANY

The Original Producers of a Complete Electric Drive
Talking Machine

with VITRALOID

Boston, Mass.

Use

Manufacturer’s




52 THE TALKING MACHINE WORLD

TO QUOTE HELEN WARE’S own words on hearing her first
GENNETT RECORD: ‘I have always considered the glorious
tone of my Stradivarius Violin a thing of beauty without a peer. Not
any longer. .. My Gennett Records would amaze the immortal Violin

Maker of Cremona.”

“GENNETT RECORDS”

‘ 9-11 E. 37th STREET NEW YORK CITY
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DETROIT STILL REPORTED ON HIGH WAVE OF PROSPERITY

Volume of Business Will Only Be Limited by the Available Stocks of Goods—Dealers Appreciate
Factory Situation—Some Live Campaigns Now Being Conducted in This Territory

Derrorr, MicH., December 10.—The month of
December will surely break all records for the
talking machine business in the State of Michi-
gan. This statement is made only after inter-
views with small and large dealers as well as
Michigan jobbers of all lines of talking machines.
It is further evidenced by the increased amount
of advertising, publicity and pep being injected
into the business—and you know a firm usually
gets what it goes after. Only failurc on the part
of the manufacturers and jobbers to deliver will
result in disappoinment. And right here we
might add that there will be some disappoint-
ments—therc are always in the talking machine
business at holiday time—nevertheless, if the
dealers sell all they can get they will be ahead
of previous years. The demand this year is for
machines priced anywhere from $100 to $150—
which does not say there i§ no demand for the
cheaper grades and those more expensive grades.
We speak of the $100 and $150 types as being
the most popular of any.

Dealers and jobbers of Victrolas in the Middle
West are thoroughly conversant with the fac-
tory situation. The Victor Co. has never had
such a tremendous year for orders—their factory
has been working at high speed during the past
eleven months of 1917, and the month of Decem-
ber sees its books one mass of orders and a physi-
cal impossibility to take care of all of them.
So Victor dealers wifl have to make the best of
the situation although even at that, their total
business for the year just closing will exceed
1917—we refer to the Victor dealers.

At the J. L. Hudson store both the Victrola
and the Sonora are carried in stock, and Mana-
ger Ed. Andrew reports the sale to be very
good, with shipments arriving weekly but not
in the big quantities he would like. He expects
to be completely ‘‘cleaned” of his stock by
Christmas day.

C. W. Cross, of the Bush & Lane Piano Co.,
now making talking machines as well as pianos,
and Ed. Andrew, of the J. L. Hudson store, are
members of the Michigan State Troops. They
train weekly and have already seen guard duty.
Both thoroughly enjoy the work.

Max Strasburg, proprietor of the Max Stras-
burg Shops, reports that the demand for Vie-
trola styles No. 10, 11 and 14 is far greater than
he can supply. He is closing a very successful
year, and is optimistic about the future. He has
not worried of late much about new business as
that seems to take care of itself—what he has
been dcvoting most of his time and attention to
was the collection end—keeping contracts paid
up and seeing that payments did not lag.

In an announcement on December 4, which ap-
peared in all of the daily newspapers and paid
for by the J. L. Hudson Co., attention is called
to the facts that “owing to unprecedented war

FACTS ABOUT THE
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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 g d by the Manuf in every way.

F. C. KENT & CO. |

Manufacturer of Phonograph Accessories

24 Scott Street Newark, N. J.

conditions we are uncertain whether certain
shipments of Victrolas will reach us in time
for Christmas and that Victrolas we ordered
last February have not all been received; thus
we cannot urge you too strongly to order your
Victrola for Christmas now.”

Plans are on foot for fitting up a Pathé phono-
graph department in the building of Williams,
Davis, Brooks & Hinchman Sons Co., Congress
and Bates streets, that will be one of the finest
displays in the country. This firm which has
the Michigan jobbing rights for Pathé is after
business “hot and heavy” and is more enthusi-
astic over the prospect for future business than
ever before. During the past sixty days new
accounts have been opened in the largest cities
of Michigan and northern Ohio and leading
furniture concerns in every town of $10,000 or
over now has a live Pathé department for both
phonographs and records.

The J. H. Reardon Piano Co., Inc,, 65 East
Forest avenue, recently engaged in business and

_is handling the Celestaphone.

At the regular monthly meeting of the Detroit
Talking Machine Association held November 9
at the Hotel Charlevoix the members decided to
do something in the way of conducting a big
recital during January or February and to give
all of the receipts to some patriotic organization.
The plan met with unanimous approval and was
referred to a committee for further working out.

C. H. Grinnell, of Grinnell Bros., Michigan
Victor jobbers, is able to take excellent care of
customers on records, as shipments are coming
along in fine shape, but his troubles are like
those of all other Victor jobbers—to get enough
of No. 11, 10 and 14 to supply the orders.

Grinnell Bros. retail store is continuing its
Thursday afternoon recitals with increased popu-
larity. Even standing room these days is un-
avoidable and many people are turned away
each week. Mr. Wilkinson is now in charge of
the retail Victor departinent. He has been
with the company for nearly five years.

Records of well-known artists have been
greatly in demand due to their personal appear-
ance in Detroit. The past two months has seen
more big artists in recital here than ever before,
and local dealers have been taking advantage of
their appearance by co-operative window dis-
plays and publicity. Two firms who seem to
lead in thesc special displays are Grinnell Bros.
and the J. L. Hudson Co.

John DecAngeli, manager of the newly-opened
Aeolian-Vocalion department of Keenan & Jahn,
364 Woodward avenue, says that a goodly nuin-
ber of sales have alrcady been made of high-
priced machiues.

Wallace Brown, of 33 Grand River avenue, has
been offering the public the opportunity of buy-
ing a Brunswick as far back as November 10
and starting the first payment on February 1.
The special liberal terms have resulted in many
sales. Mr. Brown says that business on the
whole is better than last year for the nonths
of October, November and December.

Frank Bayley, Edison dealer. says his Novem-
ber and December business will run at least 300
per cent. greater than last year. He is a most
enthusiastic Edison dealer and is giving this
phase ‘of his business the bulk of his attention.

Sam Lind, manager of the Columbia whole-
sale branch in this city, was never a busier man
than right to-day. In fact, Sam has been on the
go from early morning until late in the day for
the past four months, business going ahead by
leaps and bounds. Stop and think of the num-
ber of Columbia agencies in Detroit, and among
them are the largest retail furniture stores, such
as Weil & Co., Summerfield & Hecht and Owen
& Co. The Columbia departments in each
store occupies practically an entire floor.

