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Invincibre

A Magmfz cent
1 one!

‘N?HEN you hear the Sonora you get a new
tdea as to.the beauty of tone which it is
possible to obtain in a phonograph.

The Sonora tone is famous for its wonderful charm,
for its naturalness of expression, for its crystal
cleamess and for its rich, velvety smoothness.

All that you: possibly expect of a phonograph—
and more—is realized in the wonderful Sonora!

The Sonora gives your customers the
biggest value for their money, and
this means splendid business for you.

An unequaled line of standard uprlght and pertod
models 1s available.

Prices 950 to $IOOO
énnura iBbunngrapb Sales Company, zmc

George E. Brightson, President

o % Export Dept., 417 West 28th Street, New York

: \:n Executive Offices: 279 Broadway, New York

TORONTO: Ryrie Building
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THE MAKING OF PERSONAL RECORDS INCREASES IN FAVOR

Prominent Members of the Trade Believe That the Actual Record of the Voice Will Soon Take
Its Place Alongside the Photograph in the Favor of People in the Home

According to the opinion of a man who has
long played an active part in the development
of the talking machine industry to its present
high position, there are to be expected some
moves for the enlargement of the appeal of
talking machines and records along entirely new
or practically new lines. One of the most in-
teresting points of his prophecy is that within a
comparatively short time the personal talking
machine record will be almost as common as the
high-class photograph. In other words; that
in addition to preserving a physical likeness of
a loved one, people of sentiment will demand,
and have offered to them, the opportunity of
obtaining and preserving a record of the voice—
a record that in most respects would have far
greater value than even the most treasured fam-
ily album.

There have been in the past efforts made along
the line of encouraging the making of personal
records, but those concerns in a position to take
up the work, so far as equipment went, have
found that all their facilities were required in
meeting the general demand for their products,
and that the time devoted to making a personal
record at a reasonable price could be devoted
with far more profit to the production of a rec-

ord that would prove salable on the general
market.

With the broadening of the industry, however,
it is the belief that the personal record will
again be taken up, and with more success than
in the past. To start off, this service will, of
course, be only for those who can afford the
luxury, for recording work is expensive, and
where only a dozen or so records are to be
pressed from the masters those dozen records
must command a price that will cover record-
ing expense, and likewise leave a profit. Where
this work is specialized in, however, it is Dbe-
lieved that a sufficient demand could be created,
especially among the wealthier people in the
larger cities, to put the plan on a paying basis.

The talking machine man in question even
goes so far in his belief as to hold that if the
plan was properly exploited, and inquiries care-
fully classified and grouped, the recording ex-
perts with their apparatus can make a very
profitable tour of the country, stopping for nec-
essary periods in the various cities and finish-
ing their work of producing the final records
upon their return to the laboratories. It is an
interesting thought regardless of its ultimate
practical value.

TO HANDLE EXPORT BUSINESS

Emerson International, Inc., Organized With C.
L. Seiler as President to Develop Foreign and
Domestic Trade—L. D. Rosenfield on Staff

Emerson International, Inc., was incorporated
this month for the purpose of handling and de-
veloping the export business of Emerson prod-
ucts and to handle the International Emerson

Louis D. Rosenfield

records in domestic markets. The offices of
the new company will be located at 366 Fifth
avenue, New York.

The officers of Emerson International, Inc.,
are C. L. Seiler, president; Robert Clifford, sec-
retary, and Benj. E. Smythe, treasurer. Mr.
Seiler was previously associated with the Emer-
son Phonograph Co., and is well known in talk-
ing machine circles. Mr. Clifford was formerly
connected with several prominent Chicago
houses in a sales executive capacity. Mr.
Smythe is first vice-president of the Scandi-
navian Trust Co., New York.

Louis D. Rosenfield, formerly manager of the
Emerson Phonograph Co.’s international record
department, and a recognized authority in this
branch of the industry, has joined this new com-
pany and will be in charge of the merchandis-
ing -end of the business. He will also be re-
sponsible for the production of the company’s
catalog, and he states his detailed plans will be
announced in the near future. ;
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THE POLICY TO WHICH TO ADHERE

One price! The fixed, uniform, fair price is
the one strong protection of the small dealer
against his big competitors who can afford to
slaughter prices to control trade. Price-cutting
in its essence is in restraint of trade. Let Con-
gress make note of this fact.

HOMEWARD BOUND TO NEW ZEALAND

Louis M. Nathan, of Auckland, N. Z., in New
York After Long Service in British Army

Among the many interesting visitors to the
city the past few weeks was Louis M. Nathan,
of the firm of Arthur H. Nathan, Ltd., Auckland,
New Zealand, who handles the Grafonola and
Dictaphone lines through the London office of
the Columbia Co. He was en route to San
Francisco after spending two years in the Brit-
ish Army, and naturally had many interesting
experiences during his long and distinguished
service. He stated that during the past year
he had received splendid reports through New
Zealand regarding the business outlook, and is
now ready to enter a campaign for new achieve-
ments in the Antipodes.

TALKER LURES WILD DUCKS

Oregon Attorney Adopts a Modern Form of
Decoy With Much Success

PortLAND, ORE., February 3.—Luring wild ducks
with a phonograph brought Ben Woolner,
former QOakland City attorney, the legal limit
in 15 minutes on the marshes of California. -
Woolner has a dictagraph in his office. He pro-
cured a duck and let it squawk into the trans-
niitter, making a record of its sounds. Then,
with a shotgun, the machine and some friends
for witnesses, he set out for the marshes. The
machine was placed in position and the “duck”
record was put on. As soon as the squawks
began to issue forth wild game mobilized from
all points of the compass. Woolner shot his
litnit and came home. He has called his device
the “Duckwerfer.” It hasa range of 1,000 yards.

[No affidavits accompany this story.—Editor.]

BUSINESS DEPENDS LARGELY UPON YOUR SALES EFFORTS

Wm. Maxwell, Vice-President of Thos. A. Edison, Inc., Tells How Dealers Can Be Patriotic and
Also Expand Their Business by Helping Uncle Sam’s Returning Soldiers Become Salesmen

“Under the stimulus of the war there was prac-
tically no sacrifice which we were unwilling to
make.  Patriotic fervor ran high, and, while
there were a few human cooties who profiteered,
they were an almost inappreciable minority.
faken in the aggregate, our wartime patriotism
was practically above reproach, but a lot of us
seem to feel that the mnecessity for patriotism
ceased on the day the armistice was signed.
The soldiers quit fighting that day and the work
of transition from war to peace began. The re-
sponsibility was shifted from General Pershing
to you and me. What are we going to do about
it?” asks Wm. Maxwell, vice-president of Thos.
A. Edison, Inc., in-a recent statement.

“During the war your business and my busi-
ness were not regarded as very important. You
and I, however patriotic we may have been and
no matter how much money we invested in
bonds or gave to the Red Cross, probably did
not contribute a great deal to the winning of
the war. Certainly our respective ‘contributions
were relatively insignificant when we are com-
pared with the boys who wore the uniform.

“Those boys are now coming back from camp
and overseas. It’s going to be a burning shame
if a single one of them has to wait for a job.
This is your chance and mine to demonstrate
that our patriotism did not come to an end with
the end of hostilities. Every soldier salesman
we put on not only makes a job for that man,
but if he turns out to be a good salesman his
work makes work for others.

“Of course, you are going to take back all of
your former employes who went to war—un-
less there are gold stars on your service flag.
But that isn’t enough. The man who has ten

good salesmen working for him makes more

profits and does more business than the man
wlhio has only one.

“This year gives every promise of being a
banner year. The merchant, particularly the
plhionograph merchant, who doesn’t put on ad-
ditional salesmen to plant the seed and reap
the harvest of orders that 1919 holds in store
for him has probably nothing but sheer laziness
as an excuse.

“Once in" a while a merchant tells me that
he would like to hire a salesman if he could
get a good one. In other words, he is too lazy
to take a little initial pains in training and di-
recting the work of a green salesman. If
farmers. were too lazy to ‘break’ colts what
would happen to agriculture? Many of you mer-
chants consider the farmer unprogressive, but
there are some merchants who are equally lack-
ing in progressiveness.

“Uncle Sam took stunted, narrow-chested
East Side boys and made fighting wildcats of
them. There is practically no kind of an Amer-
ican or Canadian who cannot be made into :a
good fighting man, and there is certainly no
American or Canadian, of reasonably suitable
tvype, who cannot be made into a salesman.

“Training a salesman. is one of the most
profitable things a merchant can do. I know
that it takes time, but it is time which you can
well afford. I am sure you are now spending
a portion of your time on work not one-half
so important to the success of your business ds
the hiring and training of a few salesmen.

“Every FEdison dealer has plenty of elbow
room and ample population on which to work.
The size of your business depends principally
upon the ‘size 6f your sales effort. How much
sales effort will you put forth this year?”
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Why the Self-Service Idea in Record Selling

Tends to Increase the Volume of Business

One development of the recent abnormal holi-
day demand for talking machines and records,
coupled with the scarcity of help in most store‘s,
has been the adoption of the self-service idea 1n
record selling, and we find that the idea worked
out in many stores in a variety of ways. In
fact, one concern has gone so far as to patent
a special self-service system for records.

Whether the dealer takes omne of the estab-
lished systems or evolves a plan of his own, there
would seem to be much to recommend a general
adoption of the self-service plan, for normal
times as well as during the holiday rush, not
alone as a matter of economy, but as a means
for enabling customers to make selections at
their leisure and get in touch with slow-mov-
ing records that apparently would be hidden
from them in the regular record racks.

There are many people right now who select
their new records at random from the catalogs
or monthly supplements who would make larger
purchases had they the opportunity of look-
ing over and testing a selection of records at
their leisure, and without interference. These
same people feel that if they take up a sales-
man’s time by inspecting or trying out a dozen

records they are under obligations to make some

purchase whether or not they are particularly
stuck on the selection offered. With forty or
fifty records prominently displayed in the rack
the customer can look them over comfortably
and perhaps find several records among the lot
which would prove most desirable to him, but
of which he was in ignorance, owing to the fact
that he had overlooked them in the rack and
nobody had called his attention to their exist-
ence.

The self-service system, however, should not
replace the catalog or supplant general selling
plans, but rather should supplement the system.
Those who purchase their records from the
printed title or through the appeal of the artist’s
name should be encouraged to continue that
practice and should at the same time be en-
couraged to spend a few moments at the self-
service rack, with a view to finding something
therein that is desirable.

On the rack, however, in normal times there
sliould be found not only the popular hits of
the day, or the records that are big sellers, but
records of lesser fame, records that in the ordi-
nary course of events must be actually sold to

the customer. There are many concert songs of
the better class and folk songs and many in-
strumental numbers of great musical value that
are much appreciated by those of high musical
culture which remain in the record racks because
the customer does not ask for them, and the
sales person does not take the trouble to bring
them into view.

A talking machine dealer might learn a les-
son from the methods pursued in the ordinary
book store, where there are, of course, clerks to
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Self-Service Supple-
ments But Does Not
Supplant the Ordi-
nary Sales Work

S %

wait upon those in search of a special volume,
but where the practice is to keep away from the
customer and let him browse among the vari-
ous volumes until he indicates that he has come
across something he desires to inquire about, or

purchase. After one or two books are pur-
chased it will be found almost invariably that
the sales person is inclined to offer other books
ot the same general character, because he has
learned the customer’s trend of thought and
works along the line of satisfying that trend.
When the patron of the self-service record sys-
tem finds one or two records that appeal to him,
then it is up to the salesman to make his ap-
proach and endeavor to interest the customer in
other records of the same general character
that may not happen to be displayed.

The self-service system does not take the
place of salesmanship. It simply supplements
it. There is just as much opportunity for the
salesman to take the customer into a booth and
try over a dozen records for him as there ever
was, but even the most versatile or active sales-
man cannot run the whole gamut of record se-

g—%MI||I|||IIUIIII|HIIIﬂlﬂﬂllllllﬂllﬂﬂlﬂllllllllIﬂﬂﬂlﬂllllllllﬂl[ﬂllllﬂlllllllﬂlllﬂﬂlIHIIIIIIIIIHIIII|I|I|I|I|I|IIIII|I|MI]IIIIIIIIIIIIIIII|l|||IIIﬂlIIIIIIHIIHIIIIIIIIIIIIIIII|IIIIIIIIIIIIIIIIIﬂIlIlIlIﬂlIIIIIIIIIIIIIHII||||l|||IIIIIIIIHIIHIIIIIIIIIIIIIIIIIH|IIIIIIIIIIIIll!IIII!IIIIIIllllll] e A

The Spirit of 1919
DITSON Service

Keeping adjusted to the ever-changing conditions of the Reconstruction
Period—overcoming with as little delay as possible existing stock and
shipping problems—co-operating with our dealers in every possible way.

Our Object Is to Help Our Dealers Make 1919 a REAL VICTORY YEAR.
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BOSTON
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OLIVER DITSON CO.

lections in the limited time he can allot to one
customer, that is, if the store is at all busy. He
can, however, se} to the limit in the booth and
tlien while the customer is waiting for change
perhaps—and making change can be delayed for
a period in an emergency—call attention to a
group of records on display. If every cus-
tocmer can be induced to look over those rec-
ords and select at least one, then the service is
a mighty profitable inducement, for the cost of
installation is comparatively small, and the cost
of maintenance, that of time, which might other-
wise be wasted.

DELIVERY VAN AD BRINGS TRADE

E. E. Koontz, Moundsville, W. Va., Has Traced
Over One Hundred Machine Sales to Adver-
tising Matter Appearing on His Wagon

E. E. Koontz, of 224 Jefferson avenue, Mounds-
ville, W. Va,, has found the demand for the
Edison in that section increasing so rapidly that
he has been compelled to put a brand-new auto-
mobile delivery van in service. The van was
made to special order and bears some attrac-
tive advertising on the sides, including a picture
of Edison, and Mr. Koontz’s address promi-
nently displayed. Mr. Koontz declares that
sales of over 100 Edison Diamond Disc phono-
graphs have been traced directly to the adver-
tising appearing on the company’s van, which is
kept constantly on the move throughout the
country around Moundsville. Increase of busi-
ness likewise forced Mr. Koontz to secure new
quarters recently, and he now has one of the
best stores in the city, the population of which
is about 10,000.

RECIPE FOR GOOD HUMOR

Take twenty-four hours; mix thoroughly with
the milk of human kindness, and spice of life to
suit the taste; a little discretion, some common
sense; knead with the hand of friendship and
bake in the open hearth of love; do not allow it
to cool too quickly by trouble, or become sour
by affliction; serve with generous sauce and a
bright smile.

Many a deckle-edged, rough-finished man has
a better fibre than his evenly enameled rival. It
doesn’t pay to judge by appearances.

(S

CHARLES H. DITSON @ CO.
NEW YORH
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Supremacy

The enormous

.

public demand

for the Victrola 1s an endorse-
ment of 1ts supremacy.

Victor retailers

are successful

because they give the public

what 1t wants.

Victor Talking Machine Co.

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

#Victrola” is the Registered Trade-mark of the Victor Talking Machine Company

Victrola X, $90
Mahogany or oak

Victrola XVI, $225

Victrola XVI, electric, $282.50

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 scigntiﬁcally

co-ordinated and synchronized in the processes of manufacture, and their use,,
one with the other, is absolutely essential to a perfect reproduction.

Mahogany or oak
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Victor Wholesalers

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

Atlanta, Ga Elyea-Austell Co.
C R Phillips & Crew Piano Co.

The Talking Machine Co., of
Texas.

Baltimore, Mad....Cohen & Hughes.
E. F. Droop & Sons Co.
H. R. Eisenhrandt Sons, Inc.

Bangor, Me Andrews Music House Co.

Birmingbam, Ala.Talking Machine Co.

Boston, Mass Oliver Ditson Co. i

The gastem Talking Machine
0.

The M. Steinert & Sons Co.

Brooklyn, N. Y...American Talking Mch. Co.
G. T. Williams.

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

Burllngton, Vt....American Phonograph Co.
Butte, Mont......Orton Bros.

Chlcago, Ill......Lyon & Healy. R
The Rudolph Wurlitzer Co.
Chicago Talking Machine Co.

The Rudolph Wurlitzer Co.

The W. H. Buescher & Sons
0.

The Collister & Sayle Co.

The Eclipse Musical

Columbus, O......The Perry B. Whitsit Co.

Dallas, TexX.......Sanger Bros.

Denver, Colo.....Thae CIéqight-Campbell Music

Austiln, Tex

Cincinnati, O
Cleveland, O.

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

Detroit, Mich Grinnell Bros.

Elmira, N. Y Elmira Arms Co.

El Paso, Tex W. G. Walz Co.
Honolulu, T. 1I...,Bergstrom Music Co., Ltd.
Ilouston, Tex Thos. Goggan & Bro.

Jacksonville, Fla..Florida Talking Machine Co.
Kansas City, Mo..]. W. Jenkins Sons Music Co.
Schmelzer Arms Co.
Lincoln, Nebr Ross P. Curtice Co.
Little Rock, Ark..0O. K. Houck Piano Co.
Los Angeles, Cal..Sherman, Clay & Co.
Memphis, Tenn....0. K. Houck Piano Co.
Milwaukee, Wis...Badger Talking Machine Co.
Minneapolis, Minn,Beckwith, O’Neill Co.
Mobiie, Ala Wm. H. Reynalds.
Montreal, Can......BerliltjeJ Gramophone Co.,
td.

Nasbville, Tenn....O. K. Ilouck Piano Co.
Newark, N. J Price Talking Machine Co.
New Mlaven, Conn.T he Horton-Gallo-Creamer

New Orleans, La...Philip Werlein, Ltd.

New York, N, Y...Blackman Talking Mach. Co.
Emanuel Blout.
C. Bruno & Son, Inc.
I. Davega, Jr., Inc.
S. B. Davega Co.
Charles H. Ditson & Co.
Landay Bros., Inc.
New York Talking Mach. Co.
Ormes, Inc.
Silas E. Pearsall Co.
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Indianapolis, Ind..Stewart Talking Machine Co..

Nebr

Omaha, A. Hos%e Co.

Mickel Bros. Co.
Putnam-Page Co., Inc,

Pa..Louis Buehn Co., Inc.
C.J. Heppe & Son. .
The George D. Ornstein Co.
Penn Phonograph Co., Inec.
The Talking Machine Co.
H. A. Weymann & Son, Inc.

W. F. Frederick Piano Co.
C. C, Mellor Co., Ltd.
Standard Talking Machine Co.

Portland, Cressey & Allen, Inc.
Portland, Sherman, Clay & Co.
Providence, R, I...]. Samuels & Bro., Inc.

Riciimond, Va.....The Corley Co., Inc.
W. D. Moses & Co.

Rochester, N, Y...E. J. Chapman. |
The Talking Machine Co.

Salt Lake City; U.Consolidated Music Co.
The John Elliott Clark Co.

San Antonio, Tex.Thos. Goggan & Bros.

San Francisco, Cal.Sherman, Clay & Co.
Scattle, Wash,.....Sherman, Clay & Co.
Sioux Falls, 8. D..Talking Machine Exchange.
Spokane, Wasb....Sherman, Clay & Co.

St. Loulis, Mo Koerber-Brenner Music Co.
St. raul, Minn....W. J. Dyer & Bro.
Syracuse, N. Y....W. D. Andrews Co.
Toledo, O.... The Whitney & Currier Co.

Washington, D, C.Cohen & Hughes.
F. Droop & Sons Co.

Peoria, Il
Philadelphia,

Pittsburgh, Pa....

Me,

Robt. C. Rogers Co.
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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.

Nz

THE ALBUM

soon paps for itself in time-

saving and preserving records.

The initial cost is really an

investment which comes back
fourfold.

AN

lllustrating the daily actual usage of the
Album, the most convenient and satisfactory
record filing spstem extant.

THE PERFECT PLAN

The pockets holding the records are substantiallp
made from strong fibre stock, firmlp joined together
and bound In attractive covers.

A PLACE FOR EVERY RECORD AND EVERY RECORD IN ITS PLACE

Albums are an Indispensable Requisite in the talking machine business and wherever records are sold. An accessory that is necessary

and worth while. Practical and handy. Save time and records.

Albums to file and preserve their records.

A profitable adjunct to the business. All owners of machines and records want

We manufacture disc Record Albums containing 12 pockets to fit cabinets of all sizes and styles. We also make Albums containing
17 pockets. With the indexes they are a complete system for filing all dise records.

For durahility, finish and artistic design, our Albums are unsurpassed.

We have unexcelled manufacturing facilities, and considering

quality our prices are the lowest. Write us, giving quantity you may desire, and we will quote prices.

I4
OUR ALBUMS ARE MADE TO CONTAIN VICTOR, COLUMBIA, EDISON, PATHE AND ALL OTHER DISC RECORDS

NATIONAL PUBLISHING CO. :

239 S. American Street :

PHILADELPHIA, PA.

VICTOR CO. EXPLAINS REASONS FOR SHORTAGE OF STOCK

Victor Talking Machine Co. Runs Full-Page Advertisement in Leading Newspapers to Enlighten
the Public as to the Reasons for the Recent Shortage of Machines and Records

Victor dealers throughout the country were
distinctly gratified this month to see a full-page
advertisement run by the Victor Talking Ma-
chine Co. in the leading newspapers, explaining
to the public the real cause for the shortage of
Victor products during tPe period of the war.
The advertisement, of great typographical
strength, and bearing a composite view of the
great Victor plant at the bottom, reads:

“Don’t blame the dealer for the shortage of
Victor products—the Government needed us!

“To the thousands of people who have been
temporarily inconvenienced through their in-
ability to get the Victrola and Victor records
they wanted; to Victor dealers everywhere who
in the face of this extreme shortage stood
lcyally by us and steadfastly refused to offer in-
ferior substitutes, we feel that an explanation
is due for this scarcity of Victor products.

on the entrance of the United States into
the great world war the Victor Co. immediately
decided to do its utmost in making war mate-
ria t voluntarily offered its entire plant

. rtedly to the Governinent, regardless

) t that its regular production would

be seriously rtailed, regardless of the set-
(3 & uld temporarily result to the
butsi i k years to build up, regardless
the profits whicl i necessarily be sas-
ced.
It would have possible to hold off—to

kcep right on with our regular work and let
others do war work. But the Victor Co. is a
thoroughly American concern, and it does things
in the big characteristic American way. It
cliose to help the Government to the very limit
of its resources.

Government recognized the high state
ction and thoroughly modern equipment
zigantic Victor factories, and made more
ore use of them until as much as 90 per

cent. of the plant was at one time engaged in
war work. 1f it were possible to disclose Gov-
ernment secrets and tell of the scientific experi-
ments which were conducted and of the devices
and products which were manufactured, the pub-
lic would appreciate what a valuable help the
Victor plant was to the Government in winning
the war.

“Those parts of the Victor factories which
continued to produce Victrolas and Victor rec-
ords could not, of course, supply even a reason-
able amount of Victor products to the public.
And the shortage was made even more pro-
nounced because thousands of Victrolas and
still more thousands of Victor records were di-
verted to the use of America’s fighting forces
on land and sea—to entertaining and inspiring
them, as well as to teaching them French and
wireless telegraphy through the Victor special
study courses.

‘Great though the sacrifices were which the
Victor Co. willingly made to help its country
in its hour of need, we would not have it other-
wise. And though the inability to get Victor
products was exasperating to the public, we do
not believe they would have had us shirk our
duty. We count it an honor that we were able
to serve our country. We are gratified that the
Government found our factories of such value.

“And with the coming of peace we recognize
the great task that devolves upon us. It is
imperative that we supply as quickly as pos-
sible those people who, rather than accept infe-
rior substitutes, decided to wait patiently until
they could get the genuine Victor products they
wanted. Added to this there is the increased
demand that will come from new sources, for
thousands of our returning heroes have learned
to appreciate what the Victrola means in their
daily lives. The demand upon our resources
will be greater than ever, but we return to our

chosen work with full confidence in our ability
to meet the needs of the future.

“So while the Victor plant did its full share
in helping to win the war, it is now again bend-
ing its energies to supplying the musical needs
ot the nation—of the whole world. From a
gigantic beehive of wartime activities the Vic-
tor plant again resumes as the greatest musical
industry in the entire world.”

Some men climb the ladder of success.
Others hold it. It's largely a matter of initia-
tive—or the lack of it.

Be Fair to
Yourselves

Investigate what opportunities there are
for you in selling the

CORTINA
Phone-Method

] It means profits on records, machines
and text books.

Send for full information. Advertising mat-
ter and window displays.

The Cortina Academy

12 East 46th Street :: New York

-
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! Victor
Supremacy

Victrola V1, $35

Mahogany or oak

Victrola X1V, $175

Mahogany or oak

The supremacy
of the Victrola 1s
o vt [ linked with the

b el world’s greatest
' artists.

The prosperity
2 of the music trade,
vieix s @l thesuccessofVictor
retatlers, are the
natural result of
| this overwhelming
supremacy.

==

Victrola XVI, $225
Victrola X V], electric, $282.50
Mahogany or oak

‘Victor Talking Machine Co.
Victrola X, $90

Mahogany or oak | Camden, N. J., U. S. A.

Victrola XVII, $275
Victrola X VII, electric, $332.50
Mahogany or oak

“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 in the processes of manu-
. facture, and their use, one with the other, is absolutely
Victrola XI, $115 essential to a perfect reproduction.
Mahogany or oak d
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ITHOUT regard for any uncertainty or hesitancy with which

men in other industries may view the reconstruction period,
and its problems, in the talking machine trade there has Dbeen a
quick move to go aliead and to make up as rapidly as possible for
the period of semi-inactivity. We find the established companies
working out new and larger plans for the exploitation of their
products along new lines. We find them increasing.their advertising
appropriation and preparing for big things both in the fields of
production and distribution, in the very near future.

Of course they have a logical reason for thus putting forth
every effort to make up for the past year or so. There is unques-
tionably an unsatisfied demand for both machines and records, a
large proportion of which will exist until it is ultimately satisfied.

No less authorities than the investigators for the American
Steel & Wire Co., who cover the country most thoroughly, have
estimated that the existing demand for pianos alone is at least
50 per cent. in excess of available supplies. \When it is considered
that the price of the cheapest piano compares with what might be
considered a high-priced talking machine—we do not refer to the
period or special models—and when it is likewise considered that
hundreds of families purchase talking machines who hesitate to pur-
chase a piano, then the report gives reason to believe that in the
talking machine field the demand is well over 100 per cent. in
excess of available supplies.

This excess demand serves two purposes. First, it offers the
opportunity for bringing production back to normal, or better, as
soon as possible, with a certainty of finding a market for the output

f the factories, and on the other hand gives the manufacturers and
dealers something definite to realize on while concentrating a good
proportion of effort in building for the future—stimulating a demand
for the time when the present demand is satisfied.

Not only are old established companies showing great activity,
but newer concerns in the field, many of whom have been prac-
tically dormant for the past two years, have shown signs of return-
ing life, and it is safe to say that in view of existing conditions we
may look for unparalleled development in all branches of the trade
during the coming twelve months.

Each year for a decade or more, there have been those who
have prophesied that the peak of the demand for talking machines
and records had been reached, that the annual percentage of busi-

'ss would show a decline, and that such a large proportion of the

ion had been supplied with machines and records that the

demand that remained, or might be stimulated, would just be suf-
ficient to absorb a normal output of products, and make the talking
machine business an average, but not a phenomenal business to be in.

Each year this prophecy has been made, and each year it has
proven unfounded. With many manufacturers, wholesalers and
dealers reporting that they held their own, and in some cases regis-
tering an increase for the period of the war, it will be a reckless
man indeed who claims to foresee anything but a record-breaking
year for the industry in 1919, '

NO\V is the time to take up seriously the question of organizing
a permanent and national association of talking machine and
talking machine supply manufacturers, for it has been proven that
in time of emergency the members of the trade have been able to
get together and co-operate with success. The War Service Com-
mittee, which has accomplished so much for the protection of the
trade during the stress of war, might be used most effectively as a
nucleus around which to build up a permanent organization. The
members of the committee are representative men of the industry,
and have had the experience of working together, which means much.

Having been brought together for protection during war time,
it would seem inconsistent for the members of the industry to
separate and travel along their several paths as in pre-war days.
This period of reconstruction is bringing up many problems that the
manufactureérs can meet most successfully by co-operative effort.
There will probably be legislation that must be watched and com-
bated. There may possibly be some conditions in the supply field
and in the export situation that will require organized consideration,
or opposition.

The members of the National Association should not in any
way interfere with the right of the individual to conduct his business
as he sees fit, provided his efforts are within the law. The situation
in the trade is such that the question of credits, terms and other
matters may be handled by each company according to its own ideas,
but there are many matters of such general scope and importance
that every member of the trade has a legitimate interest therein,
and it 1s for the consideration of these matters that an Association
should be formed.

It-has already been proven that members of the trade can be
brought together in an emergency, and it should be comparatively
easy to prove that they can be kept together after that emergency
has passed for the purpose of presenting a united front in the field
of industry. Now is the time to give the matter consideration. °

It 1s also pertinent at this time to take up the question of the
formation of local associations, preferably associations taking in
dealers in all lines of machines, but if necessary confined to dealers
in one malke.

In practically every city or State where local associations have
been formed there has resulted a general improvement in the quality
of the trade in that immediate locality. This is due primarily to
the fact that, owing to increasing intercourse as members of the As-
sociation, the individual merchants have managed to eliminate mari
evils and bad practices, and have thereby been able to do busmess
on a better plane and for greater profit. 9

This would appear to be the time when a local association qhould
prove most helpful in aiding the individual dealers in meeting the
problems of the day and preparing for the future. To accomplish
the result, however, the Association must be representative, must
include the strong men of the trade, and must above all be an active
factor. Too many organizations are simply social in character,
when what is needed is an association composed of members who
are ready to meet and solve business questions in a business wayj&

HE statement of the Victor Talking Machine Co. given to

the public through full-page advertisements in the leading news-
papers of the country, and setting forth facts regarding the mannei‘
in which the company handled war work, should prove of- distinct
benefit to Victor retailers, particularly as the caption read: “Don’t
Blame the Dealer For the Shortage of Victor Products. The Gov-
ernment Needed Us.”

The patriotic -spirit of the country did not die with' the e;n:d
of the war, and there are a host of people who will not only accept
the Victor Co.’s statement at its full value, but will be moved:to
consider more closely the Victor product and have-a more general
appreciation of Victor ideals. -

N
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Conditions during the past year with the company’s dealers
were not in any sense the rosiest, but they for the most part
appreciated the fact that the situation was an extraordinary one, and
must be viewed from that angle. Through it all the majority of the
dealers were unflinching in their loyalty, acting as a barrier so to
speak between the public and the factory. They made no secret of
their desire that the Victor Co. inform the public of the reasons for
the stock shortage, and were particularly gratified when the com-

pany came forward with such a frank statement of conditions so-

prominently and admirably displayed throughout the country.

N taking account of business problems of the year, and particularly

of the cost of doing business, talking machine men must, of a
necessity, give heed to the provisions of the new War Revenue bill
which at this writing is practically in shape for the signature of the
President, and prepare to meet the demands of the law when it is
finally in force. ~The new law will place an additional financial bur-
den on the members of the music industry—a burden not as heavy
perhaps as was threatened for a time—but nevertheless sufficiently
heavy to make the average business man pause and reflect seriously
as how best to conduct his business in order to provide the necessary
funds to meet the increased taxation without straining his business
unduly. Not only must he consider the direct taxes on the talking
machines and records themselves, but must likewise take due note
of what the Government will demand from him in the matter of
income and excess profit taxes.

The time to study the problem is not at the last moment when
payments are actually due, but right now when there is the chance
for a little leeway to gather together the necessary funds. The
amounts involved will in most cases be heavy, and cannot be taken
from the average business at a moment’s notice. For those who are
in doubt as to how they are to figure the tax liability under the
new law, The World is in a position to offer advice which will be
gladly given free of any obligation.

N business life to-day it is being recognized more and more that
service 1s the great essential to success. Handling the best and
most satisfying products is absolutely necessary, but the best store

in town must have, besides, the best sales force made up of people
from the head down who never relax in their painstaking and
courteous treatment of customers—in their desire to serve and help.

That is where the shoe pinches with a great many stores—the
indifferent attitude of the sales force, who are not proof against
wearing a frown if the prospective customer does not look like a
certain buyer. The feeling, of course, is natural; it is a human
weakness, but it is one that must be conquered if real success is
desired.

It is in truth a great thing in the making of the best store in
town to be first always with the best goods, and the latest designs,
the best displays—the store where honesty and fair dealing never
relax—but it must have that other great essential for its complete-
ness to be the best store in town—an atmosphere of welcome and
cheerfulness, with an unfaltering attitude of attention that on its
face shows pleasure and a desire to serve and help.

