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A Sign of Superiority

HE trade-mark Sonora on a phono-
graph is a guarantee that its tone 1s of
magnificent beauty, that its design

lines and appearance are Wonderfully hand-
some and pleasing, and that it has more im-
portant constructional features than any
other phonograph. Comparison will con-
vince you without a shadow of a doubt that
the

§WE INSTRUMENT OF QUALITY

CLEAR AS A BELL

The Highest Class Talking
Machine in the World

OOK at the Sonora models. These splen-
did instruments are unequalled.

- Il nean @UW' it I '
Hear the Sonora. Its tore, you will agree, | i /O.'ff’fw i ‘
J i Nt .

has a matchless purity, richness, loveliness,
and charm of expression.

Study the Sonora. Observe the extra-long-running,
powerful, silent motor, the all-wooden tore passage (ex-
clusive with Sonora), the motor-meter which tells how
many more records can be played before rewinding is
necessary (exclusive with Sonora), the “bulge’ design
lines of the upright styles, characteristic of the finest
furniture and produced by patented processes (exclu-
sive with Sonora) and the perfection of the fittings, auto-
matic stop, tone modifier at the sound source, con-
venient filing system, etc., etc.

The Sonora plays ALL MAKES of disc records perfectly without
extra attachments and the Sonora is invariably the leader in de-
veloping and offering notable improvements.

A matchless line of upright and period styles is available at prices

from $SO TO $1000

{ IO | .

!
If you wish to handle thése superb fast-selling, easy- selling, cash- d (H(H | HHHH IHHHH l Mdz)
selling phonographs, write us for information. e = —

nora i%bnnugrapb Sales Company, ilm i’

279 Broadway, Dept. Y, New York
Toronto Branch: I. Montagnes & Co., Ryrie Bldg.

Sonora is licensed and operates under BASIC PATENTS of the phonograph industry
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WORKING FOR THE ADVANCEMENT OF MUSIC IN WISCONSIN

What the Music Dealers in That State Did Dur.ng the Recent State Fair to Impress the Trade
and the Public with the Importance of Music and the Industry

MiLwaUKEE, Wis., October 6.—Milwaukee and
Wisconsin dealers combined in a great music
advancement effort during the recent annual Wis-
consiu State Fair, held at Milwaukee. Besides
introdueing real ecommuuity singing on the fair
grounds and holding a music memory contest
for children, there was a meeting of the Wisconsin
Association of Music Industries, orgauized in May
of this year, to talk over plans for pushing musie
during the fall and holiday season. This was
called the first annual fall convention and is to
be repeated each year during the State Fair,
whieh event is to be the occasion of highly con-
centrated musiec promotion in the future.

The music festival reached directly more than

Standing, left to right: Adam C. Schroeter,
Puritan; R. H. MacKenzie, Janesville, Brunswick;
E. J. Sweeney, Puritan; O. B. Lindner, New Hol-
stein, Vietor; Paul F. Netzow, Brunswick; Leslie
C. Parker, Victor; Fred D. D. Holmes, Columbia;
L. E. Meyer, chairman press and publicity com-
mittee.

W. G. ABORN WITH COLUMBIA CO.

W. G. Aborn, formerly administrator for the

" National War Labor Board, has been placed in

full charge of the departmental committee systen
of the Columbia Graphophone Co.”s plant in
Bridgeport, Conn. Mr. Aborn has diseussed the

250,000 state fair visitors, the atteudance at the
exposition this year breaking all records.
The state convention was graced by the pres-

ence of George W. Pound, general counsel and .

manuger of the Music Industries Chamber of
Commeree, who made a stirring address in behalf
of greater loeal, state and national organization
activities to take advantage of the wonderful
opportunities for doing business whieh have been
created by the war and the reconstruection period,
in which music has received recognitiou as never
before in history.

C. L. Dennis, secretary of the National Asso-
ciation of Music Merchants, who is a Milwaukee
man and secretary of both Milwaukee and Wis-
consin in Assoeiations, tock a leading part in the
convention. There was much rejoicing over the
fact that the Vietor Talking Machine Co. had
just signified its intention to give the Chamber
of Commerce its thoroughgoing support.

The president of both state and eity associ-

ations is Riechard H Zinke, who is president and .

general manager of the Record Needle & Mig.
Co., and the Record-Lite Co., Milwaukee. At a
great sacrifice to his own business, President Zinke
worked almost incessantly for several weeks on
arrangements for the State Fair Musie Festival,
the State convention, aud other activities of fair
week. Secretary Dennis acted as executive com-
mittee chairman, eo-operating with Mr. Ziuke in
the great work.

The talking machine trade was practically well
vepresented in all the activities, especially at the
round-table conference on advertising held during
the State convention. The accompanying photo-
graph of the group meeting on advertising shows
the following:

Seated, left to right: Charles J. Orth, Puri-
tan distributor; Edmund Gram, Aeolian-Voealion;
Oscar C. Schefft, Vietor; H. M. Hahn, Sonora;
Ralph E. Wilson, Oshkosh, Vietor; Adam J.
Schneider, Kenosha, Edison; Fred Leithold, La-
Crosse, Columbia; Clarence C. Warner, Vietor;
W. R. Winter, Sonora; Mrs. George H. Eichholz,
Vietor and Edison; C. L. Dennis, secretary; Rich-
ard H. Zinke, president.

Round-table Conference on Adver:iising at Wisconsin Convention

details of the new plan with all of the emiployes,
and the results of the meetings have won the
commendation of the factory staffs.

Price Twenty-five Cents

BUYS GATELY-HAIRE RETAIL STORE

Albert Edelstein Takes Over Retail Department
of Albany Wholesalers—Will Be Known as
‘¢The Strand Temple of Music, Inc.’?

ALBANY, N. Y. October 1.—The Gately-Haire
Co., the prominent Vietor wholesalers of this city,
have disposed of their retail department to Albert
Edelstein, of New York, and will in the future
wholesale exelusively.

Mr. Edelstein has been conuected with the talk-
ing machine trade iu and about the metropolitan
district for about fifteen years, mostly as repre-
seutative of various Vietor jobbers. He resigned
his posiiton as representative of the G. T. Williams
Co., Iue., Brooklyn, to come to Albany. His wide
experience should insure his success as a retailer.

Mr. Edelstein is now arrauging for the entire
remodeling of the Gately-Haire retail quarters,
which will be known in future as ¢‘The Strand
Temple of Musie, Inc.’’ The store, which is 91
feet long by 30 feet wide, has a mezzanine along
ouc side, and is most attractively laid out and
equipped. When the alterations are completed
there will be a battery of ten demonstrating booths
available for customers.

NEW FACTORY FOR MADISON, WIS.

MapisoN, Wis., Octoler 6.—It is reported that.
an eastern manufacturer is now earrying on nego-
tiations with the Association of Commerce of this
eity with an aim of purchasing or erecting a
plant at Madison for the manufacture of an auto-
matic. motion picture machine and phonograph
combined. It is said that all the features of this
combination machine are entirely new. The fac-
tory desired by the manufacturer is one equipped
for the manufacture of talking machine eabinets.
No further details are given.

PRICE MAINTENANCE LAWS TO CUT HIGH LIVING COSTS

Legislation Designed to Maintain Fixed Prices and Prevent Price Cutting Will Also Tend to Prevent
Profiteering, Declares Official of American Fair Trade League

WasHINGTON, D. C.,, October 9.—Joseph
E. Davis, the former Commissioner of Corporations
and later chairman of the Federal Trade Cowmmis-
sion, who is now counsel for the American Fair
Trade League, in a discussion to-day of the pro-
posed legislation affecting the problem of the high
cost of living, said:

¢“The principle of the Stephens Bill is the short-
est road to the prevention of profiteering. The
Stephens Bill is a guarantee agaiust profiteering
in that it prevents a distributor from charging a
cent more than the standard uniform price filed
with the Federal Trade Commission just as well
as it prevents a distributor from using such arti-
cles as advertising bait.

‘‘The Stepheus-Ashurst Bill is a constructive
step forward iu that it is a reecognition by law of
the economic benefits flowing from the mainte-
nance of resale price by contract. It is surprising
to me that a few organizations interested in trade-
marked articles are inclined to oppose the measure.
The Colgate decisiou has, of course, gone far to
establish the right of the manufacturer to main-
tain prices by refusing to sell to dealers who
unfairly cut prices, but in practical effect, that
decision operates almost entirely to the benefit
of the largest manufacturers who by reason of
their large capital can sell direct to the retail
trade, and by reason of the large consumer demaud
for their product can compel the dealer to refrain
from unfair price-cuttiug merely by refusing to
deal with him. The smaller manufacturers whose
size makes it economical and necessary for them
to distribute through the wholesaler and who are
fighting to establish a good will for their trade-
marked produets need protection far more than

the large manufacturer from excessive price-cut-
ting. They cannot control the situation by re-
fusing to sell their produet.

‘It is unfortunate that any organization should
take the selfish and unfair attitude of opposing
the Stephens Bill which corrects this situation
The Stephens Bill places the small manufacturer
on an equal basis with the large anufacturer
by authorizing any manufacturer of trade-marked
articles to make binding, lawful contracts pre-
scribing the uniform price at whieh his article
shall be sold.

‘‘The bill does not relate in any way to the
exercise of the right to refuse to sell; it does
not encroach in the slightest degree upon the
Colgate decision. It places all manufaeturers on
an equal competitive basis, enabling them all to
make .price-maintenance contraets, protecting
themselves from the recoguized injury following
from unfair price-cutting, and merely preserves
to the Federal Trade Cowmission the right to
require the termination or change of a coutract
if its terms are against public interest.

‘“‘There could be uo more desirable time for
the enactment of this legislation than now. To
give to the manufacturer the right to maintain
prices by contract under proper governmental
supervision would aid in the prevention of profit-
eering by enabling the manufacturer to control
the price down to the ultimate consumer. The
Stephens Bill gives the manufacturer this power,
protecting the publie and the legitimate merchant
and at the same time protecting the manufacturer
from unjust accusations for the existence of un-
reasonable prices for which he may be in no wise
responsible but which react to injure his business

.and reputation.’’

Seé Index of Advertisers on Last Page
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Dealers Should Hook Up Their Advertising
With the Manufactuters’ National Campaign

Talkiug maechine manufacturers have for years
spent millions of dolars in advertising in all its
various forms not alene to influence inunediate
business, but to impress upon the publiec the name
of partieular machines, makiug the impression o
strong that if a purchase was made in the future,
the names of those particnlar wiakes of machines
would be foremost .in the prospect 's mind.

All these millions of dolars spent in geueral
advertising, however, would to a large extent have
bheen wasted had not therve beeu local ageiheies in
practieally every ¢ity and town in the country
where the prospective purehaser could go to see
the advertised machine, the distributing ovganiza-
tion being the factor that wade the advertising
profitable.

The majority of the dealers, it is well fo say,
fully appreciate the name value of the wmachine
and records they are carrying, and trade npon
that name value in building business, but there
are still some apparently who prefer to be classed
as plain talking machine dealers rather than the
local ageunts of ome or move particular makes.
The dealer who takes this point of view has two
problems that under-other virenmstances he would
not be called upon to face. Oue is the strong
competition of the other dealer who realizes the
name value of the produet, and puts that name
even before his own in bidding for loeal husiness.
The second is the necessity of selling his own
reputation in addition to selling the machine.

The dealer who hooks up his own advertising
with the mnational advertising of the mannfae-
turer, who puts forth the name of the product
he hantles at every opportunity, and representing
himself as the authorized distributor of that prod-
uet, cashes in on every dollar of the manufac-
turer’s advertising that comes into his territory.
He may perhaps suffer a little in personal pride
oecasionally by keeping his own name in the rear,
but the public soon learns to know that Lis store,
regardless of who vuns it, is the place where
the advertised machines and records caun be ob-
tained, and that is the main idea. He ean, if
he so desires, and it is a good plan, link up his
own name with the namme of the produet he
handles, chiefly for identification purposes, but
to just such an extent as he permits his name
to dominate docs he lose some of the value of
the publicity back of the product.

The best evidence in the world of the appre-
ciation of advertised name values among promi-
nent nerehants is found in the case of the depart-
ment stoves, for instanee, wlich, althongh natu
rally putting forth their own nawme for identi-
fieation purposes, never fail, where the opportunity
offers, to feature strongly the special name of
any product they may have to offer at an attract-
ive price. This has been partieularly true in the
case of talking machines, as the trade well knos.
. The dealer who simply qualifies as a seller of
talking machines, who handles machines and ree-
ords siinply as so mueh merchandise, to be offered

TS
Pride in Name is a

Powerful Factor in
Influencing Sales of
Many Talking Ma-

chine Products . . .
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on a dollars and ceunts basis solely, is not building
or the future, no matter how hard he works
because he is mnot identifying himself with any
one line, or any group of lines. No matter what
produet he wmay handle, whether it is new or
old-established, it will pay him to feature the
nawe, to endeavor by every means in his power

~
-

to imypress that name on the people in his tervitory,
together with any points regardiug the maehine’s
coustruction, that may prove factors in its sala-
bility.

Pride in name is a powerful factor in influencing
sales of many produets. Let a man or woman
come into possession of anything of standard
manufacture with a name, and that article takes
a distinet value unto itself. There are many
kinds of muslins, for instance, yet the average
woman looks upon the brand called ‘‘Fruit of

-
the Loom’’ as sométhing just a little better—
something with a name in whieh she has confi-
dence. A man bnys a safety razor, and if it is a
Gillette, or an Auto-Strop, then lhe does not hesi-
tate to mention the name to his friends.

So it is with a talking mnachine. If the name
is generally known, then the new purchaser finds
pride in anuonneing that the new machine is of
that particular make. Of the fine points of the
mechanieal or tonal qualities the new owuner may
know nothing, but he or she will have that confi-
deuce in the produet bred through familiarity with
the make.

It is this fact of pride in name that makes it
worth while for a dealer to keep his own cog-
nomen in the background for a bit in order that
the better kunown and more generally recognized
name of the produet imay have a chamce. It is
the logical line of least resistance.

NEW STEIN-BURN REPRESENTATIVES

Geo. N. Anderson an(i J. W. Richardson, Formerly
with Emerson Record Sales Corp., Made Sales
Representatives for Jowa and Ohio

Geo. N. Anderson, formerly with the Emnierson
Record Sales Corp., has been made sales repre-
sentative of the Stein-Burn Corp. in the State of
Towa, where he will look after the interests of the
Stein-Burn phonograph. J. W. Richardson, who
was also with the Emerson Record Sales Corp., in
the past, has been made sales representative for
the State of Ohio. The main office of the Stein-
Burn Corp. is at 29 East Madison street, Chicago,
Iil.

TO MANUFACTURE INSTRUMENTS

The Mortone Corp. has been iucorporated in
Wilmington, Del.,, with a eapital stock of $50,000,
to manufacture and deal in musieal instruments.
The incorporators are M. M. Lucey, E. V. Dar-
lington and M. Bulter.

The Resonant Phonograph Co., of Manhattan.
was recently incorporated at Albany, N. Y., with
a eapital stock of $10,000. The incorporators arc
E. L. Ginsberg, Max B. Goldberg, 86 Williams
avenue, Brooklym, N. Y.

—

HAVE “WE ACCOMPLISHED AN ALBUM THAT WILL SATISFY THE
TALKING MACHINE TRADE

Here it 1s.

album pockets.

Other qualities are, green fibre press board, the best paper for
Pockets secured by braces and brackets of one 1
metal piece, which are in turn fastened securely to solid wooden [
back, made firm by latest improved machinery. The solid wooden
back also firmly holds ring puller and back covering.

The one piece hinge opens at angle which precludes ripping when- album is full.

Through the installation of machinery, operating three times as fast as the old model, we arc able to offer this quality album at

the lowest figure on the market.

New York Album & Card Co., Inc.

v nirkFoctory & 23-25 Lispenard St., New York

Cricago Factory: 411-419 S. Jefferson St.

Samples and prices submitted on request.

The first quality is apparent upon
opening the book—the pages lie perfectly flat,

Chicago, I11.: CULLEN, MARSH & CQ.

21 East Van Buren St., Middle West Rep.

San Francisco, Cal.: WALTER S. GRAY

Chronicle Bldg., Pacific Coast Rep

-—
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Victor
Supremacy
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The Victor has earned its suprem-
acy by the great things it has actually
accomplished.
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Victrola VIII, $50
The large measure of success en-

joyed by Victor retailers 1s 1n keepmg
with Victor supremacy.
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Victor Talking Machine Co.

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

TN
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‘““Victrola'’ isthe Registered Trade-mark of the Victor Talking Machine Company designating
the products of this Company only. 2

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

1GIGIES

Warzing:

Important Notice. Victor Records and Victor Machines are scientifically co-ordinated and
synchronized in the processes of manufacture, and should be used
together to secure a perfect reproduction,

Victrola X, $110

Mahogany or oak

Victor Wholesalers

Albany, N.
Atlanta, Ga

Baltimore,
Bangor,

Birmingham,
Boston, Mass

Brooklyn,
Buffale, N. Y
Burlington,

Butte, Mont
Chicago,

Cincinnati,
Cleveland,

Colunibus,
Dallas, Tex

Gately-Haire Ce., Inc
Elyea Company.

Phillips & Crew Piano Co.
Cohen & Hughes,

E. F. Droop & Sons Co.

H. R. Eisenbrandt Sons, Inc.

Andrews Music House Co.

..Talking Machine Co.

Oliver Ditson Co.

The gastem Talking Machine

0.
The M. Steinert & Sons Co.

American Talking Mach. Co.

G. T. Williams.

W. D. & C. N. Andrews.
Buffallo Talking Machine Co.,
nc.

American Phonograph Co.
Orton Bros.

Lyon & Healy.
The Rudolph Wurhtzer Co.
Chicago Talking Machine Co.

The Rudolph Wurlitzer Co.
The eN H. Buescher & Sons

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

The Perry B. Whitsit Co.

Mobile, Ala
Newark, N. J

Wm. H. Reynalds
Collings & Price Co.

New Haven, Conn..The CHorton-Gallo-Creamer

New Orleans, La
New York, N. Y,

o.

.. Philip Werlein, Ltd.

.Blackman Talking Mach: Co

""Emanuel Blout.

C. Bruno & Son, Inc,

Charles H. Ditson & Co.

Knickerbocker Talkmg Ma.
chine Co.,

Landay Bros. Inc

Musical Instrument Sales Co.

New York Talking Mach Co.

Ormes, Inc,

Silas E. Pearsall Co.

Omaha, Nebr..... ..A. Hospe Co.

Mickel Bros. Co.

Peoria, M........ «.Putnam-Page Co., Inc.

Philadelphia,

Pittsburgh, Pa..,

Portland, Me

-.Louxs Buehn Co., Inc.

J. Heppe & Son.
The George D. Ornstein Co.
Penn Phonograph Co., Inc.
The Talking Machine Co.
H. A. Weymann & Son, Inc.
.W. F. Frederick Piano Co.
"'C. C. Mellor Co. ., Ltd.
Standard Talking Mach. Co.

Cressey & Allen, Inc,

«Sanger Bros. Portland, Ore

Sherman, Clay & Co.
The Cnght -Campbell Music| providence, R. I..

.J. Samuels & Bro., Inc.

Rich o 000000 ’
Mickel Bros. Co. clmnt, ¥4 Th,eD(.:ol‘;lll?;eEO& é:c

Grinnell Bros. Rochester, N. Y... J. Chapman.

-Elmira Arms Co. The Talkmg Machine Co.

W. G. Walz Co. Salt Lake City, U..Consolidated Music Co.

.Bergstrom Music Co., Ltd. The John Elliott Clark Co.

.Thos. Goggan & Bro. San Antonio, Tex.,Thos. Goggan & Bros.

The Talking Machine Co., of | San Francisco, Cal.Sherman, Clay & Co.
Texas. Seattle, Wash Sherman, Clay & Co.

Stewart Talking Machine Co. [ Sioux Falls, S. D...Talking Machine Excliange.

.Florida Talking Machine Co. Spokane, Wash Sherman, Clay & Co.

% IYV IJe"kiA‘S S°TE:5 Music Co. | s, Louis, Mo ...Koerber.-Brenner Music Co.

AIREEES S (0 St. Paul, Minn...,..W. J. Dyer & Bro.

Ross P. Curtice Co. Syracuse, N. Y..... . Andrews Co.
Los Angeles, Cal...Sherman, Clay & Co. Tolede, Toledo Talking Ma-

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

Milwaukee, Wis...,Badger Talking Machine Co. e Colif_engio?pug&hessons Co.
Minneapolis, Minn ., Beckwith, O’Neill Co. Robt. C. Rogers Cu.

CCCISklE)

Denver,

M

Des Moines, Ia
Detroit, Mich
Elmira, N. Y

El Paso, Tex
Honolulu, T, H....
Houston, Tex

Victrola XVI, $250
Victrola XV1, electric, $312.50
Mahogany or oak

BIE)

I m@';.“

Indianapelis, Ind...
Jacksonville, Fla.,
Kansas City, Mo..

T i e o e Far hevhechrie: s eriect e
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Lincoln, Nebr
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AN IM_PORTAN T 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.

e S N

MAKING THEIR SELECTION

S22

THE ALBUM

soon pays for itself in time-

saving and preserving records.

The initial cost is really an

inpestment which comes back
fourfold.

7 AN

lllustrating the daily ‘actual usage of the
Album, the most convenient and satisfactory

record filing system 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 reeords 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 eabinets of all sizes and styles. We also make Albums containing
17 pockets. With the indexes they are a complete system for filing all disc records.

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

We have unexcelled manufacturing facilities, and considering

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

WE MAKE ALBUMS TO CONTAIN VICTOR, COLUMBIA, EDISON, PATHE' AND ALL OTHER DISC RECORDS

NATIONAL PUBLISHING CO. :

239 S. American Street :

PHILADELPHIA, PA.

CHICAGO OFFICE: 508 S. Dearborn Street

HIS MASTER’S VOICE ON THE WIRE

Indianapolis Talking Machine Co. Arranges a
Phone Concert Room Where Records Are Played
While Customers Listen at Telephone

INpiaNAPOLIS, IND.,, October +—The Indian-
apolis Talking Machine Co., of this city, formerly
the Stewart Talking, Machine Co., has developed

decidedly novel feature in the advertising of
their Vietor machines and records. In a recent
advertisement in the local papers, under the title
of ‘‘Over the Wire, but Still His Master’s Voice,’’
the idea was clearly outlined to the publiec. It is
now possible for the mmnsic lovers of this city to
enjoy a concert over the phone any time they so
desire. By calling the phone concert room of the
Indianapolis Talking Machine Co. and specifying
any record whatsoever they cam hear the number
played without stepping outside their own room.

A special soundproof booth with a special dicta-
graph and telephone has beeu installed in the

talking machine department, thus combining two
of the greatest conveniences of modern life and
making them add another item to the long list of
personal comforts now possible. At ome corner
of the nmewspaper ad there is an attractive paster
which is to be cut out and pasted on the individual
telephone directory. On this paster is the special
number of the concert room, which is entirely
separate from the regular phone system of the
store and so arranged that many people may
hear the same concert at once. This plan offers
many possibilities to those who wish to scleet new
records, for they may be heard over the phone and
ordered without a trip to the store.

ADD NEW DEMONSTRATION BOOTHS

OMmaHA; NEB., September 22.—The Unico Out-
fitting Co., Pathé dealers of this city, have recently
installed two new deinonstration hooths in order to
properly handle their inereasing bhusiness, which is
growing steadily.

XRADg
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AUTOMATIC STOPS

The simplest and most efficient Auto-

matic Stop on the market.
They give excellent service
are easily installed and are
absolutely guaranteed.

Send 50 Cents for Sample Stop

Kirkman Engineering Gorporation

237 Lafayette St., New York

REED CO. REPRESENTATIVES MEET

Exchange of Views on Stoek Supplies to Meet
the Demands of Holiday Trade

PirTsBURGH, Pa., October +.—Representatives of
the sales organization of the Reed Co. in this city,
together with M. A, Carpel and Mr. Chalet, of
the Regina 'Co., New York; John Fletcher, manager
of the Operaphone Co., Long Island City, and
Messrs. Miller and Coulson, of the Reed Co., met
at an important business session in this city
recently, when the matter of delieveries on the new
Regina phonographs and Operaphone records was
diseussed, and full assurance given the salesmen
by representatives of both manufacturing com-
panies that the Reed Co. wonld be able to meet
the holiday demands.

Among the salesmen present were: Jos. P.
Miller, of Eastern Ohio; O. T. Lgytle, West Vir-
ginia; P. J. Canavan, So. Western Obio; Geo. P.
Semmer, Eastern Peunsylvania; James Olds, N.
West Ohio; J. J. Cretic, Western Pennsylvania;
J. A. Rummell, Michigan and Indiana; J. R.
Daly, Virginia; J. R. Hall, New York; H. C.
ITornberger, New Yoirk, and W. C. Willis, Pitts-
burgh district.

Previons to this meeting President Reed and
Mvrs. W. H. Reed. .Jr.. cntertained those present
at the meeting at their summnmer home at Lake
Chantanqna over the week end.

SAPPHIRE . NEEDLES

for Edlson and Pathe

DIAMOND NEFDLES

for Edison
Highest ng_il'ty — Best Prices

FAVORITE MFG. CO.

1506 DeKalb Ave., Brooklyn, N.Y,
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Victiola VI, $35

Mahogany or oak

Victrola 1X, $70

Mahogany or oak
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Victrola X, $110
Mahogany or oak
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Victrola XI, $130

Mahogany, oax or walnut
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Victrola X1V, $200

Mahogany or oak

~ HIS MASTERS VOICE
>,

REG. LS. PAT OFF

Victor
Supremacy

The enormous public de-

mand for the Victrola, the

unparalleled success of Vic-
tor retailers everywhere, un-
mistakably tell of Victor
supremacy. |

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

“Victrola’’ is the Registered Trade-mark of the Victor Talking Machine Company designating
the products of this Company only.
Warning : The use of the word Victrola upon or in the promotion or sale of any other Talking
Machine or Phonograph products is misleading and illegal.

Important Notice. Victor Records and Victor Machines are scientifically co-ordinated and
synchronized in the processes of manufacture, and should be used
together to secure a perfect reproduction.

Victrola XVI, $250

Victrola XVI, electric, $312.50
Mahogany or oak

Victrola XVII, $300
Victrola XVII, electric, $365-

ahogany or oak
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OME years ago a bard of Broadway produced a couplet: “Little

puffs of powder, little dabs of paint, ake chorus ladies look
like what they ain’t,” which, as the saying goes, "was a good joke in
them days.”

In an endeavor to develop new ideas in talking machine cabinet
construction, some manufacturers have sought in a measure -to
emulate the example of the chorus ladies, and in their efforts to
camouflage the appearance of their machmes have brought forth
and placed on the market some weird and wondrous contraptions,
though there is no question but that there is room for development
in talking machine cabinet construction. along artistic lines.

For vears there have been established forms—fixed styles—
that in themselves identified the products as talking machines. There
were so many other matters demanding the attention of the manu-
facturers—matters connected with the improvement of the mechan-
ical construction of their products and the musical qualities of their
records that the cabinet was allowed to be sidetracked in a measure.
Then came the cry for the ornate—the unusual—which resulted di-
rctly in the creation of period styles in cabinets and, following these
period styles, the creation of freak models.

Period styles for the most part have been accepted, even though
many of them serve to hide completely the fact that the cabinets
contain talking machines. That these styles have been purchased
in goodly quantities indicates that the buyers are content to keep
the instrument hidden until time as they desire to play it. It
may even be that the incorporation of talking machines in tables,
buffets. and even davenports, is to be condoned as offering novel
ideas. The question at stake is just how this tendency towards
camouflage affects the status of the talking machine itself.

The talking machine is a musical instrument, and should be
accepted as such. It has been advertised widely, adopted genel'aUy,
and requires no apology. We do not see pianos cased as folding
beds, mantelpieces or chiffoniers. We do not see violins in the form
of jewel cases or hat-racks, except perhaps on the stage. Even
the humble harmonica is presented in public “as is.” Just why the
talking machine should be hidden is a question. It is true that the
cabinet can, and in cases should, be embellished, for it lends itself
particularly to artistic treatiment. But why let this embellishment
hide the fact that it is a talking machine—a musical instrument? In
short. it is an insrument that can be made attractive without being

hidden,

N attractive store proves a strong factor in building business,
A as the live talking machine dealer long ago recognized. He
has found that there is a certain element who, in search of a de-
sired record cr a particular model of machine, will go into almost
any store for it, but to develop these transients into permaneni
customers the environment into which they are first introduced
must be sufficiently attractive to make them desirous of returning
regularly to make their subsequent purchases. In other words, first
impressions count most.

An attractive store is one of the best investments that a re-
tailer can make, aside from the amount of money spent in adver-
tising the store and in rendering further service therein. If the
surroundings are such that customers are impressed. and the fur-
nishings of the booths calculated to make them feel comfortable
and at ease, then much of the selling has already been accomplished.
If the store is so attractive that customers leave it with a pleasant
iinpression then it is a certainty that that impression will be suffi-
ciently strong to move them to come back to the store again and
again.

It is this spirit that makes for business building. The dollars
that are spent in attractive furnishings and pleasant surroundings
not only bring direct dividends in sales, but save many dollars that
otherwise would be spent in the future for the creation of new
transient trade. The customers who must be solicited each time are
a liability rather than an asset. It is those who come back time
and time again without direct solicitation that build up profits for
the business. The store that appeals to them strongly enough to
make them feel at home when buying their machines and records is
the store that is building trade and with it profits.

The majority of the live talking machine dealers recognize this
fact, as the elaborate character of the stores indicates. New dealers
are constantly being converted, as is proven by the large number of
stores now being remodeled. Those who are asleep to opportunities
—who feel that records and machines will sell themselves in a barn
as well as in a palace—will progress just so long as the present
condition of supply and demand exists. \When real competition for
business again materializes this class of dealer is going to be out

of the running. .\ comparatively few dollars spent now will save
the situation. '

THF fact that Government reports show a substantial increase
in the exports of talking machines and records is to be re-

garded as significant, not alone as indicating that the talking ma-'

chine interests are doing their part in the building up of American
foreign trade, but that the products of this country are gaining a
foothold in foreign markets. Talking machine exports to America
in the past have been somewhat of a negligible quantity, and the
guestion of production alone right now helps to hinder the develop-
ment of that trade to a considerable extent. The building up of
export trade, however, is a long, tedious process in many instances
and what sacrifices may be made now to enter foreign markets
should bring returns in the future through the medium of an estab-
lished trade abroad. . '

Before the war Germany controlled the great volume of for-
eign trade in talking machines and records, just as she controlled
the markets for many other products. It is this German competi-
tion that talking machine men must expect to face in the future. If
there is not sufficient interest takeir in the development of the export
business right now to entrench it so strongly that it can resist Euro-
pean competition then it is best to drop the whole matter. If the
export trade 1s to be forwarded it must be developed energetically
and perliaps at the expense of the domestic markt.