R. B. Alling, manager of the Edison Shop, is
optimistic about general conditions and reports
that 1917 will show a healthy gain over the pre-
ceding yecar. .

Announcing the appear-
ance of Styles F and A,
in Brown Mahogany and
Fumed Oak, of the won-
derful FULTON Phono-
graph. (Retailingat
$150.00 and $225.00

respectively.)

THE

FULTON

is the instrument that created a
sensation at the recent National
Music Show.

In the FULTON you will
find the only distinct and appre-
ciable advance in ‘‘tone-repro-
duction’’ in recent years.

Do not expect ‘‘just another
one”’ in the FULTON but,
rather, superior tone and re-
production to any that you
have heretofore ever heard
emanating from a phonograph.

We make no false claims for
our product, Mr. Dealer, and
if after receiving the first in-
strument you fail to pronounce
the FULTON the finest in-
strument you ever listened to,
you may return it for credit,
and at our expense.

Plays all

records —output
limited.

FULTON-ALDEN co

INC.

WAUKEGAN, ILL.
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LUCKY 13 PHONOGRAPH CO.

3 East 12th Street, New York City, N. Y.

Bargams Bargams DBargamns

Floor Cabinet Machines, Cut-out $13(m
UP

Numbers, at Exceptionally Low Prices

We beg to announce that we have recently purchased twenty-five
hundred floor cabinet machines, cut-out numbers, equipped with
double spring motors, reversible tone-arms and reproducers, and can
offer same at the following prices.

Type A, fumed oak floor cabinet machine, 35 in. high - - - $13.00
Type B, mahogany finish floor cabinet machine, 394-in. high - 18.50
Type C, mahogany finish floor cabinet machine, 423-in. high - 20.50
No. 45, mahogany finish floor cabinet machine, 36-in high - 15.50
Table cabinet with cover quartered oak, D. S. motor - - - 10.75
Table cabinet, larger size with cover quartered oak,D.S.motor 11.25

If you are interested in high class machines at real low prices get in

touch - with us for samples at once, as we cannot tell how long this
lot will last.

STEEL NEEDLES TONE ARMS AND REPRODUCERS
65¢c per thousand. Immediate Delivery. Baby, t0 play 7-in. records Only...euuunenneneonueneencaneanceoennn $ .60
ORS I;\’o. 12—"11’_one ;}\\rm ang Iﬁepro(‘iiucer SRR oo ooace Pagooodoooono 13‘5]
TOR No. 2—Tone Arm an eproducer, for playing all records............ .
No. 01— gin. turntable gt v No. 7= Tone Arm and Reoroducer, fof Hlaying a1l records Meh grade: 225
e Ly el (gao0, 0000000 0 2 0 T - Rie < oootyl No. 7—Tone Arm and Reproducer, for playing all records high grade. 2.
k,g‘ }s:}?ﬂﬁ t‘:;:!t:lb;{f: e sprmg ggg 11%": :5;::::“;112 %gg No. 8—Tone Armn and Reproducer, for playing all records high grade. 2.25
No. 3—12-in. turntable, double spring B el e ey W28
No. 7—I2-in. turntable, double spring L 7.50 NEEDLE CUP COVERS
No. 4—12-in. turntable, double Spring ......... cooviiiiriiiiinianen 9.50 . =
$10.00 per thousand, $9.00 per thousand in 5,000 lots. Larger quantities
MAIN SPRINGS still lower.
No.0—34 in. 20 gauge 8 ft. 6 in, 25c ea. 100 lots 20c ea. 1000 lots 19c ea.
No. 1—3 in. 25 gauge 10 ft. 39c ea. 100 lots 35c ea. 1000 lots 33c ea. RECORDS
No. 2—13/16 in. 25 gauge 10 ft. 39cea. 100 lots 35cea. 1000 lots 33c ea. The “Popular” Brand, 10-in. double face, lateral cut, all instrumental:
No. 3—7% in. 25 gauge 11 ft. 49c ea. 100 lots 44c ea. 1000 lots 42¢ ea. n
No. 4—1 in, . 23 gauge 10 ft. 49c ea. 100 lots 44c ea. 1000 lots 42¢ ea. 32c¢ in lots of 100
No. 5—1 3/16 in. 27 gauge 18 ft. 90c ea. 100 lots 85c ea. 1000 lots 80c ea.

30c in lots of 1000
GOVERNOR SPRINGS 29¢ in lots of 5000

$1.00 per hundred. Special price on large quantities for motor manufacturers.

SAPPHIRE POINTS AND BALLS

Supphirel IPoinfs) poaeeamsninn-re-l 13c each in 100 lots 12¢ each in 1000 lots
Sapphire Balls ........... ¥ 3555 15¢ each in 100 lots l4c each in 1000 lots

NEEDLE CUPS Write for our 84 page catalogue, the only one of its kind in America.
$20 00 per thousand, $17.50 per thousand in 5,000 lots. Larger quantities Hlustrating 33 different styles talking machine and over 500 different phono-
still lower. graphic parts, also gives description of our efficient repair department.

We also manufacture special machine parts such as worm gears, stampings,
or any screw machine parts for motor manufacturers.

Special quotations given for Canada and all other export points. Mei-
chandise delivered with custom duty, war tax and freight paid by us.

LUCKY 13 PHONOGRAPH CO., 3 East 12th Street, New York
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NEW DEALERS’ SERVICE DEPARTMENT

Latest Division Added to General Sales Depart-
ment of Columbia Co. for the Benefit of Their
Retailers—H. L. Teurs in Charge

George V. Hopkins, general sales manager of
the Columbia Graphophone Co., New York, has
announced a new “dealers’ service department,”
which will be a division of the general sales de-
partment.

This new department, which is introduced with
the single purpose of providing practical as-
sistance for Columbia dealers in merchandising
Columbia products, will be under the manage-
ment of Harold L. Teurs. Mr. Teurs has been
associated with the Columbia Graphophone Co.
and its products for a number of years, and his
previous retail experience well qualifies him for
his new post. He was the organizer and the
head of the sales promotion department of thc
New York branch, and in his new position will
be assisted by a corps of competent and thor-
oughly experienced Colunibia men.

