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The best-known trade mark in the world

“The Victor talking machine’s design, ‘His Master’s Voice,
pas 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

SONORA
PORTABLE

$60

HIS, the highest grade

Portable, is a big seller.
It has the characteristic
rich Sonora tone and ap-
peals instantly to automobil-
ists, vacationists, students,
soldiers, and all who have
use for a small, quality
phonograph. Plays all
makes of disc records, all

Al

CLEAR AS A BELL

AST vear Sonora’s sales
were over one hundred
times what they were

four years ago. :
Only a phonograph of extraordinary
excellence, you realize, could make

such a phenomenal record. Sonora
dealers make money.

Sonora’s big sales are eriesowing to thefilling
the result of Sonora’s of previous orders of

exceptional merit, more foresighted deal-
Sonora's liberal, pro- ers)—now—investigate
gressive selling policy, the remarkable oppor-
and Sonora’s original, tunities which are
l forceful advertising. offered to you through
Now—(not six months the sale of this superb
from now when you instrument which,
may be troubled be- point for point, is un-
cause of delayed deliv- equaled.

sizes. Weight only 15
pounds complete.

At the Panama-Pacific Exposition Sonora
won highest score for tone quality

$30 $55 60 385 $105 §$110 $140 $160
$180 3200  $275 3375 $500  $1000

Art models made to special order
Write today regarding selling Sonoras in 1918

Sonora Phonograph Sales Company, Inc. i

[ GEORGE E. BRIGHTSOY, President
Executive Offices: 279 Broadway, New York City
DISTRIBUTORS IN “ONVENIENT CENTERS THROUGHOUT TIE COUNTRY

‘'onora operates and is licensed under BASIC PATENTS of the phonograph industry
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IMPORTANT CHANGE IN TACOMA

Shaw Supply Co. Takes Over the Eilers Talking
Machine Co. and Now Handles Three Leading
Lines of Machines and Records

Taconma, WasH., February 1—John Ramaker,
manager of the phonograph supply department
of -the Shaw Supply Co., 1015 Pacific avcnue,
announces that his company has taken over the
Eilers Talking Machine Co.

“We have been handling the Edison and Co-
lumbia machines,” said Mr. Ramaker, “and with
the addition of the Victor machine we will now
be carrying the three standard makes of talking
machines. We are enlarging our space to accom-
modate our new stock and will have three new
record rooms, making a total of eight record
rooms.”

Mr. Ramaker also announced that with the
addition of stock the Shaw Supply Co. will in-
troduce a novelty into Tacoma in the form of
daily talking machine recitals. Thc artistically
and comfortably furnished record room at the
front of the Shaw Supply Co. will be used for
these recitals, which will be given daily from 10
a. m. until 5 p. m.

“When I was East recently,” said Mr. Ra-
malker, “‘these novelty recitals given daily by the
various music houses were very successful. Some
of the houses even served tea during the after-
noon. Women down town shopping would drop
in and listen to the music for a few minutes.
We will commence these recitals at once and in-
vite all Tacomans to attend.”

W. M. RANDOLPH WITH B. H. ROTH

Takes Charge of Victrola and Sporting Goods
Departments in Big Stores in West New
York, N. J.—Expects to Increase Business

William M. Randolph, formerly connected
with Landay Bros.,, New York, is now associated
with B. H. Roth, of West New York, N. J., one
of the largest exclusive Victrola dealers in Hud-
son County. Mr. Roth has enlarged his parlors
and taken the two adjoining stores, adding large
and well stocked sporting goods, kodak and
toy departments. Mr. Randolph will have full
charge of the Victor and sporting goods de-
partments and expects to increase the business
materially. The sporting goods line is not new
to Mr. Randolph, for he was formerly buyer of
sporting goods for a large New York house. He
also has had wide experience in the talking ma-
chine field. ’

TALKING MACHINES FOR HAITIANS

Natives of West Indian Island Show Strong
Desire for American Products

Since the occupation of Haiti by the United
States there is said to have developed throughout
the island a strong demand for merchandise
made in this country, says the New York Times.
The latest manifestation of this development is
a number of orders for low and medium priced
phonographs which exporters in this city have
received during the last few weeks from Haitian
importers to replace goods formerly obtained in
Europe. Some of the higher-priced machines
have also been sought, though in more or less
limited quantities. The South American trade
in Amierican phonographs seems to be continu-
ing strong in spite of high freight rates and the
difficulties of transportation.

The advertising of your store is a reflection
of its personality! You are as much a part of
the store’s advertisement as the printed daily
store news! You are part of the “inside adv.”
the daily paper and auxiliaries represents the
“cover and trimmings!”

GALLI-CURCI SCORES IN NEW YORK

Noted Victor Artist Heard With Chicago Grand
Opera Co. in New York-—Her Remarkable
Career—Puts Royalties Into Liberty Bonds

One of the stars who are making history with
the Chicago Opera Company, which has at-
tracted large audiences at the Lexington avenue
Opera House, New York, the past few weeks,
is Amelita Galli-Curci. This distinguished so-
prano was not entirely unknown, either here or
in the West, for her voice, through the Victor
records, has long been appreciated. Naturally
the desire to hear this artist was strong, and
there was much uneasiness when it was rumored
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Mme. Amelita Galli-Curci, Soprano
that owing to a needed rest she would not be
able to sing in this city, but this newest of
prima donnas, unknown in this country a year
and a half ago, appeared in New York and con-
quered. As a matter of fact she swept musical
New York off its feet.

Mme. Galli-Curci's career is an interesting
one, and it appears that she has never had a
singing lesson in her life, that as a girl she heard
all the operas at La Scala; that Mascagni, her
piano teacher (she was a professionial pianist
before she became a singer), told her singers
were born, not made; and, having found she
was so born, she had taught herself. And never
would she let any one, not even her husband,

. hear her practice (if practice is the right word

for what coloratura sopranos do when in train-
ing). She locked all the doors, she said, and
made her piano her only intimate.

The Italian soprano confesses that in an in-
credibly short time she has collected royalties
from 450,000 talking machine records and put

‘this money into Liberty Bonds—practical and

patriotic, isn’t it? Mme. Galli-Curci and her
painter husband, Luigi Curci, who is a marquis
but doesn’t mention it, who are “at home” at 27
West Sixty-seventh street, have expressed them-
selves as delighted with New York and its peo-
ple.

Next spring Mme. Galli-Curci expects to visit
California. One fact stands forth, that no mat-
ter where she goes her voice and her ability
will be known in advance by reason of her
Victor records—among the greatest aids to pub-
lic appreciation existing to-day.

INTERESTING THE CHILDREN

The children of to-day are the men and women
of to-morrow. Build for the future of your
store by cultivating the children to-day. Im-
pressions are easily made. It will not be hard
for a talking machine dealer to win their friend-
ship, he has such a fascinating line to interest
and entertain them. And they'll not forsake you
later, when they grow up.

AFTER MISLEADING ADVERTISERS

Talking Machine Trade Should Be Interested in
Efforts of Music Industries—Better Business
Bureau to Protect Legitimate Business

The Music Industries Better Business Bureau,
which has headquarters at 432 Broadway, Mil-
waukee, Wis., with C. L. Dennis as secretary, is
doing good work in checking fraudulent ad-
vertising of musical instruments in various sec-
tions of the country.

As has been stated before in The World, the
bureau makes a monthly report of its activities
and the report for December recently issued is
particularly interesting. Although the bureau
was organized under the direction of the Na-
tional Association of Piano Merchants, Secretary
Dennis has also directed his attention to adver-
tising of all types of musical instruments, in-
cluding talking machines. Among the cases
handled by the bureau during December were
two in Chicago, Ill, both concerning the adver-
tising of talking machines in a misleading man-
ner.

One dealer used the name of a prominent ma-
chine as the basis for selling his own instru-
ments, and the other made most extravagant
statements regarding the capacity of the factory
producing his machines and the profits that
could be made by selling them. In the first case
several papers were persuaded to refuse the ad-
vertising, and similar action is expected in the
second instance.

Talking machine dealers throughout the coun-
try who are suffering at the hands of unscrupu-
lous advertisers and “gyp” dealers, would do
well to acquaint the Better Business Bureau
with the facts.

PRICE CUTTING A MENACE

Damaging to the Manufacturer and Inimical to
the Public Welfare—Points Worth Considering

Price cutting is not only damaging to the
manufacturer but also inimical to public wel-
fare. Careful buyers do not care to deal with
the price-cutter. They rightly question his good
faith, suspect he has a different price for differ-
ent buyers, and are convinced that when he loses
on a standard article this sacrifice is made up
on other articles. The person who never buys
unless he can gef a bargain, the haggler over
prices, is the advocate of the price-cutting prac-
tice. Fixed prices have stabilized business and
given a fair field to, the small dealer, who is
hardest hit by the price-cutting practice. We
are glad, therefore, remarks Leslie’'s Weekly,
that one of the leading makers of an advertised
commodity has determined to fight in the courts
the Government indictment that the company’s
refusal to sell its products to dealers who per-
sistently cut prices is in violation of the Sher-
man law. We agree with Mr. Sidney Colgate
that a *“‘great ethical principle” is here involved
that affects vitally the entire manufacturing in-
dustry, that every manufacturer has ‘“the moral
and legal right to protect his good will and his
good name.”

HOW JARDINE IS “DOING HIS BIT”

A. E. Jardine, who conducts the Sonora
Phonograph Agency at 711 Boardwalk, Atlantic
City, N. J., has just lost his best demonstrator
in the person of Fairfax A. Jones, who has
joined the Aviation Service. Last April Mr. Jar-
dine’s son, who was acting as sales manager of
this establishment, joined the Naval Service,
and is now a commissioned officer on the U. S. S.
“Wisconsin” “somewhere at sea.” Meanwhile, Mr.
Jardine is not only loyally contributing to the
forces of Uncle Sam on land and sea, but he is
“doing business as usual,” and thus helping to
stabilize industrial conditions.
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Why the Salesman Who Oversells His Customer
Is Not Exercising Good Business Judgment

The average talking machine salesman if he
can induce the prospective purchaser of a $50
machine to take one worth three or four times
as much feels that he has done a good piece of
work, that he has justified the term salesman as
applied to himself and is looking out for the
interests of his house. In a great many cases
the salesman is right, but there are some cases
where to induce a customer to invest several
times the amount originally intended shows bad
business judgment, and may lead to embarrass-
ment Tater.

It frequently happens that a man feels that he
has $50 or $60 to spend for a talking machine
and starts out to buy one at that price, with
the intention of paying cash for it. He is also
prepared to buy a few records, and with his
machine payment out of the way at one time
may be expected to keep on buying records, pos-
sibly in small quantities, at regular intervals.
If the salesman gets hold of such a man and
persuades him to invest in a $150 instrument, for
instance, the customer, finding that he cannot
pay in cash, grabs eagerly at the regular terms
of the house which may be as low as $10 down
and $10 a month. The result is that fourteen
months are taken in paying off the obligation,
the house has to wait for its money and the
customer, meeting his payment every month, has
little left to buy records, and the whole deal is
indeed most unsatisfactory to both parties. If
this same man had been permitted to buy his
$50 machine and a few records each month, the
total saies during the fourteen months would
have approximately equaled in amount the price
of the $150 machine, and the few records bought
with it. Meanwhile, the dealer would have had
the use of the cash he received from the cus-
tomer.

There are, of course, many instances, on the
other hand, where people inquire about cheaper
models who could well afford the more ex-
pensive styles. The salesman owes it to him-
self to be able to judge in some manner the
customer’s buying power and govern himself ac-
cordingly. The salesman who oversells the cus-
tomer, however, is not only placing on his cus-
tomer a burden he should not bear, but is add-
ing to the dealer’s troubles, by giving him a new
account to fret over, for the customer who has
not contracted to pay more than he really feels
he can afford to pay is going to be slow in meet-

ing his obligations, and will keep the collection
department hustling to see that the payments
are met. .

In closing any kind of a sale, too, the sales-
man would do well .to look at the cash side,

‘and to endeavor to close on that basis if possi-

ble. There are too many salesmen who at the
first sign of hesitancy on the part of their cus-
tomer immediately emphasize the point that
the machine can be bought on very low terms.
In other words, they place all their cards on
the table at once. It is just as easy to concen-
trate on the sale of the machine first and talk
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“Selling the
Customer What He
Can Afford to Buy
Is Good Business”-

SO  BUNS

terms afterward. If the demonstration is so ef-
fective that the customer feels that he really
wants to buy the machine and certain records,
he is much more easy to handle than if he is
sold on the question of terms alone.

\When the customer feels favorably impressed
with the machine but hesitates to buy with the
explanation that he is in doubt if he can afford
it just then, that is the opportunity for the sales-
man to announce that the instrument can be pur-
chased on time if desired, and suggest that 20
per cent. down and 20 per cent. 2 month would
prove satisfactory. He will find that just as
many machines will be sold on that basis as
when he rushes to put forth the minimum terms
of 10 per cent. down and 5 per cent. or 10 per
cent. a month.

There are some salesmen who are so anxious
to sell records, for instance, that where the
customer is paying for a machine they will insist
adding the price of half a dozen records to his
account. to be paid for on a monthly basis, rather
than be satisfied with the sale of three records

for cash. They forget that if the customer really
wants the records and-does not feel like paying
for them at the time, he will most likely come
back and get them a little later, and that if
he once finds out that his record purchases may
be added to his account without argument, he
will be inclined to overstep the bounds and
kcep his account on the books for an indefnite
period. Credit is a mighty valuable thing,
whether it is individual credit or business credit,
and it should not be handled carelessly.

It is cash business that helps men to pay the
rent and discount bills, and the salesman who
leaves it to the customer to ask for credit and
to suggest terms will find that his volume of
cash business will show a most satisfactory in-
crease.

MISS MORRISEY’S 35,000-MILE TOUR

Popular Young Contralto Gave 74 Concerts on
Recent Tour—Visited Many Military Camps

Miss Marie Morrisey, contralto, the brilliant
young Edison artist, who is recognized as
one of the foremost concert singers of the day,
is a true American musically as well as patri-
otically. Her programs show her loyalty to
American composers, and she featured American
songs in a recent record-breaking three months’
tour on which she traveled 35,000 miles and gave
seventy-four concerts—ten of the concerts just
“doing her bit” singing for the soldiers in the
camps.

“Just a-Wearying for You” and “Last Night
When You Said Good-bye,” well known to Dia-
mond Disc owners, and “Happy Days,” which is
soon to be recorded. found a much-encored place
on her program.

“American audiences love American songs,”
declared Miss Morrisey the other day, “and
they are going to have a chance to hear many
of them. One good effect of the war will be
the bringing forth of American composers. This
country is not lacking in composers, but here-
tofore there has been rather listless encourage-
ment for them. and very little opportunity to
be heard. Now. with many foreign composers
left off our programs, there is a great cry for
American composers, musicians of great talent,
who have been patiently waiting, and who suc-
cessfully are answering the cry.”

Oliver Ditson Co.
TO
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SINCERITY

That’s the slogan back of every factor .in

Ditson Service

It means much just now

VICTOR

Exclusively
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Victrola IV-A, $20
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Supremacy

The enormous public demand for
the Victrola 1s an endorsement of
1ts supremacy.

Victor retailers are successful
because they give the public what

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

Berliner Gramophone Co., Montreal, Canadian Wholesalers

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

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

Important Notice.

Victor

Records and Victor Machines are scientifically

co-ordinated and synchronized by vur special processes ot manufacture,
and their use, one with the other, is absolutely essential

to a perf;

ect Victor reproduction.

Victrola X-aA, $85

Mahogany or oak

Victrola XVI, $215
Victrola X VI, Electric, $270
Mahogany or oak
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Austin,

D 0 "D 5 D (e = -

Bangor,
Birmingham,
Boston,

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

G. T. Wil

Buffalo, N. Y...., W, D. & C. N. Andrews.
Neal, Clark & Neal Co.

Burlington, Vt.... American Phonograph Co.

...Orton Bros.

Il...... Lyon & Heal
The Rudolph

Butte, Mont...
Chicago,

Columbus,
Dallas,
Denver,
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Albany, N. Y....Gately-Haire Co., Inc.

Atlanta, Ga..... ..Elyea-Austell Co.
Phillips & Crew Co.

Tex...... The Talking Machine Co., of | El
Texas.

Baltimore, Md....Cohen & Hughes.
E. F. Droop & Sons Co.
H. R. Eisenbrandt Sons, Inc.

Me....... Andrews Music House Co.
Ala. Talking Machine Co.

Mass..... Oliver Ditson Co. X
The Eastern Talking Machine

liams.

Y.
Wurlitzer Co.
Chicago Talking Machine Co.

Cincinnati, O..... The Rudolph Wurlitzer Co.
Cleveland, O...... The SV. H. Buescher & Sons

0.
The Collister & Sayle Co.
The Eclipse Musical Co.

O......The Perry B. Whitsit Co.
Tex....... Sanger Bros.

..... The Hext Music Co. .
The cKnight-Campbell Music
0.

L

Victor Wholesalers

Des Moines, Ia....Mickel Bros. Co.
Detroit, Mich...... Grinnell Bros.

Elmira, N. Y...... Elmira Arms Co.
Paso, Tex..... W. G. Walz Co.
Houston, Tex..... Thos. Goggan & Bro.
Indianapolis, Ind.
Jacksonville, ¥la..

Kansas City, Mo..
Schmelzer Arms Co.

..... Ross P. Curtice Co.
Little Rock, ¢ ..0. K. Houck Piano Co.
Los Angeles, Cal..Sherman, Clay & Co.
Memphis, Tenn....0. K. IHouck Piano Co.
Milwaulkee,
Minneapolis, Minn,Beckwith, O’Neill Co.
Mobile, Ala........ Wm. H. Reynalds.
Montreal, Can..... Berlifedr Gramophone
td.

Lincoln,

Nashville, Tenn,...0. K. Houck Piano Co.

Newark, N. J....
New Haven, Conn.Henry IHorton.
New Orleans, La... Philip Werlein, Ltd.
New York, N. Y...Blackman Talking Mach.
Emanuel Blout.
C. Bruno & Son, Inc.
I. Davega, Jr., Inc.
S. B. Davega Co.

Landay Bros., Inc.
New York Talking Mach
Ormes, Inc.

Silas E. Pearsall Co.
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Honolulu, T. H....Bergstrom Music Co., Ltd.

.Stewart Talking Machine Co.
Florida Talking Machine Co.
J. W. Jenkins Sons Music Co

Wis...Badger Talking Machine Co.

Price Talking Machine Co.

Charles . Ditson & Co.

Y “HIS MASTERS VOICE

REG.U.S, PAT, OFF,

Nebr... .. A. Hospe Co.
Mickel Bros. Co.
Peoria, Ill......... Putnam-Page Co.. Inc.

Philadelphia, ..Louis Ruehn Co.. Inc.
. J. Heppe.

Omaha,

The Talking Machine Co.

Pittsburgh, Pa...
C. C. Mellor Co.. I.td.

Portland, Me..:...Cressey & Allen, Inec.
Portland. Ore..... Sherman. Clay & Co.
Providence, R, I...J. Samuels & Bro., Inc.

Richmond, Va..... The Corley Co,. Inc.

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

The Talking Machine Co.

Co., | Salt Lake City, U.Consolidated Music Co.

San Antonio, Tex.Thos. Goggan & Bros.
San Francisco, Cal.Sherman, Clay & Co.
Seattle, Wash...... Sherman, Clay & Co.
Co. |spokane, Wash....Sherman, Clay & Co.
St. Louis,
St. Paul, Minn....W. J. Dyer & Bro.
Syracuse, N. Y....W. D. Andrews Co.

. Droop & Sons Co
Robt. C. Rogers Co.

The George D. Ornstein Co.
Penn Phonograph Co.. Inc.

H. A. Weymann & Son, Inc.
.W. F. Frederick Piano Co.

Standard Talking Machine Co

The John Elliott Clark Co

Sioux Talls. S. D..Talking Machine Exchange.

..... Koerber-Brenner Music Co.

Toledo, O...... ... The Whitney & Currier Co.
. Co.! Washington, D. C.gohen & Hughes.

b 44
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AN IMPORTANT ACCESSORY—-ALBUMS FOR FILING DISC RECORDS

The enormous demand for “National” Record Albums keeps apace with the ever increasing demand for machines and records, and
our output capacity has been enlarged to meet the greater needed supply. Record Albums have proven themselves to be the best and most
convenient, as well as economic, method of filing and keeping disc records.

and
2t12—for 12 inch Records

Our Numbers
2110—for 10 inch Records

O g

e = =T

RE-INFORCED
ALBUM

RIVETED BACK

THE PULLING TEST—THE STRENGTH IS THERE

STRENGTH AT THE STRESS AND STRAIN POINT

PRACTICALLY UNBREAKABLE FOR REGULAR USAGE

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

An accessory that is necessary and worth while.

adjunct to the business.

We manufacture disc Record Albums containing 12 pockets to fit cabinets of all sizes and styles.

Practical and handy.

the indexes they are a completé system for filing all disc records.

For durability, finish and artistic design, our Albums are unsurpassed. ]
Write us giving quantity you may desire, and we will quote prices.

prices are the lowest.

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

We also make Albums containing 17 pockets.

A profitable

With

We have unexcelled manufacturing facilities, and considering quality our

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

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

CHANGING WINDOW DISPLAYS PAY

Butler’s Music House, Marion, Ind., Believes in
This Policy—Patriotic Records Featured

Mariox, Inp., February 8.-—Despite the severe
winter weather and the abundance of snow that
kept many people off the streets, Butler’'s Music
House of this city. of which Edwin Butler is
the head, followed its usual practice of changing

N3]
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Butler Bros.” Record Window Display
the window display each week, and even under
the most unfavorable weather conditions the ef-
forts put into this work were more than repa:id
by the sales registered.

The company has been paying particular atten-
tion to featuring patriotic records, and the ac-
companying illustration shows one of their re-
cent windows devoted to that purpose. As will
e seen, the Victor French Course for Soldiers,
ecmbodied in three records. is strongly adver-
tised in the center of the display, while on the
right appears the company’s service flag with

its five stars. The background for the display
consisted of large-sized flags of our Allies with
the Stars and Stripes in the center. Oppor-
tunity was also found for showing the popular
models of the Victrola and the Edison Diamond
Disc phonograph, for the company handles both
lines. The display of records about the floor
served to facilitate the making of selections by
those who stopped to look.

That the entire display was effective was
proved by the increased volume of record sales.

DEATH OF BENTON M. HARGER

Harger & Blish, Inc, Des Moines, Ia., have
sent out memoriam cards announcing the death
of Benton Merritt Harger, president of that
corporation, who died recently at his home in
Hollywood, Cal.. where he had resided for some
vears past. Mr. Harger had not been promi-
nent in the trade of late years, merely retaining
a financial interest in the corporation which
bears his name. Following the death of his wife
two months ago, Mr. Harger suffered an epilep-
tic stroke from which he rallied, but a second
stroke proved fatal. Mr. Harger was born in
Syracuse, N. Y., April 12, 1839, and during his
long, active life had been one of the foremost
citizens of Dubuque.’

The man who attracts attention is the man
who is thinking all the time, and expressing
himself in little ways. It is not the man who
tries to dazzle his emplover by doing the thea-
trical and spectacular.

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.

MAKE BIG RECORD IN SMALL CITY

Huntley-Stockton-Hill Co., Greensboro, N. C.,
Sell 178 Edison Phonographs in a Six Weeks’
Holiday Drive—Good Team Work

The Huntley-Stockton-Hill Co., of Greens-
boro, N. C, who handle the Edison line of
phonographs and records, report an unusually
active demand for those goods, a demand stimu-
lated considerably by the energetic efforts of
the company’s staff.

During the six weeks’ holiday drive, ending
January 1. the company disposed of 178 ma-
chines as a result of competition developed by
two selling teams.

In a letter to C. B. Haynes & Co., Edison
jobbers, of Richmond, Va. the company says
regarding its holiday drive:

“On about the 17th of November we divided
our sales force into two gteams and told them
that the team that sold the most machines would
receive a fine dinner and twenty-five dollars
($25.00) in gold. There were only three or four
machines sold until the first of December, when
they began to get busy, and by the first of
January one team had sold eighty-seven and the
other ninety-onc. making a total of one hundred
and seventy-eight machines, which we feel is a
very good showing for a town of this size, and
also taking into consideration that we have only
had the Edison line for a little over one and
one-half years.

“We feel that if you could have supplied us
with all the machines that we wanuted we could
easily bhave sold two hundred and fifty. We
want to thank you, as well as the Edison fac-
tory, for the co-operation you have given us
in the way of advertising matter. and we expect
to sell twice as many machines in 1918 as we
did in 1917.”

The company's record of business is particu-
larly good when it is considered that Greens-
boro has a population of approximately 30,000,
of which about a third are negroes.
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Supremacy

Victrola X1V, $165

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

Victrola VI1liI-A, $45
Oak

S

The prosperity of
the music trade, the
success of Victor re- sl
tailers, are the natural . g
result of this over-
whelming supremacy.
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Victrola IX-A, $57.50

Mahogany or oak
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Mahogany or oak
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Victor Talking Machine Co.

Camden, N. J., U. S. A.

Berliner Gramophone Co., Montreal, Canadian Wholesalers
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Victrola X-A, $85

Mahogany or ocak

Victrola XVII, $265
Victrola XVII, electric, $325
Mahogany or ocak

OB TR W OB 0P O A OO N N RO ON A O,

AN T T S S S S A SV S S N A T N N A 8 W

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

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

Important Notice. Victor Records and Victor Machines are scien-
tifically co-ordinated and synchronized by our special processes of
manufacture, and their use, one with the other, is absolutely

Victrola XI-A, $110 essential to a perfect Victor reproduction. q ) ; _"
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RDER well in advance, and order up to the hilt, is the ad-

vice that shouid be followed by the talking machine whole-
saler and retailer just at the present time. For, remember,
placing orders and getting the goods are two widely separated
and distinct things at present.

The freight situation continues serious. With fuel, food-
stuffs and munitions having the right of way on the railroads,
and with the Government in control of the transportation sys-
tems to see that this priority order is enforced, the shippers
and consignees of freight not coming within those favored classes
must take their chances of delivery, and they are long chances.

Until weather conditions improve, there are only certain days
when freight of certain classes will be received by the railroads,
and then only in limited quantities. Moreover, there have been
tight embargoes placed on the bulk of freight by several Eastern
railroads, and there probably will be more embargoes in the
future. The wise and logical thing to do, therefore, is to get the
jump on the situation wherever possible by having goods on order
and ready to ship at every opportunity.

Freight received by the jobber and dealer in normdl times
within a week or so after shipment—now takes anywhere from
six weeks to three months en route. That means that the job-
ber and retailer must work at least that far ahead.

There has been much talk of the curtailment of the manufac-
ture of “non-essentials,” or all those goods not required to pro-
vide the necessities of life. Such curtailment would depend upon
the point of view of the men issuing the order, and who might or
might not have full appreciation of what music means in the
present crisis. Assurances from Washington, however, are to
the effect that no such discrimination will be practiced by the
authorities, that any curtailment order will apply broadly to all
manufacturers, and no one group of industries will be singled
out for special attention.

The Garficld order can be accepted as proof of this attitude,
and with assurances of a square deal from Washington the trade
can go ahcad and by foresight and the exercise of the proper spirit
keep at least cven with the game.

I'l‘ may interest talking machine men to know that there is a
strong movement among piano merchants in the East, backed
by the National Piano Merchants’ Association, to climinate the
advertising of instalment terms, and to leave that question for

adjustment between the customer and the salesman as circum-
Stances warrant.

It has been proven to be a fact that where minimum terms
are quoted in an advertisement, such as $1 down and $1 a week,
or $5 down and $5 per month on the various models, simply as
a bait, the prospect comes into the store filled with the idea that
those amounts are all he is expected to pay on the instrument he
selects, and consequently most of the business is done on that
basis, although in many cases the customer is in a position to
pay either cash or substantial amounts each month. Where it is
advertised that the terms may be arranged to suit the customer’s
convenience, provided they are within reason, the average
amounts received as first payments and the instalments arranged
for each month are much higher than the average.

The ordinary business man in making a $200 purchase, for
instance, would hesitate to offer $5 or $10 to bind the bargain and
agree to pay a similar sum monthly. He realizes the amount of
the investment and generally offers an initial payment averaging
at least 20 per cent. of the amount of the purchase. Advertising
of terms does not affect the talking machine dealer as much as it
does the piano dealer, but while in the former case the average
value of an individual purchase is smaller, there is at the same
time an equal tendency to cheapen the products. A $200 ma-
chine for which the dealer will accept $5 or $10 as first payment
does not seem nearly as valuable to the purchaser as would be
the case if he had to pay $25 or $50 down.

Advertising that the dealer will accept the customer’s own
terms, if in reason, appears to the ordinary reader to be a most
generous proposition. The customer feels that he is safe to make
a purchase because he can pay for it any way he sees fit, and his
terms, ninety-nine times out of one hundred, will be better than |
the minimum terms that the retailer has been in the practice of
asking. Just now every dollar in cash has an added value, and
if by adopting this idea of the piano man the talking machine
dealers can bring in the cash on their sales in larger quantities
and with greater rapidity, then it certainly is worth trying.

HE drastic orders of Fuel Administrator Garfield closing

down practically all of the industries located east of the
Mississippi River for the five- day period from January 18 to 22
inclusive, and for each of the nine Mondays following, naturally
hit the talking machine trade hard, although probably no worse
than it hit hundreds of other industries.

Wherein the talking machine trade suffered, and will suffer,
particularly, is that the majority of the larger factories are far
behind in the production and delivery of orders booked for
machines and records, and had relied on uninterrupted work
during January and February to catch up in some measure
with the demand so as to fill the holes in the retail stocks left by
the holiday rush.

The spirit of the trade, however, was admirably shown in the
observation of the Fuel Administrator’s order to the letter. In
practically every instance the factories shut down tight on the
days named, keeping only a portion of the office force on hand to
look after the mail.

Certain manufacturers in many industries apparently found
a loophole in the order permitting the heating of plants and offices
sufficiently to prevent damage to stock and the freezing of
sprinkler systems. The heating thus deemed necessary ranged
from 35 to 50 degrees, and it was found that employes could do
certain work in that temperature without discomfort. In view
of the fact that the greater part of the work in talking machine
and record manufacturing is done by machinery, even to the
varnishing of the cabinets, and that the use of machinery was
absolutely prohibited on the “fuelless” days, however, put the
bars up against any manufacturing activities.

Although there was naturally a strong protest immediately
the order was issued, the talking machine men, manufacturers,
jobbers and dealers fell in line with other business interests and
accepted the order as a war necessity, and made the best of a bad
situation.

According to reports from Washington, it seems, as this is
written, that the effect of the iive-day closing down and the sub
sequent workless Mondays has not been as satisfactory as hoped
for in effecting a saving in coal, and in permitting of trans-
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portation of fuel i increased quantities on those days. There-
fore, instead of the order being rescinded in part, it is not im-
probable that it may be, in some manner or other, extended.

Meanwhile indications are that the trade has adapted itself
to the changed conditions and is working along lines that will
overcome in a considerable measure the effect of the shut-down,
by increased efforts during the five working days, and overtime
occasionally, when feasible. There are still many who grumble
anent the severity of the Garfield order and who are not yet
thoroughly convinced regarding its necessity, but these are war
times, and the great majority of the people of the United States
comprehend that there must be fire where there is smoke and
have set themselves to grin and bear it, regardless of personal
opinions—in other words, to use a familiar advertising slogan,
“there’s a reason.”

A little extra effort, a closer attention to details, and the go-
ahead spirit will enable the trade-to overcome these and other
obstacles and, barring unforeseen conditions, make 1918 just as
good a year for the talking machine industry as has been
predicted.

HE merchant and his salesman should bear one fact in mind,

that the first impressions are the most lasting, and if you
give a man a good impression of your place when he enters you
have accomplished half the battle of separating him from his
money. A quick walk forward, a pleasant greeting and close at-
tention are not hard things to give, but they will make sales
where a glum dyspeptic countenance, with mouth drooping at the
corners and a general look of having liver trouble, will put a cus-
tomer in an antagonistic mood that will mean a hard fight to
win his trade.

HE desirability of applying the trade acceptance to all

classes of transactions in buying and selling merchandise is
hecoming more generally understood in all the leading indus-
tries of the country. Leading trade associations are recognizing
the value of this plan of putting credits into available liquid form,
in this way expanding the use of commercial paper.

There is no doubt but that the war, through its related activ-
ities, has done much in forcing developments which formerly
and for some time recently had appeared ‘disposed to hang fire.
For instance, the trade acceptance, an institution whose merit is
obvious, and which for years has been included among the funda-
mentals of commercial systems in practically every other civil-
ized business country of the world, was up to a year ago under-
stood but by a small number of people in this country, while a
greater number considered the matter hardly worth their time
or effort. What a change, however! Today every merchant
and business organization is giving this subject the closest con-
sideration.

The matter of credits has been much in the public mind since
the United States entered the war, and business men in particu-
lar have become alive to the beneficial results of the use of trade
acceptances, with the result that this subject is before the country
in a new light. People are getting a better comprehension of
how it will broaden industry by liquidizing credits, and thus give
the merchant greater opportunities for trade expansion.

ANUFACTURERS and jobbers are giving considerable at-

tention these days to the subject of advertising. Every live
man to-day concedes that advertising is a necessity, one that re-
turns good dividends on the investment when space is properly
utilized. In this connection it is well to bear in mind that every
advertising medium has two costs—space cost and service cost.
One gives use; the other gives results. Space cost is fixed.
Service cost varies. The amount this varies determines the
amount of results—that is, the amount of value received. But
this varies always in proportion to the circulation of the medium.
The more representative the circulation the higher the service.
Since you purchase advertising space to put it to use and secure
results, it is false and momentary economy to consider any but
the medium of greatest representative circulation. Results,
through use, soon offset any initial saving in cost of space.
Service includes safety. It protects your reputation and guaran-
tees your sales. Let “Service First” be your motto; it is ours—
it is a winning policy.

And, talking about advertising, there are many concerns in
this and other industries which, through lack of courage or for
other reasons, during the war, have set about curtailing ex-
penses by cutting down, or eliminating their advertising appro-
priations, and thus undermining the value of their sales de-
partments.

Economy along these lines is not sound nor sensible. The
concerns that will reap the harvest when the harvest time of
peace comes will be those which have had the courage to push
their businesses in the face of war, and the foresight to main-
tain their advertising campaigns, and keep their sales organiza-
tions just as close to normal as conditions will permit.

Money spent along this line is not money thrown away by
any means. It is money definitely invested for future dividends.
It insures a permanence of name value and develops a cumulative
effect that cannot be extinguished—one that will bring most
satisfactory returns.

The business men who lose courage and plan to hiber-
nate during the period of the war are, unless peace comes un-
expectedly, going to find themselves and their advertising for-
gotten and their names but distant memories. The time the
live ones spend in going ahead the others must spend in start-
ing up again—a handicap which no successful business man
desires to have placed upon him.

in taking the worst night for crossing the Delaware
helped him to succeed.
but the fact that so few dealers specialize on selling
Victor Records is a BIG reason why you would make
more money by devoting more energy to the work.

WASHINGTON’S POLICY

You will celebrate a year of unusual record profits
by beginning right now to SELL MORE
RECORDS; and to use

Pearsall Service

TO HELP YOU TO DO IT

18 Wes_t__ 46th Street

It’s easy to sell machines,

SILAS E. PEARSALL CO.

VICTOR DISTRIBUTORS

New York" ‘
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Edison Message
No. 16

The Need for Music

Food, raiment and shelter are ab-
solutely essential to existence. But
it 1s not these necessities that make
life worth living, they merely make
existence possible. In order to sus-
tain the highly devel-
oped life of today the
individual requires
something more than
physical sustenance.

In striving for a bet-
ter, a higher, a more
ideal existence, the ab-
solute necessities bear
no part but the sustain-
ingof physical life. Life,
without many-things
which are often mis-
named ‘‘luxuries,”
would not be “living”
at all, it would be mere
existence.

Who but the mostnar-
row-minded could pos-
sibly call music a luxury.
A luxury is anything
that can be taken out of
our lives without actual
suffering. Music could
not be taken out of our
lives without real suf-
fering. It 1s honey to the soul. It
speaks 1n all tongues and all ears
understand. It brings man into closer
touch with his Creator and with his
fellow-man than any other medium.
It speaks to the souls of men, and

Official Laboratory Model
New Edison
William and Mary Cabinet

Executed in American Walnut

men respond with the noblest and
purest deeds of heroism. Inspired
by it they make the sublimest sacri-
fices with a smile on their lips. They
go into battle—they go down on ships

at sea singing songs.

People buy food,
clothing and shelter
simply because they
must have them. We

_are very proud to feel
that they invest in the
instrument of Music’s
Re-Creation because
they wans 1t; not be-
cause 1t 1S absoluzely
essential to existence
but because they very
deeply feel that they
need it to round out
their lives, to help make
living worth while, to
brighten leisure hours
and to bind the home
ties closer.

Music’s Re-Creation
is helping to sweeten
the bitter cup that the
world now holds to its
lips, and every loyal
member of the Edison
organization is doing his part to make
the influence of Mr. Edison’s new
art felt in every American home.

What a privilege—what a satisfac-
tion it 1s to be associated with such a
wonderful factor in the life of today!

THOMAS A. EDISON, Inc.

Orange, N. J.
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It Doesn’t Pay for the Salesman to
the Mistakes of His Customers

It is uot difficult for the average talking ma-
chine salesman to recount the humorous in-
stances that occur in the course of his experience
in the store, of the people who have come in
without any knowledge of what they wanted
or with the wrong name for the desired record,
and people who have been confused as to artists
and makes of machines, and brought their trou-
bles to the salesman. These instances for the
most part are really funny, but the time to
laugh at them is when the customer has left
the store, and when there are no outsiders to
hear.

We all know of the story of the brawny Irish-
man who entered a talking machine store and
demanded a record by "Al McGluck.” The
incident is related as a story, but the average
salesman has to meet demands equally as ri-
diculous every day in the week. Every cus-
tomer is not well versed in the names of musical
compositions, nor can everyone pronounce cor-
rectly the names of foreign artists. It fact, there
are many salesmen, supposed to be authorities,
who have weird methods of pronouncing some
of the artists’ names.

When a customer enters the store and asks,
as did the colored woman, for the record “Human
Rest,” it is up to the salesman to inquire casu-
ally if the record wanted is not “Humoresque,”
and to act as though the customver had simply
made a slip of the tongue. No matter how pe-
culiar may sound some of the demands of cus-

tomers, to the salesman who knows his line of .

records there is always a possibility of asso-
ciating the customer’s demand with some rec-
ord in stock. The words may be different, but
there is a phonetic similarity that cannot be
mistaken. To grasp that similarity upon the
instant and to save the customer embarrass-
ment by bringing the desired record forward
without delay is one of the traits of the sales-
man who knows his business.

We have seen incidents where the salesman
has smiled in a superior way at the demand of a
customer, and taken long enough to explain to
that customer just where he, or she, was in
error in pronouncing the name or indicating the
desired selection. We have seen these custom-
ers flush with embarrassment, or more fre-
quently with anger, and hurry out of the store
before completing a purchase. Even when the
customers did stay after being corrected, they
acted as though their feelings were hurt and
only bought the one record asked for to pre-
vent the further embarrassment of having the
salesman sneer as they went out empty handed.
We have seen occasions where salesmen have
smiled and actually laughed at the mistakes of
a customer. It doesn’t require statistics to prove

Record Cleaners
The“Standard”Circular

Cleaner grips the sur-
‘face and clings as if on
rails. A cleaner that
has ‘‘made good.”

PRICE, 50 CENTS, LIST .

We also manufacture the
“Simplex’’ Record Cleaner, 15
cents list price.

SEND 10 CENTS FOR A SAMPLE CLEANER

KIRKMAN ENGINEERING CORPORATION, 237 Lafayette St., New York

that the customer once laughed at is a customer
lost.

One of the great problems of the talking ma-
chine has been to bring into the lives of the
musically uneducated the greatest works of the
masters. The man or woman who formerly
depended for his music upon the vaudeville
theatre or even the hand organ can now play
at home and by means of the talking machine
the great arias and symphonies that under or-
dinary conditions would be as foreign to him
as Chinese. It is but natural that the average
muortal caniot delve into this new musical world

O =

“Take the Customer
Seriously— Laugh
With Him,

But Not at Him”

O O

without making some mistakes, and every mis-
take thus recorded in the talking machine store
may be accepted as proof positive that another
convert has been won over to the cause of good
music.

The man or woman who comes in and pro-
nounces the name of some foreign composi-
tion or some foreign artist casually and with-
out hesitation generally has much experience
with the higher types of music, but the person
who comes in and stumbles is exploring a new
realm, and the salesman who is looking towards
the future of the business should make a spe-
cial effort to make that exploration pleasant aird
to remove the stumbling blocks of almoSt un-
pronounceable names with courtesy and tact.
Then the customer leaves the store with the
feeling that he has been well treated and will
come again, rather than with the feeling that he
has been laughed at and that his trade is not
wanted.

Moreover, if after the exit of the
making the humorous mistakes the
sees fit to laugh by himself, or in company
with his fellows, that fact is noticed by other
customers who happen to be present, and we
may be sure, if any among themn is not quite
sure of his ground, he is going to think awhile
about coming into that store again, unless for
a record that is perfectly familiar to him. Of

customer
salesman

Automatic Stops

Automatic

Yant:
Stops are in use every-
where. They give ex-
cellentservice, are easily
installed and are abso-

lutely guaranteed.

SEND 50c FOR SAMPLE STOP

LLaugh at
(@)

course if the salesman’s sense of humor is strong
enough to overcome his sense of business and
he can only control himself sufficiently to let
the customer get out of the store, why, there
is generally a stockroom in the basement or in
the rear of the talking machine store to which
he can repair and roll on the floor in glee for
a few moments to relieve his feelings.

Wlhen he is selling records the salesman is
not paying for and should not expect free en-
tertainment. The customer comes into the store
not in the role of a comedian but in the role
of a purchaser and should be treated as such.
The adage “'Laugh and grow fat” is all right
under certain circumstances, but the salesman
who laughs at customers’ mistakes is going to
grow thin through lack of nourishment and
the wherewithal to purchase same.

NEW WAR USE FOR THE TALKER

Kansas Cattleman Finds That Cows Fatten
Quicker Under Influence of Music—Should
Help Increase Meat Production of Country

Kansas Ciry, Mo, February 5.—Now comes Ar-
nold Berns, of Peabody, Kan., pioneer cattle-
man, one who has seen the Texas longhorn give
way to the grade Hereford and Shorthorn in the
cattle industry, and declares that the phono-
graph cah be made a great factor in fattening
cattle. At the meeting of the Kansas State
Board of Agriculture at Topeka, Kan., Mr. Berns
said that the phonograph will serve to quiet
the nerves of cattle in the fattening stalls and
nmake them more susceptible to the grains and
feeds given them and that they will take on
fat faster by being quiet and less nervous.

“Many of the cattle in our Western feed lots
and stalls,” said Mr. Berns, “have been raised

. on the ranges of the West where the howl of

the coyote has been the music of the range.
These cattle taken off the range and confined in
close quarters naturally become restive and nerv-
ous and miss the sounds and music of the ranges.

“Two bunches of cattle fed under identically
the same conditions near Peabody, Kan., dif-
fered in weight and price when marketed. The
man who sold the higher priced bunch of cattle
was asked for an explanation by his less suc-
cessful neighbor and was told that the seller
of the higher priced bunch of cattle had arisen
from his bed when he heard the cattle running
around in nervous excitement in the feed lot
at night and had gone down and talked sooth-
ingly to them until they became passive and
their fright had passed away.

“Not many of us would care to get up of
nights and go to the feed yard to talk or sing
to a restive nervous bunch of cattle that were
not taking on fat because of their nervousness,

“The phonograph could be employed to take
the place of the human voice under such cir
cumstances. We could start with a coyote rec-
ord that would cause the range cattle to forget
their homesickness and the longing for the
freedom of the open prairie ranges and then we
could educate them up to some of Caruso’s or
Melba's wonderful arias or the “Marseillaise” or
some of the patriotic airs. Think of how unde-
featable an army of soldiers would be if fed
on beef that had been fattened to the music of
such soul-stirring war airs as we are all hearing
these days.”

Mr. Berns spoke on “Cattle Feeding as a Busi-
ness” and his introductory remarks were in re-
lation to phonographic music as a feature of
cattle feeding. His address was easily the lead-
ing feature of the Topeka meeting.

The Brunswick Shop, Dallas, Tex., has in-
stalled a stock of Columbia Grafonolas and
records.
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To the Talking Machine Dealer: HAVE YOU CATALOGUE No. 317 TW?

Slobe-Wernicke

<=  No. 351 Art-
Mission Top.

L B No. 0328 Art-
Mission Disc Record
Section for ten-inch
records.

% No. 0328 Art-
Mission Disc Record
Section for ten-inch
records.

<«  No. 0329 Art-
Mission Disc Record
Section for ten- and
twelve-inch records.

<o No. 357 Art:
Mission Base.

Section by section it grows with
the growing record library.

you always.

every record.

ing or Breaking.

Brown Disc

Record Cabinet

Fhe GlobeWerpicke Co.

CINCINNATI

Every record right in front of

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
No Scratching—Rubbing—Crack-

The Brown Disc Record Cabinet

was devised to preserve arecord
perfectly and thereby insure
Perfect Reproduction of Sound.

Ask for Catalogue No. 317 T W

(BUILT-TO-ENDURE)

Sectional Cabinets
For Disc Records

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

Look carefully at the cabinet.

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

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

sale of both.

Each section has 90 compartments numbered con-
secutively from 1 up. Globe-Wernicke Catalogue No. 317
T W describes and illustrates these goods fully.

BROWN
DISC

-II;Io. 4 T ‘“gn{, Tab}e \T"fl. RECORD

or use wit ictrola

and IX. Columbia Grafo- ERRNTY
nola 15, 25, 35 and - 50. No. 4-T
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“Over There!”
Arthur Fields.