In the perfection and equipment of a store there are some
things that can be borrowed and copied from the experience of
others to the advantage of any merchant who travels and studies.
but the big factors of service, good attention and courtesy must be
developed in the store that is to benefit by them. And they must
start with the man who undertakes to make the best store in his
town—for with this fundamental policy in mind he is sure to com-
mand the support and respect of the public.

HE victories of business, as in life, are won not in the marts,

nor in the fields where the decisive struggle takes place, but
in the obscure and forgotten hours of preparation. Success or
failure lies in the hands of the individual long before the final
test comes, and this is particularly true in all lines of trade in
America to-day, for the greatest test of business will come now
that the war is ended. The business man who, believing in the value
of his name and his product, has maintained his position before the
public is now more than ever prepared to reap the reward of in-
creased business and increased appreciation for his product. The
recuperative powers of business are beyond comparison greater than
in any former time. The seed sown by advertisers to-day is falling
on fertile ground, and the harvest will be plentiful.

m . W

VICTOR SUPREMACY

\

is firmly established on a basis of great things actually accomplished.

Qur supremacy in Victor Monthly Record Display
Service is based on the great number of Victor Jobbers
who have endorsed it as the best Victor Retailers’ Sign
Service marketed.

230 West 17th Street 2=

ED. USOSKIN, Inc.

New York City

0.
The M. Stcinert & Souns Co.

Brooklyn, N. Y...American Talking Mch. Co.
G. T. Williams.

ORDER YOUR SERVICE THROUGH ANY OF THESE JOBBERS

Austin, Tex....... The Talking Machine Co. of | Detroit, Mich..... Grinnell Bros. Pittsburgh, Pa...}:V.CF.‘}ﬁielzder(ijck II"itaduo Co.
Texas. ‘ El Paso, Tex..... W. G. Walz Co. . C. Mellor Co., <
Baltimore, Md....Cohen & ITughes. Indianapolis, Ind.Stewart Talking Machine Co. Ptamdand feltaidg SeChicERtE
. It. Eisenbrandt Sons, Inc. N7 . Portland, Me..... Cressey & Allen. Inc.
A= E Kansas City, Mo..J. W. Jenkins Sons Music Co. . |
Boston, Mass..... Oliver Ditson Co. Price Talki Machi c Portland, Ore....Sherman, Clay & Co.
The Eastern Talking Machine| Newark, N.J..... R e O Providence, R. I..J. Samuels & Bro., Inc.

New Haven, Conn.The Horton-Gallo-Creamer Co.
New York, N. Y..Rlnckman Talking Mach. Co.
Enmanuel Blout.
C. Bruno & Son, Inec.

Buffalo, N. Y..... W. D. & C. N. Andrews. IS g‘“’ﬁg“,- Jr.,CInc. St. Paul, Minn....\V. J. Dyer & Bro.
Neal, Clark & Neal Co. Charles I ‘Ditson & Co. Syracuse, N. Y...W. D. Andrews Co.
Chicago, I1l....... (Iﬁvgm & I'Il‘e.?ll'y. e e New York Talking Machi. Co. Toledo, O......... The Whitney & Currier Co.
licago . alking Machine Co. Ormes. Inec. Washington, D. C.E. 1*, Droop & Sons Co.
Cleveland, O...... The Collister & Sayle Co. Silas E. Pearsall Co, Robt. C. Rogers Co.
The Eclipse Musical Co. Omaha, Nebr.,...Mlckel Bros. Co.
Columbns, O...... The Perry B. Whitsit Co. Peoria, IU........ Putnam-Yage Co., Inc. CANADA
Dallas, Tex....... Sanger Bros. Philadelphia, Pa..Louis Buehn Co. Inc. Toronto, Can..... His Master’s Volce, Ltd.
Deny Col The Knight.C bell Music C The George D, Ornstein Co. ER. Berii b Co. Ltd
nver, Colo...... e Knight-Campbe usic Co. Penn Phonograph Co., Inc. Montreal, Can.....Berliner Gramophone Co., o
Des Moines, Ia...Mickel Bros. Co. H. A. Weymann & Son, Inc. Winnipeg, Man... Western Gramophone Co. k‘

2277772727227 2777777777777 77 2 777777777

Salt Lake City, U. The John Elliott Clark Co.
Spokane, Wash.., Sherman, Clay & Co.
St. Louls, Mo..... Koerber-Brenner Music Co.

%7777 % 77707772777
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The Spirit of Young America

Soul-stirring martial music—its need in every home—makes
the phonograph indispensable.

Aggressive dealers know this.

They are developing the market that lies at their doors, and

adding to the revenue-of their business.

Have you surveyed your market for selling talking machines?

ChHe MANDEL

Not merely assembled—but built ‘in its entirety by us. The

name MANDEL on every machine means the backing of the .

manufacturer. Every ultimate purchaser must be satisfied.

Because of the efficiency of the mechanical equipment; be-
cause of the massiveness and beauty of the cabinet demgn
because of the low retail prices; and because of the large
profits to the dealer—

You Should Investigate the MANDEL Today

MANDEL MANUFACTURING COMPANY

501-511 South Laflin Street

Chlcago, Illinois
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IMPORTANT PATHE DEAL

E. A. Widmann, President of Pathé Fréres Co.,
Secures Interest in C. B. French Cabinet Co.—
Two Companies Will Be Closely Associated

E. A. Widmann, president of the Pathé Fréres
Fhonograph Co., Brooklyn, N. Y., announced re-
cently that he had secured a large interest in
the C. B. French Cabinet Co., Brooklyn, N. Y.,
and that arrangements had been completed
whereby Pathéphone cabinets for the Eastern
trade will hereafter be manufactured at the C.
B. French plant. The close association of the
two companies is indicated in the fact that Mr.
Widmann will be elected chairman of the exec-
utive committee of the C. B. French Cabinet Co.
within a few days. . 5 B

This important deal will be of conmsiderable
interest to Pathé jobbers and dealers, as. it marks.
the inauguration of an era of intensive co-opera-
tion between the Pathé Fréres and the €. B.
French interests. The C. B. French Co. oc-
cupies one of the finest cabinet manufacturing
and woodworking plants east of the Mississippi,
this plant covering fully four acres. It is ideal-
ly equipped to turn out quality cabinets of ar-
tistic design.

i Peal

IMPORTANCE OF CREDITS

Necessity of Ever Being on the Alert in Order
to Keep Business on a Healthy Basis

Good will is your most precious asset as, re
gards those to whom you sell; credit as. regards.
those of whom you buy and borrow:~ With an
Al credit there is no limit to your success.
Without credit, or poor credit, and condemned
to a cash-in-hand basis of dealing you'll never
grow to any size. A fine credit standing is
built up by years of integrity, and may be:
blasted by one reckless or wild. transaction, "

Don’t dodge your creditors. That arouses
suspicion. Meet them frankly and confidently.
That begets faith in you. Always pay on the
date you promised, or say why. Absence of
check, and ominous silence, breeds suspicion of
many things unfounded..

Trust sparingly. Tnsist that your debtors
meet their obligations promptly: Be on hand
to see they do. Never let an account drag:
When. it falls due, get the money or amr explana-
tion. Never threaten action and then fail’ to
carry it out. Once a debtor knows he can
string you he will.

The Al-Records Phonograph Co., Indian-
apolis, Ind., has increased its capital stock from.
$30,000 to $60,000. :

KEEPING TRACK OF FINANCES AND TALKING MACHINE STOCK

Many Systems Have Been Evolved, But That Used by the Pontiac Music‘ Shop Is of Particular
Interest to Our Readers, Because It Has Proven Its Practicability

There havé been at variou§ timés numefous
systems designed for keeping track of the
finances and the stocks of talking machine
stores. Some of these
systems have been

i e

DAILY REPORT

énce the success of their system for daily re-
ports, passes the information along to readers
ot The World that they may profit thereby.

PONTIAC MUSIC SHMOP
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C. H. LANE WITH COLUMBIA CO.

Charles H. Lane, who for more than a year
.was in charge of the Bridgeport, €onn, office
of the Department of Justice, has been ap-
pointed supervisor of personnel of the factories
of the' Columbia Graphophone Mfg. Co. in
Bridgeport. ¢

Mr. Laue has now retired from the Govern-

‘ment service after thirteen years, and his work
for Uncle Sam included visits to Mexico, South
America, "Canada and Europe. While he will
not be directly connected with Federal affairs
Mr. Lane will act in an advisory capacity at the
Bridgeport office of the Department of Justice.
Ilis previous experience ideally qualifies him to
achieve unlimited success. in his new post with
the Columbia Graphophone Co..

did a great service

I919 your big year.

10 East 39th Street

Welcome Back
“Hats Off’’ to our S0/dz'er5..

Pearsall Service, too, is returning to you
—full of pep—andready to help you make

Silas E. Pearsall Co.

WHOLESALE ONLY

Victrolas and Victor Records

They sure
in Earope.

NEW YORK
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Columbia Graphophone Co.

= -’))_} \ﬁ\

For the real music connoisseurs among your cus- |
tomers—Delibes’ Sylvia Ballet Music, entrancingly ,\
|
|

played by the Paris Conservatory’s Symphony
Orchestra. Columbia A-6090.

NEW YORK
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SERGT. TRESTRAIL VISITS TORONTO

Former Advertising and Sales Manager of R. S.
Williams & Sons Co. Now Serving in the
Medical Corps of the U. S. Army

ToronTo, ONT,, January 31.—B. A. Trestrail, for-
merly advertising and sales manager of the R.
S. Williams & Sons Co., Ltd., prominent Edi-
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Enjoying Sergt. Trestrail’s Visit
son phonograph distributors of this city, and
now a sergeant in the Medical Corps of the U.
S. Army, paid a short visit to his home here
last week, while on furlough, after coming back
with several hundred mental patients.

A delegation from the store met Sergeant
Trestrail upon his arrival, and his friends lis-
tened with much interest to his recital of his
experiences in France, he having gone abroad
last"May and had much woik to do in hospitals

close behind the line. His special work was in
connection with victims of shell shock. One of
Sergeant Trestrail’s interesting stories con-
cerned a “fake” aviation field with dummy planes
and hangars to which the German flyers gave
much attention, and which was bombed almost
every night.

After his brief visit here Sergeant Trestrail
rcturned to Newport News and expects to sail
again for France in the near future. The accom-
panying photograph was snapped during Ser-
geant Trestrail's visit in the R. S. Williams &
Sons Co. store. Those seen in the picture are
from left to right: J. A. Hassall, manager re-
tail piano department; “Jeff” D. Ford, manager
rctail phonograph department; Miss Adele
Clarke, phonograph sales department (with
ukulele), and seated are Sergf. B. A. Trestrail
and Miss Bernice Domnner, retail phonograph
record department.

KEEP TRADE IN THE HOME TOWN

One often hears complaint of the large amount
of shopping that is done outside of home towns.
A number of these towns are allowing railroad
fares with a certain amount of goods bought in
their city. Perhaps logal merchants’ associa-
tions are overlooking a good bit in connection
with this matter. With the proper advertising
and activity of the local merchant it is feasible
to curb this drain of business, and it can be
demonstrated that people can buy as cheaply in
their home town as they can in larger cities.

In Tlitness Thereof ;

home.)

at the start, but are durable,

Doesn’t that indicate durability ?

] The improved VEECO-electric motor is designed primarily and
exclusively for Talking Machines. It is smooth and noiseless in
action and practically fool-proof.
voitage from 100-125, A. C. or D. C,, without adjustment. Other
models for any, voltage from 6-250. Furnished mounted on 12
or 12% inch mahogany board ready to install, or without board, 1
all ready to mount on such board as used by the manufacturer.

With the VITRALOID turntable, supplied with the motor, it

makes a complete motor unit for high class machines.

THE VEECO COMPAN

THE ORIGINAL PRODUCERS OF A COMPLETE ELECTRIC DRIVE
FOR TALKING MACHINE MANUFACTURERS’ USE

S e —mmp———

 VEECO ke MOTORS
ARE DURABLE

We have reccived the following from a party conneeted with one of the large and extensively adver-
tised talking machine manufacturers, stating, “I received the Veeeo motor and think it is a little
wonder and a perfect product, ete., ete.” Another writes, “We have been using this motor in onr
factory for the past year continually, at least four or five hours a day steady, and have never had
any trouble with same.” (This weuld equal at least ten years’' work for the motor in the average

The above extraets from unsolicited letters go to prove that Veeco meotors are not only satisfactory

Standard models run on any

248 Boylston St.
BOSTON, MASS.

FOREIGN TRADE COUNCIL TO MEET

National Organization to Hold Annual Conven-
tion in Chicago in April—Many Important
Topics Anent Export Trade to Be Handled

The National Foreign Trade Council will hold
its sixth national foreign trade convention at
the Congress Hotel, Chicago, on Thursday, Fri-
day and Saturday, April 24, 25 and 26, 1919.
The formal call will be issued shortly by the
chairman of the council, James A. Farrell, presi-
dent of the United States Steel Corp.

In the past these conventions have drawn an
increasingly large number of the prominent
business men of the country, representing all
forms of industry, commerce, finance and trans-
portation. To these will now be added the rep-
resentatives of labor. In this way the dele-
gates are supplied with a broad view of the
business situation, with specific information to
meet their individual needs, and with advice
and inspiration for the coming year.

The convention in April will deal with for-
eign trade as a factor in stabilizing American
industry—problems involving the conversion of
war industries to the needs of peace; develop-
ment of our foreign trade to provide employ-
nient for our soldiers, sailors and war workers,
and the formation of a definite shipping policy.

The procedure of the convention will be along
the lines that have proved so successful in the
past: general sessions with prepared papers by
the leading authorities,. followed by disciission;
group sessions, consisting mainly of discussion,
in which the special interests of different types
of business are treated; individual conferences
with Government and trade representatives.

It is expected that the attendance this year
will be unusually large. There is a growing
realization throughout the country that foreign
trade is essential to continued prosperity, and
many concerns are turning to the foreign field
for the first time. For these the convention
offers an unusual opportunity to profit by the
experience of older export firms and to learn
the general policies of the country in respect
to foreign trade.

J. W. M. Witt, who is running a talking ma-
chine repair shop in Albertville, Ala., reports
excellent business prospects in his locality.

N —
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The Art of Attracting Customers to Your

Place of Business and Holding Them -

Where is your store located? Do you value
it at its true worth, and what are you doing
to make it appeal? There is an art in attracting
customers to your place of business, and this is
one of the vital matters that every dealer should
keep well in mind. Your location is only of
nominal value to you if the store itself does not
attract. Can you not cite some instances where
the fault in this respect is glaring? Can you
not look about you and see wherein the error is
being made that cuts down the profits on sales,
and that actually curtails sales to a great de-
gree? Stop and think just a moment, then.

Ask yourself this question, “Is my store prop-
erly located for the sale of talking machines
and records? If so, does it attract so that the
sales are as large as they can be miade?” You
are the only judge in this way, and if your
opinion is at fault where will you turn for a
better judge? You know what your annual
sales amount to; ‘you understand what your
overhead is and what your possibilities are. Is
your nearest competitor—not in distance, but in
the amount of influence he has on the public—
kurting you? If so, why? There is the big
question mark, and you are the man who must
answer it.

Now the sale of talking machines and records
is not so complicated a matter that the public
cannot be induced to seek the store where there
is a reason for so doing. The customers are
nwore eager to get service, stock selection, price
and to enter an inviting store than they care
very much about the location. The latter, of
course, is a vital matter. The out-of-the-way
street with its limited number of pedestrians,
or its fewer autos, is not likely to be found a
desirable section for many lines of merchandise
retailed. There is, however, the more active
thoroughfare with its attractive shops and larger
number of passersby, and its life and hum of
trade that offers a stronger location for your
place of business. But even this is not going
to force the public to seek you.

The upstairs shop can be made more attrac-
tive than the floor facing the street if the dealer
is not fully alive to the public’s keen interest
inn the properly conducted store. The power to
appeal, the art to make the public seek you, the
interest-arousing windows, the magnet that sim-
ply forces the public to enter, what and
where are these to be found and what is the real
secret that makes this a realization? We see it
demonstrated in many cases. Why do we, for
instance, go to a certain store?

Well, we will say, there are often many rea-
sons. The store that does appeal, however, and
that makes us feel that there is a double wel-
come has a great deal to do with it at times.
We go many times because the invitation is so

strong that it is hard to resist. These stores
are not always in the very heart of the city.
No, sometimes they are located on a street
that is not noted for the number of people who
pass a given point in every twenty-four hours.
But the store has made itself known, and we
simply go there with confidence and assurance
of a right royal welcome, and with the knowl-
edge that there will be nothing to cause us any
serious disappointment.

But how did the store of this kind gain its
reputation? Well, the instances vary with the

A

Good Location, Pub-
licity, Equipment,
Stock, Service—All
Factors Most Essen-
tial in Winning Out

SO A

individual cases, and the success did not come
overnight. It was often gradual. It came from
scveral reasons, however, that involved the
means for building a foundation that was based
on service, stock selection, and attraction.

Publicity had something to do with this
larger success. This is a help, but it must be
lcoked upon as a means only to an end, and
if it is not conducted in the right manner it
may just as well be left alone. By publicity
in this connection we mean not simply news-
paper advertising, poster announcements, cir-
cular letters and kindred methods, but store
publicity, as we noted above, that will attract.
Then there is the other and the more practical
kind. This is very closely allied with service,
for the pleased customer becomes your advance
agent for larger sales.

Yes, there is the kind of store publicity that
the dealer should place a very high value on—
the type of advertising that keeps his store in
the public mind, which prompt and regular cus-
tomers will not forget. If he can give them a
cause for secking him he has the best possible
asset in the matter of larger sales. Where shall
we go for a talking machine? Who has the best
selection of records, the kind that includes the
latest as well as the best? This is what the
buyers want to know, and if you can take care
of these needs the public is going to seek you,

By W. Webb

even though you are not located in a big, high-
priced heart-of-the-city store, where crowds con-
tinually pass your door.

Now take a personal stock of yourself and
see if you can fulfil these requirements; see if
you are doing so now. If you are not; the big,
heart-of-the-city store might become to you a
rather heavy burden, because the expense of up-
keep and the not over large sales will soon
make the overhead so topheavy as to cut into
your profits in a way that will hurt. You want
to give service. Do you understand what the
meaning of this very significant term really
means? i

If you do and are willing to make it a fea-
ture of your location there will not be any log-
ical reason for your sales not being good. Your
location is going to help you only if the other
factors are at work to make success a practical
idea. The fact that you are located in a down-
town section; have a big store and plenty of
sliow without anything to really back this up
is not enough to insure your larger success.
That is why some of the dealers with the smaller
stores wherein the attractions are worth while
do make good.

Take into consideration your overhead. This
is a mighty big profit devourer. It fairly eats
the profits with the appetite of a_giant. The
smaller, attractive store that has the merchan-
dise and the store that gives the real service
can count on a nice business and the profits are
rcal, too, not the imaginary kind. Keep that
thought in mind at all times. Keep the ques-
tions of decreased overhead with its many en-
tangling alliances well in the foremost part of
your head. Then you can sit back and smile
and take your profits and make your sales and
keep your good customers while the man who
tries to outdo you with the big show is losing
his hard cash.

The value of your location is only part of the
game you are playing. There are other matters
that demand your attention. If you are going
to keep these in mind and are really in dead
earnest about making them a part of your line
of action you can be assured that the outcome
will be all that you can hope for, and that is
success in its real meaning.

BRUNSWICK DIVIDEND INCREASE

The DBrunswick-Balke-Collender Co., which
recently sold an issue of short-term notes, an-
nounced recently a dividend of 134 per cent.
on the common stock, which places the issue
on a 7 per cent. yearly basis. The last pre-
vious dividend on the common stock was 11
per cent.

EXACT SIZE

If you have not heard the I

FLETCHER REPRODUCER

Order a sample and be convinced of its superiority.
Your satisfaction or money refunded.

Samples $4.00.

FLETCHER-WICKES CO.

6 E. LAKE STREET

CHICAGO, ILL.
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How joyously guests are welcomed

when beauty fills the home!

The superb records of Columbia
artists place at your instant
command the unrivaled charm
of good music. The graceful
loveliness expressed in the
Grafonola Period Designs gives
the added delight of artistic
excellence i form and color.

The exquisite Period Model
illustrated above is Chinese
Chippendale. There are 26 other
distinctive Columbia designs,
expressing the individual beauty
of every artistic period. A hand-
some illustrated catalog of Period
Grafonolas sent upon request.

Columbia Grafonolas in Period Designs from
$250 to $2100. Standard Models up to $300.

CoLuMB1A GraPHOPHONE COMPANY
NEW YORK
London Office: 102 Clerkenwell Road, E.C,

A



Fesruary 15, 1919

THE TALKING MACHINE WORLD

17

olumbia

Grafonola

HE advertisement on the opposite page 1s
appearing, 1n color, in the leading national
publications—Ladies’ Home Journal, Satur-
day Evening Post, Delineator, Pictorial Review,
Life, Vanity Fair, Literary Digest, and many others
equally prominent—a total circulation of over

15,000,000.

It tells the story of Columbia Period Designs to several
times this number of readers, who are the very cream of the
American buying public—the families who not only want the
best music, and the newest music, but who also appreciate
the twofold appeal of a musical instrument which adds,
through its grace and charm, to the joy of artistic home
furnishing and decoration.

A beautiful Chinese Chippendale design is shown in the
advertisement. Other models, priced from $250 to $2100, rep-
resent correctly every important period in art. Some are shown
on this page.

Adam '

Italian Gothic

Display these beautiful Period Models in your store and

ltalian Renaissance

in your window. They show that you handle the most
distinctively artistic line of talking machines that is made.

Show them to your-customer—if he hasn’t a place for
one of them in his home, he will be pleased because you
thought he might have.

Furthermore, you will attract to your store the people
who want an unusually fine instrument, and have the
money to buy it.

This is a good time to feature Foreign Language Records.
Why not put in a line? The cost is small — profits big.
Write for particulars

COLUMBIA GRAPHOPHONE COMPANY - New YORK



18 THE TALKING MACHINE WORLD

FeBruary 15, 1919

How t_() Celebrate the Return of Our Soldiers

and Incidentally Develop Business -

Much has been written and said about phono-
graph business after the war. I have talked
with many dealers who feel that the readjust-
ment of labor conditions and the return of the

soldiers may have an 11l effect on the 1919 pho- -

negraph sales. It may have some ill effect that
will, however, be offset by other favorable in-
fluences that will assist the sales in. a remark-
able way. 1919 should be the banner year in
the phonograph industry. Its volume of busi-
ness should far exceed that of any previous year,
and I submit the following reasons why I think
it should be:

Every phonograph manufacturer, jobber and
dealer, especially the successful ones, agree that
the selling of phonographs is largely a creative
business. We must first create that desire to
possess before we can sell. In the past that
has been accomplished through many sources;
by beautiful home illustrations, showing the
family group enjoying the seleotions from the
great operas, or perhaps a scene in home danc-
ing, through the tone tests, by bringing a fa-
mous artist to the town or through advertising
that you may keep the artist in your own home
if you own a phonograph. Thus every effort
has been omne of creating a desire to possess an
instrument.

In the past eighteen months the greatest of all
creative agencies has been busy creating sales
for the phonograph, I refer to the war. For
exanmiple, the young man from the farm who
goes to camp (and I have talked with many)
finds that the first weeks there are indeed lone-
ly ones for him. Naturally he turns to the
first source of amusemeunt that is available to
him, the camp phonograph. Many pleasant
hours are spent listening to the records he learns
to love as dear companions. When that young
man is once more back on the farm in the long
quiet evenings he will crave to hear those old
records he became so familiar with in camp.
Thus the desire is created there that only can
be satisfied with owning an instrument, and
that means a sale for some live dealer. Con-
sequently, more phonographs will go into rural
homes in 1919 than have been placed there in
any two previous years.

Then, again, the young man of the city who
never stayed home in the evenings has learned

the lesson of being kept at camp to spend his
evenings and he is going to be more content to
be at home. He also learned to love the music
of the camp phonograph, and will not be sat-
isfied until he can have one placed in his own
home.

Many artists famous in the concert and oper-
atic worlds have given their services to enter-
tain in the camps. Many of the boys, hearing
the very best talent we have in music, will want
the voices of these famous artists in their own
homes when they return. The one and only
niedium open to them is the phonograph.

Thus if it is true that the selling of instru-
ments is a creative business we can well see
that much has been accomplished in that di-
rection. Far more has been done than adver-
tising could possibly do in the same period of

By W. E. Dewell

Mgr. Kilian Co., Cedar Rapids, Ia.

time. So to link our efforts with what has been

—~done through these channels and work with a
big year in view, the ultimate outcome will be
the biggest year for every dealer in the coun-
try.

In your selling campaign this year I suggest
that you secure the name of every family in the
county that is represented on the honor roll
and start a vigorous mail campaign. At pres-
ent every thought is given to homecoming re-
ceptions to welcome home the boys. Why not
enter into the spirit and when you learn of the
return of a soldier boy help the family to cele-
brate by sending an instrument to the home to
furnish the music? Do it whether or not you
think there is a sale in sight. If this is fol-
lowed out in dead earnest we will surprise our-
selves with the results obtained.

REVIEW THE TALKING MACHINE SITUATION IN AUSTRALIA

U. S. Consular Agent in Melbourne Tells of Opportunity for the Establishment of a Talking
Machine Record Factory—Some Figures on Import Trade That Are Interesting

According to the U. S. Consular agent in
Melbourne, Australia, there appears to be an
unusual opportunity just now for the establish-
ment of a talking machine factory, and par-
ticularly a record-making plant in that coun-
try. At the present time the bulk of machines
are imported from the United States and Eng-
land, but duties and freight rates combine to
make the prices high. There have been some
attempts made to assemble cheaper grades of
machines in Australia from imported parts, but
these assembled machines have not met with
any great amount of success. Talking machines
in Australia. in proportion to the population,
are not nearly so numerous as they are in the
United States and other countries, although it
would seem that if attractively priced and prop-
erly exploited good machines should find a
ready market.

Customs receipts for the fiscal year ended
June 30, 1917, show that talking machines to the
value of £55000 were imported from the United
States. During the continuance of the war,
other countries are practically out of the market.
The duty on talking machines of other than
British manufacture is 10 per cent. ad valorem.

Grade “D” Cover with No. 3 Straps.

Ward’s Khaki Moving Covers

PROTECT YOUR MACHINES FROM ALL
KINDS OF WEATHER

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

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

Write for prices

BRISTOL & BARBER CO., INC.

111 EAST 114th STREET
NEW YORK CITY

Eastern Distributors

THE C. E. Warp Co.

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

Also Manufacturers of Rubherized Covers
and Dust Covers for the Wareroom

1t is understood that the small manufacturers
who assemble parts into cheap machines desire
to have this duty increased, for local protection.

No energetic effort has been made to push the
sale of talking machines until within the past
year. Hitherto, phonographs have been carried
as a side line by dealers in pianos and other
musical instruments and, until recently, no one
has undertaken to handle them exclusively. A
Melbourne firm, which carries nothing but talk-
ing machines, stated that within the past year
it has imported 300 machines of the make it han-
dles, and it further states that the more expen-
sive styles sell more readily than the cheaper
grades. The attempt to sell the more expen-
sive cabinet gramophones is a comparatively re-
cent venture, as formerly the horn machine
was the favored type. As yet, the talking ma-
chine trade is in its infancy in Australia, and
there is a good opportunity for the introduction
cof such instruments, for the people are very
musical; but, owing to the lack of development
of this trade, piano players, .which are much
more expensive, have gained the preference.

The present is seemingly an opportune time
for establishing a plant for the manufacture of
records in Australia. The situation is peculiar.
Auvstralia is so remote from other countries that
it comprises alimost a world of its own in mu-
sical matters. Artists from Europe and Amer-
ica usually remain many months, returning
again and again to the same places if they be-
come popular. Operettas, pantomimes, and
musical comedies generally run from eight to
ten weeks in each city. The rights to produce
American and European musical successes in
Australia are usually obtained soon after they
become established at home, and local favorites
present them in Australian theatres.
msusicians of ability are very popular, and visit-
ing artists who imeet with success are made
much of, socially and otherwise, with the result
that records made by such people would have a
large sale if they could be made locally.

Imported records sell at prices greatly in ad-
vance of those obtained in America, and rec-
ords could be made in Australia that would
bring a lower price, and still yield a good profit
to the manufacturers. The sale of such records
would do more toward increasing the use of
talking machines than any other instrumentality.
It is important, however, that the material of
which the records is made be such as to insure
a perfectly smooth surface, and the best pos-
sible reproduction. Information as to the ex-
istence in Australia of raw materials for the
manufacture of records is something that
would have to be obtained by the manufacturers
themselves, inasmuch as the composition of
records is a trade secret.

Local.




Supplement to The Talking Machine World

The Impressive Campaign
of Advertising

FOR THE

AEOLIAN-VOCALION

NE of the important factors
in The Aeolian Company’s
success has been the char-

acter of its advertising. For many
years this has been maintained at the
highest level and has set the stand-
ard not only for advertisers in the
music trade, but for practically all
others using magazine and news-
paper space.

Aeolian instruments are natural
leaders in their various lines by
right of Intrinsic superiority. At
the same time, Aeolian advertising
has contributed essentially to the
widespread and ready acceptance
of this leadership.

Aeolian-Vocalion publicity is
typically Aeolian. Strong, digni-
fied and convincing, it is as far
above the level of ordinary phono-
graph advertising as the Vocalion
itself towers above ordinary phono-
graphs.

Dealers whohandle the Aeolian-
Vocalion and new Vocalion Record,
are aware of this. They are directly
benefited by the national publicity
of the Vocalion and indirectly by
the newspaper campaigns conduct-
ed in mediums with large spheres

of influence outside of their im-
mediate environments. Likewise,
the provision made by The Aeolian
Company, whereby dealers may
profit through participation in the
national publicity 1s an added
advantage to those who handle the
Vocalion.

Reproductions of Vocalion and
Vocalion Record advertisements
appear on the three pages following.
These reflect the general character
of Vocalion publicity and are cur-
rent at the moment.

The advertisements on the two
next pages are reproductions of the
full pages in color appearing month-
ly in the ““ Saturday Evening Post ”.
The one following is one of the
newspaper advertisements appear-
ing in different large cities.

The unquestioned superiority of
the Aeolian-Vocalion; its many ad-
vantages and selling features; the
extraordinary character of the new
Vocalion Record; the exceptional
service rendered to dealers; and the
unapproached quality of Vocalion
publicity, make the representation
of this instrument an invaluable
asset to every progressive music
merchant.

Catalog and complere information sent upon requiest

THE AEOLIAN COMPANY

AEOLIAN HALL, NEW YORK
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ROSA RAISA

Prima Donna Seprano of the
Chicago Opera <Association

PUPIL and protege of Nme.

Campanini, she has already

achieved sensational successes in
London, Milan, Buenos Aires, Mexico,
Chicago, and New York though still
in her twenties. A leading Chicago
critic has called Raisa “the greatest
dramatic soprano in the world.”

Raisa is one of the famous group of
brilliant artists who are recording for
the Vocalion Record exclusively. Her
record of the celebrated aria from Il
Trovatore “D’amor sull’ ah’ rosee” is a
splendid example both of the superb
quality of her voice and the wonderful
new svstem used in making Vocalion
Records.

A Wonderful Voice—A Wonderful New
Record and—the World Famous Phonograph—

AroLIANVO CALION,

ON A CERTAIN SUNDAY afternoon last March, Rosa Raisa,
prima donna soprano of the Chicago Opera A;Joaa,txon, sang at
a concert given in the Hippodrome in New York. No man, woman
or child who attended that concert will ever forget it. They
had heard what the critic of one of the leading New York papers
called ““the most marvelous, most glorious woice of any kind or
character’ which had come under his observation in many years.

HAT CONCERT, last Easter Sunday, is a instrument, capable of playing records as records
memory. The tones that stirred its great had never been plaved before.
audience to a ‘‘frenzy of enthusiasm” live only in Such improvement in the instrument sug-

the thoughts of those who heard.

In the beautiful Vocalion Studio on West 43rd
Street 1n New York, however, Rosa Raisa has
since sung many times. No great audience has
been there to applaud. but the melodious notes
of that wonderful voice have been preserved to
thrill an infinitely vaster audience than any opera
house or concert hall could hold.

Rosa Raisa is one of the great singers who are
committing their art to the new Vocalion Record.
In this Record, and the wonderful new system
under which 1t 1s produced, are the means by
which the world at last may gain a full measure
of enjoyment from its gifted ones. Never before
the Vocalion Record was perfected had the human
voice been reproduced to do it actual justice.