“The sole object and ¢ndeavor of ‘dealer serv-
ice,”” Mr. Teurs says, “is to take from the Co-
lumbia dealers’ shoulders a good proportion oi
the worry and work of planning sales cam-
paigns, and to prepare for the dealer actual ma-
terial for him to use. Elimmnating his time and
work on sales plans will allow him greater time
to devote to the other dctails of the busness,
at the same time giving the dealer a wealth of
time, study and research to his problens

*We hope to be favored with the dealer’s con-
fidence so we may step in and offer the result
of our experience in the talking machine field.
and advise him on all details that go to make
up the successful Columbia retail shop. We
hope to advise him on the equipment of his
salesrooms, the personnel of his sales force,
and to lielp him appreciate the value of Colum-
bia advertising so he may successfully connect
with it to our mutual bencfit. We want to fill the
gap between the dealer and the advertising
department, to the ¢nd that every dollar’s worth
of Columbia advertising will mcan busincss for
that particular dealer. We hope to encourage
the dealer's belief in our whole-hcarted desire
to assist him to a successful and developing
husiness.

“The Columbia Graphoplone Co. is spending
millions annually in developing a demand for

Columbia Grafonolas and Columbia records.
Any Columbia represeutation with ordinary
managing will prove a success. We are not

satisfied with this form of success; we want
dealer development; we want to watch him ex-
pand with us, and to so stimulatc this expansion,
we want him to appreciate the return value in
all forms of modern publicity.

“If we discover some Columbia dealer located

just around the corner off a busy street and
who is losing business by reason of the fact
that passers-by do not know he is there, we
are going to tell him how the proper electric sign
will bring results to him. \We are not going to
tell him what kind of a sign to arrange for;
we're not going to ask him to spend his time
dickering with electric sign manufacturers or
deciding on the sign for his shop. but we are
going to place in his hands the photograph of
an electric sign that will just suit his purpose
and which we have already made up for him and
which is ready for delivery at a cost ridiculously

H. L. Teurs
small by reason of the fact that we have manu-
factured thousands of these same signs for other
dealers.

“Further, we hope to make the ‘dealer service
department’ thoroughly co-operative and en-
courage dealers to transmit to us sales ideas and
plans that have worked satisfactorily and
brought results. Every dcaler should feel free
in giving us the particulars surrounding some
selling plan that has worked advantageously
for him, in order to give all the other Columbia
dealers the advantage of his experience, time
and brains. In turn, we may be able to help
this decaler to a greater business on some simple
little selling plan that some other dealer has
worked out. Mr. Hopkins aptly sums up the
whole ‘dealer service’ idea in a paragraph from
his recent annonncement to Columbia dcalers,
which T quotc:

“‘A Dbig expense is incurred by dealers who
maintain their own publicity department or buy
the services of an advertising agency. Were it
possible for a number of Columbia dealers to
organize and maintain such a department for

ASAPSH

their collective beneﬁt the proportionate ex-
pense would be considerably less. The Colum-
bia Graphophone Co. is taking the responsibil-
ity of presuming that dealers will welcome the
announcement of such a service maintained by
the company, the success and continuance of
which depends entirely upon the support of
the dealers. This department is the dealers’ de-
partment, working in immediate touch with the
sales department in the dealers’ interest. Our
brains and time will be devoted without charge.

‘A dealer will be asked to pay only the manu-

facturing cost of material supplied. The mighty
purchasing powers of the company and quantity
of production will permit our offering sales ma-
terial at an amazingly low figure, compared with
the time, labor and expense previously devoted
by dealers for similar publicity material.

“*Co-operate with us; give us the support we
so earnestly solicit and make this service an
unceasing mutual benefit.

“Returns from dealers on our initial
service efforts were fairly startling,” continued
Mr. Teurs. “We anticipated the co-operation
of a good many dealers. but we were absolutely
overwhelmed by a return that indicated a much
larger spirit of hearty accord and co-operation
than was expected. We knew that a co-oper-
ative scrvice would meet with the approval of
every Columbia dealer, hut we fully anticipated
some little skepticism on their part as to the
practicability of being able to step in their
stores and help their sales. \We are greatly en-
couraged in our efforts and have a more en-
thusiastic, determined desire to do bigger things
for Columbia dealers in the future.”

A TRUE SEN OF PORRIDGE LAND

One of those “freak” sales that happen once
in a long time ocurred recently at the \ictor
establishment of F. F. Herrman, Stapleton, S. 1.
A Scotchman visited this store and asked tc
see several \ictrolas. Manager Burnham waited
on him, and after a few minutes sold him a $110
Victrola. \When it came to the sclection of rec-
ords the purchaser merely glanced at the Victor
catalog and completed his purchase by giving
a blanket order for every Harry Lauder record
in the catalog.

MELODOGRAPH CORP. SCHEDULE

The Melodograph Corp., talking machine and
record manufacturers, of 142 West Fourteenth
street, New York, has filed schedules in bank-
ruptey showing habilities of $16,141, and asscts
of about $4.000, consisting of cash received from
the sale of the assets of the company by the as-
signee. Among the principal creditors are the
Melophone Talking Machine Co., the Melodo-
graph Record Co., Inc.. and Morris Friedberg.

dealer
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Every Victor Dealer Can

PUSH READY-FILE
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New Price

Style X $7.00 Style X1 $7.50

And Increase His Profit | g

THE ONLY PRACTICAL FILING DEVICE FOR VICTROLAS
X AND XTI ON THE MARKET

Ask any important Victor Distributor or write for detailed information to

READY FILE CO., Incorporated

Indianapolis, Indiana
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partment Service!

There is no camouflage about Columbia Sales De-
Merchandising problems solved
in a practical way; dealer helps that drag the passer-
by into your store and make him spend money.
That’s Columbia Service!

Tee—— e ———

Columbia Graphophone Co.

Woolworth Building, New York

STRONG DRIVE FOR HOLIDAY BUSINESS IN INDIANAPOLIS

Prospects Are That 1916 Record Will Be Broken—More Expensive Types of Machine§ Most in
Favor—What the Various Concerns Have to Report Regarding Current Conditions

InpiaxavoLis, INp, December 6.—Indications
from reports of both wholesale and retail talk-
ing machine dealers point to a big, successful
drive for holiday business that should surpass
the record of last year.

The wholesale and retail men already are
beginning to have trouble in getting machines
fast enough and in all likelihood there will be
the usual Christmas shortage of machines. The
wholesale men say that many dealers who
thought they had ordered enough machines to
carry them through the holiday season are be-
ginning to send in additional orders.