Columbia.

A Knock-out!!

Columbia Graphophone Co.
Woolworth Building, New York
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C. K. BENNETT HEADS OHIO ASS’N

Manager of Eclipse Musical Co. Elected Presi-
dent of Talking Machine Dealers’ Association
of Northern Ohio—Annual Banquet of That
Organization to Be Held on February 20

CLeverand, O., February 2.—At the recent an-
nual meeting of the Talking Machine Dealers’
Association of Northern Ohio, held in this city,
Charles K. Bennett, manager of the FEclipse

Charles K. Bennett
Musical Co., Victor distributor, was elected pres-
ident for the year 1918, with H. E. Roos, of the

Columbia Graphophone Co., vice-president;
James Card, of the Lakeside Music Co., secre-
tary; A. L. Maresh, of the Maresh Piano Co.,
treasurer, and E. B. Lyons, of the Eclipse Musi-
cal Co., recording secretary.

The annual banquet of the association will
be lield at the new Hotel Winton on February
20, and the program on that occasion will be
an elaborate one. Among the speakers will be
Henry C. Brown, assistant to the general man-
ager of the Victor Talking Machine Co.; J. Ray-
mond Bill, associate editor of The Talking Ma-
chine World, and a representative of the Colum-
bia Graphophone Co. An autographic message
from Thomas A. Edison is also looked for.

KEEPING SHOW WINDOWS CLEAN

Those who are located in regions where the
illuminating medium is natural or artificial gas
have experienced considerable difficulty with a
peculiar greasy deposit on plate glass windows,
which gives to them a bluish appearance re-
gardless of the amount of energy expended in
the cleaning. If after having followed the ordi-
nary procedure of cleaning a piece of glass, a
small sack be made of coarse cheese cloth and
filled with lamp black and the glass thoroughly
polished with this and then polished with a clean
cloth, it will assume a Dbrilliancy unaobtainahle
by any other means. ’

TALKING MACHINE AT THE FRONT

Major H. H. Noyes, Who Formerly Traveled for
W. D. & C. N. Andrews, Buffalo, Writes of
Experiences With Pershing’s Army in France
—Asks About the War Sentiment Here

Burraro, N. Y, January 21.—“The Frenchman
warms himself by suggestion. He builds a fire
in the fireplace and so long as he can see a
small blaze he 1s content.”

This was one of the many interesting comi-
ments of life in France by Major H. H. Noyes,
who traveled in the Buffalo territory for W. D. &
C. N. Andrews of this city for five years. Major
Noyes is now serving his country in France.
He is with Pershing’s army and an interesting
letter from him was recently received by Mr.
and Mrs. C. N. Andrews.

Referring to the subject of heat Major Noyes
said: “We are different. We build a fire and
put in a good-sized chunk of wood for a back
log and really get some heat. We bought wood
at about $14 a cord. Coal is a luxury. If one
has a piece of hard coal he wears it on his finger
in place of a diamond. The houses here are
cold and have no furnaces.

“The weather here is so rotten that I cannot
wax very eloquent over the scenery. There are
wonderful roads and lots of woods, which are
mostly planted. Conservation is a religion here.
They plant trees which they are not allowed to
cut for thirty years or more.

“We eat, sleep and work war, but still you

is concentrated right in the newspapers of the
dealer’'s own home town, hitting hard the only
people to whom he can expect to sell a machine.

The dealer’s own name is in every ad.

The ADVERTISING
of the

CHUBERT -
PHONOGRAPH

folks know more about the war than we do,”
continued Major Noyes. "We are concerned
with our own particular "little world and have
our hands full. Would be glad to learn the
mental attitude of the people in the United
States. Are they taking this war seriously or
not? They should and the pacifist and slacker
should not be allowed to sport and exhibit their
views, for they are a menace. The pacifist is the
worst enemy we have—worse, in fact, than the
boche, and that is beyond one’s comprehen-
sion. I have personally seen things over here
on my trips to the British and French fronts
that make one wonder whether or not civiliza-
tion is more or less of a myth.

“One group of German prisoners wouldn’t
believe the American army was here. They
thought we were British dressed in the uniform
of the U. S. A, just to impress and mislead the
Germans. A German prisoner, who had lived
in America for several years, said to one of our
men that the entrance of America in the war
would make no difference. He also said that
although we might get a few men over casually,
a U. S. troop ship would never reach Europe.
The funny part of this is that while he was
talking a big fleet of transports was steaming
in and he hadn’t noticed them. When his at-
tention was called to the fleet and he was told it
was one of several already landed, he looked
dazed for a minute and then turned away—
licked.”

Do your bit—but don’t talk of it beforehand!

[NCINTIN/TS
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We shall be glad to tell you all about our plans.
Five Models, $60 Up

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 Capitol Ave., Houston, Tex.
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lee Them What They Want!

The tremendous demand for PATHE PATHEPHONES during
the past year is UNQUESTIONABLE PROOF that the people
are no longer satisfied with a ONE-RECORD machine.

The people have been educated regarding Records—They know
that there are good Pathe Records—They know that there are
good Victor Records—that there are good Columbla Records
and good Edison Records—

The people want to hear ALL makes of records and they must have a
talking machine THAT WILL PLAY all makes of records—

The 546 Pathephone

Is the Only Standard Talking Machine That
Gives You This Great Selling Advantage

This and other grand fea-
tures—the Pathe Sapphire
Ball and Pathe Everlasting
Records — make Pathe the
greatest of all phonograph
propositions.

b

G

Hook Up With the
Pittsburgh Pathephone Co.
for Real Pathe Service!

Pathephone $75 Model

il Srere e i |

O

Pathephone $100 Model Pathephone $110 Model Pathephone $175 Model

PITTSBURGH PATHEPHONE CO.

963 LIBERTY AVENUE, PITTSBURGH, PENNSYLVANIA
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Talking Machine Aids Piano Technicians In

the Study of Tone Composition o

There is in Chicago a group of technicians
in the piano trade who meet at regular inter-
vals and discuss scientific matters relating to
the designing and construction of pianos and the
development of tone with a view to finding
some means for improving their product where
possible. A recent meeting of the technicians
was devoted to the study of tone coinposition,
and of particular interest from the viewpoint
of this industry was the consideration which
was given the talking machinc, which helped to
illustrate many points in the discussion.

In his opening remarks F. E. Morton, acous-
tic engineer of the American Steel & Wire Co,,
the chairman, said: “A knowledge of acoustics
may be had by any one who can hear. In in-
struments and voices we learn to recognize cer-
tain combinations of those partial tones mak-
ing up the entire tone and without specific anal-
ysis we hear a sound and say: ‘That is the
sound of a cornet or the sound of John's
voice” When we understand why we can tell
one sound from another the pleasure of hearing
and comprehending is multiplied. There is not
a sound that you hear during the day that is
not interesting from a scientific vicwpoint.
The fact that a sound may be reproduced,
whether the characteristics are quite the same
or not, is a matter of tremendous interest from
the days of the little cylinder with the tin-foil
around it up to the present day when the sound
and reproduction are so nearly ideritical. That
it is not exactly the same in quality as recorded
is obvious to the listener. 1 have more respect
for the talking machine now that I know its limi-
tations than I had before I learned them. I also
know more of its possibilities. I want to ex-
plain briefly for your direction in listening
that first we will hear the natural voice and
then the reproduction of that voice on this
talking machine. The recording studio is a fac-
tor. Any room is a reverberating chamber and
hence there are echoes.

“The diaphragm of the recording instrument
possibly has a better ear than we have and the
echo is recorded. The better the repr'qduction
the more obvious the echo. The voice energy
enters a receiver—a horn. That horn has a cer-
tain number of cubic inches of air which deter-
mines its pitch. The column of air vibrates
more intensely in response to its own keynote
than to any other. The horn material also re-
sponds with a greater degree of intensity to
its own keynote, which may or may not be the
same as the column of air contained. The dia-
phragm also has its keynote to which it re-
sponds with a quality peculiar to flat bodies. Tt
responds to odd numbered high partials with
greater intensity than to other partials. In the
reproducing the process is reversed and the
same conditions obtain. If the reproductions
were made by the same diaphragm through the
same horn and into the samme room as that in
which the record was made each augmented
partial would be doubled. If reproduced
through another instrument having another
horn of different cubical content, a different
keynote of horn material, a different keynote
of diaphragm, other odd numbered higher par-
tials would be augmented as would also the re-
verberation in the room. And so it is that we
have a number of sounds foreign to the one to
be recorded.

After very many repeated experiments therc
is no doubt in my mind that a talking machine
record of a banjo number gives a bhetter banjo
tone than the banjo itself. The same is true of
the xylophone. Those partial tones character-
istic of the banjo and xylophone are the ones
augmented. There are certain voice qualities
which are improved by recording and reproduc-
tion. There are other voices and instruments
which are not improved, but all are changed.

With a knowledge of that change we have no
difficulty in appreciating all.

“You recognize another’s voicc but it is doubt-
ful if you would recognize your own voice re-
corded and reproduced. Let us go back to our
accepted piano tone composition, having a rel-
ative intensity of 50 per cent. in the fundamental
and the other six partials in sequentially de-
creasing intensity until only a trace of the sev-
enth is audible. A heavy stroke on a piano
key brings out partfals to or above the twenty-

— T

“Talking Machine
Demands the
Respect of Practical
Acousticians”

=y R T e

fourth. By means of the resonators they may
be heard.

“The horn material and the diaphragimm are
loads carried by the talking machine and con-
stitute its limitations. If these loads were elim-
inated a true reproduction would remain. Break
a talking machine record and with a microscope
observe the track of the needle and you will find
there truly recorded all the tone it was given
and more, because it recorded the vibrations of
part of its own material.”

“It is not a limitation of failure to record but
of faithfulness. If a horse hauls a wagon weigh-
ing a ton and the contents weighing one-half
ton the limitation cause of hauling capacity is
the weight of the wagon, or one ton. The horse
hauls both. I am not criticizing the talking
machine. It is a wonderful instrument. E. H.
Rose will now sing for us, alternating with his
own record on the talking machine as a demon-
stration.”

Mr. Rose (Prinice Lei Lani, Hawaiian tenor)

sang “Pua Sabimia,” "Aloha Oe” and the “Ro-
sary” (Schumann-Heink), taking one period
with his voice, the next with the record and so
on throughout the number.

“Applying the same theory to the reproduction
of piano tone,” remarked Mr. Morton, ‘I confess
I spent many hours trying to find the cause of
some apparent distortions. 1 couldn’t under-
stand why a piano record sounded so much like
a cross between a banjo and a xylophone.
The limitations are not failure to record or re-
produce, but are caused by other partials,
other tones. In volume I think we could ap-
proach very closely the volume of the original
instrument. The augmented partials would be-
come more obvious than in the talking machine
of smaller tone chamber, or horn. We can't
magnify the good without magnifying the evil.
The relative intensity of partials contained
in a tone determines its quality. If that rela-
tive intensity is disturbed the quality is
changed. The merc increase in intensity of
one partial above its normal degree would
change its quality and this factor, as I have al-
ready mentioned, would account for its distor-
tion. It is wondcrful that we get as true an
effect as we do with that handicap. If you have
a nasal-toncd piano. withh odd numbered high
partials, you put your tone regulator on the
job, expecting him to make a perfect-toned
piano. When sucli tones appear on a talking ma-
chine record we are apt to condemn the talking
machine. By the collaboration of the piano
manufacturer and the talking machine manufac-
turer that fault may be eliminated. We are
fortunate in having the assistance of Mr. Har-
old Triggs, who will play for us. We will
then have the reproduction of this number on
the piano itself—an instrument not yet on the
market, a Brambach electric player grand—
and reproduced by the autograph roll, then re-
produced on the talking machine.” Mr. Triggs
played “The Polonaise Militaire,” which was
then reproduced on electric player grand.

Mr. Morton (at talking machine): “I am
playing a certain sustained portion of the com-
position over where the echo occurs. It is in
effect not unlike a ‘shake’ which follows what

(Continued on page 18)
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with any other phonograph.
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Phon d’Amour 5t

- THE TONE MASTERPIECE

O realize the wonders of the Phon d’Amour you must see
it, examine it, hear it play and compare it.
list of adjectives about it is not enough. Come to our
Let us explain the remarkable Fritzsch inven-
tions, the reproducer, the wooden diaphragm, the sound ampli-
Then inspect the Fritzsch craftsmanship that has given
to every Phon d’Amour the enduring value ot

And last of all hear the Phon d’Amour play—any record ot
Listen to its glorious tone production.
Note how it exalts the finest records and eliminates imper-

tections trom less worthy ones. Compare the Phon d’ Amour
U Then you will appreciate that
here indeed is an epoch-making instrument and that to he
satisfied with any other phonograph is to be content with
something less than the final, ultimate achievement in pho-

You are invited to see and hear the marvelous new
phonograph that has set a new milestone inmusical progress

—Manufactured By—

The Fritzsch Phonograph Co., Cincinnati, Ohio

To read a

G

Teade Mark, Copvright 1917 by &5,
The Fritzsch Phouograph Company @l
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“What would you
like to hear?”
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No matter what musical taste may be expressed in the cus-
tomer’s reply, the Columbia salesman can meet it.

Popular and patriotic songs, opera, plenty of Columbia’s own
unequaled dance music, sparkling gems of violin and piano,
the grand harmonies of a great symphony orchestra, brass band
music—all are to be found 1in Columbia’s offerings for March.

Artists?  The assemblage includes Stracciari, Lucy Gates,
Godowsky, Eddy Brown, Vernon Stiles, Oscar Seagle, Mme.
Miura, Al Jolson, Samuel Ash, Gene Green, Brice and King,
Greek Evans, Henry Burr, Arthur Fields, Malachy White,

Charles Harrison, Collins and Harlan.

As for the new and novel — there are two splendid features.
The first of the Thornton Burgess Bedtime Stories, told for
Columbia kiddies, in the author’s own voice, 'are ‘“Johnny
Chuck Finds the Best Thing in the World” and ‘“The Christ-
mas Joy of the Beautiful Pine.” Lacalle’s Spanish Orchestra
makes its Columbia debut with “Alegrias” and ‘“Los Crotalos,”
two mad dances from the sensational New York musical
success ‘‘“The Land of Joy.”

We’ve given you just an idea of the good things in this March
list. Examine it in detail, and you will realize 1ts surpassing
excellence.
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-~ Records
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Let one Grafonola
sell another
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Columbia music 1s always good music, whether the Grafonola
on which it is played costs $18 or $250.

People buy Columbia Grafonolas in order to enjoy Columbia
music. The wise dealer’s first aim, in making a sale, 1s to sell
Columbia music. He is not over-anxious that the Grafonola
purchased be an expensive model.

He knows that many a home hungry for good music is not yet
ready to purchase a Grafonola of the more costly type. But
such a home has a place, today, -for the model at $18, or $30.

The dealer who sees that this want 1s met has made two sales.
The inexpensive instrument will establish the enjoyment of
Columbia music, and some day there will be an exchange for a
higher-priced model—with a second profit.

¥ W Y

Columbia Graphophone Co.

Woolworth Building, New York
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HOW THE TALKING MACHINE AIDS PIANO TECHNICIANS

(Continued from page 13)

sounds like a ‘plucked’ tone. It is not improb-
able that this results from the reflection of
energy by the walls of the studio, and that this
‘shake’ is really an echo. You could build on
the tone of a piano almost any combination by
addition.
much better than the lower.”

“Now note particularly the difference in
the lower and upper registers (demonstrating).
From about middle C up the tone more nearly
approaches the tone of the piano. From mid-
dle C, the farther down the less fundamental is
observed. Mr. White has expressed just svhat 1
wanted to bring out and with that this point:
Analyses have been made of the tone of the
various parts of the piano scale. By means of
the phonodeik it was determined with whatever
degree of correctness the instrument might
show, that the low notes—wound strings—had
very little fundamental. If I recall, down in
the next to the last octave there was barely a
trace of the fundamental. That seemed unrea-
sonable to me because we can determine the
pitch of those notes, and it is the fundamental
which determines the pitch. A possible ex-
planation might be that the ‘taps’ on the at-
mosphere are less frequent at a point where
there are only sixty-four vibrations per sec-
ond than two octaves higher when there are
256. \When the rate is only sixty-four per sec-
ond the intensity. or rather carrying power, is
not so great as in the upper register. At the
same time I have a strong impression that, giv-
en a piano of such size that bass strings of
correctly proportioned length and pliability
may be used, the recording diaphragm will
respond yith sufficient intensity to influence
favorably the reproduction. If we get a
stronger fundamental with a long pliable bass
string than we do with a short stiff one, it
would be fair to assume that a balance of tone
would result, and also that any company mak-
ing records would be glad to pay the price for
a piano that would improve the reproduction.”

After considerable discussion on the question
of piano tone, and the necessity of having a
long string in order to produce the desired
fundamental tones in the lower register, the
question of reproducing music on the talking
machine again came up, and it was agreed that
much of the trouble lay in the diaphragm, as it
is difficult if not impossible to design a dia-
phragm that would be suitable for reproducing
very rapid vibrations or very slow ones with

The upper part of the register is .

equal faithfulness. For the diaphragm would
respond to its own keynote with a greater in-
tensity than it would to that of another pitch.

In the course of his discussion Mr. Morton
offered some interesting suggestions regarding
the recording of voices. ¢‘I suggest to those
making records of male quartets,” he said, “that
the second bass be placed closer to the horn,
the first bass a little farther, etc. It would rid
us of the predominant tenor and give us the
grateful fundamental.

“1 feel that the public will be much more in-
terested in all records having full strong funda-
mentals, however produced, than they will in
the average present records, both orchestral
and vocal. If those in charge of studios will
understand that when the public says: ‘This is

a good and this is a poor tone’ and we analyze-

both it will be found that the one which the
public says is good has a dominant fundamental
and the one which the public says is poor has
little fundamental, they will effect a grateful
change.”

“I would like to ask what instrument records
sell most readily to the public,” asked one piano
man, to which E. H. Rose replied: “’Cello, vio-
lin and harp records.”

“There are some very excellent tones repro-
duced,” declared Mr. Morton, ‘“‘but their re-
lationship is distorted. Take two violins, viola
and ’'cello. The 'cello is usually too light. WWe
glory in a passage where it comes out strong
We like to hear a male quartet with a good
substantial second bass. To determine in a flat
vibrating body the true pitch—the fundamental
—you can use this instrument known as a phen-
endoscope. You can locate sounds foreign to
the desired tone in your piano, vibration of case,
plate, etc. When you get through with it you
can put it on your car and locate engine trouble.
It is an aid to listening and any aid to listen-
ing is very well worth while. And now. to re-
turn to the talking machine, the diaphragm being
flat and vibrating in odd-numbered segments, the
attempt has been made to crown it. Just as
soon as you near the arch you approach the
unresponsive. It has too much resistance. It
is not practical. Some day we will get away
from the diaphragm entirely. The horn idea
will never be entirely satisfactory as a true re-
corder or reproducer. The horn idea, or tone
chamber, is distorting.

“In the meantime we have records to-day that
couldn’t be replaced by anyv other means. Think

Grade “D"” Cover with No. 3 Straps.

Ward’s Khaki Moving Covers

THE C. E. WARrD Co.

PROTECT YOUR MACHINES FROM ALL
KINDS OF WEATHER

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

Our covers are faced with Standard Khaki,
lined with a heavy grade flannel, interlined
with an exceptionally good grade of heavy
cotton or felt, diagonally and closely quilted,
and manufactured according to the usual

superior “ WARD New London " quality.

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

\Vith Name of Machine silk embroidery on any Cover; uua..s.25c.
1.00

With Dealer’s Name and Address, first Cover; extrai..______
Same on additional Covers, each extra.__.___......

Write for booklet

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

Also Manufacturers of Rubberized Covers
and Dust Covers for the Wareroom

Read the Trade Mark carefully.
hear the machine, and vou'll agree
that it is truly

The World’s Musical Instrument

Improves All Records

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

what the record of ancient history would mean
in our talking machine studios to-day. Think of
some of the great speeches by Roman senators
handed down for us to-day as phonograph rec-
ords. If there is anything on earth that should
be encouraged it is the talking machine industry
and everything pertaining to it. Give it its
proper place. It has a big place and is omne
which will redound to our glory if we back it
up strongly. The talking machine doesn't take
the place of the piano. It never will and never
can. The reproducing piano probably is the
closest we can come to-day to a reproduction
of an artist’s work. The gradations are not
as fine as we would like to have them, but we are
progressing.”’

SOME GOOD PUBLICITY IN DENVER

C. B. Wells, Publicity Manager of Knight-
Campbell Music Co., Gets Interesting Story
on Music on Farm in Representative Papers

De~xver, Coro, January 19.—C. B. Wells, man-
ager of publicity for the Knight-Campbell Music
Co., is doing some excellent work in the inter-
ests of music and musical instruments gener-
ally. Only last week he succeeded in having
printed in the Weekly Rocky Mountain News
an interesting story on “Music Greatest Asset of
the Country Home,” the writer being Burt Wells
himself, lover of music, cowman by experience
and inclination, farmer by pre-natal instinct, by
the grace of God a penpusher. The story told
of the lonesome hours spent by women on farins
and ranches far from the center of things and
how music provides enjoyment in the evening
for all hands. Of course the Victrola and the
player-piano were referred to particularly. In
addition to having the story in the Weekly
News, which reaches about 25,000 country homes,
it also appeared in the annual stock show sou-
venir edition of the Record Stockman, which
circulates in a vast territory in the West. The
story was accepted at its face value and cost
the Knight-Campbell Co. nothing, although in
fairness be it said that the company’s name did
not appear throughout the article. Mr. Wells
is of the opinion that the same idea could be
worked out profitably by piano and talking ma-
chine men in other sections of the country.

ASSOCIATION DUES NOT TAXABLE

War Tax Law Held to Apply Only to Social
and Athletic Organizations

Wasaingrox, D. C.. February 3.—Commercial
organizations, even though they have social fea-
tures. are not subject to the war tax, according
to a ruling just issued by the Commissioner of
Internal Revenue. The Commissioner ruled:

“Particular attention is called to the fact that
the tax is imposed only upon dues or member-
ship fees, including initiation fees, paid to any
social, athletic or sporting club or organization,
where such dues or fees are in excess of $12
per year. The tax does not attach upon dues
paid to chambers of conimerce or other business
organizations primarily organized and main-
tained for the furtherance of business interests.
Such organizations may have social features
without incurring Hability to tax, provided such
social features are entirely subordinated to thc
predominant purpose of the organization.”

NEW INCORPORATION

The Audion Phonograph Co., New York. las
been incorporated, with a capital stock of $§5,000,
by A. LaGattuta, V. Himmer, Jr., and W. L.
Sawyer.

The successful veuture anchers to an achieved
success, no matter how minor or humdrum the
g [
job was.
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Otto Heineman Phonograph Supply Co.

INCORPORATED
25 WEST 45th STREET, NEW YORK
FACTORIES, ELYRIA, O.—NEWARK, N. J.—-.PUTNAM, CONN.

CHICAGO ATLANTA SEATTLE CINCINNATI TORONTO
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DEAN QUALITY
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HEINEMAN EFFICIENCY

Our new needle factories in Putnam,
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be complelted. OQOur output will then
be tripled
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TALKING MACHINES VALUED BY SOLDIERS AT THE FRONT

Some Interesting Facts in This Connection Set Forth by Junius B. Wood, a War Correspondent
Who Tells of the Joy They Bring in the Hospital and in the Camp

What a talking machine and even a limited
supply of records means to the soldiers at the
front, and particularly in the military hospitals,
was set forth recently in a graphic manner by
Junius B. Wood, who, writing for the New York
Globe, said:

“In a certain unnamed spot a few miles back
of the French front are the long one-story frame
barracks of a regiment of American railroad
engineers. These buildings, with those of a
French hospital, near which is a cemetery that
is daily growing larger, form a mushroomlike
military city. Day and night the Americans take
trains up under fire and return to sleep and
rest in the barracks.

“Every morning, and sometimes oftener, ac-
cording to how the fighting goes, they bring in
a long train which stops at an equally long plat-
form, while its load of helpless, suffering and
bandaged humanity is carried into the wards ot
the adjoining hospital. Each one who is more
scriously wounded is taken farther to more com-
fortable and bettcr equipped permanent hospitals
in Southern France. The wounds have been
bandaged in the temporary field dressing sta-
tions, but only in a few cases has there been
an opportunity to wash off the dirt of the
trenches before the patients are hurried to this
evacuated hospital. Then starts the fight to fan
back the flickering flame of life.

“In that war-born city is one phonograph.
Grand-opera singers, amuvsing actors and enter-
taining speakers do not come to that hospital
in the war zone. A single box of “canned music”
is all they have to relieve the monotony of the
puffing locomotives, the stifled groans of their
fellow wounded and their own gnawing pain.
Occasionally German bomb-dropping machines
seem reluctant even to permit thesec fragiles of
humanity to escape.

It Is Never Silent

“One thoughtful New York mother sent this
ray of brightness to her son, a captain in a rail-
road regiment. He turned it over, records and
all, to the hospital so that all might use it.
Now it is never silent day or night until taps
sounds. FEarly in the morning it starts on its
rounds through the hospital wards and by eve-
ning it reaches the Y. M. C. A. hut and finishes
the night on a rough pine board table in the
officers’ quarters grinding out the old, familiar
homesick tunes.

“Occasionally when work is slack the owner
goes himself to run the machine. Here is his
description of a Sunday afternoon in that strange
city of the ill:

“‘T spent an hour and a half playing the ma-
chine in a ward where two men carried in the
rccords. There were from sixty-five to seventy-
five men in the ward. Some were suffering
from pneumonia and still others were terribly
burned by mustard gas. Nearly half of the re-
mainder had not seen daylight for a long time,
All eyes seemed to be bandaged and there was
an everlasting coughing.

“‘l started off with the “Marseillaise” and
every last man who had an ounce of strength left
in his system sat up on his cot at salute and
tried to raise a bandaged hand if one was left.
After that we had some American marching
songs, comic opera, grand opera, and everything
left on the worn-out records.

Records Nearly Worn Out

“*We have used these records until they sound
like the proverbial tin can. I wrote to America
a couple of months ago for more, but they
never materialized. The machine works all day
in the hospital and we use it only when the
patients have gone to sleep. It would be a
calamity if they were deprived of its solace.’

“For military reasons I am not permitted to
give the name or location of this American
regiment which, in addition to its war work of
carrying forward ammunition and supplies and
bringing back the wounded and dying, is also
spreading the Good Samaritanism of music. How-

ever, anybody who wishes to answer the appeal
can send records to me and the American post-

office here will see that they are delivered. Any-
thing in the line of music is a balm in the ears
of the wounded, even of the French Poilu, who
does not understand English. Send all you can
and what you can in care of Junius B. Wood,
war correspondent, American Expeditionary
Force in France.”

GRAFONOLA IN MOTION PICTURES

Release to Be Made Shortly Will Feature Mae
Murray and the Columbia Grafonola

The Universal Film Mfg. Co. will shortly pre-
sent a new picture entitled “The Eternal Co-
lumbine.” The star in this film will be Miss

Mae Murray, one of the most popular and suc-
cessful motion picture actresses now appearing

= Aﬂ“ri_ i ‘_.'
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Miss Mae Murray and the Grafonola’
before the public. A Columbia Grafonola plays
quite a part in this new picture, and the accom-
panying photograph presents a scene in which
Miss Murray and the Grafonola occupy the cen-
ter of the stage.

C. F. Paige & Co., Athol, Mass., have fitted
up a special room in their store to house the
Victrola department, the business of which is
increasing steadily.

IMPORTANT FACTOR IN CREDIT WORKf

How Good Correspondence Can Be Utilized
Effectively in Cleaning Up Bad Accounts

Is the art of letter writing lost—an art than
which there is none more important for ef-
fective credit work? We must lead men to
understand that there can be no more expen-
sive neglect than failure to appreciate the value
of good correspondence.

The question arises, what is a good letter?
This is a question difficult to answer. Surely, a
letter should be neither too brief nor too long,
yet thorough so that all points are covered.
No important part of the subject under consid-
eration should be neglected. The letter should
bc courteous, yet, as was expressed by a thought-
ful credit man in a recent state conference,
it should not “slop over.” Fulsomeness is bad
and creates a strong suspicion; but the proper
expression of courtesy is one of the strongest
features of good correspondence.

The letter should aim to accomplish its pur-
pose without offensé, leading rather than driv-
ing men, and yet sometimes it may happen that
the best purpose of a letter may be accomplished
if the party addressed is offended temporarily,
because, as the editor of The Credit Man points
out, some men never awake to a serious sit-
uation unless first made angry.

The unnecessary letter should never be writ-
ten—the necessary letter never neglected—there
should be careful thought given to each com-
munication, for merely setting down in a mo-
ment of heat without digesting the real pur-
pose and necessities of correspondence will fail
of its purpose in the majority of instances. By
the digestive process, the exercise of careful
thought, the holding in mind of the purposes
that are to be accomplished, a letter can per-
form a wonderful service, be a driving power
and bind men together who otherwise would
have no points of contact.

Letter writing is a neglected art, yet, by re-
storing it and making correspondence the sub-
ject of careful study and thought, we shall have
accomplished much in making this work ef-
fective.

PROTECT VARNISH IN

in all weather.

No. 3 Carrying
Strap Shown in
Cut, $1.15

Lansing Khaki Moving Covers

and enable you to deliver your phono-
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These covers are made of Government Khaki, interlined with heavy felt or
cotton, flecce-lined, quilted and properly manufactured. Perfect protection
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$5.:00
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611 Washington St., BOSTON
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$77.50

Carrying Straps Extra

Write for booklet
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BostoN, Mass., February 6.—It is of spee-
ial interest that, despite general conditions, the
month of January proved to be a far better
month for most of the dealers than they had
looked for. Most of them were able to show a
business fully up to that of a year ago, while
others went considerably ahead of January of
1617. This is doubly interesting in view of
the fact that the business day is now shorter
by one hour and there is a whole day, Monday,
taken out of each week in deference to the re-
quest of the fuel administrator, which for the
month has considerably shortened the hours,
although the Monday closing did not really be-
gin until the middle of the month. For the
current month the situation will be worse, for
there will be four Monday shut-downs and
Washington’s birthday, and all in the shortest
month of the year. It will be interesting to see
how the period will show up.

One good business asset just now is the de-
mand for machines and records that comes from
the Navy Yard, the forts down the harbor,
Camp Devens at Ayer, and other places where
soldiers and sailors may be stationed. The im-
mense quantities of second-hand records that
are sent away of course do not affect the
dealers, but there are in addition a large num-
ber of records that are bought and sent away
by friends. This is a most appreciable aid to
business. )

Oppose Instalment Plan of Doing Business

The trade is interested in the position lately
taken by the Retail Credit Men’s Association at
a meeting held at a Boston hotel, when a reso-
lution was passed abolishing the instalment
plan of doing business. The reasons given for
taking this attitude were that conservation is
the watchword in the present crisis; that with
the increase in the cost of merchandise a pro-
portionate increase in capital becomes neces-
sary; that it is neither wise nor economic to
tie up large sums of capital in this form of
credit; that it is essential to the national wel-
fare to keep capital liquid, and therefore that
all goods sold on credit be paid for on the first
of the month following the date of purchase and
in no case beyond thirty days from the date of
purchase. A copy of this resolution was sub-
mitted to the Boston Chamber of Commerce
for action by that body.

Fifty Victor Machines for Camp Devens

Herbert L. Royer, who has a well-appointed

Victor and Sonora shop in Chauncy street, a
few feet from Summer street, is being con-
gratulated by his friends on having successfully
completed a deal whereby more than fifty Vie-
tor machines are soon to be sent to Camp
Devens at Ayer. The purchase was made by a
committee headed by Francis H. Spalding, which
is interested in supplying music for the boys
in camp. The money was largely secured
by sums being raised from the proceeds of
the sale of a large flag, which-was made by Mrs.
Martha Pierce Chute of Cambridge and Man-
chester. With these machines Mr. Royer was
able to sell nearly 300 records. The outfits are
tc be distributed among different companies at
the camp. :
Dealers’ Co-operation Service

Ear!l J. Silliman, who was transferred a while
ago from the Vermont territory of the Colum-
bia to the Boston wholesale headquarters, has
been put in charge of the new record demon-
stration room where dealers, especially those
from out of town, who are not familiar with all
the details of good selling, may be coached. It
is what might be called dealers’ co-operation
service.
Magnificent Display of Brunswick Phonographs

The dealer not acquainted with the line of
phonographs carried by the Brunswick-Balke-
Collender Co., at 94 Washington street, will
be really surprised at the display which is on
the second floor of the building. R. H. Booth
is in charge of this phonograph department, and
he has two men constantly in the field pre-
senting the merits of the Brunswick machine,
F. H. Walter and E. S. Campbell, who have
between them all of New England with the
exception of Connecticut, which is handled from
the New York end. There is A. J. Kendrick
besides, who is the district manager, with head-
quarters in Boston, and between these three
live wires the Brunswick is getting a good
showing in this field. There are several new
styles of Brunswick machines soon to be put
on the market which are sure to interest present
and prospective agents.

Branching Out Into Larger Fields

R. S. Hibshman, manager of the Aeolian
Vocalion, says that the business during Janu-
ary was good, all things considered. This house
has begun to branch out into larger fields and
to establish wholesale accounts around the city.
The large department store of Magrane-Hous-

ton Co. in the downtown retail section has con-
tracted for the Vocalions, and at the present
time there is a good display in one of the large
Washington street windows. This wholesale
end of the business has been placed in charge
of C. C. Westervelt, who has been with the
Emerson Phonograph Co. J. F. Meade, the -
treasurer of the concern, who makes his head-
quarters in New York, was a Boston caller a
short time ago.
Takes Charges of Victor Department

The Victor department of the Henry F. Miller
Co. is now in charge of P. R. Smith, who has
lately assumed the position. Mr. Smith has
had a good experience in the phonograph busi-
ness, for he was Thomas A. Edison’s personal
representative for some time and as such was
called upon' to go into many territories to
straighten out knotty business problems facing
the Edison dealers. Lately he has been in the
employ of the United States Government.

Generous Action of A. M. Hume Co.

A space in the A. M. Hume Music Co.’s Vic-
tor warerooms has been generously donated to
the Greater Boston Women's Committee, and
authorized by the National War Work Coun-
cil of the Y. M. C. A, whose purpose is to
provide music and other forms of entertain-
ment for the soldiers and sailors. Members
of this committee are at the Hume warerooms
for three hours each day and the Vietor prop-
osition is one that especially appeals to them
as a desirable form of music.

Reports an Excellent January Business

Manager Fred E. Mann of the Columbia
Graphophone Co. makes a most encouraging re-
port of the January business just closed and
says that while the demand for goods was nat-
urally light at the beginning of the month,
there was considerable speeding up as the days
wore on, so that the sum total was con-
siderably in advance of the January business
last year. Manager Mann was over in Spring-
field a while ago looking over the territory
and arranging to give that field as good serv-
ice from the Boston end as it formerly had
when there was a local headquarters in that
city. -

M. C. Perkins, who is now assistant to Mr.
Mann, since the closing of the Springfield
quarters, is rapidly making good in his new
line and he is fast familiarizing himself with
liis new work, which for the time consists

ARLLASLNSL

S

AUSAN

Y,

UL

AL LN

A

L9

) ABAAY N

ALABLI

S/aTRAIEYIS

Y.

Habits Have to Grow

For several years past Eastern Victor -
Service has made a specialty of speeding
up the record end of the Victor business.

We have therefore cgntracted the g
habit of giving the Victor dealer efficient
record service. ;

EASTERN TALKING MACHINE CO.

% %
.3 177 TREMONT STREET BOSTON, MASS. a
- PR ., - - _ _

axiivaiTatITaYivaYH AV TaYIiTaVivaXIiTaXITaYITaYIYaVivaYiraYLra X TaYtiTaYITaVII TaYiITaY

I7aYil

fraxitraxiizavi

good

TaYii7ai7aiivaXIivaxit7axl

o

R7aXiTaVilTaViVaYRTaYI TYRTGYRYGYKTaYhTAYTa kT ViTavisrk



FeBruary 15, 1918

THE TALKING MACHINE WORLD

21
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largely in perfecting the service stock depart-
ment where several new men have had to be
taken on owing to the demands which the draft
has made upon the local Columbia employes.
Pleasant Surprise for Billy Fitzgerald

Wholesale Manager Billy Fitzgerald of the
Eastern Talking Machine Co. got a pleasant
surprise a few days ago, when he received a
package which, upon being opened, brought back
vividly to his memory an incident which hap-
pened back last summer when he played the
part of lifesaver. A woman was crossing Tre-
mont street almost in front of the Eastern es-
tablishment when she got mixed up between sev-
eral teams and she was in danger of being
crushed when gallant Bill rushed to the scene
and dragged the frightened woman to a place
of safety on the sidewalk. The gift was ac-
companied by a card which spoke the appre-
ciation of the woman. .

Tells Story of Progress

Business throughout the Edison territory
handled by the Pardee, Ellenberger Co., Inc.,
is reported as excellent by Manager Frederick
H. Silliman, but the staff of traveling men who
have Northern Massachusetts, Maine, New
Hampshire and Vermont as their fields have
interesting stories of the amount of snow to
be found in that territory these days.

Announce New Sonora Agencies

Joseph H. Burke, who is associated with
Richard Nelson in the local management of the
Sonora Phonograph Co. has been doing some
telling work lately, and one of the good-
sized deals which he lately put through was
the placing of the Sonora agency with three of
the Blake Co.s large piano houses at Lynn,
Attleboro and Pawtucket, R. I. The local man-
agement also reports that the large Springfield
house of Forbes & Wallace has lately taken
on the Sonora line. Both Mr. Nelson and Mr.
Burke were in Hartford, Conn., lately in at-
tendance on the salesmen’s convention, when
plans for the current year’s business were con-
sidered from every angle.

Franz-Yahn Service Tells of Progress

The wholesale department of the Columbia
Graphophone Co. is highly gratified over the
volume of business which is being done by F.
E. Yahn, who is head of the newly organized
concern known as the Franz-Yahn Service,
which maintains departments in the Poole Dry
Goods Co. in Springfield, the Steiger-Cox Co.
at Fall River and the Steiger-Dudgeon Co. at
New Bedford. Mr. Yahn maintains an exclusive
Columbia department in the Springfield estab-
lishment, and in arrangement and volume of
goods displayed it makes one of the best show-

35 ARCH ST.

BOSTON,

Victor Distributors

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

they want when they ¢ome to your store.

Keep

your VICTOR record stocks complete.

We can help you for we have

The Largest and Most
Complete Stock of
Records in New England

Write, or Telephone Beach 1330

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

ings to be found anywhere about. Mr. Yahn
has been in the talking machine business for
several years and at one time was connected
with the Springfield warerooms of the Colum-
bia, and he is well informed ‘with every phase
of the business.
Doing Good Business in Lowell

Thomas Wardell, a Lowell dealer in Victor
and Edison outfits, was a caller on Boston deal-
ers a few days ago, in fact he comes up here
frequently to buy goods. Mr. Wardell bought
out the Ring Piano Co. in Lowell a couple of
months ago, and has been meeting with good

success especially in his talking machine line.
Mr. Wardell has had considerable experience
on the stage and is full of interesting reminis-
cences. He is a veteran in the talking machine
business, having been one of the early dealers
in the days when the cylinder records were the
only thing to be had.
Some of Our Distinguished Visitors

Visitors on the Boston dealers lately have in-
cluded H. L. Tuers, manager of the Columbia’s
national dealers’ service department, who came
to Boston to take his examinations for the

(Continued on page 22)
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aviation unit, which by the by he passed most
successfully. Another caller was L. I. Spencer
of the Silas Pearsall Co., a Victor jobber in
New York, and H. M. Blakeborough, manager
of the New Haven branch, who was in town
for two days. )
Joins the Nation’s Service

The Eastern Talking Machine Co. has lately
lost three more of its men, who have gone into
the nations’ service. They are John Maguire,
who is in the Naval Reserve and is stationed
at Hingham; Bernard Finnegan and Byron Cor-
coran, who are with the railroad engineers at
Camp Devens.

Patriotic Atmosphere at Steinert’s

The windows of the Arch street store of the
M. Steinert & Sons Co.. are full of a patriotic
atmosphere for February, which month is so
full of reminders of the two great men of the
nation, Lincoln and Washington, whose birth-
day anniversaries come within these four weeks.
I one of the windows, swhich is the happy con-
ception of Robert Steinert, the manager of the
talking machine department, is a liberal dis-
play of red, white and blue. In the center on a
pedestal is a large bronze eagle from whose
beak radiate streamers of the national colors.

There are standards of colors and President
Wilson’s picture finds a place in the arrange-
ment, together with likenesses of Washington
and Lincoln. Several high-priced Victrolas are
in the window. The opposite window is more
largely given over to a display of records and
this, too, carries out the patriotic idea.
R. O. Ainslee Remains in Boston

When R. O. Ainslee came to Boston to at-
tend the wholesale men’s convention of the
Hallet & Davis Co.’s Boston local warerooms
it was to remain here, and make his home per-
manently in our midst. Mr. Ainslee came from
Chicago, where he was in charge of the pho-
nograph department of the Hallet & Davis house
in that city; and coming here he is now occupy-
ing the same post. He will give all his atten-
tion to the wholesale end of this branch of the
business, and as a man of considerable experi-
ence he promises to make good. The depart-
ment will now be built up considerably, for Mr.
Ainslee is a man of ideas and understands the
art of developing business.

Joins the Naval Reserve

William McAuliffe, of the record department
of the Columbia Co., is the latest of the staff
to join the colors. A few days ago he reported
at Hingham as a member of the Naval Reserve.
He is the fifth one from that Columbia depart-
ment to enter the service. 2 .

PORTSMOUTH BUSY TALKER CENTER

J. M. Hassett Getting a Good Share of Trade
From the Sailor Boys

PortsmoutH, N. H.,, February 2.—Joe M.
Hassett has one of the busiest places, at 113
Congress street, that there is in the city. His
establishment is one that formerly was oper-
ated by Fred W. Peabody, who conducts a
chain of successful stores. The one in this
city Mr. Hassett purchased some time ago and
he has made a marked success of it from the
start.

Just now he is getting a good share of busi-
ness from the boys at the Navy Yard, where
many men are coming and going all the time. Mr.
Hassett carries the Victor, Edison and Columbia
lines of machines and of these he keeps a large
stock always on hand. He has a large number
of friends in the business who never pass
through the city without making a stop at his
place for a handshake.

The object of advertising being to make pub-
lic one’s goods with the view of effecting sales,
a dealer must first decide if he has the goods
the people want, and then, how to apprise them
of the fact.

EDISON THRIFT STAMP CLUB FORMED

Employes of Edison Laboratories Form Organi-
zation for the Purpose of Encouraging Sale
of Thrift Stamps to Help the Nation

The Edison Thrift Stamp Club was organized
at the Edison Laboratories, Orange, N. J., lat€e
last month. The meeting was presided over by
Charles Edison, who briefly outlined the pur-
poses of the club, and was followed by Mr.
Durand, manager of the Ediphone division, who
explained the plan of the sale of Thrift Stamps
to employes in full detail. Mr. Mambert, vice-
president and financial executive; Mr. Wilson,
vice-president and general manager, of Thomas
A. Edison, Inc.; Mr. Philips, credit manager,
also of the Thomas A. Edison interests, and Mr.
Bachman, vice-president and manager of Edison
storage battery, assisted in the organization
work.

The object of the meeting was to bring to-
gether all captains and stamp station attend-
ants for the purpose of outlining the plan and
scope of the club.

A captain has been appointed from each de-
partment of the organization for the purpose of
selling stamps direct to employes. The cap-
tains secure stamps and thrift cards from the

stamp stations and turn in all pledges, money
and surplus stamps to the stations every night,
the attendants of which in turn send all returns
to the treasury service department, presided over
by Harry Miller, treasurer of Thomas A. Edi-
son, Inc. Upwards of one hundred captains and
stamp station attendants were at the organiza-
tion meeting.

The method of operation is as follows: The
captains present a pledge card to the employes
on which they pledge themselves to purchase at
least one 25-cent thrift stamp per week. The
captain sells the stamps direct to the employe

Mr. Edison With Thrift Card
and takes the money for them, which he turns

over to the station attendant. The employe then
receives a United States Government Thrift
Card on which the stamps are pasted.

An effort is being made to have 100 per cent.
of the employes purchasing thrift stamps reg-
ularly every week. In spite of the fact that
many Edison employes are still paying on Lib-
erty Bonds, the Thrift Stamps have very read-
ily» been purchased by the large army of Edison
employes. Herewith is shown a picture of
Thomas A. Edison holding in his hand a Thrift
Card with the first Thrift Stamp purchased
through the Edison Thrift Stamp Club at-
tached.

Tie the new to the old. Capitalize your tried-
out knowledge rather than fancy’s rainbow pots.
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The Eclipse Outlook

The 1918 outlook is extremely bright for the Victor
dealer who goes about his business, spurred by the
knowledge that the war chiefs are p]acmg increasingly
heavy emphasis on the war value of music in general
and of the Victrola in particular.
patriotic inspiration will add increased ginger to
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FIXED PRICE ARGUMENTS BEFORE U. §. SUPREME COURT

Trade Interested in Arguments Made Before U. S. Supreme Court in Appeal of the Boston Store,

Chicago, From Injunction Enjoining It From Selling Columbia Records at Cut Prices

The appeal of the Boston Store of Chicago
from the injunction granted by the United States
District Court in Chicago in September, 1915,
enjoining it from selling Columbia records at
cut prices was argued before the United States
Supreme Court recently. The case came before
the Supreme Court upon a certificate from the
United States Circuit Court of Appeals in and
for the Seventh Circuit.