® 8 ©

HE new Vocalion Record has followed as a

natural consequence the production four years
ago of the Aeolian-Vocalion itself. Here was a
great phonograph—an extraordinary scientific

Vocarron Prices

Style 300, tllustrated at left. price $175.
Period model 1493, below, price $325.
Consentional models, svith Graduola, from
8115 upswards; without Graduola, from
$50. Many beautiful Period models, from
$240. Al prices subject 1o change.

gested the possibility of further development of
the record. and the new Vocalion Record is the
successful result of' the efforts in this direction.
In combination, these two—Vocalion instrument,
Vocalion record—represent the ultimate in phono-
graph development—the highest point to which
the art of phonograph reproduction has vet been

brought.

@
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HE Aeolian-Vocalion is today supreme 1n the

musical world.

[ts leadership rests on definite

features of superiority, as follows

VocaLion

TONE—Due to its advanced and
more scientific construction, the Vo-
calion produces richer, deeper, more
beautiful and more natural tones than
have hitherto been heard from the
phonograph.

TONE-CONTROL—The Graduola
——the artistic and exclusive tone-con-
trolling feature of the Vocalion, en-
ables the performer to shade and
color the music-as he will. It enables
anyone to participate in the playing
of the record, to give voice to his own
musical ideas and to prevent monot-
ony by slight changes in the record’s
stereotyped expression.

APPEARANCE—In both outline
and finish, the regular upright models
of the Vocalion establish an entirely
new standard of beauty for the pho-
nograph. The beautiful Period
Styies, though inexpensive, are the
most unusual and arustic phono-
graphs ever displayed.

FEATURES

MECHANICAL PERFECTION—
The Automatic Stop on the Vocalion
is an example of the perfection in
mechanical detail charactenizing this
instrument. Simple, direct and ab-
solutely dependable, this device is
the most satisfactory of its kind yet
invented.

And The New

UNIVERSAL TONE-ARM-—This
great feature of the Vocalion, is a
notable tribute to the skill and re-
source of the Aeolian staff. It pro-
vides the means by which every make
of record can be plaved “upon the
I'ocalion. \With the record situation
as it is today—with so many different
manufacturers making records—this
i1s the only way that all the great
artists can be heard. Moreover, so
well has this feature been designed
that each make of record is played
exactly as intended, thus producing
from each the best results of which it
is capable.

The AEOLIAN COMPANY

Loxpox-—Paris

Aroriay Have, New York Ciry

NADRID—SYDNEY

Branches and Representatives in :v2ry Principal City of the World.

Canadian Distributors: TRE NorpHEIMER Ttaxo anp Mwsic Co., Ltd. Toronto
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AEOLIAN-VOCALION

The Phonograph Made By Musical Experts
- For Musical People -

he Aeolian Company are

the world’s masters 1n the

art of musical instrument
building. The magnificent Pipe-
organs built by this firm—the
most pretentious and costliest
instruments ever constructed—
are installed in hundreds of the
palaces of Exrope and residences
of wealth in this country.

The Steinway and the Weber
Duo-Art Pianos and Grand
Pianolas, are unapproached in
the realm of the pianoforte.
All the productions of this great
house are distinctive, distin-
guished and supreme, each in its

field.

The Acolian-Vocalion 1s far
more than has hitherto been
conveyed by the word “phono-
graph.” It is a true musical
instrument, designed for, and
appealing to, people of cultured
taste and discernment.

Its tone has the richness,
depth, purity and beauty that
people with such taste demand
and appreciate. Its cases exhibit
the simplicity of true art, the
appropriateness to their. sur-
roundings, that only knowledge
and experience infine instrument
designing can produce.

Its many important and exclus-
ive features, such as the Gradu-
o/a, giving personal control of
tone effects: the Universal Tone-
Arm, giving access to all the
different standard makes of rec-
ords, and the Awtomatic Stop,
providing a simple and precise
means for starting the music and
stopping 1t at desired points; all
add their value to the sum of its
completeness.

Today, the Aeolian-Focalion
with its extraordinary qualities
emphasized and enhanced by the

production of the new and revo-
lutionary Focalion Record,
occupies a position in the
phonograph field that i1s a true
reflection of the standing and
character of the distinguished
Music House that builds 1t.

The three instruments illustra-
ted above exemplify the tasteful-
ness and distinction of Vocalion
cases. That in the center 1s
Period Model No. 1497 1in
William & Mary design. Its
price 1s $340. The instrument
on the left 1s Conventional
Model No. 600, Price $225. The
one on the right 1s No. 800,
Price $350.

Conventional Models of the
Vocalion cost, with the Graduola,
from $115 upwards; without
Graduola from $50. There are
many beautiful Period Models
from $240 upwards. All prices
subject to change.

'The AEOLIAN CO., Aeolian Hall NEW YORK CITY

Branches or representatives in all
principal cities of the world

Canadian Distributors:

The Nordheimer Piano and Music
Company, Ltd., Toronto
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Weey Your Bnme Cheertul MWith

Che Music of the Horalion

I'TH music’s inspiration so all-pervading as it is at this time, is not an mmproved, refined,
artistic phonograph for your home something to be seriously considered?

With its remarkable new record to augment its own advantages, the Vocalion offers music reproduction that is years
in advance of other instruments of its type. The Vocalion reproduces musical tones in a clear and colorful
manner unknown to phonographs before. -

The modern trend in house-furnishing being to ‘con- I
form to some period of the historic past, we are now
offering a group of sixteen exquisite Period Style Voca-
lions. Contrary to the expectiation of those who exam-
ine the remarkable beauty of their cases, these Period
Vocalions are extremely moderate in price. They are
purchasable on a convenient monthly payment plan and
liberal allowances will be made for phonographs taken
in exchange.

The two Period models illustrated exemplify the taste-
fulness and distinction of the line of Period Vocalions.

The picture across the top illustrates Style 1515 of
Gothic design, price $425. At the left is shown Style
1494, developed in the graceful Adamn manner, price
$360. At the right is illustrated the beautiful Style 800,
which heads the Conventional Vocalion line, price $350.
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BESIDE its power to reproduce all musical tones in an
exquisitely pure and realistic manner,the Vocalion pos-
sesses many other distinct advantages. Among thesc are:

K A A A A

= 1 —The advantage of playing the NEW VOCALION
? RECORD—the most beautiful phouograph music ever
== produced.

e IR ;
INETTHIN  2—The advantage of playing every other standard
, | f
!&l .":I'I"'/ d phonograph record with greater beauty and naturalness.
’l" " |
L

1

i b

3—The advantage of the fascinating GRADUOLA, with

X . :
Milemees B, guliich you niay vary the expression of your records

at will,
4 —The advantage of harmonising with and enhancing
the appearance of auy room wherein it is placed.

l’h]ll!b

o

B - Prices of Period Models from $240
Prices of Conventional Models from $50
Convenient initial payment and monthly terms if desired

THE AEOLIAN COMPANY

Hakers of the Duo-Art Pianola-Piano. Largest Manufacturers of usical Instruments in the World

In MANHATTAN - In THE BRONX - In BROOKLYN - I NEWARK
29 West 42nd Street 367 East 149th Strect 11 Flatbush Avenue 895 BroadStreet
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TRADE EXCELLENT IN ATLANTA

Increasing Quantity of Stock Is Received by
Talking Machine Houses and Is Quickly Ab-
sorbed by Public—Reports Indicate That
Prosperity Has Strong Grip in South

ATLANTA, GA., February 4.—Talking machine
dealers in Atlanta generally report fine business
111 the month of January. In most instances the
amount of business done was limited only by
the shortage of stock. Detailed reports fol-
low:

The Atlanta Talking Machine Co., who sell
the Columbia line and the Vocalion, and have
the oldest name in the Columbia retail business
in Atlanta, have been running large space in the
local papers, advertising the Columbia records,
and their record business has increased amaz-
ingly as a result. They state also that their
sales of talking machines have held up excellent-
ly, and that many parties who could not buy
during the Christmas season have been able to
fill their wants since. With the probability that
the situation with the Columbia Co. will stead-
ily improve from now on, they think that the
volume of their business will be larger than
ever,

The Cable Piano Co., possibly the largest re-
tailers of the Victor line in the South, through
Mr. Salter, manager of the Victrola department,
report the volume of business to be very satis-
fadtory, the public seeming quite as eager to
buy as before Christmas, and the demand for
both Victrolas and Victor records is very ac-
tive. Mr. Salter looks for an indefinite continu-
ance of this activity.

The Haverty Furniture Co., Columbia dealers,
wlho also sell the Pathé line, through Mr. Wil-
son, manager of the talking machine depart-
ment, say that their business is quite up to ex-
pectations, their record sales being particularly
gratifying. They have taken on the Columbia
line of foreign records, for which there is quite
a demand in this city, and expect to do a sub-

ey PO STV
%

stantial business with this addition. They say
that their stores in Columbia and Charleston, S.
C.; Birmingham, Ala.; Memphis, Tenn.; Savan-
naly, Ga.; and Dallas and Houston, Tex., all re-
port fine business in their phonograph depart-
ments.

The Phillips & Crew Piano Co., the oldest
Victor dealers in Georgia, and the original and
pioneer Victor house in Atlanta, wholesale and
retail, say that their business is in excellent
condition. They were fortunate in receiving
early in the new year a substantial shipment of
the popular Victrolas, and were thus able to sat-
isfy many of those who had waited until after
Christmas to get just what they wanted. They
have recently been featuring the Victor records
in the local papers, and have enjoyed a very
fine record business.

With the probability that the Victor Co. will
be able to make heavier deliveries in the next
few weeks, they hope to be able to supply each
and every omne of their customers who have
waited patiently for just the model they wish.

Phonographs, Inc., Edison jobbers and retail-
ers, are coutinuing a fine business. The New
Edison is becoming increasingly popular even
in the smaller towns in the South, and as the
rural people have money to buy almost any-
thing they wish, this high-class instrument is
selling readily both in Atlanta and in the smaller
centers.

The Delpheon Shop, Columbia dealers, and
who also sell the Delpheon, through Mr. Sun-
derland, state that their business is constantly
increasing and expanding. Their sales are 100
per cent. ahead of 1918 and the outlook with
them is very bright. Mr. Sunderland is ac-
tive, aggressive and wideawake in the conduct
of his business, and the result obtained recently
with the Columbia line shows for itself.

The Elyea-Austell Co., Victor wholesalers, are
already planning considerable development of
their dealers’ service program in anticipation of
increased shipments of machines and records
from the factory that will tend in the near fu-

Top 20x 22

A beauty—

something for
those discrimin-
ating customers.

We have

other cabinets.

ture to place their business on a normal basis.
. N. Up'shaw, of the company, recently attended
the meeting of Victor jobbers held in Philadel-
phia, and took occasion while there to visit the
Victor factories in Camden.

Chamberlin-Johnson-DuBose Co., Victor and
Sonora dealers, say through Edward Brotherton,
manager of the department, that their business
is showing and has shown an increase every
month for the past ten. The proprietors of the
store are much pleased with the sales in this de-
partment and with Mr. Brotherton’s capable
management. The Sonora is gaining strength
in Atlanta every month.

Dealers in various lines in towns adjacent to
or tributary to Atlanta are reported by travel-
ing salesmen to be selling quantities of phono-
graphs and records. This includes Savannah,
Macon, Columbus, Augusta and numerous other
cities and towns.

RETURNS AS GENERAL MANAGER

F. W. Corley Out of Naval Aviation Service
and Resumes Management of Wholesale Talk-
ing Machine Department of Corley Co.

Ricamonp, Va., January 29.—Frank W. Corley,
son of John G. Corley founder of the Corley
Co., Victor wholesalers, is back at his accus-
tomed place as general manager of the whole-
sale department of “The House That Made
Richmond Musical.” At the outbreak of the
war Mr. Corley entered the Naval Aviation Serv-
ice and served until a very short time ago.
While not yet too fully detaijling their plans for
1919, it may be stated that the Corley Co. will
errergetically maintain their former high records
for dealer service and pursue the accepted idea
of expansion prevalent throughout big business
in this country.

Some men stand all their lives vainly rattling
the doors to success and wondering where those
inside got their keys.

EEE——

Price to Dealers

Size (top) 17x 19
51059
Size (top) 20 x 22

¥ 200

M A leader of popular
“ leaders for efficiency
and beauty.

.

Equipped with the gen-
uine Eject-o-file.

In oak or mahogany.

your business.

our business.

Let’s get together.

You need these products in

We need your money in

- All goods thoroughly guaranteed

Built to fit

VOCALION
Style F, G, H, l,JrK

and

EDISON
C-150

Manufacturers--

can install in any
size machine.

We have an atirac-
tive proposition.

EJECT-O-FILE SALES CO.

16 W. Saratoga Street

>
'
.
<
o
7
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MD.
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Edison Message No. 3_5

Patriotic Profits

Every day the wheels of in-
dustry are turning faster;every
day the industrial activities of
the nation are becoming more
important. The moment the
armistice was signed a vast
responsibility shifted from
General Pershing to you, and
other merchants.

Of course, you are going to
take back all of your former
employees who went to war—
unless there are gold stars on
your service flag. But that
1sn’t enough. It 1sn’t patriotic

enough, and it 1sn’t profitable

enough.

This will be a banner year
for your business; all the signs
promise that. Additional sales-
men are not only advisable,
they are necessary. And a
soldier makes a good salesman.
He 1s a trained fighter, and
will fight for orders as he
fought for Liberty—with all
his heart and soul.

So hire a soldier-salesman .

and begin to gather in the
patriotic profits that are com-
1ng to you.

THOMAS A. EDISON, Inc.

ORANGE, N. J.

Official Laboratory Model New
Edison—W.illiam and Mary Cabinet.
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How Best to Advertise Successfully a Retail
Talking Machine Business . .

There is so much written and spoken on the
subject of advertising that the retail talking
machine dealer who really wants to go about
the advertising of his business in an effective
and result-producing manner is somewhat at a
loss as to how to begin and, after beginning,
how to stay within the limits of safety in set-
ting aside and spending, or rather, investing,
his advertising appropriation.

Some of the advertising authorities have ad-
vocated the setting aside of a sum representing
as low as 2 per cent. of the year’s gross busi-
ness for advertising. Others have advocated 5,
10 and even 20 per cent., and John Wanamaker,
the merchaut prince, is credited with the state-
ment that if he had $25 to begin business with
he would spend $20 of it in advertising.

All this naturally appears very confusing to
the average retail dealer who is unable to re-
tain and pay for expert advertising advice, but
if he wants to get the real value for his money
and at the same time be conservative he will
realize the fact that much of what is written
about advertising is based upon generalities, and
that his advertising problems rest largely upon
the local conditions he is called upon to meet,
the prominence of the papers in his locality and
the amount of publicity a specified sum will buy.

There is little that is haphazard about present-
day advertising in the matter of selecting me-
diums, deciding upon space and, in fact, mapping
out an entire campaign though it cannot be de-
nied that there is and always will be consider-
able uncertainty regarding the effect of certain
kinds of copy. The main fact to be considered
is that advertising should be a fixed factor in
the business—an investment that is in every way
as essential as rent and, in fact, a trifle more
essential.

The dealer should first consider the mediums,
in other words the daily and weekly newspapers
that cover the territory in which he operates,
and then secure reliable information regarding
rates, circulation and other factors. In this
work the honest solicitor for the local news-
paper, if he knows his business, should prove
of material assistance for he can map out a ten-
tative campaign for the dealer, which, while in-
cluding his own paper, will also make use of
other mediums that cover the same field at dif-
ferent times, in different ways or reach a differ-
ent class of people.

The average dealer with only a small appro-
priation for advertising is frequently discour-
aged by the fact that some of his larger com-
petitors can use advertising space that is beyond
his means, but he is prone to forget that small
space used consistently and with the proper
kind of copy is as effective in the long run as
pages and half pages used intermittently. The
old story to the effect that the constant drop-
ping of water will wear away the hardest stone

= T e T

TheSmall Dealer As =
Well As the Big One =
Can Benefit Froma —
Proper Expenditure =
For Advertising =
=

was never better illustrated than in the case
of advertising.

In the great majority of papers the advertiser
can contract for a substantial amount of space
at a surprising reduction from the one time rate
or can contract for the appearance of a ten or
twenty-line advertisement to appear daily, semi-
weekly or weekly for the year, the rate of the
daily insertion being, naturally, much lower.
Space bought on this basis is generally known
as a “rate maker” and gives the advertiser the
privilege of increasing his space for any single
issue at the same rate per line paid for the reg-
ular advertisement. This method has the ad-
vantage of giving the advertiser a special long-
time low rate for single spreads of particular
announcements and at the same time keeps his
name before the readers of the paper every day
when he has no special advertisement to run.

The dealer who really gives earnest attention
to his advertising can, by the selection and ar-
rangement of his copy cause even a compara-
tively small announcement to stand out from a
page of advertisements and attract attention.
The ability to select attractive type and borders

By Joseph H. Moorehouse

and lay-out the display properly and attractive-
ly is as great an asset to the business of the
dealer as his ability to close a hard sale.

It is the dealer who has something to say
and says it who finds that advertising pays and
not the man who is content with the time-worn
copy “John Smith, fine talking machines, 12
Blank street, Jonesville.” The latter almost
throws his money away, for the local directory
will give the same information without cost to
those who are looking for a talking machine. If
such copy is run daily or weekly year in and year
out it may possibly impress some constant
readers with the fact that Smith handles talk-
ing machines, but that is about all.

Talking machine or piano advertising, like all
other kinds of publicity, is, or should be, sim-
ply a selling talk and should be developed on
tbat basis. ‘The language should be good, the
arguments forceful and convincing and every ef-
fort made to put in the paper as attractively as
possible just what a salesman would be expected
ta say to the prospective customer who made a
pcrsonal call at the wareroom. The dealer who
tells his reader through his advertisement just
what he would expect to tell the same reader
were he to meet him face to face in the store,
will find that his advertisements will attract
more profitable attention than when any other
system is used.

There are two factors that make for value in
advertising and they are price and name with
the price keeping a trifle to the front. There
are some talking machines, the names of which
are so well known that the mention of the fact
that the dealer is the agent for the line will in-
tcrest the readers. Others, however, are inter-
esting to newspaper readers only from the view-
point of price, and in such cases prices should
be made the basis of the printed selling talk.

Facts about the tone and the various struc-
tural features may be presented in an untech-
nical manner and serve to impress the reader
with the qualities of the instruments offered even
though he may not fully appreciate the sig-
nificance of the various features.

An advertising campaign based on the system
of selling and with the facts about the instru-
ments told frankly is bound to prove a suc-
cess if followed out consistently and intelligent-
ly. Good copy, attractive but dignified display
and persistence are the elements that count.

VICTROLAS=VICTOR RECORDS

Get them when you want them from us= :
Orders shipped the day received—=We’re
on the main line of the Erie, Lackawanna,
Lehigh and Pennsylvania Railroads.
.Servlce always here, for ‘He Profzis Most

Who Serves Best.”” . .-,

' Retail

ELMIRA ARMS CO.

117 Main Street, Elmira, N. Y.

Wholesale
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OPTIMISM PREVAILS IN NASHVILLE

Wholesalers and Dealers in That Section Mak-
ing Preparations to Market the Increased
Stocks Which They Expect Soon to Arrive

Nasuvitg, Ten~., February 4.—Castner-Knott
Co., Victrola exclusively, are quoted through
Forrest Traylor, department manager, as saying
that they are in every respect pleased with the
sales in this department except that if they
could get more stock they could do a much
greater volume of business. Detailed reports of
their December business show that it was the
largest December they ever enjoyed as to
amount of sales. Their department is one of
the most attractive your correspondent has ever
scen, spacious, neat and well arranged.

Mr. Traylor is optimistic as regards business
for the coming year, and is making preparations
tec get his full share. He recently made a
rather extended tour of Northern cities.

Mr. Lawrence, manager for O. K. Houck Co.,
in the retail Victor department, says that even
with the shortage of goods December, 1918, was
ahead of any December they have ever experi-
enced, and all things considered he is well
pleased with results obtained. The Houck Co,,
who are also Victor jobbers, expect shipments
from ‘the factory to arrive shortly, and their
many customers, both retailers and individuals,
can then be supplied with Victor product.

At Bond’s Graphophone Shop E. E. Hyde,
manager, reports January as being well up to
the standard of previous years. Shipments
from the Columbia distributing headquarters in
Atlanta have improved, and Mr. Hyde says if
the service now afforded continues he will make
a new record for 1919. The sale of records
is particularly fine with this concern, their sales
now being three times what they were a year
ago.

M. F. Shea, dealer in the New Edison, is hav-
ing a gratifying business, and this high-class
phonograph, which for some months was not
on sale in Nashville, having had no representa-

tion for a
month.

H. Brown & Co., Columbia exclusively, say,
through Mr. Stelzer, firm member, and who has
the department under his immediate supervi-
sion, that they are much pleased with the way
sales are going. Mr. Stelzer speaks in terms
of high praise of the new model Grafonolas.

Reports from fifteen smaller centers near here
are “all to the good,” and every one in the fra-
ternity seems to regard the outlook as altogether
favorable to a prosperous year for those in the
talking machine business.

VISITING PACIFIC COAST TRADE

Frank J. Coupe, director of sales and adver-
tising for the Sonora Phonograph Sales Co.,
New York, is now en route to the Pacific Coast,
and according to his present plans will be away
about five or six weeks. Mr. Coupe is visiting
the Sonora jobbers throughout the country, and
his reports to date indicate a record-breaking
Sonora business everywhere.

Joseph Wolff, secretary of the Sonora Phono-
graph Sales Co., spent a few days at Sagamore,
Mich., recently, visiting one of the Sonora cab-
inet factories in that city.

THOS. NILES WITH COLUMBIA CO.

The general sales department of the Colum-
bia Graphophone Co. announced recently that
Thomas Niles had been appointed a member
of the general sales division with headquarters
at the executive offices in New York. Mr. Niles
succeeds Norman B. Smith, who has been ap-
pointed assistant manager of the Columbia
branch in Cincinnati. Mr. Niles was recently
discharged from the U. S. Army with the rank
of captain, and prior to entering the service of
Uncle Sam was associated with the American
Chicle Co.

while there, is increasing every

Greatness is never thrust upon a man who
leads an aimless life.

NEW POST FOR N. B. SMITH

Becomes Assistant Manager of Cincinnati
Branch of the Columbia Graphophone Co.

The general sales department of the Columbia
Craphophone Co., New York, has just an-
nounced the appointment of Norman B. Smith
as assistant manager of the company’s Cincin-
nati branch. Mr. Smith, who assumes his new
duties this week, succeeds G. H. Williams, who
has resigned from the company’s service.

In making this appointment, the Columbia Co.
sales department has given a well-deserved pro-
motion to Mr. Smith, for during his year’s con-
nection with the sales department at the execu-
tive offices Mr. Smith has won the esteem and
admiration of all of his co-workers. Thor-
oughly versed in all details of Columbia mer-
chandise and enthusiastic regarding Columbia
quality, Mr. Smith will undoubtedly prove an in-
valuable assistant to F. F. Dawson, manager of
the Cincinnati branch.

DISCHARGED FROM THE ARMY

Russell Hunting, Jr., well known in local re-
cording circles, was discharged from the U. S.
Army last week, with the rank of lieutenant.
Mr. Hunting was stationed at Camp Upton and
was preparing to leave for France when the
armistice was signed. He has not made any
definite announcement regarding his plans for
the future, but in all probability will become
associated, with one of the prominent record
companies, as he has had several years’ experi-
ence in the technical end of recording. Mr.
Hunting is a son of Russell Hunting, special ad-
viser to the Pathé Fréres Phonograph Co.’s
recording division.

The Ampliphone Phonograph Co., of Brazil,
Ind., whose plant was recently destroyed by fire,
have temporary offices in the Citizens’ Bank
Building. They will occupy temporarily part of
the Brinkerhoff Piano Co.’s plant.

4

successful phonograph business.

| We are in position to take care of your orders

promptly. Our factory is
running day and night
and we employ only the
most skilled mechanics.

l /

Possess all the sterling qualities that go to build up a
They are sold to
builders of all the high-grade talking machines, and
give universal satisfaction to the user.

CHICAGO OFFICE

Best in theWorld

Build satisfaction into your products by using the

Dayton Motors
Dayton Reproducers

Dayton Ohio,U/S.A

1500 REPUBLIC BLDG.

Quality Line

Dayton Tone Arms

Sold all over the world and
used in the highest class talk-
ing machines. Worite for par-
ticulars.
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Unico Equipment
Excels from Every
Standpoint

Six standard styles
« Special period styles

Pegign . .
Construction .
Finish .
Cfficiency . .
Economy

Delivery .

Patented, Interlocking
Portable Units
Sound Insulated

All standard Oak,
+ Mahogany and Enamels

Increased sales at lower
cost per sale

Moderate first cost
, Always an Asset
Adaptable any location

Prompt shipments from
stock ready for imme-
diate use

Ingtall a Complete
@nico Department

T DEMONSTRATING ROOMS
4 RECORD RACKS

3 RECORD COUNTERS

¢ DISPLAY ROOMS

@® DECORATIONS-FURNISHINGS

The Unico System has
Increased Sales and Profits
for almost 1000 dealers

Send to-day dimensions of your available space.
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Designs and Construction
Patented

THE SALES BUILDER
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Stupendous 1919 demand for
Talking Machines and Records

Wictory

Huge sales and profits will reward
the wise Dealer who installs a
modern Unico department

Peace .

will make ample stocks available

ENLARGE YOUR
DEPARTMENT NOW

Plans and estimates for a

complete department will reach you promptly. By acting now you can com-
plete your improvements in season to be ready for THE BIG BUSINESS.

THE UNIT CONSTRUCTION COMPANY

RAYBURN CLARK SMITH, President

Fifty-eighth Street and Grays Avenue, PHILADELPHIA, U. S. A.
NEW YORK OFFICE, 299 MADISON AVE. (CORNER 41st STREET)
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STOCK SCARCITY STILL PREVAILS IN PORTLAND TRADE

Dealers and Jobbers Alike Anxiously Awaiting Shipments of Machines and Records to Meet
Immediate Demands—A Busy Oregon City—An Interesting Budget of Trade News

PortLAaND, Ore, February 8—The big business
done by the Hyatt Talking Machine Co. since
they moved into the new store, and particularly
during the holiday season, has diminished the
stock to such an extent that Mr. Hyatt is anx-
iously looking for new shipments. Victrolas
and records are scarce and the demand as great
as ever.

The Stradivara Co. is starting off the year 1919
splendidly. There has been no falling off in
the trade since Christmas. The OkeH records
are in great demand.

A customer came into the salesrooms of C.
Guy Wakefield and bought four phonographs
at retail at one time, selecting one Pathé, one
Stradivara and two Americans.

The Seiberling & Lucas Music Co. are in-
creasing their floor space and adding to the
sales force. Business doubled itself last year,
and a still more prosperous year is looked for
in 1919.

J. 1. Chisholm, who has been a piano sales-
man with the Portland branch of the Bush &
Lane Co., has resigned and gone into business
for himself on West Park street. In addition
to a piano department Mr. Chisholm will carry
the Stradivara talking machine,

The Record Shop, a tiny shop situated next
to the Orpheum Building, is busy selling Lucy
Gates records. A concert given by the Apollo
Club in the Auditorium on January 9 had Miss
Gates as its soloist, and the delightful impres-
sion made by her beautiful voice stimulated the
sale of her records.

Cheney machines are still being called for at
the G. F. Johnson Piano Co.’s store. The trade
since Christmas has been of unusual activity.

Miss Eva Wachtell, of New York, has joined
the sales force of the talking machine depart-
ment of the G. F. Johnson Piano Co.

L. C. Callahan, who was in an officers” train-

ing camp at Eugene, Ore.,, and then at the
Bremerton Navy Yard in the aviation service,
has returned to Portland and resumed his posi-
tion as manager of the Columbia Dictaphone
Co. J. R. Haight was in charge of the depart-
ment during Mr. Callahan’s absence.

A shipment of Victrolas and Cheney talking
machines is eagerly awaited by the G. F. John-
son Piano Co., as all machines on hand were
cleaned out during the holidays.

The Bush & Lane Piano Co. allow no rec-
ords to go out on approval. James L. Loder,
in charge, says the rule is rigidly adhered to,
no approvals or exchanges being permitted. He
says this rule will be of advantage to customers
as well as to the firm, insuring them fresh goods
in every instance.

The “Portland Music House” is the name
given by Chisholm & Moffet to their new store
at 163 West Park street. They handle the
Stradivara line.

“The Lure of Music” was too much for L. P,
Older, who left the Columbia Grafonola Co. to
enter the shipyards three months ago. He has
resumed his former position with the Columbia
Co.

Interesting advertisements of the Brunswick
phonograph are issued by Frye's Sporting
Goods Store of Baker, Ore.

The Wakefield Music Co., under the manage-
ment of C. Guy Wakefield, just sent a dozen
machines to St. Helens, Ore., where a new
branch store has been established. The Bruns-
wick and Pathé machines are carried. W. S.
Glover has joined the sales force.

The talking machine department of the Reed-
French Co. is doing a big business in its new
location on Washington street.

Paul B. Norris, of Wiley B. Allen Co., says
this year is starting out much better than last
year. People have more money and are buy-

ing better machines. When cash sales are not
made—and they are the rule—the first payments
are big. Victors, Edisons and Brunswicks are
handled.

Only enough talking machines to display one
or two in the windows and to use in demon-
stration rooms remain of the big stock of G. F.
Johnson Piano Co. Victrolas and Cheneys are
sold out.

Donald Smith has returned to Portland after
a brief military experience at the officers’ train-
ing camp at Corvallis, Ore., and intends going
into the phonograph business again.

W. B. Maxwell, manager of the talking ma-
chine department of the Powers Furniture
Store, has recovered from a severe attack of in-
fluenza and is again on duty in his department.

Paul B. Norris, manager of the talking ma-
chine department of the Wiley B. Allen Co.,
who had been very ill with influenza, has re-
turned to work, but has lost 16 pounds in
weight. He is as busy as ever, however, selling
machines and is optimistic over business.

“FLU” DELAYS PORTLAND MEETING.

PorTLAND, ORE, February 3—The prevalence
of the “flu’” and the number of people in the
talking machine business who are suffering with
it was the cause of the postponement of the
monthly meeting of the Talking Machine Deal-
ers’ Association. It is quite probable that no
meeting will be held until the second Tuesday in
February. By that time it is hoped the epi-
demic will be over. The great interest mani-
fested by all members of the association in-
creases instead of diminishes as time goes on.
Arrangements are being made by Taylor C.
White, vice-president, and other members who
are on a committee with him to make the next
meeting the best ever. Speakers of eminence,
who can speak with authority on the talking
machine business and on business in general, are
promised by the committee, and if all goes well
the February meeting will be a most important
and profitable one.
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hear it.

want you to know it.

superiority.

Sl RADIVARA

Art Phonog’raph

“KNOWN FOR TONE"

=3|O convey to you by mere type and ink the
real exquisite beauty and artistic worth of
the Stradivara is beyond our power.
Highly scented compliments, self paid,

have, by their commonness, lost all meaning.

The only possible way for you to realize the fact that the
Stradivara is actually different and superior is to see and
This alone will bring to you an appreciation of the
skill, the masterful attention to detail, the idealism and the
dreams that are embodied in this product.

PATENTED

We know the Stradivara is different and superior. We
See it, hear it and test it.
critical you are the more quickly will you recognize its

The more

No. 95.—List Price $95.00

Other Models from $60 to $250

The COMPTON-PRICE COMPANY
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It wins by comparison

Write us. It will pay you.

COSHOCTON, OHIO
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Double Disc

Records
of the Hour!

Paramount is the popu-
lar all-hit line of Inde-
pendent Records.

The 1deal Seller for dealer

Greatest

and jobber alike.

No weak selections that Record
stock up on your shelves

and eat your well- PrOpOSItlon

earned profits.

Anindependent linethat
you can afford to push,
because it is well adver-

in America
Today

tised and yields liberal s
profits. Dealers write today for further S
details and our late catalog. s
G he most profitable of Broadtway’s latest hits. e \g@
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AP
HE NEW YORK RECORDING LABORATORIES, Inc. s . /
PORT WASHINGTON WISCONSIN - & & &
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When you play the “Spirit of Victory”
March, you sell it. Prince’s Band —Columbia
A-7535.

Columbia Graphophone Co.

NEW YORK
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CHRONICALLY SLOW ACCOUNTS AN EXPENSIVE BURDEN

When Cost of Carrying Slow Accounts Approaches the Gross Profit Figure It Is Time That the
Account Was Closed, Says N. H. Tatman—Hints for Collection Department

The collection department should keep an ac-
curate record of the additional cost of carrying
slow accounts to determine definitely the cost
entailed, such cost to be offset by the gross
profit. When the account reaches a point where
it is within 5 per cent. of the profit the account
should be closed. A letter should be sent the
customer, if a representative cannot call, setting
out clearly and firmly why the account is no
longer desirable. The amount figured as loss
should be charged to loss account and not to
expense.