Ben Brown, manager of the Columbia store,
says that the November sales show an increase
of nearly 50 per cent. over November of last
year and the chief difficulty at present is in
supplying the demand for machines. Mr. Brown
accompanied S. H. Nichols, the district man-
ager, to Louisville, Ky., last week where they
called on several Columbia dealers. The Graf-
onola Co. of Louisville had an increase of 100
per cent. in sales last month over November of
1916. This company is fitting out a new store
in the Speed Building, which will be ready for
occupancy January 1.

D. Sivado, manager of the Columbia depart-
ment of Herman Straus & Sous, of Louisville,
told Mr. Brown that he expected to smash all
previous holiday records.

The Indianapolis Columbia dealers are giving
Mr. Brown similar reports.

The Baldwin Piano Co. has put on a new auto
truck for the exclusive use of the Columbia
department. C. P. Herdman, manager of the
department, says that conditions are satisfac-
tory and he can see no reason why a big record
should not be made in holiday business. Many
people already have ordered machines for
Christmas delivery.

Robert D. Duffy, the retail floor manager of
the Columbia store, went to Louisville to spend
Thanksgiving.

A. H. Snyder, manager of the Edison shop,
notes a trend towards the $250 model machine,
saying that three times as many of these ma-
chines are being sold as any other priced
models. Mr. Snyder says that business has im-
proved wonderfully and that there is a greater
percentage of cash transactions than ever be-
fore. Tone-test concerts being given by the Edi-
son artists, Ida Gardner and Harold Lyman, and
Betsy Lane Shepherd and Clarence Royer, are
attracting much attention to the Edison shop.

Walter Kipp, of the Kipp Phonograph Co.,
distributors of the Edison machines, says that
his only complaint is the difficulty in getting
machines fast enough. Forty-eight tone-tests
are being given in cities of Mr. Kipp's dealers
and reports reaching him from these dealers are
that the tests are proving highly successful in
stimulating the growing demand for the Edison.

At the Brunswick Shop, George Standke,
manager, reports that business has been hum-

ming. The $130 model is proving the big seller
in the Brunswick line, Mr. Standke says. A
good percentage of cash sales and large down
payments feature the business.

Mr. Standke has ben visited by numerous
dealers from out of town who handle the Bruns-
wick machines and they all have been enthusi-
astic over the arrangement of the shop.

H. E. Whitman, manager of the talking ma-
chine department of the Pearson Piano Co.,
says that business is showing a good, normal
increase and is better than he anticipated on
account of conditions. The higher priced Edi-
son and Victor machines are the best sellers
and the record business is unusually brisk. A
good many Liberty Bonds have been received
as payment for machines. Mr. Whitman says
the Ready File for the Victor mmachines is
proving popular as a Christmas gift suggestion.

A. E. Pfeiffer, manager of the Starr Piano Co.,
says the Starr phonograph and record business
is good and that in his opinion the dealers will
not have enough for the holiday business as
the demand on the factory will be too great.

Edgar Eskew, manager of the talking ma-
chine department of the Mooney-Mueller-Ward
Co., wholesale distributors of the Pathé line,
says that dealers are ordering heavily and that
Christmas business looks exceptionally good.
The $75 and $100 models are proving to be in

the biggest demand. The $125 electric is also
popular. There has been an unusual demand
for Pathé records, Mr. Eskew saying that more
records have been shipped out in the last four
days than have been received in the last four
weeks.

H. A. W. Smith, manager of the Pathephone
shop, says that business exceeds his expecta-
tion. He is confident the holiday trade will
keep his force working overtime. The Pathe-
phone shop has been renovated and redecorated
during the past week.

O. C. Maurer, manager of the Sonora depart-
ment of the Kiefer-Stewart Co., distributors of
the Sonora line, reports that business is un-
usually great and the big trouble has been keep-
ing up with the demand.

At the Stewart Talking Machine Co., dis-
tributors of the Victor machines, business is
much bigger than it was last year. C.-B. Gil-
bert, a Victor field representative, who visited
the Stewart Co. last week, said that both in
Kentucky and Tennessee dealers were report-
ing difficulty in getting machines fast enough
and that business in Victors everywhere ap-
peared to be booming.

Emerson Knight, advertising manager for the
Stewart Co., has been accepted for the balloon
division of fhe army and will be called into
service within the next two monuths.

George Stewart, manager of the wholesale
firm of the Stewart Co., has been named office
manager of the state fuel administration with
offices in the Federal building.

PRE-WAR PRICES

380 Lafayette Street, New York

Melophone Single Spring Motor

Simple in construction, the most satisfactory and durable of all small motors.
Plays 2 ten-inch records with one winding.
Three years’ successful record as the best single spring motor manufactured.

Melophone Talking Machine Co.

IMMEDIATE DELIVERIES

29 E. Madison Street, Chicago
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DICTATING MACHINES NOT TAXABLE

Provisions of War Revenue Act Do Not Ap-
ply to Such Types of Phonographs or Talk-
ing Machines—Ruling of Revenue Collector

Although apparently slow progress is being
made in solving some of the puzzles found in
the War Revenue Act, the Treasury Department
has nevertheless given some interesting rulings
in specific instances, direct and through local
Internal Revenue collectors. Among the rul-
ings of particular interest to the trade is that
announced by Wm. H. Edwards, collector of the
Wall street district, New York, to the effect that
machines used for dictating purposes, like dic-
taphones and dictagraphs, are not subject to tax,
not being classed as musical instruments. He
has also emphasized the point that the provi-
sions of the act in no case affect those pri-
vate owners of talking machines, etc., who had
the instruments in their possession before the
law went into effect, and that the tax can only
affect machines unsold at the time the tax bill
. was passed.

RECEIVER FOR LORIMER-HICKS CO.

Talking Machine Manufacturers of Troy, O., De-
clared to Lack Capital

Troy, O., December 3.—A receiver has been
appointed for -the Lorimer-Hicks Mfg. Co.,
makers of the “Lorophone” talking machines in
this city. It is stated in the petition that, al-
though there are plenty of orders on hand, the
company has insufficient capital to operate. The
assets of the company are given as approximate-
ly $65,000, and liabilities $52,000. The company
is capitalized at $50,000.

The Huntington Park Hardware Co., Hunting-
ton Park, Cal., has secured the agency in that
city for the Columbia Grafonolas, records and
supplies and have installed a large stock in their
store.

OFFERING SALES-BUILDING SERVICE

Jones Motrola, Inc., Advertising the Motrola in
National Magazines—Provide Advertising Lit-
erature for the Use of the Retailer

Jones Motrola, Inc., the manufacturers of the
Jones Motrola, the successful electric winding
device for talking machines, have recently been
paying particular attention to their publicity,
both through the magazines and through litera-
ture for dcaler display and distribution.