HAT the talking machine will be strongly represented at the

forthcoming National Music Festival and Exhibition to be
held at the Grand Central Palace, New York, in February, is indi-
cated by the fact that an imposing number of the leading manufac-
turers of machines and of supplies have already signed up for lib-
eral display spaces, many of them occupying prominent positions
on the ground floor, where the visiting public cannot possibly over-
look them. The time was when Music Shows were for the most
part simply piano exhibitions, but some few years ago talking ma-
chine men took a direct interest in the matter, and the result has
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Owing to the general strike and ‘“vacation” of
the members of the printing trades in New York,
which came at a time when this issue of The World
was about half completed, coupled with the difh-
culty in finding a printing establishment with facili-
ties for handling a paper of this size, the October
number has been somewhat delayed in getting into
the mails. It is expected and hoped that the Novem-
ber issue will be mailed as per regular schedule and
reach our readers by the fifteenth of the month or
thereabouts as usual.

been an increasing number of talking mnachine displays on each suc-
ceeding occasion.

The 1920 show is going to break all records in this connection.
Not only are the talking machine interests to display on a liberal
basis, but without question the talking machine artists will play a
prominent part in making the concerts successful, and talking ma-
chine publicity will play a big part in swelling the attendance at the
exhibition. It all indicates that the talking machine trade can no
longer be considered a thing apart. It is a part and a very impor-
tant part of the music industry as a whole, and each succeeding
year sees it coming closer to dominating the industry as a whole.

The fact that the Victor Talking Machine Co. and other talk-
ing machine companies have become members of the Music Indus-
tries Chamber of Commerce emphasizes still further that this branch
of the trade plans to take a more active part in the affairs of the
music industry as a whole. It is a healthy sign and will be wel-
comed by those who have looked upon music and music-producing
instruments as one big concentrated force.

HE educational and cultural force exercised by the talking ma-
T chine becomes more apparent every day. As a factor in school
life it 1s recognized by the most eminent pedagogues as an absolute
essential, while in the studios of teachers of singing it has assumed
a place that may be termed indispensable by reason of its value in
illustrating the vocal methods of singers of international fame.

In the church it is being used not only to replace, but augment
the choir, inasmuch as an extensive program of records of solos by
eminent singers is provided. It is also being used to good purpose
in the pulpit, owing to the fact that noted clergymen have made
records of their sermons which, transmitted through the talking
machine, aré most influential in bringing people to a better compre-
hension of their spiritual needs and duty.

There can be no question but that a sermon by an eminent
divine. delivered through the “talker” is far more enjoyable than
listening to a mediocre speaker in the flesh—ofttimes a man who
possesses narrow conceptions of faith and the questions of the day.

As a civilizing force in a small town or farm, the talking na-
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chine has attained unusual recognition and prestige. It has brought
a knowledge of the great music of the world into the lives of people
who hitherto had no conception that they could ever enjoy high-
class music. It is only necessary to visit the homes of our farming
population to ascertain what a tremendous influence the talking
machine has exercised on the musical culture of the people. It ig
all very well to say that the music hall songs and so-called jazz
records are in greatest demand, but the fact remains that there is a
rapid increase in appreciation of good music, thanks to the won-
derful achievements of the makers of records. Songs of the
operas, standard ballads and folk songs of the nations of the world
are steadily growing in favor, and to-day the farmers and their
sons and daughters appreciate even more strongly than city folks
the value of good music. They have the time to listen and to think
—at least a part of the year.

This 1s a most significant development in connection with the
cultural power of the talking machine. It has brought joy and music
mto the home of countless millions in all walks of life who have
been enabled to get a new conception of life, thanks to the wonder-
ful power for good which music weaves over the mind.

NE of the fundamentals of successful merchandising. whether
O in the wholesale or retail field, is that of knowing the field
thoroughly—the class of people to be reached—the quality and type
of products that they are most likely to be interested in—their buy-
g limit from a financial viewpoint—the arguments that will most
likely appeal to them, and other facts of like character. With this
information on hand, the manufacturer or merchant can achieve
desired results quicker and more ¢cconomically by far than were he
to conduct his campaign at random and in the dark.

Talking machine men generally make more or less extensive
study of their respective fields. for the most part locally. Espe-
cially in the selling of records has this analyzing of conditions been
necessary. It is rather difficult to sell Chinese records in an Italian
neighborhood, or [talian records in a locality where the Poles have
settled. The attempts to canvass the national market for talking
machines, with a view to determining just what the selling condi-
tions are in the various sections of the country. have been very few
and it remained for the Sonora I’honograph Sales Co.. Inc.. to go
into this matter thorouglily and to ofter the result of its findings for
the benefit of the trade as a whole through the columns of The
World this month.

Studying the questions propounded by the Sonora Co. in the
carrying on of its quest, and then studying the answers thereto.
offer much food for thought. An appreciation of the facts pre-
sented in the report will unquestionably save many retailers, par-
ticularly, time and mouey in wasted effort. The situation in every
section of the country is presented clearly and precisely, and the
retailer can gauge his selling arguments and his entire sales cam-
paign with more or less accuracy.

In making the survey of the trade, and the conditions existing
therein, the Sonora Phonograph Sales Co. has rendered a distinct
service to the industry.

EXCLUSIVELY WHOLESALFE

o+

“His MastersVoice o

VICTROLAS---RECORDS.--REPAIR PARTS
CONVERTO CABINETS.--SUPPLIES

The Toledo Talking Machine Co.
Toledo, Ohio
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Profitable to Pay Attention to “Lébkers”
and Their Essential Needs =

3

:¢ By Courtney Harrison

Prospective customers, like opportunities, when
they are once passed up, very seldom present
themselves again. Therefore it behooves every
talking wachine dealer to see to it that every
single customer or prospective customer who enters
his doors gets the utmost iu attentiou and also
that no such prospective customer be allowed to
leave until the store, as an ijustitution, bas of-
fered to the custower in the right way every bit
of merchandise for  making .a selection and
evervthing that the store has iu facilities for ere-
ating a buying interest.

Now I cau hear you sayiug that this is old
stuff. So it is fundameutally, but I am going to
try to give you some pointers from the angle of
both the man DbLehind the counter and the cus-
tomer, who very often throws out the silent chal-
lenge to ‘‘sell me if you cau.”” I have been in
the shoes of both these parties. I have sold
talking machines at vretail, and siuce then cir-
cumstances have worked around so I have had
to buy many of them at retail. But more often
I didn’t buy, not until I had shopped around
considerably, for the simple reason that I always
believed I was doing the merchant a favor when
I made a purchase of him, aud hence deserved
the utmost courtesy and atteution. In faet,
I have always warmed right up when I found the
salesman was anxious to please me, anxious to
neglect nothing that might convince me of his
sincerity, and that he had the machine—n faet
just a little bit afraid I might go out without
buying. It is human nature to feel this way. You
may not think so, but try it; put the plan to the
test and see if a lot of other people do not think
the way I do akout shopping.

I was speaking to several retail merchants at
a convention recently along the above lines, and
after I bad finished one of them got up and said:
‘‘Perhaps the merehauts you know back East may
be inattentive to customers, but out here (it was in
the West) we know how to treat people.’’

My reply was: ‘‘The nest time you are i

ST
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Constructive Pointers
From the Angle of
Both the Man Behind
the Counter and the
Man who Buys Goods

S

vour neighboring town across the river, go into
some of the stores in your liue, just put yourself
in the place of a regular customer; see how long
it takes to get waited on, how you are handled
and whether or not the salesman or saleswoman
lets vou get out without doing everything pos-
sible to make Yyour return certain and without
selling you everything that the opportunity and
leads vou might give would justify. I think if
you will do this you will go baek to your store
with something to think about. TYou might even
come down from your office up on the baleony

The New Jersey Headquarters
for Victor Dealers will be

It will soon be ready for occupancy.
our Executive Offices, Exhibition and Service Rooms.
Most modern Shipping facilities.

o
e 4

a bit oftener (I knew my man and his store)
and ginger up and advise with the sales-people
—keep in closer personal contaet with their
activities to see that they are doing everything
possible to make friends and are losing not even
a small ehance of making a sale.”’

A couple of months after wy friendly set-to
with this merchant I had the pleasure of re-
ceiving a letter from him saying that he bhad
taken my advice and followed ‘through in his
own store, and had gotten a great deal of good
out of it.

Of course, we all know or should know the
stock rules about courtesy, but many of these even
are overlooked, and in a surprisingly large number
of up-to-date stores too.

When customers come into your store how long
do they have to wait for attention? Even if
vour sales people are all busy some one of them
should excuse himself or herself long enough to
go over and say ‘‘Good morning, will you have
a seat, some one will take care of you in a few
minutes,’’ or something of the kind. Never let
a customer ‘‘wander around '’ for an instant. It
distracts him from whatever definite purpose he
may bave bad in mind when he came in, it gets
him nervous and makes it much more difficult to
sell.

If you are in an industrial center—any town
or city that has a foreign population—do you
pay proper attention to catering to these people?
Not long ago I was in a Mid-west industrial eity
and a woman came in dowdily dressed and with au
old shaw]l wrapped around her head. This store

(Continued on page 11)

at Clinton and Beaver Sts.

NEWARK, N. J.
Call and see

. = il e | Buy in Newark; there
- - —/—’_J . T NAT: is a local advantage
e D
——— || o | | ) - -, .
g Q) Distributors for Penn Miniature Victor Dogs

' Watch our Service grow/”

=, ————

Il Newark, NJ.
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bad a -‘horseshoe’’ display of machines opposite
the front door and the woman after hesitating
a moment began examining them all, apparently
with echild-like interest. Everyone on the main
floor was busy except the salesman I was talking
with, and T said to him: ‘‘Isn’t there a chance
for a sale up there?’’ ¢<Oh, no, she’s Polish,’’
was his answer, ‘‘we have lots of them come in
and wander around that way. They can’t speak
English very well, and most of them you can’t
get anything out of, they go out without buyiug.”

I then asked him to let me have a try. He
grinued and said ‘' Go to it.”" T did. At first I
conld get little out of this old woman, except a
child-like grin, and some gibterish about *‘much
pretty imsic box,’’ but by patience and serious
attention and attempts to get her interest I finally
convered to her the prites, convinced her that the
store was on the level and wanted her bnsiness
and T sold her a $200 size Vietrola. She had the
money with her. The foreign element have the
cash. and if you cam get their confidence will dig
it up on the spot. Any merchant who is making
a study of this class of business will tell you I am
right. However, you have to have patience ith
these people. Often a suyercilious smile at some
Lreak thev make or lack of tact in stating the
price will kill a sale. Many of them are not yet
entirely conversant with our up-to-date Ameriecan
way of doing bnsiness, ther are suspicious of
everything that is going to take a nickel more
thau is necessary of their bank-roll, but they will
spend freely if they want what you have and can
ke convinced that thev are getting 100 cents worth
for a dollar.

Speaking of callers of all kinds dropping in
**just to wait for someone’'’ or ‘‘look around a
little,”" do your sales jpeople evidence interest in
playing some records for such people, and make
them feel. not jnst tell them, but eonvey the feeling
that they are not under obligation. Are the names
of these people secured in a tactful manner, and
are they followed up to see if thev can he secured
as machine or record customers?

Another thing. MHow is your eredit mwn, or if
you haven't a man employed especially for that
purpose, how tactful and alert to opportunities,
how good at si:ing up human nature, is the man
or woman who does look after your credits? [Ilere
i~ what 1 mean: A couple of months ago I was
visiting in a Maxsachusetts rown, and one day
strolled into a live-looking talking mauchine and
piano store. . The proprietor was his own credit
man. We were standing near the front door
when Swedish girl, abont twenty-four I jud
came in and asked to see a certain record which
had caught her eye as she passed the window.
The dealer pulled it down himself and on learn-
ing the price she said, ‘I take it.”’ However
after looking into her purse and serambling
aronnd in the pockets of her coat, she flushed and
stammered out the fact that she didn't have

change enough, left her money on her table in -

her room uat home. The dealer without hesitancy
said: ‘¢ Here, that's all right, go abead with it
and it will be all right to bring me the 65 cents
in the morning. She took the record and went
out. The next aftermoon I was downtown and
dropped in to ask my friend how his Swedish
eredit test, for so I called it jokingly, came out.

CASTINGS-

ALUMINUM-ZINC-TIN&LEAD ALISYS

Acme Die-Casting Corp

Boston Rochester BrooklynN.Y. Detroit CHicago

He was all smiles: ‘‘Say,’’ he told me, ‘‘you
know there are lots of those Swedish girls working
as maids around here; she looked honest, and I
presumed she must be a reliable girl working as
maid somewhere and that anyway I could afford
to take a chance for sixty-five cents for the busi-
ness she might bring or send me later among her
friends. Well, what do you think. This morning
she came in, paid me the sixty-five cents and said
she and her husband, who works in the steel mills
and has a good job, were coming down and bny a
talking machine, a big one, next Saturday. In
fact, she has already picked out the machine and
paid $20 on it, Ain’t that great? But say, sup-
pose I had had a bum eredit man on the job,;
gosh, I liate to think of it.”’

There you are; that's a true incident. You
may say it is an unusual case, but such things do
happen; only you very often don’t realize that
they’re happening. Perhaps you must run your
credits by a system. Well and good, but see to
it that the man is running the system, and not

the system the man. Nothing can beat the good
old rule of being human; discretion is the bette
part of valer, in the trenches of the bhattlefield or
in the trenches of the fields of business.

FORM PLYMOUTH Pi{ONO PARTS CO.

The Plymouth PPhono Parts Co. has heen in-
corporated in Plymonth, Wis, to manufacture
phonographs and parts. The incorporators are
Harry W. Bolens, George C. Trotter and H
Thammen. The uew company has a capital stock
of %30,000.

ORGANIZED TO MAKE CABINETS

The aag & Ressix Co. las leen incorporat
under the laws of the State of Delaware to manu
facture talking machine cabinets and other parts.
The capital is $30,000 and the incorporators are
A. H. Haag, Narterth, Pa.; Sydney (. Swain
Richmond, Va., and George Ressix, of Philadelphia.
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—12 MONTHS TO PAY

The first payment brings you the sign —you have the 12 months

s endits as good os

vt o i o
" Wehad it Hyears 1
(\ now "

customers

electricity.

to make the final paymenis. Pays for itself many times over.

Won’t Rot, Rust or Fade

Never Needs Painting

Being made of porcelain enameled steel by a special baking
process, rain, hail, snow and even fire have no disastrous
effect upon the sign at all. It is practically mdestructible.
| An occasional washing is all that is needed to keep it spark-
— f ling like new. It is a sign of which you will always be proand,
and which will always favorably impress new as well as old

The only_expense in operating this sign is a few cents a day for
] The clean white letters stand out plainly and dis-
tinctly in the day time as well as night time. It acts as a cheer-
ful salesman inviting customers to trade with you—it attracts
them to your store from blocks in each direction. It creates the
impression that your store is distinctive. Pays for itsélf many
times over. Give new customers a chance to find you—put a beau-
tiful porcelain enameled steel sign in front of your store.
Brighten up for the dark winter days coming. Send for full

mformation—no obligation.

TEAR OFF AND MAIL COUPON NOW

FEDERAL ELECTRIC COMPANY

representing ’
Federal Sign System (Electric), Lake and Desplaines Sts., Chieago, Iil.

Please send me full information on Porcelain-enameled Steel Sign for my business Explamn your

12-mouths-to-pay l'an.
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ANNOUNCEMENT

\ x /E are pleased to inform the Eastern trade that we have been
so fortunate as to secure for our representatives the Philadel-

phia Show Case Company, with offices at No. 123 North 13th

Street, Philadelphia, and 2002 Jenkins Arcade, Pittsburgh.

The requirements of this firm will absorb a large portion of our pro-
duction during the remainder of this year.

Notwithstanding this new connection we desire to add dealers who
can give us adequate representation in all parts of the country.

7y

GRAND RAPIDS PHONOGRAPH CO.

GRAND RAPIDS, MICHIGAN g

2

-

The Phlladelphla Show Case Company %
Eastern Distributors

123 N. Thirteenth St 2002 Jenkins Arcade
PHILADELPHIA PITTSBURGH
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THE TALKING MACHINE WORLD

: The Talking. Machine Business and Its Re-
' lation to the Piano Business :: by Frank Goosman

One of the particnlarly interesting papers read
at the recent econvention of the Piano Merchants’
Association of Ohio from the viewpoint of the
talking machine man, and there were a number
of members of the trade present, was that pre-
sented by Frank Goosman, of the Goosman Piano
Co., Toledo, on the subjeet of ‘‘The Talking Ma-
chine Bnsiness and Its Relation to the Piano
Business’’. That Mr. Goosman has found the
relationship to be a most satisfactory one is indi-
cated by his paper which read as follows:

A nnmber of vears age I was emploved in one
of Cleveland’s piano bouses and onr greatest and
most trying qnestion was to get people into our
store. In those dayvs the volume of anv store’s
bnsiness depended upon the number and gnmality
of its solicitors or canvassers, ag ¢*drop-ins’ ' were
scarce, and no store could live on this business.

We tried special sales and contests with good
results, but there was invariably a lull after the
special sale or contest, so we were again obliged
to resort to the canvassers. Conseqnently it was
a continned grind to get enongh customers in the
store to make any showing whatever.

When the plaver-piano became a suecess we
tried concerts, both publiec and private, with the
same idea that if we could get people into our
store there was always the chance of making a
prospective buyer.

When I moved to Toledo and opened a store
the same problem presented itself and we worked
the same old methods. We were confinnally can-
vassed by talking machine salesmen, and I lis-
tinctly remember the salesman representing a pop-
ular talking machine manufacturer saying after
we had refused to consider his proposition, ¢‘You
will think differently in a year and vou will want
onr line when it is too late to get the ageney.'
We did and tried repeatedly to get the agelev
later without result. We stvled ourselves ‘¢piane
men’’ and did not want to be bothered with such
a thing as the talking machine; however, shortly
after we took on a line and after the public
became acqnainted with the fact we commenced
to have a few more calls and our salesmen had
opportunities of talking with a uew class of people
deeply interested in mnsic; and realized that it
was a coming faetor in the music business.

At that time we dil not think much of the
record bnsiness, bnt after a number of sules we
weré forced to pnt in a complete stoek of records
to take eare of the increased demand. Sinee then
there has been no time when we were lonesome
for want of callers; in fact, it has been necessary
for ns to treble our sales force, besides adding
extra help to take care of the record bnsiness. .

Talking Machines Bring Piano Trade

A piano salesman is always on the floor, and
practically all callers are qnestioned regarding
their mnsical needs and requirements, and we can
credit innnmerable piano and player-piano sales
to the talking machine bnsiness. We have sold
a great many talking machines that have later
heen taken in again as part payvment on either
a piano or player-piano, and onr business in this
regard alone pays for thie handling of the talking
machine bnsiness.

We get more prospeets than our force ean take
care of, and as far as we are concerned the day
of the canvasser is past. Our store is visited by
scores of people each day to listen to the latest
records, which, as you know, are widely advertised
by the manufactnrers twice each wmontl, and up-
to-date salesmen take advantage of this to talk
piano.

To me the fact that this talking wrachine busi-
ness has created an interest in mnsic and kepps
one’s store foree busy is abont the most impor-
tant improvement in the selling end in the music

industry, though there is still an angle that shonld
not be overlooked as it pertains to tle finaneial
end of the business.

When we were doing the eanvass, contest and
speeial sale ‘‘stunts’’ there was praetieally no
limit as to the time allowed a customer in whiel
to pay for his piano. If he only had $5.00 or
$10.00 in his pocket and a honse to punt a piano
into he ecould buy most anything in the store.
During these days I have seen contraects that
extended from five to six years. This made it
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How the Talking Ma-
chine Has Brought
More Customers and
Better Methods into the
Piano Business.
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hard for the dealer to finance, as he was contin-
ually borrowing or selling paper, and there i
little wonder there were so many failures and
arrests of dealers who were charged as eubez-
zlers owing to their being obliged to spend the
money received on accounts that had been sold
either to the piano mannfactnrer, banker or some
other third person.
Shortening Piano Terms

The talking machine business, in my estimation,
Las heen largely responsible for the ehange that
has taken place on this end. After the dealer
put in a few machines aud sold them on as short
time as six to eight mouths, besiles many ecash
deals, he began to vealize that lLe was tnruing
Lis investment twice and sometinies three times
per vear, compared with one tmrn in about twe
vears omn hix piano business. He immediately
comnienced to use Iis talking machine profits and
cash to lelp finance his piano business and in a
short tinie some of tlie better dealers who reqnired

n

a long time aceonnt with the piano manufacturers
were shortening their time and in many cases
developing into eash buyers.

The piano mannfaectnrers, on the other hand,
were quick to see this change and they com
menced to demand shorter time from the dealer.
This, in tnrn, cansed the ddealer who was pnr-
chasing his stock on time to either sell on shorter
time or he forced out of business on acconnt of
his inability to tnrn his accounts, and there were
any number of dealers who were not strong enongh
to change their habits and were obliged to dis-
continue business.

To my mind the retail piano bnsiness is healthier
than it*has been for years, and one of the direet
canses has been the combining of the talking
machine bnsiness with it.

The talking machine business has been one of
the means of creating a desire for musie in the
Lhome. The prices of the machines and records are
withifi the reaeh of all, and by the nnlimited
supply of the selections of records of all classes
of musie it has snpplied all tastes. The edueation
thns supplied demands more, and nsnally the next
step is a piano.

To smw np, the talking maechine has snpplied
onr stores with customers, it has provided a way
to ent down onr overhead expense, shortened the
time on leases, which means much larger payments
and gniecker turnover, and is the source of a larger
cash revenne than most piano dealers dreamed of,
for a well-managed talking machine department
hds pnt many a piano dealer on the path of
success,

RUMMEL JOINS REED CO. FORCE

J. A. Rumuel, of Saginaw, Mich., has joined
the sales force of the Reed Co., Pittsburgh, Pa.,
distributors of the Regina phonograpls and talk-
ing machine accessories. He comes to the Reed
Co. from the Herzog Furnitnre Co., having repre-
sented this coneern in Michigan and Indiana for
twelve years. He returus to cover the music trade
in this same territory.

CLEVELAND
943-947 Chestnut Avenue

Pathe Superior Quality

coupled with

Fischer Superior Service
Makes Dollars for Dealers

ASK us for Agency proposition NOW
THE FISCHER COMPANY

OLDEST PATHE JOBBER

CINCINNATI
44.46 Vine Street
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WORLD PHONOGRAPHS

Pat. Pending

are always interest-
ing in regard to dis-
tinctive and tonally
meritorious equip-
ment, and in case
design. The Style
175 shown here-
with 1s covered
by design patent.
Dealers say it is . l

Pl —e——— SR ——"

the Dbest selling
“World” they have
ever had and that is
saying a good deal!
Model 175 is made
in Adam brown
mahogany. walnut
and golden oak
finishes---height 50
inches, width 2172
inches, depth 2272
inches; motor, mul-
tiple spring, con-
stant speed, non-
vibrating and
mounted free from
contact in resonat- |
ing parts; equipped |
with “World”

patent horn and : |
“World”' improved
tone arm and
sound-box. Price ‘
$175.00, including" ,
war tax. For gold '
trimmingsadd

$10.00 to net price.

I
',
T he only 'i
come-backs on
“World”
phonographs _
are satisfied l
customers.

World
Phonograph |
Company |

136 Tilden Ave,
GHICAGO, ILL.
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Another “World” Beauty

World No. 375 | nfizy

come-backs on

Georgian : in Mahogany " World”
phonographs
Height 34 Inches  Width 45 Inches  Depth 24 Inches are satisfied

customers

The grace, charm and refined richness characteristic

of the Georgian period of furniture and decorative Wm‘id

design live again in this superb World art model.

The cabinet work, in design and execution, 1s true Phﬂﬁ@g?aph

to the finest traditions of old world craftsmanship. c

The beautiful selected woods used 1n the cabinet Omﬂaﬂy

enhance 1ts artistic appearance. The Georgian 136 Tilden Ave,

model would add to the beauty of the finest home. CHICAGD, ILL.
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Pays to Feature the Talking Machine for
Hallowe’en Entertainments,

+ = By W.B. Stoddard

Hallowe 'en is a night for mirth and musie, for
daneing and singing, and what better for all of
this than the ever-ready phonograph? Between
the dances and during the refreshment hour the
best kind of entertainment can be had through
the rendition of songs and marches appropriate
to the season. It is well, then, for the dealer in
talking machines to play up his records and
instruments tor the night of the witches" revel.

An excellent method of doing thix was adopted
by the DeMoll Co., of Washingtoun, D. C. They
encouraged the trade of the school children, and
through them that of their elders, by having
printed a large number of orange eands, adorned
with silhouettes of a witeh or a cat, aud having
printed on the reverse side:

Come to DeMOLLS for the best Hallowe’'en
records. See our window for the latest hits.
Look at the witeh and make a wish.

These cards were «istributed at recess, and the
way in whieh they were phrased naturally caused
all the youngsters to make it a point to see these
windows oun their way home from school. Seo
striking were they that all the children mentioned
it at hoine, and soon the whole city was talking
of the wouderful witeh windows—and the talk-
ing machine displayed in connection with sane
therefore eame in for an immense amount of ef-
fective publieity. The most prominent display
was the dancing witech. In the center of the
window was a wmound strewn with branches of oak
leaves, on which was the life size figure of a danc-
ing crone, in flame-color skirt, black baodice, broad
orange girdle, flowing cape of yellow and orange
and tall peaked cap of orange and hlack. She had
a red, pointed mnose, and long struggling white
locks, while on her upraised skinny haud wa>
perehied a black bat. From the ceiling were hung
hranches of red and yellow autumn leaves, and
some were banked in the background. At one
side was a Victrola, andd among the antumu leaves
were scattered a number of records, which were
listed in a ecard down front. At the base of the
mound on which the witch stood was an art card:
f¢Look at the Witeh and make a wish."’

Another window showed a little, old, bent witch
standing in the center gaudily attired in ovange,
red and black, with tall peaked hat anl strag-
gling gray locks. Theve are two Vietrolas ou
either side of her, and she held in her hand twisted
strands of red and yellow paper which extended
to each of the instruments. A long-stemme:l
chrysanthemum and spray of red leaves lay on
each of the talking machines, and on one of them
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was perched a big white owl. Above his lead
was a card:

WHO-0-0! WHO-0-O! WHO0-0-0'
WHO IS WISE?
Who ever buys a Blank talking machine and
supply of records for a jolly
Hallowe'en Entertainment.

A third window, with leavy curtains of mouse-
colored velvet, showed a talker in the center, on
a wound of dead leaves, and by it the crouching
figure of a witcl, one hand to her ear, listening to
the music, and the other streteched out towards a
number of records scattered among the leaves
while a eard advised:

Music Hath Charms to Soothe the Savage
Breast. The strains of a Vietrola enchant
even the malevolent witch,

An Effective ‘' ‘After-Supper’’ Sale

The tendency of the age is towards shorte:
rather than longer hours for business, vet in the
small towns, especially those im agricultural is-
triets, it ix almost impossible to close the stores
every cvening. On Saturday evenings, in par-
ticular, the farmers and miners come into town
in great numbers. They are at leisure, they have
time and money both to speud, and the merchant
who makes themn the best offer is the one who is
going to be patronized. By ‘'‘the best offer’’ is
not necessarily meant the lowest price—but the
merchandise whieh will afford the greatest all
around satisfaction.

In order to cormer this valuable trade Lairs.
Charleston, Mo., recently lLad some hand bills
printed and put in every vehiele that came to town
during the week:

MEET ME AT LAIRS
Saturday Night
7:00 o‘clock

SPECIAL AFTER SUPPER ATTRIACTIONS

Everyvhody seems to come to Charleston on
Saturday night, hence we have prepared «
store program for Saturday evening which we
know will he profiitable to all who attend, and
interesting as well.

The prices named on these mnsical instru-
ments will hold good for Saturday evening
only-—from 7:00 to 11:00 o'clock.

There will be plenty of GOOD SEATS, ICE
WATER, MUSIC and MERCHANDISE, f1om
start to finish.

| Meet your friends here after the first show
if not before.

Take your time to see and hear demon-
strated all grades of our TALKING MA-
CHINES and RECORDS.

You will not be urged to buy—BUT YOU
WILL BUY.

Don’'t Forget the Date.

LAIRS

The concert was held in the main salesroom, an
abundance of eamp chairs being in readiness so
that theve were seats for all comers. There weve
really two concerts instead of one. the first lasting
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from 7:3) to 5:30, and the second from 9:30 to
10:30 (to catch the crowd who streamed out of
the movie theatres at nine o’clock). Fach con-
cert was divided into two parts, one heing devoted
to popular, and the other to classical musie, so
as to suit all tastes. Set about the room were
a number of talking machines aud betweeun the
formal concerts—for which printed programs were
given—the salesmen demounstrated the different
instruments, and played any of the records the
crowds desired to hear.

They arranged fascinating window to call
special attention to their cvening sale and con
cert. Cardboard cuts of the leading singers and
instrumentalists are easy to obtain, bLeing sent
by the record manufacturers on request. Placed
on a table, tilted at such an angle that it could
be easily read from the outside, was the program
for the evening concert. From each name on the
program there extended a narrow red ribbon to a
cut-out of that artist fastened to the wall or
placed on an easel, while at the ba-e of the table
wis a card: ‘‘Note the galaxy of star: we have
assembled for yvour eveming's entertainment.’!

FUND TO BUY TALKING MACHINE

Kentucky Newspaper Starts Fund to Furnish
Tuberculosis Patients with Music.

’abpucaH, Ky, September 30.—A movenient has
been started in this eity by The Sun to aid in
the fight against the wlrite plague which lias
stricken  retmined soldiers, sailors and marines.
In the fight against tubereulosis the wental atti-
tude of the patient is ot primne importance and
music has been one of the essential factors in
helpiug to keep up personal courage. Realizing
this, a fund has been started to purchase talking
machines wd records, kuown as the Ex-Serviee
Men's Phonograph Iund.  One -hundred citizens
have been called upon to contribute ome dollar
cach to make up the fund and give the men a
machine on which they can enjoy the latest musie.
This fund is being rapidly subseribed and in a
short time the boys who have become victims of
tuberculosis while in their country’s service will
I e helped and cheered an tkeir way to Lealth.