The collection department should keep accu-
rate records showing the additional cost of col-
lection which will consist of clerical work in
checking over accounts, making extra state-
ments and cost of drafts if drawn, traveler’s time
taken from his regular duties, attorney fees if
incurred and interest on account if not collected.

The customer who is chronically -slow is as
certain to be overtaken with failure as the sickly
body is with fatal disease! .Slow payments are
habits formed which if allowed to go unchecked
become permanent and will surely cause failure.
It is a habit which if not corrected in time will
prove fatal. One remedy would be to get the
names of the slow customer’s creditors and by
trade inquiry develop his exact status. When
the creditor who has the largest amount at risk
or who has had the longest acquaintance with
tlie delinquent has gathered the facts he should
call upon the slow account, presenting the whole
situation, making it plain there is no cause for
alarm but that the creditors’ representative is
merely calling in the interest of the gustomer
to show him the error of his ways and where
these errors will bring him. If he fails to get
a friendly reception, the creditor should firm]y
make it plain to the debtor that his procrastina-
tion cannot continue; that he is empowered to
force a change. The large majority of slow ac-
counts can be turned into desirable customers,
but if not, a creditors’ meeting should be im-
mediately called to determine the best, quickest
and most economical manner of bringing the
account to an end, thereby stopping the drain.

Credit men who have carefully analyzed the

slow account are sure to arrive at the conclu-
sion that if the disease cannot be cured the best
thing to do is to withdraw, for the longer the
customer remains on the books the greater the
loss.

The credit man can go into the affairs of the
slow customer where others cannot, for he can
appear as a friend desirous of helping his cus-
tomer. This is not wholly an unselfish motive
and the customer can be made to see that it is
for.the benefit of creditors as well as the debtor
that the credit man is so solicitous of the
debtor’s welfare. If the slow customer is taken
care of in time and does not have too many
other faults, he can be put on the road to suc-

cess, thereby saving the debtor’s assets as well

as making a profitable customer for the house.

Whether or not it will pay the house to spend

the necessary time and money to save a cus-

tomer all depends upon the customer having

the capacity, character and capital to acquit

himself well when put on the right track. This,
must be decided in each individual case.

In conclusion, it is urged upon all credit
grantors that they have the moral courage to
close an account on their books which is slow
and unprofitable. A credit man is doing his
house as well as fellow credit men an injustice
if he permits the slow account to continue to
operate. The symptoms are so plain that none
can fail to see the first effects of the slow ac-
count and right then and there is the time to
apply the remedy before it becomes a fixed
habit, the purpose being either to cure it or
wind it up to prevent greater loss.

ISSUE NEW RECORD CATALOG

Complete List of OkeH Records to Be Found in
Well-Arranged Volume. Just Issued by the
Otto Heineman Phonograph Supply Co.

The Otto Heineman Phonograph Supply Co.,
of New York, has_just issued a complete catalog
of OkeH records, and this new publication indi-
cates the rapid strides which this popular rec-
ord library has made within the past few months.

The cover of the catalog presents the well-
known “Victory” illustration that the company
has used in its general OkeH record publicity
during the past few weeks. This illustration not
only appears on the new catalog, but is also fea-
tured on hanger supplements, motion picture
slides, etc. The color scheme is red, white and
blue, and this design is followed throughout the
catalog. i

The records are listed according to classes,
among these being dances, heart songs, instru-
mental selections, popular songs, patriotic,
standard songs, etc., etc. The diversity of this
catalog indicates the possibilities for develop-
ing OkeH record business; and the. hearty re-
ception accorded these records bears testimony
to their merit and sales value.

Among the popular artists who are repre-.

sented in this new catalog are Joseph Phillips,
Collins and Harlan, Henry Burr, Lewis James,

fityle 800

/== THE REGINAPHON

A phonograph of the highest grade
with many exclusive features. The new
Regina Sound-box is the greatest im-
provement in talking machines in
years, reproducing all hill and dale
and lateral cut records equally well,
and in a manner unsurpassed.

Territory atrangements with active dealers. Send for particulars.
9 YO
THE REGINA CO. 5w ave: CHICAGS ILL

Manufacturers of the Regina Music Box and other musical instruments for over 25 years.

New Regina Sound-Box

Arthur Fields, Arthur Campbell, Reed Miller
and others. There are a number of 'cello num-
bers played by Vladmir Dubinsky, and Paul
Eisler has contributed piano records to the
OkeH library, which have met with marked
favor. The Berkshire String Orchestra, well
known in musical circles, also records for the
OkeH library, and the dance records include
selections by the Fred Van Eps Quartet, Ma-
jestic Hotel Dance Orchestra and other success-
ful organizations. ¥

" ECONOMY WORTH CONTINUING

Probably one of the war economies which has
been most widely adopted and is still most
worthy of continuation is the plan of using the
back of original letters for the carbon copy of
the answer thereto, instead of making a carbon
copy on a separate sheet of paper. This plan
serves to save paper on the one hand, and makes
for efficiency on the other, in that an answer-

- letter cannot possibly become separated from

the communication to which it is a response.

COTTON FLOCKS

«+« FOR..
Record Manufacturing

THE PECKHAM MFG. CO., XEWARE NSS!

.
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10-inch Double-Dises
play with either a sapphire or steel needle

TO THE TRADE

FOR THE DEALER

OkeH Records afford dealers unlimited possibilities for developing a
profitable record business.

OkeH Records have achieved phenomenal success during the past few
months. They are being distributed by responsible houses throughout the
country, and this distributing organization is growing stronger every day.

OkeH Records comprise the best selling hits in the phonograph indus-
try. Our jobbers are ready to ship them promptly and immediately upon
receipt of your orders. There are no “lost” sales for the OkeH dealer. He
has the records in stock when they are needed.

FOR THE JOBBER

We have some desirable territory open just now for responsible and progressive houses who
are equipped to handle the OkeH line as distributors.

This is a big proposition, and we will consider applications for jobbing territory from concerns
who are ready to give this proposition intensive consideration.

Otto Heineman Phonograph Supply Co., Inc.

25 West 45th St., New York
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The Application of Period Decoration

to Talk-

ing Machine Cabinets—The Louis X VI Style

In our article on the application of period
decorative art in The World last month we
dwelt at some length upon the style of Louis
XV, which can be
held as represent-
ing the peak in
French decorative
art—that is, so
far as flamboy-
ancy and extrava-
gance are con-
cerned. In the
study of the
French decorative
arts, the develop-
ment from the se-
vere ecclesiastical
lines of the
Gothic, through
the Renaissance,
and the reigns of
the Henri’s,
Charles, Francois,
etc.,, to the time
of the Louis,
shows us a con-
stant tendency
towards greater
elaborateness, al-
though that ten-
dency up to the
time of Louis XV
was held more or
less within
bounds.

It is the law of
Nature that every
action must be
followed by a
corresponding re-
action, and it is,

away with court extravagance so far as possi-
ble, and to cater more strongly to the common
people.

therefore, but
natural that this
law be followed
out in the history
of France, and in
the history of her

decorative arts L T

’ E" .2.
for art follows AP
history. The con- \“i) = oo® o i
stant develop- ‘ H

ment of court ex-
travagance, which reached its climax during the
reign of Louis XVI, naturally placed added
burdens upon the population in general, and at
the end of his reign the rumblings of revolu-
tion were coming closer and closer to the
throne. It was but natural that realizing con-
ditions Louis XVI should take steps to do
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Louis XVI Decoration Will Fit Modern Requirements

Louis XVI had good intentions, but little
force of character, and his Queen had force of
character but no means of making it felt. The
result of this reform work, therefore, was that
the courtiers and nobles played at being simple,
and the elaborate court functions were given up.
The heavy court decorations, therefore, became

Write for
Samples of Work we
are doing in \
this line E

JuperiorDie €Castings

will Cut Your €Costs and Increase Your Sales

Tonearm and Reproducer Parts, Attachments, Turntable Hubs, Motor
Governor Discs, Knobs, Piano Player Parts—accurately cast in Alum-
inum, White Brass, White Metal Alloys or Zelco Metal—ready for nickel
or gold plating. € 4 We employ a large force of die makers especially
skilled in this class of work and operate a large battery of die casting
machines of our own design and construction with a capacity of

50,000 to 100,000 castings per day.

“EEEREE

passé, but interest was turned towards the bou-
doir and intimate lhiome apartments, and here
the tendency toward conservatism made itself
felt in the adoption of many classic details of
the daintier order. No style has ever so well
dcserved the word “dainty” as that of Louis
XVI. 1In fact, it seems a very feminine style,
and has the appearance of less permanence than
most of the other styles, due to the minor part
played by the architectural construction. The
modest taste of Marie Antoinette made itself
felt upon decorative art even before she became
Queen, and when she finally ascended the throne
the tendency towards the classic was already
well established.

In furniture, from which the modern cabinet
makers would naturally get their ideas, there
was a demand for the lighter styles, but with
rich ornamentation copied to a considerable ex-
tent from the ancient Greeks. ‘The scrolls
once so common in French styles were replaced
by straight lines, and the carved legs, columns,
etc., by flutings. These flutings were often re-
lieved by quills and husks partly filling them,
some extending from the bottom part way up,
and others from top and bottom, leaving a space
of plain fluting in the center, the whole mod-
estly decorated with plain gold or gold mixed
with silver, which gave the appearance of red
or green gold. In many cases the plain fluted
legs of tables, desks and cabinets were relieved
by stretchers.

Where panels were possible in harmony with
the design they were filled by studies closely
following nature and chaste grouping of Cupids,
but with a total disregard for the mythical.
The chief furniture and cabinet maker of the
period was Reisener, who was established at the
Bureau du Roi, Louvre, and who for twenty
years worked for Marie Antoinette. His chief
styles were in marqueterie, and these were
adorned with metal work by Gouthiere.

The advancement of the French «classical
school of design received a check in the midst
of the reforming process by the beginning of
the Revolution, although it was partially resur-
rected during the first of the Empire period by
the masters of the school, many of the chief
having survived the turmoil of revolution after
greater or less terms of imprisonment.

Interior decoration in France during the Louis
XVI period reflected more than at any othe:
time the personal style of one or two master
decorators. Herewith are shown a number of
decorative details quite frequently used in the
period. They will all be easily recognized as
to some extent typical of the style in question.

The flowing, undulating ribbon ends and grace-

(Continued on page 29)
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Send us
your Specifications
or Models for
quotations

Barnhart rolhers & Spindler
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HE Steger Talking Machine is the
T finest * reproducing Phonograph.
- in'the world. ‘No ‘matter what -
artist makes the record, the Steger
Phonograph will reproduce every sound
perfectly. It is- the universal Phono-
graph, that plays ‘all records correctly.

There are no parts to change
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APPLICATION OF PERIOD DESIGN

(Continued from page 27)

ful bowknots are among the most typical of the
Louis XVI decorative bits. Ribbons and bows
have been used for centuries in decoration, but
always with a certain attempted dignity., The
Louis XVI ribbons and bowknots do not try to
be dignified. Like all else in that style they
merely wish to be dainty, pretty and graceful,
and the designers attempted to give the ribbons
an appearance of motion, as if a breeze shook
the ribbon ends. The result is that Louis XVI
ribbon ornaments are usually peculiarly crinkled,
but they are no less pleasing on that account.

So, too, we notice in the floral and leaf fes-
toons an attempt to embody lightness and grace
rather than severity or dignity, and the lightness
is gained, not by making the festoons and gar-
lands thin and unnatural, as in the Regency
style, but by keeping the color and shadows
light, and by neutralizing the naturally staid
lines of the festoon by close juxtaposition of
light fantastic ribbons.

The Louis XVI scroll is also a type seen but
seldom elsewhere. It is not a rounded scroll,
but a flattened scroll, so that the effect is not
that of a circle, but of an ellipse. This is a
subtle method of suggesting the same delicate
lightness that seems to have been the main de-
sire of the decorators of that time. A circle
suggests strength of resistance. An ellipse
seems about to flatten out or break down, and
the idea of something caught while in move-
ment is what the decorator desired to suggest.

Nearly all the more delicate Greek decorative
mouldings and decorative details were freely
used. In fact, the entire Louis XVI style is an
idyllic Greek. It is a Greek pastoral, but with
the shepherds and shepherdesses in full dress.
It is an attempt to combine a classic style with
a romantic mode of thought, and the result is
just what might be expected—a dainty, pretty
bit of play acting in the lives of the people and
an appropriate stage-setting.

More than any of its predecessors the Louis
XVI was a style suitable for home life, and yet
it was superb enough for a royal palace. By
varying the fabrics and the amount of detail
in the decoration, it could be made enormously
expensive or to meet -the needs of average
wealth. It shows pieces depending on sheer
beauty ‘rather than on elaborate effects for their
attractiveness and is a style that proves most
interesting and satisfying to-day. A number of
talkinng machine cabinet designers have already
adapted the Louis XVI with great success and
others are learning constantly of its value. The
design is one of the imost popular and lends it-
self most admirably to interior decorative
schemes.

It's far easier to take things as they come
than to chase after them when they've gone.

See how the jobbers in The World can suppl'y
your wants.

NEW UDELL CATALOG ISSUED

Handsome Volume of Nearly Thirty Pages De-
voted Entirely to Illustrations and Descriptive
Matter About Udell Record Cabinets—1918
Business Sets New Record for This House

A handsome new Udell catalog, which may
be most appropriately termed a “Blue Book of
Dependable Record Cabinets,” has just been
issued by the Udell Works, Indianapolis, the
entire booklet, embracing twenty-eight pages
and cover, being devoted entirely to Udell cabi-
nets, designed especially for use with the most
popular models of table machines of the lead-
ing makes, including Victrolas and Grafonolas,
Pathéphones and Aeolian-Vocalions.

Each cabinet model is illustrated on a page by
itself, with the appropriate machine placed
thereon, and accompanied by detailed descrip-
tive matter regarding the cabinet, its size, finish,
capacity, weight, etc. Horizontal, vertical and
felt interiors are provided for the various cabi-
nets as desired. The descriptive matter has
been compiled in such a way that the buyer can
order from the catalog with a perfect knowledge
of what he is getting, and that fact should prove
of distinct value in increasing the sales of
dealers. "

The Udell Works have not taken any space in
the catalog to blow their own horn, as it were,
in the belief that Udell reputation for quality
that has been maintained for so many years is
sufficiently well known to make reiteration un-
necessary, and that the principal desire of the
user of the catalog is to learn something regard-
ing the cabinets themselves. All the cabinets
shown have already proven their popularity by
demand.

One of the interesting features of the catalog
is the page of newspaper cuts designed for the
use of the retailer in his local advertising,
electrotypes being supplied by the Udel Works
at actual cost. The cuts are designed for use
in column width advertisements, and include
detailed sketches showing the use of the pat-
ented hinge rim at the back which serves to
make the talking machine and cabinet appear
as one complete whole.

So far as is known, this is the first attempt
of a talking machine cabinet manufacturer to
supply advertising material to his dealers, and
opens a new avenue for dealer service.

According to Tom Griffith, sales manager of
the Udell Works—who, by the way, has just
returned from a most enjoyable vacation spent
in Florida—that company is at present enjoying
a big business, with absolutely no let-up follow-
ing the holiday demand. As a matter of fact,
a large part of the present output of the factory
is being used to fill orders that have had to
stand since before Christmas. The year 1918
was the best in the history of the Udcll Works,
and despite war conditions the prospects are
that 1919 will prove even better.

“Right here we want to acknowledge that our
advertising in The Talking Machinre World has
contributed very generously to our success,”

CARVED PHONOGRAPH POSTS,
GRILLS, MoLDINGS, ETC.

We manufacture and design
carved period posts, grills, mold-
ings, carvings, etc. Can quote
from cuts, sketches or samples.

Catalogue on request

KLISE MANUFACTURING CoO.
GRAND RAPIDS, MICH.

declares Mr. Griffith. “We mean that we get
splendid results from our advertising, and most
of these prospects that see our -advcrtising in
The World become customers.” While Mr.
Griffith was in Florida he was gratified to find
Udell cabinets in the leading music stores in
the various Florida cities.

THE “SONORA BELL” INTERESTS

House Organ of Sonora Phonograph Co. Ap-
pears in New Dress With Timely Articles

The “Sonora Bell,” the house organ published
monthly by the Sonora Phonograph Sales Co.,
New York, appears in a new dress for its Jan-
uary issue, and in its present form is one of
the most up-to-date and attractive publications
issued in the talking machine field. It has been
revised, enlarged and generally improved, and
contains a world of information that can be
utilized to practical advantage by Sonora
readers.

One of the most interesting articles in the
January issue is contributed by George E.
Brightson, president of the Sonora Phonograph
Sales Co., who points out concisely and infor-
matively the distinctive merits of the Sonora
phonograph. There are numerous items re-
ferring to the advertising campaigns recently
inaugurated by the Sonora advertising division,
and particular mention is made of the pleasing
success that ltas already been achieved by the
Sonora semi-permanent silvered needle

Two pages are devoted to artistic illustrations
of Sonora period models, and the suggestion is
advanced that the dealers and their sales people
acquaint themselves with the important features
of these models and famfliarize themselves with
their selling points. The instruments presented
in these two pages includc the following Sonora
period models, Louis XV, Duncan Phyle, Co-
lonial and Gothic.

Edison once said he “could excuse an ignorant
man groping in the dark,” but he “had no time
to waste on a man that knew he was in the dark
and didn’t find his way out.” Know your busi-
ness thoroughly—try and learn the methods by
which some men conduct business profitably—
apply them so far as you can to your business—
learn why some men fail and try to avoid their
mistakes.

A. C. 60 cycle

3233 West Lake Street

Works on any current: D. C, A. C. 25 or

DIRECT
DRIVE

Is now ready‘ for the trade.

C. or A. C. current.

Telephone, Garfield 6724

The New Model “B?”
Johnson

It contains the latest improvements, is
noiseless, and maintains perfect speed under.all conditions either D.
A reliable electric talking machine motor is a
valuable asset to any dealer who seeks “live” business.

Electric Motor Co. manufactures RELIABLE Electric Motors.

are now ready for immediate delivery.

JOHNSON MOTOR COMPANY

ELECTRIC
MOTOR

The Johnson
They
Write for particulars today.

CHICAGO, ILL.
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KRAFT, BATES
& SPENCER, Inc.

156 Boylston St., Boston, Mass.

-

N

are pleased to announce that they
are now wholesale distributors
in the New England States for

PHONOGRADHS I N

The Brunswick-Balke-Collender Co., Manufacturers

having established a separate and complete
wholesale department, the sole purpose of

which i1s to serve Brunswick dealers with

the high standard of service which such

a department assures.

Pending the call of one of our representa-
tives, we invite your correspondence. When
in Boston, you are invited to visit our
~ Brunswick Wholesale Department, where we

will gladly take care of your requirements.
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JOHN H. WILSON, MANAGER, 324 WASHINGTON STREET, BOSTON, MASS.

Boston, MaAss.,, February 2—January has cer-
tainly been some busy month in the local talk-
ing machine business. It has been the old story,
difficulty of getting sufficient goods, and now
that the ban is off on so many departments of
war necessities money is flowing into channels
which were more or less dammed up before
while war activities were on. The general sur-
mise that factories would be back to normal
about March 1 has now given way to a new
prediction, that it is more likely to be May, or
even midsummer, as one dealer said to-day,
one, too, who had just returned from one of the
large factories. Of course, conditions have im-
proved considerably over December and Novem-
ber, but the scarcity of goods is still a serious
problem, especially in the face of greatly in-
creased sales. With things as they are it is
no easy task, in fact it calls for the exercise of
great tact and good humor, for distributors to
keep the trade at all satisfied.

Need of Wide Organization

Your correspondent has heard considerable
talk since the last issue of The World reached
town of the possibility, some say probability, of
the trade soon getting together to effect some
kind of a trade organization, such as was advo-
cated in this department. The great trouble
seems to be that no one wants to start the ball
rolling; many are eager to fall into line if only
some one will come forth and be the leader.
One thing your correspondent has learned is
this: That if the trade does not take the initia-
tive soon, representatives of the Boston Chamber
of Commerce will call upon the talking ma-
chine trade to declare themselves in favor of
organization, for it is the determined purpose
ot the governing board of the Chamber to get
as rapidly into line all trades and departments of

business not already organized. By this means
the trade will get .a certain recognition from
the Chamber which they do not now have, be-
cause unorganized. It is understood that the
Chamber is going at this thing very seriously,
and your correspondent knows for a fact that
the talking machine business has been named
to one of the governing board as one line of
activity that needs attention. To be properly
organized means a general .solidifying of busi-
ness all along the line, and with a con-
cert of purpose, all for mutual good it is not
inconceivable that occasions may arise when the
support of one line of industry may be badly
needed by another. Quite outside of the busi-
ness advantages, there is the social side that
might be advanced as one good reason for
organization. A dinner once a month, or even
bi-monthly, such as some of the organizations
have, is one means of pleasant comradeship and
would prove a valuable medium for members
of the talking machine business to know each
other better. As intimated last month, the argu-
ments are entirely in favor of organization;
there are few, if any, to offset them.
Incorporated Under Laws of Massachusetts
The Eastern Talking Machine Co. of Massa-
chusetts was formally incorporated a week ago
in accordance with the laws of this common-
wealth. The capital stock s named as $300,000,
and the incorporators are Charles H. Farns-
worth, of Cambridge; George A. Dodge, of Bos-
ton, and James A. Morse, of Hull. Mr. Dodge,
as already announced, is practically the head of
the concern, which plans a big expansion of
business. Under the name of the Eastern the
company has been doing business here for a
number of years. Originally it was incorporated
under the laws of West Virginia, but one of the

first things that Mr. Dodge arranged for when
he took hold was to incorporate under the laws
of Massachusetts, as this plan was from every
point of view more advantageous to a broad con-
duct of business and with less hampering of in-
fluences than could have been possible under
the old incorporation. Mr. Dodge has a great
admiration for the Victor Company and its
methods of doing business, and being distribu-
tors of that company’s product it is his ambition
to keep pace with it in every way possible.
Warren A. Batchelder’'s New Post

It will be good news to the local trade to
learn that Warren A. Batchelder has come back
into the trade after having been with one branch
of war work since last summer. Mr. Batchelder
has been at Newport News, Va., acting in an
official capacity for the Motion Picture Bureau,
which has been operated under the auspices of
the Y. M. C. A. On the first of the month Mr.
Batchelder assumed his new duties as manager
of the retail store which has heretofore been
known as the Eastern, but which will soon be
known to the public by some other name, some-
thing that will be more distinctively representa-
tive of the Victor-Victrola line. Mr. Batchelder
is thoroughly acquainted with the business and
has a host of friends which he made while with
Chickering & Sons, the Henry F. Miller Co. and
the Hume Piano Co. Meantime, a number of
advantageous changes have been made in the
retail establishment in Tremont Street and more
are under contemplation, especially on the
ground floor.

Makes Most Auspicious Start

Manager Oscar W. Ray, of the newly-formed
Emerson New England, Inc, reports that his
concern has made a most auspicious start and

(Continued on page 32)

will in the future .

WHOLESALE EXCLUSIVELY

From their new quarters in the Heart of the
Wholesale Section of Boston.

. EASTERN TALKING MACHINE CO.

Location: Second Street Off Essex Street, Going Toward South Station

? 180 OXFORD ST.

BOSTON, MASS.
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everything is looking rosy for a big year. His
house has been appointed distributing agents
for the Q R S player rolls and it is the plan of
this concern to give twenty-four hour service,

which means that all orders received will be §

given immediate attention. It has also been
made distributing agents for the Brilliantone
needles for all of New England, and an entirely
new and original feature in the record industry
is the flexible indestructible records in the shape
of toys and talking books for children, which
are largely for educational purposes. Several
new people have been added to the office staff,
and more will be taken on from time to time
as the development of the business demands.

On Wednesday, January 22, all the local staff,
with the exception of the traveling men, dined
together at the Engineers’ Club in Arlington
Street. Arthur H. Cushman, president of the
company, came over from New York. Another
dinner soon will be arranged for at the same
place, at which there will be present George
Bliss, of the Q R S; A. H. Carlisle, vice-president
of the Talking Book & Toy Corporation, and
H. W. Acton, representing the Brilliantone
needle. All the salesmen will also be present on
this occasion.

Developing Brunswick Trade “Down East”

Now that the jobbing representation of the
Brunswick phonograph has been taken over by
Kraft, Bates & Spencer; Inc., every effort is be-
ing made to push this excellent proposition to
the fore among the trade. Harry Spencer, who
has given the machine the most careful atten-
tion and study, is thoroughly convinced that
here is something that only needs sufficient
exploitation in the hands of competent demon-
strators to convince people of its fine gualities.
It is specially significant that since taking hold
of the Brunswick this Boston company has en-
tirely sold out its allotment and already the
demand for the machines far exceeds the sup-
ply. F. H. Walter, who was the chief exploiter
of the Brunswick phonograph when it was with
the Brunswick-Balke-Collender Co. at the other
end of the city, is associated with the Kraft,
Bates & Spencer house, and now that he is out
of the service it seems good to him to be back
in the trade once more.

Pathé Expansion in New England

The Brooklyn, N. Y, factory of the Pathé
was Thonored with a visit a while ago from
Manager Ainslie, of the Hallet & Davis Co.,
and he returned to Boston with some good ship-
ments of goods, which carried him over a time
of pressure. Manager Ainslie is getting his
New England department into splendid work-
ing order. Special effort will be made from now

PHONOGRAPL
MANUFACTURERS

The No. 9 PUR-I-TONE reproducer is now ready for shipment,

Attached to our Nos. 9 and 10 tone arms, it makes a combination of

arm and reproducer unequaled by any manufacturer.

ducer is the finest in the world.

This repro-
We guarantee that it will repro-

duce ALL makes of records to your satisfaction. Perfect clarity,

excellent volume from all records.

If the amplifying section of your

machine is right, the reproducing results from all records will be the

finest that can be had.

Write for quantity prices.

Manufactured by

New England Talking Machine Co.

The Largest Manufacturers of Phonograph Accessories in the World

16-18 BEACH STREET

BOSTON, MASS.

Pacific Coast Distributor: WALTER S. GRAY

Chronicle Building. San Francisco, Cal.

on to get in touch with the foreign element
through the offer of attractive records in their
mother tongue.

H. C. Spain, son of Herman T. Spain, of
Chickering & Sons, is doing most effective work
for the Pathe line. His special territory is
New England, and lately he has been in Maine
closing up with several new dealers, who are
quite enthusiastic over the merits of the Pathe
proposition.

Hearty Welcome for John Cavanan

Manager Henry Winkelman, of the Victor
department of the Oliver Ditson Co., spent sev-

eral days at the Camden, N. J., factory of the
company the latter part of the month. The
business done by his department in January
was very satisfying, but would have been more
so if all the customers desiring machines could
have been more promptly taken care of.

There was one returned soldier who got a
warm reception from his Oliver Ditson asso-
ciates, especially those in the Victor department,
and that was John Cavanan, who has been
attached to United States Naval Battery No. 1.
He returned to his old duties a short time ago
after having been discharged from military

—— Oldest and Largest

Manufacturers of Talking
Machine Needles in the

World—There are several reasons

W. H. BAGSHAW CO., Lowell, Mass.
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NOW READY (Large Size) Retail 75 cents

No. 9132
New Gold Seal Emerson Record

BEAUTIFUL OHIO—Tenor Solo,Orch. Acco. . . . . . . . . . . . . Sam Ash
IN THE LAND OF BEGINNING AGAIN—Baritone Solo, Orch. Acco. . . Arthur Fields
A substantial stock of this record is on hand and ready for immediate delivery. Place orders for
this tremendous hit, and include your requirements of the other BIG EMERSON HITS.

Immediate delivery assured on these EMERSON GOLD SEAL RECORDS
o111 Come on, Papa-—Character Song., Orch. Acco...Irving Kaufman T { Till We Meet Again—Waltz............ Emerson Mllitary Band
{ Have a Smile—Male Trio, Orch. Acco............ Sterling Trio The Rose of No Man's Land-—Fox Trot.Emerson Military Band

9“3% Kisses—Male Trio. Orch. Acco..........c.eneen. Sterling Trio Jim, Jim, | Always Knew You’'d Win—Baritone Solo, )
Bring Back the Roses—Tenor Solo, Orch. Acco:...Will Oakland glls OEEn, AMOE- 60080 568 o BRC 08500000 eBes a0 Arthur Fields
Welcome Home—Tenor Solo, Oreh. AccO........... lienry Burr

Your orders for Q R S Player Rolls, and Brilliantone Needles will be delivered promptly with
' your Emerson Records,}from_our Boston_stock.

-

[ merson New E:nglan_clmc.

80 Boylston Street
Roston.Mass.

QR S Player Rolls and Brilliantone Steel Needles

\ Distivutorsfor Emerson Records, OIS laser Rolls a _ ,
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service. He has been overseas seven months
and saw severe fighting at Soissons and Verdun.
Frequently men beside him were either killed
outright or bady wounded, but he providentially
came through without a single hurt.
C. C. Harvey Co. Musicale Interests

Following a pretty custom inaugurated last
winter the C. C. Harvey Co. pleasantly enter-
tained a large company of people one afternoon
in January with a musicale at its Boylston
street warerooms and in the course of the pro-
gram the Victrola figured prominently. The
feature of the musicale was Oscar Shaw, leading
man of “Leave It to Jane,” which is playing at
the Majestic Theatre, around the corner from
the Harvey establishment. He was assisted by

several of the members of this same company. -

“I’'ve Got the Blues for Home Sweet Home”
was sung by Mr. Shaw and the record was
subsequently played. Another number that re-
ceived similar treatment was “Some Girls Do
and Some Girls Don’t.” Following the musi-
cale, which included the singing and the repro-
duction of several pieces, Winthrop A. Harvey,
head of the house, entertained the contributing
artists at a tea which was served in the red
room. The musicale was planned and directed
by Harold A. Thurlow, of Boston University.
Thomas Hindley Looks for Big Vocalion Year

Manager Thomas Hindley, of the Vocalion
Co., states that his house has been vastly over-
sold, and from before Christmas some of his
customers have been patiently waiting for their
machines. Mr. Hindley is looking for a very

REPAIRS AND REPAIR PARTS

Low Prices and Efficient Work
Phonograph Supply Co. of New England

28 School Street, Boston

big year, and he is making arrangements accord-
ingly, these including extensive changes in both
the office and repair department, both of which
will be subjected to a new system of operation.
The record department, too, will come in for
some up-to-date recognition. Thomas Pritchett,
the ¢ompany’s auditor in the New York offices,
was in town the latter part of January, remain-
ing here a week.
Reports Large January Business

Walter J. Gillis Co., located at Henry F. Miller
warerooms, has placed an attractive cover to one
of the Victor supplements which brings his
local distributing agency quite conspicuously
forward among his patrons. He reports the
January business in the Victor line as keeping
up surprisingly well.

Joins New York Recording Laboratories

H. L. Coombs, who was the successful local
manager of the Emerson for a time during
a part of last summer and early fall, has asso-
ciated himself with the New York Recording
Laboratories, and for a short time has been at
Port Washington, Wis, where the plant and
general offices of the concern are located. Mr.
Coombs, after he has become closely acquainted
with the product of this house, will probably
spend his time among the jobbers of the Middle
West. Mr. Coombs expects to be in Boston
some time during this month.

Has Quartet of Strong Men

Manager William Fitzgerald, of the Eastern
Talking Machine Co., now has a quartet of
strong men who are taking to the road. Charles
Urlass, who has been a valuable member of the
staff for some time, will cover Springfield and
certain adjacent territory; H. W. Morong will
devote his time to eastern Massachusetts; James
Miller will take western Massachusetts and a
part of New Hampshire and Vermont, and
Ralph Longfellow, who comes to Manager Fitz-
gerald from Chickering & Sons, is having a

special field mapped out for him. Manager Fitz-
gerald spent several days at the Camden fac-
tory the middle of the month.

Another who has joined Manager Fitzgerald's
staff is Byron Dudley, who although away from
the talking machine business for a time, is well-
remembered by a number of people who have
had occasion to patronize some of the city’s
leading shops. He is to be efficiency manager.
It 1s Manager Fitzgerald’s aim to make his
headquarters recognized as Victor wholesale
headquarters exclusively.

Shown the Sights Locally.

Walter Shannon, a new Columbia man, who is
to associate himself with the New York end of
the business, was in town for a week or more
lately, familiarizing himself with this territory.
He was taken in tow by several of Manager
Mann’s staff and his stay here was made quite
pleasant. Mr. Shannon is to be with the War-
ren street,-New York, branch of the company.