It appears from the certificate that the appel-
lant, the Boston Store of Chicago, entered into
an agreement in writing on October 15, 1912,
with the Columbia Graphophone Co., acting as
the agent for the patentee, the American Grapho-
phone Co. under the terms of which, among
other things, the Boston Store agreed to main-
tain prices on the Columbia product. Subsequent
tc entering into the contract the Boston Store
secured a stock of Columbia records and prior
to the filing of the suit had sold at retail to
the public the records which it had thus ob-
tained, at prices less than the Columbia Co.’s

official retail list prices. The records in suit
were covered by United States Letters-
Patent.

It was contended on behalf of the Grapho-
phone Cos. that a patentce may, while exercising
any of his three co-ordinate monopoly rights of
making, using and selling, reserve, by proper
agreement, such portion thereof as he may see
fit, and that such a proper reservation was made
upon the monopoly right to resell by a contract
directly with the Boston Store, which was en-
tered into at the very instant of the transaction.
It was also contended on behalf of the Grapho-
phone Cos. that the grant of the patent gave the
article a status which enabled monopolistic bar-
gaining and that the rules respecting ordinary
sales did not apply.

Counsel for the Graphophone Cos. pointed
out that the Columbia price maintenance system
was based upon a contract—a direct contract

between patentce’s agent and its immediate ven-
dee, the Boston Store. No altemipt was made
to go beyond this, or by a niere “notice” to en-
force its price system against any concern which
was not a party (or privy) to a contract as in
the Victor-Macy and Sanatogen cases recently
decided by the Supreme Court.

It was further contended on behalf of the
Graphophone Cos. that inasmuch as competitive
conditions existed to protect the consumer, the
contract between the Graphophone Cos. and the
Boston Store, which imposed a resale price upon
the latter, was valid as being a reasonable re-
straint of trade, and that the question as to the
validity and legality of such a contract was not
foreclosed by the decision of the Supreme Court
in the Dr. Miles case.

The Boston Store claimed that under the re-
cent Supreme Court decisions it had the right
to sell the patented articles at any price it saw
fit notwithstanding the fact that it had agreed by
contract to maintain prices on them.

The questions certified to the Supreme Court
were the following:

1. Does jurisdiction attach under the patent
laws of the United States?

2. If so, do the recited facts disclose that
some right or privilege granted by the patent
laws has been violated?

3. Can a patentee, in connection with the act
of delivering his patcnted article to another for
a gross consideration then received, lawfully re-
serve by contract a part of his monopoly right
to sell?

4. If jurisdiction attaches solely by reason of
diversity of citizenship, do the recited facts con-
stitute a cause of action?

The case was argued by Elisha K. Camp, gen-
eral counsel for the Graphophone Cos., and Dan-
iel N. Kirby and James M. Beck. Walter
Bachrach and Hamilton Moses made the argu-
ment for the Boston Store.

CHARACTER—THE BASIS OF SUCCESS

What the Development of Character Means to
the Salesman Most Interestingly Set Forth in
an Article in “The Voice of the Victor”

“Character is a by-product,” as Woodrow Wil-
son in one of his illuminating talks once told
a group of college boys. Everybody knows that
a salesman’s success is largely determined by
his power of impressing his “character” on his
customers. For this reason many salesmen go
after character much as though it were money
—something they codld put in tlheir pocket and
forget about until needed, says ‘““The Voice of
the Victor.” What they get when they do this
is not character, but another by-product, a sort
of self-consciousness that is more of a liability
than an asset.

If a man attends simply to his duty he will
unconsciously develop the kind of character best
calculated to help him carry on his work. Take
the policeman, for instance. He probably never
thinks about his “character” or “personality.”
The uniform, the discipline, the nature of his
work all combine to harden and toughen him
until he is fit to cope with criminals and to view
with alertness a world that to him is always
more or less under suspicion. Unconsciously he
develops a “cop” mind, and becomes one of
Squashville’s “bravest.” Precisely the same thing
will happen to the salesman who attends to his
work. His plain duty is to consider his custom-
er’s interests and his employer’s interests and to
make the two fit in with each other. He must be
tactful and yielding over things that are open to
discussion, and gracefully firm over things that
are not. He must be equally as courteous to the
bargain hunter, the fidget, the suspicious buyer,
the nervous old lady who fears she is going to
spend too much, as to the most accommodating
customer on his list. If he does this, he may be

assured that one by one the corners will be

knocked off him, the creases ironed out of him
and he will become an accommodating diplomat
with everybody’s confidence and good-will. He
will be known as a man with a “personality” or
‘“character”—call it which you will—and he may
view his future with confidence and serenity.

At the time Woodrow Wilson made the above
remark he probably had no thought of becom-
ing President of the United States. e had

enough to think about steering Princeton Uni-
versity with the. finances of the institution tug-
ging in one direction, the faculty in another and
the students and their needs in a third. It hard-
ened and toughened him into the kind of a man
who could stecr calmly through thie midst of the
most appalling state of international affairs any
American statesman has ever had to face. The
salesman who sinks his identity into the needs
of a small country store need not be surprised
if he finds that he has unconsciously developed
in himself the kind of personality capable of
heading the sales department of a big business.

TALKING MACHINE TRADE IN NORWAY

Figures on the Extent of the Industry in That
Country—Prices at Which Talking Machines
and Records Are Sold—Methods Used

WasuingTon, D. C,, February 5.—United States
Consul Charles Forman has recently sent to the
Bureau of Foreign and Domestic Commerce
some interesting figures regarding the talking
machine trade in Norway. The value of talking
machines imported in the kingdom annually
averages about $100,000. They are received from
Germany, France and the United States, but
figures showing the exact amount from each
country are not available.

Most of the talking machines sold in Bergen
are imported by agents at Christiania. The most
popular machines retail at $26.80 (100 crowns);
other and better machines range from 300 to 400
crowns. The reta#l prices of records vary from
80 cents to $4.34.

Talking machines pay an import duty of 0.50
crown per kilo net weight (6 cents per pound).
The rate of duty is applicable to talking ma-
chines from all countries entitled to most favored
nation treatment.

The usual method of selling talking machines
and discs is through agents in Christiania, who
have a sole agency for Norway. Newcomers
into the field may adopt this method, or if they
prefer, may appoint an agent for Bergen, who
should have a certain well-defined territory, and
prices preferably should be quoted c. i. f. desti-
nation in dollars.

The usual terms of sale are 2 per cent. for
cash, but credit of three months is extended, if
desired. Dealers make a profit of 50 per cent.
on machines and 33 per cent. on disc records.

A list of dealers has been forwardcd to the
Bureau of Foreign and Domestic Commerce,
which may be procured from the department by
rcferring to File No. 78,596.

by selling it.

THIS ALBUM MADE US FAMOUS

Why don’t you try?

e W

Pat. Dec. 15, 1914,

3y

—

43-51 W.Fourth St.
New York, N. Y.

——07

1 Buy Your Albums Direct From the Manufacturer

THE BOSTON BOOK CO., Inc.

The only exclusive Record Album Factory in the world.

Chicago Office:
1470 So.Michigan Ave
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INDISPENSABLE TO DEALERS

What a Prominent Canadian Merchant Has to
Say of The Talking Machine World—Believes
in Getting as Near as Possible to a Cash Basis

Day after day The Talking Machine World
receives communications from dealers located
in all parts of the world, expressing words of
appreciation for the merits of this publication,
and the great value it is to them in the conduct
of their business. For example, one which
came to hand last week from Wm. Lee, Ltd.,
618-622 St. Catherine St. West, Montreal, is
interesting in this connection. It reads:

“We are very much alive to the benefits re-
ceived through your very excellent magazine,
The Talking Machine World. It is very inter-
esting to hear the views of America’s successful
merchants from a financial standpoint. Finance
in the musical instrument business means credit,
and the advanced ideas of getting this talking
machine business on a nearer cash basis is a
very excellent move, as we are all beginning to
recognize that the talking machine is to-day a
necessity in every household, and when the gen-
eral public gets educated to the cash basis, or
short term payments, there will be just as many
machines sold, and the dealer’s risks will be at
a minimum. Enclosed find check for the fol-
lowing year’s subscription to your publication,
which no talking machine dealer to-day can af-
ford to be without.”

WILL A. WATKIN CO. EXPANSION

The Will A. Watkin Co., Dallas, Tex., are do-
ing an excellent business with the Columbia and
recently installed several new .demonstration
rooms. They are carrying on a very forceful
campaign of publicity in the local papers, in
which the Columbia records are featured in a
very striking and effective way. James 1.
Cruse, of the talking machine department of this
house, is making a specialty of adjusting and re-
pairing, and is building up quite a clientele.

EXPORTS OF TALKING MACHINES

The Figures for November Presented—Exports
Show Machines and Records Both Increase

WasHincToN, D. C., February 5—In the sum-
mary of exports and imports of the commerce
of the United States for the month of Novem-
ber, 1917 (the latest period for which it has
been compiled), which has just been issued by
the Bureau of Statistics of the Department of
Commerce and Labor, the following figures re-
garding talking machines and supplies appear:

Talking machines to the number of 4,523, val-
ued at $164,762, were exported in November,
1917, as compared with 6,039 talking machines,
valued at $163,111, sent abroad in the same pe-
riod of 1916. The total exports of records and
supplies for November, 1917, were valued at
$173,159, as compared with $169,224 in Novem-
ber, 1916. For the eleven months 79,117 talk-
ing machines were exported, valued at $2,000,371
in November, 1917, and 56,009, valued at
$1,414,631 in 1916, while records and supplies
valued at $1,063,196, were sent abroad during
1917, as against $1,121,885 in 1916.

NEW DELPHEON DEALERS IN TEXAS

Darras, Tex., February 4.—The Verhalen-Del-
pheon Co., of this city, which was recently
formed to act as distributor for the products
of the Delpheon Co., Bay City, Mich., has been
closing a very satisfactory business. Walter
Verhalen, head of the company, recently made
a trip through the territory and closed a number
of important deals. One of the new dealers
which he appointed is the firm of Knight &
Pevoto, of Sherman, Tex. This house is a very
successful furniture concern and is making
plans for an aggressive Delpheon campaign in
its locality.

There is rarely ever much work for the chem-
ical engines and hose carriages when a man
starts out to set the world on fire.

ISSUE A CLEVER CIRCULAR

Schmidt Music Co., Davenport, Ia., Utilizes
Briggs Cartoon in Calling Attention to the
Desirability of the Aeolian-Vocalion

Davexport, Ia., February 3.—In featuring the
Aeolian-Vocalion, the Schmidt Music Co., of this
city, recently conceived a very clever announce-
ment for direct-by-mail advertising. The key-
note of the circular was a reproduction of a
cartoon by Briggs, showing the staid head of
the family off his guard and jigging delightedly
to the music issuing from a phonograph. The
caption was “It Happens in the Best Regulated
Families.” The caption appeared immediately
under the name “Aeolian-Vocalion” in large let-
ters at the top, thus making a very striking com-
bination. The circular also bore a reproduction
of a poem by Augusta Kortrecht, entitled “Since
Father Bought the Phonograph,” which ap-
peared originally in “The Aeolian” magazine.

The Schmidt Co. states that the circular at-
tracted widespread attention and comment, and
judging from results apparently served to stimu-
late machine and record sales to a certain
extent at least.

W. C. BETZER RESIGNS

Wm. C. Betzer, who for the past five months
has had the management of the Victrola depart-
ment of the James Black Dry Goods Co., Water-
loo, Iowa, has tendered his resignation, which
became effective February 1. Mr. Betzer has
been connected with some of the largest talk-
ing machine departments in the country, both
wholesale and retail, and his loss to the retail
trade in Iowa will be deeply felt. - The ill health
of Mrs. Betzer is the cause attributed for the
change being made.

Build on the thing that’s yours. The eye
that tags opportunity lets the horizon alone;
it focuses on the foreground chance—briefly put,
a bird in hand is worth two in the bush.

-WHY-

Do You Use
Tone Arms

“off the shelf™ ?

You spend time and money
freely on the design of a cabinet, why compromise on the

tone arm?
tone arm?

Why don’t you put the same thought into the
Make it at least as distinctive as the cabinet.

We have experts who are specialists in designing tone arms that will;blend with your cabinet in quality
and appearance—that will continue quality unbroken from sound chamber connection to stylus groove

These men are ready to serve and prove to you by sketches and figures that “INDIANA" made tone
arms will increase the value of your machine and make it a better selling proposition.

Bear in mind that acceptance of this service does not obligate you in any way and anything developed
for you is for you exclusively, and is not sold or sampled to your competitors.

WE ESTIMATE FROM SAMPLE OR BLUE PRINT

“INDIANA” DIE CASTING COMPANY

East 11th Street at Cornell Ave. INDIANAPOLIS, IND.
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Attention is called to the following changes in

the conditions of our name contest, which

were not included in the announcement of

the contest made in the January issue of The
’ Talking Machine World :

" .
In the event that more than one person submits
the name which is regarded as the best or most

NOTICE

The contest closes at noon on March first, 1918

appropriate, the full prize of 100,000 needles
will be given to each person submitting such
name.

VERY good product desires a good name. We want
the Talking Machine trade to supply us with a good
name for our product, needles made right to play right.

To the person or persons who suggest the most
appropriate name for our needles we will offer as a
reward 100,000 needles. None 1s barred from partici-
pation. We prefer the suggestion of some coined word
that can be copyrighted.

To assist in selecting the proper name we wish to
state that we will manufacture the best steel needles
that can be put on the market.

" Needles should be changed for each record played.
Our process of manufacture will be such as to insure
the reproduction of every delicate shading and tone.
Continued use of our needles by your customers will

~mean contented patrons at all times,

We are desirous of hearing from distributors of
needles who wish to establish a source of supply which
can be depended upon at all times for quality, price
and real service.

The contest will close at noon on March first, and
the name chosen for our quality needles will be an-
nounced in the March 1ssue of this periodical. In the
event that more than one person suggests the prize-
winning name, the full reward of 100,000 needles will
be given to every one who submits said name. Anyone
interested in the Talking Machine industry 1s invited
to participate. All we ask 1s prompt action and to
indicate at the same time the name of machine handled
and firm with which you are connected.

Record Needle & Manufacturing Co.

Manhattan Bldg., Milwaukee, Wis.
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Dollar bait!
Dixie hit, “I’m All Bound Round with the
Mason Dixon Line.” A Columbia headliner

for March.

Al Jelson has

sung the great

Columbia Graphophone Co.
Woolworth Building, New York

B ———— ———

PORTLAND A BUSY TRADE CENTER

Some Record Sales During Holidays and Janu-
ary—Furniture Stores Taking on Talkers—
Manufacturing Activity Gives Labor Greater
Increased Buying Power—Some Big Bruns-
wick Sales—News of Month Worth Recording

PortLaND, ORE., February 4—The sale of talk-
ing machines in Portland during the holidays
and the month of January far exceeded all
sales of previous years: Eilers Music House
had a tremendous trade. H. A. Rayner, manager
of the talking machine department, and his
assistants had more business than they could
handle. One day’s sales amounted to $7,000 and
records were sold by the hundred. Such records
as “Long Boy,” “Joan of Are,” “Lil’ Liza Jane”
and other popular “Rags” or ‘“Jazz” music were
also sold out quickly, and the higher-class rec-
ords were sold in large quantities.

The beautiful demonstration rooms of the G. F.
Johnson Piano Co. were thronged with Victrola
buyers during the month and the trade is ex-
cellent.

James Loder, manager of the Victrola depart-
ment of the Wiley B. Allen Co., says they were
practically sold out of Victrolas at Christmas
and the sale of records by this house is un-
precedented.

The Bush & Lane Co. report a big trade. The
Sonora continues to gain in popularity among
Portlanders. Sewveral very high-priced Sonoras
were sold by this firm.

The Wakefield Music Co. sold twenty-two
Brunswick phonographs during the last month.
These phonographs are now carried by a num-
ber of Portland houses and are selling rapidly.

The Hyatt Talking Machine Co., which carries
the Columbia, the Edison and the Victrola ma-
chines, is one of the busiest places in Portland.
E. B. Hyatt, manager of the company, says the
business during the last two or three months
exceeded that of any former year.

C. Collins, head of the talking machine de-
partment of the Reed-French Co., says that the
holiday trade was exceptionally good. Edison
and Columbia machines went like hot cakes.
H. G. Reed, head of the Reed-French Co., is
well satisfied with the business outlook of Port-
land and the surrounding country. This house
will devote much of its attention to rural trade.

Meier & Frank’s big department store carries
Victrola, Edison and Columbia machines and
has one of the largest stocks on the Pacific
Coast. The trade of this house for December
and January was immense.

The Lipman & WWolfe department store han-
dles the Victrola, and Miss F. Isaacs in charge
reports big sales during the past two months.
This department has been moved to the ninth
floor and in connection with the piano depart-
ment makes a very handsome display.

A number of the principal furniture stores in
Portland are selling talking machines. The
Powers Furniture Co. had a big sale of Vic-
trolas during the holidays. The Edwards Furni-
ture Co. are selling the Brunswick and Unola
phonographs and H. Jennings & Sons Furniture
Co. sell the Grafonola and Windsor.

Shops, ship yards and lumber yards are all
busy and giving work to both men and women
of Portland and vicinity. This puts much money
in circulation and the music dealers are reaping
the benefit with the others. Many schools are
being supplied with phonographs and the edu-

cational value of the machines is daily becoming
more evident.

That the Victor is a favorite talking machine is
evident from the fact that A. D. Hulburd, of
Umatilla Co., Ore., came into the G. F. Johnson
Piano House here and bought a Victor school
machine, paying for it out of his own pocket,
being convinced that the school directors of
his district would approve of the purchase and
buy it for the school. These school machines
are very popular in Oregon and are materially
assisting in the musical education of the children.

Nat Dumphy, of the Bush & Lane Co., accom-
panied by Thos. Wilkinson, manager of the firm,
went to Seattle, Wash,, recently to attend the
annual banquet given by the Bush & Lane peo-
ple. Mr. Dumphy was kept so busy selling So-
nora, Victor and Columbia machines that a little
relaxation was greatly appreciated.

The Stradivara machine, which is carried by
a number of houses in this city, is becoming
more and more popular. Eilers Music House
had a big trade in these instruments during the
holidays. The Remick Song Shop carries this
machine and reports an increasing demand for it.
The Hudson Arms Co., one of the most im-
portant sporting goods houses in Oregon, have
added the Stradivara to their stock and are ex-
tensively advertising it.

Taylor C. White, manager of the phonograph
department of Sherman, Clay & Co. here, after
an unusually busy month got a three days’ vaca-
tion which he spent in Seattle, \Wash. Mr. White
reports big sales of Victor machines.

A. R. Palmer, manager of the talking machine
department of Olds, Wortman & King, this
month visited Saginaw, Mich.,, to purchase
Prooks talking machines for the firm.

WESER PHONOGRAPHS

For 39 years the piano trade has recognized in Weser instruments the highest
piano and player piano value. It always has been our delight to invite com-
parison of the Weser products with those of other makers. Many of our best
dealers have been acquired by such comparisons.

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

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

The Weser Phonograph will play any record.
Made in satin finish mahogany.
order.

Electric motor will

Wrrite for catalog.

WESER BROS., Inc.

520-530 West 43rd Street

Other woods on special
be furnished

NEW YORK

=

if desired.

'AT [T SINCE 1879
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Xc‘ﬁ‘l:‘m];cg)l lngSSn?-Perr;%ment NEED LE

A Superior Substitute for ordinary Steel Talking
Machine Needles.
(See Other Side)

(Enlarged facsimile of package)

The Great World War has taxed the resources of the human mind, both lay and professional, to
produce substitutes for articles made scarce.

Humanity has benefited by this. for in experimenting many new substitutes have been brought to
" light that are an improvement on the original articles.

These are here to stay.
\We are now offering the trade a new needle—the Vallorbes Semi-Permanent Needle for playing
lateral cut records.
At present, they retail for 15¢ per package of five and will return far more reproductions than 15¢
worth of the ordinary changeable steel needles will. They will not damage records. The points
i F 4
a . o, - .
ne - € Sep 3 :
ur . . “:-‘ 1 m i
ﬂ e.‘ '.:\‘ \‘l“
¢ d
b by f\ 4
Ky : S‘{pe ; '
".‘\ ‘\'\‘ W ) ‘ h u ]
-‘\‘ ‘.‘\‘ N “ 5. . :
\““ :“ « 1. \'g O O
.\:\‘ 8 p, ) Ty "
tl °) &

are parallel and as they wear down do not enlarge the lateral surface as do the tapered steel
needles, thus conserving the life of the record.

Package enclosed in
waterproof waxed
paper envelope.

Reverse side of pack-
age—Actual size.

“Vallorbes Semi-Permanent Needles™

25eh p _ .

g:g]ga;i? u\leetai;r;];l)sa{:; ge,sl?jmypo]ﬁ f[[L@lf are made in Soft, Medium and Loud
b Lo discounts, etc. jj [L ;l;or;e.car’tl;lr;ey are packed 100 packages
Originators and Largest

Manufacturers of J&E\; Llpj ,I’ SAPPHIRE BALL JEWELS

DIAMOND POINTS Loud and Halftone

LANCASTER, PA, U. S. A.
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WHY ONE PRICE POLICY IS RIGHT

The Right Price for the Right Product Insures
Satisfaction and Makes Better Business for
the Salesman and Satisfies the Customer

The desire is born in the majority of people
to purchase an article a little bit lower than the
quoted price, Even though the original price
may not be so high, a feeling of elation per-
vades the being of the person who has succeeded
in beating the shopkeeper down. It flatters his
vanity, and after a successful deal he considers
himself an excellent business man. But does
he ever take into consideration the fact that
if a man lowers a price on his goods it really
wasn’t worth the first price, anyway, and prob-
ably isn’t even worth the second price? How
disappointing it is to a man who purchases an
overcoat after beating down the salesman to see
a duplicate of his coat in the window the follow-
ing week tagged at least $5 cheaper!

The one-price house eliminates all the dis-
satisfaction that arises from the thought that
the lapse of a week or so will probably see the
lowering of the price of a purchased article.
Those people who are unable to buy anything
without haggling over the price need not trade
with a one-price house. But the person who
desires real satisfaction will find it in that house
and in that house only.

Another advantage of this system is that it
makes it easier for both the salesman and the
customer. If the price quoted is too high, the
buyer is privileged to look at other goods not
quite so expensive. No friction arises between
the two; no argument is possible when the
goods are permanently priced. The manager
of the department is left in peace and is not
called to make an article any cents cheaper than
it is marked; he is enabled to carry on his end
of the business without any unnecessary inter-
ference.

Of course, it takes time to educate some peo-
ple to this system. It takes some time to im-
press upon them the desirability of a process
in which it is impossible for human nature to
enter and prove that the “Survival of the Fit-
test” is the winning law. This great system
is a time saver and an energy saver.” It does
not leave the salesman utterly exhausted, so
that he is cross and uncivil to the next custom-
er he waits upon. It does not make his day
one constant battle of wits. But what it does
is to give him more time to display his goods
and explain their value to each customer as
he comes along.

And what does it do for the customer? It
gives him miore time to go from shop to shop
and get exactly what he desires. He does not
have to buy in the first shop he enters because

he can Dbecat the salesman down lower there.
It does uot leave him so weary after the long
struggle that lie is incapable of making an-
other purchase that day.

But this deplorable state of affairs will not
exist when every retail firm in the country
adopts the only system that really gives satis-
faction to both the customer and the shop-
keeper.

PATHE ARTISTS IN GRAND OPERA

Artists of the Chicago Opera Co., Who Have
Made Pathé Records Were Featured During
the Season Recently Opened in New York

The advertising department of the Pathé
Fréres Phonograph Co., New York, has called
the attention of Pathé dealers to the fact that a
number of famous artists, who are members of
the Chicago Opera Co., record exclusively for
the Pathé library. As the Chicago Opera Co.
began recently a four weeks' stay at the ILex-
ington Avenue Opera House, Fifty-first street
and Lexington avenue, thesc Pathé artists are
being featured extensively by the Pathé Fréres
Co., in the local newspapers.

The members of the Chicago Opera Co. who
are exclusive Pathé artists are the following:
Lucien Muratore, world-famous tenor; Anna
Fitziu, Rosa Raisa, Rimini, Maguenat, Marcel
Journet and Chenal.

These artists are appearing during the com-
pany’s New York season, and the Pathé dealers
are taking advantage of their appearances by
featuring their records in every possible way.

GEORGE DEACON BECOMES MANAGER

George Deacon, former traveling representa-
tive for the New York Talking Machine Co.,
Victor wholesalers in Pennsylvania territory, has
been appointed manager of the Economy Music
Co., Scranton, Pa., well known Victor retailers.
During his association with the New York
Talking Machine Co.;, Mr. Deacon won the es-
teem and friendship of the Victor representa-
tives in his territory and his intimate knowledge
of dealers’ problems will doubtless enable him
to achieve pleasing success in his new post.

A QUESTION WORTH CONSIDERING

“What have I personally done thc last year to

help increase profits?”’ is a pretty good straight

forward question to put to ourselves. Each
one knows in his heart what the answer shall
be; whether he has put his shoulder to the wheel,
or let the other fellow take care of profits. That
is not the point, however. The past is gone,
but it can help us to take stock and plan for the
future.

EDISON DISC JOBBERS TO MEET

Annual Convention of Association to Be Held
at Hotel Knickerbocker on February 18 and
19—An Interesting Program Planned

The annual convention of the Edisoii Disc
Jobbers’ Association will be held at the Hotel
Knickerbocker, New York, on February 18-19.

As is usually the case, an elaborate program
is being arranged for the affair. There will
be papers on important business subjects read
by members of the association, talks by factory
officials and comprehensive discussions of busi-
ness conditions. Although nothing official has
been announced it is believed that the factory
will provide the usual entertainment for the
visiting jobbers, which generally includes a din-
ner and theatre party.

The present officers of the association are:
Walter Kipp, of Indianapolis, president; 1. N.
Bloom, of Cleveland, vice-president; F. E. Bol-
way, Syracuse, N. Y. secretary; and H. H.
Blish, Des Moines, Ia., treasurer.

OPTIMISTIC REGARDING BUSINESS

R. W. Gresser Finds Delpheon Jobbers in At-
lanta and Dallas Steadily Expanding Their
Agencies Throughout an Important Territory

Bay City, Micu., February 6—R. W. Gresser,
sales manager of the Delpheon Co., in this city,
returned from a trip to Atlanta and Dallas,
where he visited the Dclpheon jobbers who es-
tablished headquarters in these cities during the
past few months. Mr. Gresser states that these
jobbers are very optimistic regarding business
for the new year, and he was pleased to learn
that they had established a number of important
agencies in their respective territories, which
means enlarged sales.

Mr. Gresser states that the greatest difficulty
of the Delpheon Co. at the present time is in
getting machines to these jobbers soon enough
to meet the demand. He states that the Del-
pheon product is being accepted enthusiastically,
and that it is being sold with push and earnest-
ness. He is quite optimistic regarding the way
in which the Delpheon is being received and
contracts already closed will triple the factory
output for 1918.

AL WILLIAMS TAKES CHARGE

ScrantoN, Pa., Febrnary 8.—Jack Davis has re-
signed as manager of the Victor establishment
of Stoehr & Fister, of this city. He is suc-
ceeded by Al Williams, who formerly occupied
this position and is well known in thc local Vic-
tor trade.

NS,
4 LUBRICATES,
POLISHES AND PRE.
YENTS RUST
7 FIRE-ARMS TYPEWRITERS,
TALKING MACHINES, SEWING
MACHINES, TOOLS, MAGNETOS.
MUSICAL INSTRUMENTS, LOCKS,
ADDING MACHINES, LIGHT
MACHINERY, ETC. PIANOS, FUR-
NITURE AND ALL HOUSENOLD
ARTICLES,

MANUFACTURCO BV

is the last word in the refining of high-grade oils, for every im-
purity is taken from it, leaving nothing but what is required to
keep machines in perfect condition, being combined of four oils
perfectly blended.

Will not Gum, Chill or becomé rancid; is free from acid.
no sickening smell, being absolutely odorless.

It is colorless and has

*The finest and most delicate pieces of mechanism do not prove
Skill, Genius, Invention and
Stop and consider this

efficient unless properly luhricated.
Workmanship must have the proper Oil.
when you have to buy an Qil for household use.”

Hundreds of satisfied customers have written us that they would never use anything else for

TALKING MACHINES, GRAPHOPHONES, PHONOGRAPHS AND

SEWING MACHINES

NYOIL will lubricate the machinery and polish all woodwork

and can be obtained of any ‘' Up-to-date ’’ Talking Machine Dealer in the world,
and is manufactured by Wm. F. Nye, who for 50 years has made 80% of all the

NYOIL is put up in the following sizes: Watch, Clock and Chronometer Oil that is used in America. e
go. ;g (Cans) } Pint No. 1 Bottle 1 nnnce
g:: ;zs . 1 g.“.’.‘:f, - WM. F. NYE, NEW BEDFORD, MASS., U. S. A. g: g = g::x::
n. 540 ** 5§ Gallon )

i THE MOST HIGHLY
B} REFINED OIL THAT HAS
£\ YETBEEN PRODUCED

Bl fon toraney St oo aMacinrs

Frosequvog Bicieiind £
niLL QT GUR QR it S

NYOIL is putupin the follow -
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BUILDING UP or
TEARING DOWN?

Which are you
doing In your

Talking Machine Bﬁess?

Just remember that unless you are putting real quality—super merit—into the working parts of every Talking
Machine you make, you are tearing down instead of building up. Every poor machine sent out hurts you,
hurts the dealer and disp]eases the customer. The success of your business depends on your motor.

Build quality into your product. Use the one best motor, because it is the life of your machine.

Is considered
by manufaclurers
as being the

Best Motor
in the World

The highest engineering skill was appealed to, and responded with designs for the “Dayton.” The machine is built by careful workmen,
trained in such enterprises as National Cash Register, Delco, Computing Scale, Wright Airplanes, and others which have given Dayton the
title, “The City of Precision.” Its workmanship had to be the highest to equal the merit of the design. It has made good wonderfully in
thousands of machines.

You will gain reputation and re-orders if you equip your Talking Machines with it, and you will have no motor troubles. Why take
chances on other makes when the “Dayton™ means satisfaction ?

Dayton Tone Arms are universal, playing any disc record. Five styles.
Dayton Reproducers are scientifically correct, and thoroughly practical. Two styles.

Write and let us tell you how to enhance the value of your
machines at no more cost. Get our new phono-parts catalogue.

The Thomas Manufacturing Co.

322 BOLT STREET DAYTON, OHIO
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THE WORLD PROMINENT IN EXHIBIT  TRADE SITUATION IN SWITZERLAND BAYONNE. N. J.. DEALERS ORGANIZE

This Publication, Together With The Music
Trade Review, Featured as Representative
Organs of Two Leading Divisions of Music
Trade at Trade Journal Display in Newark

Two of the outstanding features at the Trade
Journals’ Exhibit now being held in the Library
Art Gallery in Newark, N. J., under the auspices

of the Newark Free Public Library and the.

Newark Museum Association are The Talking
Machine World and The Music Trade Review,
which have been given a prominent place as the
representative organs of the two divisions of
the industry which they cover.

The World and The Review are placed in
conspicuous positions on sloping screens near
the entrance of the exhibit, so that they may be
readily seen and examined by those who attend.
Altogether there are about one thousand trade
journals covering all branches of business in
the industry, many of them little known by the
laymen. The exhibit, however, serves to em-
phasize the importance of strictly business pub-
lications, for there is hardly a trade that has
not at least one representative publication in
the group.

The Newark Library has a business branch
which makes a specialty of “Prints for Business
Men.” Over 250 trade journals, 350 house or-
gans, and hundreds of publications along other
and similar lines are on file at all times and the
library subscribes for about $3,000 of such pub-
lications annually.

The library officials have long been urging
the use of trade publications in the schools, and
literature recently issued says:

“Why does the teacher teach children to read
and give them practice in reading fiction, poetry,
essay, drama, literary description, and give them
to read so little of directly informational mate-
rial? Children ask for facts, Heaven knows; and
we give them only fancies. Why does the
teacher teach children to write friendly letters,
anecdotes, descriptions of natural scenery, bio-
‘graphic sketches, moral homilies, yea, even
poems, and fail to practice them on clear nar-
ratives of How the Clothes Wringer Works,
and What to do to a Squeaking Hinge, or de-
scriptions of the Purse I I,ost, or Jack’s Bob-
sled? . Why do librarians act as though their
buildings were constructed and their salaries
paid for lending light literature to be lightly
read by light heads? And, for that matter, why
do business men fail to demand that the exist-
ence of things written for the business world
be recognized in libraries, and finally, why does
not the business man read what the libraries do
have of material that would be of value to his
life and his business?

“This exhibition stimulates one to the asking
of these questions. If they will come to see
it, it will doubtless stimulate some members of
the community to answer them.”

COLUMBIA EXPANSION IN CANADA

Mervin E. Lyle, of the executive office staff of
the Columbia Graphophone Co., has been ap-
pointed to the Canadian division of the company
for the time being as assistant to James P. Bradt,
general manager of the Columbia, in the instal-
lation and organization of a new Columbia fac-
tory in Canada. Mr. Lyle’s many years of ex-
perience in the manufacturing division of the
Columbia Co.’s activities ideally equip him to
render Mr. Bradt invaluable assistance in the
establishment of the new plant.

FILE SCHEDULES IN BANKRUPTCY

Phonograph Specialties Mfg. Co., of 120
Walker street, New York, has filed schedulgs in
bankruptcy with liabilities of $11,091, of which
$3,337 are secured claims. The assets of the
concern are listed at $4,891.

The Peyer Music Co. has opened showrooms
at 415 Cedar street, St. Paul, Minn., where they
are featuring Columbia Grafonolas and Sonora
phonographs. W. H. Simpson is manager.

U. S. Consul at Berne Tells of Class of Talking
Machines in Demand in That Country

WasningroN, D. C., February 7.—United States
Consul at Berne reports that there are some very
strong concerns producing talking machines in
Switzerland, but German products have a very
large sale. Talking machine parts are manu-
factured extensively in and near Geneva. The
greatest concern is the Deutsche Gramophon
Gesellschaft at Berlin, represented in this dis-
trict by Kaiser & Co., Marktgasse, Berne. No
talking machine discs are manufactured in
Switzerland. Mostly all of them are imported
from France and Germany.

Current prices are: German (American)
makes, from $32 to $350; German, $8 to $120;
Swiss, $7 to $100; French, $10 to $110. German,
French and Belgian discs are on the market at
$0.40 to $1.50. Since the war started prices have
increased 15 per cent.

The German Gramophon Co. of Berlin and
Pathé of Paris have the largest share of the
trade. The German imports, including German-
made American machines, ammounted in 1914 to
$47,828, and French imports to $15,488, while
the direct American iniports were valued at
$1,752.

Talking machines without horns have the wid-
est sale, but the demand has been reduced by
the war. Orders are regularly executed by Ger-
many, however. Twenty to 35 per cent. is
granted to dealers on talking machines and discs.
France is a keen competitor in discs.

The exports of talking machines, cinemato-
graphs and similar machines in 1914 amounted to
$384,573; the imports, to $70,755. The duty on
phonographs, according to the Swiss customs
tariff No. 955, is $3.86 per 220 pounds.

The Victor Talking Machine Co. contributed
$2,500 to the $50,000 fund being raised by the
Knights of Columbus, of Camden, N. J., for
work in the army cantonments.

Talking Machine Men Form Association for
Purpose of Bettering Business Conditions

The talking machine dealers of Bayonne, N. J.,
which is not far from New York City, have
organized a local association and adopted for it
the name of “The Talking Machine Men of
Bayonne,” with Louis Gurans, president; E. G.
Brown, secretary, and S. Wolfson, treasurer.

The association was organized at a meeting
held recently in the store of the Bayonne Talk-
ing Machine Co., under the direction of Mr.
Gurans, and it was believed that by getting to-
gether the dealers it might aid in eliminating the
various trade abuses, and otherwise improve
trade practices.

E. G. Brown was named a committee of one to
draft and submit a constitution and by-laws for
the new association, the charter members of
which are Mr. Brown, S. Feldman, Louis Gurans
Harry Gleich, T. H. Kefer, S. Wolfson, J. H.
Marshall and E. F. Mumby.

FEATURING HEIFETZ RECORDS

Victor Co. Issues Handsome Posters for the
Use of Talking Machine Retailers

The four new Victor records by Jascha Hei-
fetz represent the latest sensation in the Victor
catalog, for this young violinist has taken the
musical world by storm. The Victor Co. has
planned its advertising to give full prominence
to the Heifetz records and has sent to dealers
most artistic posters bearing a life-size portrait
of the violinist, together with an announcement
of his exclusive contract with the Victor Co.
and the production of his first records, Special
advertising electros are also provided.

The Mid-West Phonograph Co., Chicago, has
been incorporated with a capital stock of $2,-
500 by Marion Luce, Anna Thustrup and H. A.
Boissat.

Manufacturers—Jobbers—Dealers
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PERFECTION FLEXI-TONE reproducers attached to
PERFECTION ball-bearing tone arms No. 3 and No. 4
play all lateral cut records, on all types of Edison Disc
machines. Made in nickel and 24 carat gold finish, extra
fine quality disc.

Tone arms fitted to
Edison machines only

fitted to their machines

16-18 Beach Street

These reproducers and arms are the very finest made mechanically, The PERFEC-
TION FLEXI-TONE reproducers are the most perfect phonograph reproducers built,
reproducing all lateral cut records, from highest pitched soprano, to lowest pitched
bass, as perfectly as the records were recorded in the recording room. Wonderful
clarity of sound, as well as great volume.
Manufacturers, jobbers and dealers will find in this line of reproducers just what they
have been looking for, as they are assembled by skilled workmen especially adapted
to this kind of work, producing a product built with watchlike precision.

All accessories in stock ready for immediate shipment.

manufacturers can have PERFECTION FLEXI-TONE reproducers
Write for prices,

NEW ENGLAND TALKING MACHINE CO.

PERFECTION FLEXI-TONE reproducers No. 3, No. 6
and No. 7 fitall types of Victor and Columbia machines.
Made in nickel and 24 carat gold finish, extra fine quality.

Extra fine quality of finish guaranteed.

Phonograph

information, etc.

- BOSTON, MASS.
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3 East 12th St.
NEW YORK
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Type D—46 in, high.
Double Spring Motor

$26 Wholesale
Plays all Records

Type C—42}; in
Double Spring Motor

$20.50_Wholesale
Plays~all’Records

Type B—39_in. high.
Double Spring Motor

$18.50_ Wholesale
Plays all Records

Type 15
Double Spring Motor

$8 Wholesale
Plays all Records

STEEL NEEDLES
Immediate Delivery.

65c per thousand.

RECORDS
The ‘“Popular’ Brand, 10-in, double face, lateral cut,
all instrumental:
32c in lots of 100
30c in lots of 1000
29c in lots of 5000

Type A, in Mabogany Finish—35 in. high
$15 Wholesale
Double Spring Motor

NEEDLE CUPS
$20.00 per thousand, $17.50 per thousand in 5,000 lots.

still lower.
TONE ARMS AND REPRODUCERS

-7 Baby, to play 7-in. records only
turntable, doublc spring, plays 4 6.75 No. 1—Tone Arm and Reproducer

turntable, double spring, plays 7 records.............. 8.50 No. 2—Tone Arm and Reproducer, for playing all records

No. 6—Tone Arm and Reproducer, for playing all records

MAIN SPRINGS No. 7—Tone Arm and Reproducer, for playing all records

$13 Wholesale
Plays all Records

MOTORS

Type A, in Oak—35 in. high.

Double Spring Motor Plays all Records

10-in. turntable.....

12-in. turntable ....

12-in. turntable..
records

. 01— 8.in. Larger quantities
1—10-in.
6—10-in.
8—12-in.

. 9—I12:in.

No. 10—12:in.

vo. 11—12-in,

turntable

turntable

turntable, double spring...
turntable, double spring, plays 3
turntable, double spring, plays 3

.0—¥% in
. 1—¥ in.

. 2—13/16 in. 25 gauge 10 ft.

.3—2% in.
. 4—1in.

ga
No. 5—1 3/16 in. 27 gauge 18 ft.

Sapphire Points

Sapphire Balls

20 gauge 8 ft. 6 in. 25¢ ca.
39¢ ea.

25 gauge 10 ft.

25 gauge 11 ft.
23 gauge 10 ft.

39c ea.
49c ea.
49¢ ea.
90c ea.

100 lots 20c ea.
100 lots 35c ea.
100 lots 35c¢ ea.
100 lots 44c ea.
100 lots 44c ea.
100 lots 85¢c ea.

GOVERNOR SPRINGS

$1.00 per hundred. Special price on large quantities for motor manufacturers.

SAPPHIRE POINTS AND BALLS

13c cach in 100 lots
15¢ each in 100 lots

1000 lots 19¢ ea.
1000 lots 33c ea.
1000 lots 33c ea.
1000 lots 42¢ ea.
1000 lots 42c¢ ea.
1000 lots 80c ea.

12c each in 1000 lots
14c each in 1000 lots

No. 8—Tone Arm and Reproducer, for playing all records
No. 4—Tone Arm and Reproducer, for playing all records

NEEDLE CUP COVERS

$10.00 per thousand, $9.00 per thousand in 5,000 lots.
still lower.

We also manufacture special machine parts sucb as worm gears, stampings,
or any screw macbine parts for motor manufacturers. .

Special quotations given for Canada and all otber export points. Mer
chandise delivered with custom duty, war tax and freighbt paid by us. .
Write for our 84 page catalogue, the only one of its kind in America.
Ilustrating 33 different styles talking machine and over 500 different phono-
grapbic parts, also gives description of our efficient repair department.

Larger quantities
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SAN FRANCISCANS OPTIMISTIC ANENT TRADE OUTLOOK

Believe Action of Government Has Done Much to Help Freight Conditions—Considerable Stock on
Way From East—California Phonograph Co. Takes Over Kohler & Chase Department

Sax Francisco, CaL., February 5—The demand
for talking machines of all grades continues very
good in this city and at all the Bay points.
Shipments are slow in coming in and the stocks
of some of the more expensive machines, especi-
ally those in art cases, are practically exhausted.
The Eastern blizzard and consequent tie-up of
freight and the subsequent order of Fuel Admin-
istrator Garfield shutting down industrial plants
for a period of five days caused some despond-
ency at first. But when realization came that the
order was for the purpose of relieving the
freight situation a more optimistic spirit pre-
vailed. Last year's business was so satisfactory
and this year’s demand has kept up so well that
the dealers feel that they will get enough stock
to keep them going, even if it is not just the
kind that they want. The public is beginning
to understand the situation as it applies to pho-
nographs, much better, and in most instances
the would-be purchasers are selecting some
other case when they cannot get just what they
wanted. This keeps the stocks moving, and
notwithstanding the clouds of doubt in the sky
for the present business is good.

Enthusiastic Over the Convention

F. A. Dennison, formerly district manager for
the Columbia Graphophone Co. and newly ap-
pointed local manager of the San Francisco of-
fice, accompanied by C. V. H. Jones, the former
San Francisco manager, together with T. O.
Moore and Paul West, of the dictaphone de-
partiment, have just returned from the company’s
convention in New York. They are all en-
thusiastic over the convention and the prospects
for the coming year. During the absence of
the district and local manger A. G. Farquharson
had charge of the business. Both managers
speak in high terms of his efficient manage-
ment while serving in the dual capacity of dis-
trict and local manager. W. F. Stidham, local
manager of the Columbia at Los Angeles, re-
turned with the San Francisco boys, and spent
several days in this city before rcturning to
his duties in the South. W. W. Weaver has
joined the local sales force.

Buys Stock of Fox Piano Co.

The Jackson Furniture Co., of Oakland, which
was negotiating for the talking machine depart-
ment and stock of the Oakland branch of Koh-
ler & Chase, could not reach an agreement with
the latter and broke off negotiations. This week
the Jackson Co. bought the stock of the Fox
Piano Co., and with the purchase secured a Vic-
tor sales agency.

California Phonograph Co.s Important Move

Kohler & Chase, of this city, have sold their
entire stock of talking machines to the California
Phonograph Co. and gone out of that end of
the music business. As yet they have not
sold their stock in the Oakland store, although
it is understood there are several dealers nego-
tiating for it.

The California Phonograph Co. by the pur-
chase of the stock of talking machines formerly
handled by Kohler*& Chase, secured the Victor
agency to add to the Columbia and Edison,
which they already possessed. This company
started as a branch of Eilers music house and
later became independent. It moved to its
present quarters just before Christmas, retain-

DEALERS EVERYWHERE ARE SELLING
QUANTITIES OF OUR

HANALEI BANJUKES

(Ukuleles in Banjo Form)
A bigger hit than the Ukulele because much louder
and more pleasing in tone, and of more substantial
construction.  Perfect two octave scales. A thor-
ouﬁhly practical instrument for both solo playmg
and club work., Send for illustrated catalogue an
price list today, as . .
The Banjuke Is One of the Biggest Sellers
in the Musical Instrument Line.

SHERMAN, CLAY & CO.