CABINET CONCERN INCORPORATED

The Badger C(ahinet Co., Plyvmouth, Wis., has
been incorporated to manufacture woodenware,
household furniture and cabinets for musical in-
struments.  The eapital of the new concern is
$100,000 and the iuncovporators are .J. E. Curtiss,
G. W. Brickbauer and A. B. Elmer.
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| Represents BEAUTY and TONE Combined

| 2“VICSONIA

Designed to PERFECTLY play Edison Disc Records on “Victrolas™ or “Crafonolas.”
attach=—slips on—a child can do it. The Vicsonia is recognized as the BEST reproducer for its

particular purpose.  ORDER NOW.

(MODEL A)

ATTENTION!!!

Model B Vicsonia now ready. Plays all hill and dale records—Pathe, Edison, OkeH,. Lyric, Aeolian, Vocalion, etc.
A sample reproducer Model A or B will be sent on receipt of $4.50 Retail price $7.50.

VICSONIA MFG. CO,, Inc.,, =

ol

e

? Reproducer

Easy to

313 E. 134th St., New York, N. Y.
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= | FURRITURE COMPARY |

1420 CARROLL AVENVUE

CHICAGO, ILLINOIS

ESTABLISHED 1885,

THE ORIGINAL
CONSOLE PHONOGRAPH

WlNDSQR dealers are not offering imitations of
the original Console Phonogiaph.

The U. S. Bureau of Patents, after careful investi-
gation, decided that the Windsor was the original
Console Phonograph and awarded it Patent No.
1,279,743.

The Windsor is a Phonograph De Luxe built by

experts for people of discriminating taste who desire an

instrument of qualily and not a mere talking machine.

Write for our new catalogue.

The Windsor Furniture Company
1420 CARROLL AVE. CHICAGO, ILL.

LIST OF THE WINDSOR PHONOGRAPH CABINET PATENTS
48122 50478 50481 50484
49654 50479 50482 129743
49655 50480 50483
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of this aria.
Columbia 49557.

Rosa Ponselle in “0 Patria Mia” from
“Aida” gives the soul as well as the sound
Be sure to order a big supply.

. Columbia Graphophone Co.

NEW YORK

THREE PRACTICAL SALES IDEAS

Put Forth by Peptimist, Published by the Colum-
bia Co.—Worth Reading and Applying.

1. This Idea Makes Sales.—Here's a good omne.
Give it to your small dealers. The incident comes
from a jeweler who had his Grafonola department
in the rear of his store. A customer entered to
buy a collar-button. Asked if he wished to buy
anythiug clse he vreplied, ‘‘Not to-day,’”’ and
started for the door. At that moment a record
was started on the Grafonola at the vrear of the
store. The customer turued baek, was interested,
and bonght a complete Grafounola and record outfit.
That dealer tells us by keeping records ‘‘going’’
he has sold any number of people wlho have only
come in for small articles of jewelry.

II. This Idea Makes ’Em Quick.—Orie handi
cap in a small Grafonola shop is the length of
time it sometimes takes for a customer to buy
a record. They often listen to a record two or
three times to ‘‘get the words.”” Overcome this
difficulty by purchasing the shect music of pop-
ular numbers cach month and hand a copy to
customer while records are being played. This
Lielps sales, and helps make them quickly.

III. This Idea Makes More of 'Em.—Keep a
record of the individual selections purchased by
customers. As each new Supplement appears
write a personal letter to customers mentioning

certain new record which is along the lines

W

of the ones recently purchased by them, which
you are sure they will enjoy. This idea cau also
be applied to moving overstock records.

HANS KRONOLD RECORDS FOR PATHE

Widely Known ’Cellist Signs Three Years’ Con-
tract to Make Records for Pathé Fréres Phono-
graph Co—Announce Four Initial Recordings

An interesting announcement ecmmauates from
P’athe headquarters, Brooklyn, N. Y., to the ef-
fect that Flans Krouold, the celebrated concert
‘cellist, has recently signed a three years’ con
tract with tiié Pathé Fréres Phonograph Co., b;
which he will record exclusively for them. e
has recently made four excellent records, ‘*Ber
ceuse’’ from Godard’s Jocelyn, the orthodox
version of Kol Nidrei, the Hebrew song ‘‘El
Eli,”’ and ‘‘lIrish Airs,’’ the latter arranged by
Mr. Kronold himself.

Among the recent visitors to Pathé headquar-
ters in DBrooklyn was A. B. Stode, manager for
Wm. Volker, Pathé distrvibutors of Houston,
Texas; the general manager of John A. Futeh
& Co., Pathé distributors of Jacksouville, Fla.,
and W. O. Aiuslee, of Hallet & Davis, Pathé dis
tributors of Boston, Mass.

Charles H. Long has opened a new talking
machiu¢ store in the rooms over Balmut’s Shoe
Store on South Main street, Winchester, Xy. It
is attractively arranged and decorated.

EXECUTIVE OFFICES, 1
FINISHING and
RECORDING

H. J. SMITH LABORATORIES'

Jewel Manufacturer

| 833 Broad Street

LABORATORY JEWELS |

SAWING ' )
GRINDING
ROUGHING
ROLLING and
EXPERIMENTAL
LABORATORY |

. 54/, Franklin St.

Manufacturer of
Phonograph Diamond and Sapphire Reproducing Points—Recording Labor-
atory Jewels—Rough Diamond—Diamond Powder—Experimental Work.
Jewels manufactured for all talking machine records. Consulting Specialist
on all experiments relating to any new recording grooves. Recording
problems satisfactorily worked out.

Plant No. 1

Telephone 2896 Market

NEWARK, N. J.

Plant No. 2

NEWARK, N. J.

NEW BUILDING FOR C. H. RANDOLPH

Cleveland Bush & Lane Representative Erecting
New Two-story Building

Pl

CLEVELAND, O., October 6.—C. il. Randolph,
proprietor of Randolph’s House of Good Music,
is building a two-story buildiug, 44x110 feet,
adjoining his present loecation at 1010 St. Claire
avenue, N. E., to which he will move his business

‘as soon as it is completed. The building is

splendidly designed and will be beautifully deco-
rated. The basement will he used for storage
purposes, the first floor for talking machines and
rcecords and the second fleor for piamos. M.
Randqlph handles the Bush & Lane line of pianos
and players and the Pathé, Columbia and Bush
& Lane phonographs.

SPECIAL VICTOR CO. DIVIDEND

The Vietor Talkiug Machine Co. last month
declared a special dividend of 15 per cent. on
the common stock, in addition to the regular
quarterly dividend of *5 per cent. The usual
quarterly dividend of $1.75 on the preferred
stock was also declared. All are payable Oec-
tober 15 to stockholders of record.

NEW AUTOMOBILE TO HELP TRADE

BENSON, NEB. October 2—C. O. Hurd &
Sons, Pathé dealers of this eity, have just added
to their Pathé department a new automobile
for use in serving their Pathé patrons, as well
as for solicitiug new Dbusiness in the rural dis-
tricts. Mr. Hiteheock, well-known in this eity,
will take charge of the department and outside
work. C. O. Hurd & Sons anticipate a very
large and substautial fall machine and record
business, and are well prepared to take care of
all of it.

LUDDEN & BATES HANDLE COLUMBIA

Ludden & Bates, who conduct ome of the
largest aud most popular music houses in At-
lanta, Ga., and who have long represented the
Chickeriug piane, have now taken ou the agenecy
for the Columbia Grafomola, which will be sold
in a new department on the first floor at 18 North
Pryor street.

ECALCOMANIA

Name Plates for Talking
Machines, Pianos, etc.

High Class T’V-orkm:.nship

Write us for further information

National Decalcomania Co.
220-230 N. 60th St., Philadelphia, Pa.

—— et
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YOU DEALERS

Who are looking for
Something Better

A real Quality Phonograph built up to
a standard —Not down to a price.

In the long run you cannot afford to
sell anything but the Best. It is the only
road to permanent profits and success.

The Stradivara embodies—seven-eighth
inch case stock — selected veneers —
faultless finish—exquisite designs—posi-
tive automatic stop — supersensitive
soundbox and tone arm —trouble proof
quality motors—spruce sounding board
— tone that has made the Stradivara
world famous.

Stradivara dealers are the most enthusi-
astic family of satisfied and profit-taking
men in the retail trade today. You be-
long with us if you are looking for
something better.

A complete line — liberal discounts —
advertising service.

Write Today — It Will Pay You

The Compton-Price Co.
Coshocton, Ohio

o —————
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IMPORTANCE OF THE DIAPHRAGM

Most Trouble in Connection With Accurate Re-
production Lies in the Diaphragm, According
to N. A. Kurman—Some Interesting Thoughts
in This Connection Presented

New York City, September 28, 1919,
Editor, Talking Machine World,

Dear Sir—In your August issue there is au
excellent article by Mr. Mapes upon the relative
value of the needle to the prohlem of humanizing
the talking machine. I hardly care to take issue
with Mr. Mapes upon the importance of proper
ueedle selectiou, vet I feel that he throws the
burden of many mechanical sins upon the lowly
<tylus, whose sole mission in its short life is but
to humbly follow in the musical tracks that were
made by others.

The modern talking machine represents the
combined efforts of many brainy men and shares
with the motion picture the glory of beiug omne
of the most powerful faetors in addiug to the
sum of human happiness. Perfeet as it is today,
yet we strive and will continue to strive for even
bhetter reproduction, purer tone and the elimina-
tion of those qualities we consider objectionable.

To my mind the seat of most trouble in con-
nection with accurate reproduction lies in the
diaphragm. It is certainly true that at the
present stage of the art there is nothing like
mica. No other material possesses the resonance,
the lightness and the resilience. But mica varies,
it develops inequalities, it is mechanically deli-
cate, it does not readily lend itself to research
upon the correct shape of thickness graduation.

Theoretically, all any diaphragm does is cou-
vert, by causing a series of compressions and
decompressions, the mechanical vibrations of the
stylus to air waves. Practically, the diaphragm
superimposes upon these air waves its owu in-
herent resonant qualities, with the familiar re-
sultants, tone modifications and false harmonics.
This accounts fer the tonal differences between
mica, aluminum, fibre and other materials. Then,
again, like the waves that radiate from the spot
where a stone has hit water, the mechanical vi-
brations set up at the center of any flat dia-
phragm tend to radiate in cireles to the edge.
This has been recognized by many inventors who
have endeavored to do away with this objectiou-
able feature by one method or another, mostly
by making rings or fluting. iu metal diaphragms
to break the radial passage of these waves.

I have gone to some trouble to determine that
while in themselves these circular radiations are
comparatively unimportant in the transmission of
tones of ordinary magnitude, yet they destroy to
a great extent the more delicate over-tones on
which we depend for musical quality and tonal
recognizability.

The natural periodicity, or poiut of resonanee
of any diaphragh, depends upon its structure,

size and thickness, the usual point being about -

900 cyeles per second, which is well within the
range of those frequencies used voeally. It is
readily seen, therefore, that when a note that is
approximately of the same resonance point as a
diaphragm is thrown mechauically on that dia
phragm there is undue distortion aud our old
enemy, General Blast, shrieks his contempt of
our efforts aud spoils another sale.

The ideal diaphragm must be one that has a
point of resonance above that of voeal and in-
strumental vibrations. It must possess the nee-
essary resilience to transform the delicate over-
tones without distortion, at the same time stiff
enough to carry the loudest tomes without over-
vibration—one that will never vary, but stand
like Gibraltar, a musical rock upon which we
can base our artistic and financial hopes. Thank-
ing you for your courtesy, :

Very truly yours, Nathan A. Kurman.

The May Co., Cleveland, O., has been re-
modeling its talking machine department in
preparation for expeeted inereased business next
«eason

sy

- Buy DIRECT .
FROM MANUFACTURER
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SHORTAGE FELT IN OWENSBORO *

Dealers Lament Inability to Secure More Goods
—Great Demand for Machines and Records—
Dealers Plan Numerous Edison Tone Tests

OWENSBORO, Ky., October 2.—The demand
for talking machines and records in this section of
the South continues stronger than ever and
dealers who could make many sales if they could
receive their shipments from the factories are
hoping for better times in the matter of pro-
duction. Vietor and Edison dealers especially
complain of a shortage of stock and the Septem-
ber records were disposed of almost as soon as
they arrived.

The Geo. H. Cox Co. handles the agency ex-
clusively for the Edison phomograph while the
George Steitler and the R. C. Hardwick jewely
stores are the agents for the Vietor line. The
Samuel Bittel Music Co. sells the Pathé and Co-
lumbia, R. 8. Thornberry the Brunswick, aud

pJagoe’s Book Store the Wilson and Columbia.
This euterprising list of dealers have boomed
the trade of all lines of machines to the point
where they are forced to decrease their efforts
ou aceouut of slhiortage of stock to sell.

Records are in special demand because there ure
a number of musical collectors in this city who
pride themselves on their fine library of records.
This has brought about a large demaund for the
¢lassical music as well as the popular song hits.
During the holiday season there will be several
Edison tone tests held here if sufficient stock
can be obtained to warrant it. Red Seal records
are selling fast since the recent reduction.

Dealers say that many sales are being made
to farmers, who owing to iuereased prosperity
are eager to provide their homes with musie.

The Phouograph Motors Corp., Chicago, IU.,
has been iucorporated with a capital of $200,000.
The incorporators are Jay M. Johnson, A. Foss
and Ernest E. Meyer.

Established
1831

Ideally Equipped for

604 Wood St.

Efficient Service to
the Victor Dealer

Mellor’s,whose Victor Whole-
sale Warerooms are here il-
lustrated, would appreciate
the opportunity of demonstra-
ting to you their prompt and
efficient service.

Victor Wholesalers

OFFICE

604 Wood St.
PITTSBURGH

ittsburgh
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A well-known talking machiue dealer was ob-
served recently cheeking up carefully a new ship-
ment of badly needed records and with the as-
sistance of a clerk going carefully over a special
card file and addressing posteards to u selected
group of customers. Upon inquiry the dealer
did not hesitatc to tell the reason for his
activity and therein was offered a hint to somc
other retailers who inay desive to hold trade,
even though they may not be able to wmeet all
demands.

‘“The reeord seaveity that has prevailed for a
couple of ycars has taught me a nmnber of new
lessons in merchandising,’”’ said the ecaler.
‘“When the shortage first began to make itself
felt I was content to explain to prospeetive cus-
tomers that I did not have the desired records
in stock, but would endeavor to get them for
them and then proceed to try and sell some other
records that I did not have on the shelvex. [ felt,
however, that the majority of them were custo
mers who were inelined to shop about in an en
deavor to get desired records rather than wait for
me to obtain them and a econiparatively swnall
number of them could be indnced to buy other
records for which they had not ingmired.

‘¢ After thinking the wmatter over carefully I
came to the conclusion that the situation afforded
an excellent opportunity for a possible follow-np
and have adopted a system whereby the nawme
and address of every ingnirer for a recowd which
I canuot supply is rccorded. With our vegular
customers this is a comparatively simple matter
and it is unot diffienlt in one way or another to
get the name and address of the trausients if
ouly on the appeal that I desire to send them

rofitable Move to Make the
Records an Excuse for Special Service

Shortage in

some special literatnre in the future. I estab-
lished a card file on the following system: When
the first call came in for a record of a popular
number which we had not yet received, or of
whieh we were sold ont, a card was made out
for that record and on this card was written
the naine and address of all subsegnent custo-
wers who inqnired for that record and went out
wusatisfied. Naturally the file becanie gnite well
filled. As each new sct of records were received
from the factory the eards were taken from the
file and all those who had previously inquired

SALTEAERTIIEIII RIS TOCTECTRSTITEEERRTERIIIOININ S

Special Service Never
Fails to Make Friends
for a House.

[T
LTI

S i

for the record received a posteard from us an-
uouncing that a supply had been received and
that one was being reserved for them, and that
we also had a uumber of new records that might
prove interesting, several of the new numbers
heing listed on the ecard.

] am frank to say that the majority ot those
to whow we lhad sent posteards had already par
chased the desived records somewhere eclse, bnt
the serviee implied by the sending of the card
proved au immediate hit and I was snrprised to
scc the number of people who took occasion to
drop in and express their appreciation of my

e daoak

conrtesy in advising them of the rceeipt of the
records and reserving one for them. The reserva-
tion, of conrse, was a matter of form. I pnt half
a dozen or a dozen records to one side for a week
or teu days in case some ot the customers called
my blnff and then fonnd no difficulty in disposing
of them to other visitors. The number of those
who came iu to thank wme for my attention and
who rewmained to buy records from the new or
old lists more than repaid me for any trouble

taken to keep them in mind of my store and to

show them that I had kept thenr in mind.

“¢This inquiry follow-up system is uow a regu-
lar part of the establishment. It may be that in
the near futuve the record situation will change
so that all inquiries for records can be answered
with the delivery of the goods, bnt nntil sueh
time T am adding materially to my mailing list
and am building up friends who arc going to
prove a distinet asset in the tnture. Iu faet,
they have already proved assets in holding the
trade that I have already establisheil. Any bnyer
naturaily likes to feel that he is considered worthy
of special attention and is ahvays impressed by
such attention. A man or woman may come into
a store for w rceord, go out without it and forget
the incident. To receive three weeks or a month
later a posteard indicating that their request has
been made a matter of record aud is still in the
dealer’s mind uwatnrvally flatters them whether or
not they may want a record at that time.

““The talking machine bnsiness is in a large
sense a matter of service and I find this little
idea of special service proving onc of the best
innovations | have ever introduted.’’

lateral record in the world

The latest, most intelligently constructed

Lateral

made by

is manufactured for

the discriminating—for

those who appreciate

and cherish the fine

and beautifui things of
life.

S
)

/E%—%QQ%VERY LIBERTY RECORD IS A
L‘% Masterpiece!
@
)

Liberty Record is the result of infinite

The superiornity of the

Phonograph Record

THE LIBERTY PHONOGRAPH CO.

DISTRIBUTORS—WRITE

without a machine tied to it

The only true lateral record on the market

pains. It is produced because of our
belief that the vast majority of music lovers desire
the best that human minds and hands can pro-

duce.

This 1s not a record for people who like the
cheap, tawdry, the commonplace—but is for those
who appreciate and cherish the fine and beautiful
things in life.

We solicit inquiries from Distributors.
prompt action.

We urge
Your plans should be made at
least six months in advance if you wish to handle
this new Lateral Record.

The Liberty Phonograph Co.

Executive Offices: 1836 EUCLID AVE, CLEVELAND, O,

Laboratories: 16-18 West 39th St., New York
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Records don’t wear out, they scratch out!

A needle which does
not fit the groove
scratches down the
sound engravings until
the groove looks like
an old worn down
road, with nothing but
tracks and ruts.

Torringtons don’t
scratch because they
fit the groove per-
fectly.

They are worth more be-
cause they do more. And
needles that do more must
make you more money.

Needle profits don’t stop
with your direct gain on the
sale of needles; they begin
when they assist you in sell-
ing records.

There’s bigger profits for
you when a superior product
reaches your customer
through you.

TRADE MARK

Uniform Needles

The above is a photograph
of a Torrington UNIFORM
needle placed in a record
groove (cross section) both
enlarged 100 diameters.

A}
Note how perfectly it fits
the record groove.

UNIFORM in point
— length
— finish
— and quality
— of steel

W hat happens

when a sharp needle point, only
1/36000 of a square inch, weighing
exactly one-quarter of a pound, bears
down on the record?

The ordinary sharp point needle.
with this weight, the equivalent of
9000 pounds per square inch, must dig
into the groove and wear an indenta-
tion, or track, each time it is used.

It cannot fail to do otherwise as the
surface of the groove is but 1/75 of
an inch thick.

The figures are Mr. J. B. Taylor’s,
General Electric Co., Sclienectady.

Tracks and indentations, which pro-
duce scratch, keep forming so long
as you continue to use the ordinary
sharp point needle.

But while your records are becoming
scratched in your store you are mak-
ing money on their sale.

Your customer, however, buys records
solely for pleasure, and your cus-
tomer takes pleasure out of his talk-
ing machine outlay until his records
begin to scratch. Then good-bye
pleasure—and good-bye customer.

Did you ever hear a customer say
he was tired of his machine? Of
course, you did.

But it’s a misapplied expression.
Actually he was tired of the scratch.
His musical longing is still just as
pronounced. His desire for music is
by no means satiated.

Keep your customers by keeping
their records free from scratch. And
you keep records free from scratch
when ydu use a needle that has not
a sharp point. Torringtons are the
only needles made with a nicely
rounded point, and are the only
needles that fit the groove perfectly
and bring out the complete definition
of the record. Anything will wear
out with use—Torringtons prevent
records from scratching out

The suggestion in Plan K will make
money for you. Will you write to-
day for a copy’

Don't put it off until to-merrow, your

+ record business is too important

7z

President:

7

Conpon & Co., Inc., Svle Agents

Fifth Avenue Building, New York City

Uniform Needle

S
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VITANOLA POPULARITY IN EAST

National Advertising Booms Sales of Vitanola
Line and Inspires Dealers With Confidence—
M. M. Roemer Sales Corp., New York Agents

The M. M. Roemer Sales Corp., distribntors of
Vitanola talking machines, are now established in
their temporary headquarters at 400 West 23rd
street, New York City. In spite of the fact that
these temporary quarters are somewhat ontside
the acknowledged wholesale talking machine dis-
triect in New York City, their out-of-the-way loca-
tion does not seem to be a detriment to their doing
bnsiness. In discussing the matter with The
World recently, M. M. Roemer, president of the
eompany, said in part:

:It would seem that we are more or less in an
out-of-the-way place and that it would be a hard
proposition to have dealers in various sections of
New York call upon ns. We have found it, how-
ever, the direct opposite. Talking machine mer-
chants from every part of New Jersey, Manhattan,
Bronx and Brooklyn have been coming in.

¢ Byusiness has never been better than it is right
now and it is only a question of a very short time
when we will have to stop soliciting new accounts.
We have to date opened accounts with some of the
finest class of merchants in this territory and I
can say without exaggeration that the dealers
have been pleased with the Vitanola product and
they all predict that it will be a valuable adjunct
to whatever lines they are at presemt carrying.

“‘I will say,’’ continued Mr. Roemer, ‘‘that the
extensive advertisiug now being carried on by
the Vitanola is a big help in deing this large
amount of business, bnt more than ail the other
aids to the selling of the Vitamola talking ma-
chine is the fact that the Vitanola itself is dis-
tinctive. The dealer wants an instrument that
he can handle and know that when he sells it he
can be sure of the fact that there will be no come-
back. He satisfies himself and his customer and
the advertising dome in sueh publications as Lit-
erary Digest, Collier’s, Saturday Eveniug Post,
backed np by the campaigu also being taken care
of in the New York Times, tends to bring the
customer into the store for a Vitamola, This in
strument sells itself and for the time being we
are making prompt deliveries which we trust we
will be able to continme for the halance of the

veur. '’

NEW CABINETS FOR PATHE MACHINE

A. I'. Emersou, purchasing agent of the Pathe
Phonograph Co., recently visited Grand Rapids,
Mieh., in the interests of the new cabinets which
it is said the Pathe Co. is planning to bring out.
These cabinets represent an entirely new idea in
construction and a large contract is expeeted to
be given to a Grand Rapids comcern.

The early bird would go breakfastless regu-
Luly if it weren’t for the earlier worm.

THE TALKING MACHINE WORLD
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SALESMEN ARE CRANKS ON TONE

They have tried every needle on the market—but
now they are perfectly happy with the perfect needle.

THE DE LUXE STYLUS

It plays 100 to 300 Records

They are enthusiastic about it because it does
not scratch or hiss.
It brings out the perfect tone.

Used once always enjoyed.

You can’t afford to be without The DE LUXE

The Duo-Tone Co.

Manufacturers of Talking Machine Needles
ANSONIA, CONN.

Three for 30 Cents

LTy

TRADE ACTIVITY AT PROVIDENCE

Dealers Feeling Fall Rush and Making Prepara-
tions 'for Increased Business—Veale Joins
Kennedy & McKay Furniture Co.

ProvIDENCE, R. I., October 4—The fall rush is
already being felt in this city and talking ma-
chine dealers are recdoubling their efforts to secure
large stocks of machines and records. A genmeral
spirit of optimism prevails and many firms are
expanding and increasing their sales forces. The
Tildeu-Thurber Corp. is planning to double the
size of its talkiug wmaechine department, owing to
the inecreased business in Vietor, Aeolian and
Brunswick lines.

William Veale, who for several years was a
traveler for the Eastern Talking DMachine Co.,
and at one time manager of the talking machine
department of the Outlet Co., has been added to
the force of the Kennedy & McKay Furniture
Co., which is entering the trade more actively
than ever before. Additional booths are being
installed and the whole department transferred
to the second floor.

The Edison Club established by the J. A. Fos-
ter Co. is proving very popular and the results
have been beyond expectations. This is the first
time an Edison Club has been tried out here and
its success is gratifying. Representatives of the
Meiklejohn Co., Edison and Starr dealers recently
gave an Edison recital at the South Seekank,

Mass., Grange, at which many new prospects were
secured, H. W. Fildes, formerly with the Vocalion
Co. here and later manager of the Tilden-Thurber
piano department, has joined the sales force of
the Meiklejohn Co.

A SUGGESTION FOR WINTER DAYS

The weather man has predicted a long winter
ahead of us and the C. J. Schmidt Piano Co.,
Tiffin, O., makes the following suggestion to pros-
peets: ‘“Pick out your machine to-day and we
will put it away for you, to be delivered whenever
you are ready. Then when winter winds begin
to blow and you want to be amused in yonr own
warm home you will not suffer the keen disap-
pointment of not being able to secure the type
you want, at the time you want if."’ Thisg is
seasonable advice.

Hartman’s, St. Joseph, Mich., recently put over
some large sales by taking advantage of race
week in that city. Among the devotees of the
race track were many music lovers who were
reached by the clever publicity of this progres-
sive mnsic house

During the Blue Grass Fair in Lexington, Ky.,
the E. C. Christian Mnsie Co. made a special drive
among the many visitors to that city and many
sales were made at the warerooms at 205-207
East Maiu street.

C. W, halder, Grand Rapids

W. A. Carter, Chicago

Public approval of the album has resulted in a tremendous demand for the
completed selling proposition—phonograph and record albums combined.

The largest talking machine manufacturers have recognized this by
equipping their most expensive models with handsome albums—most
of them using the Peerless.

Have you ever stopped to think what a beautiful and exclusive
Peerless Album would do towards putting your machine in the
supremacy class?

Let us furnish samples and quote you prices—rtoday.

Peerless Album Company

PHIL RAVIS. President

43-49 Bleecker Street
NEW YORK

Teylor C. White, Portland, Ore.

L. W. Hough, Boston
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A View of the Assembling Dept.
of the Krasberg Plant

New Standard Krasberg Motor No. 2 A

The Krasberg Motor

Quality with Quantity Production

Krasberg’'s New Standard motors operate as noise-
lessly as it is mechanically possible to make them.
Proper design, accurate workmanship and rigid in-
spection—each contributes its share toward the crea-
tion of a line of phonograph motors which have made
the trademark KRASCO the synonym for quality
and leadership. Silent power—abundant, efficient,
always under control—is Krasberg’s contribution to
the phonographic world.

Quantity production is now in full blast at Kras-
berg’s. With twenty-five years of manufacturing ex-
perience behind it and a new plant under construc-
tion adding 130,000 additional square feet of floor
space, users of Krasberg motors are assured not only
of quality but quantity production. See that your
machines are KRASCO equipped.

Krasberg Engineering &,
Manufacturing Corporation
536 Lake ShoreDrtve Ghim&olllh\m's US.A.

23
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Edison Message No. 48

Theodore Roosevelt once said that
every man owes some of his time to the
upbuilding of the profession to which he
belongs.

The dealer in Edison Phonographs

1S something more than a mere merchant.
He 1s engaged in selling a musical instru-
ment which has practically no limitations
as a means of developing musical culture.
The Edison dealer belongs to the “pro-
fession of music.”

What are you doing for the up-
building of your profession? A deter-
mination to sell the Official Laboratory
Model is a determination to upbuild the
profession of music.

THOMAS A. EDISON, Inc.

ORANGE, N. J.

— s
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A most complete and thorough investigation of
the retail talking machine trade ,or at least the
most complete ever published for the purpose of
trying out just what practice proves strongest in
the selling of machines and records, what class
of people do most of the buying, types of machines
most in demand, etc., has just been completed
by the Sonora Phonograph Sales Co., and the
Crowell Publishing Co. The results of the inves-
tigation, which are generously offered to the
trade as a whole through the medinm of The Talk
ing Machine World, are deeply interesting and
afford an execllent guide for the man who ix
about to enter the field, or who, being in the field,
has not been able to gauge conditions sufficiently
well to win a suitable measure of success.

The investigations e¢ondueted by the Sonora
Co. covered twenty-eight States in practically all
sections of the country, with the larger cities,
snch as New York, Boston, Chicago, Indianapolis,
Philadelphia, Cleveland, Portland, Ore.; Seattle,
Sant Francisco, ete., all being considered. Then
too, the sitmation in the smaller cities, such as
Lowell and Pittsfield, Mass.; New Rochelle and
Portchester, N. Y.; Paterson, N. J., and Shamokin,
Pa., also received carefnl attention. The investi-
gation was conducted along a defiinite line and
the questions confined to nine distinet groups,
covering practieally every phase of the retail
business. The questions and answers, which are
offered complete herewith, afford a treatise that
should prove of inestimable benefit to talking ma-
chine retailers and their salesmen generally for
the information, based upon actual faets, serves
to discount many of the_pet theories.

The questions and answers thereto, as collated
by the investigators, were:

1. What brands of phonographs does yonr store

carry? (Replies from 14N stores.)