Demand Continues To Be Enormous.

At Manager Fred E. Hann’s headquarters one
learns that the Columbia business is far and
away beyond the ability of the house to furnish
the goods despite the fact that machines are
coming along much better than a month ago.
This, of course, is some compensation. Man-
ager Mann, though there are some tempting
opportunities presented, is holding off from en-
tering into new contracts with prospective deal-
ers, for he prefers until conditions change to
keep the present dealers satisfied, especially

(Continued on page 34)
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those who have stood sympathetically with the
company during its trying time. Meantime the
record business is phenomenal, and according
to reports it is growing by leaps and bounds.
Sylvester Succeeds Longfellow

Ralph Longfellow having resigned as head of
the Edison and Victor department of Chicker-
ing & Sons, his place has been filled by the
appointment of Roy Sylvester, who some time
ago was with the Grafonola Company of New
England and latterly at the C. C. Harvey store
in Lynn. Mr. Sylvester will devote his atten-
tion to the office end of the business and the
buying. Another new man at Chickering's is
W. P. Dockendorfer, who is manager of the
sales force.

John Alsen Will Be Home In March

John Alsen, who has been in service in France
for sixteen months, writes home that he expects
to be on this side sometime in March. His asso-
ciates at George Lincoln Parker's Victor and
Edison warerooms in the Colonial Building
will be glad to welcome him back after his
severe fighting in which he was wounded.

Rejoins C. E. Osgood Co.

Chester J. Sylvester, manager of the talking
machine department of the C. E. Osgood Co., is
back from service after an experience that un-
fortunately did not take him overseas. He has
been at the Ensign’s School at Newport, R. I.,
and going there first as a yeoman he was soon
transferred to the Officers’ Material School.
Manager Sylvester reports that his competent

staff did a fine business while he was away,
and now that he is again on thie scene he is
hustling hard to get his share of the big busi-
ness that is ahead for the dealers.

Charles L. Appleyard, one of Manager Syl-
vester’s competent young men, also has been
in service, but is now back home. He has been
at Garden City, N. Y., with the Fifty-first Aerial
Squad. About the time the armistice was signed
Appleyard was expecting to be sent across.

Special Columbia Room for Youngsters

About wholesale quarters of the Columbia
there is a little nursery fitted up with a Colum-
bia machine as the chief feature, which is a
great attraction to all the dealers wlo patronize
the place. The room is done all in white, even
the miniature table on which rests a Columbia
machine being in that color. Everything about
the room is such as would delight the eye of
any youngster, and it was a happy thought of
Manager Mann to make such a clever arrange-
ment.

Form Subsidiary Company.

The Electric Supply and Equipment Co., dis-
tributors of Sonora phonographs, and of which
Richard M. Nelson has been sales manager, has
formed a subsidiary concern, to be known as
the Musical Supply & Equipment Co., which
will handle the entire musical end of its busi-
ness. The headquarters of this newly-formed
company will continue to be at 221 Columbus
avenue, from which location all shipments will
be made. With the increase of business several

Lansing Khaki Moving Covers

Despite the obstacles that have arisen during the
past year have maintained their high standard of

QUALITY

The Quality of the LANSING cover has given it leadership in the field.

|
No. 3 Carrying

Strap Shown in
Cut

These covers are made of Government Khaki,
interlined with heavy felt in Grade A, or cotton
in Grade B, fleece lined, quilted and properly
manufactured under the personal supervision of
E. H. Lansing, the originator of the Talking
Machine Cover for protection in moving. Made
In two grades.

Write for prices and
descriptive catalogue

E. H. LANSING
611 Washington St., BOSTON

San Francisco Representative: WALTER S. GRAY
508 Chronicle Building

more people have been added to Manager Nel-
son’s staff. The new company will confine it-
self exclusively to the distribution of Sonora
phonographs, Vocalstyle player-piano rolls,
OkeH records, and all accessories pertaining to
the talking machine business. Associated with
Mr. Nelson is Joseph H. Burke as assistant sales
manager, who has been with Mr. Nelson in this
valuable capacity now for some time.
Book Orders for Period Styles

The Boston headquarters of the Pardee, Ellen-
berger Co. have been meeting with notable suc-
cess ever since the beginning of the year in
distributing Edison goods, and Manager Silli-
man is especially happy in getting several good
orders for some of the handsome period style
of machines. Throughout Manager Silliman’s
territory the demand for the new records, which
are coming along so well lately, has been very
large,

Pleased With General Outlook

The Phonograph Supply Co. of New England,
with quarters at 28 School street, has been do-
ing very well since it opened up for business
several weeks ago. Messrs. Rosen and Silver-
man are pleased with the outlook.

PURCHASE ANDREWS MUSIC CO.

BrockTtoN, Mass, February 5—The United
Talking Machine Co., operating stores at 19
Main street, this city, and at 5-A Main street,
Plymoutl, has just purchased the establishment
of the Andrews Music Co. at Willimantic, Conn,,
a place that is well known in that city. Samuel
Feldman, of Plymouth, will manage the Willi-
mantic store, Maurice Feldman, who has been
located at the Brockton store since his dis-
charge from military service, having been trans-
ferred to Plymouth. The Brockton establish-
ment will be continued under the management
of Charles Feldman and Charles Popkin, both
intimately and favorably identified with the talk-
ing machine business, and who always carry a
large line of Victor, Sonora, Columbia and Edi-
son outfits. The United Talking Machine Co.’s
officials are very enthusiastic over the immediate
future of the talking machine business and they
are on the lookout for more good stores, being
desirous of being a big factor in the trade and
over a wide area.
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¥ Semi-Permanent, Silvered

They’re in big demand right now!

SONORA Needles are selling faster than anyone dreamed possible.
Our advertising is far-reaching, and this, re-inforced by Sonora’s
reputation for quality, has induced the public to use these remarkable needles.
One trial is enough to convince the most doubtful of their superior merit.

THIS shows on a large
scale the action of the
ordinary steel needle and
the Sonora Needle on a
phonograph record.

FIG “A”-—-Ordinary Steel
Needle fitting record groove.

FIG. “B”"—It is quite log-
ical that the ordinary needle
becomes of larger diameter
at the engaging point as the
needle wears down (owing
to its taper form) and thus
tends to wear off the edges
of the groove of the record.

PIG. “C’”—Sonora Semi-
Permanent Needle, with
parallel sides, which fits the
record groove accurately
always while wearing, and
prolongs life of record.

They give a mellower tone, are more convenient, more
economical, and preserve the records.

No matter what make or makes of phonographs and records
you handle you need a stock of these popular, fast-selling
Sonora needles which make an excellent profit for you.

Today write for display card, circulars and initial order.

Three Degrees—Loud, Medium, Soft
Retail Price—30c. per card of §

Sonora Phonograph Sales Company, Ine.

GEeoRGE E. BRrIGHTSON, President

Executive Offices: 279 Broadway, Dept. Y, New York
Demonstration Salons: New York: Fifth Ave. at 53rd St. 50 Broadway (et
Phila.: 1311 Walnut Street. Export Dept.: 417 West 28th Street, New York

Toronto: Ryrie Bldg.  (Price in Canada, 35c. per card.)

Use the Sonora Semi-Permanent Silvered Needles on ALL makes of Steel Needle Records.

CAUTION'! Beware of similarly constructed needles of inferior quality.

These unequaled Sonora Needles are made by the manufacturers of
THE INSTRUMENT OF QUALITY

onor

CLEAR AS A BELL

The Highest Class Talking Machine in the World
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AN ATTRACTIVE WINDOW DISPLAY

Arranged by Kaufman & Baer Featuring the
Products Handled by This House

The wholesale Vocalion department of the
Aeolian Co. received recently a photograph from
Kaufman & Baer, Pittsburgh, Pa., showing a
very attractive window display which was pre-
pared by this well-known house. A reproduc-

Kaufman & Baer’s Window Dlsplay
tion of this display is shown herewith, and the
artistic character of this window is in complete
accord with the quality of the instruments that

are displayed.

INTEREST TABLE BOOKLET ISSUED

Thomas A. Edison, Inc., Issues Valuable Book-
let for Use of Edison Dealers

Thomas A. Edison, Inc.,, has prepared an in-
terest table booklet as an assistance to its deal-
ers in computing interest charges on deferred
payment sales. These tables were deviged so
as to be made applicable to any price instru-
ment. If any Edison dealer has not already
made use of one of these booklets he has missed
a mighty good trouble saver. They may be
obtained by him from his jobber.

CLIFF MFG. WORKS INCORPORATE

The Clif Manufacturing Works, New York,
have been incorporated with capital stock of
$10,000, to engage in gold and silver plating and
in the manufacture of phonographs. The incor-
porators are F. Muschler and A. and W. Frick.

TO HANDLE TALKING MACHINES

The Weaver Co., Syracuse, filed a certificate
of incorporation last week at Albany, with a
capital of $10,000, for the purpose of handling
talking machines. The parties interested are
B. Wiles, J. B. Neilly, R. R. Weaver, Syracuse.

TALKING MACHINE EXPORTS GROW

Exports, Including Records, for Eleven Months
Ending November 30, 1918, Total $3,877,494

WassingroN, D. C., February 3.—In the sum-
mary of exports and imports of the commerce
of the United States for the month of November,
1918 (the latest period for which it has been
compiled), which has just been issued, the fol-
lowing figures on talking machines and records
appear:

The dutiable imports of talking machines and
parts during November, 1918, amounted in value
to $16,550, as compared with $33,815 worth,
which were imported during the same month of
1917. The eleven months’ total ending Novem-
ber, 1918, showed importations valued at $297,-
424, as compared with $407,117 worth of talking
machines and, parts 1mported during the same
period of 1917

Talking machines to the “number .of 4,929,
valued at $145,473, were exported in November,
1918, as compared with 4,523 talking machines,
valued at $164,762, sent abroad in thé same
period of 1917. The eleven months'f total
showed that we exported 59,004.talking ma-
chines, valued at $1,772,716, as "against 79,117
talking machines, valued'at $2,090,371, in 1917,
and 56,009 talking machines, valued at $1,414,631,
in 1916. The total,exports of records and sup-
plies for November, 1918, were. 'valued at $262,-
026, as compared with $173,159, in November,
1917. For the eleven months ending November,
1918, records and accessoriés. were exported,
valued at $2,104,778, as compared with $1,663,196,
in 1917, and $1,121,885, 'in 1916.

VICTORY NUMBER OF THE ‘TONEARM’..

The January issue of the “Tonearm,” the suc-

cessful house organ published monthly by the
Columbia Graphophone Mfg. Co. reached the
company’s executive offices last week, and imme-
diately upon its receipt a note of congratulation
was sent to the editors of this magazine, which
was well deserved, for this edition is the finest
that has yet been published.
. The January issue is called a “Victory” num-
ber, and the front cover features pen and ink
illustrations incidental to the W. S. S, Lib-
erty Bond, Red Cross and War Work campaigns.
The red, white and blue design forms an appro-
priate background for this cover.

The contents of the January “Tonearm” are
unusually interesting, and every page will un-
doubtedly be read carefully by Columbia men.
Illustrations are used to excellent advantage, and
E. J. Wheadon, editor of this publication, prom-
ises that every 1919 issue will be on a par with
the January number.

MOTOR CYCLE FOR DELIVERY

Popular Mechanics recently printed a pic-

* ture of a motor cycle with sidecar owned by a

musical instrument dealer, and used by him in a
hilly section of the Middle West in delivering
pianos and organs as well as talking machines.
The chassis of the sidecar is provided with a
platform to which the instrument is securely
strapped in an upright position. According to
the dealer he has never had any serious diffi-
culty in reaching a destination with a heavy load.
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Superior Universal
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CThe Ideal

Combination

Plays All Makes of Records
as they should be played

Price of Sample Prepaid
Nickel, $6.25 Gold, $72.25

Adjusted for Cabinet
measuring 8% inches jrom center of Tonearm
base to center of Turntable shaft

91

3

G

HHTHTTMTTy

(T

n

i

|

il

FORoCABlNETS Erce INE

126 Liberty Street

Pamphlets with fac-simile illus-
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New York City
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Distinctive Features

CThe Reproducer pivotson ils axis (asillus-
trated above), taking the correct angle
for all makes of records, and the needle
retains same center in both positions.

Surface noise is less than with any other
reproducer — surface scratchings being
reduced to a minimum through perfect
proportioning of the stylus construction,
and placing the needle in the center of
the groove at the correctangle.

CThe split construction of the frame and
face ring of the Reproducer, together
with the method of pivoting the stylus
bar, and perfectinsulaon—effecta sen-
sitive and free vibraion—and prevent a
pinched tone resulting at any time from
natural contraction or expansion of the
metal parts.

CThe reproduction is the mellow, natural
quality of tone—absolutely getting away
from the usual sharpness and metallic
effect so noticeable in most reproducers.

Sound waves act upon the same principle
as light waves—they travel in a straight
line unhl they meet some obstruction,
from which they are deflected at right
angles. The rightangle turn atthe back
of the Scotford Tonearm causes less
breaking up and confusion of the sound
waves than occurs in the curved arm.

CThe connection between the Reproducer
and Tonearm is perfectly insulated with
ahard rubber bushing. Inside diameter
of the Tonearm is correct to accommo-
date the volume obtained from the latest
records.

CThe right-side turn for changing needle 1s
handier than the old style turn-back, and
when in position for the Hill-and-Dale
records there is no interference with
lowering the cabinet cover.

"CThe lateral movement at the base is sim.

ple, free and permanently satisfactory.
Inside there isno obstruction to interfere
with passage of the sound waves. There
are no loose ballsin the bearings, there-
fore no buzzing noise can occur from the
great vibration on high notes.

o)
Barnhart Brothers
& Spindler .

Monroe and Throop Streets—Chicago
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Butlt by men who have
made a life study of tone
production ... .. . .
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MUCH ACTIVITY IN SAN FRANCISCO DESPITE THE “FLU”

Talking Machine Dealers’ Association Meets and Discusses Questions of Interest on Deferred Pay-
ments—Columbia Dealers Hold Dinner—Sherman, Clay Expansion—Stock Shortage Continues

San FFrancisco, CiaL., January 29~—The Janu-
ary business with most talking machine depart-
ments has held up remarkably well considering
the handicap of the “flu” epidemic. The enforc-
ing of ‘the mask-wearing regulation tends to
keep people at home more than usual, though
not to the extent noticeable during the first epi-
demic last fall. The shortage of Victor ma-
chines continues, but gradually the situation is
improving. Popular records are mnot always
easy to obtain. Special selling campaigns have
been largely discontinued during the “flu”
plague.

Meeting of Dealers’ Association

The Talking Machine Dealers’ Association
held a meeting last week on January 16 and in
conjunction the members sat down to a banquet
at Bergez-Frank’s Poodle Dog Cafe, as is the
custom of the association upon occasion. This
was the first meeting to be held for several
months, yet no definite measures were acted
upon officially. The “interest clause” feature
in installment payments was brought up for dis-
cussion; the members argued pro and con, but
could not agree on what action to take. The
majority of concerns already charge interest on
deferred payments and would like to adopt the
plan if practicable. Some dealers have estab-
lished policies, however, which it would be diffi-
cult to alter without alienating customers. F. A.
Levy, president of the association, presided at
the meeting, which was for the first time since
his election to office.

Byron Mauzy Honored

Byron Mauzy has been honored by being
elected to the presidency of the Mechanics In-
stitute of San Francisco to succeed Livingston
Jenks, who died recently. Mr. Mauzy was ele-
vated from the position of vice president.

Dinner for Columbia Dealers
In order to promote good fellowship in the

trade and to prescnt the plans of thc Columbia
Graphophone Co. for the year, N. F. Milnor,
general manager of the Columbia San Francisco
office, has invited the Columbia dealers of the
San Francisco Bay region to a dinner to be
given at the St. Francis Hotel on January 30.
AMr. Milnor will take advantage of the occasion
to explain in detail what the company has in
view for stimulating business during the year.
The entertainment feature of the dinner will
be the playing of the new records by Rosa Pon-
selle, of the Metropolitan Opera Company of
New York.
F. B. Travers to Stick to Wholesale

Because of the growing demands of the
wholesale trade, F. B. Travers, Pacific Coast
representative of the Sonora Co. has turned
over the management of the .Sonora Phono-
graph Shop on Stockton street in San Francisco
to E. C. C. Johnston and will devote practically
his entire time to the wholesale end. Mr. Johns-
ton is an experienced talking machine man who
was formerly with Sherman, Clay & Co. in the
Northwest and who more recently was a lieuten-
ant in the national army. Mr. Travers is at
present calling on his agencjes in South Cali-
fornia.

New Quarters In Los Angeles

Sherman, Clay & Co. have moved into their
new store in Los Angeles at 444 S. Broadway
and in these quarters are better able to handle
the great wholesale Victor business in the South.
The company do not engage in retail business
in Los Angeles, but confine themselves to the
wholesale business in pianos, talking machines
and other musical lines.

New Department in Redlands

The Adams Music House of Redlands, Cal.,
has been succeeded as Victor agents by Smith
Bros., art dealers, which concern is installing a
modern talking machine department. Smith

Bros. do a good business in Oricntal art goods,
and they bclieve the talking machine depart-
ment will prove a valuable adjunct to their en-
terprise.

The Wise Hardware & Furniture Co. at Mo-
desto, Cal, are making improvements in their
talking machine department. The department
will be much larger than formerly and will be
modernly equipped.

Talker Men In the East

Andrew G. McCarthy, of Sherman, Clay & Co,,
and manager of the wholesale Victor business
on the Pacific Coast, is visiting New York this
month, accompanied by Fred Sherman.

Frank McGalliard, representing the Victor
factory, is on his way to look after company
interests in the Northwest and he will stop in
San Francisco a few days this week.

Among the concerns of the San Joaquin Val-
ley the Merced Drug Co. at Merced, Cal, is a
new firm to take on the Victor line. Opening
business is reported most encouraging.

TEMPORARY QUARTERS AFTER FIRE

The Phonograph Shop in Great Falls, Mont,,
is now located in temporary quarters at 8 Sec-
ond street, North, that city, following a fire
which destroyed the building in which the store
was formerly located. Fortunately the staff
managed to get out the stock of machines and
records before they were damaged by flames.

TO OCCUPY LARGER QUARTERS

Taylor’'s Music House, Northampton, Mass.,
which handles Victrolas, together with promi-
nent makes of pianos, has arranged to occupy
new and larger quarters at 98 Pleasant street,
that city, giving special attention to the talking
machine department.

The Doherty Phonograph Co., Chicago,
I1l., has been incorporated with capital stock
of $25,000, the incorporators being ILeo L.
Gooch, Anna D. Gooch and Pat J. Doherty.

Montgomery Center,
Vermont

Two Sources of Supply.

Nelson & Hall Company

WHICH WE DO ON

ADVERTISING VALUE

HIGH QUALITY PRINTING

“ATLAS” CASES HAS HIGH

Address

“ATLAS” 3-Ply Veneer Packing Cases

The Best Known Packing Case in the Talking Machine Industry. Used by
the Larger and More Particular Manufacturer.

Uniform Quality Product.

Richford Mifg. Co.

Richford, Vermont

USERS OF ““ATLAS” CASES

PROMPT SHIPMENTS IN

ARE SURE OF

ANY QUANTITY

RICHFORD, VERMONT
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A MESSAGE CONCERNING

ELIEVING that our dealers should

have the satisfaction of handling the
best record line available, we have
made. arrangements to act as

Distributors of OkeH Records

This record has met with phenomenal success, and its ex-
cellent tone quality makes the OkeH record an ideal selling
combination with a high-grade phonograph line. OkeH
records have “won their spurs,” and every progressive wide-
awake dealer will find this record an invaluable link in his
merchandising chain.

Our stocks of OkeH records will /@ l:i.”’ H\

TI Star Spa gldhn
(Rey) =« -
(A 'byj hn lhlpﬁﬁ as

COImMprise every selection in this llbrary
and we will be able to give dealers
prompt deliveries of all orders. There
is no ‘“deadwood” in OkeH lists.
Every record is a “hit”’, and is all and <& ;APL;'{&& )
more than the name OkeH implies. *

\1 i001-A

Dealers will find our OkeH sales plan unusually attractive

RISHELL PHONOGRAPH CO.

Manufacturers of Rishell Phonographs
WILLIAMSPORT, PA.
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Quand Madelon:

Columbia Graphophone Co.
NEW YORK

France’s great rag-lime
soldier song, stirringly played by the
French Army Band. Columbia A-2675.
Order enough!

DEALERS ARE ANXIOUSLY AWAITING GOODS IN ST. LOUIS

Almost Impossible to Accumulate Stocks of Machines or Records to Meet Demands of Dealers
Whose Shortage of Goods Is Alarming—Big Sales Campaign Under Way

St. Lours, Mo, February 5—I asked a man
the other day how the record business was. He
answered: “I don’t know. As far as our stock
lasts it is fine and dandy. But how much bet-
ter it could or would be I have no idea. The
other day while in the East I heard of a job-
ber that was complaining about a bunch of
stickers. I bought them almost without look-
ing over them, and when I got home they had
all been sold. It is my opinion if any dealer
has stickers now, it is because he is not putting
them before the public right.”

This man probably expresses the opinion of
all of the live merchants in this community.
There is no jobber who will talk of 90 per cent.
record shipments. They talk about 66 per cent.
on new and 85 per cent. on the old catalogue,
but they do not mean, usually, a shipment right
off when the order is received.

And as to machines, the salesmen say that no
dealers are as yet accumulating stocks and that
their greatest trouble is in getting dealers to
order such stock as is obtainable. All lines are
promising much better shipments this month,
but the salesmen and the jobbers say that un-
less all prospects fail there is going to be a
great improvement in sales as the spring eomes
on. So, there you are.

Manager Staffiebach, of the Pathé department
of the Hellrung & Grimm Furniture Co,, is plan-
ning additional demonstration rooms. The busi-
ness has so outgrown the quarters that before
Christmas the firm had to stop an advertising
campaign that had been planned, because there
were too many customers. This advertising
was devoted chiefly to records and playing
attachments for other machines. Mr. Staffel-

bach says that he has not begun to see daylight .

in.his jobbing orders on certain models.
Manager Roos, of the Columbia branch, says
that his establishment continues to be chiefly
a reshipping point for all except the fifty mod-
els. They get other models in in the morning
and send them out in the afternoon. After a
careful survey of his territory and prospects,
Mr. Roos says that the only cloud that he can
see in the sky is “that the factory might burn

down.” He cannot see anything else that is at
all likely to stop business.

Mark Silverstone, president of the Silverstone
Music Co., did not go to Florida as he intended
last month. Instead he left early this month
for the East and will attend the Edison jobbers’
convention and take a rest afterward. The con-
tinued warm weather has had much to do with
his prolonged stay here.

W. W. Mitchell, formerly manager of the
wholesale department for the Silverstone Co,,
has returned to that company and is in charge of
the retail department.

The morale of the Victor dealers is visibly
improved since the publication here of the Vic-
tor Co.'s war ads. This is not intended to inti-
mate that the morale had fallen low or anything
like that, but the dealers were beginning to feel
that they were rather in a corner. People had
begun to ask, after hearing the explanation of
the Victor shortage, “Well, why don’t the Vic-
tor Co, tell about its work, like the safety razor
and other manufacturers are doing?”’ Dealers
in this community had been urging the Victor
Co. to war work publicity for some time before
the advertisements appeared. The appearance
of the announcements was, therefore, met with
enthusiasm.

At Aeolian Hall much satisfaction was ex-
pressed over the trade prospects, and many good
words are passed for the interest shown by the
public in the Vocalion records, as well as for
the Vocalion instrument.

Robert H. Comne, Jr., of the Artophone Co.,
says that the quantity production has been a
bit slower coming through than he expected,
but that within the last weeks he has been able
to take on some jobbing orders and meet their
demands. He has increased his local advertis-
ing and the retail trade has instantly responded.

Manager Hammond, of the Vandervoort
Music Salon, is exceedingly well pleased with
results of the January sales. The Salon handles
Victor and Brunswick instruments and has a
heavy record business. Mr. Hammond recently
has recruited J. B. Sabath, formerly with the
Kieselhorst Piano Co., who is named as his
assistant, and Roy Smith, recently with the
Stewart Drygoods Co. of Louisville, Ky.

Miss Clementine Kimm, recently on the floor
for the Silverstone Music Co., is now selling
talking machines for the Kieselhorst Piano Co.

NICHOLSON

Talking Machine

 RECORD CABINETS

the kind that talk

'VALUES and SALES
' K. NICHOLSON FURNITURE (0., “bzeSe

‘ Record Cabinets, Sect. Bookcases and Ladies’ Desks

COURTESY THAT BROUGHT BUSINESS

Loaning of Machine and Records for Hospital
Concert Brings Excellent Volume of New
Business to the Edison Shop in Kansas City

Kansas Ciry, Mo.,, February 3—That a little
courtesy that might be properly regarded as a
geod bit of publicity on the part of a phonograph
dealer can result in some genuine business is.
indicated in the case of J. W. Watson, of the
Edison Shop, this city, who is now selling Edi-
son Diamond Disc phonographs and records in
goodly numbers to the Catholics in a certain
district of this city.

This new demand came as a result of a bit of
courtesy shown to a priest by Mr. Watson.
The priest came in for the purpose of hiring a
machine and some records in order to give a
concert in a hospital. Mr. Watson declined to
rent a machine, and nearly took the priest off
his feet by offering to send a machine and a lib-
eral selection of records, and an operator to
the hospital free of charge. A few days after
the concert the priest himself came in and
bought a $285 Edison and some records, and
his parishioners have been steady customers.

“Our service is the same to every institu-
tion and with the same result always,” said Mr.
Watson. “Often we send out one of our men
to manage the concert. After a concert at one
of the churches the other night one of our sales-
men sold three high-priced cabinet machines
before leaving the church. It was certainly
worth paying a couple of dollars for drayage for
such a transaction, wasn't it?”

NOTED EVANGELIST DEAD

Rev. J. Wilbur Chapman, very widely known
as a preacher, lecturer and evangelist, who died
on December 25, 1918, made two Scripture read-
ings for Edison Re-Creations, which are listed
in the Edison catalog as No. 80192—*“Calvary”
and “Peace Be Still.” Dr. Chapman had a very
wide. following throughout the United States,
and his death undoubtedly will make this num-
ber more popular.

The Interstate Phonograph Co. has been in-
corporated under the laws of Delaware with cap-
ital stock of $200,000 by William Schneider, Jo-
seph Tramoloto, New York, and Harvey J. Os-
borne, Hackensack, N. J.

STEEL NEEDLES

MADE.IN U.S. A.
Highest Grade
LOUD—MEDIUM—SOFT

Immediate Delivery
No order too small

BURLEY & BIESINGER

282 W. FERRY ST., BUFFALO, N. Y.
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The One Needle That MAKES Tone:

Is Naturally the One Big Side-Line Seller of the
Talking Machine Business: “B & H” Is Its Name

You Need “B & H” @uenety Fibre Needles
“B&H” Needle Repointers

In Your Business
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vﬂé‘,\\G\N LANb\ “Imitation Is the Sincerest Form of Flattery”
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THIS
TRADE MARK
PROTECTS
YOU

Imitations
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THIS
TRADE MARK
PROTECTS
YOU
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U. S. Patent, December 5, 1916

Retail Price, $2.00

Write Us Now for Full

Particulars

“B & H” Fibre Manufacturing Company
33 and 35 W. Kinzie St. : 2 Chicago

I R I st AT b O
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DEMAND IN KANSAS CITY CREDITED TO WAR AND QUALITY

Dealers Believe That Present Popularity of Talking Machine Is Due in Large Measure to Greatly
Improved Product—Making Plans to Take Care of Future Business—General News

Kaxsas Crry, Mo., February 4.—There seens
té¢ be no limit to the demand for talking ma-
chines in Kansas City. No one is able to exact-
ly account for the great increase in the popu-
larity of the talking machine during the past
six or nine months. One dealer suggests that
the war has stimulated the demand more than
any other factor. People have never appreciated
music as they have since and during the war.
Another dealer suggests that the demand is due
to the fact that,the talking machine is becoming
more and more nearly perfect. It is a fact
tliat there is no comparison between the ma-
chine of to-day and that of five years ago.

The talking machine business has scarcely
slacked up since Christmas, much to the surprise
of most of the dealers, though it is true that
part of the demand is from the same customers
who attempted to get machines for the holidays,
and were promised a better selection after the
first of the year.

“We absolutely haven't a thing in stock,”
said Paul Bradford, manager of Brunswick,
wholesale. “The factory is shipping direct to
our dealers as soon as the machines are turned
out. The Brunswick Shop, retail, is doing a
fine business and there seems to be no slowing
up since Christmas.”

“Our business is wonderful and as yet we
have experienced no shortage in merchandise,”
said J. W. Watson, manager of the Edison Shop,
retail. “Sometimes our stock gets very low, but
just in the nick of time we get in a new ship-
ment and our customers can always be supplied.
We are getting a fine lot of records now and
for the first time in six months the supplements
are being issued.”

R. E. Wood has received an honorable dis-
charge from service at Camp Sherman, Ill., and
has returned to his position in the Victrola de-
partment of the Jones Store Co.

W. M. Hinde and O. M. Fiske, who have been
connected for some time with the Edison Shop,
retail, are now in the wholesale end of the busi-
ness.

D. C. Deigh, with the Johnson Music Co., of
Parsons, Kan., was a visitor to the trade recent-
ly and placed a large order with the Bruns-
wick, wholesale.

Frank M. Briggs, for many years with the Vic-
tor Co., and formerly manager of the Victrola
department of the Schmelzer Arms Co., is now
with the local branch of the Brunswick-Balke-
Collender Co.

R. E. Meehan, Brunswick dealer at Nor-
bourne, Mo., died recently with the influenza.

C. B. Gammon, of the Gammon Music Co., of
Carthage, Mo., recently sold out to the H. L.
Beck Music Co. Mr. Gammon will take a va-
cation of about two months before .deciding
on a new location. ’

Flotow Evans, of the Evans book store of
Pittsburgh, Kan., was a visitor to the trade re-
cently and placed a new order for Brunswick
machines.

Burton J. Pierce, manager of the Victrola de-
partment at the J. W. Jenkins’ Sons Music Co.,
was recently in the East to attend the meeting
of the National Association of Talking Ma-
chine Jobbers.

J. W. Jenkins, of the J. W. Jenkins’ Sons
Music Co., and Mrs. Jenkins are spending a few
weeks at a resort in Florida.

Butler & Son Piano Co., of Kansas City, Kan.,
Brunswick dealers, report an exceptionally fine
business.

Nellie Williams, who has charge of the Vic-
trola department at the Jones Store Co., reports
a wonderful demand for machines and records.
“Our customers were beginning to get very im-
patient, listening to the same old plea of no
merchandise, but the page advertisement which
has appeared in the newspapers, announcing the
Victor’s policy and explaining their reason for
such a shortage of stock, has certainly lifted a
great burden off of us,” said Miss Williams,

“QOur customers have been a great deal more
lenient in their demands and almmost apologetic
i1i some cases for their impatience with us. It
is surprising how many persons have read the
advertisement. Nearly every customer makes
some reference to it.”

J. W. Simonson has come recently from Grin-
nell Bros., of Detroit, to take charge of the local
branch of the Smith, Barnes & Strohber Piano
Co. He has been connected with the whole-
sale eind of the music business for many years,
and succeeds T. E. Johnston, who established the
Kansas City branch three years ago.

S. M. Henley, manager of the Henley-Waite
Music Co., and his bride spent a week in Chi-
cago recently and attended the convention of
the Music Industries Chamber of Commerce.

The concerts by noted artists, such as Daisy
Nellis, Guiomar Novaes, Reinald Werrenrath,

0 0 000

RECONSTRUCTION
PERIOD OF

RECORD

Alice Neilsen, John McCormack, Eddy Brown,
Roaul Vidas and others, have furnished much
valuable material for advertisements during the
past month. That these artists and any others
of renown may be heard any night during the
year, with a Victrola, Brunswick, Columbia, Edi-
son and other machines, is the keynote of the
advertisements.

MANAGING THE SALESMEN

The hardest task a man can be set to perform
is to tell other people how to do a thing, when
he does not know how to do it himself. A man
wlio is set to manage a sales department should
himself have had a selling experience. Usually
they have been all through the mill, and that is
why so many of them reach success. The best
of them keep a close watch on what the sales-
men are doing in the field, some insisting upon
daily reports. An account is kept for each route
traveled by each salesman, and the manager
can tell at a glance which routes are paying
best.

I

i

SELLING

OW is the time to take
advantage of the large

Record Demand and to get
your stock in fine shape.