In the Saturday Evening Post of December 1
there was an attention-compelling full-page ad-
vertisement devoted to the Motrola and which
pictured in a practical manner the usefulness
of the device. The advertisement carried a par-
tial list of the dealers handling the Motrola,
thereby making the advertisement particularly
effective from the dealer’s standpoint. The
Saturday Evening Post ad was reproduced in
the form of a large hanger, and sent out to
dealers for display in their windows and ware-
rooms.

In order to stimulate holiday sales, Jones
Motrola, Inc., have prepared for dealer’s use a
most attractive folder cmphasizing the desira-
bility of the Motrola as a Christmas present.
The folder has suitable holly decorations, and
there is space on the back page for the dealer’s
name. There has also been issued a carefully
compiled folder for the use of the salesman and
containing information about, and arguments
for, the Motrola.

Special booth hangers, in rich colorings, and
free electrotype secrvice for local advertising by
dealers are also included in the Jones Motrola,
Inc., plans for co-operation with their retailers.

The Phonograph Shop, Inc, of Tulsa, Okla,,
has purchased the Edison business of the R. C.
Bollinger Music Co.

Wages have gone so high in many places that
the men have to strike to get time to spend their
money.

LANTERN SLIDES FOR DEALERS

Victor Co. Announces Series of Fifty Specially
Designed Slides for Use of Retailers in Neigh-
borhood Motion Picture Theatres

The Victor Talking Machine Co. has just pre-
pared for the use of its dealers an elaborate
series of fifty specially designed lantern slides
intended for display in the moving picture the-
atres of the country. The slides are all dif-
ferent, and two of them, numbers 201 and 203,
are so designed that the dealer can have shown
on the slide any particular artist or any par-
ticular type of machine desired. The slide
showing the artist is especially suitable for use
in connection with the appearance of that par-
ticular artist in concert in the dealer’s city.
All the slides with the exception of one, which
is free, are furnished to the Victor dealer at 25
cents each postpaid. Many of them are de-
signed particularly for use during the Christ-
mas season and should be ordered at once if
the full sales effect is to be obtained.

In announcing the new slides the Victor Co.
calls attention to the fact that it is estimated
that 13,000,000 attend moving picture shows
daily in this country, and they for the most part
represent neighborhood crowds coming from the
dealer’s own territory.

NOW LIEUT. PAUL PENNINGTON

Frank K. Pennington, assistant general sales
manager of the Columbia Graphophone Co.,
New York, was advised last week that his son,
Paul Pennington, had been commissioned a
general officer in the U. S. Navy; his appoint-
ment being that of a lieutenant with his present
headquarters at Annapolis. Lieut. Pennington,
who reported for duty on December 3, is a
graduate of the University of Pennsylvania with
the degree E.E., and is also a member of the
American Institute of Electrical Engineers. He
has spent the past few years on intensive re-
search work, and is destined to achieve signal
success in his chosen profession.

MERRY  XMAS

940 CHESTNUT ST.

Fischer says:

December 25th is Near

PROSPEROUS NEW YEAR

Have you, Mr. Dealer, enough PATHEPHONES

to deliver on that day ?

Will you lose the sale of a particular model PATHE
on Xmas Eve because you haven’t it in stock ?

For your sake—Don’t lose that sale

For our sake—Order at once

The Fischer Company

(OLDEST PATHE JOBBERS)

CLEVELAND, OHIO

“Railroads are congested; express com-
panies are overburdened; everything to be delivered
for Christmas should be ordered NOW.”
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SITUATION IS SATISFACTORY IN PITTSBURGH TERRITORY

Campaign for Holiday Business Producing Results and Stocks of Machines and Records Are in
Fair Shape—Prove Wisdom of Ordering Early—What the Trade Reports

Pirtssurch, Pa., December 4—The talking ma-
chine business in Pittsburgh and adjacent terri-
tory is on the upward trend, and dcalers report
an early rush of holiday buying. Christmas
displays are now in evidence everywhere, with
seasonably cool weather creating a favorable in-
terest in talking .machines as gifts. The sup-
ply of machines has increased, as jobbers are
receiving more prompt deliveries from the fac-
tories, and in most instances the present active
demand is being taken care of better than for
some time past. The chief obstacle that threat-
ens to interfere with the movement of goods to
dealers at surrounding points is the placing of
embargoes upon outgoing freight shipments
Most of the roads are accepting shipments only
two days a week. \Wholesale distributors state,
however, tliat the trade has been generally well
supplied, as the difficulties of transportation had
been anticipated by placing orders far enough
in advance.

The Columbia Graphophone Co.’s local whole-
sale branch reports business highly satisfactory
for the month of November, despite transporta-
tion difficulties, and the outlook is quite favor-
able. The chief handicap has been in securing
enough machines to supply the urgent demand.
Manager Kcnneth Mills states that every in-
dication points to an unprecedented call for
both records and machines in December. The
beautiful Columbia art models, retailing as high
as $2,100, are now on display in Pittsburgh and
at other points in the territory controlled by
this branch. They are commanding attention
from all sides, Mr. Mills reports, and have been
reccived most. enthusiastically by the dealers
handling them.

The Columbia special Christmas displays,
shown throughout the Pittsburgh district, are
attracting no little attention and favorable com-
ment. This trim, the first of a series to be is-
sued by the Columbia Co. consists of eight set
pieces with attractive banners and cards. °

The C. A. House Co. held a grand opening
of their new talking machine department at
Steubenville, O., on November 27. The affair
was a brilliant social and trade event, and was
attended by a number of leading music dealers
from different parts of the country. Manager
Cooper carried out an elaborate program of
entertainment, with vocal and instrumental mu-
sic throughout the day, and flowers were pre-
sented to all visitors. Col. and Mrs. House, of
Wheeling, W. Va, were present, and received
the congratulations of their host of friends and
patrons.

The C. A. House Co. are prominent piano
dealers of Wheeling and Steubenville, and have
heretofore also operated a talking machine de-
partment at the former place. The company
cnjoys a wide prestige and a rapidly growing
piano business at Steubenville, and the new
department was established to care for a de-
mand for talking machines. The quarters have
been enlarged and now comprise a spacious
double store, handsomely furnished and equip-
ped. The Columbia line is handled exclusively.