Aeolian Mandel Ideal
Ampliphone Meteor Independent
Artiste Pathe Kimball
Brunswick Peerless Stodart
Cheney Polliphone Tnlotone
Cleartone Rishell Vietor
Columbia Sonora Vitanola
Crescent Steger Widdecomnb
Culptone Edison World
Lineoln Hunmophone

2. What percentage of yonr total sales of phon-
ographs are made to men alone? To women alonc?

Those Who Buy Talking Machines and Rec-
ords—and Why—An Analysis of the Field

[
%

To men and women together?
stores.
Average percentages for ull stores:

(Replies from 136

Sales to men.... . L2044
Sales to women........... .42.54
Sales to men aud women. N

Sales to men:
44 stores said 10% or less
55 stores said 10 to 20%
33 stores said 20 to 30%
11 stores said 30 to 50¢
3 stores said over 50%
Sales to women:
4 stores said 10% o1 less
17 stores said 10 to 20% (inel.
29 stores said 20 to 30%
55 stores said 30 to 30%
31 stores said over 50%
Sales to men and women together:
15 stores said 10% or less
27 stores said 10 to 20% (inel.
23 stores said 20 to 30%
43 stores said 30 to 509
26 stores said over 50%
3. Is the first inspection made more often hy
men or women?
7 stores said ‘‘Men’’ (4.7%)
135 stores said ‘‘Women’’ (91.2%)
6 stores said ‘‘50-50°’ (4.1%%)
+. Do men or women show the greater knowl-
edge of musiecal iustruments?
66 stores said ‘‘men’’ (46.8%)
60 stores said ‘fwomen’’ (42.6%)
15 stores said ‘‘about equal’’ (10.6%)
5. Approximately what per cent. do the follow-
ing influence.the sale of phonographs (men and

(inel.

women):

(Average of percentages given)
Well-known brand ... ... 41.1%
Quality of tone.... -r31.1%
Exterior design and finish. e 18.1¢4
Mechanical improvements 9.7%

6. Are men or women morc impressed by:
(a) Well-known brands?
50.6% of the stores said ‘‘men’’
49.49% of the stores said ‘‘women’
(b) Quslity of tone?
44.5% of the stores said ‘‘men”’
55.5% of the stores said ‘‘women’’
(e) Appearance?
9% of the stores said ‘‘men?”’

91c of the stores said ‘‘women
() Mechanical improvements!

94% of the stores said ‘‘men

6% of the stores said *‘women:

Who Makes the Final Decision
7. Who makes the final decision to Lny—the
man or the women when both are in the store
together? (Answered by 132 stores.)
102 stores answered *‘women’'® (77.3%
30 stores answered *‘men'c (22.7%

Comments by stores answering:
““The man buys what the woman likes.
‘‘The man says ‘go ahead and get it if von
want it.’ 7’
‘“The man pnts it up to the woman.’’
‘‘As a rule the man considers the woman’s
choice—I think the woman dominates.’’
“‘The man eloses the final deeision, thongh
of course, influeneed by woman.’’
‘“The man gives final O. K. on account of
price feature.’’
‘“Money involved makes man give final de
cision,’’
8. What sales arguments are used with oreat-
ast effect for men awd women?

Arguments Used for Men

(Nnmber of stores mentioning each

Tone Quality ... SR 31
Mechanism 39
Brand ... 12
Price ... 211
Quality ... -7
Design e 18
Durability . 3
Provide music for the home. 5
Relaxation from business.. 2
Victrola for Vietor records... g
Guarantee ... a2
Naturalness of Tone 1
Power of Tone... . 1
Easy payments ... -
To please their wives. v 1
Versatility ... .. 1
Service .. . ~ 3
Ability te play all makes of records... 1
Repntation of store.... .3
Size .. - L1

(Continued on Page 26)

DITSON
VICTOR
SERVICE

OLIVER DITSON CO. -

BOSTON

VICTOR GOODS ARE COMING
ALONG FASTER, THE FACTORY
IS CATCHING UPWITH ORDERS

—STEADILY AND SURELY.

This 1s the time when service counts most
in taking advantage of conditions.
Ditson Service has been tried and proven.

CHAS. H. DITSON & CQG.

FOR NEW
ENGLAND
DEALERS

NEW YORK
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WHO BUYS TALKERS AND RECORDS

(Continued from Page 25)

Arguments for Women

(Number of stores mentioning each)
Beauty of design....... -, e 60
Tone quality .—.- .6
Brand 1
Mechanical features
Pleasure in the home.
Service e T
Education
What their neighbors have.
Entertainment of friends....
Danpeing ... JESe——
Easy payments . .
Expression of toune...
Prestige ...

Quality
Note—Tone demonstration and playing the
right record is the important sales argument for
hioth men and women.
9. How do customers become interested in your

T WY 1Y W

O = ke 1D

makes of phonograph? Percentages of customers
interested in the following ways:
(Average of all stores)
15.6% by window display
26.1% by advertising of store
20.7% by magazine advertising of mau
ufacturer
11.6 by newspaper advertising of man-
ufacturer
26.0¢t by recommendation of friends
Other ways:
*“By personal touch of salesmen.’’
‘‘By outside salesmen.’’
Comments:
‘A great deal to magazine advertising of
manufacturer.’’
**Our experience is that women read national
advertising—men local advertising.’’
-*Magazine advertising of manufacturer a
great medium.’’
Several New York stores comimented on the
value of advertising in women’s magazines
in interesting their customers.

smoothly.

movement.

CASTERS.

TN ) e SRS R ey o e

5.
g

Full Size —C.6%

TLESS

PIVOT BEARING

CASTERS

Casters that roll easily across the floor—and
No chatter——no unsteadiness.

Simple construction—no complicated parts to
get out of order, nothing to retard easy
Stroug—plenty of metal n
required places to resist strains.

Silent—neat appearing—a real necessity to

YOUR talking machine, these FAULTLESS

Made with leather, fibre, felt, steel
and lignum-vitae wheels. A word
from you puts all our caster
experience at your service and
brings you a copy of Faultless

Catalog “G”.

CASTER COMPANY

EVANSVILLE, INDIANA

“Move the FAULTLESS Way"”

Geo. Mittleman, 487 Broadway, N. Y.

e

FAULTLESS

Eastern Sales Office:

ILSLEY’S GR/APHITE PHONO

SPRING LUBRICANT

l[s'lcy_'s Lubricact makes !hc Molor make uood

15 prepared in the proper consistency. will-not run out, dry up, or
become sticky or rancid. Remains in i's original form indefinitely

Putupin 1,5, 10, 25 and 50-pound cans for dealers.

This lubricant is also put up in 4-ounce cans to retail at 25 cents
each under the trade name of -

EUREKA NOISELESS TALKING
2~ AR 2R MACHINE LUBRICAN1
Whrite for special propositiaon to jobbers.

ILSLEY-DOUBLEDAY & CO., 229-231 Front St., New York

Conclusions From Foregoing Facts

Figures showing sales to women, ete., appear to
be about the same for large cities and small cities,
and there is no material difference in various
sections of the country.

There is no material difference in the reports
from department stores and musie stores.

Women influence sales in music stores in the
saine proportion as they do department stores.

In the department store field it is significant to
note that a large proportion of the leading stores
do not have phonograph departments. Stern’s,
Altman’s, Saks’ and Hearn’s in New York do not
have phonograph departments. The same condi-
tion prevails in many leading stores in other cities.

A demonstration of tone and the ability of the
salesinan to select the right record is the most
productive selling method in the majority of stores.

From 95 to 100 per cent. of the phonographs
sold are for the home. The halance goes to clubs,
institutions, Y. M. C. A.’s, ete.

Women buy phonographs not only for their
musical or entertainment value, but for placing
the finishing touch to the furnishings in their
homes. Therefore, the phonograph as an artistie
piece of furniture appeals to them strongly. This
point is widely nsed as a selling argument reaching
the woman.

CREATED SENSATION AT FAIR

St1. PauL, MINN., October 5.—G. Sommers & Co.,
Pathe distributors of this city, occupied one of the
choicest locations in the big Minnesota State Fair
held recently. Their booth measured 14 feet by
18 feet and was situated in the Varied Industries
Building, which seemed to be one of the most
popular among those attending the fair, which
number is estimated at 600,000. The ‘‘Actuelle’’
created a great sensation, and through the entire
day hundreds of people crowded around the Som-
mers booth to see and hear it. G. Sommers & Co.
also made a large and interesting exhibit at the
State Fair in Huron, S. D.

The Petoskey Housefurnishing Co., Petoskey,
Mich., when advertising its ability to furnish the
home completely, makes the point in its publicity
that no home is completely furnished without a
talking machine and a good collection of records.

The Jarvis-Estes Co., Lansing, Mich., carries a
large stock of Pathe phonographs and records
and pushes this line by continued advertising.

Service means doing the thing the customer
wants, before he has time to ask you why yeu
haven’t.

ROTTEN STONE

We are the only miners and manu-
facturers in this country of Rotten
Stone for use in Phonograph Record
making. Our product is now in use
by practically every record manu-
facturer in this country. Wearealso
headquarters for all other minerals
for record making and everything we
handle is made especially for this pur-
pose and absolutely guaranteed. Ex-
pert advice given upofi any formula.

KEYSTONE MINERALS CO.

41 Union Square, New York City
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" OUR LATEST MOVE!
The New

LATERAL UU1

=l

~ RECORDS |
Which Play On All Machines
NO ATTACHMENT NEEDED

LATEST BROADWAY HITS
BEST KNOWN STANDARDS

Write Your Nearest OkeH Jobber For Details

General Phonograph Corporation

OTTO HEINEMAN, President

FACTORIES: ELYRIA, OHIO, NEWARK, N. J., PUTNAM, CONN., SPRINGFIELD, MASS., KITCHENER, ONT.
BRANCHES: CHICAGO, SAN FRANCISCO, TORONTO, CANADA




UCTUBER. 1919

THE TALKING MACHINE WORLD

S

27

The first two records of Charles Hackett, the
sensational new tenor of the Metropolitan Opera
Company, are out! They are songs from the
always popular “La Boheme” and ‘‘“The Barber
of Seville.” Some combination! Columbia
49645 and 49604.

Columbia Graphophone Co.
NEW YORK

w;’
S —

GENERAL PHONO. CORP. PURCHASES POLLOCK FACTORY

Secures Immediate Possession of I.arge Plant in Canada,

Whieh Will Manufacture Motors, Tone

Arms and Sound Boxes for Canadian and British Trade—A. B. Pollock General Manager

Otto Heineman, president of the General Phono-
graph Corporation, New York, announced recently
that the company had purchased the faetory of
the Pollock Mfg. Co., Kitchener, Ont.,, Canada.
The faetory passed into immediate possession of
the company and Arthur B. Pollock, who was the
head of the Polloek Mfg. Co., will remain as gen-
eral manager.

The Kitehener, Ont., plant of the General Phono-
graph Corp. will manufacture a complete line of
motors, tone arms and sound boxes for the con
sumption of the company’s Canadian trade and
for shipment to the British Empire. The motors
that will be manufactured will be partly the
Heineman type and partly a new design made
especially for the Canadian trade. Qnantity de-
liveries will start approximately January 1, 1920.
A new building has already been started and the
plant will be considerably enlarged to take care
of the demands of the Canadian trade.

The tremendons demand for Heineman produets
in the Dominion of Canada influenced Mr. Heine-
man to purchase the Polloek faetory so that Cana-
dian mannfacturers may receive enhanced service
and co-operation. The Canadian office of the com-
pany, whieh is under the management of C. J.
Pott, has achieved remarkable success, and néew
contraects are being signed daily whereby the lead-
ing phonograph manufaecturers in Canada will be
able to secnre Heineman motors to meet their re-
quirements.

The purchase of the Pollock faetory at Kitch-
ener, Ont., gives the General Plhonograph Corp.
an imposing ehain of mannfaeturing plants that
inelndes Elyria, O.; Newark, N. J.; Pntnam, Conn.;
Springfield, Mass., and Kitechener. Every factory
is working to capacity and the output is inereasing.

ORISON SWETT MARDEN SAYS

Ask Yourself Whether You Are Doing Everything
Possible to Improve Your Ability

Am I hitehed up right, or am I a round peg in
a square hole?

Do I feel every drop of blood and every fiber in
me tugging away at my ambition, saying ‘¢ Amen’?
to my work?

Am I backing up my chance in life in every
possible way, or am I sliding along the lines of
least resistance?

Am T keeping myself fit to do the biggest thing
possible to me every day of my life?

Am I working along the line of my talent, or am
1 getting my living by my weakness instead of my
strength?

If you can answer the above questions in the
right way you will bring out a hundred per cent.
of your ability instead of the fifty per eent. that
the majority of yonng men are content to develop;
you will attain your ambition and be what vou
long to he.—New Suceess.

HARVESTS BOOM DENVER SALES

Money Coming in and Business Pieking Up—
Edison Receiving Mueh Publicity—Coneerts Aid
Dealers in Seeuring Numerous Prospeets

DENVER, CoLo., October 3.—With the advent of
the harvest season business conditions are de-
cidedly easier in this seetion and money is coming
in in large measnre. The talking machine trade
is feeling the beneficial effects of this condition
and dealers all over the city report increased
business in both machines and records. The Edison
machine is receiving especial pnblicity through
the Denver Dry Goods Co., which does both whole-
sale and retail tarde. The MecKannon Piano Co.
has also featured the Edison, as have the many
Edison dealers in this section.

TLe W. A. Hoover Co., which was formerly
wholesale distributor for the Pathe, has given up
this business on account of the growth of its drug
interests and in the future the wholesale end of
the Pathe distribution will be looked after by
William Volker & Co., 1628 Fourteenth street.
The retail ageney will remain with the Daniels &
Fisher Stores Co.

The Darrow Musie Co. will double its talking
machiue department and has secured the store
next to its present quarters and the two will be
conneeted and made into one large department.
The Columbia-Grafonola and reeords are carried.

The Home Furnishing Co., Kalamazoo, Mich,,
claims to have the largest stock of talking ma-
chines in that city. The Columbia Grafonola andt
the Brunswick are carried.

SONA-TONE

NOTICE: A special'model, not catalogued, the surplus supply
of which is limited, will be available to the general trade for

delivery October 27, 1919, List price, $137.00.

is of SONA-TONE standard construction and
finish, in solid mahogany, and is offered as an exceptionally salable

This mode

Holiday instrument.

Not sold in lots of less than ten.

Specifications furnished on request.

SONA-TONE PHONOGRAPH, Inc.

Executive Offices

MODEL 130 Worlde Tower Building Bush Terminal Sales Building
Plays all Records without Extra 110-112 West 40th Street 132 West 42d Street
Attachments. NEW YORK NEW YORK
e i —

Demonstration Rooms
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JRDOPHONE

A Home Recording Machine

Announcement

Since the introduction of the ACME PRODUCTS, ACME
MOTORS, ACME TONE ARMS, ACME REPRODUCERS,
the demand for the same has grown so rapidly that our manufactur-
ing facilities at once became inadequate to cope with the requirements
of our trade. We had to find new manufacturing capacity and had to find
it at once. So we decided to buy the entire plant and manufacturing facili-
ties of the Audion Phonograph Co. in Boonton, N. J., one of the most up
to date and most efficient phonograph parts plants in this country. We shall
continue to manufacture the well-known Audion products along with our own
and will also manufacture the ACME RECORDOPHONE, that ingenious
little home recording machine that can be attached to absolutely any phono-
graph, permitting the owner to make his own records right in his home The

ACME RECORDOPHONE is NOW READY FOR IMMEDIATE
DELIVERY.

Look for the name ACME for anything that goes into a phonograph and
—W atch us Grow.

Acme Phonograph Corporation

NEW YORK CHICAGCO, ILL.
46 Murray Street 431 S. Dearborn Street
Telephone Telephone '

Barclay 7633 Harrison 8021

[ 3

D I The Acme Recordophone is now ready for immediate delivery in any quantity. It is
ealers the greatest novelty the Phonograph_trade has experienced the last 10 years. It will be

a prodigious money maker for you. It will be sold as an attachment to go on any phon-

ograph and also with a complete cabinet. Qur plans for marketing this wonderful little

device include a strong advertising cooperation on our part. Wire For Your Territories Now.
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Talking Machines in Churches to Take the
Place of Preachers— New Educational Work

L S SRR T, o

When the Presbyterian New Era Conference
recently proposed to fill the 3,000 vacant Pres-
byterian pulpits in this eountry with ¢‘phonograph
pastors’? many persons and several editors took
oceasion to allude to the absurdity of the thing,
deelaring it to be a faptastic idea and uot in
keeping with the ideals of the church. If these
same people had taken time to think seriously
ahout the matter or if tbey had kept abreast
of the times they would not have scoffed so readily,
for it is appareut to wmen and women conversant
with the music of to-day that the talking machine
has now reached a stage of perfection where it is
worthy to occupy a place in any walk of life. This
is proven by the tremendous increase in the uumber
of talking machines used iu publie sehools and
other institutions of learning and even in the
churches themselves. Eduecators have recognized
the almost unlimited educational possibilities of the
talking maehine and in mauy places it is a neces-
sary part of the elementary and secondary educa
tional system.

The pulpits throughout. the country aud the
ministers who occupy them are a great foree in
edueating and molding public intelligenece and
opinion. Good preachers are scarce in spite of the
fact that they are needed as never before. The
announcement that out of the 10,000 Presbyterian
pulpits in the United States some 3,000 were vacaut
on account of this shortage shows that something
ought to be done. The action of the conference
in advocating talking machines for these churches
without a pastor shows recogmition of the worth
of the talking machine and the present-day records.
Consider for a momeut the advantage of having
sermons delivered by a machine, especially in the
small rural communities.

There is nothing so monotonous and lacking in
appeal as a poor sermon by a poor preacher. And
yet so ‘many small pastorates whieh can not afford
to pay a good man a liviug wage for his work must
suffer from the lack of good preaching. Would it

not be infinitely better to hear the iuspiring ser- '

mons of the greatest preachers in the eountry than
to listen to the halting attempts of a novice? To
secure such sermons by great men is a simple thing,
for all that is needed is a talking nachine and a
few records. Half a dozen five-minute records
would make a sermon that would be worth listeniug

to. And the advantages of having sueh a sermon
would be inany. In the first place the words would
be elear aud distinct and perfeetly audible to every-
one in the cougregatiou, which would he a decided
improvement over many speakers who do not have
the qualities of good delivery. To those who sa)
that such records are not to be had, we may cite
the presidential ecampaign records which are beiug
used at the present time. These records are five:
minute records and the rendition is remarkably
clear and distinct. Anyoue who has had the oppor-
tunity of hearing one of these records can have
no further doubts as to the possibilities of using
similar records in chureh preaching .

The famous English novelist, H. G. Wells, pre-
Jdieted just such a use for the talking nrachine in his
book ¢‘The Sleeper Awakes,’’ a story dealing with
conditions whieh are imagined to be 200 years in
the future. He now bhas the chanee to see his
prophecy fulfilled 200 years ahead of time! The
present move by the Presbyterian Conference is a
measure of economy also, for the best sermons of
a $20,000 preacher could be had in any ehurch for
the cost of a wachiue and a few records, Caun
anyone imagine that a congregation would not pre
fer to listeu to the voice of a great minister, repre-
senting the highest intellect and the finest expres-
sion of religious thought to be found in the ehureh,
rather than the hackneyed phrases of a man who
struggles along in martyrdom trying to eke out his
$70 salary with preaching ability of the same worth.
The talking maehine has brought into the home
better musie than can be found on the coucert stage
in the large cities and today it is destined to solve
the problem eonfronting many small cougregatious
without ministers to preach to them.

Take, for example, the ease of the circuit preacher
who makes his rounds of a certain seetion of the
outlying districts giving sermons at as many
churches as is possible in his limited time. Some com-
munities get a visit only once in two or three weeks
and between visits they are without any means of
providing for some one to fill the plupit. If a talk
ing machine were placed in these churches it would
be possible not only to have first-elass sermons every
Sunday, but also as many times as desired during
the week. A library of records could easily be
established and a regular supply system arranged
so that new sermons could e supplied to each com-

munity at stated intervals.

Prominent men would gladly co-vperate in the
making of these records, as is evidenced by the
discussion on the subject at the recent conference.
Their work would take on an added interest fo
them, for they would prepare their sermons with
the consciousness that they would be heard all over
the ecountry by thousands of people and not anly
hy their own pastorate. Withiu a short time we
may expect to see this proposed plan in full operas
tiou and will have an opportunity to see if the ex-
pectations are fulfilled. When talking machines in
churclies in every part of the country are taking
the place of ministers and doing their work as i
vught to be done the doubters will have their doubts
removed, for they will then have to believe the
testimony of their own eyes and ears.

““SEASONS’’ IN RECORD SALES

Salesman Psychologist Tells How Taste for Cer-
tain Type of Records Changes

An observant talking wachine salesiuan, who is
psychologically inelined, recently remarked that the
taste for certain talking machine records frequently
changes as styles iu clothes do. In winter people
buy mestly grand opera selection, while in summer
they ask for dance records and other popular musie.
This salesman believes that he can usually tell in
advanece the kind of reecords his customers are going
to ask for. ‘‘The tall man with slender fingers and
a bow tie,” he declared, ‘‘is nearly certain to ask
for a violin or piano solo by some great artist,
while the youug girl in a tight skirt is after popular
dance musie. Elderly people generally ask for old
songs like ‘Swanee River’ aud ‘Home, Sweet
Home.’ *’

NEW SOUTHERN INCORPORATION

The Southern Supertone Talking Machine Co.,
Selma, Ala., has been incorporated under the laws
of that state to engage in the sale of talking ma-
chines and phonographs. The ecapital stock is
$50,000 and the incorporators are W. H, Plant and
others,

Pearsall Service.

Victrolas and Victor Records

427 - 1492 : 1919

In 1492—Columbus Service.

In 1919—Pearsall Service.
One IVAS an important discovery; the other WILL BE profitable if you use
Up to the minute in ideas, suggestions and help.

To discover P. S. usc a letter, order or phone call.

WHOLESALE ONLY

We'll do the “shipping.”

10 East 39th Street, New York
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BRINGING THE ARTISTS TO ATLANTA

Evans-Salter Musical Bureau to Conduct Elabo-
rate Series of Recitals During Season Featuring
the Leading Record Artists in the South

ATLANTY, Ga.. Octoler 2.-—Just us the talking
machine, in the course of its rapid development,
has served to attract noted artists into the realms
of commercial art, as it were, influencing them to
make records and thereby send their voices into the
homes of the conntry, so bas come the reaction,
and the attraction into the realms of art of men
who have started their career in the business end
of the game.

Among those who have gone into the artistie
side is Jack Salter, for fourteen years in the talking
machine business, and for the past eight years
manager of the Vietrola department of the Cable
Piano Co. this eity. Mr. Salter has become a mem-
Ler of the Evans-Salter Musical Bureau, which has
arranged to bring some of the foremost record
artists to Atlanta for recitals and concerts during
the coming season.

The series of light recitals began on October
20 with the appearance of Amelita Galli-Curei, the
noted soprano. Then at short intervals will come
Carolina Lazzari, contralto; Charles Hackett, tenor;
John McCormaek, Mary Garden, Toscha Seidel, the
violinist; Josef Hofmann, pianist: Emmy Destinn,
soprana; Rndolph Ganr, pianist, and Pasqgnale
Amato. According to present plans the season will
run until March 15.

Atlanta long ago proved itself to be a distinctly
mnsical ¢ity, and as such offers strong support to
concerts and recitals given during past years. The
interest already shown in the coming ‘‘All Star
Concert Series’’ is pronounced, and the expectations.
are that the commodious Auditorium-Armory will
be filled to capacity at each concert. The prices
asked for seats at the various recitals are particu-
larly moderate, ronning from $1 to $2.50, with
liberal reductions when scason tickets are pnrchased.
This new organization will do mueh for the ad-
vancement of music in this city.

NEW JOBBERS IN SAN FRANCISCO

C. W. Shumway, of Western Jobbing & Trading
Co.,, to Develop Emerson Record Business in
That Territory—Big Trade Anticipated

Wm. 1I. Shire, who has leen visiting Ewmerson
jobbers in the Far West. has furwarded to the
esecntive oilicers excellent reports of the business
situation on the Pacific Coast. lle states that C. W,
Shumway, manager of the Western Jobbing & Trad-
ing Co., San Franeisco, Cal., has opened up a job-
bing office there and will handle a large stock of
Emerson records, inclnding international and foreign
records. He is making plans to give the dealers in
Northern California effective service in handling
Emerson products. The main branch of this com-
pany is located at Los Angelex; this branch serving
the Soutbern California trade.

Mr. Shumway has already placed the Ewmerson
line with many of the leadiug acconnts in his terri-
tory, and looks forward to an enormous business.
Both branches are cairrying complete stocks in an-
ticipation of a record-breaking trade.

$1,000,000 INCORPORATICN

The Arto Co., East Orange, N. J., has been incor:
porated to make phonographs, rolls, ete., with a
capital stock of $1,000,000. The incorporators of
this big concern are Harry H. Picking, Charles O.
Geyer and Stanley L Gedding, all of East Orange.

NEW INDUSTRIES IN OSHKOSH

OsurosH, Wis.,, October 6.—The Wilson Music
Co., formerly located at 169 Main street, Vietor
dealer, rccently moved into its mew double store
bnilding at 178-80 Main street, opposite its former
location. The new store has approximately 12,000
fect of floor space. The opening was marked with
a special musical program arranged for the enter-
tainment of its visitors.

UCTOBER, 141Y

BECOMES ADVERTISING MANAGER

R. E. Meyer Assumes This Important Post With
The Reed Co. of Pittsburgh—Well Qualified to
Give Dealers Efficient Service.

IrrrspukeH, Pa., Octolber 6.—R. E. Meyer, who
has been prominent in advertising circles for the
past twelve vears, has been appointed advertising
manager of The Reed Co., 237 Fifth avenue, this
city. AMr. Meyer has already assumed his new
Jduties, and is enthusiastic regarding the possibilities
for developing and expanding the company’s pnb-
licity plans. He expects to give the dealers efficient
and intensive co-operation, and has asked the trade
to make any snggestions that will assist him in
earrying out this idea.

The Reed Co. has achieved exceptional snecess.
and W. H. Reed, Jr., president of the company, is
leaving nothing undone to help the company’s deal-
ers attain record-breaking sales totals this year.
The company was recently appointed distributer for
the Regina phonograph in the states of Pennsyl-
vaniz, West Virginia, Virginia and Obio, and it has
already established a chain of aggressive dealers
throughout this important territory. The company
also features to excellent advantage Reed record
vacks, record demonstrating booths and Universal
player rolls, and is also a distributor of Operaphone
records. In faet, it handles a complete line of talk-
ing maechine accessories, and is admirably eqnipped
to give the dealeis in this territory exeellent service.

KNICKERBOCKER RECITAL ATTRACTS

An ipvitation was extended to Vietor dealers in
New York City and vicinity to attend the regular
monthly record recital held by the EKnickerbocker
Talking Machine Co. in their comcert hall at the
Knickerbocker headquarters. 138 to 140 West Ome
Hundred and Twenty-fourth street, on Monday
morning, September 29. A very interesting pro-
gram was arranged, which started at 9:30 a. m,,
and iucluded a luncheon at the close of the recital.

THE LAST WORD
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IN TONE REPRODUCTION

Achieved by men who"have made

a Life Study of MusicaliSound
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“VITANOLA TEN" s
The vast majority of Phonograph sales are decided by tone—the most im- |
portant quality of any musical instrument — which accounts for the unusual
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Confidence and Enthusiasm are Fundamen-
tal Factors to Success In the Sales Field

N
T

o}

A great deal of theoretical ‘‘bunk’’ is being
written these days concerning the various essentials
which a salesman must possess in order to be a
sucecess. Many of the theories advanced by these
so-called experts on salesmanship have little prac-
tical usefulness outside of filling up pages of other-
wise perfectly good white paper. The fact remains,
however, that both theorists and practical men are
agreed that no salesman can achieve lasting sue-
cess unless he is imbued with confilence—confi-
dence in himself and in the line he is representing.

There is a difference between confidence in one’s
self and egotism. The egotistical person is obsessed
with the idea that whatever he does is right, simply
because he is the one who is doing it. He believes
that he excels in all the virtues and graces, and that
like the king he ‘‘can do no wrong.”’ This belief
is a dangerous one, and has wrecked many an other-
wise promising career. Confidence in one’s self, on
the other hand, is an asset of almost incalcalable
value, especially to the young salesman who has
bis career before him. Confidence consists of the
beliet that the job which lies before the individual
is not too great for him to accomplish successfully,
aud this, applied to the selling of talking machines,
means that the salesman who has confidence in
himself believes thoroughly that he knows how to
sell, and that he can overcome all of the mauny diffi-
culties which stand between him and the closing
of a sale.

Not alone is it necessary for the successful talking
machine salesman to have confidence in himself, but
it is equally essential that he have confidence in the
line of instruments he is selling.

A salesman may have every confidence in his
own ability, may believe, and, in fact, may have
proven, that he can sell anything with a motor,
a sound box, and a case, but if he is selling an
instrument coneerning the superiority or at least
the fair value of which he is not convinced he
will not be half as successful as will his possibly
less experienced competitor, who nevertheless is en-
abled to sell the same kind of an instrument because
he absolutely believes that he is giving his customer
a talking machine that is absolute value for every
dollar which the customer pays.

Confidence in the line he is selling enables the
talking machine salesman to overcome successfully
most of the defensive arguments which every talk-
ing machine prospect advances. Furthermore, if
the salesman has absolute confidence in his instru-
ment, believes thoroughly that it compares favorably
with any other instrument of similar class on the
market, believes that it will give satisfaction and
pleasure to the customer, he will be able to impart
unconsciously, but nevertheless certainly, some of
this confidence to the customer, who will gradually
find himself becoming more and more favorably
impressed with the instrument he is considering
purchasing.

The enthusiastic salesman, who is able to enthuse
his customer in turu, finds not only that his selling
difficulties diminish to a large extent, but finds also

4 e T
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”"\:, New Automatic
7 Cover Support
Practical—Inexpensive
‘ Fool Proof
Made in two different styles
No. 1 Fit Cover at any angle
No. 2 Hinge Plate bent to
Fit Cover

Samples on Request
Quantity Dtscount

AUTOMATIC COVER SUPPORT MFG. CO.

that the confidence and enthusiasm which the cus-
tomer has absorbed from him do not die out with
the closiug of the contract, but rather coutinue and
increase as the customer becomes more familiar with
the instrumeunt he has purchased. This in turn
means that the customer hecomes a satisfied one,
and is a booster for the salesman, his line and his
house, and, while the statement that a satisfied
customer is a profitable one may be a bit bromidie,
it nevertheless is true.

Many a man has achieved what seemiugly was
impossible of accomplishment merely because of
his unbounded confidence in himself and in the
merit of the thing he attempted to achieve. History
is full of incidents which prove this statement irre:
futably. Therefore the hest advice that ean Le

giveu the young salesman who is starting out on
his career is that he should acquire confidence
in himself and his ability to achieve success in his
chosen line, and, having done this, gain a similar
confidence concerning his store and especially in the
line he is selling. Confidence is the foundation of
suceess in selling, and the salesman who learns this
fact at the begiuning of his career has made a long
start towards the goal of success.

“C & D” tone arms are now ready
for immediate delivery. Worite for
catalog and prices.

COLE & DUNAS MUSIC CO.
54 W. Lake St. Chicago, Il
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- Tablatone !