Sole Manulacturers,

163 Kearny Street San Franclsco

ing display on the ground floor of Eilers until
the middle of this month when it moved the
balance of its stock and the last thread binding
it to the parent house was severed.
Plans an Active Campaign
The Steger talking machine, made by the
Steger piano people, is said to be attracting
some favorable attention on the Coast. George
Heidinger, who reprcsents the company, says
he is going to make an active sales campaign
with the machine this year.
Stern Talking Machine Corp. Branching Out
Frederick Stern, of the Stern Talking Ma-
chine Corp., is looking for openings in several
Coast cities. This company was formed only
a couple of years ago and now has stores in
Oakland, Los Angeles and Richmond as well as
San Francisco. Mr. Stern says his only diffi-
culty is in getting stock. He finds the easiest
part of business is to raise money to finance
new stores and to scll machines.
Progress of Brunswick Phonograph
The Brunswick-Balke-Collender Co., with
headquarters in this city, has established an
agency in every city of any size in the State,
and is planning a big campaign for 1918. The
local manager is a “live wire.”
Geo. W. Lyle Enthusiastic Over Pathé Prospects
George W. Lyle, general manager of the Pathé
Co., is making a tour of Western cities with
San Francisco as his temporary headquarters,
While here he went over the situation with the
managers of the Western Phonograph Co., who
act as agents for the Pathé machine. Mr.
Lyle is enthusiastic over the outlook for the
present year, and says that his machine is con-
stantly growing in popularity.
Sells Carload Quickly
George T. Hively, manager of the phonograph
department of the Eastern Outfitting Co., says
that he received a carload of Columbia phono-
graphs shortly after the first of the year, and
nearly all of them were sold before they ar-
rived. The rest, he says, were quickly snapped
up and now he is trying to get some morc
rushed through.
Anxiously Awaiting Victrola Shipments
Sherman, Clay & Co. have received notice that
a shipment of Victrolas has been started to them,
and A. G. McCarthy, the manager of the depart-
ment, says that their arrival will be very wel-
come, as his stock is very much depleted. Un-
der normal freight conditions they ought to ar-
rive in about twenty days, but under present
conditions he cannot predict when the machines
will get through.
Developing Pacific Coast Trade
The senior member of the firm of Passow &
Sons, of Chicago, who make the Musictrola, has
been in San Francisco for some time assist-
ing in making their talking machine better
known on this Coast. The Century Co., which
has two stores in this city under the manage-
ment of Miss Field, is the agent for the Music-
trola, and during his stay Mr. Passow makes
his headquarters at these stores.
Featuring Lansing Khaki Covers
W. S. Gray, Coast manager of the Domestic
talking machine, has moved his office to 530
Chronicle Building, where he is planning to
open up a gcneral manufacturers’ agency for
lines used by talking machine dealers. He is
now representing the Lansing khaki- moving
covers made by E. H. Lansing, of Boston, and
should be able to place these necessary supplies
with every live dealer on the Pacific Coast.
Edison Shop Pleased With January Trade
The Edison Shop in this city reports that its
last year’s business was more than gratifying,
and that the way business opened up in Janu-
ary it looks as if this would be a banner year
unless something unforcseen happcns.
Joins the Baldwin Sales Force
-William Lawrence, who for a long time was
with the phonograph department of the Em-

porium department store, and more recently in
the same department at Kohler & Chase, has,
since the latter discontinued its talking machine
department, made connections with the Baldwin
Co., in this city.
’ Making Machines in Pasadena

Coops & Sons, who have been manufacturing
talking machines in Pasadcna, are said to have
improved their machine so that it will now play
all makes of disc rccords. The company is es-
tablishing agencies all over the Pacific Coast.

MEXAPHONE CO. INCORPORATED

The General Mexaphone Co. of West New
York, N. J., has been incorporated for the pur-
pose of manufacturing mexaphones with a capi-
tal stock of $500,000. The interested parties
are: Henry T. Crapo, Boston; Willis A. Farns-
worth, Winthrop, Mass.; James H. McClellan,
Brookline, Mass.; William Walser, West New
York.
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/é An Open Letter é

( to Every Live -
fDEALER?
We want more dealers to know about /

h in the Trade
STRADIVARA, and the quickest f

} way we know how to do so is to

( “deliver the goods,”” and here’s how

) we intend to do it:

WE WILL SHIP

from our regular stock

9 200

/ ~ “KNOWN FOR TONE"

( Machines
AS DEALERS’ SAMPLES

If you consider yourself a ‘“Live
Dealer’”’ be one of the “200” to
join us in forcing the issue for
our big Spring drive for busi-
ness. Write today for a sample
machine while the 200 allotment
lasts.

Join this list of Live Dealers who have
sold hundreds of our machines and

are making REAL PROFITS:

Pickering, Robt. T. Everhart,
Pittsburgh, Pa. Norfolk, Va.
Wm. Beagle, Geo. L. Schuyler.

Johnstown, Pa.

Watert LY
Russell & Rigg, aleviownghly .

Howell Bros.,

toona, Pa. Hoboken, N, J.
S Wi,?::gfume Pa. Nat’l Furn. Co.,
( 1. Stearns Wyman, c Newark, N. J.
Boston, Mass. annon Furn. Co..
S. Da Boll ’ Newark, N. J.
) Rochester, N. Y. | Hoffman Furn. Co.,
A B. E. Pudney, Newark, N. J.

S. E. Lee Piano Co.,

Bridgeport, Conn.

/ Owego & Sidney, N.Y.
L.B.Van Wagenen Co.

 Kingston, N. Y. | 0 . Merrell
() Larkin }5:;;:,’;:74‘6‘01.\; Y Winsted, Conn.
Ao i (e Waltcr Andrews
Buffalo, N Y. Jamestown, N. Y.
Selmore Piano Co., Geo. A. Fellows,

Brooklyn, N. Y. Gloversville, N. Y.
Space probibits us from mentlovivg several hundred

After all the supreme selling test is quality—by
comparison; and STRADIVARA has all the fea-
tures of other machines, with the REAL Nor-
wegian spruce sound board tone feature added.

7 Models —from. $45 to $225
SCHILLING PIANO CO., Inc.

Wholesale Distributors
112 WEST 23d ST., NEW YORK
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Why Not Feature
Century Phonograph

The

as Your

No. 2 of a
Series

AN AATRABA A

1918 Leader?

A Popular

Century
Style

24x 24x49%,

I No. 20 —Quartered Oak
or Genuine Mahogany, |

$200.00

What the Century Represents

The dealer who handles the Century
Phonograph is not handling an ex-
periment or a fly-by-night product, but
a substantial, established and guar-
anteed phonograph.

Why the Century Leads

The Cabinets are manufactured by the ]argest_
talking machine cabinet manufacturers in the
world, the Century Cabinet Co. The tone
quality is pronounced by experts as unsur-
passed and every part is a distinctive Cent-
ury product. The Universal tone arm on the
Century phonograph is the best on the market
and an established success—every part on this
phonograph™ except the motor is a Century
guaranteed product, and the motor is the best
obtainable.

What _\le' Offer Ith_e Dealer

We offer progressive dealers a complete line
of machines and a liberal proposition, backed
up by a company that is in business to stay
—not for a few weeks or months.

WRITE TODAY FOR
OPEN TERRITORY

Century Cabinet Company
25 West 45th Street, New York

Factory— Utica, N.Y. -

M e S
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What Amount Should A Dealer Spend to
Make Publicity Profitable -

The talking machine dealer who avoids ad-
vertising bids fair to become as extinct as
the dodo before very long. Here and there may
be found firms or individual traders who, by
virtue of a good position contiguous to some
more enterprising rival, are able to “reap where
they have not sown,” and benefit by efforts to
increase trade to which they have contributed
nothing.

Such firms nowadays are, however, in the
exception, and the item of advertising looms
more or less largely among the expenses which
have to be watched warily so as to attain the
greatest possible results for the outlay.

In the face of competition, which grows keen-
er every day, advertising is absolutely impera-
tive and necessary if a respectable profit would
be shown.

Certain expenses are incidental of course to
every business, and it is a well-known axiom
that “one must spend money to make money,”
and this cannot be avoided.

The money for rent, light, taxes, delivery
charges, and salaries, all has to be spent be-
fore money can. be earned to constitute a profit,
and in the same way advértising is coming
to be regarded more and more as an inevitable
charge.

There is no experimental work in advertis-
ing nowadays, as it has been conclusively proved
to be a profitable investment, but the question
is, what is the right amount to devote to this
indispensable item? In this article it is pro-
posed to endeavor to fix a standard of adver-
tising cost whereby individual cases of adver-
tising may be tested and a more or less satis-
factory working basis arrived at.

Many traders working under different condi-
tions in different localities have given the writer
the benefit of their experience, with the result
of such information imparted being of consid-
erable value.

Broadly the trade must be classed as national
and local, each having its own distinct prob-
lems to solve. It is not proposed to deal with
the national advertising problem, though doubt-
less investigation here would demonstrate that
advertising nationally is even more costly than
the local. The reason to be borne in mind
is that the large city stores making any State
their field of operations are considered general
advertisers to a degree that would never pay
a local store to emulate. Consequently we are
here concerned only with the traders with a
definite circumscribed sphere of influence.

The average local trader who sometimes runs
several .departments finds his advertising a dis-
tinct problem and therefore this is the object
of our consideration.

After making every inquiry and giving careful
thought to the whole subject the writer be-
lieves the average figure to be somewhere about
four per cent. on the gross turnover, which should
cover all work and mailing charges on your
mailing list and whatever press advertising is
done. This may be rather a generous estimate
to some, though many successful traders place
it higher.

Below this figure is just enough to.make ad-
vertising an irritating expense, but not suffi-
cient to make the expenditure an investment.
No man can advertise a business of this kind
scientifically and profitably on less than four
per cent., although it ought to be nearer the
five per cent. mark.

A dealer advertising to a better class clientele
at slightly under this figure obtains a small
measure of results, while the aggressive dealer
or store out for the trade of the Tom, Dick
and Harry type, to supply everything that brings
in a profit at all, must be prepared to come
nearer the five per cent. of his gross turnover
towards his advertising expenditure. The above

figures are arrived at by actual experience of
men who regularly advertise and who should
know. Furthermore, the firms who have given
the writer the above information are now suc-
cessful and progressive, and not likely to con-
tinue spending money without being perfectly
assured it is for their own benefit and profit.
For the benefit of the doubters as to the
advantage of spending so much money, a few
words as to what advertising really means to
a business man would not be out of place.
Far too many business men consider adver-
tising a bugbear—they feel they ought to ad-
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“Advertising Cost
Should be About
Four Per Cent. of

Gross Turnover’

SO0

vertise, and when they make a spasmodic at-
tempt, it has the experience of a nightmare,
and is a constant worry until it is safely handed
over to the postal authorities for distribution.

Can you wonder why such men doubt if it

pays? Then again, that class of advertiser ex-
pects too much for his advertising, as should
his announcement fail to produce an immediate
return of orders the whole system is put down
as being no good, money thrown away, etc.
That is the fetish of “direct results” which has
a deterrent effect on many a man who could
advertise to his own great advantage, but fails
to grasp the real significance of what advertis-
ing can do for him.

One of our cleverest American copyrighters
once .said: “The essence of advertising is
reputation that is indispensable to any consid-
erable advance being made.” That is a solid

- By W. Denville Simons

truth and nothing will create reputation quick-
er than smart and careful advertising. It goes
without saying that the written word must be
backed up by the performed action, otherwise
it were best that it were not written.

The greatest value of any advertisement, in
the writer’s opinion, however, lies in the power
of suggestion. It is now well recognized that
people do not always buy merely the things
they want in a strict sense of the word. If that
were so many talking machine houses .would
find, like Othello, their occupation gone.

It’s the things people believe they want after
reading a carefully drawn out advertisement that
iticrease the turnover, and the fellow who draws
up the advertisement helps the ‘“almost per-
suaded” to make up their minds. A salesman
must have his customer in front of him before
he can do anything, whereas the work of the
advertisement can be done anywhere, and this
is its chief value.

Any particular line advertised may not be
asked for at once if the talking machine is used
as a side line in the business, but they have
stimulated interest and brought the folks into
the store to spend. That is what you pay the
4 per cent. for and it is worth it every time.
Don’t let it be believed that the writer has no
belief in the possibility of direct sales from
advertising. Such is far from the case, but the
contention is that the ordinary retail business
must look for more or less indirect results, in
fact, will find it more satisfactory to proceed
on such lines and be guided by the collective
effort.

Advertising is but one link in the chain of
business. One wheel in the machine set up to
attract custom. Do not expect one wheel or
that one link to work alone and do not expect
an undue share of work from other parts by
omitting it.

The consideration of otre other aspect of the
case must suffice for the present time. The
favorite cry of one who never advertises is, “we
give too good a value to be able to afford to
advertise.” In reality it is the advertising firm
that gives good value every time, because, un-
(Continued on page 34)

The Bliss Reproducer

Will Play All Records

A new superior and scientifically con-
structed sound box—no mica, rubber
or cork used.

Ing wear on records.

reproducer wants one.

Beautiful full, rich tone quality, clear articulation. It
individualizes each voice and instrument in the record.
Greater volume with lighter needles, thus minimiz-

A demonstration of the Bliss reproducer means a sale—each
sale brings another, for every music lover who hears the Bliss

Comparative tests solicited. Write today for dealer proposition.

WILSON LAIRD PHONOGRAPH CO,
29 West 34th Street, New York City
Canadian Distributors: HAWTHORN MFG. CO., 145 Yonge St., Toronto, Can.

Inc.
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A window display that will bring people
into your store—you want it. The Columbia
Dealer Service Department will give it
to you.

Columbia Graphophone Co.

Woolworth Building, New York

TO MAKE PUBLICITY PROFITABLE
(Continued from page 33)

like the man who does not advertise, they have
promises to live up to. Such a claim of non-
advertisers is farcical as a deeper examination
will prove. Take two of the most common
prices in the trade, namely, 75c. and $1. In
one case it is three cents, and in the other case
a consideration of four cents on each record
sold. Surely it is worth such an additional
outlay to increase your trade.

To pursue this argument further would soon
demonstrate what a very little extra business
has to be expected before the advertising pays
directly for itself, but that is not a part of the
purpose of this article, which has been written
with a view to rendering some assistance to the
man who feels the necessity of deciding the im-
portant question (what ought I spend on adver-
tising?).

It may not be out of place to mention in con-
clusion of the subject having been dealt with
from the point of view of an established busi-
ness, although a newly started dealer would find
it necessary to spend a little more.

JOS. C. ROUSH NOW IN FLORIDA

The Heatless Days in the North Will Not
Bother Talking Machine Man for Some Time

Joseph C. Roush, president of the Standard
Talking Machine Co., of Pittsburgh, Pa., and
secretary of the National Association of Talk-
ing Machine Jobbers, spent a day or two in New
York recently to confer with President Black-
man of the association before leaving for his
annual winter vacation with his family in Flor-
ida. Mr. Roush stated that he planned to visit
all the principal resorts and would return to the
North when the birds told him it was time to
migrate.

JOINS VICTOR EDUCATIONAL FORCE

Miss Frances E. Ryan, formerly supervisor of
music in the public schools of Escabana, Mich.,
is a recent acquisition to the Victor educa-
tional forces and is covering the schools in New
Jersey, demoustrating the advantage of the
school Victrola. Mrs. Frances E. Clark, mana-
ger of the educational department of the Vic-
tor Talking Machine Co., has outlined a splen-
did program that will mark a distinct advance
in Victor educational work throughout the
country this spring.

“NICHOLSON?>

New Catalog Showing New Styles

RECORD CABINETS

strictly high-grade construction at prices
i BELOW COMPETITION

Write for a co(ry of the catalog and our
specinl free advertising help for dealers.
Chase City,

K. NICHOLSON FURNITURE €0,V

| Sectional Bookcases and Racord Cabinets l
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PUBLICITY THAT AIDS PRESTIGE

An Illustration of How Ads With a Strong
Amount of Newsy Personal Flavor Help to
Interest Public in a Talking Machine Store

The recent newspaper advertising of the Mar-
tin Bros. Piano Co., of Springfield, Mo., offers
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Newsy, Personal Ad That Interests
some rather unique examples of talking machine
publicity. The first piece of “copy” reproduced
herewith illustrates an excellent way in which
to make capital of an increase in the size of a

Ll slwleledolalatelal-bal ol chulwlel glwhele) b1E]
. We're Mighty Proud

-

Our Service F]aa

Has Seventeen Stars

W Eeesstypoudof doscssventocs meo who

bove put asde thew penooal ambimons
and bopes 10 belp make the werld sale for de-"
notacy

We bear hom "ow boys” every sow"ssd
R thea hut we doo | bhesr oae word of complamnt
¥
Undoubiedly cosdioons eve tnung os the Lie &
A sew to them Bt they basve pitched o ke oll
8508 Amencont are doiog
QOur Roll We predict bor they will ‘all be meo of
of Honor ~bom Uscle Sa wdl be proud
Wheo s oll exer, eod the boys come home,
Ales Covacl theywill hod good pouticas owainng them bete
W W Sunedield

Any mes who leases the Marto Bros Pazo |
Co 1o haht far Uncle Sam 1 gong 10 get b
Povneo]bazh MU IR I Loty hcllbast
we can do for bin

Aad wsce prond of the patriang speris of out emplyres uhe ave 21
wih wt They org dLL dornt Hheer St and Aelparg 10 “heoptbe Damny
Rees Purermy

They hotw made s porsible It oo co say 1has

Marun pmployes Are
B9 L bern bund Roldery
Lwd Raby Hond and ihrife slsmp holdcra

Joho € Bonzen
G
E S Ngbray
F M Beck

W P Phllp

-

JW R Redel 14 RS Cos mambars and s
t und contrbatort
F A Robaws AD SATIC) (X0 Suc o Spurot, 1o 1 Ay Sonder That (FAD AT
IC R Wobas o
———Musi "
1 D Robona Martin’s l: si¢ »Superior
e Sece” PR

e ———
sarTIN(Martin Bros. Piano CO";"\PL"\\-"‘.E'E

BUILDING T T Y

aaaadaaacdaaadaaaaaaaaaca

)

a

e e el o e e LA

How Martin Bros. Help Uncle Sam

Hgaas aagaaasacsaaaaaaaagaaaas
[~ =
i

retail talking machine department. The second
piece of “copy” is a very striking way of letting
the local community know about “‘the boys who
have joined Uncle Sam’s fighting forces.” Par-
ticularly in the smaller-sized cities this latter
type of advertisement must have a strong
amount of newsy personal interest.

SUCCESS FOR THE PRESENT YEAR

The Peptimist, Issued by the Columbia Grapho-
phone Co., Contains Interesting Forecast of
Possibilities for Success This Year

Under the heading of “Success in 19187 the
following timely and interesting article appears
in the current issue of The Peptimist, the suc-
cessful house organ published by the Columbia
Graphophone Co. for and about Columbia men:

“The new year finds our world among events
without historic precedent. Nations, commerce,
industry, the lives of every man and woman in
the civilized lands of the earth are changed.
Business has changed—you must change to meet
the new front.

“Success will be made of sterner stuff in 1918
than in the year past. The keynote. of the
world’s life to-day is sacrifice. Not a home in
America but gladly bears its share of the burden.
At the threshold of a year which holds within
its palm unguessed lines of fate and fortune
we Columbia men stand, earnestly willing and
solemnly prepared to do the best in our power
for our country, our homes and our neighbors.

“Success is still our aim but a new one.
Where is the secret of the new success?

“Success in 1918 will follow and come, and
only come and follow Service. The sacrifices
of millions of homes must be met with service
to millions of homes.

“Tt is with implicit faith in its truth we state
the Columbia has its share, a true and big one,
in serving its country. Already from our fac-
tory, sales branches and executive offices over
four hundred Columbia men have joined the
colors of the greater Columbia. And those at
lhome have a duty as well—a duty to cheer, in-
spirc and comfort not only our boys at the front
but the homes behind the boys on the firing line.

“Music is a gift to man which few can count
in words but all have felt in spirit. :

“A singing nation and a singing army can
conquer all the powers of darkness and silence.
Music serves the spirits which serve their coun-
try. Music rests the weary body, soothes the
worried mind. Our highest patriotisms are ex-
pressed in song. ‘Give me a singing army,’
once exclaimed a great general. ‘Keep on
singing,’ Lloyd George has exhorted his coun-
trymecn.

“And the Columbia recognizes its privilege
in having a share in keeping.America a singing
nation. Itis a service. Itis this service Colum-
bia mcu will kcep in mind in this new year.
You are not selling for thc gold you can get
but for tlie good you can do. Sell to serve.

“You are dealing with homes and hearts.

“The succcss in 1918 is in service.

“May your sharc be large.”
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Otto Heineman Phonograph Supply Co.

INCORPORATED
25 WEST 45th STREET, NEW YORK

FACTORIES, ELYRIA, O.—NEWARK, N. J.—_PUTNAM, CONN.
CHICAGO ATLANTA SEATTLE CINCINNATI TORONTO

YOU ARE NOT EXPERIMENTING

When You Use

HEINEMAN and MEISSELBACH Products

These Motors, Tone Arms and Sound Boxes are produced by the largest
manufacturers of phonograph parts in the world, and are in use everywhere

Here are two outfits we recommend and guarantee

Heineman Motor No. 77
Heineman Tone Arm No. 11

Heineman Ideal Sound Box

No. 2
The Ideal Outfit for

Heineman Motor No. 77 Your $85 MaChine

Meisselbach
Motor No. 18

Meisselbach
Tone Arm No. 98

Meisselbach
Sound Box No. 2C

The Ideal Outfit for
Your $165 Machine

Meisselbach Motor No. 18

All prices F. 0. B. New York or nearest branch office
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ORIGINAL IDEAS ALWAYS IMPRESS

How W. G. Fulghum Told of Victrola Owners
in Richmond—A Sales Developing Idea

Business is certainly humming down in Rich-
immond, Ind., where Walter G. Fulghum is now
engaged in the retailing of Victor talking ma-
chines and records. Mr. Fulghum the latter part

e L
Wil thore be & Vietrola ia
Ly your home thie Christrnas? 423

A Window Display With a Purpose
of January informed The World regarding sev-
eral of the new plans he is trying out.

One of the especially commendable ideas Mr.
Fulghum introduced during the holiday season
consisted in a window display, the central fea-

o

r. Fulghum and Car in Front of Store
Richmond. On this map tacks had been set in
to represent every Richmond home in which a
Victrola was already resident. This unique
tabulation not only offered concrete evidence of
the great popularity of the Victrola in Rich-
mond homes, but also aroused considerable in-
tcrest among the local inhabitants, who fre-
quently gathered before the window in order
to pick out their own personal friends in town
who owned a Victrola. The size of the map
made it easily possible to tell exactly what home
each individual tack stood for.

Another idea, apparently simple and yet full
of value, that Mr. Fulghum is now employing is
what for lack of an official title may be called
a score-card calendar. This presents on each
sheet the days for just one month. As soon
as the first machine sale is made a cross is
marked through the first day of the month.
Each machine that is sold thereafter means the
crossing off of another day on the calendar.
The goal is to sell one machine for every day in
the year and at the present time the crosses
have already been registered several days ahead
of the actual date. This plan has developed a
remarkable ‘“esprit de corps” among the sales-
men as every one in the organization watches
the calendar with keen interest and fights to
keep the sales right up to scratch.

Two Fords comprise Mr. Fulghum’s motor
fleet. One of these is a delivery car and the
other, a picture of which is herewith shown, is
utilized for direct personal solicitation.

TRAVELERS’ LICENSE IN CHILI

The United States Consul General L. J. Keena
at Valparaiso, Chili, reports that importers in
that country are urging enforcement of the law
of December 22, 1916, imposing a license tax
of 1,000 pesos (about $240) on foreign commer-
cial travelers. The importers threaten to refuse
to do business with any salesman who has not
obtained the necessary license.

EDISON PHOTOGRAPHED IN TYPE

Wm. Maxwell Presents a Masterly Review of

Edison’s Ideas and Ideals in American Magazine

In a five-page article captioned “Edison—the
‘Original Man From Missouri,”” William Max-
well, vice-president and general manager of
Thomas A. Edison, Inc., and who enjoys a wide
reputation as a writer, has set forth in the
American Magazine for February a most inter-
esting analysis of Thomas A. Edison, written
from the viewpoint of one who has been closely
associated with him and knows what he demands
of his associates and of himself, as well as
something of his ideas and ideals.

Mr. Maxwell emphasizes particularly Mr. Edi-
son’s wonderful capacity for work and his abil-
ity to get at the bottom of a problem. He
mentions that there are few golfers in the Edi-
son organization, because the men are kept so
busy that they do not find time for that par-
ticular sport. Mr. Edison, their boss, demands
that a thing be done thoroughly, that an em-
ploye must not skim the surface, but must dig
into the fundamentals of his work.

Of the kind of men Mr. Edison has associated
with him Mr. Maxwell says: “Mr. Edison likes
men who will dig down to the roots of every
problem they encounter. He has small patience
with the man who is content to look superficial-
ly at a problem and theorize concerning the
number and character of its roots. That is why
he likes industrious men.

“You, perhaps, have a 10 per cent. greater
brain equipment than I, but if I work twelve
hours a day and you work only eight, Edison
would prefer me to you. He recognizes, of
course, that some men are smarter than others;
but in his estimation there is no degree of
ability that will outweigh laziness or lack of
application. The nonchalant genius of business
fiction has no place in the Edison organization.
No man can last or, at least, no man can achieve
importance in Mr., Edison’s eyes, unless he is
a tireless worker.”

Mr. Maxwell has succeeded in drawing a word
picture of Mr, Edison that will prove a revela-
tion even to those privileged to have a business
acquaintance with the great inventor. He has
brought out facts often overlooked in the aver-
age biography, and portrays Mr. Edison not as
a man apart but as a man among men. He
points out that there are two Edisons—“one is
the Edison of coldly scientific mind, who reasons
ruthlessly and relentlessly to a conclusion far
beyond the average man’s foresight. The other
is an Edison vividly human, intensely sympa- -
thetic, extremely generous and incessantly active
in the interests of mankind. Edison can be the
lion that he resembles, he can even be unjust;
but he is never avaricious, and he is unfailingly
generous.”

A full-page photograph showing Mr. Edison
in a characteristic pose accompanies this vivid
and interesting human interest article.

FINE BUSINESS RECORD IN LOUISVILLE

The talking machine department of the Kauf-
man-Straus Co., Inc., Louisville, Ky. of which
H. V. Boswell is manager, has been moved to
the second floor, a much better location than
heretofore, where a good stock of Edisons and
Columbias is being shown. Business last month
showed an increase of 25 per cent. over the same
month last year, while an idea of the holiday
business may be gleaned from the fact that the
day before Christmas the department sent out
thirty machines, all sold for cash.

SOME PERTINENT POINTERS

Customers are guests, and more, they are
guests that pay. Be sociable with your custom-
ers; they like it. The more people you know
personally, the greater can be your hold upon
your trade. If people talk about your store, if
it becomes noted, you will do business. Get all
your store improvements commented upon in
the news columns of your papers. It costs
you nothing and it all counts.

and the fullest co-operation.

The Delpheon Shop
117-119 Peachtree Arcade
Atlanta, Georgia

Walter Verhalen
Busch Building
Dallas, Texas

BAY CITY
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Your nearest distributor will give you prompt service

DELPHEON plus DELPHEON SERVICE brings SUCCESS

Chicago Display
Sixth Floor, Republic Building

Or write direct to

The DELPHEON COMPANY

Delpheon Sales Company
25 Church Street
New York City

Verbeck Musical Sales Co.
435 William Street
Buffalo, New York

MICHIGAN
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- THE TRADE IN PHILADELPHIA AND LOCALITY

PriLapeLPHIA, Pa, February 4—The month of
January was a profitable one for talking ma-
chine dealers in this city. despite conditions
that served to keep the trade guessing most of
the time. The poor transportation facilities
handicapped the jobbers considerably in the ship-

ent of their machines. but the fact that it was
hard to ship machines out of the city worked
to the advantage of local dealers in carting dis-
tance of the jobbers warehouses.

Although there was considerable improvement
in the Victor machine situation during the
month, both jobbers and dealers were only able
to get a percentage of their record orders filled

he factory. due, it is believed. to various
conditions, including labor, governing record
production. Dealers in Columbia and Edison
lines also reported stock shortage, due to de-
layed shipments from the factory. The trade,
however, is keeping up courage. and for the
most part is optimistic regarding the future.
New Columbia Dealers’ Service Pleases

The Columbia Graphophone Co. (formerly the
Pennsylvania Co.) report that their business in
January was quite satisfactory, and especially
so considering the circumstances. Their new
dealers’ service has been meeting with hearty
approval, and the latter appreciate the assist-
ance the Philadelphia ofhce is giving them in
the exploiting of the Columbia. both machines
and records. They had an enormous record
business in January, and having had the fore-
sight to order heavily, they felt little the incon-
venience in the delay of shipping, caused by the
weather and the freight embargo.

W. C. Fuhri, formerly the district manager
here, has gone on a trip to Florida for a rest,
and will not return until the end of the month.
The Dictaphone office of the company, now at
924 Chestnut street, has changed managers, C

J. Welford being replaced by Clifford Malliet.

O. F. Jester, formerly connected with the
Baltimore store of the Columbia, has joined the
Philadelphia offices as salesman. The local
manager says that he is very optimistic over
the business this year and adds: “I feel that
if we get some relief from this transportation
condition, it will be the greatest year in the
talking machine business.”

Business Good With Buehn Co.

Louis Buehn, of the Louis Buehn Co., says
that their business has been very good. con-
sidering the situation. *“We were tremendous-
ly handicapped by the lack of goods, especially
records, and by shipping difficulties. but in spite
of all these troubles we have had a very good
month. Our machine shipments this month
have been about on a par with last year.”

Gillies Co. Buys Connor & O’Neill Stock

The James B. Gillies Co., talking machine
dealers at Broad and Susquehanna avenue, have
purchased the stock of Connor & (XNeill, and
has removed it to his store. The Connor &
O'Neill firm have been located. for a number
of years, on Fifteenth street, below Chestnut.
Mr. Gillies has one of the finest stores up town,
and is constantly being compelled to enlarge it.

Increase Prices

G. Dunbar Shewell, who is the _eastern rep-
resentative of the Cheney talking machine, has
announced in the papers the past week that the
Cheney will be raised in price from $15 to $25
beginning the first of February.

Dictaphones for Large Companies

The Dictaphone Co. report that their busi-
ness was very fair in January. and they believe
it will be very good from this on. Owing to the
great scarcity of stenographers and typists
they have just placed a complete outfit of the
Dictaphone in “The Grit” office at Williamsport:

with George \Wharton Pepper; the Lehigh Port-
land Cement Co., of Allentown: and the At-
water-Kent Mfg. Co. have added a large com-
plement of machines during the month.
Penn Co. Stocking Up

Manager Barnhill. of the Penn Co.. says that
“In January our business was about as good as
could be expected under the weather conditions,
the freight embargo. and the impossibility to
niove stock promptly. Records have been very
scarce and especially in the better grades.” Mr.
Barnhill, however, believes that business is go-
ing to be first rate this spring and summer,
when transportation again becoimes normal. and
they are getting in a stock that will assure them
the ability to fill all orders. and with prompt-
ness. J. Fisher, of C. C. Mellor Co., Pitts-
burgh, Pa.. was one of the recent visitors to
the Penn Co.

Weymann’s War Music Display

H. A. Weymann & Son have this week a very
attractive window, in which they show how the
Victor talking machine is an absolute neces-
sity in war times. Théy have the machines and
records done up in non-destructible packages,
and about these packages are war relics picked
up in many sections, and especially from the
war front in France. They report that their
Victor business in January was very good. and
believe that the remainder of the winter .and
spring is going to make an excellent showing.
for Mr. Weymann says that music. he believes,
has become a war time mnecessity.

Pathé Shop Getting Results

The Pathé Shop has been having a most ex-
cellent business in January. WWhile there were
only nineteen working days in the month, they
have put forth their best efforts and have made
cvery minute count. Their business was not

(Continued on page 38)
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OFFICES:
1108 Chestnut Street

Victor Wholesalers

‘Keystone State

Cost to dealer net

cabinet.

H. A. WEYMANN & SON, Inc.

MANUFACTURERS

PHILADELPHIA, PA.

OPPORTUNITY

To increase the profit of every
Talking Machine Dealer

The Weymann “Keystone State’ Musical Instruments and Strings
have a national reputation.

Leading dealers feature the Weymann make exclusively in conjunc-
tion with their Talking Machine and Record line, to attract the
musical buying public to their stores.
Mandolutes, Ukuleles, Mandolin-Banjos, etc.,
are in daily use creating a continually increasing demand for ‘'Key-
stone State’’ Strings. Here is an opportunity to supply these demands.
Send us your initial order for our special assortment of

“Keystone State’’ Strings, their retail selling value -

We will furnish free of cost a show case string display

The various strings may thereafter be re-ordered in quantities of one
dozen or more to at all times maintain the complete assortment.
Mail your order today to:

Thousands of ““Weymann

$38.35
- _18.00

Profit, $20.35

FACTORY:
1109 Sansom Street

Established Since 1864
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BUEHN
SERVICE

AGGRESSIVE Victor Record selling is the

key-note of 1918 work. You cannot exhaust
the record sales mine. Doubling of record
aggressiveness this month actually increases
your sales for March, too.

And so it goes—an endless chain of profits.

A stimulated record buying sustains its own buying power if
you maintain the momentum with suggestions.

BUEHN SERVICE sees that the records you recommend
are in your store to DELIVER. It is the deliveries of sales
that prove the value of your record work and Buehn Service
is most vital to record sales success.

Buehn Service does only one thing—‘“delivers the goods.”
And with the deliveries goes the co-operation that 1s helpful
because it represents the nucleus of the information on
problems solved by other dealers.

Buehn Service means a great deal to you in 1918.

The Louis Buehn Co., Philadelphia

[tors: - | Oon »IC I OR

The modern way of ‘‘wrapping’’

£ and delivering records. Made with

£ string and Button Flap.

= 10 in , - - $10 per M

g 12 ‘¢ r . 12 T

; Your imprint, $2 per M extra
e S i
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From a patriotic standpoint.

A NS

the Victor dealer can’t jam more pleasure
into the leisure hours of men-of-war and men-
of-peace than to dole out, in ever-increasing
quantities, the comfort and inspiration that
characterize Victor talking machine records.

From a service standpoint

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

THE TRADE IN PHILADELPHIA
(Continued from page 36)

quite as good as in December, but of this t}3ey
have no cause to complain. They are finding
considerable difficulty in making shipments to
their dealers, but through judicious manage-
ment they have been able to keep all their deal-
ers and have added a number to their already
long list during January. They report that
business looks very promising for February.
Walter Fckhardt, the head of the Pathé Shop,
was in New York on Wednesday of this week.
They expect, in February, to make quite a pub-
licity campaign, and are arranging some exten-
sive recitals to be given at their warerooms.

The Pathé Shop must be seen to be appre-
ciated.” It is one of the show places of the
city. It is most artistic in its color effect and
the arrangement for business, and customers
cannot go away without a most pronounced
impression of everything about the place,
whether it is the Pathé machines and records,
or the fine accommodations that Mr. Eckhardt
has made for their comfort and convenience.

Closed Great January Business

Herbert Blake, of Blake & Burkhart, reports
that their business was very good in January.
It was the biggest January they have ever had
with the exception of 1916, when their sales
were extraordinary for that month. This month,
Mr. Blake says, has started off very good, and
that it looks very promising. He is especially
pleased with the February list of Edison records,
which contains many Broadway hits.

Gathering of Edison Dealers

On Tuesday night next at the monthly meet-
ing of the Edison dealers here, which will be
held at the Bingham House, T. J. Leonard, the
sales manager of the Edison Co., will address

Penn service at all times is consistent with
factory production and delivery.

Penn Phonograph Co.

VICTOR
JOBBER

17 S. NINTH STREET (

PHILADEILPHIA

= ey R R

the association. Charles Gardner, the district
superintendent for this district, will also be pres-
ent and is expected to make a speech. They
expect to have present about twenty-eight to
thirty dealers.

DOMESTIC CORP. CHANGES

Horace Sheble Resigns as President and Gen-
eral Manager—George Anderson, Treasurer of
Company, Now in Charge of Business

George Anderson, recently elected treasurer
of the Domestic Talking Machine Corp., of
Philadelphia, became acting head of that con-
cern on January 26. Mr. Anderson succeeds
Horace Sheble, the former president and geu-
eral manager. Mr. Sheble's retirement is en-
tirely voluntary and it is rumored he is to take
up Government war work. He carries with himn
the best wishes and hearty good will of his
associates and the board of directors.

DEATH OF MRS. D. K. WENDHEISER

Mrs. Delia Kivel Wendheiser, widow of the
late Peter Wendheiser, founder 6f the Wend-
heiser Music Store at Rockville, Conn, and
mother of George P. Wendheiser, at present a
well-known piano and talking machine dealer in
that city, died recently at the family homestead.

PLANT DESTROYED BY FIRE

The plant of the Carolina Venéer Co., Colum-
bus, S. C., was totally destroyed by fire last
week with a loss of $100,000. Among the stock
destroyed was much cabinet veneer intended
for talking machine manufacturing, the shipment
of which had been held up by traffic conditions.

THE VICTOR TALKING MACHINE COMPANY, in recognition of his twenty

years of active service as Manager of the Traveling Department, has appointed

Mr. GEORGE D. ORNSTEIN

a Wholesaler of Victor Products in the city of-Ph.iladelphia find the neighboring
territory. { In order that the retailers of. that district may enjoy th_e benefit of Mr.
Ornstein's unique experience, the undersngned_company has been incorporated to
carry on an exclusively wholes.ale business, with temporary quarters at 9 Nor.th
Eleventh Street, Philadelphia, for the purpose of providing the retail trade with
the most direct, efficient and satisfactory service.

Very sincerely yours,

THE GEO. D. ORNSTEIN COMPANY.

TALKING MACHINE MEN MEET

First Session of New Year Held. on Wednesday
—Amendments to By-Laws Passed—To De-
termine Membership Status of Jobbers

The first meeting of the new year held by the
Talking Machine Men, Inc., took place on
Wednesday, January 23, in the rooms of the
Merchants’ Association in the Woolworth Build-
ing, New York. President J. T. Coughlin, of the
association, presided, and one of the most suc-
cessful meetings held in some time resulted.

The action of the executive committee at a
recent meeting making an amendment to the
by-laws to require seven days’' notice of inten-
tion to propose a new member, was adopted and
the amendment will provide two days for the
membership committee to investigate the candi-
date and allow the secretary to.give the usual
five days’ notice by mail to every member of
the organization.

The committees appointed several meetings
ago to solicit new members and also try and
persuade the larger stores to charge 6 per cent.
interest on instalment sales reported progress
and a new committee was appointed to assist
them in their endeavors. It is thought that with
a campaign along these lines during the next
few months the association will be able to an-
nounce that every dealer in the Greater City
is charging 6 per cent. interest on time sales.
Already a number of local dealers have put the
interest clause into effect and this has also been
done by dealers who are located in the New
Jersey district. .

The executive committtee also sent out a let-
ter a number of days ago to the leading jobbers
to find out the consensus of opinion in regards
to whether they wish to continue as active or
associate members. This is a question that has
come up many times during the past year, and
the letters from a number of jobbers show the
majority of them feel they can be of more value
to the organization as associate members than
otherwise. This includes the opinion of Chas.
H. Ditson & Co., S. B. Davega & Co., Ormes,
Inc., American Talking Machine Co., Emmanuel
Blout, and I. Davega, Jr. A letter from J. New-
comb Blackman, of the Blackman Talking Ma-
chine Co., who has been interested in the Talk-
ing Machine Men, Inc., since the birth of the
organization, gave it as his opinion that the
jcbber and distributor can be of more assistance
as non-member. A letter from him stating his
views was read and made a distinct impression
upon the meeting.

The law committee was instructed to draft an
amendment to the constitution which will em-
body the ideas of the distributors as well as the
association in regard to their activities as rmeni-
bers. This will be done after an amicable agree-
ment is reached with the distributors as to the
fee they should pay for membership. The con-
stitution will be amended to take in the distribu-
tors as associate members at a somewhat larger
fee than is now in force, which is $3.

The secretary was instructed to address a
communication to every member to find out
their views in regard to the suggestion to
close all talking machine stores at 9 p. m. If it
is not feasible to close in every district at
that time it may be found a good idea in cer-
tain localities, and, with the expressed opinion of
all the members, agreements in different sections
can be made.

TRADE CONVENTION POSTPONED

Fifth National Foreign Trade Convention to Be
Held April 18, 19 and 20

The executive committee of the National For-
eign Trade Council announced this week that,
owing to the railroad congestion and the desire
of the Council to co-operate with thie Govern-
ment in the relief of the situation due to the
war, the dates of the fifth national foreign
trade convention, to be held at Cincinnati, O.,
have been changed from February 7, 8 and 9
to April 18 19 and 20.
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Read its specifications

for us to double our factory capacity.

The ““ Butterfly Motor’’ has won the endorsement of leadin

It 1s giving excell

O 00000 0 A R

Butterfly Motor is accepted as a standard in its field.

This is the MOTOR whose phenomenal success made

guaranteed in every detail.

everywhere.
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One evening a week with theatres and
movies closed means just so much more
demand for those never-off-the-job enter-
tainers, Columbia Grafonolas and Columbia
Records.

Columbia Graphophone Co.
Woolworth Building, New York

B e

INDIANAPOLIS DEALERS REPORT LARGE JANUARY TRADE

Record Business Has Been Exceptional—People Staying More at Home Has Helped Sales—How
Victor Publicity Helps—Good Demand for Talking Machines But Difficult to Get Them

IxpranaroLis. Inp, February 5—Although the
month of January was the coldest in the history
of the local weather bureau and in spite of the
closing orders of the national Fuel Administra-
tor, the loeal talking machine dealers generally
report that they did better business during the
month than they had expected.

All of the dealers said the record business was
exceptional and they attributed this to the fact
that the closing of theatres on Tuesdays, to-
gether wi!th the extremely cold weather, indi-
cated that people were staying at home and en-
joying their talking machines.

The weather moderated considerably during
the last few days and this had the effeet of
stimulating the sale of machines. Most of the

dealers express the opinion that the Monday-

closing order simply makes Saturday or Tuesday
a bigger day in sales and that the loss of Mon-
day does not figure to any extent on the week’s
business.

“Our record business increased during the
month and the sale of eight machines on the
first Tuesday after the first Monday holiday
indicates that we are making up for the lost
Monday business on Tuesdays,” said A. H.
Snyder, manager of the Edison Shop. The total
January business was ahead of last year in the
same month, he added. Mr. Snyder is working
his outside salesmen in zones and his plan is
panning out well.

H. A. \WW. Smith, manager of the Pathé Shop,
said that Tuesday business was showing up well,
but he doubted whether it was offsetting the
loss of Monday. The January business as a
whole was good, he said.

H. E. Whitman, manager of the talking ma-
chine department of the Pearson Piano Co.. re-
ported that the record sales were far ahead of
January of last year. Both the Edison and Vie-
tor maehines were in steady demand, but a
shortage of stock has been the worst problem,
Mr. Whitman said.

This Christmas tlte Pearson Co. did not send
out larger machines to be exehanged later for
the smaller models when they arrived and as a
result it was able to scil most of the largest
machines

C. P. Herdman, manager of the Columbia de-
partment of the Baldwin Piano Co., said that
while the weather had naturally affected hnsi-
it had held up well and that with a change
ynditions lie believed it would soon

ormal

ness
in ther
be back to
A. L. Pfeiffer, manager of the Starr IMiano
Co ore, I that the Starr records and ma-
chines had enjoyed a good business in spite
of the weather, althongh the Monday holiday
closing was affecting husiness to some extent,
Georg andke, manager of the Brunswick
Shop, ran an ad on optimism on the first Mon-
day closing lioliday and lhe received congratula-
tions from many persons on its timely appeal.

He was in Chicago this week conferring with
the factory managers and company offieials.
The art model, No. 1500, of the Brunswieck has
attracted considerable attention on display in
the shop.

Among the wholesalers the chief complaint
has not been a lack of demand for talking ma-
chines but the shortage most of them have to
worry with due to transportation.

R..B. Goldsbury, of the Pathé department
of the Mooney-Mueller-Ward Co., said that
January had been better than anticipated, the
record business being exceptionally brisk. A
number of new contracts have been signed with
dealers. .

Edgar Eskew, formerly manager of the de-
partment, has resigned.

The People’s Outfitting Co. has had an excep-
tional run on Pathé machines. During the last
six months only one-half of one per cent. of the
records shipped to dealers have been returned,
Manager Goldsbury said, adding that this indi-
cates the strong demand for records throughout
the State.

At the Stewart Talking Machine Co., Vietor
jobbers, it was said that the demand for ma-
chines was much heavier this January than in
1917, but that transportation difficulties had kept
the business down.

The national advertising done by the Victor
Co. is bringing practical results, according to
the Stewart Co. From fifteen to twenty inquiry
cards sent to the Victor Co. by prospective
buyers have been reaching the Stewart Co. every
day. These cards are in turn sent to the nearest
\'ictor dealer.

The local Victor dealers are expeeting a large
demand for the records of Jascha Heifetz, the
Russian violin marvel, who will play in Indian-
apolis February 14.

The appearance here last week of Victor Her-
bert with the Cincinnati Symphony Orchestra
boosted the sale of the Herbert records. A large
number of the latest musical comedies are
scheduled to appear here in the next few weeks
and the record song hits of these shows will be
i demand.

O. C. Maurer, in charge of the Sonora de-
partment of the Kiefer-Stewart Co.. was a guest
at the convention of Sonora dealers held under
the auspices of the Yahr & Lange Drug Co., of
Milwaukee, \Wis., recently. Mr. MNaurer said
that the enthusiasm evinced by the Wisconsin
dealers in spite of the cold weather that pre-
vailed was notable and he added that he ob-
tained a number of good points front the mect-
ing.

Walter E. Kipp, of the Kipp ’honograph Co.,
Edison distributors, said that there was no com-
plaint to make about the demand for 1disons.

H. A. Yerkes, field sales manager of the
Columbia Co., and Ben Brown, manager of the
local branch, went to Louisville, Ky., last Mon-

day. The Grafonola Co.. of Louisville, enjoyed
an unusually big Januvary business, the chief
difficulty being in getting the machines, Mr.
Brown said.

KEEPING UP ORDER DELIVERIES

Boston Book Co. Makes Good Shipping Prog-
ress Despite Handicaps—Pays Employes in
Full for Time Lost on “Workless” Days

The Boston Book Co., manufacturer of record
albums, has been making reasonable progress in
the shipping of its orders despite the condi-
tion now affecting the railroads. The company
has been in a nice position in regard to the
materials entering into its products as it
has large quantities on hand and in storage for
now and future use. J. M. Alter, president of
the company, in speaking of trade conditions
recently, said: "The demand for our albums is
greatly on the increase and from the indication
of the orders arriving in every mail the talking
machine industry is preparing for a year of
great prosperity.”” The Boston Book Co.. in
following out its plans of keeping its labor
standards on the highest plane, paid its employes
in full during the recent five-day closing period
and will continue to pay them for the lost Mon-
day of each week. During the period when coal
was searce the comPany bought oil heaters to
supplement the low pressure in the steam pipes,
thereby keeping the temperature of the plant
up to normal.