You can do it and make
more profits by calling your
customers attention to the
many good records you have
in stock. Keep some of them
handy in your booths.

Our recent special list and
hanger will help you.

If you have not received them
ask us to send them to you.
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351-353 FOURTH AVENUE

C. BRUNO & SON, Inc.

Victor Distributors to the Dealer Only
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A Nora Bayes double at 85 cents!

many will you s¢ll? All you buy! Columbia
A-2678.

Columbia Graphophone Co.

How
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SOLDIER SALESMEN BACK TO TRADE IN INDIANAPOLIS

Dealers Looking Forward Hopefully to a Better Supply of Talking Machine Records—Trade Con-
tinues Very Active With Prospects of the Best—General News of Interest

InpraNapoLis, Inp, February l.—Local talking
machine dealers are hopefully looking forward
to the day when they will not have to worry
about stock shortages. It is not a question of
. getting the business, but a question of having
the goods to supply the demand, and the goods
are coming from the factories slowly but surely.

Talking machine men who went to war are
beginning to come back and they are finding
their former positions open for them.

Emerson G. Knight, who was advertising
man for the Stewart Talking Machine Co., Vic-
tor distributors, until he joined the marines,
will return to his position soon. Knight was
wounded eight times in the St. Mihiel battle.
His fellow employees at the Stewart Co. are
planning a special entertainment for him.

Frank Williams, who was in the record de-
partment of the Stewart company, is expected
tc be hack from the service soon, as is Harry
Diehl. James E. Stewart has already shed
his uniform and is back at work. George E.
Stewart is with the army of occupation in
France.

At the Edison Shop, A. H. Snyder, manager,
1s expecting H. G. Parker, one of his crack
salesmen, who is now with the Marines, to be
back on the job soon.

Following the return of Ben Brown, man-

ager, and O. A. Wilkinson, dictaphone manager,
from the New York Columbia convention, em-
ployes of the wholesale branch of the Columbia
Co. here gave a luncheon at the Hotel Lincoln.
W. G. Westenfeld and William E., C. Heyn,
auditors of the company, made speeches. Mr.
Brown, George L. Schuetz and ]J. L. Peters
were the other Columbia men who talked on
Columbia business.

Robert D. Duffy is now traveling the Kentucky
territory for the GColumbia company and J. A.
Kirkpatrick has succeeded him as assistant man-
ager to Mr. Brown.

The Stewart Talking Machine Co. is enlarg-
ing its record department and will be prepared
to carry one of the largest record stocks in the
Middle West. George E. Stewart and family
are in Florida for the winter.

R. B. Goldsberry, manager of the Pathé de-
partment of the Mooney-Mueller-Ward Co., re-
ports that January this year exceeded January
in 1918 by 400 per cent. The Pathé record
business has been so large that Mr. Goldsberry
has not been able to keep up the stock. The
D. N. Foster Furniture Co. of Ft. Wayne has
put in a talking machine department and is
handling the Pathé line.

George H. Standke, manager of the Bruns-
wick Shop, is in Cincinnati on business for sev-
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f‘ PRECISION
Die Castings

_é ) / to assemble when you get them, without further machining

& or finishing, They save time and money—they are extremely accurate.

The Precision Organization consists of men who have been engaged
in producing die castings for the talking machine industry since its

inception,

Send us your specifications and let our Engineering Department show
you how Precision Castings can serve you economically and efficiently.

PRECISION CASTINGS CO., Inc.

BRASS, BRONZE, and ALUMINUM FOUNDRY

DIE CASTINGS PLANT
SYRACUESE, N. Y.

Don’t
Waste Time

~ Machining
When
You Can Use

PONTIAC, MICH.

eral days. Business at the Brunswick Shop has
been fine.

A. H. Snyder, manager of the Edison Shop,
recports that the cash business was the feature
of the January business.

H. E. Whitman, manager of the Pearson
Piano Co. talking machine department, says that
business is excellent. ’

W. E. Pearce, manager of the talking machine
department of the local Brunswick-Balke-Col-
lender Co. branch, says that big prospects are
in sight.

C. P. Herdman, manager of the talking ma-
chine department of the Baldwin Piano Co.
store, says that January ran three times ahead
of January in 1918.

C. H. Sallee, retail sales manager of the Starr
Piano Co. store, is pleased with the business in
Starr talking machines.

J. L. Peter, manager of the Columbia store,
says that business is keeping up steadily.

E. R. Eskew, manager of the Pathé Shop, says
his store will soon have one of the biggest rec-
ord stocks in Indiana and that the Pathé ma-
chines and records will be pushed hard. Mr.
Eskew is well pleased with the prospects ahead.

At the Fuller-Ryde Music Co. Mr. Ryde re-
ports the talking machine business as very satls-
factory with the only complaint being in the
present shortage of machines and records.

FIGURES ON FOREIGN TRADE

The Total Shows a Small Net Increase—Gain in
Imports More Than Offsetting the Decline in
Exports—Ocean Tonnage Improves

Figures covering the foreign trade of the
United States during 1918, announced recently
by the Department of Commerce, show a small
net increase in the total, a gain in imports more
than offsetting the decline in exports. The
value of exports during the year was reported
as approximately $£6,150,000,000, compared with
$6,226,255,000 in 1917, while the value of imports
was $3.031,000,000, against $2,952,465,000 in 1917.
Exports during December were valued at $566,-
000,000, a gain from $522,171,664 in November,
imports aggregating $211,000,000 compared with
$251,008,037 in the preceding month. The im-

provement in the supply of ocean tonnage and

the removal of restrictions on foreign commerce
by the Government are factors tending toward
an expansion of trade, but conditions of supply
and demand in the world’s markets may prevent
such a development reaching any great propor-
tions at this time.

The National Phonograph Corp. has been in-
corporated with capital stock of $25,000 at
Wilmington, Del.

H. J. SMITH-—Jewel Manufacturer

MANUFACTURER OF —Phonograph Diamond and Sap-
phire Reproducing Points—Recording Laburatory Jewels
—Jewel Bearings for Electrical Instruments—Rough
Diamond—Diamond Powder—Experimental Work.

Telephone 2896 Market
833 BROAD STREET NEWARK, N. J.
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TODAY’S BIGGEST SELLERS
FOR IMMEDIATE DELIVERY 1122{Good-Bye, France—Vocal
Don’t Cry, Little Girl, Don’t Cry | Coming Through the Rhine—Vocal
—Vocal
1130 LY RELEASE
Tell Me Why You Went Away FOR EAR
—Vocal Madelon (I'll Be True to the Whole
iE1 Regiment)—Vocal
1131{C°me i, Baer —cal Why Did They Stop the War?
You Are Just a Little Pansy—Vocal — Vocal
The Navy Took Them Over and the Till We Meet Again—Vocal
1125 NavyWillBringThemBack—Vocal 11592 Lonesome (I Know What It Means
Watch, Hope and Wait Little Girl to Be Lonesome)—Vocal
— |
Voca ( Egyptland—Sterling Trio
1128{Have A Bpifle—Vacal 11534 Every Day’s a Holiday in Dixie
Sometime—Vocal L — Vocal
I’'m Always Chasing Ramboz/vs | ( The Americans Come—Vocal
1136 V9% 11544 The Statue of Liberty Is Smiling
Those Wonderful Days of Used-to-Be 1 —Vocal
—Vocal Duet Hindustan—Fox Trot
1086 { Smiles—Vocal Duet 1155 Ja Da (Introducing, You'll Find Old |
Since | Met Wonderful You—Vocal Dixieland in France)—]azz Band
Smiles—Fox Trot | Egyptland—Fox Trot |
110 1156
1{D]er Kiss—Waltz | S {Ole Miss—One Step
The Rose of NoMan’sLand—Vocal e { Kisses—Vocal
Dear Little Boy of Mine—Vocal After All—Vocal Duet
10-Inch Double Discs—Play With Either a Sapphire or Steel Needle
OTTO HEINEMAN PHONOGRAPH SUPPLY (0.
INCORPORATED
25 WEST 45th STREET, NEW YORK
FACTOklES: Elyria, Ohio Newark, N. J. Putnam, Conn. Springfield, Mass.
BRANCH OFFICES: Chicago, lll. San Francisco, Cal. Seattle, Wash. Toronto, Can.
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GETTING MORE MUSIC ON TALKING MACHINE RECORDS

World Correspondent Suggests Practicability of a Record of Larger Diameter Than Those Now
Favored for Purpose of Carrying Music of Entire Opera or Symphony

Ever since the development of the talking
machine record to a point where its musical
possibilities were generally recognized, there
has been much discussion as to the advisability
and practicability of recording entire operas, or
a lengthy musical composition complete on one
record face, enlarging the size of the record to
an 18 inch diameter, or more if necessary. Al-
though experts have held that proper results
could not be obtained by making records of
20 inch diameter or so, considerable thought
has still been given to this question of getting
more music on the record.

In this connection the following letter to The
World from Theodore Fletcher, of San Antonio,
Texas, is particularly interesting, and the editor
of this publication would welcome comments
from trade experts on the theories advanced by
Mr. Fletcher, who says:

“Why is it that, since the popularity of the
talking machine has become so pronounced, and
its sales so great, nothing practical has been
done to increase the capacity of the disc to
enable longer pieces of music being performed.

“The tone of all standard machines is now: so
good that it would be folly for any maker to
place an inferior article on the market, as it
would have no sale.

“The result is that makers are now featuring
details or adding improvements in the construc-
tion of the motor or cabinet and not adding one
thing to improve the general utility of the ma-
chine.

“In 1888, Bell and Tainter took out a patent
for a machine whose object it was to ‘provide
a uniform speed of disc travel under the stylus,’
both for recording and for reproducing soud;
the result of this aim was to greatly increase
the capacity of a disc and also produce a uni-
formity of sound, for the vibrations producing
a given note would always be of the same
dimensions, no matter whether they were near
the circumference or the centre of the disc.
Not only this, but by adopting this method of
making records, no reasonable limit need gov-
ern the size of the disc, and it becomes possible
to reproduce whole acts from operas or sonatas,
etc., instead of having to only reproduce
snatches of the songs as is now the case, or in

“The Music Without the Blur!”

This ideal of talking machine manufacture is atuir}ed
more nearly than hy any other, in the construction
of the

MARVELOUS MAGNOLA
“Built by Tone Specialists”

‘““Magnola’s Tone Deflector eliminates the scratch”

e -
Watching the Music Come Out

We want to show you how to make money with
MAGNOLA; and how MAGNOLA is the hest buy
on .the Talking Machine Market to-day.

Send us your name and let us send you some real
Talker Tips.

MAGNOLA TALKING MACHINE COMPANY
OTTO SCHULZ. President

General Offices Southern Wholesale Branch
711 MILWAUKEE AVENUE 1530 CANDLER BLDG.
CHICAGO ATLANTA, GA.

case of overtures, carrying them on several discs,
which i1s an abomination, for the continual stop-
ping, turning over the disc and starting again
is not only a great nuisance, but greatly detracts
from the enjoyment of the piece.

“A machine successfully constructed to give
the disc a gradually increasing speed when the
record is being made from the circumference
toward the centre, or a gradually decreasing
speed if made outwardly, so that uniform disc
speed is maintained under the stylus through-
out, should prove most advantageous, for a disc
made this way, and having a diameter of 14
inches, 150 lines of phonograms to the inch, and
a disc speed under the reproducer of 18 inches
per second, would require about 20 minutes to
play; and an 18 inch disc ought to carry a com-
plete act of an opera, a long lecture, speech or
reading.

“These advantages are worth while in my esti-
mation, for think what a boon a machine of
this description would be in a home or a hos-
pital, a lecture room or a theatre, where a speech
delivered by the world’s great speakers could
be heard.

“Mechanical difficulties prevented the success-
ful working of the patent mentioned. Since then
several other inventions have been brought out
to attain the same object, but so far none are
on the market.

“If this object can be worked out in a me-
chanical and positive manner, and the machine
also able to rotate the disc at a uniform speed as
the present standard machines do, so that it
could also play the present standard record, do
you think that it would have a bright future?
And do you think that there is a field for an
invention of this description?

“It seems to me that if this object is attained
it would be a decided improvement on the pres-
ent standard machines for use in places where
continuous music was required.”

MAKING STATISTICS PROVE USEFUL

Bureau of Foreign and Domestic Commerce Re-
arranging Its Tabular Statistics of Imports
and Exports So as to Be of More Service

The Bureau of Foreign and Domestic Com-
merce is engaged in the task of rearranging its
tabular statistics of imports and exports so as to
make them of greater service. The first great
siep in this direction is the preparing of a proper
and adequate classification. Up to the present
time articles brought in or shipped out have been
arranged in alphabetical order, with a few
groups classified. This has its disadvantages, as
those can testify who have tried, for instance, to
look up “rubber” only to find it, after needless
labor, under the I list as India rubber. Then
the lists were subdivided in accordance with
provisions in the tariff acts, which may have had
its advantages when the duties were to be tink-
ered with, but which was the despair of all who
had to consult them. The latter were forever
running across the “N. E. S.”—otherwise, not
elsewhere specified—which included very many
of the articles which business men were inter-
ested in. In the new classification there is not
only a natural grouping similar to that in use
in British and other statistics of trade, but the
subdivisions are sufficiently detailed and explicit
to be really informing.

Another good idea which is being carried out
is a co-operation with the Census Bureau, so that
a similar classification of domestic production
may be made. In this way it will be possible to
make comparisons of production, imports, and
exports of* the same articles. Suggestions are
still invited froin all interested for further im-
provement.

More people might try to pose as angels if
everybody didn’t start right in and begin to look
at them with suspicion.
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WHY |

/ the DEMAND
for
Phono-Grand?

WHY DOES
IT

GROW —
GROW—
\GROW

simply because

!Phono-Grancl

Dealers Make Money

AND

Satisfy Their Customers

Phono-Grand combines a Reproduc-
ing Piano Electricallycontrolled, witha
Splendid Phonograph: All in ore!

The One Big Success For Public

Musical Entertainment

WANT PARTICULARS?
Write to-day Don’t Delay

J. P. Seeburg Piano Co.

209 S. State St. a
419 W. Erie St. Chicago, IIl.
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The most wonderful Talking Machine of the present age at the price
An Instrument of Supreme Value, Tone and Quality

SPEAKS FOR ITSELF

No. 100—$100

No. 75—875

The Cleartone has become very popular because of
its cuality, splendid value and the advertising and

sales campaign that now stands in back of it.

Dealers!

Watch us grow—write for our agency and grow

with us.

SUNDRY DEPARTMENT

MOTORS—No, 1, double-spring, 10-inch
turntable, plays 2 10-inch records, $3.25; No.
6, double-spring 10-inch turntable, plays 3
10-inch records, $4.00, with 12-inch turntable,
$4.25; No. 8, double-spring, 12-inch turntable,
%lays 3 10-incb records, castiron frame, $5.85;

0. 9, double-spring, 12-inch turntable, plays
3 10-inch records, castiron frame, bevel gear
wind, $6.85; No. 10, double-spring, 12-inch
turntable, plays 4 10-inch records, castiron
frame, bevel gear wind, $7.85; No. 11, double-
spring, 12-inch turntable, plays 7 10-inch rec-
ords, castiron frame, bevel gear wind, $9.75.

TONE ARMS AND REPRODUCERS—Play
all records—No. 2, $1.45 per set; No. 3, $1.65
per set; No. 4, $3.50 per set; No. 6, $3.25 per
set; No. 7, $3.25 per set; No. 8, $2.85 per set;
No. 9, $2.65 per set; Somora tome arm with a
reproducer to fit

MAIN SPRINGS—No. 00, 5 in., 9 ft., 29c;
No. 01, % in., 7 ft.. 25¢; No. 02, 3 in, 8 ft.,
25¢; No, 1, ¥ in., 10 ft., 39¢; No. 2, 13/16 in.,
10 ft., 39¢; No. 3, 7% in., 11 ft., 40c; No. 4, 1 in,,
10 ft., 49¢; No. 5, 1 in,, 11 ft, beavy, 69c¢; No,
G, in., 11 ft., 99¢; No. 7, 1 in., 25 gauge, 15
ft.. We also earry other size main springs
to fit Vietor, Columbia and all other motors at
nominal prices,

RECORDS—POPULAR AND GRAMMAVOX,
new 10-inch, double-dise, lateral cut, all in-
sirumental selections 35c¢. each; 32¢. eaebh in
100 lots.

GOVERNOR SPRINGS— To fit VICTOR.
COLUMBIA and all other motors at moderate
prices. Special prices on large quantities to
Motor Manufacturers,

GENUINE DIAMOND POINTS, for playing
Edison records, $1.75 each,

SAPPHIRE POINTS, for playing Edison
records, 18c. each; 100 lots, 15¢. each.

SAPPHIRE BALLS, for playing Pathe
records, 22c, each.

1 NEEDLES, steel, 60c. per thousand in 10,000
ot.

We also manufacturo sperlz]l machine parts, such as
worm gears, stampings, or any screw machine parts for
motor: reproducer and part manufacturers.

Speclal quotations given to quantity buyers in.Canada
and other export points.

Write for our 81-page catalog, the only ono of its Ikiiul
tn America, {llustrating 33 different styles of talking ma-
chines and over 500 différent phonographic parts, salso
gives description of our efficient Repair Department.

Lucky 13 Phonograph Co., 46 East 12th St, New York

No. 65—$65

No. 85—$85
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DEMAND FOR “TALKERS” GROWING THROUGH NORTHWEST

Manufacturers Will Have to Work Overtime to Supply Trade Needs—No Slowing Up in Retail
Demand Since Holidays—Jobbers and Dealers Optimistic Over Outlook

MinNEapoLis and St. Pavr, MinN, February 3.
- —Talking machine factories will be compelled to
run overtime to supply the Northwest with in-
struments during the coming year. There is
no other alternative, for the people must have
thousands of instruments and a plentiful supply
of records. Dealers rather anticipated that
there would be a marked decrease in the de-
mands for music producers after the holidays,
but the rush continues unabated and as far as
appearances go the dealers are being driven as
hard during the first week of February as they
were just before Christmas. All hopes of as-
sembling a good show line and a reserve stock
have been- wholly abandoned for the nonce.
Shipments are better, but still fall far short of
satisfying the incessant craving.

At the Edison Shop in Minneapolis Manager
Milton H. Lowy last week was obliged to add
two salesmen to his already large staff and to
put another assistant in the record room. This
in February, bear in mind. He reports that the
wholesale business of the Minnesota Phono-
graph Co. for January was more than three
times the output for January, 1918. Laurence
H. Lucker, president of the company, was con-
fined to the house for more than seven weeks
with the Spanish influenza. He spends part of
the day now at the office, but is not equal to a
full day’s work as yet.

The clouds that have been hovering over E.
O. Kern., Northwestern manager for the Bruns-
wick phonographs, are beginning to disappear,
but he still thinks that the fates are playing
against him, for he insists that he can sell
Brunswicks faster than he c¢an get them.
George M. Nye is back from the army. Instead
of reopening the Brunswick shop he will be on
the road for the Brunswick-Balke-Collender Co.

Eight drays were in line at the Foster &

Waldo store when it opened Saturday morning.
They were there to take away talking machines
—Victors, Edisons, Columbias and Sonoras—to
various parts of the Twin Cities. There has
been very little diminution from the unsur-
passed rush prevailing prior to the holidays.
Having very few graphophones in hand, Man-
ager W. L. Sprague, of the Columbia Co., made
a tour of the West during the first part of Feb-
ruary to look over the agencies in the Dakotas
and Montana. Assurances have been given that
Grafonolas will be more plentiful in a short
time, as the manufacturing plants are getting
down to normnal basis, and all the handicaps are
disappearing very rapidly. Sample discs of the

PURCHASE BUILDING IN BUFFALO

W. D. & C. N. Andrews to Move Business to
Builders’ Exchange on June 1 After Exten-
sive Alterations Are Completed—Announce
Discontinuance of the Retail Department

Burraro, N.Y., February 5—C. N. Andrews, of
W. D. & C. N. Andrews, prominent Victor
wholesalers of this city, has purchased the
Builders’ Exchange at a price said to be in the
neighborhood of $200,000, and after alterations
costing several thousand dollars more the com-
pany will occupy the premises as an exclusive
Victor wholesale house about June 1, giving
up their present store at 632-634 Main street.
The entire first two floors of the building will
be fitted up for the Victor business and will be
handsomely equipped and furnished.

W, D. & C. N. Andrews have incidentally
sent a circular letter to the trade, dated Febru-
ary 1, announcing that they will discontinue their
retail business on March 1, and will have no
financial interest either directly or indirectly
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new 11ne of Columbia records have been re-
ceived and have been demonstrated to a num-
ber of Twin City dealers.

Of late the St. Paul and Minneapolis dailie
have been carrying full-page ads of the Victor
Co., explaining why there had been su
grievous shortage of Victor goods and givin
assurance that the company will bend every e
fart to satisfy the long suffering and sorely tri
public. The company can’t move any too
idly for W. J. Dyer & Bro. and the Beckwith-
O’Neill Co., Northwestern jobbers, and a score
of Twin City dealers who virtually havs at
blood” during the past year.

W. J. Dyer & Bro. are enlarging their Vic-
tor quarters by adding two large rooms on the
fourth and fifth floors of the Dyer Building to
the jobbing department. This will give abouf
3,300 square feet of additional space and should
relieve the pressure considerably.

i any retail departmen‘ The company states
that it has been contemiplating the move for
the past two years. The wholesale business will
be continued at the present location until the
new building is ready for occupancy.

BIG DEMAND FOR FOREIGN RECORDS

ATeaNTA, GA., February 6.—Westervelt Ter-
hune, manager of the local branch of the Co-
lumbia Co., recently enjoyed a visit from S. R.
Lemberg, special representative of the foreign
record department. Mr. Lemberg visited the

principal trade centers in the Southeastern ter-

ritory, and in company with the regular Column-
bia traveler in each particular district he called
upon the dealers and after an interesting talk
succeeded in every instance in placimg with
them a full assortment of foreign records whiclh
were most salable in that locality. From here
Mr. Lemberg went to New Orleans and South-
western points. The Columbia Co. have stocked
a lot of supplies of foreign records in all
languages in their distributiiig warehouse here.

‘l'he “Corn Belt”
= House For -

Ccrn Belt Dealers

OURS is Your Logical House if

Youare A VICTOR DEALER
Doing Business in the Thriving “Corn Belt.”

We are perfectly placed from a Geographical standpoint. We are your “promptest”

shippers from elther point —
less apt to be “Shy” on certain lines of

Omaha or Des Moines.
“Victor”

— The TWO stocks are
goods than ONE would be.

“Victor” Enthusiasm is in the very air at both of our establishments. Dealers often
tell us that the Mickel “Spirit of Life” is contagious, and that they, too, become “live”
simply through dealing with us and absorbing some of our “progressive methods.”

Come! Let’s start you up the “Prosperity Path”

Mickel Bros. Co.

Cor.15 ¢

Harney Sts.

Omaha,
Neb.

of 1919.

411 Court
.Avenue,
Des Moines,

lowa
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INDEPENDENT TALKING MACHINE CO.

12 East 42d Street (Adioining Fifth Avenue), New Y ork
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Announcing That We Are Distributors of

OkeH

"~ Records

The most
popular
record on
the market

All OkeH
Records Are
Double-faced

Retail at

85c¢.

OkeH

Records
Can Be Played
with a
Sapphire
or a

Steel Needle

7,
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For some time past we have been carefully investigat- I
ing the record field with the idea of selecting a record
line that we believed would afford our dealers an oppor-
tunity to make money, and build up a profitable record
business.

After a thorough test of every record in the industry we
finally selected OkeH Records as the best proposition
on the market. We offer this line to the dealer with the
absolute assurance that these records can be merchan-
dised profitably and satisfactorily. |

We will carry a complete stock of OkeH Records, and
our extensive shipping and service facilities will give
our dealers unlimited opportunities to develop a splendid

OkeH Record clientele.

Drop us a line for further details |

Oxet
N’ RECORD

“_Ne. 1001-A

RECORD

. No. 1001-A . Coneert Band Concert Band
A |

*The Star Spangled Banner / 5. The Star Spangled-Bannce
(Rey) y i 2 (Key)
(A, by John Philip Sotsa)  / R (Ari-hy John Philip Suusa)
Hand % Hand §
Ay T, a A . A\
3 “”’&wrﬁwunm B T\ - 1/”/;;/~U’Acrunr-.n oY ‘m\\x@\ -
O6rapH sypo O6RapH sypw ©




FEBrUARY 15, 1919

THE TALKING MACHINE WORLD

47

TALKING MACHINE JOBBERS CONVENE IN PHILADELPHIA

Two-Day Session of Executive Committee and Members of the National Association of Talk-
ing Machine Jobbers Devoted to Discussion of Trade Problems Which the Future Will Pre-
sent—Annual Convention to Be Held at Atlantic City June 30-July 1—Victor Co. Entertains

PHiILADELPHIA, Pa,, January 28.—The executive
committee and a goodly number of members at
large of the National Association of Talking
Machine Jobbers have just completed a most
interesting two-day convention at the Hotel
Ritz-Carlton, this city, at which the problems
of the moment and the prospects for the future
were discussed at length, and course of action
decided upon.

On Monday morning there was a meeting of
the members at large for the formulation of
suggestions regarding matters to be brought up
by the executive committee for action.

One of the first and most important matters
to be discussed was that concerning the equal-
ization of freight charges to jobbers in all sec-
tions of the country to be brought about by
billing machines and records f. o. b. destination
at a uniform price. The jobbers gave the plan
their unanimous approval, and the Western
members of the trade were particularly enthusi-
astic regarding it. The jobbers placed the mat-
ter-before the Victor Co. for action, presenting
their arguments in the form of a brief.

Another important matter was the reading
of a report from Edmund A. Whittier, secre-
tary of the American Fair Trade League, re-
garding the favorable status of the Stephens bill
for the maintenance of retail prices, with the
new amendments added to the bill, giving super-
vision of price-fixing methods to some Govern-
niental agency, preferably the Federal Trade
Commission. Mr. Whittier called attention to
the fact-that the Federal Trade Commission it-
self was converted to the idea that some price
maintenance plan was necessary for the protec-
tion of legitimate business, provided the plan
was properly supervised and controlled, and had
gone before Congress with the suggestion that
some legislation of that sort be adopted. It was
the opinion of Mr. Whittier that the Stephens
bill had a fair chance of becoming a law during
the next session of Congress.

The jobbers also gave considerable attention
to the record situation, and urged the Victor
Co. to devote all energies to the issuing of a
sufficient quantity of records of the popular
numbers of the day to take proper care of the
demand for those numbers while it is still ac-
tive. There was also some discussion regarding
the record catalog, and the further suggestion
was made that some cut-out system be devised
that would not only take care of records that
have outlived their usefulness, but would also
serve to reduce the number of artists, or at least
keep the number down to a certain level, by
cutting out those artists who had outlived their
popularity, substituting therefor artists who had
since risen to fame.

In considering the question of the reconstruc-
tion period, the jobbers emphasized the fact that
the factory, jobber and dealer should all work
together for the sole purpose of getting back to
a pre-war position and then advancing by taking
advantage of the lessons of the war, and con-
tinuing such economies as had proven practical
and valuable. The main thought was that the
most important question was that of keeping up
an increasing production to a point where com-
petition would again be on a basis of merit
rather than existing because of the inability to
supply goods.

The chief object was to get back to a normal
basis so that normal profits could be enjoyed,
and this plan could be most rapidly accom-
plished by an observance of a liberal sales
policy from the factory right down the line.

It appeared to be the opinion of the jobbers
that the existing list prices should not be re-
duced by the factory for a considerable period
at least, or until the trade could be readjusted.
Should any reduction in manufacturing costs be
realized, as will probably be the case, it is felt
that this saving should be distributed between

the wholesaler and retailer to enable them to

cover properly the increased cost of doing busi-
ness, and likewise offset in some measure the
heavy losses of income during the war period.
Particularly will it be necessary for wholesalers
and dealers to realize larger returns on their
businesses in order to cover the increased taxa-
tion provided for in the new Revenue bill. It
was felt that there was plenty of time in the
future to consider any general plans for list
price reduction.

Inasmuch as there are numerous problems
cropping up of interest to the association mem-
bership at large, it was decided to hold a gen-
eral convention at the Hotel Traymore, Atlantic
City, on June 30 and July 1, the arrangements
for the meeting befng under the supervision of
Louis Buehn.

Tuesday morning the general meeting was ad-
dressed by Gilbert H. Montague, counsel of the
association, who outlined briefly the legal situa-
tipn as it now exists and affects the industry,
paying particular attention to the effects of the
recent Colgate decision on the question of price
maintenance, and likewise reviewing the prog-
ress of the Macy suit, in which a number of job-
bers are cited as defendants. = Mr. Montague
went into considerable detail and his remarks
were most illummating to the jobbers.

Following the address of the association’s
counsel, the executive committee went into
closed session for the purpose of putting into
proper shape the matters 10 be taken up with
the factory ofhcials.

At noon the jobbers were the guests of the
Victor Co. at luncheon at the Bellevue-Stratford,
at which were present Victor Co. officials and
department heads. After the luncheon there
was held a general meeting at which various
trade questions were discussed by jobbers and
factory men, the results of the deliberations not
being given for publication. In the evening the
jobbers were the guests of the Victor Co. at a
theatre party, the play being *“The Better 'Ole”
ar a Broad street theatre.

Clement Beecroft, the well-known cabinet and
accessory man, acted as a sort of reception com-
mittee of one during the jobbers’ meet and dis-
played his hospitality by taking a group of the
visitors on an auto trip to Hog Island, the big

shipbuilding plant whence
ships and some scandal.

Walter B. Fulghum, formerly manager of the
order department for the Victor Co., also
dropped into the Ritz during the meeting. Mr.
Fulghum is now a Victor dealer in Richmond,
Ind.,, and had to stand for some good-natured
joshing about being on the receiving end for
Victor goods.

Those present at the meeting included J. New-
comb Blackman, Blackman Talking Machine
Co., New York, president; 1. Son Cohen, Cohen
& Hughes, Inc.,, Baltimore, vice-president;
Arthur A. Trostler, Schmelzer Arms Co., Kan-
sas City, treasurer; J. C. Roush, Standard Talk-
ing Machine Co., Pittsburgh, secretary; George
E. Mickel, Mickel Bros. Co.,, Omaha; James F.
Bowers and L. C. Wiswell, Lyon & Healy, Chi-
cago; E. C. Rauth, Koerber-Brenner Co., St.
Louis; W. H. Reynalds, Mobile, Ala.; R. H.
Morris, American Talking Machine Co., Brook-
lyn, N. Y.; W. D. Andrews, Syracuse, N. Y.; C.
N. Andrews, Buffalo, N. Y.; Louis Buehn, Louis
Buehn Co., Philadelphia; Emanuel Blout, New
York; C. F. Bruno, C. Bruno & Son, Inc, New
York; Fred P. Oliver, Blackman Talking Ma-
chine Co., New York; Dan Creed, Chicago Talk-
ing Machine Co., Chicago; A. D. Geissler and
Roy J. Keith, New York Talking Machine Co.,
New York; H. A. Winkelman, Oliver Ditson
Co., Boston; C. K. Bennett, Eclipse Musical
Co., Cleveland, O.; C. H. Grinnell, Grinnell
Bros., Detroit; C. A. Wagner, Musical Instru-
ment Sales Co., New York; C. L. Price, Ormes,
Inc., New York; T. W. Barnhill and H. F.
Miller, Penn Phonograph Co., Philadelphia;
Ernest Urchs, Phillips & Crew Co., Atlanta, Ga.;
Thomas F. Green, Silas E. Pearsall Co., New
York; Lester Burchfield, Sanger Bros. Co., Dal-
las, Tex.; Perry B. Whitsit and W. F. Davison,
Perry B. Whitsit Co., Columbus, O.; Rudolph
Waurlitzer, Rudolph Wurlitzer Co., Cincinnati;
Carl Droop, E. F. Droop & Sons Co., Washing-
ton, D. C.; Paul Carlson, Charles H. Ditson &
Co., New York; Burton J. Pierce, J. W. Jen-
kins’ Sons Co., Kansas City, Mo.; C. B. Snow,
Cressey & Allen, Portland, Me.; Geo. D. Orn-
stein, George D. Ornstein Co. Philadelphia;
Florence Heppe, C. J. Heppe & Son, Philadel-
phia; French Nestor, Standard Talking Ma-
chine Co., Pittsburgh; “Doc” O’Neill, Beckwith-
O’Neill Co., Minneapolis, Minn.; E. N. Upshaw,
FElyea-Austell Co., Atlanta, Ga.; H. W. Wey-
mann, H. A. Weymann & Son, Inc., Philadel-
phia, and Andrew G. McCarthy and Fred Sher-
man, Sherman, Clay & Co., San Francisco, Cal.

have come many

not scratch or hiss.
always enjoyed.