A (PAT. APPLIED FOR) i\l

A\ A wonderful phonagraph buill in
i \ an artistic library table, embodying
distinctly original features. Finished

on all four sides. \

) Musical : Useful ; Artistic 'f

il Electrically or spring operated
; (Batteries furnished with machine)

I
[
List Price, $170 /

Dealers: Write for trade discount

| |

: DeRivas & Harris Mfg. Co. b

} Builders of pianos for nearly 4
a quarter of a century \‘

135th St. & Willow Ave., New York i}
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R We Spread All Our Cards

fe ve

_they will surely be hlgher In price, and we

~ Needles NOW will later prove a money-
saving 1nvestment to you.
Therefore, ‘we earnestly
“advise you to anticipate
__your requirements for the
next three to six months.

g

BRILLIANTONE X7~ {8 COMBINATION
T@O PONL-FOUR RICORD SLLOLE m

. We also Mdnufacture |
Are you selling . THE GENUINE

BRILLIANTONE
COMBINATION TONE NEEDLES P E T MEC K Y
All First-Class Distributors have MULTI TONE SELF SHARPEN[NG

them. Ask Your’s for samples. N E E D L E S

Made in America by Amerlcans

A INCORPORATED
Suite 655-659; Marbndge Bulldmg Broadway at 34th Street NEW YORK CITY

Metropolitan-Dis 'EMERSON R ECO DSLESCO W hS N. Y. Cit

st Jackson' Blvd: 0 Chro icle Bldg CQMPANY 6 Mc c 11 Golleg
icago, i1, San Fran . Cal l Elmira, New Y k o C 2 ada M eal,. C d
Fo’reign Export: CHI| M N ‘Ltd.,

likewise know that Buymg Brilliantone

LTER A. CARTER WA LTER S GRAY ELMIRA-ARMS USC L MERCH N 3 BOURGETTE, & WDODS

No Trade Secrets,-
Ne Favored Nation Clause, and No Way

of knowing the exact increase in the cost

of Steel Needles this F all, but we do know

BRILLIANTONE STEEL NEEDLE CO. of AmERicA

» T

33



34

THE TALKING MACHINE WORLD

== = =

OcTOBER, 1919

—In “Miami.”
hundreds of homes!

Nora Bayes in a bit of brogue!—*Jerry.”
Nora Bayes in a beautiful Southern Song!
That means Nora Bayes in
A=2785.

Columbia Graphophone Co.

NEW YORK

Q

PHONO-FANCIES BY DON HEROLD

Cartoonist Finds Humor in Latest Inventions in
the Talking Machine TField—Suggests New
Ideas Which May Be Developed in the Future
if Civilization Can Be Further Perfected

Don Herold, the well-known cartoouist whose pic-
tures ure appearing in the magazine section of
the Indianapolis Star, seems to have an interest in

the latest developments in the talking machine field

and also evidently has some “inside dope on some
innovations which will perhaps be sprung upon
the startled world some time in the near fnture.
His series of eartoons in a recent issue of the above
paper are interesting and amnsing te all whe are
familiar with the talking machine indnstry and on
second thought the ideas are not so impossible as
they may seem at first glance.

He pictures the T. B. M. reclining upon a luxuri-
ous davenport at the close of a strennons day listen-
ing to the songs whieh are played by the machine
which is a part of the bed of repose itself. In
the compartment containing the box spring a talk-
ing machine is installed with everything within easy
access of the hand of the aforesaid T. B. M. so
that he ean have the world’s greatest artists at his
hedside without an effart,

Another featnre is a suggestion for housewives

. in the matter of dining room decoration. The stoek
of records is displayed on a speciul plate rail rnn-
niug around the room. With a practical eye
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(which leads us to snppose that he has children of
his own) this rail is raised to a sufficient height
to insure the records from the prying hand of in-
faney. Auother touch, which also confirms our
opiniou as to his matrimonial status, is a warning
not to allow the children in the room above to cavort
too uproariously about the floor lest some record
be dislodged from its place and meet with an un-
timely death. In the cartoon the heroine is bemoan-
ing the faet that poor John McCormack was lost
to them the previous week from just snch au
accident.

For the library he snggests a lamp phonograph,
advising light records for dark days, no doubt. A
large stock of records is a decided aid to a gniet
little game and when a neighbor has inconsiderately
borrowed yvour poker chips you ecan remedy the luck
by a stack or two of records. In this way the game
takes on an added zest, especially when you have
hooked that full house and yonr friend declares his
rash intention of raising yon a Harry Lauder. You
can confidently counter and bump the pot with a
couple of Alma Glueks!

He tells the story of the Stitsenby’s who were
such phonophiends that they have had rubber wheels
attached to their talking machine and have made
it into a trajler which trots obediently along after
their car wheu they go on picnies and loug auto
trips. In case of aceidents a spare wheel is thought
fully provided for the phono-trailer!

Among other things he adds another touch of
delightfnl domesticity, the phono-cradle. He pic.
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THE HOUSE OF HOSPE

FOR VICTOR DEALERS
“Out Where the West Begins”
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tures the child rocking gently to and fro vwhile
the talking machine in the lower part of the cradle
gives forth its soporific strains, lulling the infant
away from its daily round of care. Striet watch
of the baby’s health ecan be kept by this wonderfnl
phono-cradle for by tabulating the number of
records required to put the child to sleep each night
von can tell at once if there is anything wrong with
its insides, thns forestalling the bawling outburtsts
by which it tries to explain to you that it would
like a little toneh of pepsin after meals.

The war is over bnt martial styles remain. The
machine gun record-feeding attachment which plays
twenty records without reloading is, according to
Don Herold, the greatest invention since the seed-
less peannt. Records are placed on an endless band
and are fed into the machine as rapidly as meeded.
At the last he advocates a mammoth record which
plays twelve hours and gets its motive power from
a huge electric motor. We might suggest more
things of interest along these lines but will leave
them for Don Herold.

FULLER LEAVES THOMAS A. EDISON

Former Sales Promotion Manager Becomes Direc-
tor of Ampico Division of American Piano Co.,
in Charge of Comparison Concert Campaign—
Has Had Extensive Experience

Verdi E. B. Fuller, who for the past five years
has been a prominent figure in the industry as the
director of sales promotion of Thomas A. Edison,
Ine., has been appointed director of the Ampico
division of the American Piano Co. In his new po-
sition Mr. Fuller will work along the lines to which
he has been aceustomed, for he will have charge of
the Comparison Concert Campaign now being carried
on in the interests of the Ampico. During his con-
pection with Thomas A. Edison, Ine., he had charge
of the tone-test recital plan for featuring Edison
‘‘Re Creations’’ thronghout the country. Mr.
Fnller has had a wide experience in selling and
distributing and his pathway in the musi¢ trade
field will be an easy one.

LANGUAGE
RECORDS

Prcgressive Dealers sell

LANGUAGE
Phone Method

and ROSENTHAL’S
Practical Linguistry

The courses are so simply arranged that the demon-
stration sstisies the prospect. An excellent line for
high-class dealers. We especially want to hesr from
dealers with good store locations.

Write for dealers proposition, booklet and
advertising matter,

THE LANGUAGE PHONE METHOD
992 Pulpam - 2 West 45th Street, - New York

P T S
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HEINEMAN

_

Announcing the

gWe are preparing to offer the trade the finest motor in the phonograph
industry. It will embody every improvement and refinement that has given

merit and satisfacion. The OkeH MOTOR will represent the last word

In motor perfection,_and will prove a revelation to phonograph manufacturers,

Order Now for January Ist Deliveries

GENERAL PHONOGRAPH CORPORATION

OTTO HEINEMAN, Fres.
25 WEST 45th STREET, NEW YORK
FACTORIES: Elyria, Ohio Newark, N. J. Putnam, Conn. Springfield, Mass. Kitchener, Ont.
BRANCHES: CHICAGO SAN FRANCISCO TORONTO, CAN.
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PHONOGRAPH APPLIANCE CO.

Crystal Edge MICA Diaphragms

THE STANDARD OF QUALITY AND SERVICE
109-113 West Broadway, New York

PLAN SCHOOL OF FOREIGN TRADE

Endowment for Training at Georgetown Univer-
sity Backed by Foreign Trade Council—J. A.
Farrell Heads Movement, Which Will Fill a
Long-felt Want in the Trade World.

James A. Farrell, chairman of the National
Fareign Trade Council and president of the United
States Steel Corporation, has legun a movement
to endow a great School of Foreign Service at
Georgetown University, Washington, D. C. The
school will be established on a broad, nation-wide
basis of sound, liberal, economic principles and
American ideals. Mr. Farrell has headed the sub-
scription list with a gift of $20,000.

This is in line with the policy in support. of
commercial education for foreign trade pursued
by the Counecil since its inception in 1914. The
school will be the first of its kind to be endowed
by any ‘organization of business men.

In the curriculum special attention will be paid
to teaching foreign languages as a flexible, rather
than as a mechanical, instrument. Japanese and
Russian, as well as French, Spanish and Portuguese,
are to be taught from the outset, and more will be
added as America’s world markets unfold.

Besides the language group of studies, there will
be three other groups—the economic and commer-
cial, the law and political science, and the ship-
ping.

A special faculty of twenty men has been secured
from the exceptional commercial personnel now
available at the National Capital. The location of
the school in Washington affords an advantage be-
cause of the proximity of dozens of educational and
commercial organizations, such as the Pan-American
Union, the Chamber of Commcrce ef the United
States, the Congressional Librar&, the Federal Trade
Commission, and the Department of Commeree.

In a letter, explaining the projeet, Mr. Farrell
says:

‘“As the first step toward filling the loug-felt
want of a specialized form of commercial educa-
tiom, a scientific programme for systematic and sus-
tained training for foreigm service has been formu-
lated and, in fact, applied by Georgetown Univers-
ity, working in close ¢o-operation with governmental
bureaus and practical business men.

‘“A provisional half-year was Leguu on February
17, 1919, and closed on June 23, 1919. Twelve
members of the first elass have already been placed
in the foreign service of the Government and with
private corporations engaged in export trade. For
the next session, which begins October 2, 1919, so
many applicants are already in sight that the chief
difficulty will be that of finding adequate space.

‘‘The overhead expenses of the school might
readily be met without a wide appeal, but the ulti-
mate purpose for which it has beeu established can-
not be fulfilled ou the broad, nationwide basis de-
sirable unless a large endowment is provided.

‘“Not less than £500,000 will be required at the
outset as the emdowment necessary for the proper
conduct of a school couceived on such broad lines.

ATTENTION

Kent Attachments

For Edison Disc Machines
WITH OUR C SOUND BOX

$2.50 complete
FAVORITE MFG. CO.

1506 DeKalb Ave., Brooklyn, N. Y.

“‘The seeretary of the National Foreign Trade
Couneil, 0. K. Davis, will receive and deposit all
funds donated for the purpose of furthering the
endowment of the School of Foreign Service.
Checks should be made payable to the Georgetown
School of Foreign Serviee and forwairded to Mr.
Davis at India House, No. 1, Hanover Square, New
York City.””’

COMPLETE NEW DEPARTMENT

‘Rosentreter & Nimmmer, New London, Wis., have
completed a talking machine department on the
ground floor and have several sound-proof demon-
stration booths.

WISCONSIN INCORPORATION

The Racine Phonograph Co., Racine, Wis., has
filed articles of imcorporation. The capital stock
is $25,000, and the objects are to manufacture and
deal in phonographs and other musical instruments
and cabinets. The incorporators of the new com-
pany are F. F. Blandin, 8. W, Blandin and Peter J.
Meyers,

Herbert Thiele is planning to open a Vietrola
Shop in Brooklyn at 914 Flatbush avenue. This
store will be one of the handsomest in Brooklyn
and the fixtures will include French ivory lighting,
with woodwork in blue and gold.

AMERICAN |

buyer.

Height—40 in.

Width—173¢ in.
Depth— in.
’ all records.

Rapids.

equipment.

to tell about
particular

Width—20 in.
Depth—21 in.

N the AMERICAN

line you have a model
for every prospective
Seven models.
Mahogany, Golden Oak,
and Fumed Oak finishes.

No. 5 The AMERICAN remains
sold when delivered.

Plays o8
. t— in.
Made in Grand Width—19 in
Depth—20 in.

Guaranteed
Throughout Meisselbach

One dealer in a town. Can
make deliveries.

It would take an entire page

feature of the
sound chambers, tone, motor,
sound boxes, etc.

Try a sample, then you will
know all about it,

e ‘American Phonograph Co.
17 N. lonia Ave., Grand Rapids, Mich.

No.11 No. 14 No. 22
Height—51 in. Height—4614 in. Height—50in.
Width—23 in. Width—1914 in. Width—22 in.
Depth-—24 in. Depth—205 in. Depth—23%5 in.

the wvarious

No. 10
Height—48 in.
Width-—2014 in
Depth—22 in.
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Sonora Phonograph Co.

616 MISSION ST
SAN FRANCISCO, CaAL J ;
Washington. Californja. Oregoun, [ ]

\IHI{ li
Arizona, Nevada, Hawalian Islands,
Northern Idaho.

]ul
Strevell-Paterson }

! .' | i
Hardware Co. 3 5 |
SALT LAKE CITY, UTAH ! I ) ' |4 'H i H" “, i Il
i i !
Routh Irakota, Miunesota.

Entire States of Utah. Colorado, { I P ;.vl I)“, ‘ m
[ i
Idaho. ,
Minneapolis Drug Co. { ] ]?’IVZZ?CZE/C') p m{
C. D. Smith Drug Co.

Woming, New Mexico and Southern
MINNEAPOLIS, MINN | 'Wﬁ,’l‘ | il “ [T
L L s e HERE was a time not so many years
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States of Muntana, North Dakota,
eastern part of Kansas and five

e A b - ago when it was necessary to explain
that Sonora signified a phonograph, a phon-
Southwestern Drug Co.
Micnin, s ograph of wonderful and matchless value.

Soutnern part of Kansas, Oklahoma
(except five northeastern countles)
and Texas Panhandle

B ay TR LS As was natural in introducing a new product this
Ys;mhzs(:l:mgwmc statement was sometimes doubted by dealers who were
anr ange rug O. . . .
MILWAUKEE, WIS, not acqualnted Wlth Sonora’s merit.

Wisconsin, Upper Michigan

C. J. Van Houten & Zoon

o licdo, F2t But times have changed. Sonora is now internationally |
et oy famous., It is recognized by the public as being peerless

L B Bt for tone, for design, for important features of construction,

Ohio Sales Co. and for dignified sales methods.

BECKMAN BLDG.,
409 SUPERIOR ST,

CLEVELAND, OHIO.

S o o We distributors have had our hands full attempting to
\ENPIS, TENN fill the tremendous orders our dealers have placed with us,

Arkansas, Louisiana, Tennessee, Mis-
sissippi.

R

and in many instances we have been obliged to put on a
“waiting list dealers desiring to handle this superb phon-
ograph.

THE INSTRUMENT OF QUALITY
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T is our business to see that the dealers in

our territories are successful. We do our
utmost to see that shipments are made promptly
and that the desired models are secured.

There always seems to be a shortage of Sonoras and
this is due not to the fact that these instruments are un-

the demand for Sonoras is growing with tremendous speed.

Here are a few of the many magnificent Sonora models.
Y ou at once perceive their beauty. Their tone invariably
wins against all competition. Their workmanship and ex-
clusive features are unrivalled. :

With large factory capacity we will be ready soon to

care for new dealers. Write your nearest distributor
(see lists on these pages) for information.
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available (1919 production is over triple 1918), but -because

<g§mbumrs for Greater New York.
LR

Southern Sonora

Phonogra h Co
SELMA,

Alabama, Georgla and Florida.

Rountrec Corgoraﬁon
RICHMOND, VA

No Carolina and So Carolina.

Grifith Piano Co.
603 BROAD ST, NEWARK, N. I

Northern New Jersey

Smith, Kline & French Co.
memELPmA PA

State  of sylvania, Maryland,

Delaware, Dl t l t r Co lumbia and

New Jersey. south of and including
to

M. S. & E.
221 COLUMBUS AVE
BOSTON. MASS.

Connerticut, Rhode Island and East-
ern Massachusetts.

Gibson-Snow Co.
S\'RACUSE N Y.

St l f V York with the excep-

of lo vns on Hu ls Rive
b l P gll eepsie  and  exce pllng
Gre u- New York

W. B. Glynn Distributing
mpany
S-\\TONS RIVER, VT.

States of Maine, New Hampshir
Vermout and part of 3assa huseu.s

Hx]lr-x‘-x‘%r;:EIZl}L%no‘gra'ph Co.

Virginia and West Virginia.

C. L. Marshall & Co.
§2-84 GRISWOLD ST,
BUTLER BLDG.,
DETRUIT, MICH
State of Michigan.

I. Monta gnes & Co.
RYRIE BLDG.
TORONTO. CANADA.
Canada.

Sonora Phonograph Sales

Co., Inc.
279 BROADWAY, NEW YOBR

The H1ghest Class Talking
Machlne in the World
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Don’t Be Content With Selling

“Only A Few” Fibre Needles

Only a few isn't enough. It’s distinctly to your interest
to get your better-class trade in the habit of using Fibre
Needles exclusively.

A gentle “hint” dropped here and there should be
sufficient.

“Did you know that with Fibre Needles you CAN"IT

wear out your records? . And have you heard how
sweet and pure the tone is when you use them ?”

That will start folks thinking at least. And fnally,
realizing they are safe in buying costlier records, they
will get in that habit, too.

So try, for your sake as well as ours, to sell more than
merely a few Fibre needles now and then. Make every
sale of records count as an opportunity to sell Fibre
Needles. And incidentally increase your record profits.

B & H FIBRE MFa. Co.

33-35 W. Kinzie Street, Chicago

OcToBER, 1919
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JULIA HEINRICH KILLED BY TRAIN

Gifted Soprano and Edison Star Victim of Rail-
road Accident at Hammond, La.—Had Been
Giving Tone-tests in Southern States

The musi¢ world mourns the loss of a gifted
voung singer of the highest order in the tragie
death of Miss Julia Heinrich in a railroad acci
dent at Hammond, La., on Septemter 18. While
waiting for the arrival of an Illinois Central train
for New Orleans she was struck by a flying piece
of wreckage from a baggage truck which was hurled
across the station platform by the incoming train.

Miss Julia Heinrich

She had just finished giving a tone-test recital under
the auspices of Thomas A. Edison, Inc., and had
but recently returned from Canada, where she had
heen the soloist at a reception given to the Prince
of Wales at Prince Edward Island.

Miss Heinrieh was born in Philadelphia and in-
herited her exceptional musical traits from her pai-
ents. Her father, Max Heinrich, was a figure of
nation-wide repute as a singer, teacher and com-
poser. hax Heinrich, a musician of broad taste
and decided ability, iustructed his daughter in the
thorough knowledge of the requirements of lieder
singing—by far the most exacting branch of vocal
art. Her voice in those days was a contralto of
charming quality. After completing her education
under the direction of her father she appeared in
the prineipal cities of Europe, attaining great suc-
cess, and then returned to Ameriea to fill a two-year
contract with the Metropolitan Opera Co.

She sang with consummate suceess such roles as
Fidelio, Elsa, Elizabeth, Seneca, Elvira, Leonora
and Mimi. Xor a number of years she has been
featured as an Edison artist in concert recitals
throughout Ameriea.

Many letters have been sent to the Edison Co.
paying high tribute to the musical abilities of Miss

Van and Schenck in a Berlin hit!—‘Mandy”’
from the “Follies of 1919
tion that means much coin! A=2780.

Columbia Graphophone Co.

NEW YORK

That’s a combina-

Heinrich and several newspapers, especially those
of the Southern States through which she was giv-
ing a tone-test recital tour for the New Edison,
published the story of her success in the musie
world. Olin Downes, musi¢ editor of the Boston
Post, said of Miss Heinrich:

‘“She had a superb voice, a nolle organ of excep-
tional range and power and fresh and beautiful
throughout its registers and capable of all shades
of dramatic and emotional expression. Not only
this; Miss Heinrich, coming honestly by her gift,
was one of the inost intelligent and talented of the
younger singers that we have heard. Few singers
who are habitues of opera houses showed such
authority and versatility of style on the concert
stage.”’

UNITED T. M. CO. MAKES ADDITION

The United Talking Machine Co., Brockton, Mass.,
has just completed an addition to its presemt quar-
ters, two large display rooms being opened in the
basement for the display of Vietrolas and Columbia
Grafonolas. The maiu floor contains the demonstra-
tion rooms. The addition was made necessary by
the growing business of this concern, which also
operates stores in Willimantic, Conn., and Plymouth,
Mass.

INCORPORATED

The Royal Phonograph Co., Bronx, has been in-
corporated under the laws of New York State with
a capital of $7,000.

TALKING MACHINE EXPORTS GROW

Exports, Including Records, for Seven Months
Ending July 31, 1919, Total $3,037,051

WAsHINGTON, D. C., October 3.—In the summary
of exports and imports of the commerce of the
United States for the month of July, 1919 (the
latest period for which it has been compiled), which
has just been issued, the following figures on talking
machines and records are presented:

The dutiable imports of talking machines and
{arts during July, 1919, amounted in wvalue to
$340,028, as cowpared with $20,209 worth, which
were imported during the same month of 1918. The
seveu months’ total, ending July, 1919, showed im-
portations valued at $233,234, as compared with
#216,162 worth of ‘‘talkers'' and parts imported
during the same period of 1918,

Talking machines to the number of 4,081, valued
at $177,623, were exported in July, 1919, as com-
pared with 3,257 talking machines, valued at $119,-
021, sent abroad in the same period of 1918. The
seven months’ total showed that we exported 31,311
talking nachines, valued at $1,057,218, as against
45,229 talking machines, valued at $1,359,798, in
1918, and 47,163 talking machines valued at
$#1,196,637, in 1917.

The total exports of records and supplies for
July, 1919, weve valued at $191,329, as compared
with $267,671 in July, 1918. For the seven months
ending July, 1919, records and aceessories were ex-
ported valued at $1,979,83S in 1919, $1,334,070 in
1918 and $1,074,368 in 1917.

.

CABINETS

We have taken over the entire stock of cabi-
nets from a large wholesaler whichsenables
us to offer, subject to immediate acceptance,
this high class cabinet for the Victorola VI in
mahogany only and with shelves

For Victrola VI’s

at$1 1.00

Monthly recitals are held at the Knicker-
bocker Hall, 138 W. 124th St.
New York and nearby are invited to attend.

Dealers in

Knickerbrocker Talking Machine Co.

138-140 WEST 124th STREET

Victor Wholesalers

NEW YORK CITY
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lNDUSTRY AIDS PRESIDENT WILSON

Sound Magnifying Inventions Used to Carry Chief
Executive’s Speech to Thousands in San Diego—
Talker Horn Principle the Basis

The talking machine industry came to the did of
President Wilson wheu he spoke in San Diego on
his tour advoeating the League of Nations aud made
it possible for the thousands of persons gathered
in and around the large stadium to hear every word
he spoke with perfect clearness. The invention,
whieh has been deseribed in previous stories in The
World, and has been used in the various Liberty
Loan drives in New York, is familiar to members
of the trade and is fast beecoming well known to
the general publie. The press dispatehes from San
Diego tell the story and say:

““The entire stadium, whieh rises twenty tiers
above the ground, was filled with people, and its
pinnaecles, towering above the topmost seats, were
black with the figures of boys and men.

‘‘He talked beneath two black funnels, similar
to phonograph horns in appéaranee, and they, aided
by the magieal power of electricity, took us his
words and hurled them to the farthermost points
of the vast arena. The President’s voice had a
hollow and somewhat uwmnatural tone, however, to
those near the platform.

“‘Tt was unecanny, after he would strike some
patriotic note in his address, to follow the mystical
way of his words and to hear the applause a second
or two later roll up froin his hearers, some of whom
were seated five bloeks away.’’

MR. DOOLEY HAS A WORD TO SAY

Talking

Confides His TFeelings Regarding the
Machine to His Friend Hennessey

¢¢ Afther all, Hinnissey,”’ observed Mr. Dooley,
‘‘there’s wan thing we c¢'u be thankful fer. Naw
matter how bad things may be comin’, we e’u
ol-ways turn to the phona-graph fer cownfort.’’

$¢0i haven’t wan,’’ remarked Hennessey.

““And fer why, now?’’- demanded Mr. Dooley
‘'Far bitter is it to spind yer money on a phono-
graph than on booze. That is, sometimes,’”’ he
added hastily. ‘‘Wiu ye ¢’n hear all the wor’rld’s
musie whiniver ye take a faney to, sure-ye ¢’n say
the millinyum has come. Sure, there’s maw finer
way uv spindin’ a evenin’ than wid musie.’’

€401 like jazz t0o,’’ said Hinnissey.

¢““Will ye be listinin’ to him?
Dooley. ‘‘Who heard me say ‘jazz?®’
ye hear me mintin musie, Hinnissey, ye ¢’n remem-
ber oi’m spakin’ of op’ra. All min who like jazz,
and wimmin, too, for that matter, like murder.
Gimme a good lullaby by this here, now, Eyetalian,
Caruso, au’ ye ¢'n have all yer shimmy-musie and
the loikes uv that. Jazz will be the roo-iuation oi’m
tellin’ ye,’’ said Mr. Dooley, now visibly affeeted.

‘‘Gimme a song by MeCormack, like,”’ Mr.
Dooley’s eyes assumed a far-away expression, ‘‘like
Ah-ee-der, an’ ye c¢’n have all the jazz in the world.
Faith, man, it disgusts me.”’

¢“Well, then, euough uv that,’’ said the mild Ilen-
nessey. ‘“Oi-ve got a rafle ticket here, fer a blind
man wid two childer. Will ye buy wan fer fifteen
eints?” ¢ q

‘Oi will,’’ said the heuevolent Mr. Dooley patron-
izingly, ““if ye’ll take wan uv these tickets to the
Dimieratic danee. On’ly a dollar each, and Raf-
ferty’s Jazz Baud will be there.’’

‘Sure, Oi thought—’’ began Hennessey.

‘“Ye thought yer gran-mither,”’ ecut
Dooley. ‘‘Use some discrition.’’

rasped Mr.
Whiniver

in  Mr,

TENTS EQUALIZING DEVICE

The National Piano Mfg. Co., Grand Rapids,
Mieh.,, has patented an equalizing deviee for elee-
rical v lking machine motors and has sold
the rights to a Chicago concern on a royalty basis.

renty, our photographs never ‘‘do us jus-
ic At forty, we’re mighty glad if they don’t.
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LATEST POPULAR SONGS

Accomp. ...... 000000 100000 ¥ Ho o R obdn - James and Hart

2“26{“'""' You Hold Me in Your Arms (Buchanan-Klickman). Duet, Orch.
Girl of Mine (Freeman).

Tenor, Orch. Accomp....................... Lewls James

Ohl What a Pal Was Mary (Leslie-Kaimer-Wendling). .Temor, Orch.

ACCOMP. & tnen ettt ettt eeeenenensnseanensarananns Henry Burr
Your Eyes Have Told Me So (Kahn-Van Alystne-Blaufuss). Tenor Orch.

ACCOMBP. &ttt ttieteietttenen et etteeesaneeoroseneneneneecnsesanans Sam Ash

{lf You Oon’t Stop Making Eyes at Me (Cunningham-Rule). Baritone, Orch.
25128

21127

ACCOMD: . . o o). ssmssssEg G5 o T T o Arthur Fields

In Miami (Mitchell-Fields-Gottler). Barutone Orch. Accomp......... Arthur Flelds

JACCOINOZ| . cimmdic/osolo lokete | KetoRetetoVs o o EHT-RTor T YoV TV I hpiine B 1Ty epe e T Ty vt Ernest Hare
I’Il Be Happy When the Preacher Makes You Mine (Lewis-Young-Oonaldson).

"That Lullaby of Long Ago (Kahn-Egan-Whiting-DeSylva). Baritone, Orch.
21129 {
Orch. Accomp.

................................................. Sterling Trlo

OANCE SELECTIONS
31119 {Chu-chu-San (Samuels). Fox-trot

Taxl (Kaufman). One-step

Royal Society Orchestra
Royal Society Orchestra

Fox-trot
One-step

Royal Society Orchestra

31120 {T'“ Big Show (lerome Kern).
Royal Society Orchestra

My Oesert Fantasy (Reid).

Royal Society Orchestra
Royal Society Orchestra

31121 {Jerry (Baskette). Fox-trot
Cairo (Freed-Weeks).

SACREO SELECTIONS

Stand Up for Jesus (Webb).

Tenor. with chimes and organ........ Stanley Mackey
Rock of Ages (Hastings).

Unaceompanied.............., ...Shannon Four Quartet

71103 -

INSTRUMENTAL SELECTIONS

.................. Operaphone Concert Orchestra
............. Operaphone Concert Orchestra

51017 * Mignonette (Savino). Intermezzo
Hoka-Hama (Savino Thlele).

Sipyg § The Song of the Bells. Serenade....................... Operaphone Milltary Band

( March Turque (Ellenberg). March...................... Operaphone Military Band
50119 Neapolitan Medley of Tarantellas........,........ Accordion Ouet by Delenti Bros.
Oanube Waves Waltz (Ivanovicl)................. Accordion Ouet by Oelenti Bros.
HAWAIIAN SELECTIONS
61107 { Ellls March (Kalani) ....... ...............ccooviiiiniinni.. Hawaiian Troupe
Kawalhau

.......... E PP F T HE T {0 TTT T

OPERAPHONE CO.inc., LONG ISLAND CITY, N.7Y.

Chicago, Il

New York City
Philadelphia, Po.
Pittsburg, Pa.

Selma, Alabama

24 NEW TITLES EVERY MONTH -

Operaphone Records Play on All Talking
Machines Without Attachments

OPERAPHONE DISTRIBUTERS

CRESCENT TALKING MACHINE CO.,
LARK TALKING MACHINE CO.
REED CO., Inc.

OPERAPHONE SALES CO.,
SOUTHERN SUPERTONE CO.,

Write for Your Nearest Distributor

109 Reade St.

3560 No. Marshall St.
237 5th Ave.

190 No. State St.

OPERAPHONE CO., Inc., Long Island City, N. Y [
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THE DAYTON MOTOR

Triple Spring Type

Success Depends on Service

In its final analysis, there is one and only one real
cause for permanent success—absolute reliability and
honesty of permanent Service.

No measure of worthy Service can be omitted from
any Talking Machine without detracting from its Pres-
tige, Reputation and Ultimate Success. With an in-
ferior motor it is impossible to make a superior
product. '

And the few cents saved on a compromise are soon
lost in the trouble and subsequent expense that comes
from the dissatisfaction of a ‘“bargain’’ motor.

Service is the yardstick by which men and institu-
tions are measured. The talking machine maker,
whose first thought is of Service to the Dealer and
User alike, is the man whose farsighted judgment and
vision will lead to the use of the DAYTON Motor in

his machines.