Manager Brennan, of the Pittsburgh wholesale
distributing agency for the Pathé Pathephone,
reports an excellent voluine of holiday business,
both in machines and records. The movement
during November showed a marked increase
over previous months throughout this terri-
tory, Mr. Brennan states, and a big December
trade is in prospect. A majority of the Pathé
dealers have strengthened their stocks for the
Christmas rush, and supplies 'in most instances
are ample.

A number of new Pathé agencies have been
established during the past month, Mr. Bren-
nan reports. The Kittanning Supply Co., Kit
tanning, Pa., has opened a new talking machine
department, and will feature the Pathé line ex-
clusively. G. W. Sharpnack. Rice's Landing,
Pa., installed several demonstration parlors re-
cently, and will represent the Pathé. M. Smith
Ridgeway, Pa., has taken on the Pathé line, and

will featnre it in addition to the Victor. J. C.
Campbell, Clarion, Pa., also a Victor dealer, is
now handling the I"athé line.

Business at the attractive P’athé shop, Lib-
crty avenue, this city, is quite active, Mr. Stewart
reports, and Christmas buying has begun in carn-
est. Demand continues to run noticcably to the
better grade machines. At H. M. Pickering &
Sons’ Pathé retail department, Eleventh strect
and Penn avenue, a phenomenal trade is also
being enjoyed at this time.

L. C. Schauble, prominent Columbia talking
machine dealer at Twenty-first and Peach street,
Erie, Pa. formally opened his newly enlarged
store on December |. Judging from the size of
the attendance and the interest exhibited in the
new art models, the opening was a big success.
Mr. Schauble presented every lady guest with
handsome souvenirs. The Schauble store has
been enlarged to double the size of the original
quarters, and is now one of the finest talking
machine shops in Erie. There are seven spa-
cious booths, modernly equipped and beauti-
fully furnished.

The Standard Talking Machine Co., promi-

nent local Victor distributors, report business
seasonably active throughout the territory. A
large auto trucle has been added to the equip-
ment for facilitating deliveries to and from
freight depots.
" French Nestor, manager of the Standard Talk-
ing Machine Co., visited in New York City the
latter part of last month, and on November 21
delivered an address before the Talking Ma-
chine Dcalers’ Association there. His topic
was “The Advantage of Association Work”

The Davis Drug Co., Altoona, Pa., recently
held a very successful formal opening of their
new Columbia talking machine department. The
line is displayeé effectively in elegantly fur-
nished showrooms, and the department is at-
tracting much favorable attention. G. B. Davis

states that he is encouraged by the surprising
volume of business accruing in the first month
of the department’s existence.

J. Newcomb Blackman, of New York, presi-
dent of the National Talking Machine Jobbers’
Association, accompanied by Mrs. Blackman
and Louis Buchn, the well-known jobber of
Philadelphia, were visitors in Pittsburgh, No-
vember 21.

The Kaufmaun Bros. talking machine depart-
ment is in the midst of a lively rush of holi-
day trade, Manager E. F. Harwood reports.
both machines and rccords being in extremely
active demand. To relieve congestion of the
department on the eleventh floor and for the
convenience of patrons a record service has
been established on the main floor and the
slogan is “All the records all the time.” Both
the Victor and Columbia lines are featured.

Dc Coster Bros. have opened a handsome new
talking machine shop at Jeannette, Pa. The Co-
lumbia line is featured exclusively. The store ad-
joins their attractive ice-cream parlors, in which
line they enjoy a long-established reputation in
Jeannette.

The Pittsburgh Retail Talking Machine Deal-
ers’ Association will hold its regular monthly
business meeting December 11 at the Atlantic
Gardens, and plans have been laid for an en-
joyable evening.

George Lyons, of the traveling departinent of
the Victor Talking Machine Co., called upon the
local trade the week of November 26.

PHONOGRA_PH FOR ALBANY BOYS

Arsany, N. Y., December 3.—The Second Field
Hospital Corps, recruited in this city, was recent-
ly presented with an Army and Navy Model,
Ldison phonograph, by the Ladies’ Auxiliary
of the orgaifization, the instrument being pur-
chased from H. & J. Pommer, 153 South Pearl
street, the local Edison dealers.

Rome was not built in a day, nor a business
reared on a single ad.

Tone Arms and
Sound Boxes
(Genuine Mica)

Our new universal tone
arm and sound box, No.
3, has proven a big suc-
cess. Has all the desired
requisites in the way of
producing a clear, rich and

musical tone.

Price ......

296 Broadway

KOCH-O-PHONE |

The KOCH-O-PHONI is the FORD of the
Phonograph world.
name or expensive advertising added to the cost.
Most people would rather pay $48 (resale price)
than $100 for the same amount of pleasure.
Plays all makes of disc records.
ing nceded in exchanging from one make of rec-
ord to another. S
change needle to suit make of record.
chine for tonal quality and volume is not excelled
by any $J00 machine on the market.

No. 23--Height 43 in., width 19%5 i, depth 22 in.;
double spring worm driven motor; 12 in. turntable,
all metal trimmings are nickel plated; made in ma-
hogany 1
125 1bs.

In Lots of One Thousand

ANDS KOCH c Manufacturer

$24.50

There is no charge for the

No disconnect-

Simply turn the sound box and
This ma-

hnish.  With tone modifier; weight about

.............................. $24.50

cee....$1.50

No. 2
Real Mica, 95¢
in 100 Lots
Imitation Mica, 85¢

NEW YORK
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‘““Compare,’’ we say to readers of Columbia adver-
‘““‘Investigate,”’ we say to dealers.
more you know about Columbia products and,the
practical merchandising helps the Columbia Dealer
Service Department offers to dealers the more you

tisements.

will want to become a Columbia dealer.

Columbia Graphophone Co.
Woolworth Buflding, New York

The

W’

TALKING MACHINES A “NECESSITY” IN THE TWIN CITIES

Increasing Demand for These Instruments for Both Home and Camp Purposes—Big Campaign
of Publicity Instituted for Holiday Business—The Strike Situation

St. PauL and MinNEaroLls, MINN., December 5.
—Music reproducing machines, whether named
talking machines or phonographs or some other
combination of “phone” and “graph” would ap-
pear to be a houselold necessity in the Twin
Cities judging from the display that is made of
thesc instruments by the music houses and the
department stores. Phonograph advertisements
have the conspicuous pages in the daily news-
papers and the department stores save their best
windows for their display.

What the sales will aggregate for thc holiday
season alone is not easy to determine, but the
figures will be up among the leading commodities
in the totals. A phonograph is a staple article
of commerce in this section of the country.