We are all inclined to kick when difficulties
come our way, and it is a well-established fact
that some of the keenest pleasures of life come
from suceessfully overcoming difficulties.

TWadual

/TONE ARMS X SOUND BOXES _~

Place Your 1918 Orders
TO-DAY

Mutorual

TONE ARMS AND
SOUND BOXES
* Mutual Products Have Made Good ™’

Mutual Talking Machine Co., Inc.

145 West 45th Street, New York
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SHORTAGE OF STOCK IN CLEVELAND A SERIOUS PROBLEM

Matters of Interest to Be Discussed at Coming Banquet of Talking Machine Dealers’ Association
of Northern Ohio—Displaying Records at Food Show—Fischer Co. Doing Fine Pathé Business

CLeveLann, O, February 6.—Shortage of stock,
for which the responsibility is divided between
the factories and tlie railroads, workless days,
as prescribed by tlie Fuel Administrator, and
other conditions similar to those affecting busi-
ness throughout the East, serve to put a slight
damper on the talking machine trade in this city,
although the jobbers and dealers are going right
ahcad endeavoring to get the best results pos-
sible in the face of the handicaps.

C. K. Bennett, general manager of the Eclipse
Musical Co., and the new president of the Talk-
ing Machine Dealcrs’ Association of Northern
Ohio, states that at the annual banquet of the
association, to be held on February 20, an effort
will be made to thresh out the problems for the
benefit of the dealer. He states that one particu-
lar point will be emphasized, the necessity of
pushing stock records that do not have the call
under ordinary conditions. He says this is the
time for the real salesman and not for the fel-
low that travels along the line of least re-
sistance.

At the annual Cleveland food show this week
a practical demonstration of how phonograph
records are made is being given by C. A. John-
son in the booth of an exhibitor. He explains
in detail] how records are turned out so they
may furnish pleasing music in cafes and dining
rooms while diners enjoy their meals. This
feature of the show has greatly excited the in-
terest of the thousands of visitors.

The annual meeting of the Cleveland Music
Trades’ Association will be held February 14 at
the Hotel Winton. Several talking machine deal-
ers are members and out of town guests are
expected.

This association recently expelled one of its
members, who, it was declared, resorted to un-
fair methods in advertising. [t was declared he

advertised second-hand instruments without
using the word “used” in his ads.

Not for months has Cleveland seen a bigger
campaign of publicity for any talking machine
than that launched January 27 by the Young
Furniture Co. This concern operates two im-
mense stores in Cleveland, one in the swell
shopping center of the upper Euclid avenue sec-
tion, and another in \West Side. Full newspaper
page advertisements pointed out the merits of
the phonographs handled by this house.

The Muehlhauser Brothers Piano Co., organ-
ized last October, opened a modest sized store
at 1613 Euclid avenue, somewhat out of the low-
er shopping district, and began an active fight
for business. It came right off the reel, in Hal-
let & Davis pianos and Sonora phouographs.
The firm of four brothers did not have to make
its name known, for the brothers had already
established their reputation with the Cleveland
trade. Since opening an additional storeroom
has been found necessary, so the firm’s future
is assured, despite the handicaps met at the start
in getting stock.

The Fischer Co., 25 Taylor Arcade, Ohio dis-
tributors for Pathé phonographs and records, is
doing a splendid business despite war condi-
tions.

Buescher’s, 1016 Euclid avenue, still glories
in the sale of Victrola outfits and Victor records.
This firm carries a large stock of records and
machines.

Gennett records reproducing Helen Ware's
violin music are features widely advertised by
the Starr Piano Co. The firm carries a com-
plete library of Gennett records.

The Clifton Furniture Co., Madison avenue
and West Ninety-ninth street, has joined others
using phonographs to attract patrons.

The McMillin Music Co.,- 2053 East Ninth

street, continues to champion Victor records
accompanied by their slogan, “Cleveland’s Lead
ing Music Store.”

John McCormack, great tenor, is coming to
sing for the Red Cross in Keith's big Hippo-
drome, March 3. As soon as McCormack’s com-
ing was scheduled dealers handling McCor-
mack’s songs and records reproducing them got
busy with window displays and catchy ads.
Meanwhile everybody is trying to get educated
to McCormack's wonderful songs which the talk-
ing machine has popularized in every music-
loving home in Cleveland.

The Fischer Co. declares the Edison record,
“On the Banks of the Brandywine,” is one of
the winter’s best sellers, while Harry Lauder’s
“Wee Hoose 'Mang the Heather” is another of
the Victor records having a phenomenal run
since Lauder appeared here m person.

The Eclipse Musical Co. has been having a
run on Victor records reproducing the music of
Jascha Heifetz, the new Russian violinist, who
will appear in person in Gray’'s Armory to-mor-
row night. Cleveland violinists pronounce the
new Russian a wonder with “his fiddle.”

A Pathé record that is a winner here is the
“Arrival of the U. S. A. Troops in France.”
Fred Fairbanks’ “It's a Long Way to Berlin,”
another Pathé record, is also a big seller at
stores handling these favorites.

Song hits which carry inspiration for the boys
in military camps and “over there” characterize
the offerings of most of the talking machine
dealers. “La Marseillaise,”” by the Gennett
Military Band, is a Starr hit among the latest
records. “The Royal Hymn of the Republic”
is another Starr catch.

The New Edison is attracting attention and
selling rapidly at the two establishments of the
Phonograph Co., whose main emporium is the
entire third floor of the building, 1240 Huron
road.

The Dictaphone Co. 1375 Euclid avenue, re-
ports a good January business, particularly the
latter half of the month
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"HIS MASTER'S VOICE™

Those" Lively” Westerners. -

making the most of our superior sized stocks?
we offer? There are so MANY things to be gained if you will make an immediate contract with—

A, Mickel Bros. Co.

15th and Harney Streets
411 Court Avenue

YOUR Part of the Country Is No Different Than Any
OTHER Part of the Country, and Victor Record Sales Are
Increasing Daily, Hourly, in EVERY Part of the Country!

The point we want to make, is THIS—Are you making the most of the situation?

Are you making the most of the “SERVICE"

OMAHA, NEBRASKA
DES MOINES, I0WA Vjc

Are you
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“HIS MASTER'S VOICE"
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The talking machine trade has shown its enthusiastic
appreciation of a high grade product by ordering liberally.

So liberally that the initial cutting of the Widdicomb
Phonograph was not sufficient to supply the insistent

Dimensions, 21x22x46 in.
Exposed parts nickeled.
Mahogany only. Capacily
80 records with album

AT

space.

Price $150—with electric demand.

motor $175. ) . .

“Play It Yourself” But during March we will be able to ship to all buyers.

A Finished Product

The most expensively constructed and intelligently assembled
phonograph in the world in its respective class is now ready for
those dealers who believe in “quality first” last and all the time.

THE WIDDICOMB PHONOGRAPH IS MADE

For the dealer who wants to offer better value for the money
For the dealer who wants a better profit than usual
Do you come under this classification ?

T e AR TR

If so send for our catalogue now, and secure a Widdi- S
comb agency or still better—send for a sample instrument and e = o
“Play It Yourself.”” _Compare it point by point with e T P T N Ty T ey o T o e S
the machine that you consider the best. ————— S i

Aside from the beautiful case, noiseless precision motor,
efficient filing device, and great attention to all details, you will
be greatly impressed with the perfectly natural tone reproduc-
tion of the Widdicomb and will enjoy the sensation of con-
trolling that sound from a distance by the medium of our
sound modulator with which each Widdicomb 1s equipped.

These good points all mean sales for the Widdicomb

e A I e

dealer.
Aggressive jobbers will do
well to connect with this line
ADAM CONSOLE No. 2
PHONOGRAPH DIVISION Dimensions, 22x36x39 in. Exposed patls nick-
= eled.d Mahogany and Walnut. Capacily, 150
° ° . . -‘ records.
The WIddlcomb Furnlture CO. { Price $150—with eleciric motor $175.
Established 1865 ““Play It Yourself”
Grand Rapids, Michigan

O O O
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Columbia’s national advertising has just one big aim
and purpose—to make people buy Columbia Records
through hearing them played on the Columbia Grafo-
nola in Columbia stores.

Columbia Graphophone Co.
Woolworth Building, New York

W

MILWAUKEE DEALERS ARE TOO PATRIOTIC TO COMPLAIN

Believe in Carrying Out Instructions of Government—Dealers Had Excellent January—Jobbers
Short of Stock—Sonora Dealers in Convention—Entertained by Yahr & Lange—News of Month

MiLwavukee, Wis, February 10.—Milwaukee
talking machine dealers are just a bit too patri-
otic to make serious complaint over the effect of
the Federal Fuel Administration order which
restricted business to five days a week during
the last half of January and early part of Feb-
ruary. Nevertheless, it is a fact that the curtail-
ment has cost all of them a considerable volume
of business and the only compensating feature
is that every other line of business suffered, too.

Uunder the circumstances, local talking ma-
chine dealers have been doing mighty well since
the holiday season passed. Although one full
business day has been taken away from them,
they have made the best of an unfavorable situ-
ation and worked so hard on the other five days
of the week that most of them have been able
to equal or even improve upon the volume of
business for the corresponding period of 1917.
It can be imagined how it would have been pos-
sible to show good gains if the “fuelless Mon-
day” order had not been promulgated.

Local jobbers state that they still are not able
to procure all of the stocks that are required to
fill the demands upon their retail dealers, and
they express the opinion that under existing con-
ditions in manufacturing, traffic, and other
phases of the situation, it is not likely that a
surplus can be accumulated for some time to
come. It is felt, however, that it is better to
have a shortage than a considerable surplus, and
by this token existing conditions are better than
those of the reverse.

Harry A. Goldsmith, secretary of the Badger
Talking Machine Co., Victor jobber in Wiscon-
sin and Upper Michigan, says that the business
situation in the territory served by the house is
unusually favorable, considering war-time con-
ditions. While the Badger Co. is in a somewhat
better position to fill orders than in recent
months, including the holiday rush, there is still
a large shortage of numerous styles. Records,
needles and other supplies are not to be had in
the volume demanded by the state of business.
As a matter of fact, the shortage of supplies and
accessories is relatively greater than that of ma-
chines.

A. G. Kunde, Columbia jobber and retailer,
expressed the opinion that business is being
maintained at a level that is rather surprising
under the conditions. While trade could hardly
be expected to be as brisk during the first month
and a half of the new year as it was during the
last two months of the old year, it is better than
anticipated.

At the Edison Shop, Edison jobber and re-
tailer, much time in recent weeks has been de-
voted to overcoming the effects of the big fire
which caused a heavy loss early on Christmas
morning ard wiped out a considerable part of
the wholesale stock. Shipments have been com-
ing in fairly good volume and while stocks are
not yet what they should be the Edison dis-

tributors are much gratified over the situation.

Paul A. Seeger, manager of the talking ma-
chine department of the Edmund Gram Music
House, representing the Aeolian-Vocalion and
Columbia, is very much pleased with the condi-
tion of business. It has been Mr. Seeger’s ex-
perience that the higher-priced styles have been
selling relatively better than others. This does
not mean that medium and low-priced styles are
not moving, for many excellent sales of these
are being made right along. Yet the tendency
has been toward the costlier machine, due prob-
ably to the better financial position of buyers
who patronize the Gram house.

Yahr & Lange, Sonora jobbers for Wisconsin
and Upper Michigan, recently entertained more
than one hundred of its retail representatives at
a first annual sales convention and banquet at
the New Plankington House in Milwaukee.
Fred E. Yahr presided as toastmaster at the
dinner, and among the principal speakers were
F. D. Andrews, Minneapolis, and O. C. Mauer,
Indianapolis. Since taking the wholesale repre-
sentation of the Sonora a year ago, Yahr &
Lange have built up a remarkable organization

and given the Sonora one of the finest introduc-
tions ever enjoyed by a talking machine line in
this territory.

George F. Ruez, president of the Badger Talk-
ing Machine Co., Victor jobber, and interested
in numerous other concerns of note in the talk-
ing machine world, has been elected a director
of the Merchants’ and Manufacturers’ Bank of
Milwaukee.

A fourth store has been opened at Thirty-
second street and North avenue by Kroeger
Bros. Co., operating department stores at First
and National avenues, Fifth avenue and Mitchell
street, and Eighteenth street and Fond du Lac
avenue. The Pathé departments establishment
on December 1 in the three stores have been ex-
tended to the fourth store.

Edward Quick, 180 Villard avenue, North Mil-
waukee, is a new retail representative of the
World phonograph.

H. L. Sorenson, Neenah, Wis, has recently
enlarged his store and added a complete dis-
play and stock room, with demonstrating booths,
to accommodate his rapidly growing Victor de-
partment.

Miss Gertrude Louise Gram, daughter of Ed-
mund Gram, Steinway and Aeolian-Vocalion
representative at Milwaukee, was married Sat-
urday, February 9, to Frank W. Magin, a well-
known manufacturer of Milwaukee.

ARRANGE TO MEET ALL DEMANDS

Vice-President Ravis, of the New York Album
& Card Co.,. Tells of Increased Facilities—
New Representative for New England

In a chat this week with The World, Philip
A. Ravis, vice-president of the New York Al-
bum & Card Co., 23-25 Lispenard street, New
York, commented as follows regarding gen-
eral conditions:

“With the additional facilities that we are now
utilizing in the production of our albums we
have every reason to believe that we will be in
a position to supply our clientele promptly with
albums the coming season. However, I would
suggest that the dealers anticipate their require-
ments wherever possible in view of shipping
difficulties at the present time and in order to
make sure that the albums will be on hand when
they need them. With the additional space which
we now occupy we have also increased our facili-
ties” for printing delivery envelopes, and this
branch of our business is steadily growing.

“Qur new No. 1012 album is meeting with a
ready sale throughout»the country and the deal-
ers are greatly pleased with the distinctive fea-
tures embodied in this album. Our metal-back
album continues to be a prime favorite with our
clientele and is giving excellent service every-
where.” .

I. W. Hough, well known in the New Eng-
land talking machine trade, has been appointed
New England representative for the New York
Album & Card Co. with headquarters at 20
Sudbury street, Boston, Mass. Mr. Hough will
carry a complete line of the company's albums
in stock at all times and will also carry a stock
of delivery and stock envelopes.

NOW SOLE PATHE DISTRIBUTORS

The Pathephone Sales Co. of New York, Inc.
111 East Fourteenth street, New York, is now
the sole distributor for the Pathé products in
the metropolitan territory, having taken over
the interests of the Pathephone Distributors Co.
and the Stilwell Co.

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.
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Pathe Phonograph, $225

The Quality Phonograph

HE wise ones kqow that the
phonograph business doesn’t
hold still a minute.

It’s too healthy.

Maybe you know all the latest
moves. And maybe you don’t.

We warrant there’s something
Pathe can tell you which will
strike a bright, white light 1n your
mind, and get you busy.

PATHE FRERES PHONOGRAPH CO.

20 GRAND AVE. BROOKLYN, N. Y.

No Needles to Change

The Pathé Sapphire Ball takes the place
of needles. It need not be changed.

Records Don’t Wear Out

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 Pathe Controla

With the Pathé Controla you may in-
crease or decrease the tonal volume of
the Pathé Phonograph at will.

Each Pathe Phonograph

plays not only Pathé Records, but all
other makes of records, and plays them
perfectly.
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The Quality Phonogrph

l T 1sn’t altogether a question of
retail price, either — though
that’s 1mportant.

Anditisn’t altogether a question

of better tone and longer-lasting
| records — though they’re mighty
important.

No, 1t’s a number of things and
they mean money you can’t get
otherwise. 2N

W rite

ROSA RAIDA

PATHE FRERES PHONOGRAPH C0.

RAND AVE. BROOKLYN, N. Y. ,
20 G i Recording for Pathe, and

most of them exclusively

Muratore, Muzio, Thibaud, Ganz,
% Grace Hoffman, Rimini, Ober,
Cavalieri, Bispham, Slezak, Urlus,
Weil, Fitziu, Sammarco, Ruffo,
De Cisneros, Journet, Chenal and
Maguenat,

© Mishkin

ADAMO DIDUR
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INVENTS NEW RECORDING METHOD

New York Engineer Applies for Patent on
Multiple Diaphragm Phonograph—Xach In-
strument of Orchestra Recorded Separately
on Film—Reproduced in Synchrony

H. Hartman, electrical engineer of New York,
has invented and applied for patents on a multi-
ple diaphragm phonograph, or electric orches-
tra, which offers a brand new idea in the record-
ing and reproduction of musical sounds. It is
claimed by Mr. Hartman that recording for
talking machine records as at present conducted
is limited in its possibilities, owing to the fact
that a single diaphragm must take and record
the tones of a great variety of instruments at
one and the same time. He points out that as
the musical vibrations produced by a violin and
ontrabasso are widely different, as are the
vibrations produced by other orchestral in-
struments, it is not scientifically possible to
record perfectly all the instruments at one time,
because the diaphragm cannot respond simul-
taneously with the great variety of vibrations.

In recording for Mr. Hartman’s electric or-
chestra he uses, in place of the usual records, a
special film on which the tones of every instru-
ment in the orchestra, to the number of forty-
eight, if desired, are recorded in a separate
track. By recording the music of each instru-
ment separately the diaphragm can confine its
action to the particular vibration of the one in-
strument and therefore there is no confusion
or distortion of sound.

For the purpose of reproduction the film is
wound on a reel and is led from a special com:-
partment over guide rollers to a long, narrow
and horizontally arranged department which
contains as many sound boxes as there are
record lines on the film. The sound boxes are
separated as far as possible, and each is provided
with a separate trumpet, the various trumpets
being arranged in rows facing the audience. In
order to regulate the movement of the film it
is taken up over a sprocket wheel or on a drum
.at the opposite side of the cabinet. It is stated
that a film of 1,500 feet in length will play con-
tinuously for more than an hour, and when the
end is reached can be readily replaced by an-
other film beariirg other music. The sound
boxes are fixed in position, welded to one
another and rest freely upon the film, with the
needle in a certain sound line. Sapphire and
diamond needles are used to avoid the neces-
sity of changing needles. It is claimed by the
inventor that the device has been so perfected
that perfect synchronization is obtained between
the various instruments in the reproduction of
the record

Mr. Hartman is also the inventor of the
“speaking clock,” which also uses a flexible film,
two inches wide, in place of the usual type of
record. Operation of the clock is so arranged
that the exact time.is announced every fifteen
minutes. A continuous film is used that runs
twelve hours before regulating.

MICA

Diaphragms

PHILADELPHIA
PA.

Quotations and samples promptly forwarded upon request
Send us your requirements

INTERNATIONAL MICA COMPANY

Offices and Factory, 37th and Brandywine Streets, WEST PHILADELPHIA, PA.

CHICAGO, 1LL.
(Insulation Dept.)

No obligation incurred

AMELIA CO. MONTREAL WEST PHILADELPHIA
VA. CAN. PA.

ONE PLAN FOR SAVING SALES

John F. Ditzell, of the Famous & Barr Store,
Takes Advance Orders for Machines and Has
Customer Make Payments Until Machine Is
Delivered—Follows Automobile System

St. Lours, Mo., February 6.—Several modeis of
Victrolas have been very scarce in this market
since the holidays, notably those formerly sold
for $100, $125 and $75. It was impossible for
most if not all of the dealers to make deliveries
of these machines in popular finish. John F.
Ditzell, of the Famous & Barr talking machine
department, solved the selling problem and it
was not the old-time solution of putting in
another make machine.

Mr. Ditzell's solution was the selling of own-
ership certificates. He explained it to the cus-
tomer in this way:

“There are many popular articles of mer-
chandise that you must wait your turn for. For
years buyers of Ford automobiles have paid
their money to get their names on the delivery
program of that company. They cannot be in-
sured delivery without paying a part or all of
the money. Victrolas are like the Fords, the
demand at present exceeds the supply.

“We do not know just when we can deliver
this machine to you, but if you begin paying
now you 1will get the first machine of this
model that we receive. - We will deliver it just
as soon as we can.”

It is surprising to many folk that the plan
has succeeded and some of the most surprised
persons are on Mr. Ditzell's force. They pre-
dicted that the plan would not sell any machines,
but it has. In one case the buyer not only paid
in full for the machine, but he has visited the
store several times to hear records and make
his selection and these are paid for and have
been put aside to be delivered to him when the
machine arrives. This many, and the others
who have not paid as much, are content because
they are going to get exactly what they want
as soon as it is possible.

Mr. Ditzell tells rather an amusing story in
this connection, which illustrates the point.
E. C. Rauth, the Victor wholesale distributor
liere, had ordered a Buick car of a certain
model. The company did not have that car,
so Mr. Rauth made a payment and was assigned
to a place on the delivery list. Some time later
Mr. Ditzell decided to buy a Buick car, but he
picked another model and this sort was ready
for delivery, so, despite the fact that he started
later than Mr. Rauth, he was driving a Buick
first. This fact, he said, rather surprised Mr.
Rauth, but he told him that it was exactly the

same proposition as the Victrola situation.
Those who selected the models in stock got
immediate delivery, while those who selected
other models had to pay their money and wait.

BUILDING UP SUCCESSFUL BUSINESS

The Faultless Caster Co. Closes Many Contracts
With Talking Machine Manufacturers

The Faultless Caster Co., Evansville, Ind,, one
of the most successful manufacturing concerns
i the Middle West, has closed a number of con-
tracts with prominent talking machine manufac-
turers whereby the company’s casters will be
used exclusively on 1918 product. The Fault-
less Caster Co. manufactures a complete line of
high-grade casters, suitable for all kinds of
furniture, and has perfected a special caster for
talking machines designated as C-6-3 which has
won the endorsement of well-known manufac-
turers, including Thomas A. Edison, Inc., the
Sonora Phonograph Corp. and the Aeolian Co.

The C-6-5 caster is a nickel-plated, steel wheel
caster, and as the company guarantees all of
its casters against imperfection of workmanship
and material, talking machine manufacturers
using this caster have called the attention of
their dealers to its merits and the fact that it
is absolutely guaranteed.

The Faultless caster was awarded a gold medal
at the Panama-Pacific International Exposition,
and in fact this caster has won recognition from
the most successful furniture manufacturers as
a product which embodies all the necessary re-
quirements for use on the most expensive manu-
facture. The Faultless Caster Co. manufac-
tures 500 styles of casters for different uses.

A recent circular issued by the company fea-
turing the C-6-5 caster for talking machines em-
phasized the following points of superiority as
compared with the ordinary caster: (1) All the
weight rests on a round-headed pivot stem; only
one point of contact in each caster—friction re-
duced to a minimum. (2) Springs fitting into
the neck of the stem never allow the caster to
drop out of the socket. The caster, however,
can be pulled out at will. (3) A washer fitting
around the track plate strengthens and gives
long life to the socket. (4) The steel wheel is
made of two shells, one fitting inside the other.
The outside shell being rimmed leaves the edge
smooth and this evenly corresponds with the
other side of the wheel. (5) A reinforcement
around the bushing holds it tight and gives the
wheel double strength and long life. (6) Stem
made of screw stock steel is tapered so the
caster will be held in true alignment—always
ready for maximum service with minimum ef-
fort.

Salesman
Carrying
Case.
Holds 25
Records.

device on the market.
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\\\\\ \ CONTAINER
Files All Records
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The Automatic 1s the most practicai record filing
Files all records with equal
ease—Victor, Edison, Pathe, Columbia, etc.—and
renders them immediately accessible.

Write for cataleg and dealer or manufacturer's proposition.

AUTOMATIC CONTAINER CO.

301-303 Tacoma Building,

CHICAGO, ILL.

Holds 100 records.
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HEAVY RECORD DEMAND A FEATURE OF BUFFALO TRADE

Dealers Building Up Great Business—Remarkable Industrial Activity in Buffalo Helping Trade—
Goold Bros. Enlarge Capital—Slow Deliveries Hurt Machine Trade—Delays in Shipments Hurt

Burraro, N. Y., February 7—A heavy demand
for records is the dominating feature of the
talking machine trade this month. The booths
are crowded, the demonstrators being kept busy
from morning to night in taking care of the
customers. Machines, however, are as scarce
as sugar, coal and other staple articles. Added
to the shortage reported at the factories are the
delayed shipments on account of. railroad em-
bargoes. - The dealers are closing their stores
on the “heatless. Mondays” and are trying to
.crowd six days’ business into five and most of
the dealers are satisfied with their receipts dur-
ing the short weeks.

One great source of hope for plenty of trade
during the coming year is Buffalo’s remarkable
industrial activity. According to the State In-
dustrial Commission, _the total amount paid
wage-earners here in 1917 was 168 per cent.
more than the total in 1914. The number, of
wage-earners in Buffalo was increased 70 per
cent. in the past three years. There is not likely
to be a let-up of this activity for many months.

Goold Bros., Ing, has filed a certificate of
incorporation, with a capital stock of $150,000.
This firm handles the Victor line at its store
at Main and Utica streets. The directors are
George A. Goold, T. Amesbury Goold, Fred L.
Armstrong, Gertrude A. Armstrong and William
Goold.

“Our business stands practically as before,”
said T. Amesbury Goold. “My brother and I
hold 95 per cent. of the stock in the company.
There will be no change in policy. Our trade
is in an excellent condition.”

By means of vigorous advertising and extra
good values the store of Victor & Co., Pathé-
phone jobbers, is crowded these days. The
Pathéphone is always well represented in the
firm’s advertising and window displays and
superior results are attained.

The Adam, Meldrum & Anderson Co. is
conducting a series of Pathéphone recitals:

“Thc train service is slow and all the dealers
are crying for goods,” said C. M. Logan, travel-
ing representative of W. D. & C. N. Andrews.
On account_of slow trains Mr. Logan has ex-
perienced many delays in covering his territory.

“We have -a pretty good supply of the New
Edisons,” said Charles J. Hereth. “We were
afraid of embargoes some time ago and played
safe by laymg in a good stock. This was before
the advance in prices. We made no mistake in
stocking up because the demand for the New
Edison is steady even during this severe
weather.” :

“You can see that our booths are always
crowded, so we are doing a wonderful record
business,” said W. R. Gardner, manager of J. N.
Adam & Co.)p Victrola department. . “The cold
weather seeiixs to create a desire on the part
of people to stay at home and enjoy their selec-
tions.”

“We are supplymcr a heavy demand for the
Heifetz records,” said C. H. Heineke, manager
of Denton, Cottier & Daniels’ Victrola depart-
ment. “This demand shows that he is one of
the most popular of the Victor artists.”” Heifetz
will give a recital in Buffalo on the evening of
March 22.

Harold E. Kuhn, of Kuhn Bros., talking ma-
chine dealers, has been engaged temporarily as

‘organist and chorister at St. Paul's Church, this

city.

Trying to have “the bad check” law enacted
in New York State is engaging the attention
of the Buffalo Association of Credit Men, of
which some of the talking machine dealers are
members. The proposed law would make the
issuing of a bad check prima facie evidence of
intent to defraud and subject the maker to fine
and imprisonment.

H. A. Brennan, manager of the William Hen-
gerer Co.’s Victrola department, has returned
from New York City, where he looked over the
trade and received some new ideas for the com-
ing season. Another purpose of his trip was to
try to overcome the machine shortage in his
department.

Howard W. Webb, talking machine dealer at
150 East Genesee street, is a member of the
Jackson Glee Club of this city.

“The Missouri Waltz records are in great
demand,” said H. G. Towne, manager of Robert
L. Loud’s Victrola department.. “The heaviest
demand for records at this store is on Saturdays
from 2 o'clock in the afternocon until 10 o’clock
at night.

GEO. L. SCHUETZ THE FINAL WINNER

George L. Schuetz, of the Indianapolis branch
of the Columbia Graphophone Co., is the final
winner in the Pittsburgh district of the individual
salesman cup donated by President Whitten for
each district, his third victory in November giv-
ing him permanent possession of the trophy. He
now enters the Columbia “Hall of Fame,” along
with L. C. Ackley, of the Los Angeles branch,
who won the cup offered in the Pacific Coast dis-
trict. The contests in Philadelphia, New York
and Chicago territories are still undecided, a
three-time winner in these districts having not
yet been registered.

VICTROLA SPEEDS UP TYPISTS

PorTLAND, ORE., February 4.—The High School
of Eugene, Ore.,, has adopted an original and
effective method for speeding up the typewriting
classes of the commercial department. A Vic-
trola is used and at each beat of music a letter
must be struck on the typewriter. As the typists
develop speed the class strike two letters to
each beat. Not only is speed acquired, but a
smooth, steady movement is obtained.

They don’t give rain checks for the Seats of
the Mighty.

Galli-Curci
Records

74499 743532
S00 536
S09 538
510  SS2

SS7

Victor Records

GALLI-CURCI RECORDS
They Are Profit-Makers For You.

The appearance of this greatest operatic soprano in the Chicago Opera Company’s engagement NOW
running in New York—the big musical event of the year—makes her records the most active in the list.

JASCHA HEIFETZ RECORDS

Another artist enjoying well merited popularity through-
out the country and whose records are correspondingly in
great demand.

We also recommend the Missouri Waltz 35663, a record for which
there are heavy demands.

In view of the prevailing shortage of Records you want to get the
good sellers when the opportunity presents itself.
best records of which we have a limited supply.
while the picking is good. Try us on any records, foreign or domestic,
you are unable to obtain from your local distributors. ORDER NOW .

| DAVEGA [P..

VICTOR FACTORY WHOLESHALERS

125 West 125" St
(e House o Service

VICTROLAS—SUPPLIES—NEEDLES

Order From Us NOW

We have some of the
Anticipate and stock up

NEwW YORK

Jascha Heifetz
Records

: 64758
759

74562
563
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Mr. Dealer:

Do you know that if you seat your pros-
pect in a comfortable chair before the

GABELOLA

and Just Push the Button”

that 1t will sell itself?

You can say with perfect frankness and

without fear of contradiction that—

~ “This super-talking machine is winning
its way in the thousands of homes where
something more than a mere talking machine

1s desired.” L e

C/lﬂﬂge 716601[6.5'., I'CCOI'dS, or Wlnd 1t up be' Circassian Walnut—Height 66 inches, width 43 inches,
cause these things are taken care of auto- depth 2o inches

matically. Price, $600.00

STYLE 3
THE GABELOLA

Oak Finish—Height 66 inches, width 33 inches, depth 22 inches

Price, $550.00

The Needle magazine contains 600
needles, and a new one drops into place each
and every time a selection is played.

The record container (which contains a
repertoire of 24 selections) automatically
changes the record just as soon as a selection
1s played.

The motor is electrically driven and con-
trolled.

It is ideal for the home, dancing school
and restaurant.

A personification of pleasure and enter-
tainment “‘with all the bother left out.”

You can say all this and more, but it
would be unneces=ary.

““Just push the button” and then have
your order blank ready.

GABEL’S ENTERTAINER CO.

GENERAL OFFICES AND FACTORY

210 N. ANN ST. CHICAGO, ILL.

GABEL’S ENTERTAINER SALES CO.
Suite 512 No. 117 N. Dearborn St.

FEBRUARY 15, 1918
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TALKING MACHINE SHORTAGE BADLY FELT IN NORTHWEST

Dealers Complain That Manufacturers, Transportation Offieials, Federal Government and Weather
Man Are Making Life- Miserable These Days—Sonora Men Meet in Minneapolis—News of Month

St. Pave and MiNNEaporis, MiNN,, February 5.
—Talking machine men in the Northwest,
whether they be in the retailing branch or the
jobbing branches, have distinct and adequate
cause for complaint against almost everybody
except the ultimate consumers. The manufac-
turers, the transportation officials, the Federal
Government and even the weather man are com-
bining to make life miserable for the trade men
by hampering and limiting shipments of talking
machine goods while the people are clamoring
for instruments and records.

Yet one will travel far to hear any talking
maehine man offer a direct critictsm. They
realize full well that no complaint and no
agitation that they make will aid them one 1ota
and the best that they can expect is that fate
will be as kind as possible.

The general Northwestern situation for the
entire business is well stated by Eugene F.
O’Neill, of the Beckwith-O'Neill Co

“The machine receipts-in this territory during
January virtually -amounted to nothing as the
factories centered more on Eastern points as
the holidays approached. The early January
shipments have not come through and hardly
can be expected before the middle of February
on account of the uncertain traffic conditions.
in the meantime the record situation has be-
come fully as eomplicated as the machine situa-
tion and our afflictions instead of disappearing
after the holidays only are increasing. I speak
only for the Victrola situation as my informa-
tion concerning other machines wunaturally is
very limited.

“The dealers in what might be considered
non-essentials will receive an awful jolt some
day if they do not realize that war-time condi-
tions now prevail and will govern every angle
of the business from the production of the raw
materials, through the factories and jobbers to
the retail dealers.

“We must face every new cross with the best
grace possible and trust that the future will
bring a marked improvement in our affairs, but,
to tell the truth, the labor situation, the diffi-
culty in obtaining raw materials, and the trans-
portation problems hardly warrant one in bub-
bling over with enthusiasm.”

Sonora dealers from all over the Northwest
will gather at the West Hotel, Minneapolis,
February 6, for their annual convention and
banquet. The Minneapolis Drug Co., distributor
of the Sonora products, will do the honors, with
Sewall D. Andrews as the chief steward. Presi-
dent Brightson. of the Sonora Co., was heralded
as one of the headliners with some of the lead-
ing Eastern distributors in his supporting com-
pany.

W. L. Sprague, manager of the Minueapolis
branch of the Columbia Graphophone Co., is
back with the fine trophy he won at the Colum-
bia convention. Having won the honor three
times in succession the trophy becomes the per-

manent property of his branch. Although
greatly hampered by various conditions, the

branch increased its business for January, 1918,
by 100 per cent. 1t could have shown much bet-
ter results had certain matters been more favor-
able.

E. F. O'Neill, of the Beckwith-O'Ne:ll Co.,
returned Friday from Boston, after an absence
of two weeks. He was summoned to his old
home Dby the death of a sister.

Several of the dealers in musical instruments
are exhibiting in the Industrial Exposition,
which is a winter fair and the outgrowth of the
annual automobile shows. The exposition is
conducted in the immensc assembling plant of
the Willys-Overland Co. The Minnesota ’hono-
graph Co., in conjunction with
Brown, Ediphone distributors, have four booths
for the display and demonstration of products
of the Edison lahoratories. Laurence H. Lucker
personally supervised the arrangement of the
Edison display.

Bostwick & .

Columbia Grafonolas and Dictaphoues were
shown in a suite of four booths, with W. C.
Hubbard, Dictaphone expert, and W. L. Sprague
in charge. The show, opening February 2, will
close late February 9. and is drawing thousands
of visitors, mainly from St. Paul and Minne-
apolis, but also from the rural districts. In-
cluded among the latter were the Sonora
dealers.

R. E. RAY NOW SALES MANAGER

Takes Important Post With Jones-Motrola, Ine.,
—G. K. Stickle Returns to Canada

R. E. Ray has been appointed sales manager
of the fJones-Motrola, Inc., New Yorl, the man-
ulacturers of the Jones-Motrola. Mr. Ray has
already taken up his new duties and will organ-
1ze the sales force of the company along most
efficient lines. He is now making a short trip.

G. K. Stickle, sales manager of the company
since its organization. has resigned to enter an-
other line of business in Canada, while C. E.
Reiss will continue in charge of the New York
office.

The Jones-Motrola has steadily gained ground
and has been endorsed by various prominent
talking machine companies, among the latest
being the Brunswick-Balke-Collender Co., manu-
facturers of the Brunswick phonograph, having
recommended the Motrola to their dealers.

THE PATHE IN PORTLAND, ORE.

PortLaxp, Ore., February 4.—Ten days before
Christmas Calef Bros., of Portland, Ore., began
selling Pathé machines. The Calef Bros. have
a big furniture store and never handled talking
machines before. They have the exclusive sale
of Pathé for furniture houses in Portland and
are amazed at the success they are having.

SILVERSTONE MUSIC CO.’S OPENING

Handsome New Warerooms in St. Louis Open
to Public With Speeial Ceremonies During
Week of February 4—Tone Tests Given

St. Lours, Mo, February 6.—The Silverstone
Music Co. held the formal open.ng of their new
warerooms this week. There was no formal pro-
gram, but there were daily tone test recitals all
week by Prof. Chas. Kaub. a violinist of the St.
Louis Symphony Orchestra, and Mme. Blanche
Skrainka, a local soprano. As an added attrac-
tion, a band of'Hawaiian stringed instrument
players were brought on for the week and
proved to be a popular attraction.

Despite the fact that this opening was first
planned to be in December, there was much
work to be done at the last moment. Working
men to put on the finishing touches to the in-
terior were scarce and materials hard to get and
even the removal of the eight booths from the
old warerooms to the new, where they were in-
stalled on the second floor as record demon-
stration booths, proved to be a work of weeks,
instead of days. It required a grand rush to get
all of the reserve stock out of boxes and into
the new bins before the opening day came.

There are those who accuse Mr. Silverstone
of second sight in the renting of an additional
five-story building across the street and stoek-
ing it with machines several weeks ago in an-
ticipation of the present conditions. That is
what he did and it is this stock that is supply
ing the means for the present trade.

In his opening advertising. Mr. Silverstone
fcatured a letter from Mr. Edison explaining
that he was unable to attend the opening be-
cause of his work “for Uncle Sam” and he in-
vited people to come and sce the first Edison
machine, the massive iron affair that was fash-
toned in 1878.

Asking a customer to call again heips some,
but the thing that counts for most is to treat
him so well that he will come without asking.

Harponola

CELINA

Manuifacturers—
Jobbers—Retailers

If you are ready to take advantage of the enormous demand
for good talking machines, we can serve you two ways.

We are in the position to sell you the
finest looking and scientifically con-
structed cabinets at reasonable prices.

We can sell you fully equipped
machines under your own trade mark
or ours, in carload lots at jobbing
discounts.

If you are a dealer, please bear in mind
that we manufacture only high grade
cases and are installing the best
mechanical equipment that money
can buy.
our catalogue with full details.

Our prices and discounts are fair to the
manufacturer, liberal to the jobber, right
to the dealer and just to the public.

Write us today as we are now placing orders
for raw material for our 1918 requirements.

THE CELINA FURNITURE CO.

A postal will bring you

OHIO
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NEW COLUMBIA HOME IN BALTIMORE

Local Branch of Columbia Graphophone Co.
Plans to Occupy Handsome New Five-Story
Building on South Howard Street on March 1

Bavminvore, Mbp, February 4—Announcement is
made by \W. S. Parks, the local manager for the
Columbia Graphophone Co., that the Iocal
branch will shortly prepare to move to larger
and more commodious quarters at [6 South
Howard street. There they will have a five-story
building with an entrance on German street as
well as Howard.

The new Columbia headquarters will have
three times the floor space of the present home
and it is planned to occupy it on March 1. The
first floor will be devoted to handling incoming
records on the Howard street side and they, to-
gether with machines, will be shipped out of
the German street side of the building. A model
show window will always be kept trimmed as a
suggestion to dealers how to properly display
their machines and records, with the aim of in-
creasing business. The first floor will show dis-
play rooms as models, after which dealers who
want to improve their business may easily pat-
tern. The second floor will be used principally
for general offices. Mr. Parks plans to spend
most of his time outside on the firing line look-
ing after the sales and the headquarters will be
practically taken care of by S. C. Cooke, the as-
sistant manager, who did such fine work for the
company during Mr. Parks’ illness. The Balti-
more headquarters looks after business in Mary-
land, Virginia, West Virginia, North Carolina
and the District of Columbia. Business at this
branch is gone away ahead of many of the
branches and is now in good position with only
New York, Philadelphia, Chicago and Pittsburgh
leading in sales.

Mr. Parks has just returned from a tour of
Virginia and among the places he visited were
Richmond, Norfolk and Petersburg, Va.,, and
also Washington. Mr. Parks says he found all
of the merchants happy and confident that busi-
ness would show from 50 to 100 per cent. in-
crease this year over the past year. The trip
was in part taken for the purpose of introducing
A. C. Creal, the new district salesman, to the
trade in that territory. Mr. Creal has joined
the Columbia forces and will be in charge of the
selling end in eastern Virginia and District of

Columbia. He was formerly advertising man-
ager of the Eagle Furniture Co., of Memphis,
Tenn. William Korhammer will be in charge
of sales in the western part of Virginia. W. R.
Sibbet, formerly in charge of the Dictaphone end
of the business here, has become city and State
salesman for the talking machine line and is
succeeded in that branch by C. F. Smythe, for-
merly of the A. B. Dick Co., of Boston. A. Hoff-
man has been added to the Dictaphone depart-
ment sales force.

THE TRADE SITUATION IN ATLANTA

January Business Very Good Considering Con-
ditions—Future Prospects Unusually Bright—
What the Dealers Are Doing

AtLaxts, Ga.,, February 4—Everything consid-
ered, talking machine business for the month of
January in this section was quite satisfactory.
The South, in common with the whole country,
having recently come through the most severe
weather in years, has been affected in a business
way, but with the advent of better weather and
the fact that cotton, the South’s great staple, is
bringing the highest price in years, the phono-
graph business at present is large and broaden-
ing.

I. M. & R. D. Bame, Victor dealers, have
added the Sonora to their line, and are enjoying
a fine business on same.

The Haverty Furniture Co. have taken on the
full line of Pathéphones and Pathé records, in
addition to their leading line, the Columbia
Grafonola.

Phonographs, Inc., local Edison jobbers and
retailers, have been enlivening their store with
tone tests and recitals. At the time of this
writing Miss Anna Case is due in the city for a
concert at the Auditorium and will doubtless be
favored with an enormous crowd.

The record business with all phonograph
stores is quite active, the late patriotic and war
hits being in great demand.

A. J. Endres has purchased the entire inter-
ests of the Bruett Piano Co.,, Gay Building,
Madison, Wis,, and will continue to feature the
Kimball piano and phonograph line. A. ]J.
Bruett. founder of the company, has returned
to Milwaukee and will engage in the piano and
talking machine business in that city.

NEW BRUNSWICK SALES MANAGER

Edward Strauss Takes Charge of Wholesale
Phonograph Department of Brunswick-Balke-
Collender Co. in New York—Other Changes
Among the Salesmen—Trade Good

Edward Strauss, long connected with the
Brunswick-Balke-Collender Co., manufacturers
of the Brunswick phonograph, at their offices
in Chicago, has come to New York as manager
of the wholesale phonograph department here,
with headquarters at 29 West Thirty-second
street. Mr. Strauss has made a thorough study
of the phonograph field and comes to his new
post well equipped to develop business for the
Brunswick phonograph in the East.

The sales organization of the company is be-
ing strengthened constantly. J. J. Brophy, for-
merly with the New York office. will in future
travel through New England, with headquarters
in New Haven.

A. J. Kendrick is returning to the WWest to
continue his promotion work in establishing ex-
clusive Brunswick shops. This work was tem-
porarily suspended on account of readjusting
the Eastern situation. The work now being re-
sumed, it is planned to enlarge its scope and
several Eastern cities may be included in this
campaign.

These specialized shops, now fourteen in num-
ber and established throughout the Middle
West, are based upon an idea of diversified mer-
chandising carrying several of the Brunswick
products. The Brunswick phonograph is, how-
ever, the prime factor in each case.

The Brunswick phonograph has recently been
exhibited in the various furniture shows held in
New York, Grand Rapids and Chicago. In every
case the Brunswick booth was well visited and
the results from each exhibit were gratifying.

Among the recent visitors at the New York
headquarters of the house were J. F. Ditzell, of
Famous & Barr. D. J. Nolan, of the May Co.,
enthusiastic Cleveland Brunswick dealers, and
O. A. Field, of Field-Lippman, St. Louis, who
are Brunswick dealers in that city. Mr. Field
reports that the holiday business transacted in
Brunswick phonographs was particularly fine.

The progress of the Brunswick phonograph
in and about New York has been most satis-
factory and the outlook for the year is declared

A

No. 13—$135.00

No. 22- $175.00

A

No 4 $40.00

No.5—$50.00

AMERICAN

Clear in Tone, Beautiful in Design,
Smooth Running Motors

AMERICAN embodies all the good qualities and special features of phonographs
and you cannot afford to be without this popular line.

workmanship that cannot be surpassed, and a line designed and made from a dealer’s
With this line many dealers are increasing their profit and adding materially

b |

standpoint.
to their volume of business.

No. 8-$65.00

No. 9—$80.00
We stand back of every American

AMERICAN PHONOGRAPH COMPANY

Main Office, 39 Fountain St., N. W., GRAND RAPIDS, MICH.

Branch Office, 503 Cable Bldg., CHICAGO, ILL.

to be excellent.

The finest of materials used,

No. 10—$100.00 No.11—$115.00
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Choristers.

f Thousands of homes will welcome the
Columbia Records of Father Finn’s Paulist

“Agnus Dei” and “Salve,
| Regina” are the newest.

Columbia Graphophone Co.
Woolworth Building, New York

W’

GOOD RESULTS FROM MILWAUKEE ADVERTISING CAMPAIGN

Talking Machine Men Enthusiastic Over Co-operative Publicity Plan of Milwaukee Association of
Music Industries—Standards of Practice Adopted by the Trade

MiLwAuUkkg, Wis., February 6—No members of
the Milwaukec Association of Music Industries
are more pleased with the results of the co-
operative advertising campaign conducted by
tlie association at a cost of $3,000 for ten weeks
ending in thc middle of January than the talk-
ing machine men. For direct results, as shown
by the talks with patrons, the campaign did
wonders for the men of this industry. They have
been able to trace a large volume of business
to the publication of ten full-page advertise-
ments, one of which was devoted exclusively to
the talking machine and the® others being com-
binations of sales effort directed at all types of
pianos and talking machines.