THE THOMAS MFG. CO.

LI— l—— .~'

=5
!

Dayton Motor success has been Progressive. Each.
year finds it as Regular Equipment on many new and
high-grade machines. From the first the policy of this
Company has been steady and consistent—never am-
bitious to make ALL the motors, but only the BEST,
for mere quantity is secondary in our plans.

We never have and never will make more Dayton
motors than we can make and feel sure that each
Motor will be as good as the best that ever left our
plant.

Adhering to that Policy we feel confident that Day-
ton Motor Success will continue in the future as a well-
rounded, well-deserved success—based on the funda-
mental principle of Permanent and Lasting Service to
the talking machine Builder, the Dealer and the User.

There is a Dayton Motor to exactly fit YOUR re-
quirements.

DAYTON, OHIO, U. S. A.

Double Spring Type:

THE DAYTON MOTOR

Made in various sizes for full line of Cabinets from the lowest priced to the highest grade Talking Machine



42

THE TALKING MACHINE WORLD

OcroBER, 1919

VISTA PUBLICITY CAMPAIGN

National Publicity in Behalf of the Vista Phono-
graph Helps Vista Jobbers and Dealers

What will mark the start of a large national
advertising campaign featuring the Vista phono-
graph made its appearauce a few weeks ago in
the shape of two full-page advertisements in the
¢“Wisconsin Farmer’’ and the ¢‘Iowa Homestead.’’
Full and half-page advertisements will continue to
appear in these publications every other week, and
Vista dealers in these States have already received
direet results from the first advertisements.

The Wisconsin Chair Co., Port Washington, Wis,,
manufacturer of the Vista line, states that the E. R.
Godfrey & Sons €o., Milwaukee distributor of the
Vista phonograph for the State of Illinois, Wiscon-
sin, Towa, Michigan and Indiana, has purchased
over twenty carloads of Vista phonographs since
June 1. Deliveries aie uow being made of the new
style 223. Vista, whirh attracted considerable atten-
tion at the Godfrev Vista displdy during the Wis-
consin retail furniture convention in Milwaukee.

ROARK OFFLRS SITE FOR HOSPITAL

Victor Dealer in Muhlenberg, Ky., Will Give Land
for War Memorial Hospital

Orien L. Roark, Vietor dealer in Muhlenberg,
Ey., has been actively interested in the subject
of war memorials for the soldiers who went from
his city and bas offered to donate a site for a Hos-
pital building. The following statement sent out
by him outlines his views and says:

¢ Ag this country recovers from its activities of
war, among the mauy features of reconstruction
and recognition work are general plans for suitable
memorials of the natiou’s support and sacrifices, so
generally and freely given iu this great struggle.
Instead of mouumecuts, the American people are
planning community center buildings, libraries, hos-
pitals, vocational schools and like structures. The
hospital is beiug largely favored, and where there
is no sueh building this is one of the most practical
and worthy for patriotic and huwanitarian expres-
sion. Such a structure has long been needed in
Muhlenberg, aud could be easily and properly main-
tained. Our prosperous, progressive, thoughtful
people could build no more enduring and beneficial
monument. To encourage such action I will donate
an adequate site for such a building, on either Hop-
kinsville or Paradise street, and otherwise aid in
the movement.’’

BILL BOARD SIGNS THAT ATTRACT

Yahr & Lange Drug Co.,, of Milwaukee, Using
Some Great Sonora Signs in Their Territory

MiLWAUKEE, Wis,, October 6.—Two of the largest
billboards in the country advertising the Somora
pbonograph have recently been erected by the Yahr
& Lange Drug Co., of this city, distributor of the
Souora in Wisconsin aud upper Michigan. The
colossal sign boards, standing twelve feet high and
spreading away to 230 feet along the roadside, are
located at two of the prineipal entrances and exits
to and from Milwaukee.

One of the signs is located at the southern
entrance, at Cudahy, a suburb of Milwaukee, where
it. justantly attracts the atteution of the traveler on
the eleetric lines, steam railways and the Sheridan
Drive Speedway to Chicago. The other billboard
greets traffic fromn the west aud north, standing on
the county loop road near Wauwatosa, also a suburb
of Milwaukee, aloug the main line of the Chicago,
Ailwaukee aud St. Panl road to Minneapolis and
St. Paul, and also the interurban electric to Water-
town aud other points close to Milwaukee.

COTTON FLOCKS

, .. FOR.,,
Record Manufacturing

THE PECKHAM MFG. CO., ﬁ‘*&%&';:.':.sxesj

W. H. MAXWELL VISITS PORTLAND

Vice-President of Thos. A. Edison, Inc., Enter-
tains Company's Representatives at Banquet
While in Oregon City—Tone-tests Planned

PoRTLAND, ORE., October 8.—William H. Maxwell,
vice-president of the Thomas A. Edison, Ine., and
general manager of the phonograph division of the
Edison laboratories, with his wife and daughter,
and J. V. Robinson, chief accountant, were Port-
land visitors last week. MNr. Maxwell gave a dinner
at the Multnomah Hotel on September 23 for about
sixty representatives of the Edison Co. who reside
in the Portland territory. At the dinner Mr. Max-
well gave an informal talk and explained the fine
points in regard to selling. He has writteu a num-

ber of books on the subject, which have been pub-
lished by Lippincotts.

Mr. Maxwell was here to meet the dealers and
to confer with H. L. Marshall, local manager of
the Edison Phonograph Co., Ltd.

A Columbia River highway trip was very much
enjoyed by the visitors.

They went up the highway

as far as Eagle Creek, where a picnic dinner was
held. From Portland the party went to Seattle,
where a meeting will be held at the Hotel Washing-
ton, and from there to Spokane, where they met
the dealers at the Davenport.

Tone tests of the Edison will Le given in Portland
this month by Miss Ida Gardner, contralto, and by
Harold Lyman, flutist. A very attractive program
has been prepared.

COMMERCIAL FAIR AT BRUSSELS

The first annual commereial fair of the City of
Brussels will be held from April 4 to April 21,, 1920.
Only allied and neutral countries, according to Con-
sul General Henry H. 3organ, will te allowed to
participate. The name °¢Official forwarding agents
and official travel representatives of the Brussels
Fair 1920’’ has been given the American Express
Co. There should be exhibited, the Consul states,
American goods which would interest buyers of
most Europeau countries as well as goods suitable
for Belgian Congo buyers,

The
Stodart

Phonograph

made by the makers of
the STODART Piano,
has won the same splendid
reputation for itself as that

borne by the STODART

Piano for nearly a century.

Its equipment through-
out is the best. Itstone
is rich and mellow. It
has what the critics de-
clare to be the most
perfect reproducing de-
vice ever conceived.
Univeral tone arm, plays
any record,

Made in mahogany
in most artistic
models, beautifully
finished. In

range of price.

every

Stodart Phonograph Co., Inc.
New York

119 West 42d Street s
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PREMIER.

AIDA Triumphal March
Corne??éo

DUWNBSE BAND
{02085 41y

ATESNOTR USTRLIF. 640ssk aidThomm
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A Quality Double Record |

Greatest Talent emarkable Selections '
The World’s HMusic Correctly Interpreted }

A FEW SELECTIONS EMERSON PREMIER CATALOG

FROM THE NEW

e

Menotti Frascona, Tenor FEva Leoni, Coloratura Soprano '

OZ(;?};CS(P TOSCA—E lucevan le stelle  (Puccini) 10 inch DINORAH--Ombraleggiera (Meyerbeer)
Sl.OO(Doubl-e Rec) | GIOCONDA—Cielo e mar (Ponchielli) 02027-XP { BARBIERE—Una voce poco fa _
$1.00 (Double Rec.) (Rossini) i

Maximilian Rose, Violinist
(Verdz) 10 inch LARGO—(Handel) with Saxophone

LA BOHEME- Che gellda manina 02029-XP Obligato
(Puccmi) $1.00 (Douhle Rec.) MINUET lN G - (Beelhoven)

Carlo Ferrett‘i, Baritone Thaviu Band
I jmch { ’0 SOLE MIO - (Capurro-Capua) B {MARCH-—Tannhauser - (Wagner)

RIGOLETTO_'LB Donna é moblle

10 inch

02033-XP

$1.00 (Douhle Rec.)

i
, Stanislao Berini, Tenor

02028-XP 02039.P
$1.00 (Douhle Ree ) FUN]CUL]—FUN]CULA (Denza) $1.50 (Double Rec.) | WALTZ—Blue Danube - (Strauss)

Many other Beautiful UVocal and Instrumental R ¢cords— Ask for Complete Illustrated Catalog
DEALERS—Thisis an opportunity for ._
BIG BUSINESS EMERSON PREMIER RECORDS

ARE THE

|
SYNONYM OF PERFECTION l

Emerson [nternational, Inc.

43-45 WEST 24TH STREET NEwW YORK
Ezport Office—160 Broadway

ey, = TR Gl R e Ve g
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Why Talking Machine Dealers Can Handle
Music Rolls Profitably = : =« By Anhera Friened

Player-pianos today furnish 80 per cent. of the
output of all pianos. The output of pianes is esti-
mated for the year of 1919 to be 300,000 instru-
ments. With this large output of player-pianos
there is naturally created a correspondingly large
demand for player-piano rolls. Player music rolls
are sold everywhere. They’re in demand every-
where. Musiec rolls and talking machine records
are kindred lines. They both serve the sane pur-
pose, which is to put life into their respective instru-
ments. Without them the instruments are valueless.
It is, of course, a fact that talking machine dealers
have to demonstrate their records, but piano dealers
who handle music rolls have to do the same. On
the other hand the talking machine dealer can sell
musie rolls without demonstrating them and handle
them exactly like cigarettes in a cigar store. Music
rolls are a staple. The customer knows what he
wants because he has already been sold on the music
through hearing it in a cabaret or other public
place. There is really nothing to demnonstrate about
a ‘‘popular’’ music roll, because any standard make
of roll is arranged competently and in good taste.
The appeal is in the musie itself. The customer
knows the musie, as was said above, through the
efforts of the song hoosters. through publishers’
publicity, and so on. The sale is therefore made
in advance. Another proof that music rolls do not
have to be demonstrated is found in their sale by
the mail order houses, who are actually at present
the largest distributors of misic rolls. If it were
necessary to demonstrate music volls mail order

|
get set for Fall business NOW

houses couldn’t handle them. A talking machine
dealer can take on music rolls as a clean-cut mer-
chandising proposition and handle them as the mail
order houses do—without demonstration.

Talking machine records help to sell music rolls,
because they serve as a medium of demoustration.
At present a great quantity of musie rolls is already

Arthur A. Friestedt

being handled and sold by specialty shops which
have no facilities for demonstrating; as for example,
stores handling postal cards, souvenirs and similar

goods. Business men in the metropolitan centers
haven’t the time to listen to what they Lave heard
the night before, and they drop info those places
because they are handy, ask for what they want
get it, and get out again. The big thing for the
talking machine dealer to bear in mind is that
‘‘popular’’ wmusic rolls are absolutely standard.
They are not sold on the strength of their arrange-
ment or on the name of the pianist who recorded
them if they are of the hand-played variety. The
talking machine dealer must bear in mind that
most player-piano owners are prospective talking
machine owners. If a talking machine dealer cun
get a player-piano owner, who doesn’t possess «
talking machine, into his shop, more than 50 per
cent. of the task of selling him a phonograph is
accomplished. Player-roll hits are available each
month even earlier than the corresponding titles
can be obtained in talking machine records. There
is real service behind the dealer in his music roll
sources of supply. It is wost unusnal for a manu
facturer of music volls to be a week behind his ov
ders. Musie rolls also provide a pleasing margin of
profit while trade discounts are graduated at
liberal percentage off retail or list Irices.

In conclusion, let me say thut I do not propose
that a talking machine dealer should carry anywhere
near a complete line. He can always take ovders
for standard sellers, because the numbers are uot
whimsical; while the hits, which are few in number,
are the money makers and constitute the volume of
trade.

Ready to do a big Fall business in Emerson Records?
Well, Fall is here. Better get started now.

Everybody 1s now clamoring for merchandise. Protect
yourself by getting in line before the big rush begins.

Youwillwant the popular song and dance hits which Emerson
advertising 1s telling folks about in the New York papers

These Emerson dance hits are now available in the 10-inch
sizc—a brand-new double-disc Emerson Record that will
play on any phonograph. It’s not too soon to call Bryant
1656 if you want hits and want them quick.

Emerson Record Sales Company, ic.

Exclusive Metropolitan Distributors

6 West 48th Street, New York City
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It bri ngs crowds

of customers !

ACH month this
wonderful needle
grows in popularity.
It is now used regularly
by thousands and every-
one who tries it, quickly
decides that it is the very
best needle made!

il

THE IRSTRUMEINT OF QUALITY

gnor

CLEAR AS A BLLL

Semi - Permanent Silvered

NEEDLE

replaces steel needles, is
used on ALL MAKES of
steel needle records, plays
many times, increases
record life and is more
convenient and economi-
cal. It attracts scores of

new customers to your

8
L a2

store, brings repeat busi-

ness and splendid profits.

Three needle grades:
Loud, Medium, Soft.

Write today for counter
display holding 6 needle
cards.

Each needle card retails
for. 25¢ or $1.50 set of 6.

Sonora  Fhononraph
Sales Company, Iuc.
GEORGELE. BRIGHTSON, President
279 Broadway, New York City

Toronto Braneh:
I. Montagnes & Co., Ryrie Bldg.

’ Beware of aimilarly
) comstructed necdles

of inferior quality,

' 0 8
Y

X
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POPULAR TRIO OF SINGERS TO RECORD :FOR THE EMERSON

Arthur Fields and Irving and Jack Kaufman Contract to Make Records Exclusively for That
Company—All of Them Well-Known Favorites With Vaudeville Audiences

On September 18 the Emerson Phonograph Co.,
New York, closed one of the most important re-
cording contracts of recent years, when it made
arrangements whereby Arthur Fields, Irving Kauf-
man and Jaeck Kaufman will sing exelusively for
the Emerson record library for a period of three
years. These well-known artists met in the office
of Arthur Bergh, recording manager of the Emer-
son Phonograph Co., and affixed their signatures
to contracts which run into many thousands of
dollars.

In addition to arranging to smg 1nd1v1dualry

Jack Kaufman’s start was in amateur minstrel
shows as a youngster. Apart from his activities
in singing for well-known talking machine com-
panies, Jack Kaufman attained success on the
vaudeville stage and the records that he has made
in conjunction with his brother Irving have won
the commendation of the dealers and the public.

‘“The Three Kaufields,’’ composed of the two
Kaufman brothers and Arthur Fields, is a com-
bination that resulted from experiments in the
musieal laboratory of the Emerson Phonograph
Co. Their first record was an instantaneons suc-

for the Emerson Ii-
brary - exclusively the
agreements also pro-
vide for the same ex-
clusive rights to the
services of both Ir-
ving and Jack Kauf-
man ju duet 'singing
and also for the Kauf-
man Brothers to sing
in conjunction with
Arthur Fields in the
popular  combination
known as ‘¢The Three
Kaufields.’’

Perhaps mno group
of singers 1is better
known in the popular
phonograph world
than these three
artists. Their effective
rendition of character
and popular songs has

placed them in the
front ranks of present-day recording artists and
millions of their records have been sold in reecent
vears. The Emerson Phonograph Co. regards the
accomplishment of signing these ‘‘stars’’ to ex-
clusive Emerson contracts as of great importance
and believes that it will give impetus to the
country-wide popularity already accorded Emerson
records.

Arthur Fields is well known from coast to coast,
as he has appeared on every big-town vaudeville
stage in the United States and Canada. He will
soon start an extensive tour which will bring him
into the leading vaudeville houses in the Eastern
States. where he is a prime favorite. While Mr.
Fields first appeared in vaudeville, he always man-
ifested a keen interest in talking machine records.
He studied fathfully and tirelessly and his records
have reflected his many yvears of stndy.

Irving Kaufman, who for several seasons was
one of the famous ‘* Avon Comedy Four, " whieh
toured all over the United States and British
Isles with phenomenal success, started his eareer
as an eutertainer when only eight vears of age. He
was then a boy tenor with the ** Jenny Eddy Trio, "’
and a few years later was the principal soloist
with Merrick 's Band of fifty pieces, which aecom-
Jranied the celebrated Forepaugh and Sells Circus.
In recent years he appeared as one of the leading
prineipals in the Winter Garden production, ¢ The
Passing Show of 1919.7° Irving. together with
his brother Jack, has been engaged to appear in
teading roles in the forthcoming *:Ziegfeld Follies
of 1920.”’

v \ b....“;. ;:l A1} ||
SoLD BY X
HuRTER WS & cox

K

kol Plano 6

126 Liberty Street

Pamphlets with fac-simile illus-
trations and prices mailed
on request.

SMITH-SCHIFFLIN CO.

Signing up Kaufman Bros. and Arthur Fields for the Emerson

cess and each sueceeding record by this trio has
et with a ready sale

BUSINESS IS STEADILY EXPANDING

Thomas Kirkman, general manager of the Kirk-
man Engineering Corporation, reports the steadily
increasing demand for the K.-E. automatie stop.
This stop has been before the trade for many
vears. Greatly increased demand for this produet
is a strong tribute to its efficiency, and proves it
a recognized suceess. Mr. Kirkman reports that
in addition to the large numler of dealers on his
list, the Kirkman Engineering Corporation are
selling over two hundred active manufacturers of
phonographs the K.-E. automatic stop. Large
orders are in hand and it is expeeted that this firm
will equip a half million talking machines with
this device before the summer of 1920.

NEW MANHATTAN INCORFORATION

The New York Band Instrument Co., Ine., has
been incorporated with a capital of $30,000 to
manufacture phonographs, band instruments and
orchestra imstruments and the like. The incor-
porators are L. Ortlieb, 535 Cooper square; A. V.
Peterson, 1 Madison avenue, and C. Swanson, 84
Broadway, New York City.

Unless vou believe your own selling argument,
why expect other; to autograph the dotted line!

-— FROM —

THE PHONOGRAPH &
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LBVELAN

New Yark City
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THE CHARMAPHONE

The Quality Machine
At Popular Prices

THE CHARMAPHONE LINE
IS EQUIPPED WITH UNIL
VERSAL TONE ARMS —
SOUND BOXES OF THE
BEST QUALITY. THE CAB-
INETS ARE OF FINE VE-
NEERED WOOD WITH
QUALITY MAHOGANY
FINISH

HEINEMAN DOUBLE
SPRING MOTORS IN
ALL MACHINES. ALL
W OOD TONE AMPLI-
Heineman No. 33, dou= FIER — NICKEL TRIM-
ble-spring motor, E

Wholesale Price $62.60 MED THROUGHOUT

Plus War Tax
F. O. B. Pulaski, N. Y.
39% 10 days Net 30 days

MODEL 10
48 in. high, 18 in.
wide, 20 in. deep,
Charmaphone tone -
arm and sound-box,

Write to-day---secure
the agency of the best
popular - priced ma-
chine on the market.
A sample sent on
order.

, Charmaphones invite |

44 in. high, 18 in. wide, 20 in. deep, Heineman No. 33

. = motor, Charmaphone Universal tone-arm and sound-box,
Comparlson Wlth the tone modifier, casters.
- Wholelsale Pric'% $46.00
Plus War Tax
bCSt machlnes. F. O. B. Pulaski, N. Y.

39% 10 days Net 30 days

You are goir;g to be Short of Machines
ORDER NOW—ORDER NOW

THE CHARMAPHONE COMPANY

Executive Offices and Show Rooms
tone-arm and sound-

39-41 West 32nd Street, New York, N. Y.

D e Prioe %700 WE MANUFACTURE ALL OUR PHONOGRAPHS
Plus War Tax AT OUR FACTCRY, PULASKI, N. Y.

F. O. B. Pulaski, N. Y.
39 10 days Net 30 days

MODEL 6

42 in. high, 18 in.
wide, 20 in. deep,
Heineman No. 36 mo-
tor, Charmaphone
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The most wonderful Talking Machine of the present age at the price
An Instrument of Supreme Value, Tone and Quality

No. 250—$%125

No. 150—%85

The Cleartone has become very popular because of its quality.
splendid value and the advertising and sales campaign that now

stands in back of it. Dealers!
agency and grow with us.

Watch us grow—write for our

SUNDRY DEPARTMENT

MOTORS —No , double-spring, 10-inch
turntable, plays 2 10-inch records. $3.25. No
6. double-spring 10-inch turntable, plavs 3
10-inch records, $4.00. with 12-inch turn-
1able, §4.23; N 8, double-spring. 12-inch
turntable, plays 3 10-inch records, cast iron
frame. $6.85: No. 9, double-spring. 12-inch
turntable. plays 3 10-inch records, castiron
frame, bevel gear wind, $7.85: No. 10. dou-
ble-spring. 12-inch turntable, plays 4 10
inch records. castiron frame. bevel gear
wind. $9.85: No. 11, double-spring. 12-inch
turntable. plays 7 10-inch records, castiron
frame, bevel gear wind, $10.75

TCNE ARMS AND REPRODUCERS—
Play all records—No. 2, $1.45 per set; No.

$1.65 per set: No. 4, $3.75 per set: No. 6.
50 per set; No. 7, $3.25 per set; No. §.
3.15 per set: No. 9, $2.95 per set; Sonora
one arm with a reproducer to fit.

MAIN SPRINGS—No. 00, 5 in., 9 ft., 29c;
Xo. 01A. 8 in.,, 10 ft., 49¢: No. 01, 7% in., 7

5¢; No. 02, 38, in.,, 7 ft., 25¢; No. 1. 3;
n. 9 ft., 39¢; No. 2, 13-16 in., 10 ft, 39c; No.
in.,, 11 ft., 49c; No. 4, 1 in., 10 ft, 49¢c;

.y

e

0. 5,1 in., 11 fr,, heavy, 69c; No. 6, 134 in.
11 f ~: No. 7, 1 in.,, 25 gauge, 15 ft.. 89¢c.
w 1 ~arry other size main springs to fit
Victor lumbia and all other motors at

dmin prices

RECORDS—POPULAR AND GRAMDMA-
VOX, new 10-inch, double-dise, lateral cut,
all instrumental ‘“Selections 35c, each; 32c
each in 100 lots: Columbia, 10 inch, double-
dise, new records. 35¢ each.

GOVERNOR SPRINGS-—To fit VICTOR.
COLUMBIA and all other motors at moder-
ate prices. Special prices on large quanti-
ties to Motor Manufacturers.

GENUINE DIAMOND POINTS, for play-
ing Edison records. $1.95 each.

SAPPHIRE POINTS, for playing Edison
records, 22¢ each.

Special prices on sapphire points, balls,
and diamonds for quantity buyers.

SAPPHIRE BALLS, for plaving Pathe
records, 22¢, each.

NEEDLES, steel, 15c¢ per thousand in
10,000 lot; 42¢ per thousand in half mil-
lion lots.

\We also manufacture special machine
parts, such as worm gears, stammpings. or
any screw machine parts for motor; repro-
ducer and part manufacturers.

Special quotations given to quantity buy-
ers in Canada and other export points.

Write for our 84-page catalog, the only
one of its kind in America, illustrating 33
different styles of talking machines and
over 500 differenet phonographic parts. also
gives description of our efficient Repair
Department.

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

DEsEn—

—

—— e

No 100875

No. 200-—$100

S —
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BAILEY’S EXHIBIT MAKES PROSPECTS

Booth at Washington Court House Fair Shows
Grafonolas and Jesse French Pianos

The illustration herewith shows the exhibit of
Fred Bailey, proprietor of the ¥Fred Bailey Music
Store of Washington' Court House, Ind., at a fair

held recently in this town. Mr. Bailey is a Jesse
French & Sons dealer and states that the fair
brought him good prospeets, all of which made
purchases. In addition to the Jesse French line
of pianos and players the illustration shows Co-
lumbia Grafonolas, which also are handled by the
Fred Bailey Mnsic Store.

RECORDS FROM AUSTRIA RECEIVED

Cleveland Talking Machine Men Puzzled Regard-
ing Status of Products of Late Enemies—Ban
on ‘‘Interned’’ Records Lifted

CLEVELAND, O., Octoter +—The first Austrian-
made talking machine rcords received in Cleveland
since the United States declared war on Germany
and Anstria came throngh the United States Cus-
tom House last week. The records were of comiec
songs.

This lot of ‘‘canned goods,’’ as Joseph Pelsinski,
in charge of the custom office, put it, was some-
what of a mmnsical curiosity here, inasmueh as
members of the Talking Machine Dealers’ Associ-
ation of Northern Ohio during the war period
interned, as it were, all phonograph records repro-
ducing German language songs. The same rule
was applied to records reproducing sclections from
orchestras directed by pro-Germans like Carl Muck,
of Boston. This ban has been lifted. Abont 1,000
titles were included in the list of records which
came nnder the ban during the war,

“Does It Play Al Records?”

Certainly MAGNOLA does; and without any extra
attachments, too. This is omly one feature, albeit a
most imfport.am one, in the thoro%’ghla up-to-date equip-
ment ‘of the MARVELQUS MAGNOLA.

MAGNOLA “Built by Tone Specialists”

“Mugnuly .
\ Tullcing -
Murhisre

" Walchimg the Music Come Out

May we send you our handsome. illustrated catalog
chock full of information concerning the wonderful
construction system of Magnols and the beautics of
its mucical results, ite artistic appearance and its
moderate price?

Send your name and let us tell you more!

e —
—

MAGNOLA TALKING MACHINE COMPANY
OTTO 8CHULZ, President

Bouthern Wholesale Brench
1530 CANDLER BLOG.
ATLANTA, GA.

General Offices
711 MILWAUKEE AVENUE
CHICAGO

A. J. BALCOMB IN NEW YORK

British Representative of General Phonograph
Corp, to Make Plans for Featuring Heineman,
Meisselbach and Dean Products in Great Britain
During the Coming Year

A. J. Balcombe, Great Britain represeuntative
for the General Phonograph Corp., manufacturers
of Heinemau, Meisselbach and Dean products, ar-
rived in New York recently for au extended visit
to the executive offices.

Mr. Balcombe has been in conference with Otto
Heineman, president of the company, regarding
plaus for the coming vear and during the course
of his visit las placed large orders for lleineman
and Meisselbach motors to meet the requirements
of phonograph manunfactulers i the British [<m
pire.

In a chat with The World Mr. Balcombe com-
nented enthnsiastically upon the remarkable prog-
ress being achieved by the Gemneral Phonograph
Corp.’s prodnets in this country and abroad. 1[e
stated that Heineman and Meisselbach motors are
eujoying great popularity in England, and while in
New York Mr. Balecombe placed an order for three
carloads of these motors for shipment to England,
this order constitnting one of the largest motor
shipments that ever left the United States for
England.

Mr. Balcombe, who is one of the veterans of
the talking machine industry and has beeun asso-
ciated with the trade more than twenty years,
expects to return home some time this month.
In the wmeantime his orgamization in London is
sending excellent reports of business activities
in Great Britain,

ATTRACTIVE VITANOLA ADVERTISING

Full Page in New York Times and National Pub-
lications Open Large Campaign

The Vitanola Talking Machine Co., Chicago,
carried iu the New York Times of September 21
a full-page advertisement, which appeared also in
several national magazines and which is an attrae-
tive bit of advertising. A large picture of the
Vitanola Ten has a promivent place in the ad,
which was designed to pnt over the selling points
of the machine at a glance. This was a part of a
scries of ads in leading publications which the
Vitanola Talking Machine Co. is using to push
the rapidly growing sales of its produet.

NEW FOLDER ON WARD COVERS

The C. E. Ward Co., New London, O, well-
known manufacturers of khaki moving covers for
talking machines and pianos, have just issued an
attractive folder illustrating and describing their
varions styles of covers, and containing a complete
price list. The Ward covers have proven distinetly
popular, partienlarly with talking machine dealers,
who find them wmost valuable for protecting ma-
chines from secarring and other damage while in
the course of delivery.

FACTORY WAGES AT MAXIMUM |

ALBaNY, N. Y. Octoter 7.—Factory workers’
wages in New York State made a new high record
for Angnst, according to statistics of the Industrial
Comnnission, made pnblic to-day. The weekly
amount paid to ewmployes averaged $23.85, or 67
cents more than the previons high iark, which
was for December. The Angnst average was 3 per
cent. higher than in July, while the advance in
food prices was said to have been only 1 per cent

Have you heard ‘“The Vamp?’ on th.
Gennett lateral cut record?

Write for our record proposition to dealers.

COLE & DUNAS MUSIC CO.
54 W. LAKE STREET CHICAGO
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WHY |
Mr. Dealer

Are Your Com-
petitors Selling
So Many

Phono-Grands
Y ol

Simply Because They
Know That

PHONO-GRAND

Fills a Long Felt Want

This little compact combina-
tion of a splendid Phonograph
and an electrically controlled
Reproducing Piano is just the
thing for ice cream parlors,
restaurants, cafes, etc. It fits
in nicely and takes up no more
room than an ordinary talking
machine.

Want particulars?  Write {oday

J. P. Seeburg Piano Co.

419 W. Erie St. Chicago, Ill. J
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Staggered Ready to Place Record _othér phono-
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BABY’S CRIES START TALKER

Inventor Perfects Device That Enables Ta'king
Machine to Play Lullabies Automatically as
Soon as Baby Starts Crying

For some years now there has been on the market
what is known as the ¢ ‘wireless pup.”’' an ingenious
contrivance whereby a wooden dog can be caused to
emerge from a wooden house at the whistle of its
owner. The startling result is brought about by
means of a special diaphragm arrangement which
responds to any unusual vibration sueh as that
caused by whistling or the sudden clapping of hands,
causing the dog to be released from a special eatech
and to spring into view.

The success of the wireless pup evidently proved
the source of inspiration for a Western inventor
who claims to have invented an automatic device
for starting talking machines by the sudden crying
of a baby. It is believed that the device will prove
a boon to mothers, and that once placed upon the
market the demand for it will be very great.

A series of highly sensitized diaphragms are in-
stalled in a special case, the control lever of which,
in turn, is connected in a clever manner with a spe-
cial brake on the talking machine. When the baby
is placed in its crib for the night, and the room is
quiet, the regular brake is released, and the special
brake placed in position. If the child suddenly
starts the whining the more sensitive of the
diaphragms serves to release the tension on the
mechanism, and as the cries develop into lusty yells
the full force of the special mechanism is exerted,
and the brake is released, thus permiting the talk-
ing machine to start playing some suitable lullaby.
As the eries of the child subside and it is lulled to
sleep again the tension of the springs exerted by the
diaphragm is reduced as they have ceased to vibrate,
and stillness again reigns.