The fact has become morc noticeable since
the National Guard commands and the National
Army were called out. While the military au-
thorities refused to assign any of the National
Army cantonments to Fort Snelling and also
hurricd the guards away as soon as they had
mobilized the latter remaincd long enough to
bring some business to the dealers in talking
machines. Scveral Victrolas and the Army and
Navy style of the Ldison went out to Fort
Snclling before they got away, and had Fort
Snclling received what the local people believe
would have becn a fair proportion of the guards
and the army therc would have becen a big trade
in talking macliines and records to the soldicr
boys. As it is the people back home arc for-
warding records to the various camps in a con-
tinuous stream.

These instruments also have become a ncces-
sity in the public schools, not only for entertain-
ment purposes, but as an aid in teaching. [Prac-
tically every school in the Twin Cit'es has ma-
chines, and the effort is being made to install
one in every room, so great is the utility of the
instruments in teaching.

Miss Blanche Sorcnson, formerly with the Vic-
tor Co,, is at the head of the education campaign
conducted by W. J. Dyer & Bro., and any one
doubting that the talking machine has become
a public necessity should follow in her wake
for a fcw days.

Should talking machines be left off the list
of freight esscntials it will it Minncsota a seri-
ous blow and not entircly from a financial stand-
point cither.

The Columbia Co. is taking a conspicuous
part in the advertising campaigns now being
conducted in the Twin Cities. The addition of
the Columbia line to the Foster & \Waldo trade
has given it an increased vogue, particularly in
Minneapolis. At the same time houses like the
T. C. Borg Furniture Co., the Bonyea Co. and
Howard, Farwell & Co. are making notable Co-
lumbia displays in St. Paul.

The Victrola business is unprecedented ac-
cording to veracious statements of the jobbing
houses and retail dealers alike. It is impossi-
ble to obtain ccrtain lines of Victor goods and

that’s all there is to it. The dealers perforce
must do the best they can with what is doled
out to them from the headquarters and see a
lot of nice business escape them but they smile
cheerfully over their losscs.

E. F. O’Neill, of the Beckwith-O'Neill Co.,
states that the retail men are in positive distres-
as they have no reserve stock worthy of the
rname and the demand is much heavier. Foster
& Waldo have sent out wires in all directions
to ship anything over $30 machines without
delay and regardless of style or wood, any-
thing that has a Victor name on it.

Just as if the Victor dealers did not have trou-
bles enough they now are threatencd with
scarcity of rccords. The old standard composi-
tions are hard to get and certain favorites the
Beckwith-O’Neill Co. can’t supply.

W. J. Dyer & Bro. have disposed of their
Fdison cylinder line to Laurence H. Lucker,
president of the Minnesota Phonograph Co. The
Dyecrs handled this line for about fourteen
years, and werc instrumental in giving it a wide
prestize in the Northwest. George Mairs,
manager of the talking machine department, ex-
plains that the sale is made solcly for the con-
venience of the house in consolidating its stock
and giving additional space for its expansion
plans. The Edison instruments have been go-
ing out in carload lots of late.

The Brunswick phonograph is making a bid
for the public attention through conspicuous
newspaper advertising, the biggest publicity
work being by Boutell Bros., a large furniture
house in Minneapolis.

The Twin Cities are in the heat of a street
car strike, which may upset the hopes of the
people for a peaceful period. Organized labor
and the State public safety commission are
deadlocked on a proposition of wearing union
buttons by a small portion of the street rail-
way employes. The labor leaders insist that
Federal authorities settle the matter, but to this
the Governor and the commission are opposed.
As yet there has been no serious interruption
to business, except to the saloons, which have
been closed for a day or two at a time, as the
authoritics deemed advisable.

SECURING ORDERS FOR READY FILE

Frank O. Wilking, President of Ready File Co.,
at Present Covering the East

Frank O. Wilking, prcsident of the Ready
File Co., Indianapolis, is at present in the East
calling on the trade in the interests of the Ready
File. The very convenient and successful filing
system for talking machine records. The re-
sults of his trip thus far have been gratifying,
he having taken a large number of orders for
immediate and future dclivery. The holiday
demand for this important accessory has broken
all previous records.

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

Qur 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” $7.50
Carrying Straps: No.1 $1.00; No. 2 $2.00; No. 3 $3.50

ORDER SAMPLE COVER ON APPROVAL

With Name of Macbine silk embroidery on any Cover; extra,.. 25c.
With Dealer’s Name and Address, first Cover; extra________.$1.00
Same on additional Covers, cach extra...__.......________..50¢c

Write for booklet

THE C. E. WaRrD 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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A Finished Product

Reaching the highest pinnacle in the
Art of Reproduction—Cabinet
bullding and mechanical
perfection

A phonograph in the construction of
which no expense has been spared and
assembled with the greatest of care.

CABINETS. Superlative in their artistic design and heautiful
finish.
TONE.—Interprets records of auy make more clearly, dis-

tinetly, naturally, and without the slightest rattle or hlast than
it is pessible te conceive. Surface noises eliminated.

Adam, 21x22x45. $100. Queen Anne. 21x22x46. $150.

VOLUME.—Greater than usual and regulated to any shade
from any part of the room-—by the operator,

MOTOR.—A wonderful piece of mechanism, in a class by itself
for smooth, quiet running and winding. We claim for this
motor that it is unegualled for efficiency and noiselessuess.

ELECTRIC MOTOR.—We will install our electric motor in
any of our styles at an additional price of §25 for any model.

RECORD CONTAINERS.-—Commodious and convenient to the
highest degree. Capacity from 80 to 200 records.

OTHER QUALIFICATIONS

Positive Auto Stop.
Wood Ilorn.

Early American. 22x39x36. S$115. Jewel Toints. Adam. 22x39x36. §140.
Point always on centre for all recovds,
Plays all records.

Remosc one screw to expose motor,

Since 1863 The Widdiconih Furniture Company has been one
of the lavgest and highest-class manufacturers of fine furniture
in Grand Rapids—the home of fine furniture—and are too
sound and couservative an institution to make the ahove claim
witheut facts as foundations.

We offer eight models—four conventional uprights and four
tahle types, in mahogany or walnut, ranging in prices from

$100 to ¥250

Being from $25 to §100 bLelow the usual list prices. Owing to
low overhead carried by the phonegraph division, and the fact
that we make all our most expensive parts.

Chippendale, 23x40x36. $200.

Catalogues Now Ready

This line is the dealers’ opportunity to offer the acme of value
to the prospective customer and enjoy for themselves an un-
usnal discount.