A result of the advertising campaign has been
the adoption by the association of a code of
ethics, or standards of practice, which place the
Milwaukee dealers in a most commanding po-
sition as a progressive organization, and one
which has ventured perhaps further ahead than
any similar body in the United States. The
codc consists of tcn articles and has been aptly
styled “The Ten Condemn-ments.” It rcads as
follows:

Standards of Practice
(Ten Condemn-ments)

1. This association condemns advertising of,
or otherwise offering by any dealer, instru-
ments not regularly carried in stock by such
dealer with the consent of the manufacturer,
unless the instrument or instruments so adver-
tised or offered shall first have been offered to
the manufacturer thereof or to the nearest reg-
ularly authorized agent at cost.

2. This association condemins the practice of
advertising instruments ‘not regularly carried,
unless the advertiser offers them in good faith
and stands ready to sell said instruments at
once to any buyer.

3. This association condemns the breaking of
sales or malicious criticism of any instrument
by a dealer or salesman for the purpose of dis-
satisfying the buyer after the sale of such in-
strument has been consummated.

4. ‘This association condemns the advertising
of used instruments stating the prices original-
ly asked for the instruments when new.

3. This association condemns the breaking of
offering of instruments at prices higher than the
standard market value as represented by prices
fixed in a majority of sales actually made.

6. This association condemns the advertising
of private sales at residence addresses and
places not recognized as regular trade locations.

7. This association condemns advertising as
“Free” those articles included in the purchase
price of the instrument, such as bench, scarf,
etc.

8. This association condemns advertising of
‘Manufacturers’ Sales,” and the offering of in-
struments at “Factory Prices,” and the adver-
tising of “Special Sales” in which instruments

“Must Be Sold Regardless of Cost or Value.”

9. This association condenins "“Puzzle Con-
tests” and “Guessing Contests,” as the result of
which “Purchase Coupons,” orders or vouchers
are given.

10. This association condemns advertising in
whiclh high-grade instruments and cheaper
grades are listed indiscriminately, with the low-
est prices and terms quoted to appear to apply
to all.

The Milwaukee association, which was organ-
ized in February, 1917, has been incorporated
under the laws of Wlisconsin, and at its first
annual meeting as a corporation elected the fol-
lowing officers: President, Henry M. Steussy,
general manager Steussy-Schulz Piano Co., rep-
resenting the Magnola and Pathéphone; vice-
president, Paul F. Netzow, secretary-treasurer
Milwaukee Piano Mfg. Co., representing the
Imperial; secretary, Richard H. Zinke, general
manager Badger Talking Machine Shop, Victor
dealers; treasurer, William R. Winter, president
Winter Piano Co., representing the Columbija;
dircctors, Edmund Gram, representing the
Aeolian-Vocalion; Fred B. Bradford, Victor
dealer, and Leslie C. Parker, manager of the
Victor department of Gimbel Bros.

Edmund Gram was president during the first
year of the association’s existence and Mr.

Steussy was secretary. The latter’s splendid
work in that position made him the unanimous
choice for president when Mr. Gram announced
his determination to retire because of the ex-
traordinary demands upon his time by the
presidency of the National Association of Piano
Merchants of America and his private business
affairs. In electing Mr. Zinke as secretary, the
association gave deserved recognition to one of
the ‘most prominent and influential talking ma-
chine men of the Middle West. The associa-
tion has a total of forty-one members, embrac-
ing practically every reputable music house in
Milwaukee, and has madc a splendid record
since its inception.

SECURES THE EDISON AGENCY

The Lund Jewelry Co., Seymour, Conn., has
been appointed representative for the Edison
Diamond Disc Phonograph and Edison Re-
Creation, and the establishment will be known
in the future as The Edison Shop. The store
has been remodeled, to admit of the installation
of demonstration rooms and a large reception
room.

MULTUM IN PARVO

Takc all the men who have failed since Crea-
tion; take all the causcs of their failure; and,
though there be ten, or ten million, not one is
proof of your failure. FEvery man is master
of his own destiny.

Anticipate

|

248 Boylston St.

for the

| Requirements Now

by investigating at once the menits of our improved Veeco
Electric Motor and Vitraloid Turntable for electrically |
equipping your higher grade machines.

The Veeco motor runs on either A. C. or D. C. of
100-125 volts without any adjustment, and can be supplied
to run on any voltage from 6 to 250.

To dealers we supply the motor mounted on either |
12" or 12}4" square mahogany boards, all ready to install.

H’ Send for a sample and try it out.
Orders for 1918 should be placed at once.

THE VEECO COMPANY

The Original Producers of a Complete Electric Drive
Talking Machine

Your 1918

Boston, Mass.

Use

Manufacturer’s
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TRANSPORTATION THE BIG PROBLEM IN ST. LOUIS TRADE

Talking Machine Men More Interested in Getting Stock Than in Making Sales at Present—Fire
Destroys Mozart Talking Machine Co. Factory—General Trade Conditions Reviewed

St. Lotis, Mo., February 6.-—Local talking ma-
chine dealers are talking transportation more
than sales at present. It is their belief that the
talking machiue dealer who has an ample stock
in this section i~ the one who will recap the
harvest this spring. Stocks of certain styles of
machines are exceedingly short and with other
companies records are the difficult point. The
Columbia Co. was considerably embarrassed for
a time because the after Christmas shipments of
records expected for the first of the year were
lost in transit. The Victrola line of machines
has been short of the styles selling for $110
and the styles priced above and below this have
been entirely out of stock.

Robert Cone. of the Artophone Co.. said that
the freight question had become a very serious
one with that company. They had a large num-
ber of machines almost ready for use but that
the minor parts were several weeks past due and
machines that were to be shipped on after
Christmas shipments were still held. “Some of
our working men have shown considerable in-
genuity in getting by the scarcity of certain
parts,” he said. “and we have kept up fairly

well with the most acute demands, but we are
much farther behind than we like to be. As
to cabinets, we are well fortified by reason of
precautions taken last summer and recent tracers
have shown that our most needed shipments
are making progress.”

One of the unfortunate happenings of the
month was the burning of the Mozart Talk-
ing Machine Co. plant the second day after
it had begun operations. The plant was for-
merly known as the Cglonial Cabinet Co. and
was bought by the Mozart Co. after a fire. It
had required six months to re-equip the plant,
chiefly because of the delay in obtaining motors
and certain machinery. The plant had been in
operation only two days when it was again de-
stroyed by fire. The plant was well covered by
insurance and so the heaviest part of the loss
will be in the disarrangements of plans and the
necessary wait to get a new plant equipped under
the war conditions. In the meantime President
Fitzgerald expects to find means of continuing
the production of the Mozart machines.

Despite the handicaps of the shipping, trade
has been very good. according to all reports.

Big Profits—Quick Sales

EALERS who are selling the
D Elmbrola are making big

profits because the machine
is right and the price is exception-
The handsome appear-
ance of the beautiful Elmbrola,
together with its clear, distinct
tone, makes 1t one of the easiest
phonographs to sell you ever saw.
Space prevents us from telling you
about the many exclusive features

ally low.

of the

but a postcard or letter will bring you full
particulars and some beautiful pictures.

We Guarantee Prompt

Deliveries

Mode! D Elmbrola

ELMBROLA TALKING MACHINE CO., pept. A, ST. PAUL, MINN.

When you take on the Elmbrola, your
orders will be shipped to you promptly
the same day we receive them.
big reason why you should find out all
about the Elmbrola is the exceptional
profits you can make.

But the

The Elmbrolais really a beautiful machine
—its clear sweet tone wins all who hear
it. Compare it with any other.
handsome
then put on a record.

See the
the finish—and

woodwork,

Get full particulars right away
send us a postal or a letter now

Of course, it could be better with the full stocks
of records and machines, but some of the houses
will show an increase over any previous Janu-
ary, they assert. The jobbing trade has been
excellent, counting by orders filed. Not so
good if counted by orders delivered.

Manager Irby \V. Reid, of the Columbia Co.,
spent a busy month-end after his return from
the New York conference of branch managers,
which he termed “the greatest sales meeting
ever held.” He was anxious to get his wholesale
staff together and pass on some of the ideas and
enthusiasm brought back from the East, but was
unable to call this meeting until February 4
because of the pressure of business.

The new Columbia records made by Handy's
jazz band at Memphis has proved a winner in
the St. Louis district. where that band was
well-known and its fame is secure for the pres-
ent kind of music. The records have proven
to be wonderful sellers in the country districts
and especially in that section nearer Memphis.

TO ISSUE “TRADE NEWS SERVICE”

I. Davega, Jr., Inc., to Render Practical Co-
Operation to Dealers—Important Move

I. Davega, Jr.. Inc., Victor factory distribu-
tors. 125 West 125th street, New York, are com-
piling a "News Service” for Victor dealers. This
publication will be named "Trade News Service”
and will be full of live news and timely helps
for the dealers. It will be compiled and edited
by Abram Davega and Joe Schwetz, who have
a wide and varied experience in the merchan-
dising of Victrolas and supplies. It will prove
a very valuable assistant to the dealer and nu-
merous requests have already been received to
have their names placed upon the list. The
initial issue is expected to make its appearance
witllin about one month.

TO AID TRADE ACCEPTANCES

Council Asks War Credits Board to Insist on
Their Use by Manufacturers

\With the view of hastening the more general
adoption of the use of trade acceptances, the
American Trade Acceptance Council has sug-
gested to the authorities in Washington that the
War Credits Board, which looks after the grant-
ing of advances to manufacturers and con-
tractors doing Government work, should adopt
the policy of refusing to approve advance pay-
ments until the applicant has availed himself of
his own credit by resort to trade acceptances in
the purchase of goods. It is felt that, while
the Government cannot itself pay for goods on
the trade acceptance plan, by reason of certain
legal obstacles, there is no valid reason why the
contractor should not reduce the financial bur-
dens of the Government by using trade accept-
ances to the widest possible degree. It is be-
lieved by bankers that these manufacturers and
contractors should receive advances only after
they have entirely exhausted their own credit
facilities.

TRAVELING MEN'S TROUBLES

They Are Multitudinous in These Days of Dis-
rupted Train Schedules

The troubles of traveling salesmen these
days are not confined to paying taxes and en-
forced idleness on Mondays, says the New York
Times. One traveling man who just recently
returned from a trip through the South relates
that, due to the curtailed passenger service on
the railroads, he was delayed for three days in
one town, and that in order to pay his swollen
hotel bill he had to pawn his watch. He ex-
plained that, while his expense checks had been
mailed by his firm on the prescribed dates to
various points along his route, it had taken him
so much longer to get from one point to an-
other that it was frequently impossible to make
his last check cover his expenses until he
reached the town at which the next one would
he waiting.
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Featuring the Musical Possibilities of the

Talking MaChine 7 2 2 o

| Note.—This is the twelfth 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-
sibilitics from all angles, thus opening up fields for sales
expansion oftentimes neglected wholly or in part.—Editor.]

RECORDS OF STRING MUSIC

The other day, at one of the meetings of the
Chicago Piano Technicians’ Conference, the
statement was made that the most popular type
of instrumental talking machine record is that
of violin, harp and flute trio. The assertion
was made by very high professional authority,
and all the information I have seems to con-
firm it, generally speaking. The point is inter-
esting and important, and involves certain con-
siderations which ought, I think, to be clearly
understood by all to whom the musical possi-
bilities of the talking machine are rightly sensed.

It s hardly necessary for me to repeat what
alrcady is a hackneyed saying about the need
for greater musical knowledge on the part of
those who sell talking machines, in the light of
the rapidly advancing musical taste of the pub-
lic. Nor should it be—though it is—needful to
point out that as this taste continues to grow,
that which is expected and demanded of the
talking niachine in the way of mechanical and
ntusical excellence becomes ever more clearly
conceived and dehnitely formulated.

In brief, the talking machine has to satisfy a
more refined public taste. The salesman must
therefore know what a refined taste is, and must
possess -something of the same himself. More
than all else he should be thoroughly well
posted on the powers and the limitations of the
talking machine and should know its strongest
and its weakest musical points thoroughly.

The necessity to know of these things con-
stitutes the raison d'etre of articles like this
one. The particular musical point which I am
now bringing up is of enormous importance,
and a thorough knowledge of it cannot fail to
improve the selling ability of any man who deals
with the public at retail.

The Popular Trio

To begin at the heginning, why is the violin,
flute and harp trio so popular? To answer this
question, get a record of, say, Schubert’s Sere-
nade, played by this combination of instruments,
take it into a quiet place, where you won’t be
disturbed, put on the machine a soft-tone :icedle
and listen critically. The effect is undoubtedly
pleasing, but I think you will agree with me
that the pleasure is, as it were, not evenly di-
vided between the three instruments. Whenever
I listen to a trio like this on the talking ma-
chine, I always notice clearly the modifications
of tone-quality which so clearly come out. 1he
harp. for instance, is certainly good, for it seems
that plucked tones, as harp, mandolin or banjo,
come out very well; but even so it sounds more
like a mandolin at one end and a guitar at the
other than like a true harp. No! it is not the
harp that merely gives the pleasing effect.

On the other hand, the smooth and clear
beauty of the flute, without any emotion or
brilliant color in it, carrics something soothing
and superficially most attractive. Yet its tone
is not of lasting attractiveness, for one tires of
it too soon; it is too monotonous. The violin’s
tones. on the othcr hand, possess just the color
that the flute lacks, have just the sustained qual-
ity which the harp has not, and seem to attract
any and every kind of musical taste from lowest
to highest alike. ;

Yet it is a fact that, in the upper part of the
scale, the talking machine reproductions of flute
and of violin are almost indistinguishable. The
low tones of the violin can be distinguished
readily from those of the flute, but the higher
tones of both instruments seem to melt into
each other, cach losing something of its true

quality while gaining nothing worth while in
exchange.
The Quartet of Strings

These facts have more than au academic inter-
est. The violin and its big sisters, the violon-
cello and viola, are, beyond doubt, the loveliest
and most generally attractive of all instruments
tc the ear, taking into consideration all possible
advantages and disadvantages, and balancing
one against the other. It is, however, a well-
known fact that violin records do not sell so
well, on the whole, as those of the ’'cello, while
the viola is hardly known. But what is more
important still is that nonc of these instruments
15 as popular among buyers of records as its
qualities would make one expect it to be.

To what extent, now, should one suppose that
the peculiar modification of the violin tone in
the upper registers, which makes it sound like
2 flute in these regions, is respousible for the
relative slowness of sale, of which I have
spoken? Candidly, I don't think we should put
too much importance upon this fact, although
it 15 one that ought to be mecntioned and taken
into consideration. As I said above, when you
listen to a trio of violin, flutc and harp, you
undoubtedly like the violin tones best. Why
then should not the records of solo violin play-
ing be even more popular

The Source of Trouble

To tell the plain truth, I am pretty well con-
vinced that thc whole trouble is to be found
in the retail stores. 1 think it would, in fact,
be wrong to blame on the record or on the
instrument itself what is really not of enough
immportance. I felt sure that someone would
speak of the well-known facts regarding the
reproduction of high violin tounes; so I also
spoke of them. But, while this is all true, it is
also true that a trio of violin, flute and harp,
where two of the three instruments sound almost
wholly alike in certain registers, is a very popu-
lar form of instrumental music with record
buyers. Then there must be some other reason
for the slowness of which I complain.

In fact, we come back to the old facts. The
violin is not appreciated by record buyers as
it should be, any more than great violin playing
is appreciated as it should be when it comes
24
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Clifford A. Wolf

MANUFACTURER OF

Diamond and Sapphire
Phonograph Points

Note New "Address
e

By William Braid White

out before the public in the person of an Ysaye,
a Powell or a Heifetz. Of course, the musicians
rave over it; but the musicians are only a small
minority. Now, I believe that one of the un-
developed fields in record selling is right here
in solo violin and solo ‘cello reproductions; and
1 feel sure that if intelligent and well-informed
work is put into promoting these, any salesman
can reap a rich reward in his community, and
among those who habitually visit him to buy.
The Great Players

The list of great artists who have made and
are making records of their violin playing for
the various talking machine record makers is
formidable in quantity and dazzling in quality.
Fritz Kreisler, Eugene Ysaye, who shall choose
between them? Maud Powell and Kathleen Par-
low; are they not the greatest women players
of the world, unsurpassed since Norman-
Neruda herself? Albert Spalding, Francis Mac-
Millen and Eddy Brown, are they not making
patriotic Americans proud of their country? In-
deed, there are plenty of great violin players
from whose records the best of violin music
can be chosen at one’s own sweet will anywhere
and at any time.

But I shall perhaps be excused for remarking
that here, as eleswhere in the record game, one
finds a narrow-mindedness on the part of the
retailers which can only be put down to want
of familiarity with the contents of the catalogs.
It is simply incredible that any man who has
once lieard the lovely playing of Kathleen Par-
low in that exquisite slow movement of Men-
delssohn’s violin concerto could fail to recom-
mend the record to his customers. Of course,
you camnot expect the latter to know for them-
selves; the very word “concerto” will frighten
most of them. But the salesman owes it to
himself to know at least the sound of every
record made by a well-advertised artist; simply
because, in the first place, the Victor, Columbia,
Edison and Pathé people do not promote and ex-
ploit an artist unless he or she is really Al,
and becausc, in the second place, these manu-
facturers have a right to expect that the labor
they and the artists expend, not to mention the
money and time, in getting out fine records,

(Continued on page -54)
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(Continued from page 53)

shall not go in vain even to the smallest degree.

When I add that the violin and ’cello records
are all eminently worth while and that they are
suitable to every kind of decent taste—to every
kind of taste that is not actually degraded—I
have said all that need be said to recommend
them. It only remains to point out that records
as good as these can and should be made hot-
cake sellers.

Taste!

In this respect may I say just a word on that
very much discussed subject, public taste?
Nothing is easier than to argue from one’s own
standpoint about other persons’ ideas; and noth-
ing is more fallacious. When a sensational,
salacious newspaper is accused of degrading
public taste, it always replies that it gives the
public what it wants. The truth is that it
gives the public what its own vulgarity wants;
and the public responds to the suggestion in
numbers always large enough to look superfi-
cially impressive, yet never really reprcsenta-
tive. The same thing is true with music; the
vulgar mind wants only trash, when it does not
actually want filth; and instinctively says that
this is what the public want, too. Yet it is a
serious mistakc all the time! The taste of the
public is always better than it is supposed to be.
That does not mean that the plain people are
all educated in the latest musical ideas and fads;
but that the public taste is always towards the
sane, the healthy and the clean in art, when it
has a chance to go in its own direction to suit
its own ideas.

That is why it is always much easier to sell
high-grade instrumental records than it seems
to be; when the salesman himself knows what
he is selling and cares for it.

Getting Acquainted

Now, then, what is easier than to make a sort
of at-home study of the stringed-instrument
records during the next few weeks, with a view

to becoming acquainted with them more com-
pletely and definitely? I am convinced that there
exists a great and almost undeveloped field for
exploitation in this particular department of
record selling, and I know, from observation,
from talks with owners of talking machines and
the statements of men in the business who know
how to look for themselves at facts, that igno-
rance and not indifference or dislike is at the
bottom of any public slowness to take up the
reproduction of violin and ’cello music.
Some of Them

Just a word must follow about some of the
violinists and ’cellists and about some of their
records.

It is always safe to introduce a prospect to
Kreisler or to MacMillen. Kreisler is manly,
energetic and tonally lovely in his playing. His
interpretation of the Dvorak Humoresque has
sold well, but his other pieces have been badly
neglected. I should like to have every one
listen to his records of his own adaptation of
Viennese dance tunes, to his Tambour in
Chinois, and to some of the lighter music hc
has recently played. MacMillen is charming,
gentler and less energetic. He has as yet done
too little, but the two or three light bits he has
recorded will tickle the ecar and fancy of even
an untrained music lover.

For clear, virile calmness, commend me to
Spalding. He, too, is an American and a fine
one; and now I believe is in the service. Get
some of his Edison records and try themi. You
will enjoy them and him.

Pure glory of tone and pure serenity of
thought are Kathleen Parlow’s. Her playing of
that lovely Andante of the Mendelssohn violin
concerto is the best thing she has yet done. Its
title is against it, but if you don’t want to be
out of date in heaven’s name get out that record
and listen to it. Then go and sell it.

Maud Powell might almost be called—apolo-

“violin concerto.

Tone Arms and
Sound Boxes
(Genuine Mica)

Our new universal tone
arm and sound box, Ne.
3, has proven a big suc-
cess. Has all the desired
requisites in the way of
producing a clear, rich an

musical tone.

Price
In Lots of One Thousand

96 Broadway

2
e

 KOCH-0O-PHONE

The KOCH-O-PHONE is the FORD of the
Phonograph world. There is no charge for the
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 needed in exchanging from one make of rec-
ord to another.
change needle to suit make of record. This ma-
chine for tonal quality and volume is not excelled
by any $100 machine on the market.

No. 23—Height 43 in., width 19% in, depth 22 in.;
double spring worm driven motor; 12 in. turntable,
all metal trimmings are nickel plated; made in ma-

hogany fnish.
SN, 6rbe doa0 o 00808 0o aEE005850 000 $24.50

Cabinet alone, complete with needle cups
Equipped with tone modifier

ANDS KOCH, Manufacturer

$24.50

No disconnect-

Simply turn the sound box and

With weight about

tone modifier;

$15.00

50 cents extra

ax No. 2
Real Mica, $1.00
in 100 Lots
Imitation Mica, 85¢

NEW YORK

gies to a charming lady—a “veteran” of the con-
cert stage. Her very fine violin and her super-
fine playing have been exhibited through Victor
records for some time, but she is yet to be
spared to us, let us hope. She has done the
Dvorak Humoresque, a Chopin valse arrange-
ment, and, I think, the finale of Mendelssohn’s
She is a woman without
“nerves,” but all “nerve,” a woman whose musi-
cal thought reflects her true self, in its pure
clarity and perfect cleanness, in its classic beauty

of outline and abstract beauty of tone. She is
a wonder. Don’t neglect her.
Pablo the Bald!
Just a line about the ’cellists. Casals! Kreis-

ler calls him “the greatest artist that ever drew
a bow.” T heard that little bald-headed Span-
iard play a set of variations for ’cello and or-
chestra with the Chicago Symphony Orchestra;
and he drew tears to the eyes. And I, for one,
don’t care for ’cello concertos and show-picces.
His ’cello recordings are marvelous. Listen to
his playing of the Adagio (slow movement) from
that charming concerto in D minor by Papa
Haydn, a little thing more than a century old;
and know something of what lovely tone really
is. Try his air for the G string by old Bach,
still more aged, and learn for yourself that the
sometimes whining ’cello may be a glorious
baritone voice sending its harmonies raptur-
ously heavenward.

There are other ’cellists, good old Kronold,
Kindler, Kefer, and a number of others. But of
them I must talk some other day.

Perhaps some one will feel like taking a bit,
anyway, of this advice, humbly and sincerely
offered by one who believes in the talking ma-

= chine and in its wonderful mission.

BRILLIANTONE NEEDLE SHIPMENTS

Ship Needles Far in Advance of Advertised Date
—Eugene Latham Joins Force

The Brilliantone Steel Needle Co. are now
well established in their new offices in the Mar-
bridge Building at Sixth avenue and Broadway.
New York. B. R. Forster, president of this new
company, reports exceptionally fine business,
the sales of the first month having far exceeded
the amount anticipated. He says that in spite
of this unexpected heavy demand all orders
have been promptly filled. In this respect the
company have even gone ahead of their plans.

It was originally announced that deliveries of
this new needle would commence on February
1. Orders were accepted on this basis. Mr.
Forster announces that large quantities of the
needles were shipped during January, far in
advance of the advertised date.

The Brilliantone Steel Needle Co. announce

that Eugene Latham, well known in the talk-
ing machine field, having been connected for a
number of years with the Silas E. Pearsall Co,,
has joined their sales staff. Through ill health
Mr. Latham severcd his connection with that
organization and for almost a year has been in
Atlantic City regaining his strength. Now fully
recovered, Mr. Latham comes to <this new or-
canization, ready for the big work ahead of
him. .
Through an error last month it was statcd
that H. Ettinger, vice-president of this com-
pany, had been connected with the Victor de-
partment of Kranich & Bach. The credit for
these years of service in this capacity should
be eiven to H. W. Acton, secretary of the com-
pany, although Mr. Ettinger is also wcll kuown
te the tradc.

WHY NOT? SAY WE

Says a merchant who has donc it himsclf:
If vour individuality and personality do not
attract suflicient busincss or if you be weak
in that respcct. why not hire a good manager
who has the qualifications that yon are lack-
ing? Your time and efforts may bc profitably
ciiployed in the accounting department of your
store, instead of the managing and sales depart-
ment.
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FEATURING EDUCATIONAL SIDE OF THE VICTROLA

What Dealers in Various Sections of the Country Are Doing to Impress Upon the People in
Their Communities the Value of the Victor in the Schools—Original Ideas Set Forth

PHiLabELPHIA, PA., February 4.—One of the im-
portant forces operating for the advancement
of music lies in the work being done by the
educational department of the Victor Talking
Machine Co. Within the last few years such
remarkable headway has been made in intro-
ducing talking machines into the schools, as a
means of educating young America, that today
the list of public and private institutions of
learning equipped with Victrolas includes sev-
eral thousand cities in the United States alone.

The possibilities of the Victrola along strictly
educational lines are, of course, being empha-

A Connecticut Window

sized in many constructive ways by the educa-
tional department of the Victor Co. But it is
not a single-handed crusade, for many of the
prominent Victor jobbers have within the last
year or two created educational departments of
their own, and the movement has also been

A Pennsylvania Display
taken up in earnest by leading Victor dealers

throughout the country. In most cases the
educational departments of the retail establish-
ments are headed by women, who have been
previously trained to understand the psychology
of children and how best to please and interest
and at the same time teach them.

The accompanying pictures show window de-
signs which have been presented by H. A. Wey-
mann & Sons, of Philadelphia, John W. Calder
& Co. of New Haven, Conn., and the Pontiac
Music Shop of Pontiac, I1l. Each of these win-
dow displays has been built around an educa-
tional theme, and typifies to a nicety the way
Victor dealers are co-operating in helping the
public to appreciate the educational mission of
the talking machine.

The Weymann window utilizes the school
desks and a blackboard for “color.” On the black-
board is written ‘““The Victrola in the School
for Drills, Games, Marching, Dancing, Singing
Games, Physical Education, Stories and Games,
Band Accompaniments and Chorus Singing.”
The mounted pictures shown in the window
illustrate the Victor being used ‘for each of
these different purposes. The Pontiac window

display utilizes the blackboard and desks, but
in addition has introduced dummies to repre-
sent the children and thc teacher, thcreby add-

- &

An Illinois Conception

ing a human element that is decidedly attractive.
The Calder window features the school model
Victrola and shows several very interesting pic-
tures of the Victrola being put to use for edu-
cational purposes.

NEW STORE OPENED

The Munn-Brunswick Phonograph Co. has
leased the Boehmler business block at 209 Main
street, Cedar Falls, Ia.,, and has installed a
complete line of phonographs and other musical
instruments.

OPEN NEW BRUNSWICK SHOPS

Handsome Establishments Opened in Boston
and Quincy by Arthur Koerner

BostoN, Mass., February 6.—Arthur Koerner,
promincnt in the affairs of this city and an of-
ficer in the American Bankcrs’ Association, is
interested in two specialized Brunswick phono-
graph shops, one in this city and one in Quincy.
It is announced that he has made arrange-
ments to open up additional departments and
stores to be conducted as exclusive Brunswick
shops. He will devote his entire time to these
establishments. It is reported that these will
probably number eight or ten. The addition
oi these stores is a direct result of the suc-
cess of the two stores mentioned above, which
were only opened last September. A. J. Ken-
drick, of the Brunswick-Balke-Collender Co.,
who consummated this deal, left the early part
of the week for New York.

LYRIC RECORDS ARE POPULAR

The Lyraphone Co. of America, manufac-
turers of the Lyric rccords, report that the sales
of their records during the past two months
have exceeded the expectations of the manage-
ment. The February releases have met instant
response from the dealers, who seemed to be
especially pleased with the concert and oper-
atic numbers. Both the February and the
March lists contain a goodly number of the late
popular songs.

LOCATED IN NEW QUARTERS

Clifford A. Wolf, manufacturer of diamond
and sapphire phonograph points, is now situated
in new quarters at 229 Fulton street, New York.
The new offices greatly exceed the space for-
merly occupied and are combined with the manu-
facturing end of the business. Mr. Wolf re-
ports the continuance of good business and is
optimistic over the future.

Tone—the vital thing

F you, as a manufacturer, can talk and prove tone superiority
in your product, you have a selling argument to over-
shadow all the “talking points” of cabinets, and designs
and accessory features.
And you can talk tone superiority. You can put out a

Take the Parr
Magnetic Reproducer—

The most sensitive of
reproducers. The permanent
magnetic device, an integral
part of the reproducer, acts
on the stylus box. Its possi-
bilities in giving warmth and
delicacy in the tonal repro-
duction of quiet passages
make old-style sound hoxes
seem obsolete. And in for-
tissimo passages where ordi.
nary reproducers create un-
gleasant, music destroying
blasts, causad]hy‘ the needle
jumping and losing its grip,
the Parr Magnet%c Repro-
ducer, with its marvelous
flexibility, follows every
wave and vibration in the
record and takes everything
the record holds.

product that will be a revelation in tone-purity, tone-quality,
tone-volume. When you realize what vivid, lifelike, colorful
tone can be produced and sustained by the talking machine
equipped with

Parr Magnetic Reproducer

fitted with the

Vibratone Patented Diaphragm
These two dominating and proven inventions open up

wonderful possibilities for manufacturers eager to put their
product at the top-notch of class and character.

You want your product to be RIGHT!

If you want your product worthy of your name, you

- certainly want that product to be right in its most wital

feature. And it will be right if it is equipped with the Parr
Magnetic Reproducer—the reproducer for those who seek
perfection,

The indestructible, non-crystallizing, always resilient
VIBRATONE PATENTED DIAPHRAGM

Possessing all the good points of mica diaphragms, it overcomes
all mica’s bad features. Guaranteed uniform in quality, free from
bubbles, blisters and waves, the Vibratone Patented Diaphragm is non-
porous, non-absorbent,

It has a definite function and it performs-it. It improves tone;
in fact it creates new tone possibilities for every reproducer of other
ty pes.

PARR MANUFACTURING CORPORATION

1 UNION SQUARE At Fourteenth St. NEW YORK




2]
(=]

THE TALKING MACHINE WORLD FEBRUARY 13, 1918

31
(2]
x|
(x|
i)
1l
ol
31
(>t
L]
5

I

PR R AR R XS X R RO RT R R

Quality and
Economy—Plus

OR highest quality at a low price we
do not know of any line of merchandise

that compares with the New Edison
Diamond Amberola and Edison Blue Am-
berol Records.

(| The New Edison Diamond Amberola
repeatedly has defeated the best known
makes of talking machines costing from
two to four times as much in side-by-
side “tone’’ comparisons before unbiased,
uninfluenced audiences of phonograph
experts.

‘J] lncidentally——no needles are required to
play the Amberola because it has a per-
manent stylus (reproducer point) made
from a genuine diamond, beautifully
rounded and polished, and Edison Blue

Amberol Records are practically unwear-

able and unbreakable.

The New Edison
Diamond Amberola
Model 75

q If you would know the “ reasons why " the New Edison Diamond
Amberola is so much superior musically to talking machines costing
several times as much, and if you are interested in the profits being
made by Amberola dealers, address :

THOMAS A. EDISON, Inc.

AMBEROLA DEPARTMENT
Orange, N. J.
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INCREASED MACHINE DEMAND EXPECTED IN KANSAS CITY

Prospective Prosperity in Agricultural Sections Encourages Talking Machine Men—Working Hard

to Prepare for Demand—Ezxcellent Reports From Both Jobbers and Dealers

Kansas City, Mo, February 6—The present
prospects indicate that a much larger number
of persons will want talking machines than
hought them last year, and local dealers gener-
ally are laying their plans for a substantial in-
crease this summer, and for a good trade in the
fall and winter. The statement is made ad-
visedly that they are thus laying plans consid-
erably in advance, since many of them realize
the possibility that freight conditions might
hamper shipments, and that war conditions may
interfere with the production of machines. The
distributors at Kansas City have made an even
more careful survey than usual of the condi-
tions, and have been closely in touch with their
dealers. The recent extremely cold weather in
this territory has been stimulating to optimism
among business men and farmers; chiefly Dbe-
cause it was accompanied by heavy snows, which
provided needed moisture for planted wheat,
and for the soil which will bear corn and other
crops in the spring.

The spirit of co-operation has not been ex-
emplified any more interestingly in Kansas City
territory than at a ‘‘convention” of Edison
dealers at Coffeyville, Kan.,, Tuesday, January
29. A score of Edison dealers gathered from
eastern Oklahoma and eastern Kansas for a
conference, the meeting resulting in the effecting
of a definite organization. M. M. Blackman,
manager of the Phonograph Co., Edison dis-
tributor in Kansas City territory, and C. L.
Smith, of the same office, were among the “out-
siders” present, Mr. Blackman especially join-
ing in the discussions of sales methods and of
trade matters. The dealers present reported a
great deal of benefit from the discussions, and
also much pleasure from the extension of ac-
quaintance to other members of the Edison
family.

F. J. Mortboy, formerly with the Manhattan
Furniture Co., Manhattan, Kan,, is now traveling
for the Edison Co. in western Missouri, eastern
Kansas and Oklahoma. This territory was for-
merly covered by C. L. Smith, who now has
duties in the sales department of the Kansas
City distributing headquarters.

Kansas City business men are up against the
same problem that business mien in other cities
are with reference to office help. While there
seems to be a bountiful supply, the turnover is
extraordinarily fast. The Dictaphone, naturally,
is helping with this problem. The branch office
in Kansas City probably received imore volun-
tary inquiries with reference to Dictaphones in
the last two or three months than at any other
time in its history.

The Henley-Waite Music Co. is taking time by
the forelock and anticipating any possible in-
convenience with reference to freight shipment
by ordering six months’ supplies in advance, and
designating shipment. This company, like most
of the others, is not afraid for the business that
will develop this year. It looks like a big trade
during the summer and of course next fall a
repetition of the increases of the past year

Mrs. Nellie Williams, manager of the Vic-
trola department of the Jonhes Store Co., stated
that their business for January was the biggest
January the department had ever had, in fact,
that the sales went way over those of last year.
She added that were it not for the shortage of
machines, thousands of dollars’ worth more of
goods could easily have been sold—in fact,
many sales were lost outright for this reason
while in others substitutions were made. Mrs.
Williams stated also that the record business had
been especially good, especially the sale of out-
of-town records, which has increased 200 per
cent. John McCormack’s concert on January 31,
as usual, greatly stimulated the sale of his rec-
ords. Before the opening of the store on the
morning of February 1, people were calling up
and asking for the records of the .songs Mc-
Cormack had sung the night before.

Burton J. Pearce, manager of the talking ma-
chine department of the J. \W. Jenkins' Sons
Music Co., stated that a tremendous volume of
business lias been done, ever sincc the holidays,
both in the wholesale and retail departments, the
only handicap being the insufficient supply of
goods.

Miss Patsy Ann Epperson, head of the record
department, says that the sale of records con-
tinues to be wonderfully good. The firm’s ex-
tensive advertising to the effect that the war
spirit of sadness should be counteracted by lots
of music in the home seems to have a direct
effect on the sale of records.

A. A. Trostler, manager of the talking machine
department of the Schmelzer Arms Co., is in the
Fast where he will stop off at the Victor factory.

The Junkins-Riley Co., Pathé jobbers, report
business having slowed down considerably since
Christmas but say that collections are holding
up splendidly. This great plentitude of money
on the part of the people is particularly true in
Oklahoma. Business has ncver been better there,
especially right in the hcart of the oil district.
Here the new art models are a great favorite.

F. G. Abernathy, Highland, Kan., a Pathé
dealer, recently died following a short illness.

Baily Bros., Greencastle, Mo., recently took
the agency for the Pathé machine and say the
initial business has been really excellent.

Otto D. Standke, manager of the talking ma-
chine department of the Geo. B. Peck Dry Goods
Co., stated that business was Dbetter than ever
before—the department having made a very
substantial increase over last year's volume. Like
every one else, however, Mr. Standke lamented
the shortage but said that it was only recently
that he had been seriously handicapped, as he
had been fortunate enough to have had a fair
supply on hand.

The Wunderlich Piano Co. has been having
its usual steady business in Victrolas. Of course,
it has felt the lack of machines and is, in fact,
practically cleaned up on almost all models

Miss M. E. Tower is the new assistant to Mr.
Hall i the Hall Music Co.

The Edison Shop recently put on another
stunt which, like its Hawaiian players, drew the
crowd. 1In a series of recitals, Spalding records
and other violin records were used in conjunc-
tion with the playing of Gilbert Jaffy, the “Boy
Wonder” of Kansas City. This boy, who at
fifteen is considered an embryo genius, was re-
cently '“discovered” in the city's Little Ttaly
quarter.

Miss M. Ellis, Architects’ and Engineers' Sup-
ply Co., Pathé and Sonora dealers, is a new as-
sistant in that department. She was formerly
with the J. W. Jenkins’ Sons Music Co.

The Kansas City Photo Supply Co., which is
in the center of the shopping district, installed
on October 15 the Columbia line. It was an
experiment, but it. has developed in less than
four months into a big retail distributing point.
Practically one-half of the floor space of the
company has been turned over to its use. Three
additional rooms for demonstrating machines
and record stocks in addition to a beautiful
rest room are now in the course of construction.
H P. Laseter is in charge.

The Brunswick Shop, 923 \WWalnut street, which
has not yet becen in existenée a year, has had a
steadily increasing volume of sales until the
owners now feel that they can well hold their
ownl with some of their oldest competitors. Their
most popular model has been the $180 in Adam
brown. The more expensive records have not
been as popular as formerly hut collections are
holding up fine on all sales of machines.

AN INVALUABLE ASSET

Conrtesy is a good thing that any man can
use, bhecause the only thing he has to spend to
acquire it is a little thought and care.

-horn 1s

Style A
. Price, $225.00

Size 49% x 21 x 25
In Fumed Qak or Satin Mahogany

Triple Spring, Spiral Gear,
Nickeled Motor, Tone
Modifier, Plush-covered
Turntable, Automatic Stop,
Lock Needle-cups and
Rests, Leg Sockets and
Casters.

Record compartment opening
on side through a rising and
falling balanced door, fitted
with five ten-inch and four
twelve-inch high-grade albums,
capacity 108 records.

All exposed metal parts
heavily gold-plated.

The patented spun vibratory
finished 1in Roman
Gold.

Send for Catalogue

Not Sold Through Jobbers

ruLTON-ALDEN co

INC.

WAUKEGAN, ILLINOIS




&

THE TALKING MACHINE WORLD FrsruaAry 15, 1918

M

I

HMW'W“

I

WNIWWWWWHWHLWMWWWWWWWWHMMHW [

”WWWWWMMWWWWWWmWWMWWWWWWWWWWWMWWWWWWWWWWWWWMWWWWWWWWWWWWWWWWWWWWW_

IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII

A Mighty Strong Argument

FOR THE DEALER TO PUT
BEFORE HIS CUSTOMERS

Th B % H FIBRE NEEDLE and
L Needle REPOINTER

is a combination hard to beat—

1 he one Saves the Record and the
other Saves the Needle

The two together Save you Money

B & H FIBRE MANUFACTURING CO.

33-35 W. Kinzie Street, Chicago, Ill.
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Two Artistic Window Suggestions Described
for Talking Machine Dealers

The hearty response from dealers all over the
country to the small but effective Washington

that would be astonishing only a few years ago.
Such beautiful instruments deserve artistic set-

Eirthday display, illustrated and described in
last month’s World, and of which all of the ready-
made display imaterial was disposed of, not only
to the Eastern dealers but as far west as I'resno,
Cal., has proved without a doubt that dealers are
very much alive to the importance of good talker
trims.

Going over my file of letters received during
the last year (this being the twelfth article on
window displays) 1 find that some of the most
effective displays have been criticized and com-
plained about on account of being too large, too
costly and too difficult to make to be practical
for the average dealer. Among the dozen or
more described the two finest are to my mind,
undoubtedly, the silhouette display in the May,
1917, issue and the Edison prize display pub-
lished in the November issue. In this article I
have simplified these very fine displays and, in
doing so, I have reduced the size about one-half,
which will enable the great majority of stores to
make use of them.

The tendency in the making of musical instru-
ments, and particularly so in talking machines, is
to produce the artistic and beautiful. Just look
at the improvement in the appearance of talking
machines the last few years! Some of the fine
period cases now on the market are veritable
works of art. But even the inexpensive instru-
ments are in many cases convincing proofs of
the skill of the designer, with a dignity of line

mETr o -

Relief Art Utilized Most Effectivel

y in This Window Display—No. 2

An Interesting and Idea-Suggesting Edison Grand Opera Window—No. 1

By Ellis Hansen

tings and real .skill in decoration to make the
picture of the window harmonious and attractive

An ideal setting for a fine period cabinet
would be a music room furnished in the same
historic design as the instrument. This is bein
done by at least one big store in Chicago (Lyon
& Healy) and the result is very beautiful. But
the average store has not the space nor does the
expense justify such a realistic window display.
There is, however, some well-defined and specific
decorations used for music rooms that could be
applied to the avcrage show window and which
would make that sympathetic and appropriate
environment that adds its charm to the tastefully
decorated music salon. Music suggests allegory
and symbolism. Nowhere 1s the power of sym-
bolism more attractively manifest. The musical
instruments pictured in allegorical decorations
lend themselves beautifully to decorative effects.
The accepted meanings of some of the symbols
most useful for music dealers (in window as
well as printed advertising) are here recorded.

Pan Pipes: Music

Lyre or Harp: Heavenly music.

Mask: Dramatic art, light or grand opera ac-
cording to expression of mask.

Lamp or Torch: Learning, education, wisdom:.

»

Details of a Simplified Arrangement of the Above Window—No. 1

Bell: Joy, earthly music, call to worship, in-
vitation.

Candle: Study, information,
Christmas (with holly wreath).

Trumpet: A message, a warning.

Scroll: Poetry, ancient learning.

Laurel. Victory, earthly success, reward

But the richest field for the decoration for
music windows are the thousands and thousands
of paintings and panels on musical subjects from
which the thoughtful decorator can choose the
motif that is suitable for his purpose.

The most attractive featurcs of the two dis-
plays herewith illustrated are the symbolic
pieces.

In the Edison grand opera window, No. 1, and
in the silhouette display, tlie joyous and trium-
phant groups of dancing and playing children
tell the true story of the joy and happiness that
music adds to life.

All the several features that made the two
original displays so successful have been re-
tained, as will readily be noticed by comparison.

(Continued on page 60)

attribute of
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Here’s the kind of record that makes the cus-
tomer’s eyes sparkle, and makes him reach
for his pocketbook. It’s A2475, the Columbia
debut of Lacalle’s Spanish Orchestra!

Columbia Graphophone Co.

Woolworth Building, New York

——————

TWO ARTISTIC WINDOW DISPLAYS FOR “TALKER DEALERS

(Continued from page 59)

Every one and all of the other twelve displays
pictured the time this series of articles appeared
can be simplified and reduced in size and cost
the same way.

Dealers should be able to adapt for their

Description of Silhouette Display No. 2
The frame work is identical with the Edison
display except the circle on top, which is in-
tended for the trade-mark, monogram or any
other effect wanted. The silhouettes are hand-

Details of Simplified Relief Art Window (No. 2) Shown at Bottom of Page 59
cut from black reinforced velour and mounted

own needs the most important display features
in any display described in this journal suitable
for their own particular clientele and their own
l-articular location. No other people on the face
of the carth appreciates "Yankee ingenuity”
more than the people in the land of its birth,
and Yankee ingenuity is only another word jor
originality, and this applies equally to window
trims as well as to Ingersoll dollar watches and
other distinctive .American inventions.
Display Adapted From Edison Window No. 1
This display consists of three frames made of
yood and cnameled 1vory ornamented with one-
inch black velour strips, as plainly seen in pic-
tnr Four ornamecntal wood supports serve to
Lkeep the side franies sccurely fastened to bot
tom of floor. Ihe art panels consist of hand-
colored figures mounted on black velour, which

makes a very rich and siriking contrast. ‘I'he
open spacc with the flower wreaths is intended
for the name of the phonograph that is to be
featured.

on white silk. The large center panels in the
two uprights are intended for showcard and
poster worlk.

STEINBACH & CO. EXPANDS

A\xpUry Park, N. ], VFebruary 7.—Steinbach &
Co., of this city, one of the leading department
stores in this section of the State, has purchased
the Victor husiness of the Zacharias Co. Stein-
bach & Co. have opencd up a very attractive
Victor department on the fourth floor of their
huilding, and according to their present plans
will give the Victor products an aggressive rep-
resentation, fully in accord with their prestige
and quality.

Somectimes we feel that the ultra-progressive
stores are to-day suffering from over-manage-
ment as much as some of the old-timers have
Leen suffering from neglect.

STILL JOINING THE SERVICE

Ernest Fontan, of the Traveling Staff of the
New York Talking Machine Co., to Serve
Uncle Sam—This Company Now Has Twenty-
Three Stars on Its Service Flag

Ernest Fontan, one of the most popular mem-
bers of the traveling staff of the New York
Talking Machine Co., New York, Victor whole-
saler, who has been covering New Jersey ter-
ritory, was accepted this week as a member of
the new National Army and according to present
plans will enter the service of Uncle Sam the
end of the month.

With Mr. Fontan's entry into the Govern-
nient’'s service the New York Talking Machine
Co. now has twenty-three stars in its service
flag and this number is considered one of the
finest records proportionately that has been at-
tained by any commercial organization, in view
of the fact that the company's staff is compara-
tively limited. At the present time several of
the former members of the sales force are
“somewhere in France” while others are in
camps getting ready to leave for “over there”
in order to do “their bit” in the war for democ-
racy.

It is also understood that five
of the shipping force will soon be called for
daty in the second draft giving the company's
service flag a grand total of twenty-eight stars.