The inventor claims for his device not only that
it will serve to keep baby quiet, while the parents
are out of the room, but that it will act as an alarm
when marauders enter the child’s room, as heavy
footfalls are likely to start the mechanism and
release the brake, thus giving warning that all is
not well in baby’s room. When the parents have
finally retired for the night, and would rather be
interrupted by the child’s cries than by a sudden
fluood of music, the regular brake can be again
sprung into position against the turntable.

If the new invention is finally put on the market,
the big question will be whether to place it on sale
in the regular baby department of the store, or offer
it in the talking machine department.

MAKING TOUR THROUGH MEXICO

The Columbia Graphophone Co., New York, re-
cently received interesting news regarding Saseha
Jacobson, the well-known violinist, who records
exclusively for the Columbia library. Mr. Jaeobson
has been making a very successful tour through
Mexico, and his friends were glad to learn that his
tour in that country is giving him keen enjoyment
and satisfaction. In a letter addressed to one of his
New York friends, Mr. Jacobson said:

¢“Pirst of all they have a tremendous advertis-
ing campaign, and I’ve been interviewed and ecar-
tooned in every paper. On’ Saturday evening we
gave our first concert, and it was a complete triumph.
People cheered and stamped, and what not. After
the concert, the crowd gathered iu the lobby of the
theatre and gave us a remarkable reception. We
gave our other concert yesterday with similar sue-
cess. This morning I am going to be photographed
for * The Review of Reviews.” ’’

DIFFERENCE IN VIEWPOINTS

The optimist sees a better world through all the
smoke; the pessimist only notes the destruetion of
the flames.

Tilman Bros., La Crosse, Wis., make a specialty
of caring for the musieal wants of the foreign-born
citizens of that eity and carry a large stock of
records in Ttalian, Greek, Polish, Norwegian, Swe-
dish, Assyrian and German.
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PRESTIGE!
271l UNDREDS of leading merchants are now

selling the Steinburn. They well know
the advantages of handling a quality line,

artistically and mechanically superior. It
is our policy to take care of our existing dealers, giv-
ing them every possible co-operation, so that they

will win and ever hold local predominance.

Ask about our local Adv. co-operation.

OPPORTUNITY!

So rapidly is our dealer - organization growing that
we will soon be obliged to decline new business un-
til after January Ist. If you want the Steinburn we
strongly advise you to telegraph for particulars, pho—

tographs or a sample order.

STEIN-BURN CORPORATION

General Offices and Display Rooms for Dealers

Heyworth Building, Cor. Wabash Ave. and Madison St.
CHICAGO
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Riccardo Stracciari has made a record of
Von Tilzer’s “When the Evening Bells Are
Ringing” which will bring in record re-
ceipts. Columbia 78407.

ACTIVITY IN BIRMINGHAM, ALA.

Why Dealers Are Optimistic—Emerald Co. Enter-
tains Vocalion Dealers—Butler in Charge at
Cain’s—Seals Co. Takes on Columbia Line—
Southern Phonograph Supply Co. Organized.

BIRMINGHAM , ALA., Octoler 2.—Whenever the
fall rush in the talking inachine trade makes itself
apparent it will find the retailers in this section
well equipped to handle the business so far as
their quarters are concerned, for many of them
have spent the summer in putting their houses in
order, and have made improvements in their stores
calculated to enable them to handle increased
business expeditionsly.

Seals Piano Co,, recognized as one of the lead-
ing piano houses in this seetion. has embarked in
the talkiug machine business with a substantial
Columbia department.

Reid Lawson, a well known local jeweler, has
also opened a talking machine departinent in his
quarters on the fifth floor of the National Bank

/ the
neomparable

STEADILY

DELIVERIES.

Rosen Phono. Sales Co.,

) pheon

A tone thal is ineffably
exquisile—nol phonographic

INCREASING
PRODUCTION ASSURES

THE DELPHEON COMFPANY

Bay City, Michigan
The Delpheon Sales Co., 25 Church St., New York

Walter Verhalen, 703 Bush Building, Dallas, Texas

Columbia Graphophone Co.

NEW YORK

— = =

Building. He has taken the agency for the Player.
phone, and is also acting as distributor for OkeH
records.

Both N. R. Boone, general mnanager of the Talk-
ing Machine Co., Vietor distributors, and Benja-
min Hammond, manager of the Victrola Depart-
ment of the Clark & Jones Pianc Co., have recently
visited the Victor factory in Camden, attending
various meetings there. Before returning home
Mr. Hammond visited Grand Rapids and Chicago,
as well as New York.

The Cable-Shelby-Burton Piano Co. reports” an
exceptional demand for Victor records, which
they handle exclusively. There is an especially
strong call for the Red Seal records since the
recent price reduction.

The Southern Phonograph Supply Co., under
the management of ‘“King’’ Doty, has recently
been formed. The company will do a wholesale
business only and will distribute the Wilsonian
phonographs.

The Emerald Co., Vocalion distributors, enter-
tained the various Vocalion dealers at dinner

|
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Medel B-$175

28 Court Square, Boston, Mass.

recently. The object was to organize the Vocalion
dealers in this territory for the purpose of co-
operation and betterment of trade conditions gen-
erally.

John M. Gandelock has again rejoined the
forces of Clark & Jones Piano Co. after an absence
of several months .

Frank Butler has taken charge of the phono
graph department of J. E. Cain. This house han-
dles the Brunswick and Emerson lines. Mr. Butler
has been long connected with the phonograph
business, he having been connected with E. E.
Forbes & Co. for years.

WATCHING ADVERTISED ARGUMENTS

How the Progressive Dealer Can Hook His Pub-
licity Up With National Advertising

The progressive dealer who gets the most out
of the manufacturer’s advertising is the one who
studies the character of that advertising, appre-
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Dunecan’s Striking Window Display

ciates the point made and hooks up his own argu-
ments with those offered in the national publiecity.
How this hocking up of national advertising can
be brought about most effectively was brought
about recently in the case of M. W. Duncan, Victor
dealer of Albia, Ia., who, when the Victor Co. was
advertising the fact that to ‘‘look inside the lid’’
offered assurance of the instrument being a genu-
ine Vietrola, made the same point in his local
publicity and especially iu his windoy displays,
as will be seen by the accompanying photograph..

OVERCOMES METALLIC NOISES

Omaha Inventor Claims New Device Eliminates
Surface Noises in Talking Machine Needles

OmaHA, NEB., September 30.—An iuvention
which he claims will eliminate practically all me-
tallic noises from talking machines using inter-
changeable needles, has been devised by Geo. A.
Adams, of this city. The attachment is a compo-
sitiou’of metails, wax, rubber and other iugredi
ents in the shape of an 8, and is eomposed of sev-
eral different layers. Patents have been applied
for at Washington, Canada and England.




Lhe Talking Machine 1 orld, New }ork.

For nearly a quarter of
a century this name has
stood for the highest quality
of Phonograph Steel
Needle.

One Needle with three different tones
LOUD — MEDIUM — SOFT

Petmecky Multitone
Steel Needle

Petmecky Multitone
Steel Needle Plays
Ten Records Perfectly

Three Different Tones
1. For LOUD TONE—Play with

flattened side facing record.

2. For MEDiUM TONE —Play

at intermediate angles.

3. For SOFT TONE—Play with

edge facing record.

GENERAL PHONOGRAPH CORPORATION

25 West 45th Street OTTO HEINEMAN, Pres. New York City, N. Y.

S: Elyria, Ohio Newark, N. J. Putnam, Conn. Springfield, Mass. Kitchener, Ont.

Chicago, 1L San Francisco, Cal. Toronto, Can.
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The Trade In Boston And New England

JOHN H. WILSON, MANAGER, 324 WASHINGTON STREET, BOSTON, MASS.
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Bestox, Mass, October +—Retail trade suf-
fered a great deal this past month by reason of
the wholesale desertion of the policemen, who
contrary to the orders of Commissioner .Curtis
formed a union and joined the American Fed:
cration of Labor. The details of the unfortunat.
affair are now too well known to everybody to
Le repeated here and the talking machine
trade, too, knows full well—quite too well, in
fact—that there was a slump in bnsiness, begin-
ning with a vriot on the night of September 9
which was the immediate cause of keeping timid
people at home for a number of days. It was
a sitnation nnparalleled in the history of the

city, but the loss occasioned to the talking
machine business was shared by practically

every branch of business carried on in a retail
way. Today one sees instead of the blue-eoated
guardians (?) of the peace—deserters they were
called by Governor Coolidge—one sees the
khaki-clad soldiers comprising the State Guard
with guns over their shoulders and ready for
action at the least provocation. The ecity’s
traffic at congested sections is hundled by the
Motor Corps, whose members have been admir-
ably trained. Today the city is better protected
than in many years. As it is taking some time
to reeruit a new police force the soldiers are
likely to remain on duty in the eity at least
until Christas.
Stores Protected Against Riots.

During the flist night of the riots the talking
machine stores—some of them at least—took
great precaution to save their property. A few
stores had a special guard the first night the
policemen were off duty and thereby saved
themselves much broken glass and theft; bnt
others did not take such precautions until after

that memorable September 9, but the very mnext

day not omly were guards statiomed in front of
the stores, but Leavy barricades were put up
against the windows. In many cases it was a
tull week before they were taken down.

Steinert Men Attend Victor Sales Course

Robert Steinert, head of the Arch street es-
tablishment of the Steinert Co., was over at the
Camden factory of the Vietor Co. toward the
latter part of September, having gone over to
“‘brush up’’ on the salesmanship course which
the Vietor Co. has been making so much of these
days, and very properly, too. Over at Camden
at the same time was Hermann Fleischman, one
of the Steinert wholesale representatives, and
Francis Doyle, of the Steinert Providence storve.

For the women’s class, whiel is to be held
October G at the factory, those in the Steinert
cmploy who are going over are AMiss Iistelle
Samuels, of the wholesale department;
Thelma Cohen, of the rvetail force; Miss Florence
Arnold, of the Portland store; Miss Lena Heid
of the New Haven store, and Miss Ruth Pimer
of D. 8. Marsh & Co., of New London.

Still another class is being planned for October
20, and those to attend this will include James
Graham, oune of the Steinert wholesale repre-
sentatives; Jerry Spillane, of the Springfield
store, and Ed. Welch, of the New Bedford store.
There is still another class being made up for
November 3 to inelude Miss Agnes Prince, of
the Arch street retail store; Miss Martha Kay,
of the Boylston street retail storve; Miss P. E.
Doucet, of the Fall River stove; Miss M. Widgw-
heimer, of the Bridgeport store, and Miss M. K.
Cuddy, of the Waterbury store. These classes
all continue two weeeks and the Steinert Co.
has Dbeen quick to appreciate the advantages

Miss

of the excellent and thorough training which
they afford.
To Resume Columbia Dealers’ Meetings

Manager Fred E. Mann is planning to resume
the Coluinbia dealers’ meetings whieh were so
popular the last two seasoms and which all last
winter were held in the Swiss room at the Cop-
ley-Plaza. The tentative date for the first one
was October 8 and Manager Mann has other arrange-
nients pending to Le announced later.

The Puritan Making Progress

The Bates-Ellsworth Piano Co., New England
wholesale and retail distributors of the Puritan,
has been able to interest a great many persons
in this talking wachine, which is one of the
latest to be introduced to Boston and New Eng-
land. This concern is located at 68 Chauncy
street, and to dealers who are anxious to handle
this machine exclusive territories are offered.
In featoring this wachine the company ecalls
especial attention to its «(leep acousticator, which
is a characteristic featnre of the Puritan. The
Bates-Ellsworth Co. has placed the Puritan with
a great many dealers thronghout this territory,
and the demand is volling up at a surprising rate, In
its advertisements the company announces that it is
planning to inaugurate an intensive sales campaign
in belhalf of the Puritan line and will assist the
dealers wherever possible.

Shoemaker Visits the Dealers

Herbert Shoemaker, manager of the Eastern
Talking Machiue Co., spent several days during
September in making a tour of some of the
dealers in western aud ecentral Massachusetts,
visiting in partienlar suech centers as Worcester,
Springfield, Holyoke and Greenfield. Early in
October he plans to go to Providence, R. I, and

(Continued on Page 52)

ANNOUNCEMENT
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Takes pleasure in announcing to the Victor Dealers
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meet the dealers of that eity. In this way Man-
ager Shoemaker hopes ere long to be closely
in touch with the trade which the Eastern
serves.
Introduces New Dealers’ Service Ideas

Manager Shoemaker is constantly making
changes in the Essex street headquarters of the
company, always with a view to better serving
the dealers. Lately he has introduced a number
of new ideas which have not only been ap-
proved, but which have shown to be thoroughly

praetical. It has been his aim to make the
dealers’ serviece department something worth
while.

Barite Co. Holds Formal Opening

The Barite Talking DMachinc Co., of which
mention was made in last month’s issue of The
World as oue of the new concerns to begin busi-
ness in Boston, was formally opened for business
about the middle of September. ‘‘Billy’’ Fitz-
gerald was on hand at the new store in the
Garden Building, Boyston strect, near Church
street, to give his old friends a welcome, but
he was not able to remain there long, as he had
arranged with the owners to give them enough
of his time so that the store might get well
started, for Mr. Fitzgerald has other plans in
view. John Alsen, who has returned to Boston
from Springfield, is now in charge, and as he is
an experienced man in handling both the Vietor
and the Edison lines he is sure to prove a valu-
able man in this post. Associated with him are
several who are familiar with the business, in-
cluding Byron Dudley, whe has been with
George Lineoln Parker and the Eastern Talking
Machine Co.; Thomas E. Taylor, who formerly
was with Chickering & Sons; William Albreeht,
who was with the Rosen Talking Machine Co.,
and Miss Martha T. Held, late of the Eastern’s
Tremont street retail shop. The new establish-
ment earries a large line of machiues and records,
and a long line of booths gives ample oppor-
tunity for patrons to play.over reecords.

Edison Artists in Recital

Miss Marie Morrisey, contralto, and William
Reddick, pianist, were heard in a econcert on the
evening of September 19 at Jordan Hall under
the auspices of the ¥. H. Thomas Co., which
handles the Edison line for the Back Bay sec-
tion of the city. An Edison machine was used
for the recreations and a large audience was
present to enjoy the evening.

Walter S. Gray a Visitor

A recent visitor to the Bostou trade was Walter S.
Gray, the well-known Pacific Coast jobber of talking
machine aceessories. Mr. Gray spent several days
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herc, calling on the manufacturers whose produets
he handles on the Coast. He spoke very optimistic-
ally of business conditions, stating that the 1920 out-
look was very satisfactory, with the dealers closing
a banner business.

Occupying Increased Space
Having taken over the lines controlled for the
past six months or more by the Emerson New
England, mention of which was made in last
month’s issue of The World, the Musical Supply
& Equipment Co. has had to takc on more space

S me——

BOSTON, MASS.
WALTER S. GRAY

at its headquarters at 221 Columbus avenue.
Soon after taking over the Emerson’s business
here Manager J. H. Burke, of the Musical Supply
Co., called a get-together meeting of his own
people and the Emerson branch staff, including
one or two of the Emerson men from New York.
This conference was to map out a new plan of
procedure, looking to handling the larger line of
products in the most advantageous manner.

New Lines for the Bon Marche
Manager Burke has just placed the Somnora

—— 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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line and other accessories carried by his com-
panay with the Bon Marche, in Lowell, which
is one of the largest department stores in New
England. Other coneerns which have taken on
the same lines are John C. Miner & Co., of North
Attleboro, and E. 8. Brown, of Lynn.

Attend Emerson Jobbers’ Meeting

Manager Burke and eight of his staff went
over to New York about the middle of Sep-
tember to attend a convention of Emerson job-
bers. The convention lasted two days and was
held at the Hotel Claridge. Among those who
attended besides Manager Burke were C. D.
MeceKinnon, A. J. Delauries, F. J. Degunee,
George J. Krumschied, R. V. Keyes, R. G. Powers
and J. E. Burke, Manager Burke’s brother.

Wm. R. Fleming Promoted

William R. Fleming, heretofore assistant book-
keeper for the Columbia, has been advanced to the
post of eashier for the comnpany at its Federal street
headquarters.

Emmet Ryan Back With Steinert

Emmet Ryan, in the employ of the Steinert
Co. before the war, was married September 28
to Miss Gertrude Gaubam. of Brighton. While
in service Ryan was in France for two years
and earlier he saw two years’ service on the
Mexican border. On his return from his honey-
moon trip he resumed relations with the Steinert
house, for whom he is now wholesale represent-
ative in Greater Boston territory.

Planning Get-together Meetings

Now that Manager Hindley, of the Vocalion,
is back on the job following his enjoyable vaca-
tion in the provinees, he is arranging for the
first of his get-together meetings, which on sev-
eral ocecasions last winter brought all his sales
force and office staff into pleasant social con-
ference. For the present attention is foeused
on the Vocalion recitals, which take place every
afternoon and Saturday cvenings and for which
a $3,000 Sheraton machine is used. Manager
Hindley and hLis retail staff have made some
excellent sales of high-priced instruments lately.

G. F. Blaldelli With Steinert Co.

G. Frank Blaldelli, formerly with Landay
Bros.” Fifth avenue, New York store, has come
over to Boston and has been placed in charge
of the retail warerooms of the Boylston street
store of the Steinert Co.

Two-minute Service a Hit

The C. C. Harvey Co.’s ¢‘two-minute serviee’’,
latély inaugurated, is proving a great hit with
the public. To give this quick service to the
patrons it was necessary to install a reecord rack
on the ground floor and this is supplied with all
the latest records.

New Front to Eastern Co. Store

Passers-by on Tremont street would secarcely
recognize the Eastern Talking Machine Co.’s
retail store, for the entire front has been so
charmingly made over.
extend down to the street level and inside for a
depth of fifteen feet or so there is a beautiful
salon handsomely furnished, with the aectual store
back of this. Manager Batchelder, of this store,
lately entertained his staff at a local hotel and
after a good dinner there was a helpful exchanage
of views as to business methods to be pursued,
along with many helpful hints looking to the
advancement of the Eastern’s interests.

Concentrate on Brunswick Line

Now that Kraft, Bates & Spencer have elimi-
nated the piano stock and gone out of that busi-
ness they are better able than ever before to
concentrate their attention on the Brunswick
line, which Harry Spemcer took on a number of
months ago. The house has now a number of
good concerns on its books and they are making
such heavy demands for shipments of Brunswick
instruments that Mr. Spencer has decided to
consider no more propositions, else they could
not be properly taken care of. With the de-
parture of the piano line the large mezzanine
story toward the rear of the store ean now be
used for a salon for the better demonstration
of the Brunswick.

Plate glass windows now *
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teinert Service Serves

35 ARCH ST.

—

M. STEINERT & SONS CO0.

BOSTON

/ -

WHOLESALE HEADQUARTERS

INDIVIDUALITY

Our modern principles in distribution assure
to each New England dealer personal atten-
tion in solving their Victor problems.

Tremont Talking Machine Co. Organized

The Tremont Talking Machine Co. has been
organized in this ecity to take over the retail
Vietrola business heretofore conducted by the
Bastern Talking Machine Co. The latter con-
cern, as announced, will hereafter conduet an
exclusive wholesale business in Vietor produets
in the New England territory, with headquarters
at 85 Essex street. Manager Warren Batchelder
will continue to steer the destinies of the Tre-
mont Co.

TWO PROGRESSIVE CITIES

Bloomington, Ill, and Detroit, Mich.,, are two
progressive cities in the field of public school musie.
Each now has a special supervisor of musie appre-
ciation. The Vietrola and records arc an integral
part of their work. In Detroit the platoon system
is being used to great advantage in presenting musie
appreciation to great numbers of school children.

PROVE TRADE STIMULATORS

President Douglas, of the National Co., Tells
How Dancing Novelties Reach the Parent
Through the Child, Hence Help the Trade

BosToN, Mass., October 5.—The National Co.,
manufacturers of ‘‘Ragtime Rastus,’’ ‘‘Boxing
Darkies’’ and other novelties for the talking ma-
chine trade, are advising talking machine dealers
to reach the parent through the child during the
coming Christmas season. R. L. Douglas, presi-
dent of the ecompany, in speaking to The World,
stated: ‘‘We have had dealers tell us that on
account of our toys daneing in their windows
children have induced.their parents to come into
the store, which has in most cases resulted in the
sale of a machine or records, as well as the toy.
Certainly children exert a big influence and our
daneing toys are one of the finest novelties a

(Continued on page 54)
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talking machine dealer ean have to atiraet chil-
dren and thereby the parents at Christinas. Deal-
ers in every other line of business think it most
necessary to have comething for the children.
We believe the dancing toys fill this wani for the
talking machine dealev.’’
Visits Old Home In Vermont

Joln E. White, a membler of the Musical Mer
chandise Sales Co., Toronto, sole Canadian distribu-
tors of the Brunswick phonograph and reecords, has
just returned from spending a vaeation in St. Al-
baws, Vt., his home town.

a3
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NEW DEPARTMENT IN LOWELL

Bon Marche Department Store Handles Several
Leading Lines

LowgkLt, Mass., Octol er +.—The Bon Marche in
this city Ims lately opened a new and enlarged talk-
ing machine depaytment which is one of the finest
of its kind to le found in New England. The
department is on the tourth floor and oceupies
nearly all of the space with the exception of what
is used for office purposes. Charles Martin is the
manager. The hooths are all of Unieo construction,
and with a good competent staff, business promises
{o be rushing this fall. The department earries a

Lansing Khaki

past year have mainta

The Quality of the

oy No. 3 Carrying
Strap Shown in
Cut

Despite the obstacles that have arisen during the

QUALITY

LANSING cover has given it leadership in the field.

Moving Covers

ined their high standard of

These covers are made of Government
Khaki, interlined with heavy feltin Grade
A, or cotton in Grade B, fleece lined, quilt-
ed 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 8. GR 1Y

412 Merlet Street

oo

TALKING MACHINE WORLD

UCTUBER, 1919

To Dealers

Everywhere

ATTENTIO

We ae the largest jobbers in New Engl nd for the

VITANOLA Talking Machine

If you are looking for

QUICK SERVICE
LIBERAL DISCOUNTS

Get in touch with the most

progressive house in

the East

S. W. SHARMAT & SON

Wholesale Distributors

5 BROMFIELD ST. BOSTON, MASS.

large line of Columbia, Vietor and Edison goods,
and a few days ago it took on the Sonora line so
that patrons have a wide field from whiek to make
a selection.

EDUCATING THE DEALER

Why Managers of Wholesale Houses Should Get
Close to the Dealer and Acquaint Him With
Trade Conditions

IlosToN, Mass., October 5—Kenueth E. Reed,
wholesale manager of the Vietor departmeunt of
the M. Steinert & Sons Co., is prononneedly of
the opinion that every manager should make a
careful study of every dealer with whom he
comes in contact, so that he may know iu an
instant his likes and dislikes, for by this kuowl-
edge he will be much better prepared to satisfy
his needs at all times.

‘“When dealers begin to complain about not
getting all the goods they want,’’ says Mr. Reed,
‘‘“they do not take into account the fact that all
the leading companies were engaged in war ae-
tivities and that it takes some little time to
cateh up and that there is an unusmal demand
for the goods. What they do need impressed
upon them is that despite the war and all its
demands the Vietor Co. has made eonsiderable
progress in meeting the demand. That there has
been a marked improvement in Victor eondi-
tions, especially throughout New England, goes
without saying. ’

¢“With some of the doubting Thomases it is
nothing short of actual figures that will con-
vinee them of the real strides that the Vietor has
taken. One reason why it is hard to appreciate
the development is Dbecause the goods are so
quickly absorbed, but those who ave the closest
to the trade are the first to see the develop-
ment which in the case of records alone is some-
thing phenomenal.

‘“One thing that has done a lot to stimnlate
reeord business is the reduetion in the price of
Red Seal records and there has been an entitrely
new field created for these goods since that
reduetion, u field that couldn’t have been
touched under the old conditions. Leyal Victor
dealers, therefore, will do all they can to edu-
cate tlieir special following in Red Seal pur-
chases to the eud that the greatest success pos-
sible may be attained.’’
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CAVANAUGH OPENS NEW SHOP

Well-known Talking Machine Man to Handle
Victrolas and Records Exclusively in Hand-
some Store in Brooklyn, N, VY.

J. .J. Cavanaugh, formerly in charge of the Vie-
trola department of A I. Namm & Son, Brooklyn,
recently opened an exclusive Victrola shop at 60
Court street, Brooklyn, which is most modern in
appearance and is tastefully fitted up in Adam
period design. The ceiling and paneling are of
ivory tint, while the walls are covered with a rieh
blue and gold Adam design tapestry paper. The

J. J. Cavana'ugh
furniture is mahogany, which is in keeping with the
period and also blends harmonious]y with the Vie-
trolas on display.

As the photograph shows, the main showroom
is tastefully arranged with tables, lamps and chairs,
so that an atmosphere of dignity and refinement
presents itself as one enters the store.

Toward the rear extends a hattery of fourteen

THE TALKING MACHINE WORLD

l voths comfortably furnished and decorated in such
a manner thac on entering one feels at home. Within
easy access to all the booths a record filing systemn
has been installed whick will take care of fron
15,000 to 20,000 records.

The Cavanaugh establishment occupies four floors,
A shipping room is located in the basement, which
is accessible by an elevator to the stveet so that
shipments of machines going in or out do not have

Partial View of the Main Showroom
to obstruct the showrooms. On the second floor a
well-equipped repair shop is located, while on the
two upper floors stockrooms are located.

Mr. Cavanaugh has employed as assistant man-
ger Wm. H. Bishop, who has formerly served for
long periods with the Trinity Talking Machine Co.,
of New York, aud the Victor Co., of Camden, N. J.
Mr. Cavanaugh, on leaving A. I. Namm & Son, re-
ceived a very cordial letter from B. I. Namm which
read:

‘¢Let me congratulate you heartily upon the open-
ing of your mew business and wish you all the sue-
cess that I am sure will result from such fair deal-
ings as characterized your efforts during the ten
vears that you spent in charge of the Victrola de-
partment of our store.

““T am more than sorry that our change in policy
prevents the continuance of this department under
your charge, but I am confident that the people of
Brooklyn will get the same satisfaction in pur-
chasing Victrolas and records from you in the
future as they did from us in the past, a satisfac
tiou which was pretty well evidenced by the remark-
able success that the department enjoyed.’’

ROOM.
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Only 7 Weeks

CHRISTMAS
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An Artistic
Masterpiece

created for the appreciation of
discriminating music lovers, is
each Gennett Record.

Try Genneit No. 4548. You'll be
charmed by the melody of “Tell Me”
and “Can You Imagine?” played by
Duane Sawyer, saxaphone, with
piano accompaniment. Price 85c.
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Service

is the Root of Successful Record

oo By J. 1. Carroll

LC Mgr. of Sales Emerson Phono Co.
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Merchandlslng
fo
Service! Much is said about it everywhere. Busi- His trade would be pleased. They would advertise

ness magazines are cluttered with articles dwelling
on its necessity. Manufacturers use it as a wateh-
word. Dealers are ever clamoring for it. No one
denies the truth of its cousiderable importance.
All profit by its operation, from the ultimate pui-
chaser back to the manufaecturer.

Reflecting on the benefits to ke derived from
‘“smooth service’’ one is confronted with the
‘‘poser’’—why is a thing, admittedly good, not uni-
versal? Why do manufacturers, distributors and
even dealers fail in perfecting that by which they
can give satisfaction to their trade and thus opeu
the flood gates for the inrush of largely iucreased
demand and oil the wheels for greater production?
It is conceded greater production meaus less *‘over-
head’’ charges and more profit.

To the above question there seems but one answer
—lack of co-operation awong all concerred. If a
distributor desires the highest form of ¢‘service,’’ it
is essential he co-ordinate his eflo1ts toward that end
with those of the manufacturer, and the dealer in
turn necessarily must work with the distributor in
making it possible for the manufacturer to lay out
his production program so that the merchandise can
be produced iu quantities sufficient to supply beth
of the latter in a way to enable them to extend the
umeh-desired ‘‘service’’ with the least probability of
risk.

Co-operatiou, then, is the very basis of ‘real
service,”’ and herein is where the dealer can do
most, if he will, to make it feasible for the manu-
facturer to extend the ‘‘service’’ which means so
much to the dealer. This is particularly true in the
making of talking inachiue records, and of this
special field I shall speak.

In order that the mawufacturer may make goods
at a profit it is essential that he be able to figure
ahead how to keep his presses busy the longest
periods in the pressing of tle same numbers; in
other words, to press out, at the one time, all the
records of a certain number that will be required
by all the dealers to supply all their trade for the
entire period the numler will be pepular. This
ethod of production will solve the problemn—if not
eutirely, as nearly as it cau he done. While this
idea of pressing all of a uumber at the one time
is not always practicable, yet the fewer times the
‘‘stampers’’ (plates frou1 which records ale pressed)
are changed in the machines; that is, taken out and
agaiu placed Lack for further production, the hetter
service for the dealer will result.

The dealer, most of all, ueeds service. Then it is
for him to give the manufacturer all the aid he can.
Here is how lLe can do it. Each dealer kuows by
experience, or should know, just about how the
demand for records of eacl imonth’s releases aver-
age. He is acquainted intimately with his customers
and the music they like, therefore it should be a
comparatively easy matter for him to figure con-
servatively so as to be able to increase lis ‘‘stand-
ing or preferred order’’ to an amount sufficient to
cover him on the demand made upon him for all
such releases during the following two or three
months, at least. What would be the result? The
dealer would have a full stock. He would always
have records on band when called for. Ile would
never lose sales by teing out of gertain numbers.

=t

Greenville Ohio
N

the service he was giving. They would buy records
from him instead of heiug driven elsewhere because
of poor service.

The dealer profits consxdelably
business.

Ile does a bigger
He turns over hils stock more frequently.
Having no dead stock ou hand there is no need of
making returns. Tlhe inerease profits from stimu-

To sum up, it is far more sensible aud commer-
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Co-Operation Is The
Very Basis of Real
Service--Why Dealer

and Manu factu rer

Should Join Forces
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cially more advisable, to figure out one’s require-
ments in advance so that if a dealer knows by prac-
tical experience he can use fifty of a. number to
order the full quantity at once rather than require
ten now, fifteen later, five still later,
then another ten.

Let the dealer anticipate his requirements in this

ten again aud

obe
T

way, and the distributor im turn can place bulk
orders in advance. However, if the dealer fails to
Ao his share and coutinues to place his orders in au
indifferent, irregular, hand-to-mouth fashior, he is
shutting the door ou the ‘‘service’’ whicu means
dollars and cents to hiw. There is no way out—rthe
dealer must co-operate. Service starts aud ends
with him.