PHONOGRAPH DIVISION

The Widdicomb Furniture Co.

Established 1865

Grand Rapids " Michigan

AT.TENTI'ON, INVENTORS—While our product is
equn;.)ped with every known improvement we will gladly 3
Chippendale. 23323548, $250, consider any new inventions. Colonial Adam. 24x23x48. S$175.
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HOW NEW YORK EVENING WORLD CARTOONIST SIZES UP THE TALKING MACHINE TRADE

T SIMPLY CANT

NEMT BOTH PLPY!
THAT HiDEOUS
'ﬁecoepu

Wi WOUND U} AN
HeS A STopein! Beycy
JPAT ALWwAY S WORLS.

AYS GUESS WHAT_OUSTOMERS
UST_BY cooKING AT THEM !

ENTHUSIASTIC OVER

HOLIDAY PROSPECTS IN ST. LOUIS

Jobbers and Dealers are Especially Pleas—ed Over Conditions in Country Districts—Refuse to

Send Records on Approval—Columbia “Bed-Time” Series Popular—News of the Month

St. Louis, Mo., December 8.—There are some
spotted reports heard as to the Christinas. Some
dealers report an increased number of holiday
sales in storage, others assert that the number is
far less than usual. The jobbers are enthusi-
astic over the prospects and the orders already
on file and those filled. There is less talk as
to a lack of machines this year than for sev-
eral years, but on the other side there are more
of the formerly exclusive dealers who have
added a second line and are prepared for the
worst. Jobbers assert that the small dealers
and the country merchants are quite enthusi-
astic over the showing so far and are liberal
with their orders for December shipment. Of
course, the larger dealcrs have made their case
as to stocks and they appear to be rather con-
fident of the situation.

The recent record trade apparently has been
heavier than therc is precedent for and to a large
extent unexpected. Apparently the factories have
been able to meet the demands in fair way, for
few complaints are heard. Extraordinary prep-
arations are being made for handling the gift
trade during the holiday season, a trade which
has been growing as the ownership of machines
is extended.

During the past month the Artophone Co., at
1113 Olive street, has been showing more en-
thusiasm over the local trade than at any pre-
vious stage of its existence. Daily newspaper
advertising has been carried for the $55 model,
recently put on the market, and R. H. Cone,
Jr., reports a surprisingly good business. He
says that he now is realizing the benefit of the
name “Artophone,” which has been on the mar-
ket for three years, but has never been adver-
tised previously except in a quiet way. Until
two months ago the Artophone made no bid
for retail trade.

Wholesale Manager Salmon, of the Columbia
Co., reports an enthusiastic reception of the
“Bed Time Stories,” as the Thornton Burgess
records are known. He took them to the trade
the first of the month and found every dealer

ready to welcome themm. A good drive also has
been made on the sets of special holiday card-
board show cards for Columbia records, Mr.
Salmon says. “I do not see how business could
be much better with us,” was Mr. Salmon’s sum-
ming up of the situation. "Our dealers are en-
thusiastic and confident and our orders are tax-
ing our capacity.”

Manager Guttenberger, of Aeolian Hall, Vo-
calion department, was making a private show-
ing early in the month of the new models of
Vocalions in square cabinets. These models,
which were to be priced from $215 up, amazed
the practical men of the trade who were invited
to give them an inspection.

The executive committee of the Victor Deal-
ers’ Tristate Association, reported elsewhere,
has decided to open a record exchange for
members. J. F. Ditzell, of the Famous & Barr
Co., who made the suggestion, will work out
details. Members overstocked with certain rec-
ords will post their list with the secretary and
see what exchanges can be made. Settlements
will be made monthly. E. A. Rauth, of the
Koerber-Brenner Music Co., has been made
chairman of the publicity committee with power
to select his associates.

The Murmann Co. has opened a salesroom for
the Grand-Trolia machine, which is made in
various models at a long scale of prices.

The Artophone Co. will soon offer the Gennett
records in addition to the Emerson records,
which have been handled for several months.

Miss Rose Rosenblatt, who was in charge of
the phonograph department for the Brunswick-
Balke-Collender Co., has joined the Aeolian Hall
staff to take charge of the record department.
Miss Schroeder, who is in charge of this de-
partment, has joined the Mengle Music Co. staff.

The Mozart Talking Machine Co., formerly
working in connection with the Missouri Fur-
niture Co., has acquired the Colonial Cabinet
Co., recently damaged by fire, and soon will
have a cabinet factory going of its own.

The Kieselhorst Piano Co. has ceased to send

out Victor records on approval. A. M. Magoon,
manager of the talking machine department,
says that the new plan is working out well and,
barring the first few disappointments, there have
been no complaints and no worth-while cus-
tomers have been lost. The customers are
urged to come and hear the new records month-
ly.

This step was taken after careful record was
kept of the number of records involved in the
approval plan, the damage and the extra stock
accumulated in an effort to keep a working sup-
ply on hand. It was shown that the sales did
not justify the expenditure and the trouble.
Later sales have proven this. No effort will
be made to scll sealed records, as the records
handled are kept clean until sent out.

As a part of the exhibit supplied for the open-
ing of the new warerooms of the Silverstone
Music Co., it is announced, is the original pho-
nograph made by Thomas A. Edison, the one
with the tinfoil for the record.

NEW.RECORD OF MISSOURI WALTZ

Victor Co. Announces Twelve-Inch Record of
Popular Number by Smith’s Orchestra

In response to a strong demand from the
trade for twelve-inch orchestra records of the
tremendously popular “Missouri Waltz,” the
Victor Talking Machine Co. has announced a
record of that type (35663) played by Smith’s
Orchestra, and bearing on the reverse side
“Kiss Me Again,” by the same author.

The new record has not been listed in the
January advance list, but dealers are advised that
they may have orders now on file for the ten-
inch band records of the waltz filled by the
twelve-inch orchestra record, if they notify their
wholesalers accordingly.

CLOSING A GREAT BUSINESS YEAR

1. Davega, Jr., Inc., Victor distributors, re-
port that they are closing an exceptionally fine
year. 1. Davega is now back at his desk after
an absence of about one and one-half years,
and is anxious to welcome his friends who are
numerous in the trade.

ically represents a distinct achievement.

The GABELOLA

The Home Entertainer Supreme

Plays a repertoire of 24 numbers continuously, doing all the work itself. The owner does
not have to change the needles, records or wind the motor. It plays any lateral cut record.

It is decidedly artistic in appearance, has a wonderful tone, and musically and mechan-
It is absolutely uniqu<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>