Are You Selling the Best

Semi-Permanent Needle?

Many of the large music companies say: “QOur
salesmen are cranks on tone.”’ They have tried every
needle on the market—but now they are perfectly
happy with the perfect needle.

The DeLuxe Stylus

It Plays 100 to 300 Records

Talking machine owners are enthusiastic about it because it does
It brings out the perfect tone.

You Can’t Afford To Be Without The DeLuxe

Write now for free samples, discounts and descriptive circulars,
which we furnish for your mailing list.

THE DUO-TONE COMPANY, Ansonia, Conn.

Once used,
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Imagination—plus
good sound business sense

T

Il

O

: Y OU’VE got it; use 1t,
please, in connection with
this “picture” of the NIGHTINGALE.
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Pictures don’t tell you much about a talk-

e

ing machine; it isn’t like putting in a line

RN

of tables or other furniture. You know

IR

how many phonographs you’d sell if printed

reproductions were all your customers had
to go by.

R

Hi

Outward beauty counts, of course; so do

cabinet work and finish. But charm of tone,
mechanical perfection and all-round “play- 4 =
ability” tell most of tlie tale, They really

make the value.

We ask you to fill out in your imagination
our outline of the NIGHTINGALE. And to
use your sound business sense in judging
what siust be in the instrument to make it
the sure-fire profit-bringer that it’s proven.
Then send a try-out order. We'll gladly
ship on trial.  Suspend judgment and
further action till you see your first
NicuTINGALE. But at least write for one
today.

“The Phonograph to Sell’™ )

Nightingale Mfg. Co.

422-426 N. Armour Street
CHICAGO, 1ILL.

Scotford Tone-Arm
and Reproducer
Stephenson Precision

Made MOTOR
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GEORGE E. BRIGHTSON IS HONORED BY HIS CO-WORKERS com aus and all diffcultcs which nay aric.

Officers of Sonora Companies Present President Brightson With Handsome Gold Loving Cup at
Complimentary Dinner—Appreciative Address Made by Mr. Brightson Aroused Enthusiasm

At a complimentary dinner given recently to
President George E. Brightson by officers of
the Sonora Phonograph Sales Co. and Sonora
Phonograph Corp. and members of these organ-
izations who have been with Sonora for some
time, there was presented to Mr. Brightson a
handsome gold loving cup on which was in-
scribed:

“Presented by the board of directors of the
Sonora Phonograph Corp. and Sonora Phono-
graph Sales Co. to George E. Brightson in rec-
ognition of his skilful leadership in directing the
Sonora phonograph to its supreme position in
the talking machine industry. January 13, 1919,

It so happened that the secret had been very
well kept and Mr. Brightson was quite over-
whelmed when the cup was handed to him. He
quickly took in the situation, however, and re-
sponded with a clever, impromptu speech, say-
ing in part: .

“After listening with great interest and ap-
preciation I wish to thank you all for this great

Loving Cup Presented to George E. Brightson

compliment. When I inform yocu that this is
indeed a bright and happy moment of my life,
I wish to emphasize the fact and ask you to

realize that I am somewhat in an embarrassing
position.

“I have heard mwuch said this evening of what
I did. I hope you will not misunderstand me

“Friction in mercantile industries and man-
agement of organization is very frequent.
When 1 tell you there never has been any in
eitlrer of our two companies or boards or in
any of our executive work ot planning, do you
wonder at our great success? There has been
at all times, just the sweetest atmosphere ex-
isting and causing me to feel as if a halo were

Those Present at Dinner Given in Honor of George E. Brightson

or think for a moment I do not fully appre-
ciate all the eloquent and complimentary things
which have been said of me this evening, when
I say to you—it was e who did it. Most of
you know, as I do, what one person can do with
his head and hands is limited, but with an or-
ganization, be it large or small, results count by
all pulling on the same string at the same time,
pulling together with each and everyone look-
ing the way they are pulling—mnot to look one
way and pull another. With this condition great
things have been accomplished by our Somnora
organization.

“When I tell you that from the time of our
first board of directors—a small one then in
number—up to the present two boards, consist-
ing of five to seven—twelve in all—there has
been no time that I have met any opposition
from these boards to my suggestions, and every
motion or resolution has been favored by their
approval, always unanimous, and that means
much to a presiding officer. It is helpful, en-
couraging, and has caused me to feel at all
times that I had a granite foundation under me.
With' that feeling as a keystone you can accomn-
plish almost anything you undertake and over-

about my head at all times. It i1s true we have
achieved great results in a very short time—I
might say most of it in four years. Our growth
has attracted the attention of banking institu-
tions and frequent comments have been made
such as: ‘It is almost unbelievable,” and in one
case a bank president said to me that there was
ne record of the growth of any mercantile in-
dustry in this country that he could find that
could compare with Sonora's results, he dwelling
on our healthy condition and the liquidness of
our assets. In this short time we have grown
from a small business of a few thousands into
millions. I must say, myself, I wonder at it—
especially when I look back to early 1912 and
remiember that there were at that time not more
than fwelve people in our employ—imostly boys
—very few of them past the voting age. To-
day I glance over our payrolls and find we can
count our employes by the thousands, con-
trolling as we do large plants in various places
in this country and one of the very largest and
of the highest reputation in our line in Switzer-
land, together with properties of our own also
inn this country, and I am not surprised that
(Continued on page 50)

THE WONDERFUL TONE PRODUCTION OF PHON d’AMOUR

These Features are Patented and Procurable Only in Phon d’Amour

is obtained by

THE AMPLIFIER |

an entirely new type of horn,
built on the principles of a violin

d

THE DIAPHRAGM

.made. of selected violin wood, fashioned beyond any possible danger of warping, and
insuring a resonance and sweetness of tone not obtainable by the use of any other material

Plays All Makes of Records and Glorifies Them All

THE FRITZSCH PHONOGRAPH CO.,

228-30 West Seventh Street

CINCINNATI, OHIO
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DINNER TO GEORGE E. BRIGHTSON
(Continucd from page 49)

outsiders wonder at what we have accom-
plished.

“It was my pleasure to report at the board
meeting in January that neither the Sonora
Plionograph Corp. nor the Sonora Phonograph
Sales Co. owed a dollar for borrowed money; in
other words, they had cleaned up during the
year with all their banks, and in December an-
ticipated much that was to come due in January.
This will, no doubt, surprise many of you who
are merchants, for you know how difficult it is
tc be entirely free from the use of any bank,
with large growing businesses, rolling up, as in
our case, in the millions.

“I cannot accept from you all that has been
said this evening—that I did it. In 1912 I had
with me a young executive worker who has been
with me continually ever since, and I am san-
guine from our results he has not thought of
much of anything else from that day up to the
present time. He had enjoyed with me our
great achievements. At the beginning of our
organization I did not have his usefulness dur-
ing the first four months, for I was obliged to
give him a vacation because of an impairment
of his health, or nervous condition resulting
from his former employment.

“In referring to this young man I wish to
say from that moment to this he has been a
right arm to me and of wonderful assistance,
and I wish to say much credit is due him and I
would feel, at this time, dishonest, if I withheld
fiom him any credit which rightfully belongs
to him. I cannot say enough along that line,
for one so young, he has done his part fully
and well and is entitled to his full share of the
credit in our growth. I will ask Joseph Wolff
to rise that you may all look at the one to
whom I wish to give praise for his loyalty and
industrious ability.

“Passing from reference to this young man I
will say there are others who have been very
helpful to me, and while time will not permit

me to mention all, I feel it only proper that I
should refer to the great value Mr. Morse has
been to me, from our beginning, Mr. Coupe,
after he joined our company in his capacity of
sales and advertising manager, and Mr. Jen-
nings as our assistant treasurer, and while so
far I have only mentioned the male members of
our organization, we likewise have many very
useful young women who have taken their place
and been of very valuable assistance to our or-
ganization, and inasmuch as we have presented
two at this gathering I must give each of these
two full share of their credit in our great work;
Miss Mahoney, in charge of our correspondence,
and Mrs. Brewster, the only female manager we
have at any of our distributing stores. Theilr
work has been of great value, and if time would
afford I would be glad to dwell more on what
they have accomplished for us.

“There have been many compliments paid me
this evening. I appreciate them all fully. I feel
like saying to you, however, as Charles Schwab

did when he was placed in a similar position by
reason of a complimentary dinner given to him
in the Astor ballroom of this same hotel, where
it was my pleasure to be the guest of our vice-
president, Mr. Hasell—that he appreciated the
compliments paid him and that he wished it to
be fully understood, but the most pleasant and
helpful compliment which he had ever received
was from the workmen on the scaffolds sur-
rounding the building of the ships, as he passed
through the yards at the beginning of the great
work—the men shouting, ‘We are with you,
Chartlie” He knew that alone he could do but
little, but with his subordinates who gave him
great assistance at that time, and the assur-
ance of his workmen he felt he had a foundation
beneath him and he set about making good the
Government’s requirements with assurance that
hc could do somiething, or at least make a great
try at it. I have had that same experience
with all of my employes from the beginning.
IVe did it—not 1.”

HOW WAR DEMANDS INTERFERED

With Production of Mica Diaphragms for Talk-
ing Machine Industry—]. L. Frazee’s Views

In a chat this week with The World J. L.
Frazee, head of the Phonograph Appliance Co,,
New York, commented upon the fact that the
company lhas recently made arrangements
whereby its production of Crystal Edge mica
diaphragms will be increased for 1919, adding:

“During the period of the war we were obliged
to concentrate the greater part of our activities
upon the production of mica products of all de-
scriptions for the Government. We received
large contracts for essential mica products, and
these contracts required so much of our manu-
facturing space that we were able to give talking
machine manufacturers only a comparatively
limited degree of service. Qur patrons, how-
ever, appreciated the difficulties under which
we worked, and we feel indebted to the phono-
graph industry for the broad spirit which it has

evidenced toward us during these trying times.

“With the signing of the armistice, however,
we have been enabled to concentrate the produc-
tion of our commercial mica business in our
North Carolina factory, leaving our New York
plant free and clear for the production of mica
diaphragms exclusively. In addition to this in-
crease in facilities we have enlarged our New
York factory considerably, and are making
plans to give the phonograph industry maximum
cfficiency and service during 1919. We will
specialize to a considerable degree on the pro-
duction of first grade India mica diaphragms,
and will also turn out large quantities of Bra-
zilian and domestic mica diaphragms.”

Mr. Frazee returned recently from a trip
through the Middle West, where he closed large
contracts with some of the leading manufactur-
ers in this section of the country. He states
that the talking machine industry is enjoying a
boonr period, and that, judging from all indica-
tions, this era of prosperity will continue for
some time to come.

and plays all records.

The cabinet, the motor,
the

tone arm, the reproducer,

the tone chamber,

and the packing case are

all proven and correct.

- TEINT

AMERICAN

Guaranteed throughout.

In the AMERICAN line you will find a model for every prospective buyer, seven
models made in mahogany and oak. The AMERICAN remains sold when delivered,

No. 10

Catalog upon request.

AMERICAN PHONOGRAPH CO.

39 FOUNTAIN ST.

GRAND RAPIDS, MICH
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Liberty Phonograph Company

Presents

The Final Achievement in

Lateral Records

The latest, most intelligently and scientific-
ally constructed lateral record in the world.

HE importance of this announcement cannot be overestimated.

To the music trade it means a record that opens up the lateral
record field.

And it means the only true lateral record on the market without a

machine tied to it.
a2 2 oo d

In tone, volume and craftsmanship the Liberty record is a dream
come true.

For it represents the result of years of study, experience and
experiment.

And it carries the possibilities of the lateral record to the ultimate

accomplishment.
*444 4o

To the music-lover it means the opportunity to hear the true perform-
ance of the true artist with no delicate shading lost in reproduction.

It means the symphony itself with no instrument blurred, and the
band with no note smothered.
e s asasad

Full details regarding distribution and territory will be given to
responsible distributors upon application.

Write for particulars today, to

LIBERTY PHONOGRAPH CO.

EXECUTIVE OFFICES
1836 Euclid Avenue

Laboratory: 16-18 West 39th Street, New York, N. Y.

Cleveland, Ohio
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DEALERS IN CINCINNATI ARE JUST “CHASING RAINBOWS”

Anxiously Awaiting Stocks to Help Them Fill Up Pots of Gold—Shipments Beginning to Arrive
With More Regularity—Some Recent Changes Among the Local Staffs

CixcinxNaTi, O., February 7.—Another month is
expected to see a decided improvement in the
matter of supplies for talking machine dealers
in the Middle \West, but just now the situation
is regarded as being almost hopeless. There is
Lardly a house in Cincinnati with a full supply
of various sizes of talking machines and the
buyers who continue to force their way into
establishments either must purchase the art
styles or the low-priced models.

Just now the great desire of the trade is to
get stock and to get 'em by express since freight
sliipments take almost triple the usual time be-
tween Cincinnati and Eastern points. There has
been a greater offering of Liberty bonds, which
are being taken at the prevailing market price,
in the purchase of talking machines. People
appear to be anxious to dispose of their savings.

It is quite interesting to. drop into the Colum-
bia wholesale quarters on West Fourth avenue
at the end of a big month like January, and in
the midst of stock taking. W. G. Wustenfeld,
one of the company’s auditors, is at the local
branch checking the books and accounts, and
at this writing is engaged in counting the sev-
eral hundred thousand records carried in stock
at this branch.

Geo. H. Williams, who has been serving the
Cincinnati branch in the capacity of assistant
nianger for the past two months, left Cincinnati
the last day of January to return to his old home
at Seattle, Wash. He did not announce his fu-
ture plans before leaving Cincinnati.

N. B. Smith, formerly associated with the gen-
eral sales department at the Executive Office,
New York, who has been appointed assistant
manager at the Cincinnati Branch, took up his
duties as such the first of February.

Manager Sigman, of the Victor department of
the Rudolph Wurlitzer Co., is an optimistic man
these days. His only big worry is slow ship-
ments from the Victrola factories. Ile said:

“January, 1919, started out with a rush of or-
ders which no doubt will cause even the most
pessimistic talking machine dealer to sit up and
take notice. Never in the history of the indus-
try has such an avalanche of orders poured into
our office, for both machines and records. Many
out-of-town dealers visited our store, and it was
very gratifying to notice the enthusiasm over
the prospects of the future. ILarge machine and
record orders were placed, and the trend seemed
to be toward the higher price instruments.

“We are receiving large shipments of the red
seal records from the factory, although it is
hard to stock them, for they are sold as rapidly
as received. Talking machine owners are grad-
uvally becoming educated regarding their great
value, for they realize that records made by the
great operatic artists can be heard over and
over again with increasing pleasure. While the
shortage will continue for sixty or ninety days,
the wise dealers who place their orders early will
not regret it, for there is every reason to believe
that the year 1919 will prove to be the best year
since the talking machine was placed upon the
market.”

Using the sheet music business as a basis for
the idea, the Willis Music Co. will carry an en-
tire catalog of records in its Victor department

" calion business”

to be opened on West Fourth street about Feb-
ruary 15 under the management of F. F. Sum-
mey. A few machines have already been
secured, but the great desire of Mr. Summey
is for records and more records. He intends to
carry everything worth while in the disc line.

The Otto Grau Co. js putting -some “pep”
in its Victrola department. The Brunswick ma-
chine may be added to the line of that house.

The Crystola is being handled by the Butler
Bros. Co., jobbers and manufacturers of pianos.

The Phonograph Co., of this city, expects to
have a normal supply of Edison machines by
April 1. Of course there will be some ship-

ients in the meantime, but nothing like what
Manager Oelman could use. )

“The biggest January in the history of the Vo-
is the comment of C. L. Byars,
manager of the Vocalion department of the local
Aeolian store. “In spite of the fact that thou-

sands of dollars’ worth of business was lost
owing to the shortage of goods, there was a 20
per cent. increase in the business over the best
January ever experienced. It is heartrending,”
he says, “to see business walking out of your
store simply because you haven't goods to dem-
onstrate.”

J. F. McCarthy, who has been connected with
the Vocalion sales force for several months, re-
cently severed his connection with the Aeolian
Co., and is going into the insurance business
with one of the local companies.

Miss Dorothy Goodwin, one of the most
clever record salesladies in the city, left the
employ of the Aeolian Co. February 1 to take
up her new position as assistant librarian in the
Cincinnati College of Art. Miss Goodwin is a
student of art and has real talent along that line,
and her new position should be a great help to
Ler in fulfilling her ambitions.

Briggs—Have your daughters accomplished
much in music?

Griggs—Yes; their playing has rid us of twa
very undesirable neighbors —Boston Transcript.
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their part to promote business activity.
are bursting into flame everywhere.

Federal sign.

face cannot rust, rot, nor fade.

come in response to coupon.
iree,

" Branches in All Large Cities

The 6940

Most Prosperous Piano

and Phonograph Dealers in this
Country are using

ELECTRIC ADVERTISING

Your business has the same requirements
as theirs and they have proved it pays

HE reconstruction era of prosperity is on!
tric Signs, dimmed by war, are all ablaze, doing
New signs
Don't lag be-
hind. Lead. Get your sign burning first—and for
your future satisfaction and profit be sure it is a
Federal signs are brilliant by night
and attractive by day. Their porcelain enamel sur-
No refinishing re-
quired. A damp cloth makes it as fresh as new,

Full particulars of cost, current expense, etc., will
Sketches submitted

Twelve Months to Pay
FEDERAL SIGN SYSTEM (ELECTRIC)

Lake and Desplaines Streets, Chicago, Ill.

Factories in New York, Chicago and San Francisco

FeN

TN

ﬁ

)

SES7R7

Z.

Elec-




52 ‘THE TALKING MACHINE WORLD Fesruary 15, 1919

%

Y

24

/%7740

2777

®
Recognized
L " .- T
: :The Star S(;’::g!cd Bm,uw ' . Leader in -2 “The Slar S();:x‘\;g)‘cd Banner :
..\ (Ar1. by Jobn Philip Sousa) 4 “a (Arr. by John Philip Suust) ."
: Blv:.l_ / i ih R d g7 . Band f
: - %‘r e ecor :’A/'/.Z;?UFAcy;R[D o <
e
Field

ac,
PLAY WITH S
| RETAIL AT 8c. LT

Concert Band

"FAcr.'ni:o Bl \e
Oaapy sypwx

S

2

When we decided to add a record line to our phonograph
department, we determined to carry a record that would give
prestige to our business, and prove profitable to our dealers.
After months of investigation we chose the OkeH Record
as best meeting all of these requirements.

SN

Y

We are now ready to give our dealers practical co-operation
in developing their OkeH Record business, and are certain
that this line will prove a valuable adjunct to their general
phonograph business.

,
LA

If you handle the OkeH line there 1s ho waiting for records
that are “hits” of the day. This library records the “hits”
promptly and we place them 1n your hands when you need
them most. Just phone us that you need certain records,
and we will send you your complete order the same day.

. Musical Supply & Equipment Co.

(Formerly Eleectric Supply & Equipment Co.)

221 COLUMBUS AVENUE, BOSTON, MASS.
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Lashanska.

“Kiss Me Again,” one of Victor Herbert’s
masterpieces, wonderfully sung by
Columbia 77843.

Columbia Graphophone Co.
NEW YORK

SEVERAL INTERESTING CHANGES IN MILWAUKEE TRADE

Wholesale and Retail Departments of Edison Representation Separated—Mrs. Geo. H. Eichholz

Now Sole Owner of G. H. Eichholz Co.—Chas.

J. Orth Honored—Sonora Outfit for Y. M. C. A.

MiLwaukee, Wis,, February 5—The manner in
which talking machine business has been main-
tained since the holidays is characterized as
simply wonderful. by local dealers. They have
never known anything like it. January business
was by far the most active and the largest in
volume for the first month of the year that has
yet been recorded and February has opened in
a similar manner. ;

Only a continued shortage of instruments and
records prevents the volume of business from
being even larger than it is. While dealers are
crying for instruments and records, the jobbers
report that factories are swamped with their
requirements. Deliveries have increased ma-
terially in the last few weeks, but the demand
is such that jobbers cannot even place goods
on their floors, being compelled to ship immedi-
ately upon receipt. In many instances cars are
unloaded, goods checked, cases remarked and
sent on their way to the dealer without ever
seeing the jobbers’ warehouse.

The record situation is perhaps worse than
that on machines and the supply of certain num-
bers is equal to only a very small percentage of
the demand, with back orders piling up in
enormous fashion. “Smiles” has taken the lead
as the most sought and least supplied record
in the history of the local talking machine
business. “Till We Meet Again” is “another
number that is breaking all popularity records.

The divorcement of the wholesale and retail
departments of the Edison representation in
Wisconsin and Upper Michigan, concerning
which mention was made in the January issue
of The World, has been consummated. The
Edison Shop, 213-215 Second street, which was
the retail division of the Phonograph Co. of
Wisconsin, located at the same address, was dis-
continued January 25 and the business dis-
tributed among the five Edison retailers located
in as many sections of the city. - Hereafter the
Phonograph Co. will concentrate on the whole-
sale end of the business. William A. Schmidt is
manager.

Another announcement of interest is that
made February 1, stating that the George H.
Eichholz Co., 542 Twelfth street, Edison and
Victor dealer, has passed into the sole owner-
ship of Mrs. George H. Eichholz, who also
assumes the active management and direction
of the business. The Eichholz store is one of
the earliest retail establishments in Milwaukee
and always has handled both the Edison and
Victor. Its founder, George H. Eichholz, died
in May, 1918, since which time his partner,
Frank Preuss, has acted as manager, assisted by
Mrs. Eichholz.

Charles J. Orth, exclusive wholesale repre-
sentative of the Puritan phonograph and Para-
mount records in Wisconsin and upper Michi-
gan, was signally honored and given rank with
the great composers when the Chicago Sym-

phony Orchestra gave Mr. Orth’s symphonic
poem, “Romance,” a place on the regular pro-
gram at the Chicago concert on January 30
and the Milwaukee concert on February 3. Only
one other Milwaukee composer, Hugo Kaun,
was ever honored in this manner. As a com-
poser Mr. Orth is perhaps best known by his
descriptive piece, “In a Clock Store,” which
came to be one of the best sellers in the talking
machine catalogs, and also was played by
Sousa’s band on its famous international tour.

An interesting demonstration of the New Edi-
son Re-Creation was given in Milwaukee dur-

ing the week of January 20, when Lou Chiha,
“Friscoe,” the noted xylophonist, played in com-
parison to one of his own Edison records on the
Majestic stage. Fortunately the entire bill of
that week was of ‘ail-star” quality, so that
Chiha's act was witnessed by more than an
ordinary number of people.

A large Sonora and a full complement of
records formed a gift made to the Milwaukee
Y. M. C. A. last week by Fred C. Yahr, secre-
tary of the Yahr & Lange Drug Co., distributor
of the Sonora, in association with Frank C.
Klode, head of the C. W. Fischer Furniture
Co., a Sonora retailer of Milwaukee. Messrs.
Yahr and Klode have made frequent contribu-
tions to “Y"” activities in the past, but none
seems to be appreciated quite as much as this
donation of an instrument and records.

R. H. ZINKE HEADS MILWAUKEE ASSN.

Well-Known Talking Machine Dealer Elected
President of Milwaukee Association of Music
Industries at Annual Meeting

MiLwaukeg, Wis, February 5—The annual
meeting of the Milwaukee Association of Music

T T

R. H. Zinke
Industries on January 16 resulted in the elec-
tion of Richard H. Zinke, manager of the
Badger- Talking Machine Shop, Victor dealer,

as president. Mr. Zinke served as secretary
during the past year and accomplished so many
big things that when his name was advanced
for the presidency there was no opposition and
the election was by acclamation. Paul F. Net-
zow, of the Waltham Piano Co., was re-elected
vice-president. C. LeRoy Dennis, secretary of
the National Association of Piano Merchants,
and secretary and manager of the Better Busi-
ness Burecau of the Music Industries Chamber
of Commerce, was chosen secretary. William
R. Winter was re-elected treasurer. The re-
tiring president, Henry M. Steussy, was elected
to the board of directors, succeeding Fred B.
Bradford. Leslie C. Parker and Edmund Gram
were re-elected directors. The association had
a most successful year and plans to do even
bigger things this year. President Zinke and
Secretary Denuis have determined upon a course
of action that ought to make the music trade
of the entire country “sit up and take notice.”
The establishment of a retail credit bureau and
the organization of a State association of music
dealers are two of the principal aims of the new
administration.

W. H. ALFRING’S EXTENDED TRIP

W. II. Alfring, manager of the Aeolian Co.’s
wholesale departments, left recently for a trip
to the Pacific Coast, and according to his itin-
erary will be away until March 1. Mr. Alfring
will visit the Vocalion jobbers and dealers in
many of the leading cities, and judging from
the remarkable volume of business closed by
Aeolian-Vocalion representatives in 1918 his
visit will be timely.

PERSONAL SERVICE

) The members of our Company are always available and
will gladly see you personally or write you at any time we
can possibly serve you.

Why not communicate at once with us?

BADGER TALKING-MACHINE CO. i s

VICTOR DISTRIBUTORS

135 Second Street
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QUALITY LEADERS IN THE CABINET FIELD
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Style 24.—Mahogany, Golden Oak,
Fumed OQak, Weatbered Oak. Ma- Style 72.—Golden Qak, Fumed Oak,
Style 71 —Mahogany, Golden Oak, hogany has Mahogany front door; \Weathered Oak. Height 34 in. Top
Fumed Oak, Weathered Oak. Height Oak has Quartered Oak front door. 161 x 20 in. Holds 180 12-in. Rec-
333 inn.  Top 17% x 17% in. Height 33 in. Top 17 x 17 in. ords. Made specially for Victrola =
Holds 168 12-in. Records. Holds 168 12-in. Records. VIII-A. Top has countersunk s
For Victrolas IV-A and VI-A; Co- For Victrolas IV-A and VI-A; Co- holes to accommodate rubber bump- A
lumbia No. 25 and No. 35. lumbia No. 15, No. 25, No. 35. ers on machine, =
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Style 32.—Mahogany, Golden Oak., Fumed
Oak, \Weathered Oak. Height 30 in. Top
24 x 20 in. Tlolds 126 12-in Records.

For Victrolas VIII-A and IN-A; Columbia
No. 50; Pathé No. 50, and smaller machines.

The Geo. A. Long
CabinetCompany

Style 79.—Mahogany, Golden Oak, Fumed Cak, \Weath- HANOVER, PA.

ered Oak. Height 34 in. Top 19% x 2254 n. Holds 96
12-in. and 96 14-in. Records.
For Victrola IX-A; Columbia No. 50; Pathé No. 50.
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Style 86.—Mahogany, Golden Oak, Fumed

Oak, Weathered Oak. Height 30 in. Top
1914 x 22% in. Holds 96 12-in. Records.

gor \Sfictrola IX-A; Columbia No. 50; Pathé
o. 50.
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Prompt deliveries on all orders. Write
for Illustrated Catalog of
complete line.
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Style 76.—Mahogany, Golden Oak,
Fumed Qak. Weathered Oak. Mahog-

any has Mahogany front door; Oak has Style 77.—Mahogany, Golden = Oak, 3

Quartered Oak front door. Height 34 Fumned Oak, \Weathered Oak. Height

m. Tép 1924 x 2255 in. Holds 96 12- 34 in. Top 1974 x 2255 in. Holds 96 . . .
in. and 96 14-in. Records. 12-in. and 96 14-in. Records. Style 77.—Shows cabinet equipped with
For Victrola IX-A; Columbia No. 50; For Victrola IX-A; Columbia No. 50; top moulding to be used only in connec-

Patbé No. 0. Patbé No. 50. tion with Victrola IX-A.
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TrE Geo.A.LonGg CaBiNeT COoMPANY :
i E
3 CABLE ADDRESS
2 RRes HANOVER. Px. ABLE ADDRESS
3%‘ (== 5 = WESTERN UNION CODE E I
% =:s|s's';?:u.:;;;:- ass'ge Fe‘orhary lo , 1919 -
5] . -
5 TG OUR CUSTOMERS AND THE TRADE: :
2 . S
% Wanile no change in the cost of naterials or menufacturing %
3 ' . . , _ i
3 has taken place to warrant the making cf a reduction in prices of &K

Cabinets, at the sawe time we Yelieve that, witn the iantroduction
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% of further labor saving devices throughout our plant,-- made neces- %
sary by our largely increased business, and b“rought about by your é
loyalty to the line, we feel that we shall be able to increase our %

% production. . E

% In anticipation ¢f this saving, we want YOU o have the %)

] benefit of it, and we nhereby make a voluntary reduction of prices E
of cavinets to taxs effect forthwita. %

A1l unfilled orders now on file, nailed direct or placed with %
our Sellers at OLD prices, will ve filled and the Cabinets billed at ?

NEW prices as set out in the current price list bearing this date, and

enclosed herewiih.

We also enclose a folder illustrating and describing the several
cabinets comprising the line.
Anticipating the pleasure of further serving you, we remain,

Courtedusly yours,

HCN=-H TEE f:ZZA. LONG CABINET COMPANY
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PYTTSBURGH TRADE AGAINST ACCEPTING LIBERTY BONDS

Discourage Practice of Taking Bonds in Payment of Merchandise at Face Value—General Busi-
ness Conditions Improving—Princess Watahwaso Entertains Children—General News

PirtsBURGH, Pa., February 8.—Trade conditions
in talking machines in Pittsburgh are exceed-
ingly brisk, that is, based on the amount of
talking machines and records that the dealers
are able to obtain. There is a tremendous de-
mand for all the leading makes of instruments,
and every jobber and retail dealer seen by The
\World representative the past week had the
same tale to tell: “Have plenty of customers,
but not enough goods to satisfy them.”

S. H. Nichols, general manager of the local
branch of the Columbia Graphophone Co. is
very optimistic concerning trade conditions for
1919. He stated that January sales far exceeded
his expectations and that there was an enor-
mous demand for Grafonolas and Columbia
records. The record business, Mr. Nichols
said, “was simply amazing.”

Another new Victrola shop for the Pittsburgh
district will be opened on February 15 by
George S. Hards, in Dormont, a residential
suburb and community in which music is re-
garded as essential as eating. Mr. Hards, who
retired on January 15 as manager of the retail
Victrola department of the W. F. Frederick
Piano Co., which position he held for the past
nine years, has fitted out a fine Victrola shop in
Potomac avenue, Dormont, and has been busy
the past few days in a line of publicity work
calling the attention of the public to the new
shop.

The Pittsburgh Talking Machine Dealers’
Association at their January meeting adopted a
resolution to the effect that the membership
discourage the taking of Liberty Bonds in ex-
change for talking machines and records. It
was agreed that in cases where the dealer was
compelled to take Liberty Bonds this would
be done by accepting the bonds at their market
value and not at face value as has been the
custom.

More than 1,500 school children were enter-
tained in a most delightful manner at the Schen-
lex High School early in January, when Prin-
cess Watahwaso, the well-known Victor artist,
sang, told Indian stories and danced. She sang
all of the songs that are recorded in Victor rec-
ords and also a number of others. She was
given a remarkable ovation by the children who
were fortunate enough to hear and see her. A
similar entertainment was held later in the
Holmes school. Both entertainments were
arranged by Miss Lillian A. Wood, the popular
director of the Victor educational department
of the C. C. Mellor Co.

In response to a call from T. B. Windsor, a
talking machine dealer of Tarentum, Pa., who
handles the Victrola, Edison phonographs and
Columbia Grafonolas, Princess Watahwaso gave
a most delightful recital in the Tarentum Young
Men’s Christian Association on Saturday after-
noon, February 1. Princess Watahwaso is now
en route to the Central West on a concert tour.

The Buehn Phonograph Co., Edison distribu-
tors, report trade conditions as “very good.”
A. A. Buehn, manager of the company, was very
hopeful concerning the immediate future of the
Edison trade in this vicinity and anticipates a
very satisfactory Spring trade. This, however,
is based on the shipments from the Edison fac-
tory. Mr. Buehn by dint of energy and perse-
verance has built up a large and loyal clientage
for the Edison phonograph in this section. J. K.
Nichols is the new traveling salesman for the
Buehn Phonograph Co., who will cover western
Pennsylvania, eastern Ohio and West Virginia.

At the annual meeting of the Pittsburgh Asso-
ciation of Credit Men, A. A. Buehn, of the
Buehn Phonograph Co., was elected a member
of the Board of Directors.

J. C. Roush, president of the Standard Talk-
ing Machine Co., Victor distributors. who is

spending the Winter in Seabreeze, Florida,
made a business trip to Pittsburgh, remaining
here two days and then returned South.