WM. L. GARBER RETURNS

William L. Garber, who was formerly asso-
ciated with the New York Talking Machine's
executive offices for several years and who en-
listed as a member of the artillery corps some
months ago, has just returned to New York
and has rejoined the company’s sales staff.

Mr. Garber was ready and willing to serve
his country, but aiter spending several months
in camp the medical examiuners found that he
was sufiering from an “athletic heart” and this
ailment necessitated his return home.

members

“I'm going to break a record one of these
days,” remarked the athletically inclined young-
ster.

"Fine,” said his dad.

“One of the plionograph records,

[CHUBERT
PHONOGRAPH

RECORDS

The greatest series of 75c. records ever made.
10-INCH DOUBLE SIDED
ALL STARS ALL SELLERS
New list by 15th monthly.
Dealers, write for list and prices

BELL TALKING MACHINE COMPANY
44 WEST 37th STREET, NEW YORK

“"\What record?”
" replied the
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INDIANOLA

Instrumental
Nevelty and Fox Trot

j n
05 G ' No. 903

{~=?HE latest achievement of the
3D

a\;@{}@\sﬁé Emerson Phonograph Co.

=a —a 9 inch double disc, the

unquestioned artistic equivalent of

any record on the market. Plays as

long as the average 10 inch record,

and sells at 65c retail.

It opens a completely new field
for those who have hitherto been
restricted from selling other large
records, besides offering an excep-
tional merchandising opportunity
to phonograph manufacturers.

A 9 inch Universal

¢ For some time at least it will be our policy e
to confine the production of these records Cut Re.COl'd. Music
to quick selling, popular, dance, vocal and both sides. Plays
patriotic selections.

| on all phonographs
 Applications for exclusive agencies in with sound box in
certain territories will be considered in the ‘th o, 0
order of their receipt. either position.

Retails at

Emerson Phonograph Companym 6 S C

3 West 35th Street. New York City At a liberal

profit to you
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VALLORBES JEWEL €0.”S NEW NEEDLE

Manufacturers Well Known in the Sapphire
Trade Introducing New Semi-Permanent
Needle for Talking Machine Records

Laxcaster, P.a., February 6.—The Vallorbes
Jewel Co., of this city, have recently perfected
a new needle for the talking machine, playing
lateral cut records. It is to be known as the
“Vallorbes Semi-Permanent Needle,” and is at-
tractively carded in sets of five and then placed
in a moistureproof waxed envelope.

The Vallorbes Jewel Co. have been engaged
in the needle business for some time, and claim
to be the originators of the diamond point. As
their name would imply they have hitherto re-
stricted their output to the Vallorbes sapphire
ball needle, which has made quite a name for it-
self in the trade, and diamond points. V. F.
Meiskey, president of the company, realizing
the demand for needles and their scarcity, due
te the great worldwide war and its prior claims
on the steel industry, set about to produce a
needle which would be semi-permanent in form.
The Vallorbes semi-permanent needle, he an-
nounces, is not only a “conservation” needle but
a great improvement as well.  Necessity has
brought forth many new inventions during these
wartimes that have proved a great boon to in-
dustry. The Vallorbes semi-permanent needle,
it is claimed, is one of these and is here to stay.
These needles are made in soft, medium and
loud tones.

|A BIG DEMAND|

Throughout the Country for

CORTINA

FRENCH AND ENGLISH

Get your share of this business, An ideal gift for the
boys in training or the trenches. It often sells a machine
with it.

The course consists of an authoritative Military Manual
containing a foreword by Major-Gen. Leonard Wood.

WITH TWENTY PHONOGRAPH RECORDS (10-12*

double face dises).  Send for full information.  Advertising matter,
military poster-hangers free.
Also Spanish, Itallan. gerimarn, and Engtisl

nod Frenclt for Spaninrds

CORTINA ACADEMY OF LANGUAGE
12 East 46th Street, Now York

Of the many instruments

WESTERN PLANT

! TOLEDO.OHIO.

EFFECTIVE COLUMBIA PUBLICITY

A Timely and Attractively Arranged Advertise-
ment in the Saturday Evening Post Has Come
in for Considerable Notice and Much Praise

The Columbia Graphophone Co., New York,
used a very attractive advertisement last week
in the Saturday Evening Post featuring a pic-
ture that was recently shown in the Talking
Machine World which portrayed a family in
England seeking shelter from the bombs
dropped by German air raiders and taking along
with them a Columbia Graphophone to relieve
the wait until the “all clear” signal was given.
It is said that this photograph pictures a scene
very usual in the London district.

Under the heading “What Would You Have
Taken With You?” the text of this interesting
advertisement reads as follows:

“The people in this picture are seeking shelter
from the bombs dropped by German air raiders.
When the “‘Take Cover’ siren sounded they hus-
tled to the dugout. You will notice that there
are seven people here, and a Columbia Grapho-
phone (as the English prefer to call it) is the
only thing they are taking along.

“You who have never been bombed, and you
who have never owned a phonograph may think
this a queer choice. Some might have taken bed
clothing, others food, others silverware and
valuables, others a card-table and a lamp.

“But this family, owners of a phonograph, do
not appear to have hesitated.

“Only the people who are actually feeling the
horrors and dangers of war can completely ap-
preciate the necessity for music.

“Music allows you to forget the discomforts of
the present hour—it helps you to remember
happier things and to dream of still happier
seasons.

“The Columbia Grafonola, by virtue of the
diversity of records, songs, dances, and instru-
mental selections that it will play, represents
the greatest relief from boredom or oppression
that is known.

“Incidentally, for the benefit of the curious,
we will state that this is a Columbia instrument
shown in the photograph. Any good phono-
graph would have been desirable in the dugout,
but this happens to have been a horn type of
Columbia Grafonola. They are very popular in
Great Britain and all her colonies.

“In the United States the most popular Graf-
onola is the standard type, with the horn en-
closed in the cabinet.”

SOME WARTIME SUGGESTIONS

If ver want ter get ter somewheres,.
Walk ahead!

Don’t yer loiter by de roadside
Playin' dead.

Walk, an® whistle when yer walkin';

Smile, an' do some friendly talkin’;

An’ you'll get there without balkin’!

Walk aliead!

DOEHLER DIE-CASTINGS

for tone arms, sound boxes and talking machine attachments

are STANDARD throughout the industry.

prominent makes down, the greater number, by far, are equipped
with Doehler die-cast tone arm and sound box. .

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

DOEHLER DIE-CASTING CO.

MAIN CFFICE AND EASTERN PLANT

BROOKLYN.IN.Y. . cnser srant

produced to-day from the most

NEWARK. N.J.

MAKING SONA-TONE PHONOGRAPHS

The Sona-Tone Phonograph Co., Inc., Organ-
ized With Men of National Prominence
Interested to Manufacture This Instrument—
Some Prominent Purchasers of the Sona-Tone

Thomas Dixon, author of “The Birth of a
Nation,” recently wrote .the following letter to
the Sona-Tone Phonograph Co., Inc., referring
to' a Sona-Tone phonograph which he had pur-
chased for his New York home from E. W. Ladd,
inventor of this instrument: “I am enclosing .
you my check for the Sona-Tone phonograph
which we have played almost continuously in
our home for the past week. I find it the clear-
est and sweetest toned musical instrument I have
ever heard.”

Two years ago Mr. Ladd, who holds patents
on several successful and widely used mechani-
cal devices, became interested in phonographic
reproduction, and particularly along the lines of
greater resonance. He worked to produce an
instrument that would practically eliminate the
noises due to accidental imperfections or the
ordinary wear of the record, and as a result
oi his experiments the Sona-Tone was placed
on the market and soon won considerable
praise.

The commercial success of the line attracted
the attention of 3 group of local business men,
and a company was formed with Mr. Ladd as
head of the production department, and con-
trolled by interests identified with the United
States Steamship Co. and its subsidiaries. The
following are the officers of the Sona-Tone
Phonograph Co., Inc.: President, B. G. Higley,
vice-president and general counsel of the United
States Steamship Co.; vice-president, H. F.
Morse, president of the Hudson Navigation Co.
and vice-president of the Groton Iron Works;
secretary and treasurer, T. A. Sherman, counsel
for the United States Steamship Co.

It is planned to manufacture a complete line
of instruments, apd among the recent purchasers
of Sona-Tone phonographs are the following:
Mrs. John F. Yawger, president of the New
York City Federation of Women's Club; I. H.
Griswold, president of the Bell Telephone Co.,
Plattsburgh, N. Y.; Stuart Gibboney. member
of the law firm of Barker, Watson & Gibbouney;
George Hodgson, prominent in Buffalo social
and religious circles; H. C. Hequemburg, presi-
dent of the Dunkirk Iron Works, Dunkirk, N. Y.

BROAD IN CHARGE AT SCHIRMER’S

Henry Broad, well known in the Victor trade,
iz now in charge of the Victor department of G.
Schirmer, Inc., 4 East Forty-third street, New
York. This department will be under the gen-
eral supervision of Mr. Andrews, the manager
of the various retail departments of G. Schir-
mer, Inc. Mr. Broad succeeds H. O. Hunter,
who resigned as manager of the Victor depart-
ment last week.
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Department.

Don’t waste 24 valuable hours by waiting
until tomorrow to put your individual sales
problem up to Columbia’s Dealer Service
Write today.

Columbia Graphophone Co.
Woolworth Building, New York

==

DISTRICT MANAGERS’ CUP TO YERKES

Field Sales Manager, Making His Headquarters
-in Chicago, Wins President Whitten’s Sterling
Silver Trophy Offered to District Managers

George W. Hopkins, general sales manager of
the Columbia Graphophone Co., New York, an-
nounccd recently that H. A. Yerkes, field sales
manager of the company, had won the President

Cup Won by H. A. Yerkes

Whitten district managers’ cup, a handsome
sterling silver trophy, which had been donated
by Mr. Whitten, and which had been keenly con-
tested for among the district managers through-
out the country. The terms of this contest pro-
vided that permanent possession of the trophy
rested with the district manager who won the
cup for three months, and notwithstanding the
fact that he did not register his first victory
until October, Mr. Yerkes won the cup with
three consecutive victories.

Mr. Yerkes won the President Whitten dis-
trict managers’ cup as district manager of the
Middle West territory, and W. L. Sprague, man-
ager of the Minneapolis branch, is also being
congratulated upon this victory, for his branch
was a most important factor in bringing the
trophy to the Chicago division. The final re-
sult of the contest was in doubt until the last
moment, for several of the district managers
had been winners for two months, and needed
only one more victory to clinch their right to
permanent possession of the cup.

H. A. Yerkes is one of the most popular mem-
bers of the Columbia sales organization, and was
recently appointed field sales manager. He is at
present making his headquarters in Chicago.

PRESSER CO. TO HANDLE VICTROLAS

Philadelphia Music House to Inaugurate New
Talking Machine Department on March 1
With A. D. Proudfit in Charge as Manager

PuiLapELPHIA, PA,, February 8.—It has been an-
nounced that the Theodore Presser Co., prom-
inent music publishers and dealers of this city,
have arranged to open a new Victrola depart-
ment with a store at 1710 Chestnut street, ad-
joining their present quarters, on March 1. The
new store is being fitted up in a most elaborate
manner with a full equipment of sound-proof
demonstrating bhooths. Passageways will be cut
from the present store of the company into the
new Victrola section. The Victrola department
will be under the management of A. D. Proud-
fit, at present manager of the retalil piano store
of the Estey Piano Co., New York, and for-
merly connected with the piano and Victrola
department of Frederick Loeser & Co., Brook-
lyn, N. Y, as assistant manager. Mr. Proudfit
has had much experience in handling Victrolas
with the I.oeser house and is considered well
qualified for his new post.

TO ISSUE “EMERSON SPOTLIGHT”

Emerson Phonograph Co. Bringing Out House
Organ for Its Dealers

The Emerson Phonograph Co., New York,
manufacturer of the Emerson records, has an-
nounced the publication of a new house organ
which will be known as the “Emerson Spot-
light.” The company decided to publish this
llouse organ in order to keep its dealers posted
on the latest developments of the KEmerson
business. The first issute of the house organ is
now in the hands of the printers and will be in
the mail by the end of the week. The “Emerson
Spotlight” is essentially a practical publication
and aims to tell the dealers how to increase the
sale of Eimerson records. If the first issue is
any indication of the future numbers, this new
periodical will be helpful, entertaining and use-
ful to every storekeeper handling Emerson
records.

Success is an easy thing to understand after
it has been attained. The great problem is to
understand in advance how to acquire it.

GRAFONOLAS POPULAR IN OREGON

M. E. Everitt, of North Bend, Selling Many of
These Instruments in His Territory

PortraND, Ore, February 4—The local branch
of the Columbia Graphophone Co. recently re-
ceived an interesting photograph from M. E.
Everitt, North Bend, Ore., who owns one of the
finest drug stores in the State. Mr. Everitt han-
dles the complete Columbia line and is an
enthusiastic “booster” of all of the Columbia
products.

The accompanying photograph shows a ship-
ment of Grafonolas recently received by Mr.

i i gt i -~

Big Columbia Shipment for M. E. Everitt
Everitt, this shipment of machines being the
third shipment sent to Mr. Everitt during the
last few months. Up to about six months ago
there were no railroads in the town where Mr.
Everitt is located and most of the machines
whiich he sold were taken out from this town
with either a rowboat or a gasoline launch, up
the various rivers to the dairy farms and log-
ging camps.

PATHE WINDOW HANGER FOR MARCH

The Pathé Fréres Phonograph Corp., New
York, has sent to its dealers a very attractive
hanger featuring the new Pathé March records.
This hanger contains a splendid picture of Grace
Hoffman, a prominent coloratura soprano who
records for the Pathé library exclusively. Miss
Hoffman has a new record in this March list
which will doubtless meet with a ready and ex-
tensive sale.

The March supplement of Pathé records also
contains a number of well-known popular hits,
dance records, Hawaiian numbers, standard vocal
records, instrumental solos, hand and orchestra
records and a specially selected list of Irish
records.

M
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CRYSTAL EDGE MICA DIAPHRAGMS

Let us send you samples z0day of our dia-
phragms and you will readily understand why
I the best talking machines are equipped with
Crystal Edge Mica diaphragms exclusively.

We use'.only the very finest selected mica,
the best diaphragm material in the world.

PHONOGRAPH APPLIANCE CO., 109 West Broadway, NEW YORK
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NEEDLES

ARE

LIKE DIAMONDS

There are many grades, but

YOU WANT ONLY THE BEST

Get the needles that prove they are the best because
they are of uniform length, have uniform points and
have uniform hardness. They are standard and reliable

ORDER
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They Assure Customer Satisfaction

BRILLIANTONE STEEL NEEDLE CO.

of America, Inc.
B. R. FORSTER, President

Marbridge Bldg., Broadway at 34th Street, New York

ROOMS 657-659
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RECENT HEINEMAN EXPANSION

Ctto Heineman Phonograph Supply Co., Inc.,
Takes Over Portion of Second Floor in Pres-
ent Building in Order to Accommodate the
Steadily Growing Volume of Business

In order to accommodate its fast growing busi-
ness and in order to provide its employes with
maximum convenience and comfort the Otto
Heineman Phonograph
Supply Co., Inc., manu-
facturer of the Heine-
man products, Meissel-
bach products and the
Dean steel needle, has
materially increased the
floor space that it oc-
cupies in the Central
Building at 25 West
Forty-fifth street, New
York. 1In addition to
occupying the greater
part of the sixteenth
floor at this address the
company has made ar-
rangements to also oc-
cupy a considerable portion of the secoud floor
of this building.

According to the plans of Otto Heineman,
president of the company, the executive and
general offices will be located on the sixteenth
floor and will be given over exclusively to the
shipping department. This arrangement will en-
able the company to augment its office staff in
various directions and give the shipping de-
partment sufficient room to meet the requive-
ments of the Heineman business.

For several months past the Otto Heineman
Co. has been seriously handicapped by the fact
that the executive officers were obliged to work
in cramped quarters and the oftice force could
not be enlarged in view of the limited space
available. This condition has been relieved by
the leasing of space on the second floor which is
ideally suited for the Heineman shipping depart-
ment.

The offices on the sixteenth floor will include
the private office of Otto Heineman, president
and general manager of the company; Adolph
Heineman, assistant to Mr. Heineman and in
charge of the John M. Dean division; W. C.
Pilgrim, assistant general manager; F. Aufrich-
tig, treasurer; Paul L. Baerwald, Eastern sales
manager.

The export department which has steadily
increased in importance during the past year
will also occupy several rooms on the sixteenth
floor, and R. C. Ackerman, manager of the
Heineman export department, will have ample
opportunity to adequately take care of this
important and active division of the Heineman
business.

The shipping department in its new home
on the second floor will be in a position to
render efficient service to the Heineman clientele
and will leave nothing undone to co-operate
with the users of these products in expediting
shipments of goods that can be handled from
New York.

CORLEY CO. EXECUTIVES IN TOWN

John G. Corley and Frank Corley Bring Good
Business Reports From Richmond

Otto Heineman

Among the recent visitors to New York was
John G. Corley, head of the Corley Co., Victor
distributors and piano merchants of Richimond,
Va. Mr. Corley was accompanied by his son.
Frank Corley, who is in charge of the wholesale
and retail Victor departments of the company.
Mr. Corley, Sr., attended the meetings of the
Board of Control of the National Association of
Piano Merchants, of which he is an ex-presi-
dent. He stated that business in Richmond was
thoroughly satisfactory during the holidays, and
that judging from results in January there was
a good year ahead of the talking machine deal-
ers in his section of the country.

LIQUID MUSIC IN PORTLAND, ORE.

Phonograph Cases Found to Contain Imitation
Machines Lined With Five-Gallon Kegs of
Whiskey—Columbia Co. Manager Through
Error Aids in Foiling the Smugglers

PortLaND, Ogre., February 4.-—Phouny phono-
graphs they proved to be, all done up in Sonora
boxes and billed to the Columbia Graphophone
Co,, this city. Liquid music indeed it was which
was sent from San Francisco to Portland.
When Deputy Sheriff Christofferson opened the
cases at the county jail he found instead of
phonographs five five-gallon kegs of perfectly
good jazz whiskey which hadn’t any business
in dry Oregon.

The shipment was consigned to an unkmown
person, but the boxes bore the address and
vame of the Columbia Graphoplone Co. They
came up on the steamer “Beaver” from San
Francisco, and were lying round in everybody's
way waiting for somebody to come and take
them away. Finally, in order to relieve the
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The Hit of

'Chu Chin Chow”
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Victor Record

[&424

A Display Card Series of Value

The cards are 14" x 22", each individual card

painted by an artist, and presenting a striking
sales appeal for Victor Records.

Designed especially for Bruno Service and are
The service consists of two cards monthly.

Send us your order for March Service and give it a month’s trial.

C. BRUNO & SON, Inc.

We Do Not Retail

A

congestion the dock officials telephoned to S. D.
Heater, of the Columbia Co., to send for the
boxes. This he did, and when the boxes arrived
at the house wonderment was expressed that
they should be Sonora cases. Down into the
basement the janitor moved them. Mr. Heater
went down shortly afterward and found the
janitor trying hard to shove something quickly
back into the cases. Examination showed a five-
gallon keg of liquor.

Mr. Heater promptly notified the sheriff's
office and the offending cases were removed.
Iuside the cases were tall fir boxes painted a
mahogany red to imitate the conventional talk-
tng machine. lnside each box, securely fastened,
was snugly resting a five-gallon keg of liquid
music.

The person to whom the shipment really be-
longed appeared at the dock with a bill of lading
covering the shipment after it had gone and
demanded his goods. Upon being informed
what had become of it he disappeared abruptly
and has not been seen since, although the sheriff
is looking for him.
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How Best to Weld the War Spirit and the
Sales End Advantageously -

The only way to sell talking machines and to
increase the sale of records is the method that
will attract customers to your store. You want
to get a legitimate trade and you want to in-
crease the sales in a manner that will not smack
too much of side-show methods. You want to
linc up the customers with a novel method that
will give you an opportunity for real business
getting. \Why not make your talking machine
dcpartment a feature? \Vhy not make it appeal
with something of a novelty that will attract
without undue publicity?

In this way there is possible the sales that
would not otherwise come to vou. The war and
its many phases and its appeals now to the peo-
ple has brought about a newer meaning for the
talking machine. Feature a window display with
a soldier camp and a talking machine that has
real human interest in it.

Make a display that will really appcal and
then show the desirability of getting some rec-
ords for the boys and sending them to the camp
for the enjoyment of the soldiers.

Have a featnre in your store and give a

By Warfield Webb

prominent part to the playing of national an-
thems of all the allied countries. Have these
played on frequent occasions and in this way
familiarize the people with the various national
hymns of those ‘countries. Create in this way
a little more patriotism, and at the same time
give your talking machine an opportunity to
help you make your sales larger. Get the peo-
ple to seek you and have frequent concerts that
will attract the people to your store. Getting
the people inside will be a big help. The sales
will often follow as a natural course.

TRADE NEWS FROM BALTIMORE

Dealers Complain of Shortage of Machines and
Records—Bad Weather Delaying Shipments
and Hurting Trade—New Pathé Dealers Es-
tablished—Reports From Leading Dealers

Bavtiyorg, Mbp.,, February 5—\Vith a general
cry of shortage of machines and records from

most of the firms, business went ahead in Jan--

uary of the previous year, despite the difhcul-
ties faced by all dealers. The most severe Jan-
uary that the retail trade has had to face from
the standpoint of weather in the history of the
industry was the lot of these merchants in this
city and this section. One snowstorm followed
another in rapid succession, and even with a
vigilant street cleaning department it was not
possible to keep the streets clear of snow in the
retail shopping centers. '

Stores having talking machine departments
away from the main centers improved their
business until the shortage of records of the
late numbers stopped them. The freight con-
gestion is the most serious phase of the situation,
and even goods shipped by express are just as

hopelessly delayed as those sent by the freight
route. Some of -the Baltimore jobbers are now
taking up the question of bringing in goods by
motor trucks from New York and Philadelphia,
a motor truck line being in course of organiza-
tion at this time. This will take care of the
freight problem in a measure, for Victor goods
will be brought down over the line from Cam-
den. :

\V. C. Roberts, manager of E. FF. Droop & Son,
Inc, is in anything but a pleasant frame of
mind. He says January business went back con-
siderably over last year, not because of business
conditions, but because of lack of instruments
and records. It would have been easy to have
increased business had he been able to get
goods. There was a demand for 10 per cent.
more records and 20 per cent. more machines
than could be taken care of. “I am in confer-
ence with a motor truck company.” said Mr.
Roberts, “and plan to have shipments brought
in on five-ton trucks. This will help to relieve
the situation, but the difficulty we are facing in
this plan is that we have to get shipments up
to New York or Philadelphia because there is
more tonnage in New York to come here than
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Standard Sectional
Record Cabinet

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

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

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

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

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

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

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

Record sections furnished with or without doors.

Price for section $3.00 and up

Cases shipped on approval direct from factory at con-
siderable saving to you; on orders amounting to $10.00
and over we pay freight to all points East of Montana,
Wyoming, Colorado and New Mexico. To points in
and West of these states, we equalize freight charges.
For further particulars and full list of prices for the
different sections in the different grades, write for illustrated

circular No. 80.

The C. J. Lundstrom Mfg. Co.

LITTLE FALLS, N. Y.
Branch Office, Flatiron Bldg., New York City

Fifteen Years’ Experience Making High
Grade Filing Cabinets and Bookcases

can at present be handled. I am hoping that
this congestion will improve because the busi-
ness is here and we ought to be able to get hold
of it.”

Jesse Rosenstein, for the National Piano Co.,
Pathé distributors, says that business went
ahead last month, but not very much, owing to
the shortage of records and instruments. He
looks forward to showing big improvement in
business just as soon as the goods that have
been in transit for a long time arrive. A. Sind-
ler & Son, furniture dealers of this city, have
signed up a Pathé contract and will handle the
line in a new music department to be established
by them.

C. H. Eisenbrandt, of H. R. Eisenbrandt, Vic-
tor distributors, says that business showed an
increase in January despite the shortage of in-
struments. He expects to see further improve-
ment if only shipments of goods reach him.

HIGHER PRICED MODELS IN DEMAND

Victor Department of Ludwig Baumann & Co,,
New York, Tells of Increasing Demand for
the More Expensive Types of Victrolas

In a chat this week with a representative of
The World, F. J. Conn, manager of the Victor
department of Ludwig Baumann & Co., Thirty-
sixth street and Eighth avenue, New York, com-
mented upon the fact that business the . past
month or so had been marked by an increased
demand for the higher priced models of Vic-
trolas. This is particularly gratifying in view
of the fact that Mr. Conn's department during
the past year has been the largest consumer of
the smaller models of Victrolas in the city, and
it is pleasing to learn that a new class of buyers
is now in the market for cabinet Victrolas with
an evident appreciation of the true musical
qualities of the Victrola. Mr. Conn states that
business has kept up very well so far this ycar,
and judging from all indications these activities
will continue for some tinie to come in the talk-
ing machine trade.

D. A. CREED A NEW YORK VISITOR

D. A. Creed, vice-president and gencral man-
ager of the Chicago Talking Machine Co., Vic-
tor wholesalcrs, was a visitor to New York last
week. Mr. Creed left Chicago for this city in
company with A. D. Geissler, president of the
New York Talking Machine Co., and the Chi-
cago Talking Machine Co. Mr. Geissler had
planned to spcnd a week or more in Chicago,
but was called home suddenly owing to the
illness of his little daugliter, Martha. Mr. Geiss-
ler’'s many fricnds will be glad to know that
this little lady has fully recovered from her
recent operation and has now regained her usual
good hcalth and spirits.

YOU'VE GOT TO KEEP SHOVING

Graspin' opportunity ain't the only thing.
You've gotta put your shouldcr to it aud shove
and kcep shiovin’. When you get a big thing
movin’ it's casier to kecp it movin’ than to stop
and rest.
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RECORD MAKERS APPEAR IN BUFFALO

Favorite Recording Artists Draw Capacity Au-
dience at Concert Given in That City on Feb-
ruary 7 Under Auspices of Dealers

Burraro, N. Y. February 7.—Buffalonians of

all classes who own talking machines thronged
Elmwood Music Hall to-night to see in the flesh,
and to hear at close range, the artists who have
made records for years and with whom they
have been long acquainted through that medium.
The occasion was the concert given by the Peer-
less Record Makers, a group of favorite record-
ing artists brought to this city by the Talking
Machine Dealers’ Association of Buffalo, and
the event proved successful beyond all expecta-
tions. ! .
Those who appeared with the Peerless Record
Makers included Henry Burr, Billy Murray,
Arthur Collins, Byron G. Harlan, J. H. Meyers,
Albert Campbell, Peerless Quartet, Theodore
Morse, Fred Van Epps and Sterling Trio.

The dealers threw plenty of human interest in
their advance notices to the public regarding the
program. Everything was done to herald the
importance of the unique concert. This was
one of the typical announcements of the deal-
ers: “Recognizing the popular desire to hear
the famous Record Makers, we have arranged
this concert at great trouble and expense and
through special arrangements with the record-
ing laboratories. This is Buffalo’s first and
probably only opportunity of hearing these
artists. Your record library contains selections
by one or more of these artists and you will
welcome this opportunity of hearing them sing
and play just as they do when making records
for their millions of admirers. A varied pro-
gram, which will include many standard and
up-to-the-minute numbers as well as old-time fa-
vorites, will make an appeal to every taste.
Knowing these artists as you do, you can appre-
ciate that their personal appearance in a concert
will be an unusual treat.”

The plan of bringing the Peerless Record

Makers to Buffalo was presented to the local
association by C. N. Andrews about a year ago.
Mr. Andrews did considerable correspondence
in the matter, but arrangements for the Buffalo
appearance could not be made at that time.
When the present concert was recently consid-
ered Mr. Andrews, O. L. Neal and C. H. Heineke
were appointed a committee to make the ar-
rangements.

President T. A. Goold also appointed the fol-
lowing committee on advertising and tickets:
V. W. Moody. Neal, Clark & Neal; F. G. Hohim,
Bricka & Enos; John G. Schuler, Schuler Piano
Co.; O. M. Kiess, Columbia Phonograph Co.;
banquet committee, W. J. Bruehl, Neal, Clark
& Neal; H. A. Brennan, William Hengerer Co.,
and H. G. Towne, of Robert L. Loud’s store.

Thousands of circulars advertising the concert
were furnished free to the dealers and were
enclosed with their monthly lists. The dealers
all sold tickets and everyone was appointed a
booster. This personal canvassing of friends
by the dealers helped greatly in swelling the
attendance. No details were overlooked in the
use of window signs and billboard and news-
paper advertising. Many reading notices of the
event appeared in the local press.

H. G. Towne, secretary of the Talking Ma-
chine Dealers’ Association, sent to each mem-
ber a comprehensive notice regarding the enter-
tainment. .

It is believed this concert will be a powerful
impetus to the sale of records in this section.

At the conclusion of the concert the record
makers were entertained at a special banquet by
the local dealers and were heartily congrat-
ulated on the success of the entertainment. W.
J. Bruehl paid tribute to the singers in several
original parodies.

Last night the Peerless Record Makers gave
a very successful concert in Syracuse under the
auspices of the local talking machine dealers and
have also arranged to offer their two hours of
welcome entertainment in other cities in the
Fast in co-operation with the members of the
trade.

MEETING OF COLUMBIA DEALERS

To Be Held at Columbia Shop on Fifth Avenue
on February 15 Under the Auspices of the
Local Wholesale Branch of Columbia Co.

An informal meeting of the Columbia dealers
in the metropolitan district will be held to-day,
February 15, in thessecital hall of the Columbia
Shop, 411 Fifth avenue, New York, under the
auspices of the local wholesale branch of the
Columbia Graphophone Co. Lambert Friedl,
nianager of this branch, is responsible for this
meeting and, according to his present plans,
Columbia representatives in this territory will
have an opportunity to discuss practical prob-
lems and hold a general “pow-wow” regarding
merchandising and sales activities.

Mr. Friedl has prepared a program that in-
cludes many topics of vital interest to the deal-
ers and he has planned to balance the serious
part of the program by arranging for the ap-
pearance of several well-known Columbia ar-
tists, who will render a number of selections
during the course of the afternoon.

In a chat this week with The World Mr.
Friedl stated that business had kept up splendid-
ly during the past few weeks and commented
upon the fact that the Columbia Co. is leaving
nothing undone to co-operate with the dealers
in this territory. Referring to the difficulties
incidental to securing goods at the present time,
Mr. Friedl said: “We are going to almost un-
reasonable expenses in order to co-operate with
the Government as well as our customers. In
other words, we are making the Columbia Co.
the third consideration in our business ac-
tivities.

“The other day we paid express charges total-
ing several hundred dollars in order to secure
some machines from the factory, and our deal-
ers can therefore readily understand that the
cost of doing business has increased tremend-
ously during the past few months. However,
we are charging this increased expense to pa-

triotism and loyalty to our dealers.”

very greatest degree.

FREE

—Each Month

—an advance list of the Records which
our commillee of iwelve decide will be the
most popular among those to be issued.
You'll find this of great help to you in
ordering. Worile us to send it—no obliga-
tion whatever.

In giving us the opportunity to care for your
needs, you can expect promptness and care in the

First, a complete stock as a basis for our serving
the Victrola dealer—then service in which the
utmost dispatch and conscientious attention to ness. We leave nothing undone!

RIGHT NOW get your stock of Records of “First Aid” Course in French

A big new field for business is open to you through these Records. Thousands of
the boys liable to call will welcome the opportunity to acquire a working knowledge
of French. Don't be without the “First Aid ™" course.

Grinnell Bros

Distributors, Victrolas and Records

First and State Streets, Detroit

RECORDS

—Try Us on Your Next Order

every detail of your order, are prominent features
always—make the Grinnell Victor distributing or-
ganization of very great assistance to you in serving
your Victrola and Record buying public.

[’s to our own inlerest to help vou fo a grealer busi-
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Happenings in Dominion of Canada

TORONTO CONTINUES TO BE VERY ACTIVE TRADE CENTER

Leading Makes of Talking Machines and Records in Demand—Steady Expansion in Stores and
New Concerns Indicate That 1918 Will Be a Big Year in This Progressive City

xTo, ONT., February 6.—The Robert Simp-
son Co., Ltd.. the well-known department store,
is the newest addition to the local list of “His
Master’s Voice” dealers. The company’s “Music
Studio” is located on the sixth floor, where they
have no less than eight demonstration rooms.
It is in charge of Mr. Brown, formerly manager
of the Mason & Risch Victrola .department in
Vancouver, and more recently on that firm's
selling staff in this city.

The Canadian Symphonola Co., Ltd., have
just received at their factory an interesting sou-
venir of the Halifax disaster. A couple of their
De Luxe Symphonolas that had not yet been
opened by W. H. Phinney & Co., Ltd., the Nova
Scotia distributors of these lines, came back for
repairs, the cabinets being badly used up by fire
and water, and the packing cases being broken,
scorched and soaked.

“No records exchanged” is the policy of the
Toronto Grafonola Co. A notice.to this effect
is displayed in each of the twelve demonstra-
tion rooms. In discussing this policy H. Ritz,
manager of the company, stated that he could
credit increased record business to it.

“A very good January trade,” report A. R.
Blackburn & Co., “in both the piano and Vic-
trola departments.” The same report was made

vy R F. Wilks & Co., who handle Columbia
Grafonolas.

The branch store opened up at 1657 Dufferin
street, this city, last fall, by Toronto Grafonola
Co., is reported by H. Ritz to have proven a
good addition to their business.

“We are well satisfied with the amount of
business developed during 1917,” said I. Mon-
tagnes, referring to the Canadian distribution of
Sonora phonographs, for which line his firm
have the Canadian representation. E. Van Gel-
der of this firm has just recently returned from
New York, where he visited the Sonora factory
to arrange for 1918 deliveries. In their retail de-
partment they report good success in closing
cash sales for the higher priced makes, a num-
ber of Toronto’s best-known citizens being
among recent purchasers. Harry R. Braid, man-
ager of this department, said that the Christmas
and New Year’s business arising out of the De-
cember campaign was very gratifying.

The R. S. Williams & Sons Co., Ltd., are now
running a newspaper series of lists of Edison
re-creations.

Domestic records are now being distributed
in Canada by the Pollock Mfg. Co., Ltd., who
maintain factories in Kitchener and Elmira, Ont.

H. L. Willson, New York, and C. A. Hanson,
Bridgeport, vice-president and general works
manager, respectively, of the Columbia Grapho-
phone Co., visited the Canadian branch during

st month. This was Mr. Willson’s first

y Canada and was the coldest day ever ex-

d by him until his return to New York.
and friends of the Music Supply Co.,
ia distributors, were pleased to receive

Vi1s

with tliat firm’s good wishes for Christmas and
New Year’s a at little vest pocket tickler.
This with renewable fill came in a fine quality
»f seal with the Columbia trade-mark in gold.

\With the calendar year Pathé Fréres Phono-
graph Co. of Canada, Ltd. havc started out on

their nd ycar. “The first year’s results ex-
ceeded ou ked Otis C. Do-
ar cral mar t firm

Artliur M. Tanncy. general manager J. A
Banficld of Winnipeg, Man,, was among the Jan-

nary visitors to thc Ceolumbia factory in this
city. The B: 1d house has a Columbia de-

{r. I’ stated more busi-
n had been donc in the last six months than

thcy had thought could be done in a year.

Messrs. Wettlings and Dupont, Welland, Out.;
Mr. Britton, Grand Valley, Ont.; Mr. McKib-
bon, Wingham, Ont.; Alex. E. Creemore and H.
Judson Smith, Brantford, Ont.,, have secured
the agency of the Brunswick phonograph and
records of this make.

“Music in the Home” ideas are incorporated
in some Columbia Grafonola copy being run in
the local newspaper by A. & H. Wideman of
Markham, Ont.

George Dodds, who opened up on Danforth
avenue, this city, a couple of years ago with
His Master’s Voice lines, has lately improved
his selling facilities by adding a new demon-
stration room:

Frank Stanley is making extensive alterations
for the equipping of what appears to be one of
the most beautiful recital halls, to be used al-
most entirely for the sale of phonographs.

In the Edison Week Patchwork Advertise-
ment Contest, from October 20 to 27 last, Gor-
don R. Diver, Montreal, won fifth prize.

J. C. Pott, Canadian sales manager of the Otto
Heineman Phonograph Supply Co., Inc., accom-
panied by Mrs. Pott, spent the Christmas and
New Year's holidays in New York. Mr. Pott is
of the opinion that 1918 will see great develop-
ments in the Canadian phonograph business.

-P. K. Wood, of the local branch of the
Thomas Mfg. Co., makers of Dayton motors, re-
cently spent a week at the firm’'s factory in
Dayton, Ohio. Mr. Wood reports that the man-
agement are installing additional machinery to
“double their capacity. :

Mr. Burgess’ place on the road in Ontario
with the Pathé Co., Toronto, will be taken by
C. Le Voi, an experienced and successful talking
machine salesiman, whose apprenticeship was
passed with the Columbia Co. During the last
three months Mr. L.e Voi has been in charge of
the talking machine departments of Messrs.
Jury & Lovell in Oshawa and Bowmanville.
During that time he established a record for
sales which will be difficult to beat in towns of
this size.

The Pathé Co. have just received the first ex-
amples of some new art designs in Pathephones.
They are in the shape of console tables, and in-
clude examples of Jacobean, William and Mary,
and Sheraton. They retail for $350. A fine dis-
play of these machines was made in one of the
Yonge street windows of the Robert Simpson Co.

E. C. Pelton, formerly of Kentville, Ont., who
moved into Ottawa a couple of months ago, tak-
ing with him Sherlock-Manning representation,
has added the Starr line of phonographs and
records. Until taking on the Starr Mr. Pelton
had never connected up with the talking ma-
chine business.

John A. Croden of the Canadian Phonograph
Supply Co., London, Ont., who are distributors
in Canada of Starr phonographs and records,
paid a wvisit to the factory at Richmond, Ind.,
recently.

New firms handling Brunswick phonographs
and records include Alex Earle Creemore and
H. Judson Smith & Co., Brantford, Ont.

J. P. Bradt, general manager of Columbia
Graphophone Co.’s Canadian division, with head-
quarters at Toronto, attended the convention in
New York of Columbia division managers and
executive heads. At the same time the division
salesmen and the district managers of the Dicta-
phone Co. had their convention.

Harry E. Wimperly, who is making a success
of upstairs piano salesrooms, in the Ryrie Build-
ing at Yonge and Shuter streets, has added “His
Master's Voice” line of talking machines.

Gerhard Heintzman, Ltd., are now listed
among His Master's Voice dedlers, having
stocked Victor lines in their stores at Toronto,
Hamilton and Kitchener. “The New Home of
the Victrola” is the slogan featured in recent ad-
vertising of this department.

New premises at 864 Bloor Street, West, this
city, have been purchased by J. H. MacMillan,
suburban piano and talking machine man dealer.
At present Mr. MacMillan is handling with good
success the Aeolian-Vocalion phonograph.

The John Raper Piano Co., Ottawa, Ont., re-
port the showing in their Victrola department
for 1917 as remarkable. They trebled the 1916
sales of Victrolas and Victor records.

The Great War Veterans’ Association, Toron-
to, Ont., in a recent letter from the secretary, \V.
E. Turley, to the R. S. Williams & Sons Co.,
Ltd., expressed himself as follows with regard to
the new Edison Diamond Disc machine:

“The Edison is much appreciated by the mem-
bers of this association. During the several
months we have had the use of it at the club-
house headquarters it has been the means of
providing splendid entertainment for the mem-
bers of this association. \We have never had the
slightest difficulty with it during that time and
it has proved itself to be of sound construction,
giving -splendid reproductions of musical and
vocal numbers. e believe it will provide fine
entertainment for returned soldiers for many
years to come.”

Previous to the appearance in Toronto of
Louise Homer, Mason & Risch, Ltd., ran a com-
plete list of Homer Victor records preceded by
a photo of this popular Victor artiste. The re-
sults from this particular piece of newspaper
copy were splendid.

The Treadgold Sporting Goods Co., Kingston,
Ont., has taken the agency for the Brunswick.

Mahood Bros. report good Victor business in
Kingston, Ont.

New talking machine firms recently register-
ing in Toronto, Ont., include The Phonograph
Shop and the Concertola Mfg. Co.

In the Columbia Graphophone Co.’s newspa-
per advertising of recent date they say: There
is a Columbia Grafonola in every Y. M. C. A.
and Knights of Coluinbus Army hut. Follow-
ing their name and address of the compauy.
they finish up as follows:

“Food will win the war. Don’t waste it.”

James Malcom, president of Pathé Fréres
Phonograph Co. of Canada, Limited, lias been
elected mayor of the town of Kincardine, Ont.

Talking Machine 'Supplies
and Repair Parts

SPRINGS, SOUND BOX PARTS, NEEDLES

THE RENE MANUFACTURING CO.

MONTVALE, NEW JERSEY
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UNICO RECORD
DEPARTMENTS

are the

Standard of Service and
Sales Efficiency

T|HE PURCHASING

Public quickly discrimi-
nates. Look for the busiest Record
Department in your community and
you will wsually find The Unico
System of Demonstrating Rooms,
Record Racks and Record Counters

MAXIMUM CAPACITY
MINIMUM SPACE
MODERATE COST

Record Sales in 1918 will surpass all
previous demands. Prepare now
to secure your share of this business
by installing

THE UNICO SYSTEM

Patriotic Records will help

win the War

DEMONSTRATING ROOMS
RECORD RACKS
RECORD COUNTERS
WALL DECORATIONS
COMPLETE INTERIORS
(Patented as to design and construction)

In six standard styles and in special
period design such as Adam, Louis

XVI, Colonial, Modern French,

etc.

Offer |—Individuality and Class
2—Highest Sales Efficiency
3—Most Economical

Investment

Follow the lead of the leaders.
Double sales and profits through

THE UNICO SYSTEM

THE UNIT CONSTRUCTION COMPANY

RAYBURN CLARK SMITH, President
Fifty-eighth Street and Grays Avenue, PHILADELPHIA, U. S. A.

O0O—ZC

Plans for a complete department

Send today dimensions of your s
will reach you promptly

available space
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TRADE CONDITIONS IN THE DOMINION OF CANADA—(Continued from page 68)

TO OPEN PATHE DISTRIBUTING BRANCH IN MONTREAL

Move Necessary to Take Care of Growing Business—Talking Machine Men Have Successful Meet-
ing and Dinner—Berliner Gramophone Co., Ltd., Enlarge Quarters—General News

MoxTrEAL, QUE., February 5—Owing to the
rapidity with which their business is growing in
the Province of Quebec, the Pathe Co. have de-
cided to open a branch in this city to take care
of that province. This branch will be under the
management of R. \V. Burgess, who has been
so successful in handling the wholesale business
in Ontario. Mr. Burgess’ promotion is a well-
earned one, and will cause great satisfaction to
his friends in the trade. His territory will be a
large one, but with his long experience and nat-
ural ability he should have no difficulty in han-
dling it successfully.

The Talking Machine Men’s night out enter-
tainment and dinner, this is the way the tickets
read, will take place at Cooper’'s February 8,
when it is expected a large assemblage of talk-
ing machine, piano and musical men will be
present. The purpose of the gathering is to
foster and stimulate an interest outside of-busi-
ness amongst the members of the trade, and no
doubt this informal gathering will be the nucleus
of an association for social enjoyment, to create
better fellowship and have the members of the
trade become better.acquainted. The idea is not
to form a business association but to confine it
strictly for social purposes.

In conformity with their policy of service, the
Berliner Gramophone Co., Ltd., are making ma-
terial enlargements to their record output and
facilities for carrying larger stocks. An entire
new building, with a private siding on the Grand
Trunk Railway, has just recently been leased for
a term of years.

The entire stock of Victrolas will be stored in
this building along with materials for record

manufacture, so that the parent factories and

warehouses will be devoted entirely to the rec-
ord branch of the business, head offices and sales
department.

The building just leased and of which posses-
sion has already been taken, gives the firm an
additional 23,000 feet of floor space or an in-
crease of 50 per cent. It is being fitted up to
the requirements of the company, while exten-
sive alterations in the record storage warehouses
in the way of additions are being made. Not
only is the factory output increased and the stor-
age facilities enlarged, but even greater stocks
of records will be carried at the company’s dis-
tributing houses in Toronto, Winnipeg and Cal-
gary, making possible quick deliveries, so essen-
tial in record retailing.

A particularly interesting feature of the Ber-
liner plant in Montreal is the recording depart-
ment. Experiments and research work carried
on by H. S. Berliner, vice-president of the com-
pany, personally, and with a staff of expert as-
sistants for a number of years, has made record-
ing in Canada possible. His Master's Voice
dealers have been ,able to stock many hits, while
still hits. through the efficiency of this recording
department, which has also made possible rec-
ords of special value in this country and specials
by Canadian artists, as events made recordings
of particular titles desirable.

Henry Burr recently made a special trip to
Montreal to record two songs.

The Pratte Piano Co., Ltd., manufacturers of
the Pratte piano, have regis‘tered their manu-
facturing phonograph department under the
name of the Prattephone Co.

Almy’s, Ltd., report an cxccedingly heavy
volume of business in January for Columbia
Grafonolas and Columbia records, and Miss
Vezina, who has charge of this department, is
very much pleascd that there has been no ap-
parent falling off after the record business es-
tablished by her department in December last.
The amount of business already done in Febru-
ary promises a good outlook for its continuance

The Berliner Gramophone Co., Ltd.,, report
no falling off in sales of Victor machines and
records as compared with their record Decem-

ber bunsiness of Victor machines and records,
and state that it is wonderful the way business
1s keeping up, their various stores presenting an
appearance of Holiday times.

Miss Perrault, saleslady of the Berliner
Gramophone Co., Ltd. (East End store), was
married on January 22, as was also Miss Beau-
regard, cashier of the company’s new store, on
January 28.

Harold Dewar, late of the Berliner Gramo-
phone Co.’s retail selling staff, and to whom has
been made at various times in these columns, has
gone overseas. H. M. Reece is at Key West, Fla.