H. C. Niles, secretary treasurer of the Starr
Phonograph Co., is very enthusiastic concern-
ing the trade in the present year as it will
affect the Starr phonographs and Gennett rec-
ords, and is satisfied that dealers will be well
supplied with phonographs and records within
a short time, as the factory is making every
effort to keep up with orders.

Gray & Martin, distributors of the Sonora
phonograph, who have large and tasty demon-
stration quarters in the Jenkins Arcade, are
planning an extensive campaign for the year
1919. The firm have been keenly alive to the
value of printer’s ink in their efforts to introduce
the Sonora to the public, and in this they have
been eminently successful.

H. J. Brennen, manager of the Pittsburgh
Pathéphone Co., said: “The Pathé machines and
Pathé records have made a distinct hit in Pitts-
burgh, and we are busy as beavers filling
orders.”

Among the new Pathé dealers listed is J. B.
Wilson, who takes over the Pathé shop of the
J. B. Lawhead Music Co., of New Castle, Pa.

J. W. Helbling, traveling salesman for the
Pittsburgh Pathéphone Co.. is covering the West
Virginia territory at present.

J. A. Endres, sales manager for the Pittsburgh
district of the Brunswick-Balke-Collender Co.,
manufacturers of the Brunswick Phonograph,
made a very successful business trip to Johns-
town and the adjoining territory, visiting the
Brunswick dealers.

The Dauler & Close Furniture Co., sales
agents for the Cheney phonograph, had very
successful January sales of Cheney phono-
graphs. Among the models that have attracted
especial attention were the several period
models.

H. C. Hornberger, manager of the talking
machine department of the Kaufmann & Baer
Co., has been making a series of special drives
with the Aeolian-Vocalion, the Victrola and the

Winner!

KE

RECORD

Cencert Band

-The Star Spangled Raaner

A
(Key) /

L)
S
(Arr. by John Philip Scu:a) Q\_
/ D

Band p
R

N .
A
Uracryreo ‘3*(» -

O6raey supwy

When We Became Dis-
tributors for This Record |, E
I.ine We Picked A Sure |

The record that has taken the
country and the trade by storm

Les

Let us show you how the OkeH Record
line can increase your sales totals substantially
and make your establishment the most suc-
cessful 1n your locality.

gWe have perfected every detail of our sales
and service plan, and by handling the OkeH
line you are following the example of thou-
sands of successful dealers throughout the
All records are double-faced, retail

country.

at 85c.

Send for our new OkeH Dealer Bulletin

FRED GRETSCH MFG. CO., 50.60 Brosdway, Brookiyn, N. Y.

Manufacturers of Musical Instruments
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Grafonola. One of the most notable factors in
the sales was an elaborate window display in
which the three instruments were shown to ex-
cellent advantage. They were surrounded by
Aecolian-Vocalion, Victor and Columbia records
and presented a striking appearance. Mr. Horn-
berger reports trade in all three of the instru-
ments as “excellent.”

APPOINTED DISTRICT MANAGER

Wallace Brown Assumes Important Part With
Phonograph Division of Brunswick-Balke-Col-
lender Co.—Will Continue Retail Shop

Detroit, Mici., February 8.—Wallace Brown,
the well-known proprietor of the Brunswick
Shop, of this city, has been honored by the

Wallace Brown

Brunswick Co. by his recent appointment as dis-
trict manager of the phonograph division of the
Brunswick-Balke-Collender Co. for Michigan.
Mr. Brown will have his headquarters at the
Brunswick Co.’s Detroit branch. He will, how-
ever, continue to operate his retail shop at 31
East Grand River, in addition to his new man-
agerial duties. He has a fine knowledge of the
talking machine trade and its requirements, and
this together with his retail experience, will be
of value in assisting Brunswick dealers in that
territory.

ENJOYING VISIT TO CALIFORNIA

B. R. Forster, president of the Brilliantone
Steel Needle Co., of New York City, is at pres-
ent in Los Angeles, Cal. He reports excep-
tionally fine conditions in the trade in that sec-
tion of the country. Mr. Unger, traveling rep-
resentative of the company, has just completed
a successful trip through Canada in the interest
of Brilliantone needles and is away again on a
trip through Pennsylvania.

GREETINGS FROM IRELAND

The World takes pleasure in acknowledging
the receipt of a most attractive wall calendar,
a welcome souvenir of the holiday season, from
T. Edens Osborne, the well-known talking ma-
chine jobber of Belfast, Ireland, whose name
and exploits are so well known to our readers
throughout the world.

THE LIFE OF AN ACCOUNT

An account on the books of a merchant that
runs for three months is a Mistake.

One that runs for six months is an Offense.

One year, and it becomes a Crime.

More than that, it is usually a Deader.

ELECTRO-PLATING of
PHONOGRAPH PARTS
AND MUSICAL INSTRUMENTS

Silver, Nickel and Antique Finjshes
Specializing in GOLD FINISH

JOSEPH MUSANTE
168 CENTRE ST. Tel. Franklin 3053 NEW YORK

Make Money out of your “Retired List” of Customers

EVERY CUSTOMER owning one of the smaller “Victrolas” is ¢ LIVE PROSPECT for a “CON-
VERTQO” CABINET that will convert his machine into a HANDSOME CABINET TYPE with dust-
broof record compartment and do away with a make-shift stand.

CONVERTO

Patented December 11, 1917

TALKING MACHINE CABINETS

Designed to accommodate the

VICTROLAS “IV” and “VI”

have proven a substantial success with thousands of VICTOR DEALERS. A little local advertising or
circularizing of your list of owners of the small machines will do for YOU what it has done for others,
BRING MANY OF YOUR OLD CUSTOMERS BACK TO SEE THE “CONVERTO” CABINET
AND REVIVE INTEREST IN THEIR MACHINES AND NEW RECORDS. Cuts and circulars

for this purpose will be furnished by us.

A GENUINE VICTROLA AND A LUNDSTROM “CONVERTO” CABINET MAKE A STRONG

COMBINATION WHICH SPEAKS FOR ITSELF;

the combined cost of which enables the dealer

to offer to a discriminating class of trade a machine with unquestionable merits and a cabinet type ap-
pearance AT A LOWER PRICE THAN IS USUALLY CHARGED FOR CABINET TYPE MA-
CHINES WHOSE REPUTATIONS HAVE YET TO BE ESTABLISHED.

All orders should be placed through the Wholesaler. See list below.

THE C. J. LUNDSTROM MFG. CO., Little Falls, N. .

SETTING
J VICTROLA
INTO
CABINET

S < o A o

Lundstrom ‘““Converto” cabinets are broadly covered by
patents.

Infringements will be promptly prosecuted.

STRONG SELLING POINTS

Lundstrom *“Converto’’ Cabinets are made in OAK
and MAHOGANY FINISHES and convert the
smaller Victrolas into handsome cabinet types,
without affecting the portability of the machines.

Protect machines and records from dust.

Provide receptacles for new and used needles,

Place a genuine VICTROLA with the cabinet
type effect into the hands of the user at a price

less than is usually charged for cabinet type ma-
chines of unknown make,

| SOUND oooas—.f
| OPENFOR
- PLAYING - '

- Convérto ” Wholesale Distributors

Atlanta, G8.....0.00.00 Phillips & Crew Piano Cao.
Austin, TeX............ The Talking Machine Co. of
Texas
Baltimore, Md......... Cohen & Hughes
E. F. Droop & Sons Co.

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

Brooklyn, N, Y........ American Talking Machine Co
Buffalo, N. Y...... ceees W. D & C. N. Andrews.
Burllngton, Vt......... American Phonograph Co.
Butte, Mont............ QOrton Bros.

Chlcago, Il........u.0s Lyon & Healy

Cinclnnatl, O........ .. The Rudolph Wurhtzcr Co.
Cleveland, O........... The Collister & Sayle Co.
Columbus, O........... The: Perry B. Whitsit Co.
Dallas, TexX....co0vuen. Sanger Bros.

.. The Knight- Camphel] Music Co.

Elmira, N. Y.. B Elmu-a Arms Co.

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

Kansas Clity, Mo....... J- ‘W. Jenkins' Sons Music Co.
Schmelzer Arms Co.

Denver, Colo..

K. Houck Piano Co.
.. Badger Talking Machine Co.
.. Reynalds Music House.
Newark, N, J.......... Price Talking Machine Co.
New York City, N. Y. Emanue] Blout
Davega, Jr., Inc.
Omaha, Neb............ M|cke] Bros. Co
Peoria, 111 .. Putnam-Page Co., Inc.
Philadelphla, Pa... . The George D. Ornstein Co.
Penn Phonograph Co., Inc.
H§ A Weymann & Son, Inc.
Pittsburgh, Pa......... W. F. Frederick Piano Co
C. C. Mellor Co., Ltd.
Standard Talking Machine Co.

Memphis, Tenn
Mllwaukee, Wis, .
Mobile, Ala.......

Portland, Me........... Cressey & Allen, Inc.
Richmond, Va.......... The Cor]cy Co.. Inc

St. Paul, Minn......... {) Dyer & Bro.
Syracuse, N, Y... Andrews Co.
Toledo, O.............. The Whitney & Currier Co.
Washingion, D. C..... Cohen & Hughes

E. F. Droop & Sons Co.
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L. C. PARKER BUYS BADGER SHOP

Former Manager of Gimbel Bros.” Department,
Milwaukee, Enters Retail Talking Machine
Field on Own Account—Long in Trade

MrwaUkeg, Wis.,, February 4.—One of the
most important transactions in this retail field

L. C. Parker
in years was the purchase on February 1 of
the Badger Talking Machine Shop, 425 Grand
avenue, one of the largest Victor retail estab-
lishments in the country, by ILeslie C. Parker,
who for the past ten years has been manager
of the Victrola department of Gimbel Bros.

local store. The Badger Shop heretofore was
owned and controlled by the members of the

Badger Talking Machine Co., 135 Second street,
wholesale representative of the Victor. I
line with the policy that is being adopted gen-
erally, wholesale and retail lines are being di-
vorced and this is one reason why the Badger
Co. has made disposition of its retail interests.
Another reason is that the wholesale business
and manufacturing interests of the owners of
the Badger Co. have grown to such propontions
that concentration has become necessary. These
irterests include the Record-Lite Co. and the
Record Needle and Mig. Co.

Mr. Parker has spent his entire business
career in the music business. For twenty-seven
years he has been associated with piano and
talking machine interests. He now enters the
field on his “own hook,” as it were.

The Badger Shop was established in its pres-
ent location on May 1, 1916. Previously it was
conducted in the same premises as the whole-
sale business at 135 Second street. Richard H.
Zinke, who has managed the retail business for
many years, retires from the Badger Shop, but
will continue to be associated with the Badger
wholesale and manufacturing interests in an
executive capacity.

Mr. Parker is a director of the Milwaukee As-
sociation of Music Industries and one of its
active workers. He was the first president of
the Salesmanship Club of Milwaukee, and is
vice-president of the Alexander Hamilton In-
stitute. He is serving as a member of the edu-
cational committee of the Milwaukee Associa-
tion of Commerce and a member of the.board
of the Club of Commerce of Marquette Uni-
versity. He is a noted figure in educational
circles on advertising and selling. Mr. Parker’s
successor as manager of Gimbel’s Victor de-
partment -has not been selected as yet.

We live and learn, but those who live fastest
don’t always learn most.

See how the jobbers in The World can supply
your wants with the greatest promptness and
satisfaction.

REX GRAMOPHONE COMPANY

who are one of the oldest estab-
lished Talking Machine Houses
in Europe, having extensive trade
connections throughout Great
Britain, in the Colonies and
foreign Countries, desire {o obtain
exclusive selling agencies for Spring
Motors, Tone-arms, Sound-boxes, etc.,
of first class quality at reasonable
prices. Please send fullest partic-
ulars to:

Rex Gramophone Co., 2, Elizabeth Place,
Rivington St., London, E. C. 2., England.
Cable Address:

“Lyrecodisc, London.”

M. A. SUPPER GENERAL MANAGER

Assumes General Direction of the Affairs of the
New York Recording Laboratories

Porr WasuiNgTON, Wis, February 3—M. A.
Supper, who has been with the New York Re-
cording Laboratories, Inc., this city, makers of
Paramount records since its organization, has
become general manager of the company, and
has general charge of all matters both at the
local plant and the New York offices. Previous
to his merited promotion Mr. Supper was sales
manager of the company. The plans for devel-
opment of the Paramount business under Mr.
Supper’s direction include the appointment of
distributors to handle the line, and a large num-
ber of these have already been secured.
There will also be considerable attention given
to the matter of dealer helps. Mr. Supper has
recently been spending some time on a business
trip through Eastern sections of the country
and Canada and will have some important an-
nouncements to make shortly.

during the coming year.

this country.

THE INDIA MICA SITUATION

Manufacturers of high-grade phonographs will be pleased to learn that we will be in a
position to supply them with Al

India Mica Diaphragms

The high quality of India Mica Diaphragms is recognized everywhere, and our supply of
first grade India Mica will be larger than that of any other diaphragm manufacturer in

We also regularly receive large supplies of first-grade Brazil Mica, and we now control
the entire output of a large number of the most productive and successtul Mica Mines
in America, some of which we ourselves own and operate.

Crystal Edge Mica Diaphragms

are now being used by the great majority of manufacturers of high class phonographs.
They are giving excellent service and satisfaction, and are
diaphragms on the market to-day.

We have made arrangements to double our output and would suggest that you let us
know your requirements as soon as convenient.

Quotations upon application

PHONOGRAPH APPLIANCE CO.

109-113 WEST BROADWAY,

NEW YORK

the best

regarded as
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66 99 “THE TALKING MACHINE NEEDLE SUPREME" //
PLAYS ALL PHONOGRAPHS AND ALL RECORDS e .
SEMI-PERMANENT UNIVERSAL TONE C\

MADE FOR THE TRADE . | _
UNDER EXCLUSIVE RIGHTS AND PATENTS . : j/
A

BY
R. C. WADE cCO. L~
29 So. LA SALLE STREET - __\' -4
CHICAGO i ‘\‘ijH\\
' J: N ~
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Talking Machine Dealers, S %710%71@ \ Py W
Everywhere MADE SUPREME BY |
. ’ $ THE MAGIC TOUCH :
OF A FAIRY'S WAND _/J [ /M
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Greetings:

TONOFONE 1s positively the talking machine needle
supreme -- recognized as such - everywhere —with good reason.

TONOFONE is a wonderful little music maker---with
ordinary care each needle will play fifty or more selections.

TONOFONE plays all talking machines--all records,
regardless of kind or cost --- and plays them vastly better.

TONOFONE -- unlike all other needles--1is elastic,
resilient, musical - exactly what the best needle should be.

TONOFONE glides softly over each and every sound-
wave -- transmitting each separate tone with amazing purity.

TONOFONE brings forth beauties and charms hitherto
unknown -- 1t has established a new standard in phonography.

TONOFONE is supreme. Beware of imitations; there
is no other like it: If you doubt it, send for free samples.

TONOFONE was unknown November 15th; -- yet to-day
this little wonder is the talk of the talking machine world.

TONOFONE demand must be satisfied -- and we shall
keep on building WADE automatic needle-making machines until
we can supply the world. Don't wait or hesitate - order NOW.

Yours very truly,

R. C. WADE CO.

WW

Sec.and Treas.

P. S. Tonofone needles come 4 in a package. (retail price 10¢
per package), 100 packages in a display carton. Dealer’s price
$6.00 per carton--with our absolute "money-back'" guarantee.
Terms: net, 30 days, or 2% cash with order. Demonstrating
needles and a beautiful Tonofone "art-poster-salesman" free.

DEALER’S ORDER FREE SAMPLE COUPON

R. C. WADE CO., 29 So. La Salle St., Chicago R. C. WADE CO., 29 So. La Salle S, Chicago
Plzase ship as soon as possible under your

“MONEY BACK" guarantee Without obligation to us, send samples of

__ cartons Tonofone needles Tonofone needles with prices and full details.
at regular dealer’s price, $6.00 per carton.

Name Name : —

Address L — - 1w Address
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TRADE CONDITIONS IN CHATTANOOGA

Business Active But Shortage of Goods Is Em-
barrassing—Members of the Trade All Opti-
mistic Regarding Business for 1919

CuarranooGa, TEnN., February 8—Trade con-
ditions in Chattanooga during the month just
closed were in general very good. Most stores
are still suffering from shortage of goods,
though many of them have taken on secondary
lines, many of which have merit, and are in this
way to some extent able to take advantage of
the very active demand for talking machines.

Sterchi Bros. Furniture Co., through R. E.
Johnson, manager of the talking machine depart-
ment, who handle the Columbia, Edison and
more recently the Starr, state that they are sell-
ing instruments as rapidly as they can get them.
They report the demand far ahead of the sup-
ply. Their record business has increased, and
taken altogether the outlook is satisfactory,
with some hope of an alleviation in the short-
age of product in the near future, this being the
main factor at present in the business.

The Rhodes-Mahoney Furniture Co., Victor
and Brunswick dealers, who took on the Bruns-
wick line in a rather large way some months
since, are understood to be doing a large volume
of business. They have been particularly suc-
cessful with the Brunswick, and it has acted as a
bulwark for their talking machine department in
time of stress.

The Stulce-Yarnell Furniture Co., Columbia
exclusively, report that they have enjoyed a very
gratifying business in the month just closed.

Their sale of Columbia records has improved

noticeably, so many persons having come into
the market as record buyers since Christmas.
Mr. Stulce is working into the talking machine
game on a larger scale as each month passes,
and finds it a most valuable addition to his reg-
ular furniture business.

The Templeman Piano Co., Miss Edna
Burchfield, manager of the talking machine de-
partment, and who are Columbia dealers ex-
clusively, are having their entire store re-
modeled, making arrangements for the con-
stantly increasing business in the talking ma-
chine department. New booths are being in-

DEALERS Who Want The Best
Selling Record Line Should Handle

OxeH

Ne, 1001-A Conccrr Band
The Star Sp..ng,ud Baml(r

(Kev\
(Af1 by John Philip Sous 1)

Band

i ‘\\ *ﬁ/
“‘CTUREO B <»\‘\(.
lmm supey

Write for

dealer plan

CLEAR AS A SELL

We have been appointed
Distributors of OkeH Records

and are ready to give our dealers full details regarding
the most popular record line on the market.

WL B. GLYNN DISTRIBUTING CO.

SAXTONS RIVER, VT.

T IMSTRUMENT OF QUALY

Distributors of §UIIH

OkeH Records have

been endorsed by dealers
everywhere as fully meet-
ing all musical require-
ments.

The OkeH library con-

sists entirely of the best
popular, instrumental,
dance and novelty
numbers.

All double faced, retailing at 85c.

@ Phonographs

AUTOMATIC
REPEATING

BROOK

PHONOGRAPH

THE WONDER INSTRUMENT

Plays and repeats any kind or size record-—any desired
number of times—then stops automatically with the tone
armo suspended off to the right in the air. Any child can

operate {t.
WDNDERFUL TONE WDNDERFUL FINISH

WDNDERFUL IN IT8 SIMPLICITY

The Machine Creates Interest and Discussion.
It is Belf- Advertising

WDNDERFUL SELLER
DEALERS—Send for Particulars, Prices,

BROOKS MFG. CO., Saginaw, Mich.

Terms.

stalled, a new hardwood floor being put in, and
when the alterations are completed there will be
no more up-to-date or attractive store in the
South.

Clemmons Bros., who sell the Victor and
Pathé lines, say that their business for 1918 was
by far the largest they ever enjoyed. In fact,
their talking machine busjness almost ranked
with the total volume of sales in their furni-
ture department.

BILLY MURRAY’S NEW CONNECTION

Well-Known Recording Artist Arranges Also
to Sing for Paramount Records

The New York Recording Laboratories of
Port Washington, Wis., announce that Billy
Murray is to sing for Paramount records. Mr.
Murray already has built up a wide reputation
as a record maker of high caliber for other com-
panies and enjoys a large following among users
of various makes of records. He will make his
debut with Paramount in a comedy song: “Can
You Tame Wild Wimmin?” which, according to
Musical Director \Walter Rogers. of the com-
pany’s New York studios, is well adapted to
Murray’s talents. The record will appear in
the next release.

WHAT HE DID!

A great salesman said: “I sold the goods. I
did not merely lay cornerstones and get things
into shape; I did not secure a promise of an
order the next time; I did not fix the man for a
future trade, and then brag about it. Not I.
1 got the man’s name on the bottom of the
order sheet. That’s what I did.”

NEEDLES

45c per thousand in lots of half a million only.

Smaller quantities, 48c per thousand.

LUCKY 13 PHONOGRAPH CO.

46 East 12th Street, New York

U—
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“Why Do They Call Them Babies?” Every-
body will want to know, when they find

Van and Schenck have the answer.
Columbia A-2674.

Columbia Graphophone Co.
NEW YORK

B ———— ———

TO OPEN BRANCH ON PACIFIC COAST

Distributing Headquarters of Otto Heineman
Phonograph Supply Co. to be Opened in San
. Francisco With L. Gruen as Manager

Otto Heineman, president of the Otto Heine-
man Phonograph Supply Co., Inc, New York,
announced this week the appointment of L.
Gruen as manager of the company’s new branch
to be opened in San Francisco. Mr. Gruen left
last week for the Pacific Coast, and as soon as
he arrives there will arrange for the establish-
ment of a brauch office which will be central for
the trade in that section. According to present
plans a complete sample line of OkeH rec-
.ords, Heineman and Meisselbach motors, tone-
arms, etc., and Dean steel needles will be car-
ried at the San Francisco office, together with
a small stock of these products.

In commenting upon this move Mr. Heine-
man stated that the steady growth of the talk-
ing machine industry on the Coast had influenced
him to open a branch in San Francisco, in order
that the manufacturers in this part of the coun-
try might receive adequate service and co-
operation. Inquiries have been received at the
Heineman offices during the past few weeks
which indicate that many well-known inercantile
and manufacturing concerns on the Coast con-
template entering the talking machine industry,
and there is every reason to believe that San
Francisco will be the hub of an active manu-
facturing center during 1919.

Mr. Gruen, the manager of the San Francisco
office, has been associated with the Heineman
organization for several years, having spent
sceme time at the company’s factories in Elyria,
O., and serving as assistant manager of the
Canadian division. His most recent connection
identified him with the Heineman branch in
Chicago.

THINGS NECESSARY TO SUCCESS

To know every detail, to gain an insight into
each secret, to learn every method, to secure
every kind of skill, are the prime necessities of
success in any art, craft or trade. No time is
too long, no study too hard, no discipline too
severe, for the attainment of complete familiar-
ity with one’s work and complete ease and skill
in doing it. As a man values his working life,
he must be willing to pay the highest price of
success in it—the price which severe training
exacts.—H. W. Mabie.

TO MAKE TALKING MACHINES

The Victory Phonograph Co., Lititz, Pa., has
been incorporated with capital stock of $300,000
by Harrisburg and Philadelphia capitalists for
the purpose of manufacturing talking machines.
The new company has taken over the plant of
the Yerger Mfg. Co. in Lititz and will begin
operations soon.

Progressive jobbers advertise in The Talking
Machine World. Consult their announcements.

SCHLOSS BROTHERS “CABINETMATCH”

Ready
for
Immediate
Delivery

809
Mahogany, Golden Oak, Fumed Oak,

Weathered Oak. Nickel-plated trim-
mings. Lock and key. Height, 33 inches.
Top, 22%x191 inches. Holds 192
twelve-inch records. Matches new Vic-
trola IX. Highest type of cabinet, both
in construction and hnish.

SCHLOSS
BROTHERS

637-645 W.55thSt. 809
NEW YORK

Phone
Columbus 7947

.b_{l
~ il
14

[

L

Showing interior shelf-construction, with
removable moulding so machine can
easily slide in, giving a perfect “Cabi-
netmatch” appearance. Finished shelves.
Average weight crated, 80 pounds.

800

Same cabinet, without moulding. Matches
Columbia Favorite, All finishes.

T o

TO DEVELOP GENERAL TRADE

B. G. Higley, President of Sona-Tone Phono-
graph, Inc., Tells of Plans for Development
—Important Connections Are to Be Made

In a chat with The World this week, B. G.
Higley, president of Sona-Tone Phonograph,
Tuic., gave a brief outline of the company’s plans

B. G. Higley

for 1919. This instrument has been on the mar-
ket for about a year, and agencies have been
established in all parts of the country. Accord-
ing to Mr. Higley’s plans, considerable attention
will be paid during the coming year to the de-
velopment of export trade, and a number of im-
portant connections have already been made
whereby this line will be handled by well-known
export houses. In addition, several domestic
jobbing arrangements have been consummated
which will be announced next month. and a
general policy of expansion and growth is the
key-note of the company's plans for 1919.

B. G. Higley, head of Sona-Tone Phono-
graph, Inc,, is a prominent New York corpora-
tion lawyer, who is identified with many exten-
sive financial and mercantile interests. He is
also the_ president of a bank up-state, and for
many years has been an active figure in financial
and banking circles. His business affairs have
made him well known from coast to coast, and
Mr. Higley brings to the Sona-Tone Phono-
graph, Inc,, an invaluable knowledge of general
mercantile and financial activities

MAKING SHORT STAY IN FLORIDA

George W. Hopkins, general sales manager of
the Columbia Co., left recently for a few weeks’
stay in Florida, where he will take a well-de-
served rest. Mr. Hopkins returned only a few
days ago from a visit to the company’s branches
in Pittsburgh, Detroit, Cleveland and Buffalo,
where he found the branch managers enthusi-
astic in their predictions for the new year.
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time in a year there seems to be a clearing of
the talking machine atmosphere. For more
than twelve months the dealers and jobbers have
been struggling along short of stock, and trying
to do business as best they could. They sold
everything they could get, but it was maddening
to see so much good money slipping away from
them, but they could not prevent it. There is
still a great shortage, but machines are begin-
ning to come through faster, as well as records,
and it looks to the merchants as if there was
soon going to be an adequate stock. It may not
be in the next three or six months, but every
month it is going to be better, and it is with a
sigh of relief that the dealers are accepting this
changed condition. .

There was a good but a limited business in
January among all Victor dealers and jobbers;
nor have the handlers of this instrument been
the only ones to suffer. There has been a short-
age of every character of machine worth con-
sidering in this class of merchandise. One firm
—a recent product handler—told me that they
had orders on hand for the supplying of their
retail representatives that would require ten
completely filled cars to transport them to this
city, and yet they had but four on the road at
the time of our conversation.

There have been no new dealers in this terri-
tory, for there would be no use for anyone to
start the handling of the well-known lines, ex-
cepting a few who come and go monthly on
such streets as Fifty-second and elsewhere.
Many of these firms handle obscurely known
machines and, naturally, do not live long. On
the six blocks of Fifty-second street, between
Market and Cedar avenue, there are at least ten
handlers of talking machines, and into almost
every vacant storeroom goes a new talking ma-
chine shop, to probably disappear inside of a
few months, outside of the established houses
there.

Louis Buehn Is Optimistic

Louis Buehn, of the Louis Buehn Co., states
that they are now commencing to get sonie ma-
chines and records, and have been doing a very
nice business. ‘‘So far as conditions appear to
me,” he says, “they never looked better. The
Victor Co. are making a special effort to bring
their factory back to its highest production, and
early results are likely. I believe that by June
we will be able to do a business equal to if
not ahead of the business we done in 1917. Our
business, of course, will be measured by what
the Victor Co. will be able to give us. Records
are beginning to come in in better quantities,
which enables us to feel that within a few
months we will be in a far better shape on
records.”

William F. Lamb, a large dealer in talking

TALKING MACHINE DEALERS

Victor
Wholesalers

can greatly increase their profits without additional
overhead expense, by selling the world-famous

Weymann ‘“KEYSTONE STATE”

Musical Instruments

a combination that has proved to be an instantaneous success.

Write for catalogue

H. A. WEYMANN & SON

Manufacturers

Established 1864

1108 Chestnut St.
Philadelphia, Pa.

machines at Pottstown, Pa., expects in the near
future to add several more booths.
Better Deliveries Help Trade

B. B. Todd, the Arch street retailer of the
Victor and Sonora machines, reports that he has
been enjoying a very good business, and that
he has been fortunate in getting a very good
stock in hand, just about sufficient to fill their
orders. TLast Saturday was the largest day they
ever had in the Victor product.

Expansion of Brunswick Business

The local Brunswick Co. headquarters are
absolutely overrun with business and cannot
begin to supply the demand for their machines.
The manager recently covered their territory
and found all their dealers quite enthusiastic
over the irstrument. He brought back with him
a number of orders, many of them running even
for shipments for the next ninety days. They
could deliver today eleven carloads of Bruns-
wick machines if they could get them, upon or-
ders already placed. They intend to take care
of their present dealers, and while the shortage
exists will accept no mew accounts. Theodore
Presser, who recently took on the Brunswick,
has been doing a very good business with the

machine. M. H. Housell & Co., one of the larg-
est dealers in northern Pennsylvania, have also
been doing a remarkable business in the Bruns-
wick line. They have on file a number of excel-
lent prospects, but will not attempt to handle
them until their present trade is supplied.

Penn Phonograph Co. Notes Improvement

The Penn Phonograph Co. states that their
business picked up very considerably in Jan-
uary, particularly the record end. They note
that the machine shipments have not improved
to any considerable extent, but that the factory
promises constantly improved conditions. Quite
a number of the jobbers who were here recently
attending the executive sessions of the Jobbers
Association called at the offices of the Penn Co.
and looked over their new plant and bestowed
much praise upon it. Their sale on the Lund-
strom cabinets and metal display fixtures has
been constantly on the increase. They have
been making a special effort on these lines.

Weymann Planning Big Campaign

Harry Weymann, of H. A. Weymann & Son,
states that the Victrola situation looks very
promising, and he hopes to see an increased sup-
ply coming normal within the next three

LUNDSTROM CABINETS

Machine business to-day.

! NEEDLE CUTTERS

Cutters. Best on the market.

HIS MASTER'S VOICE

cakes. Order a sample dozen.

913 ARCH STREET

ACCESSORIES

One of the best selling propositions in the Talking

Lyon & Healy and the Record Lite Fibre Needle

A Plaster Paris Miniature, 4 in. high.

Sells like hot to

PENN PHONOGRAPH CO., Inc.

Victor Wholesalers Exclusively

NEEDLES —Special |

We offer to the trade several mil-
lion loud tone Brilliantone Needles
at special prices.
begoverned by quantity. Write us
-day giving quantities desired.

The prices will

PHILADELPHIA, PA.
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Reduce Your Rent 30%

The landlo_fd considers “the window” worth

30% of your rent.

Intensive use of 1t could

pay 4/l the rent but this plan pays a third

of it.

FEATURE in your windows just one record. Arrange,
say, 25 to 50 records of this number, with appropriate

“trim,” in the shape of cards telling about it.

Have the

price displayed with the invitation to “Come In and Hear
This Victor Record.”

One Record displayed at a time, changing window
: three times weekly, wi// se// records at a nominal selling

expense.

Try this plan.

THE LOUIS BUEHN COMPANY

PHILADELPHIA

BUEHN SERVICE ON VICTOR RECORDS

months. They have been getting their organiza-
tion into its former shape ready for a big Viec-
tor campaign in the wholesale department, and
they look forward to 1919 being a banner year.
“We never were more optimistic than we are
at the present time,” says Mr. Weymann.
John Powers Returning From France

John Powers, formerly in charge of the talk-
ing machine end of the Huver Piano Co.’s busi-
ness, who has been in France for nearly a year,
writes that he hopes to get a discharge and to
return in a very short time.

January Shows Increase of 90 Per Cent.

Herbert E. Blake, the big Edison dealer at
Eleventh and Walnut. streets, reports that their
business has been fine in February, and that they
cannot “kick” for a minute. They have not
been getting enough machines, but they re-
ceived sufficient in January to increase their
business about 90 per cent. over January, 1918,
but they could use lots more. Records are com-
ing along all right. They are getting as many
of the new numbers as they can use, but have
a little trouble in getting some old favorites.

Plan Educational Campaign

A. J. Heath, local manager of the Columbia
Grafonola Co., has been in New York several
days this week. The Columbia business in
Philadelphia was about normal in January, but
the outlook is very bright. Amiong the recent

visitors to the Columbia headquarters was W.
A. Wilson, of the educational department. They
are at present engaged in arranging tours of
eminent Columbia artists in the leading nearby
cities, who will give concerts for exploiting the
Columbia product.
Edison Dealers Meet and Dine

The members of the Philadelphia Edison
Dealers’ Association, with their salesmen and
saleswomen, were the guests of Mr. Cope, of
the Girard Phonograph Co., at a dinner given
at the Hotel Bingham recently. Represent-
ing the G<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>