AFTER MISLEADING ADS IN CANADA

Amendments to the Criminal Code Advocated
As a Means for Checking That Evil—Text of
Proposed Law—Grafonolas in Army Camps

Toronto, ONT.,, February 2.—The subject of
fraudulent advertising has been a vexed question
for some time past. Many parties have been ac-
cused of advertising in such a way, but owing to
the loopholes existing in the present law many
cases that seemed to present fraudulent methods
have been allowed to escape through technical
difficulties in its enforcement.

To meet these difficulties, amendments of the
criminal code have been suggested and will come
up for consideration in the near future. The
original act, passed on June 12, 1914, is repro-
duced herewith, with the inclusion of the pro-
posed amendments:

“His Majesty, by and with the advice and con-
sent of the Senate and House of Commons of
Canada, enacts as follows:

“I. The Criminal Code, chapter 146 of the

. Revised Statutes, 1906, is amended by inserfing

the followng section immediately after the sec-
tion 406 thereof:

“a. Every person who either himself or by
his agent, servant, employe, or anyone on
his behalf, knowingly publishes or causes to be
published any advertisement for either directly
or indirectly promoting the sale or disposal of
any real or personal, movable or immovable
property, or any interest therein, containing
false or misleading statement, or false repre-
sentation which is of a character likely to or is
intended to enhance the price or value of such
property or any interest therein, or to promote
the sale or disposal thereof, or is liable to mis-
lead anyone as to the true value of such prop-
erty, shall be liable upon summary conviction to
a fine not exceeding two hundred dollars or to
six months’ imprisonment, or to both fine and
imprisonment, or in the case of a corporation to
a fine not exceeding five hundred dollars.

“The production by the informant of any ad-
vertisements containing any statement alleged
to be false or misleading shall be prima facie
evidence that the same was knowingly published
by the person whose name shall be mentioned
therein, as the advertiser, or proprietor, owner,
agent, manager, as the case may be, of the busi-
ness referred to in said advertisement. The
word person shall include an individual or part-
nership company or corporation.”

WITH THE TRADE IN WINNIPEG

Stocks Coming Along in Better Shape and Deal-
ers Find Business Active—Robert Shaw to
Make Eastern Trip—Some Records That Are
in Strong Demand at the Present Time

WiNNIPEG, MAN., February 4—Columbia Grafe-
nblas and records are now coming along more
freely to the Western Fancy Goods Co., who are
the Western distributors for the company. Jan-
uary is reportcd as being one of the biggest
months in this firm’s history. There is a de-
cided increasc in the call for the highcr priced
machines.

Robt. Shaw, \Western manager of the Columbia
Grafonola Co., will shortly leave for a visit to
the Columbia factory in Toronto.

Babson Bros. report satisfactory January
trade in New Edison Diamond Disc inachines
and Edison records—a decided incrcase in sales
being shown for the months of December and
January.

Mason & Risch, Ltd., arc handling a large

volume of Victrola business both in machines
and for His Master’s Voice records.

Campbell & Campbell, of Brandon, are active
in the retail talking machine field with the Pathe
and Brunswick lines.

The Western Gramophone Co. report an enor-
mous Christmas and January trade in Victor
machines and records, “Somewhere in France”
and “Missouri” waltz records being tremendous
sellers.

Cross, Goulding & Skinner report a remark-
ably good talking machine business during the
month of January. Heintzman & Co., Edmon-
ton, Alta., report the most popular Victor
selling records of the past week as follows:
“Wait Till the Boys Come Home,” sung
by Green-MacDonough; “My Sweetheart Is
Somewhere. in France,” sung by Elizabeth
Spencer; ‘“Say a Prayer for the Boys Out
There,” sung by Peerless Quartet; “When We
Wind Up the \Vatch on the Rhine,” sung by
Henry Burr; “I Love to Be a Sailor,” sung by
Harry Lauder; Hungarian Dance, No. 5, played
by Philadelphia Orchestra; “She \Wandered
Down the Mountain Side,” sung by Alma Gluck.

Mr. Hood, who was until recently in charge
of the phonograph department of Stanwoods,
I.td., has severed his connection with this firm,
his position being filled by Mr. Roberts of the
Brunswick Co., Toronto.

Ralph & Limon, Ltd., Calgary, Alta.. are han-
dling the Veolian and the Playola, both cabinet
phonographs.

J. W. Kelly, president of the J. J. H. Mec-
Lean Co., Ltd., His Master’s Voice dealer here,
recently visited Toronto and Eastern points.

SELLS AUTOS AND PHONOGRAPHS

Dohan’s, Ltd., of Quebec, Adds Pianos and Edi-
son Phonographs to Line of Automobiles—
Makes Profits During the Winter

Quesec, QUE., February 5.—Dohan’s, Ltd., Pal-
ace Hill, who handles several makes of automo-
biles, recently took on the agency of the Martin-
Orme line of pianos and players and the Edison
Diamond Disc phonograph and Edison records.
These lines are side by side in this firm, show-
rooms. \When asked if the lines conflicted in
any way with his automobile business he replied
that they did not, in fact one often helps out
the sale of the other he remarked. Mr. Dohan
also conducts an exclusive phonograph and
piano warerooms in another part of the city,
and was at one time actively connected with
the piano business, but having a good oppor-
tunity of renting his premises at that time took
advantage of the situation and vacated, going
into the automobile business. In winter espe-
cially, when business in automobiles is quiet, Mr.
Dohan finds the piano and phonograph business
a desirable one, especially- during the months
of December and January. Mr. Dohan is to
the best of our knowledge the only automobile
dealer in Canada exploiting motor cars, pianos,
phonographs and records, and his example might
be easily followed by other aggressive merchants
who could turn their idle minutes (during the
winter) into profits. Mr. Dohan has not gone
into the phonograph business half heartedly, as
he has had several demonstration booths built
for the purpose of demonstrating machines, rec-
ords, pianos and players. His showrooms for
an automobile buyer present a most up-to-date
appearance, the floors mnicely carpeted, casy
chairs, splendidly lighted with up-to-the-minute
clectric fixtures, ete.  Mr. Dohan is well satis-
fied with his reccnt idea of combining these lines.
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CINCINNATI TRADE OPTIMISTIC

Excellent Business for January Gives Rosy Tint
to Future—Many New Dealers Enter the Field
—Freight Embargoes Handicap the Trade

CincinnaTr, O, February 4—Fair deliveries of
records and a good demand for this phase of
the talking machine business resulted in the
trade accumulating a good record for the first
month of the year.

It can be stated without question that the
volume of disc sales in January was considerably
above the anticipation of the trade. Much of
this may Dbe attributed to the prolonged cold
spell and the heavy snows during the month,
which caused a decline in the amount of street
travel and forced people to remain at home and
entertain themselves with concerts. Constant
playing brought about a demand for additional
records and the trade benefited accordingly.

The Fritzsch Phonograph Co. is looking for-
ward to a decided increase in its business this
year. Many new openings have been established
and the officers expect to continue this work for
several months. Among the agencies estab-
lished in January were the Roberts Jewelry Co.,
Augusta, Ky.; Phonograph Record Exchange
Co., Huntington, W. Va.; Smith Music Store,
Parkersburg, W. Va.; Burgen Music Co,
Charlestown, W. Va., and the Intermont Drug
Co., Appalachia, Va.

The Phonograph Co., Edison dealers, accord-
ing to O. A. Peterson, manager, is daily expect-
ing a decided increase to its depleted storage
department. His assistants have spotted several
cars and an opening of the weather, now ap-
parently under way, is expected to enable the
railroads to rid themselves of many “dead” cars.
These have been on sidings for weeks, no at-
tempt being made to haul these while the Mid-
dle West was suffering from lack of coal.

F. F. Dawson, acting manager of the Grapho-
phone Co., is still on the job at the Cincinnati
branch and is not likely to be relieved until
March 1. His assistant, Herbert Schmiedeke,

has joined the colors, the vacancy not being
filled.

The Crystola Co. is handicapped by embargoes
placed against outgoing shipments. Dr. A. ]J.
Swing, of the company, reports many inquiries
and looks for a big year.

A LIVE NORFOLK, VA., INSTITUTION

Columbia Co., Inc.,, Doing Very Well in That
City With Columbia Line Exclusively

Norrork, VaA., February 6.—One of the most
successful retail establishments in this city is

- the talking machine store conducted by the Co-

lumbia Co., Inc. This store handles the products
of the Columbia Graphophone Co. exclusively

Store of Columbia Co., Inc., Norfolk, Va.
and through the use of aggressive sales methods
has built up a substantial demand for that line.

T. J. Carey, president of the company, is a
firm believer in the value of efficient merchan-
dising, and during the eight years that the Co-
lumbia Co., Inc., has been in business has left
nothing undone to render service and co-opera-
tion to the store’s patrons. Mr. Carey attributes
the success of the company largely to the fact
that it carries a complete stock of everything
listed in the Columbia catalog, both Grafonolas
and records. It also maintains an expert repair
department which proves of great advantage.

CLOSE MANY IMPORTANT DEALS

Century Cabinet Co. Steadily Expanding Its
Line of Phonograph Representatives Through-
out All Sections of the Country

The Century Cabinet Co., New York, manu-
facturer of the Century phonograph, has closed
a number of important deals the past few
months whereby this high-class instrument will
be handled by representative dealers in dif-
ferent sections of the country. Some of these
new Century dealers are leaders in mercantile
activities in their respective cities, and are in a
position to give this line splendid representation.

The Century Cabinet Co. is recognized as
the largest manufacturer of talking machine cab-
inets in the country and the Century phonograph
1s therefore the product of a concern which
has already won the confidence of the talking
machine trade. James T. Lee, president of the
company, is personally supervising the produc-
tion and merchandising of the Century phono-
graph and is keenly interested and gratified in
the fact that these products are being well re-
ceived by the dealers.

PRAISE BRUNO DISPLAY CARDS

This Enterprising Firm of Victor Wholesalers
Issue Most Artistic Announcements

C. Bruno & Son, Inc., Victor wholesalers, have
received several letters from Victor retailers
praising the display cards which this company
is issuing monthly. These cards, which are 14
by 22 inches, are painted by a well-known artist
and contain a sales appeal that acts as a stimu-
lant to the sales of the records that are featured.
One of the attractive cards in this month’s
series presents the hit of “Chu Chin Chow,” en-
titled “At Siesta Time,” and if this card is dis-
played properly it is certain to increase the
sales of this particular record.

Pettiness in money matters encourages petti-
ness in ‘many matters.

No. 83

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

LONG CABIN

ETS

FIRST and FOREMOST

In the cabinet field.
Why?

CONSTRUCTION
FINISH and
ADAPTABILITY

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

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

its height.

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

No. 79

In all finishes. Shown with top
moulding and shelves.
Specially adapted for use with
Victrola IX.
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““The Road to Profits’’

Stock the Records that bring back satisfied customers

MPERIAL RECORD

Recorded in our own laboratory and made in our own factory,
faithfully reproduce the World’s most famous Instrumental,
Operatic and Popular Music.

The Imperial Records can be played on all makes of Talking
Machines and are backed by our catalog of over Two Thou-
sand numbers, containing among them a galaxy of Artists
known the World over.

Supplements listing new attractive and varied additions to
our repertoire published every month.

You will make no mistake in writing us for further details
and our very liberal discounts.

IMPERIAL TALKING MACHINE COMPANY, we.s vandever Avenue, Wiimington, Del

Recording Laboratory and Showrooms: 35 West 31st Street, New York City
Pacific Coast Distributors: The Stern Talking Machine Corporation, 1085 Market Street, San Francisco, Cal.
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REPAIRS

TALKING MACHINE TROUBLES AND
HOW TO REMEDY THEM

Conducted by Andrew H. Dodin

[This department of The Talking Machine World is de-
signed for the service of all classes of our dealers, includ-
ing those who make, and those who sell, talking machines.

Andrew H. Dodin, who conducts this department, has a
wide and enviable reputation as a repairer of talking ma-
chines and conducts an exclusive talking machine repair
shop at 176 Sixth avenue, New York. Tell him your trou-
bles through The World and he will help you if possible.
The service is free.—Editor.]

SOME INQUIRIES ANSWERED

WEesT ArLis, Wis., January 31, 1918.
Editor, The Talking Machine World:

I would like advice on the following items, as
I find phonograph people do not seem to agree
on these points:

What is the correct playing weights of points
on records of various standard makes of ma-
chines?

' Is there a definite angle at which to place the
needle or jewel point when in playing position

on the record? If so, what determines this-

angle? H. H R.

ANswer—The weight or pressure at the needle
point of the Edison Diamond Disc sound box
is between three and four ounces, and at the
needle point for sound boxes playing lateral cut
records, should be about six ounces. A dia-
mond point needle should track the groove of
the record at an angle of about 50 degrees to
the surface of the record, steel needles at about
45 degrees. In some cases a little more or less
degrees of angle will give better results.

The angle is determined by setting the sound
box in the position giving the least blast. For
instance, a sound box might play satisfactorily
at the angle of 45 degrees, but would blast at
an angle of 50 degrees, etc.

New York, N. Y., January 30, 1918.
Repair Department,
The Talking Machine World:

Some time ago one of the governor springs
in a machine in my store was broken, and I was
forced to substitute a spring not quite so long,
but carrying a governor ball of about the same
weight as the two that remained. Although the
motor apparently runs at proper speed, there is
a peculiar grinding noise coming from the gov-
ernor, although it seems to revolve all right.
Could the shorter spring have that result? ’

ANswER—If there is one short spring and two
long ones in the governor it will naturally be
thrown out of balance and is most likely to
cause grinding or knacking noise. I would sug-
gest that you write to the manufacturer of your
motor for a complete set of springs and gover-
nor balls of the same size and attach them to
the governor.

BostoN, Mass., February 2, 1918.
A. H. Dodin,
care The Talking Machine World:

Is it possible to resharpen steel talking ma-
chines needles so that they may be used again
without damage to the record? I understand
that the shortage of needles has resulted in the
placing on the market of machines for resharp-
ering them. Can these machines be used safely?

J.H. W.

Answer—Steel needles of the usual type are
generally hardened at the point by some spe-
cial process, and if this hardened surface is not
entirely worn away by use it should be pos-
sible to repoint them successfully. The point
and sides of the needle, however, will have to
be ground smoothly, and then polished until no
roughness is discernible. There have been
needle-sharpening devices on the market here,
but they have met with indifferent success, ow-
ing to the plentiful supply of needles up to this
time. It may be that if there is a genuine

needle shortage an improved sharpening ma-

chine may make its appearance.

NEW JOBBER IN PHILADELPHIA

The George D. Ornstein Co. Appointed Victor
Jobber With Quarters at 9 N. Eleventh Street

PHiLADELPHIA, PA., February 4.—George D.
Ornstein, who recently severed his connection
as manager of the traveling department of the
Victor Talking Machine Co., and in direct
charge of the company’s traveling representa-
tives throughout the country, after over twenty
years in the Victor service, is president of the
new George D. Ornstein Co., which has been
appointed wholesaler of Victrolas and Victor
records in this city, and opened quarters at 9
North Eleventh street on February 1. Asso-
ciated with Mr. Ornstein in the new venture is
George A. Lyon, who for several years past

George D. Ornstein
was his assistant in the traveling department of
the Victor Co.

It is doubtful if a single man in the talking
machine trade is as well known among Victor
wholesalers and dealers as Mr. Ornstein, for
he has covered the country thoroughly and has
kept in close personal touch with all develop-
ments from coast to coast. He has a keen
knowledge of the talking machine business in
all its phases, and has the ability of training new

material to become effective in the field.
e

As a Victor wholesaler, Mr. Ornstein is par
ticularly well equipped to win success. He is
in a position to render distinct service to the
dealers in the matter of giving advice, and his
company is planning some original things in
the matter of general service.

The company will confine itself to wholesale
business exclusively, and starts with a floor space
of nearly 10,000 square feet in the business cen-
ter of Philadelphia, a location most convenient
In every respect.

INCREASED WIDDICOMB DEMAND

This Artistic Phonograph Grows in Favor With
the Trade, Judging From Orders Placed

Granp Rarips, MicH., February 9.—The Widdi-
comb Furniture Co., of this city, report that the
demand for the Widdicomb phonograph has far
exceeded their expectations, and appreciative
words regarding this meritorious product are
heard on ail sides.

The Widdicomb phonograph was the object
of much interest at its debut at the Furniture
Show held in Grand Rapids during the month
of January. The full line was exhibited, fotr
upright models and four console types. The
popularity of the line was attested to by the
fact that they were entirely cleaned out of a
number of the models. It is announced that
they are now able, however, to resume unin-
terrupted deliveries. With the immense fa-
cilities of the Widdicomb Furniture Co. at its
back the phonograph division will be enabled
to expand to take care of all business.

With such an auspicious start, H. C. Howard,
manager of the phonograph division, looks for
great things during the coming year. It is
his opinion that a large part of the success the
Widdicomb line has built up for itself has been
through the prospective jobber or dealer fol
lowing their suggestion to “Play It Yourself.”

ISSUE FRIEDA HEMPEL FOLDER

Thomas A. Edison, Inc., have just issued an
artistic and impressive folder calling attention
to the fact that Frieda Hempel, the noted Met-
ropolitan opera prima donna, has been added
to the already extensive list of Edison artists, as

“announced in The World last month.

* The folder, which is produced in two colors
contains an excellent portrait of Miss Hempel,
together with something about her career in
opera, and the announcement that the Edison
Re-Creation of her voice will soon be available,

NOW IS THE TIME

TO REPLENISH YOUR STOCK

Records prove that the next three months are the best in the year
d for selling the

— VICSONIA —

Mr. Dealer:

stock. Order NOW.

If you are not familiar with the *best repro-
ducer for playing EDISON RECORDS,” send us
$3.50 and we will send you one on 10 days’ approval.
Money refunded if not satisfactory.

Don’t miss sales by being out of

State Make of Machine

313 East 134th Street (Bronx)

Vicsonia Manufacturing Company, Inc.

NEW YORK, N. Y.
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AWARPOLICY

Being an Announcement from

Stephenson, Inc., New York
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102 IE have entered this war to see 1t through to

&4 ‘/‘/ i a deadly finish; an end that will insure

«y‘b@@@g% for always the homes of civilized peoples
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against unbelievable ravage..... Stephenson
Precision Made Motors are manufactured by
DeCamp & Sloan, Incorporated. of Newark, N. J...
whose enviable reputation for the manufacture of
precision machinery has brought to them much work
for the Government..... tools and dies of infinite

accuracy..... parts for munitions, for aeroplanes.
Thus, 1t has been their duty to apply their skill to
things that wound and maim and kill; and, in the
strange way of Fate, to apply the same skill to parts
that gladden the heart..... the phonog’raph in the home,
where a service ﬂag means a son at the front..... and
phonographs in the camps of the Boys “over there."”

And their war policy 1s to do their bit in every way.
To apply their skill on Government work..... and

always to apply the same skill on our work—the

manufacture of the Stephenson Precision Made
Motor. For, surely., music as Well as shrapnel. has
1ts part In War..... and who shall say it has a lesser

part?
Voers V. FFE

Vice—pres ic]ent

STEPHENSON. INC.. One West 34th St., New York
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DETROIT TALKING MACHINE DEALERS ELECT OFFICERS

S. E. Lind Heads Organization as President—Annual Convention of Grinnell Forces Tells of Prog-
ress—Busy Pathé Jobbers—Edison Shop Looks for Big Trade—The Business Outlook

Detroit, MicH., February 7—We have had many
adverse conditions confronting us for the past
thirty days owing to the coal situation. People
in almost every section of the State have been
without coal, and so serious has been the lack
of coal and fuel that numerous cities have had
to shut down their retail stores and industries
almost completely. Railroad traffic has been
tied up, and freight and express shipments have
been the worst in their history. Notwithstand-
ing this condition of affairs, it is really remark-
able the encouraging reports one hears from
dealers of talking machines and records. We
don’t mean to infer from this that all dealers
are reporting a brisk business, but it is true
that most of them report that business is en-
tirely satisfactory. ‘There are complaints by
some dealers of their inability to get certain
popular-priced models of machines, while others
report a shortage of records. The wholesalers
attribute the shortage to poor railroad ship-
ments. Several dealers who ordered talking
machines from outside jobbers had them sent
by express and even then it took nearly thirty
days to get them through to destination.

The Detroit Talking Machine Dealers’ Asso-
ciation held its annual meeting in January at
the Hotel Charlevoix with a very good attend-
ance, the meeting itself being one of unusual in-
terest and enthusiasm. The election of officers
resulted as follows: President, S. E. Lind, Co-
lumbia Graphophone Co.; first vice-president,
George W. Smith, Detroit Music Co.; second
vice-president, Wallace Brown, Brunswick deal-
er; secretary, W. D. Trump, Jr.,, Max Strasburg
Shops; executive committee, A. A. Grinnell,
Sidney J. Guest, Phil B. Lang and Edward An-
drew, Jr. The association passed resolutions
to render unanimous and hearty support to the
city and State fuel administrators; also to put
on the proposed concert some time around
Easter, the money for tickets sold to be turned
over to one of the patriotic funds. Reports of
the various past officers and committees showed
the association had prospered, and that with
a larger membership than ever the new year
gives promise of great things.

Grinnell Bros., operating twenty-four branch
retail stores, held their fifteenth annual conven-
tion at Detroit from January 29 to 31. It was
the greatest meeting of its kind in the history
of the company. C. A. Grinnell, vice-president
of the company, presided at the business ses-
sions. Among the numerous subjects discussed
were the Victrola retail and wholesale depagt-
ments. Reports showed that these departments
enjoyed splendid business during 1917—prob-
ably the best of any in the Detroit or branch
stores. A. A. Grinnell, vice-president and treas-
urer of the company, and C. H. Grinnell look
after the Victrola departments both as to buy-
ing and distribution.

Max Strasburg, of the Max Strasburg Shops,
who had planned to leave early in January for
the South, has postponed his trip until some time
in February. He- will probably be *“chasing the
white ball on the green” under balmy skies ere
this issue of The Talking Machine World is off
the press.

Williams, Davis, Brooks & Hinchman Co,,
Michigan distributors for the Pathé line, are
very well pleased with their sales the past year
on Pathé machines and records, and both Mr.
Chambers and Mr. Saunders, of this department,
report that 1918 is going to be much better. In
their building at Bates and Congress streets
they have fixed up a very attractive room of
what can be termed a “perfect Pathé Shop.” It
is of special interest to those who are already
in business or who contemplate entering the
talking machine business. The'room shows just
how a modern Pathé Shop should look as to
decoration, booths and display as well as stock-
keeping.

The East Detroit Music House and the J. L.

Hudson Co. are doing a good business with the
Sonora phonograph.

R. B. Alling, of the Edison Shop, is confident
that 1918 is going to be a big year for all Edi-
son dealers in his respective territory. The
Phonograph Co., of Detroit, which is the job-

S. E. Lind, President T. M. D. Association
ber for Edison phonographs, and of which Mr.
Alling is also manager, is taking on new accounts
right along, but they are the kind that produce
results and this means profits to the dealer.
Daily recitals are given at the Edison Shop, and
too much praise cannot be given the two young
ladies who have charge of these recitals. Both
are high-class artists themselves and the in-

creasing attendance shows that they are worth-
while and worth the effort. The Edison Shop
is the only phonograph store in Detroit that
actually boasts of a recital hall—and it is right
on the main floor.

S. E. Lind, local Columbia manager, was in
New York during the early part of January, to
attend tlie convention of Columbia branch man-
agers. He is still effervescing over the conven-
tion, and he is determined that regardless of
adverse conditions his books shall show an in-
crease over the great record he made in 1917.

W. F. Huttie, sales manager of the Starr Piano
Co.’s branch in this city, assisted by five other
branch managers, were in Grand Rapids most
of January in connection with the midwinter
exhibition of furniture manufacturers. Their
purpose in spending so much time in Grand
Rapids was to sign up furniture dealers for the
Starr line of phonographs and records. Mr.
Huttie had splendid success, as did the other
men there.

J. Henry Ling, Columbia dealer, Detroit, was
hurt February 1 in a motor car accident, but is
now on the road to recovery.

H. L. TUERS IN AVIATION SERVICE

Manager of Dealer Service Department of Co-
lumbia Graphophone Co. Joins Aviation Sec-
tion of the Signal Officers’ Reserve Corps

H. L. Tuers, manager of the dealer service de-
partment of the Columbia Graphophone Co.,
New York, has been accepted as a member of
the Aviation Section of the Signal Officers’ Re-
serve Corps and expects to be assigned to his
new duties in the near future. Mr. Tuers is
in line for an officer’s commission at the end
of the technical ground school course and the
usual flying examinations. His successor has
not yet been appointed.

A bluff is good (when you have enough re-
serve power to protect yourself should the bluff
be called).

Connected
Talking Machine Business

Thirty desirable records. You may not have all of these selections
We will gladly play any record for you
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CLEMENT BEECROFT

309 W. Susquehanna Avenue

With The

Cabinels

Récord

Envelopes

Needles

Philadelphia
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. Build Up the Record
I end of vour Busihess!

It ousght to be bigser than the machine end—but is If?

You can sell a machine
to a family but once,
but there are dozens
of new records every
month and thousands
of old favorites that
will sell if brought to
the atiention of vounr
machine owners.

New York Talking

Machine Co.
119 W. 40th St., New York

During the npresent
shortase on Victor Rec¢-
ords, retailers in all
sections of the United
States have found it
profitable to forward
record orders to the
fwo larsgest exclusive
wholesalers.

Chicaso Talking
Machine Co.

12N.MichiganAve. Chicago
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CHicaco, ILL., February 11.—While the manu-
facturing end of the Chicago trade has been ma-
terially handicapped by the recent five-day shut-
down and the “heatless Monday” edict,” there is
no grumbling among the dealers from this
source, their only means of complaint at pres-
ent being the poor shipping facilities through-
out the country. They are having a great deal
of trouble in securing the necessary cars to make
deliveries and when they are fortunate enough
to secure some of the railroad rolling stock
and place their product aboard they are out of
the woods by no means, as then begins the real
trouble. Owing to the fact that the railroads
have discontinued the use of their car tracers,
many consignments are miscarried while in tran-
sit, as there is a likelihood that a shipment
consigned to New York may turn up in New
Mexico or vice versa.

A great many of the manufacturers were also
inconvenienced somewhat by the recent coal
shortage, which was brought about by the big
blizzards during the middle of January, but the
fuel administration proved its worth in the emer-
gency by literally commandeering numerous
train loads of coal throughout the South and
heading them off to Chicago. The railroad sit-
uation is bad throughout the entire country at
present, as is well known; and for this reason
jobbers as well as the retail dealers handling
the products of the old-established concerns lo-
cated in various ports of the country have suf-
fered from a shortage of goods. The medium-
priced machine has created such a strong de-
mand throughout the trade that the stocks of
the dealers have been rapidly depleted.

While the “heatless Monday” edict has been
a means of curtailing the retail business to a
certain extent so far as the sale of instruments
is concerned it has had a tendency to cause
impetus in the record business. Those of the
people who already owned machines are at
present coming down on Saturdays and loading
up with records that will tide them over the
“double holiday.” There is also quite a demand
for records on Tuesdays, owing to the fact that
theatres and moving picture houses are com-
pelled to close that day and people are pre-
pared, therefore, to spend the evening at home.
The dealers who keep their fingers on the pub-
lic’s pulse by watching the bookings of the big

shows that are billed for Chicago are the ones
reaping the harvest in the record business at
present. For example, the demand for pop-
ular music such as is being used by the Ziegfeld
Follies at present in Chicago is very brisk. The
wiser dealers have got in their supplies of these
songs months ago, and are therefore, able to
take care of the demand. There are musical
shows that will reach Chicago in the near future
which will also create a demand for other selec-
tions, and those dealers who have been far-
sighted enough to watch the bookings of these
big shows have a plentiful supply of records on
hand to care for the demand as it arises. There
is still the shortage of steel needles, but not so
great as during the holiday period, as shipiments
of these are coming in in fair shape at present,
having been ordered several months ago.
Discusses Conditions Exhaustively

H. P. Ellis, of the Chicago Talking Machine
Co., reports that they are still inconvenienced
by the bad shipping conditions. “We have,”
said Mr. Ellis, “deliveries on the way that had
been shipped from the factory on December 12.
They are some place between here and the Viec-
tor factory, but just where we don’t know. As
the railroad companies are using their car
tracers for other purposes, the shipper has to
look out for himself. We have, therefore, em-
ployed a man who does nothing else but tear
up and down the railroad tracks trying to lo-
cate our shipments for us. The only way we
are receiving the goods from the Victor fac-
tories at present is through a very roundabout
route. The city of Camden seems to be en-
tirely tied up so far as the railroads are con-
cerned, and for this reason shipments are being
sent by boat through either Norfolk or New-
port News, and then placed upon the cars and
shipped to their destination over the B. & O.
and C. & O. We can trace our cars, up to the
time they are loaded on the trains at these
points, but after that it takes a veritable Sher-
lock Holmes to find them.

“Records are coming in by express and this
is increasing our overhead expenses materially.
The record situation so far as popular selections
are concerned is very grave at present. The
demand is exceedingly strong, and the factories
are working to capacity. Nevertheless ship-
ments are a bugbear in-this instance also. A

great many of our dealers who profited by our
advice and ordered ahead way back in October
and November are profiting. There are also a
great many dealers who have a large supply on
hand of records other than the popular ones, but
they never took the trouble to use their sales-
manship ability in selling these records. They
just merely put them in stock and took a chance
on their being called for, as they devoted “their
time to selling the popular numbers. These
dealers are now having a demand for popular
stuff, but are unable to fill them. They have,
therefore, taken the trouble to go over their
stock and are finding numerous selections that
can be sold with little effort, as they are selec-
tions that give satisfactory returns to the pur-
chaser. All that these records needed was a
little energy behind them, and now that they
are being pushed they are selling in the majority
of cases better than the popular ones. We have
a plentiful supply of these records on hand, and,
therefore, can take care of the demand, as they
are all good sellers and are liked by the pur-
chaser if he is given the opportunity to hear
them. By pushing these records the dealer can-
not only relteve the situation materially, but
can continue to do a good business as well if
he will just expend a little energy towards push-
ing these numbers. In machines, the demand
for elevens and fourteenth got beyond the con-
trol of the dealers and the demand for these
instruments grew to such proportions that the
dealers’ stock was rapidly depleted in many in-
stances early in the season. The wise ones,
therefore, began pushing the‘tens and sixteens,
and these models have proved very satisfactory
in taking care of the demand.”
New Repeating Device

The Repeat-o-graph Co., of Illinois, is being
incorporated with a capital stock of $100,000 for
the manufacture of a new device for a repecater
and stop for talking machines. The attorney
for the company says that their clients do not
wish to make any announcement at present, al-
though they will furnish details regarding their
organization and progduct in the near future.

Exhibitors at the Furniture Show

The January furniture show in Chicago was
a big success notwithstanding trade conditions
that were not considered altogether favorable.

(Continued on page 79)

The WADE Fibre Needle Cutter

Gle' OR[GI/VAL “Repornrer

7y

The 20 (ormore)
ELORE ORIGINALREPOINTS

AFTER

THEY GIVE

WADE & WADE, 3807 Lake Park Ave, Chicago, Ill.

THIE “WADIE”
FIBRE NEEDILE CUTTER

The Orlgmal” Repointer Which Gives 2O or More “Original”” Repoints

The term “ Original ” applies to the Wade Fibre Needle Cutter
i1 several interesting and important ways.

The Plier-handle principle (protected by patent) of the “original”
Wade Fibre Needle Cutter was the “original” idea of the “orig-
inal” Mr. Samuel O. Wade, an inventive genius
mechanic of great ability and wide experience.

The “original” intention of Mr. Wade to make the very best,
most economical and durable Fibre Needle Cutter on the market has
long since been fulfilled.

The “original” Wade Fibre Needle Cutter is simple in opera-
tion, strong and durable,

AND BEST OF ALL, IT GIVES 20 OR MORE *‘‘ ORIGINAL *’ REPOINTS
as shown by accompanying illustration.

YOU’LL SELL MORE ;‘ggl)']l‘;:;; B}\ECQ:‘?\JUE;Si

and skilled

Price $2.00
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GAUIT-CURCL Your customers will enjoy improved service
at lower cost if you sell them fibre needles and
g}% a L. & H. Fibre Needle Cutter.
: %F I * % % *
\*S‘{gﬂ Also Advertising Services to aid you in making
S yours the best known talking machine name [ SBAL ST
> 1in vour locality are offered by us.

Subscribe to our Advertising Services and get
striking cuts for a purely nominal price.

Victrola Advertising Service

Tff—l@?f'— = 52 Cuts a Year

(=S o .
) Victrola Half Service
\;—/ 26 Cuts a Year

Victrola Folder Service
For Holding the Monthly Supplements in Place of Envelopes

Victrola Window Display Cards

Featuring the New Records

Small Instrument Advertising Service
36 Cuts a Year -

Piano Advertising Service

| Free to Dealers Who Represent America’s Most Popular
High Grade Piano

Samples and Prices Free—Write for Them
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—CHICAGO COVER BALANCE NO.A

CHICAGO HINGED COVER SUPPORT AND BALANCE CO.
2242 WEST 69th STREET, CHICAGO, ILL.

Others—Why Not You?

Most of the new talking machines of real merit are

equipped with the

CHICAGO COVER BALANCE

[t is not merely a Talking point; it's a Positive point of vantage.
Ask the users.

Don’t take our word for it.

WE-MAKE NO CHARGE FUR SAMELES TO BONA-FIVE MANUFACTURERS————

Investigate.

FROM OUR CHICAGO HEADQUARTERS—(Continued from page 77)

In the various buildings on Wabash avenfie de-
voted to exhibits there were a number of dis-
plays of talking machines, and the exhibitors all
seemed to be satisfied with the amount of busi-
ness done. Among those having displays were
the Brunswick-Balke-Collender Co., Elmbrola
Talking Machine Co., Vitanola Talking Machine
Co., Mandel Mfg. Co., and the United Phono-
graphs Corp.
B. & H. Fibre Co. Preparedness

“Notwithstanding existing conditions,” said
F. D. Hall, president of the B. & H. Fibre Co,,
“there seems to be no let-up in the amount of
orders coming in for our product. These or-
ders are not coming in from any particular part
of the country in excess to other parts, but it is
general all over the country, and for this rea-
son I am inclined to believe that the only thing
that will interfere with the trade in general
this year will be transportation. While several
of my most expert and valuable employes have
been called to the colors there has been no
interruption to our progress. It is, of course,
a hard matter to get workers to make fibre
needles, as it takes from four to five months to
drill them properly. Nevertheless, I was pre-
pared in a measure for the loss of some of my
most valued employes, because I always keep
several in training prepared for any emergency
that may arise. The absentees who have been
called to the colors have been assured by me
that whenever they return their same positions
witl be waiting for them, and not only that, but
I think that I will have a mighty pleasant little
surprise awaiting each one just as soon as he
returns, as I am keeping their names on the
salary list, and every payday I put their salary
into a savings account which was taken out
under their name. Therefore, should any of
them come home and be physically unfit for
work they will have a little nest egg waiting
for them which they don’t expect.

“I have been receiving a great number of testi-

monials from people all over the country who
have purchased the B. & H. fibre needle pointer.
Some of these letters are very amusing and
others are written by intelligent, keen thinkers,
and the prevailing statement which seems to
appear in all of them is “best I have ever used.”
In making this statement, perhaps one is apt to be
skeptical and accuse me of braggadocio; never-
theless I make this statement in all fairness. It
is only the quotation contained in a great num-
ber of these testimonials which have been re-
ceived recently, and, therefore, is not original on
my part.”
Gets Responsible Position

Miss H. McCormack, formerly with the talk-
ing machine section of the Hillman department
store, is now connected with the Wade Talking
Machine Shop, and is in charge of the record
department. Miss McCormack is a very capable
young lady and, although having been in the
talking machine business for a little over a year,
has proven her worth in this short space of
time and is considered a valuable asset to the
Wade Shop.

Acquire Canadian Patents

The Orilla Furniture Co., of Orilla, Canada,
have recently made arrangements with the Auto-
matic Container Co., of Chicago, whereby they
havc acquired thc Canadian patent rights to
manufacture the automatic filing devices that
are produced by the latter company. A. V.
Taylor, superintendent of the company, has
written a letter to Mr. Read, president of the
Automatic Container Co., in which he states
that there is a very big dcmand for this product
throughout Canada. The holiday trade reached
proportions far beyond their expectations, never-
theless with their completely equipped factory
and their unlimited stock on hand they were able
to take care of the demand.

Mr. Read states that the business of the Au-
tomatic Container Co. has progressed steadily
of late and had grown to such proportions that

it has bccome necessary to enlarge their factory
facilities. For this reason he has made ar-
rangements with a cabinet manufacturer located
in Buffalo to make the necessary cabinets in
that city and handle the Eastern trade from the
Buffalo factory.
Arthur D. Gelssler a Visitor

A. D. Geissler, president of both the Chicago
Talking Machine Co. and the New York Talk-
ing Machine Co., spent last week in Chicago
looking after the business interests of both
companies.

New Victor Store

The Pearson Piano Co., of Anderson, Ind:, a
branch of the Pearson Piano Co., of Indian-
apolis, have acquired the Victor stock of the
Meyer Bros. Drug House, of Anderson. The
Pearson Piano Co. have a well-established ware-
room in Anderson, and are better able to take
care of the talking machine business, being a
piano house, than were the Meyer Bros. Drug
House. They have been located in their pres-
ent premises for the past year and a half and
have a very fine trade established. They have
fitted up their wareroom with the necessary dem-
onstration booths and have a competent sales
force to handle this business.

Brunswick Doings

“The year of 1917 surpassed our expectations
and the new year has started off with a rush,”
said H. B. Bibb, sales manager of the phono-
graph division of the Brunswick-Balke-Collender
Co. “The number of new contracts coming in
daily is very gratifying indeed. We are very
fortunate in having our factory located in Du-
buque, Iowa, as it is west of the Mississippi
river and does not come under the Garfield
fuel saving order. Our plant is working over-
time and while some difficulty is being experi-
enced in moving freight to the Eastern territory,
we are able to keep our different branches sup-
plied with stock by making express shipments.

(Continued on page 81)

TRANSFER NAME PLATES

We make the Transfer

Name - Plates and Trade-Marks for

the largest talkmg machine manufacturers in this country and
for dealers in every state. .

YOUR NAME, Mr. Dealer, on every machine brings the owner

back to you for records and his-{riends to you for a machine.

Samples, Suggesttons and Sketches Furnished Free *

THE MEYERCORD COMPANY, CHICAGO

Largest Manufacturers of
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Are One-Record
Phonographs Doomed?

A Frank Discussion of a Situation

Which Faces Every Dealer

HERE are two kinds of fine phonographs now, the one-

record instruments and the all-record Brunswick. Many
dealers, noting the welcome of this new, final-type phonograph,
are wondering about the future.

And they may well spend time in studying the trend of public demand . . ..
the changing atatude.

Up to now, the music lovers have had to content themselves with one-record
instruments. They have been compelled to take one certain line of records,
barring all the others. This has meant a limited selection and the uncomfortable
feeling that they were deprived of many favorites.

No One-Record Maker Offers All the Great
Singers and Musical Selections

Indications point strongly to the fact that music lovers pre-
fer to make up their selection of records by names of singers of
musical organizations instead of by name of record makers.

The Brunswick plays a// records.

This includes Pathe Records.

An alliance between Brunswick and Pathe gives each
Brunswick dealer the right to handle Pathe Records. This in-
cludes one of the largest musical collections in the world —all
the latest hits, all the great operas, all the instrumental and
band selections.

The Brunswick is the premier instrument with the g//-
record feature. All Brunswick dealers unite in the belief that
this new-day phonograph is destined to dominate the entire
musical world.

Nine customers out of ten, once they hear The Brunswick
and compare it with others, prefer it. And no Brunswick owner
would ever go back to an old-type machine.

Dealers with a vision of tomorrow’s trade, men who want to
know more about the tendency of the times. are invited to write
to us so that we may present further interesting and important
facts. For those who are looking ahead, we have a very interest-
ing proposition.

HE BRUNSWICK-BALKE-COLLENDER CO.
CHICAGO SAN FRANCISCO NEW YORK CINCINNATI
Branch Houses in Principal Cities of the United States, Mexico, France

623-633 South Wabash Avenue, Chicago
29West42nd St.,, NewYork  7th and Main Sts., Cincinnati

Canadian Distributors
Musical Merchandise Sales Co., Excelsior Life Building, Toronto

‘The-

PHONOGRAPHS 1 N
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FROM OUR CHICAGO HEADQUARTERS—(Continued from page 79)

“A large contract has been closed with Mar-
tin Bros. Piano Co. by our representative, K.
MclInnis, who travels out of a St. Louis office.
C. W. Kalder, who was in charge of our ex-
hibit at the recent Grand Rapids furniture show,
closed a number of contracts with some of the
largest furniture dealers in the U. S.”

G. F. Gamble is the new Brunswick repre-
sentative in the New Orleans territory.

The large wall map of the United States hang-
ing in Mr. Bibb’s office, which designated by
means of small tacks the location of Brunswick
dealers throughout the country, is beginning to
look like a forest. The central States are com-
pletely covered and the Western States as well
as the Pacific Coast States are filling up rapidly.

A. G. Kendrick, in charge of the Brunswick’s
Eastern territory, is showing some speed in se-
curing new accounts.

Edward Strauss, formerly connected with the
Chicago office of the Brunswick Co., has been
transferred to their New York office, of which
he will be general manager.

Wallace Brown, the live wire Brunswick deal-
er of Detroit, hopped into Chicago on a visit
one day last week, stirred things up a bit and
then hopped back to Detroit.

Among other Brunswick visitors to Chicago
within the past week were J. Lane, of the Bruns-
wick Shop, Toledo, and G. F. Standke, manager
of the Brunswick Shop, Indianapolis.

E. S. Bristol, who covers in a most intensive
way thirty-six counties in northern and cen-
tral Illinois, has been spending a week or so in
Chicago attending the furniture show. Mr. Bris-
tol has had remarkable success in the restricted
but populous territory covered by him.

The New F. & W. Sound Box

The F. & W. Mfg. Co., of this city, is about
to place on the market a new and distinctive
sound box. It is constructed on new lines, in-
asmuch as the sound waves have no direct com-
munication with the tone arm, but are passed
through a separating partition into an acoustic

or tone chamber, then through proper channels,
into the tone arm. The stylus bar or needle

‘holder is suspended in an entirely new manner,

making perfect connection, yet without friction,
thus the sound is amplified with excellent re-
sults in point of tone and detail. Its reproduc-
tion of both vocal and instrumental music is de-
cidedly realistic. _

With this sound box, it is claimed that one
can use the fibre needle and get better detail,
and in most cases a volume of tone equal to
the ordinary box with the steel needle, thus
saving wear and tear on records.

The sound box was invented and perfected by
Elmar Fletcher, of Chicago, an old-time phono-
graph man, having been in the business both in
the making and reproducing of records, before
the molded record was known. The box will
be marketed by Roscoe L. Wickes, a well-known
business man of Chicago, and Mr. Fletcher under
the firm name of the F. & W. Mfg. Co., 6 East
ILake street. The trade will be duly notified
when the box will be ready for the market.

H. A. Yerkes’ New Post

H. A. Yerkes has been appointed field sales
manager of the Columbia Graphophone Co. and
will shortly leave his present office in Chicago
to take up his new duties at the Columbia head-
quarters in New York. He has just returned
from a successful tour of the Central States,
having visited Indianapolis, St. Louis, Kansas
City, Omaha and Minneapolis and reports that
the business throughout the sections of the
country he had just visited is in fine shape and
the dealers he visited are very optimistic. Mr.
Yerkes has just received an announcement from
the New York headquarters that he has won
the President Whitten district manager’s cup,
a handsome sterling silver trophy, which had
been donated by Mr. Whiften, and which had
been keenly contested for among the district
managers throughout tlhie country. The terms
of this contest provided that permanent posses-
sion of the trophy rested with the district man-

ager who won the cup for three months, and
notwithstanding the fact that he did not regis-
ter- his first victory until October, Mr. Yerkes
won the cup with three consecutive victories.

Mr. Yerkes won the President Whitten dis-
trict managers’ cup as district manager of the
Middle West territory, and W. L. Sprague,
manager of the Minneapolis branch, is also
being congratulated upon this victory, for his
branch was a most important factor in bringing
the trophy to the Chicago division. The final
result of the contest was in doubt until the
last moment, for several of the district managers
had been winners for two months, and needed
only one more victory to clinch their right to
permanent possession of the cup.

“All Through the Night”

Mr. Griffith, in charge of the stockroom of
the Chicago Talking Machine Co., came down
to work the other day wearing a big grin on
his face, said good morning to everyone in the
office, and then began to pass cigars around to
the boys. When asked the reason of his gen-
erosity he replied: “The stork brought a new
baby girl to our house last night, so I have a
sneaking suspicion it is up to me to receive con-
gratulations.” After giving everyone in the of-
fice a cigar he tipped his hat over one eye and
sauntered majestically to his desk in the stock-
room. Soon after, strange and various well-
known lullabies issued from a Victrola in the
stockroom.

Talking Machine Shop News

C. L. Davidson, of the Talking Machine Shop,
reports that they are still doing a nice business
regardless of weather conditions and “heatless
Mondays.” “Our business for the past month
compares very favorably with the January of last
year,” said Mr. Davidson, “and we therefore have
no reason to kick. We have a good supply of
records on hand, just exactly the stuff that peo-
ple want at present. We are, therefore, able
to fill 90 per cent. of our orders. The trade so

(Continued on page 83)
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- Convincing Proof of Merit

are the unsolicited testimonial letters .which come to us from ;
dealers and owners in every day’s mail:

A characteristic letter from an Empire owner sent
to us by the dealer who sold him the machine:

“The Model B Talking Machine I bought of you
reached me last Saturday in splendid condition.

“This machine was my choice among a number of
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