I submit, the dealer cannot always order at oue
tiwe sufficient of a number to take full care of the
demand, but by praectical application of this sug-
gestion he can the more nearly approximate it and
thus simplify the earuest effort of the mauufacturer
to give him the attention he eraves.

On the other hand, the manufacturer wmust lay
out his work to keep all presses busy. Omce a set
of stampers is taken out of a press—and this oper-
ation consumes time._and is expensive—it may be
several days, in truth, weeks, before they can be
put back agaiu economieally, since there may be—
and it is frequently the case—other numbers for
which there are considerably more orders on the
manufacturer’s books. Naturally the greater volume
bas to be given prefereuce.

Approaching a conclusion, permit me to impress
upon distributor aud dealer alike that a manufac-
turer has to arrange his production layout according
to ‘‘orders on hand.’’ They control the situation.
Therefore, it behooves every dealer to do Lis part
through proper ethod of placing orders, toward
simplifying the troubles of the manufacturer. ‘The
distributor will, in turu, place his substantially in-
creased orders, as a matter of course.

““Mr. Dealer,’”” you hold the golden key to the
service gates. Why not opeu them?

Made by

New York Office, 103 Park Ave.

PHONOGRAPH CASES

Reinforced 3 ply veneer

THE STANDARD CASE
for Talking Machine and Records

PLYWOOD CORPORATION

GOLDSBORO, N. C.
8 Mills in Va,, N.C,, and S. C.

and

Plywood

Cases
ARE SYNONYMOUS

For 10 years phono-
graphs have travelled in
plywood cases and have
reached destination in
perfect condition.

Our capacity and ex-
perience in manufactur-
Ing msure you getting
good service and well
made cases.

We build cases suitable

for export.

Let us figure on your
requirements.

Chicago Office, 111 Monroe St.




58

THE TALKING MACHINE WORLD

THE DEMAND KEEPS AHEAD OF SUPPLIES IN MILWAUKEE

Efforts of Dealers to Build Up Some Stock Reserve For Holiday Season Futile—Some Recent Changes
In the Trade—New Owner For Bradford Co.—Other News

MiLwAUkeg, Wis,, October 13.—Business among
retail talking machine dealers in Milwaukee during
the past month has far exceeded the expectations
of even the most optimistic. The same conditions
that have surrounded local dealers for several months
1'ast, namely, the inability to obtain sufficient mer-
chandise to fill the demand, exist to an even more
pronounced extent today. While it is true that sonie
dealers are gradually accumulating a small reserve
for holiday bnsiness, others are less fortunate, and
the situation is regarded by them as particularly
acute, considering the nearness of the holidays and
the unusnally depleted eonditions of stocks in sales-
rooms and warchouses. Yet, while this shortage
exists and this band-to-mouth selling prevails, the
industry was never om a firmer basis, and never
looked more promising.

Manufactnrers in Milwaukee and throughout Wis
consin are applying every feasible means to inerease
their production for the holiday season. Some whole-
salers and distributors deelare that similar aection
put to play several months ago by their factories has
already brought an appreeiable increase in machines
obtainable, which they hope will be swelled within
the next month or two, enabling them to supply
their dealers with less difficulty.

Harry A. Goldsmith, secretary of the Badger
Talking Machine Co., wholesalers of the Vietor in

Wisconsin and Upper Michigan, asserts that busi-
ness continued at an unprecedented pace, and that
while machines are obtainable in slightly Inereased
numbers, Victor dealers generally will have to con
tent themselves with a comparatively limited supn!y.

Thomas I. Kidd, manager of the Brnnswick-Balke-
Collender Co.’s local branch, believes that even
though it will be impossible to fnrnish dealers with
all the machines they can sell, reasonable shipments
which are coming in continually will enable them to
keep a fair selling stock for the holidays.

Chas. J. Orth, exclusive distributor of the Pnritan
in Wisconsin and Upper Michigan, returned recently
from a motor trip through Ephraim, Sturgeon Day
and other points in Northern Wisconsin, calling on
Pnritan dealers. I'ortunately Mr. Orth is one of
the local jobbers who has procured an ample supply
of machines for the holiday rush, having at this time
four warerooms stocked with instruments. Adam C.
Schroeter and E. R. Sweeney, representatives of the
O1th honse, are on an extended trip, ealling on ali
Puritan dealers throughont the state.

A. G. Knnde, wholesaler and retailer of the Co-
lumbia, reports that instruments are now availauble
in greatly imcreased numbers. Mr. Kunde reports
that several shipments have already Deen received,
and the outlook is that Columbia dealers will be
better able to meet the demand during the holiday

NEEDED

fgrj Wi
ON EVERY @ i

M0 Victrola and Grafonola ., %2,
PRICE 35¢ PRICE 25c¢

i

TRADE MAAR

: RECORD BRUSH

MOST EFFECTIVE RECORD CLEANER
i ON THE MARKET

8 ECORD
BRUSH

BRUSH IN OPERATION

and
Labor |
of

attached

81 Reade Street

It does the work automatically and once
requires no further attention

Every Dealer Should Carry Them
Circular and Price List Mailed on Request

Near Church St.

Cleaning

Manufactured by

C Dl
Tacking Machine Co.

New York

Victor Distributors J
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Specialized Manufacturing Production for
the Phonograph Trade

[\..lorentzen

*'They buy at a place where prices compete, where Quality must always
excel.'”

Only one of the reasons our business is growing, ‘'We serve all our
customers well.'*

NEEDLE CUPS, BRAKES, COVER
SUPPORTS, REGULATOR DIALS, etc.

What Is Your Need ?

Correspondence invited—
Orders promptly attended to

60 Grand Street New York City

season than for the several months previous.

William A. Sehmidt, manager of the Phonograph
Company of Wisconsin, distributors of the New
Edison, reports that even though instruments are
coming through from the faetory in growing quan-
tities, the supply is entirely inadequate to satisfy
the demands from established dealers, to say little
about opening negotiations with new dealers.

The demand for the Aeolian-Vocalion instruments
has been tremendous, which has quickly absorbed
the small shipments that have come through re-
cently, is the report of Miss Jnlia Wolf, manager
of the talking machine department of the Edimwnd
Gram Music House, wholesale and retail distributor.

The Plymonth Phonograph Co., Plymouth, Wis,,
manufaeturers of the Plymouth phonograph, has
opened Chicago headquarters at 1550 Dayton strect
to accommodate its rapidly inereasing business.

The Kesselman-O’'Driseoll Co., Victor and Edison
retailers, 1s experieneing considerable diffienlty :u
obtaining furnishings and fistures for its new and
permanent home in the Plankington .Arcade, whiel
it was hoped would be ready for occupaney about
October 1. In view of these difficulties the stoie
will possibly he delayed slightly in moving inte its
new home, whiech will be one of the largest ground-
floor musie shops in Wisconsin,

Leslie C. Parker, president and general manager
of the Badger Shop, exclusive Vietor dealer, on his
return from a recent trip to the Vietor factory at
('amden, N. J., stopped at New York, Bufialo and
Detroit, where he ecalled on some friends iu the
trade. It is gratifying indeed, says Mr. Parker,
to notice that people are gradually getting away
from the ja:z and rag-time music and arve again
elevating their desire and taste to the Dbetter class
of records.

1Tenry Roepke, formerly with the Lyrie Musie Co.,
is now with the Flanner-ITafsoos Music House, Edi-
son and Columbia dealers, and one of the largest
general music stores in Wisconsin. llarold Boone,
retnrned from over seas, is also employed by the
Flanner-Hafsoos honse.

Luray J. Kinnel, manager of the Rudolph Wur-
litzer Co., featuring the Vietor line, reports a very
favorable business, and particularly so of the higher
priced instruments. To handle its rapidly expanding
business and allow greater sales space, the rear left
wing of the stove,.formerly used as a wareroom, has
Leen remodeled and redecorated and is now being
used for display and demonstration.

Felix Baader, manager of the Musie Shop, dealer
in the Starr and Columbia lines, reeently had, with-
out question, the strangest of strange callers in the
form of a baby alligator, two feet long. The animal
they killed the intruder. All sorts of weapons were
used in the killing, from a piece of tile to a snow
shovel. Mr. Baader is unable to explain the pres-
ence of the animal in the basement.

(Continued on Pagec 60)

Phonograph Manufacturers, have you seen
the new Cole & Dunas one-hand cover sup-
port? It’s a winner. Write for sample and
prices. ’

COLE & DUNAS MUSIC CO.

54 W. LAKE STREET CHICAGO
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NYTHING is good enough until
something comes along that's bet-
ter. A good imitation pear] gains
admiration until compared with the gen-
uine. Then the difference is readily seen.
Likewise with phonographs. The
market is flooded with many makes.
Extravagant claims of performance run
riotous. By the expertly trained musi-
cal ear, however, quality is quickly de-
tected. To the average buyer only com-
parisons will tell.

ALL P HONOGRAPHS 1.N

Compare the Brunswick Phonograph
with other makes, and its superiority
is noted immediately.

There are many good reasons under-
lying and responsible for its world-
wide success. Behind it is the House
of Brunswick—established before the
Civil War. Building it are a corps of
expert craftsmen excelling in phono-
graph construction. Made in designs
and woods that captivate artistic eyes,
it enhances surroundings. It plays any
make record. There are no limitations
as to selections. Also, there is the
Brunswick Method of Reproduction
that enriches tone.

These and the nation-wide advertis-
ing campaign in the most influential
publications are why dealers every-
where are so enthusiastic about han-

dling The Brunswick.

THE BRUNSWICK-BALKE-
COLLENDER COMPANY

GRS AR s oG e TS
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a HLE Brunswick Method of Repro
duction gives color, richness and
purity to tone. Its advent into the

world of music was sensational. Tones

hitherto lost are now restored by 1t

In no other phonograph are the rec-
ords of all artists mterpreted with so
great fidelity. Even the most critical
give their hearly approval.

Two features—both scientific crea-
tions—comprise the Brunswick Meth-
od of Reproduction. They are the mar-
velous Ultona and the Tone Amplifier

- - .
A k2 g
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|

The ULTONA—plays all records
truer, finer, sweeter. It is not a make-
shift contrivance but involves a genu-
e principle of sound. A slight turn
of the hand presents the right needle,
diaphragm and weight for playing any
record.

The TONE AMPLIFIER —is an
oval shaped vibrant tone chamber
Like the sounding board of a fine piano
or violin, it 1s made entirely of wood
and free from metal Thus it gives the
equisite tonal volume and eliminates all
harsh, thin, metallic sounds. It meets all
advanced acoustical and musical laws

5§

THE BRUNSWICK-BALKE-
COLLENDER COMPANY

General Offices: Chicago and New York
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THE TRUTH WRONGS NO
MAN AND NO PHONOGRAPH
IS RIGHT IF THE NEEDLE / A
ISN'T RIGHT 1

Y,
Uk N AGINFIH N
d ) LM
4 \g \ ¢
7 waDt SUPREME BY' Xy ﬁ MADE SUPREME BY [ q A
THE MacIc, TouCH ) 4 I THE MAGIC Touen | | 1R
OF A FAIRYS WAND !
66 a % ’” !

Is the Universal Talking Machine Needle Supreme!

It is recognized, THE WORLD
is THE, MASTER NEEDLE.—If you doubt it, INVES-

It plays all Machines and Records, regardless of name, kind or cost.
OVER, as the NEEDLE OF QUALITY.
TIGATE.

ITS TONES ARE MARVELOUSLY PURE! ITS ARTICULATION IS AMAZINGLY CLEAR!
The finest Machines ever made and the most wonderful Records are better when plaved with a Tonofone
Needle. It has set a new Standard in ‘‘Phonography”

STRIKE for vour Rights!! If you are not selling TONOFONE NEEDLES vou and your customers dre

not getting A SQUARE DEAL.

If vour jobber does not handle Tonofone, send vour orders to our nearest distributor.

service and we are back of them.

U. S. DISTRIBUTORS

REVISED LIST TO DATE

THE REED COMPANY, 237 Fifth Ave., Pittsburgh, Pa.
WORLD PHONOGRAPH CO., 736 Tilden St., Chicago.
W. A. CARTER, Cable Building, Chicago.

OKEH RECORD DISTRIBUTING CO. OkeH Building,
Grand Rapids,. Mich,

AR%ADIA MUSIC CO,, INC, 33 Peachtree Arcade, Atlanta,
a

ROE-BROWN COMPANY, 662 South Fourth St., Louis-
ville, Ky. .

WALTER S. GRAY, 942 Market St., San Francisco, Calif.
M. D. SWISHER, 115 S. Tenth ‘St., Philadelphia, Pa.

ASSOCIATED FURNITURE MANUFACTURERS, 1209
Washington St., St. Louis, Mo.

A. C. McCLURG & CO., Chicago.
ALEXANDER DRUG CO., Oklahoma City, Okla.
E. R. GODFREY & SONS CO., Milwaukee, Wis.

MUllslMANN PHONOGRAPH CO,, 1318 Olive St.; St. Louis,
o.

RICHARDS & CONOVER HARDWARE CO, Kansas City,
Mo., and Oklahoma City, Okla.

LYI}&E-OLA MFG. COMPANY, INC, 2108 Olive St., St. Louis,
o.

M. SELLER & CO,, 5th & Pine Sts., Portland, Oregon.

HOEFFLER PIANO MFG. CO., 304 W. Water St,, Milwau-
kee, Wis.

BAIiD(;NIN MILLER CO., 304 State Life Bldg., Indianapolis,
n

ARMSTRONG FURNITURE CO., 59-61 N. Main St,
Memphis, Tenn.

KRAFT, BATES & SPENCER, 156 Boylston St., Boston, Mass.

W. L. WEAVER, Sumpter Bldg., Dallas, Texas.

SMITH-WOODWARD PIANO CO., Houston, Texas.

PLAZA MUSIC CO,, 18 W. 20th St.,, New York City.

WADE TALKING MACHINE CO., 18-20 N. Michigan Ave.,
Chicago.

JESSE FRENCH & SONS PIANO CO., Montgomery, Ala.

BOND’S GRAPHOPHONE SHOP, 38 Arcade, Nashville, Tenn.

C. C. BAKER, 43 South High St., Columbus, Ohio.

THE L. C. PENN CO., Mt. Vernon, Ohio.

THE KRUSE & BAHLMANN HARDWARE CO., Pioneer St,,

Cincinnati, Ohio,

THE DAY DRUG €O, 35 South Howard St., Akron, Ohio.

CONSOLIDATED TALKING MACHINE CO. 227 West
Washington St., Chicago.

You will get quick

FOREIGN DISTRIBUTORS

REVISED LIST TO DATE

A. TARTIKOVER, Sydney, Australia (P. O. Box 2318).
QUEVEDO & CABARGA, § O'Reilly, Havana, Cuba.
HAVANA TRADING CO., 19 Obrapia, Havana, Cuba.
GENEVA CUTLERY CO., LTD., Old Sergeant’s Inn Cham-
bers, 5 Chancery Lane, London, E. C
HEIEB%RT F. SOLLY, LTD., 12. Hatton Garden, London,
M. I. BENDERSKI, 15 Rue de la Reynie, Paris, France.
GIOVANNI ALBERTINI, 10 Via Carducci, Milan, Italy.
WILLIAM JOEL, Apartado 230, Tampico, Mexico.
ALFREDO KRAUS, Apartado 573, Tampico, Mexico.

NICHOLAS OUDIE, Apartado 2020, Mexico City, Mexico.

ARNALDO SALGUEIRO, Rua Dr. Souza Viterbo, 42-20
Oporto, Portugal.

PEDRO SUNER RAFART, Alta San Pedro, 59, Barcelona,
Spain.

PHILIP GOODMAN, 1-2-3 Anglo African Bldgs.,, Johannes-
burg, South Africa.

JOSE A. AEDO, Avenida de Mayo 560, Buenos Aires;, Argen-
tina.

JOHN S. de FREITAS & CO., Georgetown, Demerara, British
Guiana.

ANTONIO PUERTO, Bogota, Colombia, S. A. (P. O. Box 331.)

HENRY BETTENCOURT, Rio de Janeiro, Brazil.

ARTHUR X. KEMPTON, 205 Drummond Bldg., Montreal,
Canada.

CONNELL BROS. COMPANY, Shanghai, Hong Kong, Manila
and Singapore.

COLOMBIA TRADING CO., Barranquilla, Columbia.
COLOMBIA TRADING CO., Cartagena, Colombia.

HERMAN DAREWSKI, LTD., 148 Charing Cross Road, Lon-
don, England.

DESOUCHES, 148 Ave. Malakoff, Paris, France.
GARISCH & CO., Via Lazzaretto No. 3, Milan, Italy.
LOUIS VELAZQUEZ, San Juan, Porto Rico.

Note—People everywhere ask—what is the secret that
brought Tonofone into such wonderful, universal popular-
ity in so short a time? No secret at all! Just a persistent
campaign of publicity, backed up by absolute sincerity,
based on positive merit.

EASTERN AND EXPORT DEPT.

180 BROADWAY
NEW YORK CITY

MADE for THE TRADE by

HOME OFFICE AND FACTORY

110 SO. WABASH AVENUE
CHICAGO. ILL.

gy R. C. WADE CO.

TEL. RANDOLPH 2045
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(Contmued from Page 58)

The J. B. Bradford Piano Co., 411 Broadway, also
operating a branch store at 596 Mitchell street, is
now owned solely by Hugh W. Randall, who recently
purchased the interests of the Bradford estate. To
accommodate the rapidly iucreasing business the
capital stock of the company was also inereased
from $90,000 to $200,000, mnaking the Bradford Co.
one of the largest retail piano and talking inachiue
houses in Wisconsin. The Bradford Co. specializes
in the Vietor and Sonora. S. 8. Patchin is manager
of the Vietor department, and Miss Ruby Knox
manager of the Victor record department.

Hugh W. Randall, president and general manager
of the J. B. Bradford Co.; H. M. Holmes and C. C.
Hayes, also of the Bradford Co.; C. E. Qerding, of
the Boston Store, and F L. Norton have recently
Leen appointed as the music cominittee to actively
engage in managing this end of the campaign as
part of the city-wide ‘‘Own Your Own Home’’
movement now being waged in Milwaukee.

THE TALKING

MACHINE WORLD
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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?

EXCLUSIVELY WHOLESALE

BADGER TALKING-MACHINE CO. i

VICTOR DISTRIBUTORS

135 Second Street
Wis.

Richard H, Zinke, president and general manager
of the Record Needle & Mfg. Co., an active civie
and commercial association worker, recently organ-
ized an Elks’ band for Milwaukee Lodge No. 46,
which played at the State convention of the B. P.
O. E. held at Manitowoe this summer and more
recently at a public concert at the Alhambra The-
atre, Milwaukee, for the Elks’ benefit. Mr. Zinke
had also for many years been active in the Tripoli
Shrine band and previously managed a musical act

Made under U. S.
Patent No. 995,758
« whichwill bestrictly

enforced.

SIX SIZES

v

Extra Heavy
Size 144 Inch

OT only in the home have these shiny little domes be-
N come so useful but in factories as well-—where the use

of Domes of Silence on the bottom of furniture legs
from the very first stages of assembling,
ant factor toward speed in production.

Equipped with Domes of Silence, these unfinished units
can be moved about quickly, easily, noiselessly—even heaviest
~ pieces will slide about with ease.

HAT means lighter work for the factory hands and en-
T ables them to work more rapidly and smoothly—no
more scratched floors or burred ends on your

ture legs—and most important of all these little Domes of
Silence will add a big selling
insuring comfort, saving and satisfaction to your customers.
Domes of Silence have become in great demand because of

our advertising in the big
= See your supply jobber today
Henry W. Peabody @& Co.

s Inch
=
S
% Inch 17 STATE STREET
AR This is how you can get full

[’ . benefit from our advertising
in the big national maga-

zines. Labels like this fur- Es og
nished at no charge, ready
‘ to paste on furniture equip- Sll
-5 ped with Domes of Silence.

—_ Tell your supply jobber how
many you can use.

Domes

of Silence

Serve a Double
Purpose

becomes an import-

furni-

point to the finished product by

gest national magazines.

NEW YORK

EQU] PPED WITH GENUINE

,, OF THE co’ruzea

on big-time vaudeville circuit. He is also president
of the Wisconsin Association of Musie Industries
and the Milwaukee Association of Musie Industries. .

Mrs. George H. Eichholz, owner and manager of
the George H. Eichholz Co., dealer in Vietor and
Edison instruments and records, is creating consid-
erable favorable comment in local advertising eircles
as ber distinctly personal appeal in recent car card
advertising, is consistently bringing forth the ex-
clusive ‘‘Eichholz Service’’ idea. Mrs. Eichholz,
who assumed control of the business upon the death
of her husband over a year ago, is a staunch be-
liever in dignified advertising.

Several local dealers had displays at the Wis-
consin State Fair held in Milwaukee the week of
September 8 to 13, and report most favorable re-
turns in the form of lining up prospective customers,
to say nothing of some cash business transacted by
several of the exhibitors. Among those exhibited
at the fair were: Vietor department, by the Boston
Store; Aeolian-Voealion, by the Edmund Gram
Music House; Empire, Rich-Tone and Mandel, by
the Wisconsin Piano & Phouograph Co.; Victor, by
Ed. Schuster & Co., and the Pathé, by the Gether
Piano Co. In most every instance the exhibitors
have again leased space for next year’s fair. It can
ke safely said that the publie, both iu Milwaukee
aud throughout the state, never displayed greater
interest in the Wisconsin Fair, which resulted in
the smashing of all records of previous years. Total
attendance this year was 242,554 as compared with
188,522 in 1918, with gate receipts this vear of
$88,306 as compared with $64,201 in 1918,

The Albert E. Smith Musie Co., Madison, Wis.,
recently, received a carload of Bruuswick phono-
graphs. It is acclaimed the largest shipment of
phonographs to enter Madison, the state capital.

WALTER S. GRAY’S

JOBBER'S BULLETIN OF
PHONOGRAPH ACCESSORIES

The best of everything my policy and the
best of service my practice.

Albums; Attachments for Edison \lachines
to play all records; All in One and plays
all attachments to play all Records on Colum-
bia and Victor Machines; Corrugated and
Wooden Packing Boards; Dlaphravms Mica;
Edison Diamond Pomts, Edison Sapphlre
Points; Fibre Needle.Cutters; Harmonicas:
Lansmg Khaki Covers; Literature Hangers;
Fasels and Monthly Supplement Displayers:
Monthly Supplement Envelopes; Needles,
Steel and Semi-Permanent; Pathé Sapphire
Balls; Ready Files; Record Cleaning
Brushes s Printed and Unprmted
Record-Lites; Record Stock Envelopes for all
sizes Victor, Columbia, Pathé; Reproducers;
Record Delivery Envelopes, 1174x11!% and
1314x13Y5; Seals and Stickers for Envelopes
and Packages; Sticker Moisteners; Violin
Strings.

WALTER S. GRAY

942 MARKET STREET
SAN FRANCISCO

. NICHOLSON |

Talking Machine I

RECORD CABINETS

the kind that talk

VALUES and SALES
" K. NICHOLSON FURNITURE-O0., “viane”

Record Cabinets, Sect. Bookcases and Ladies’ Desks
Line permanently shown by Eph. Feig, 33 E. 201h St., New York, N.Y-
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T one == Beauty

It is the combination of both in fullest measure that wins for
the wonderful new Modernola. Its marvelous clearness, even-
ness, richness, fullness and accuracy of tone is unsurpassed.
while for home beautifying the circular Modernola with its lamp
attachment has no competitor.

Modern ingenuity has almost perfected sound reproduction—
has almost standardized it. But you will find highest achieve-
ment along this line in Modernola Tone It has been worked out
in this circular instrument according to the latest established facts
in the science of acoustics. The Saxophone Horn Chamber is
original with The Modernola.

There is joy in hearing The Modernola—a doubled joy when
you see it as it plays old and new songs of sentiment and love
Placed in any home the Modernola adds to the pleasure of the
eye no less surely than it enraptures through the sense of hearing.
The softened lighting from the colorful lamp gives indescribable
“atmosphere” to music room, library or living room.

To You, Mr. Dealer

We emphasize an unmistakable preference on the part of the
buying public for this more beautiful member of the Phonograph
family  Prospective customers turn away from popularized
instruments of conventional design to admire The Modernola.
And they buy it!

Modernola sales rights are proving to be of more and more
value United States Government Patents granted on the designs
and exclusive Lamp Shade feature individualize it as a selling
proposition  The Modernola creates its own market—a non-
Now 1s the time to acquire territory.

competitive one

Write About It—NOW !

A Home Delight
to Lar and Eye

The Different, Distinctive,
Circular Machine

The Lamp
Feature

1t gives life and color
to the dealer’s window
and floor displays It
makes the salesroom
cheerier In the home
it brightens and cheers—
when silent as well as
wheit entertaining. The
lamp is detachable

THE MODERNOLA CO.
JOHNSTOWN. PA.
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one knows
Rose.”

Eddy Brown’s violin speaks a language every-
““Rondino” and

in
A=2778.

“To a Wild

Columbia Graphone Co.
NEW YORK

THE SELLING OF AN IDEA

A Lesson Worth Noting Derived From the Great
Work Accomplished by Clemenceau

Talking machine men, particularly those interested
i salesinanship, will read with interest the following
tribute whieh we elip from ¢‘Peptimist.’’ It is
cleverly written, and not only pays a tribute to the
great Premier of France, but peints a moral that
1s as correct as it is timely:

TiE GREATEST SALESMAN OF THE AGE

Four men saved France—Deleassé, the diplomat;
Joffre and Foch, soldiers; Clemencean, the creater
of morale,

Clemenceau sold France her spirit!

The greatest sales feat in the world is the selling
of an idea. The simple fundamental human charae-
teristies of the great Premier are the characteristies
which will put any salesman of auy line at the top
of his profession. They are very simple. They are
FLevond no man’s attainment. They are yours for
the reading.

Clemenceau saw Germany as she was. Earnest,
clear thinking put him in pesition to know what
shonld be done and how to do it. You must study
and know your problems bLefore attacking them.
This is the first rule of successfnl salesmanship.

The German plan was to make men machines;
Clemenceau pitted spirit against mechanies. No
salesman will long succeed who only sells goods, e
must develop and sell the spirit, the ideals, the
future of his goods and his company. You must
sell your organization as well as your produet.

Clentenceau had vision and determination. France
turned to her leader because she knew he would
stick by his guns and communicate his energy to
others. The salesman of to-day must ecommunicate
to his prospects a promise of inflexible support.
That way only co-operation lies. Time and again
the old gray cap of the Premier was seen in the
front-line trenches. He knew it was the trench

E———— = =

holders who would win the war. They needed him
1s well as the Couneil Table. No salesman can spend
his time in conferences or at the office exjecting
dlealers to win his battles for him. Get out with
vour men and stay with them. They will he with
you when you are with then.

And when the great day cume when victory was
won Clemenceau stayed on. The gnarding of the
Peace and the assurance of its continuance were
problems calling for equal labors to those that won
it. A sale is an incident. Keep it sold. Perfect it,
increase it, double it. The only way to keep success
is to ‘‘earry on.”’ Stay with it.

We cannot all be the Premier of France, Lut why
lie a lesser salesman?

ARE YOU A SUCCESSFUL DEALER?

Grand Yorks Man Tells Why Few Men Are a
Success in Managing Their Music Stores

Talking machine dealers a1e given a few hints on
how to run their stores by **Si'’ Poppler, of Grand
Forks, N. D., who says that few dealers are really
successful for the following reasons:

‘‘Pirstly, they are unfamiliar with the details of
the business and in consequence are often forced to
handle inferior instruinents parchased at long prices.

¢¢Secondly, they are in many cases improperly
financed to handle all classes of purchasers

‘*Thirdiy, they do not realize the obligation they
owe the public through the very nature of their
husiness, for it is the business of every real music
dealer to help along all those activities of a musical
nature for whieh there is sneh a demand in every
eommunity,’!

OPENS ANOTHER STORE

The K. H. Nelson Music Co., of Dowagiae, Mich.,
operating a c¢hain of music stores in Wisconsin and
Michigan, hasx opened another store at White-
water, Wis,

MOST ATTRACTIVE PUBLIC SIGNS

Sonora Publicity Utilized by Dealers to Good
Purpose Throughout the Country

The Sowora Phonograph Sales Co., Ine., bas
arranged to supply its dealers with wooden signs,
thirty-six inches- by nineteen inches, which are
ideally adapted for use in public places, on tiees
along antomobile highways, on fences, sides of build-
ings and other advantageons places where they are
seen by a large number of people.

&,

TIEWIGNEST GLAS'S 24 KING MACHINEIN THE NORLO

New Sonora Dealer Signs

These signs are conspieuons and attraetive and
give exeellent publicity to the dealer who puts them
up. They are proving extremely popular and there
are many” hundreds to be seen all over the country.
Each dealer ean have his name and loeation painted
on theso boards.

TALKING MACHINE NEWS IN PAPER

Boston Sunday Advertiser Conducts Interesting
Department for ‘‘Talking Machine Fans’’

An interesting feature of the Boston Sunday
Advertiser is the section devoted to ‘‘News for
the Talking Machine Fans.'' in which interesting
items regarding noted recording artists, new types
of machines aud 1ecords, and some trade happenings
are presented. The department occupies about four

full columns, and is well handled.

Wholesale
Victor

Service

for Southern Dealers

Band and Orchestra Instruments
Player-Piano Music Rolls

Musical Merchandise

Complete Stocks, Quick
Shipment, Riéht Prices

Make Our Store Your He&dquarters When in Richmond

The [orley [ompany

Richmond, Virginia
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PHILADELPHIA., Pa., October 9.—The talking ma-
chine business this month showed a meost satisfac-
tory condition, running considerably ahead of last
vear, and with indications that this condition was
going to be duplicated in November. There is a gen-
eral feeling of optimism all along the line, in spite
of the fact that there is still a considerable shortage
of goods. Promises from the mannfacturers, how-
ever, hold out the hope that conditions are going
to Le rectified as rapidly as possible.

New Lines at Wanamaker’s

The leading event of note in the trade during
this month was the anuouncement that came from
the John Wanamaker store, that they had taken
the ageney of no less than eight different talking
machines—the Victor, which they have had for
many vears:; the Edison, the Columbia, the Pathé
the Brunswick, the Cheney, the Soncra and the
Vocalion.

Wannamaker’s will give each of these machines
a distinet representation in their department in
their thirty-two demonstrating rooms. Besides
these they will handle five different firms’® ree-
ords. the Victor, the Columbia, the Pathé, the Edi-
son and the Vocalion. The record department is
being built in the center of the talking machine
section, and about these record racks are the Qif-
ferent hearing rooms of the eight machines. No
special attention will he given to any one machine,
but all will be treated alike, and from time to time
the house will give individual exploitation to the
varions machines and records handled. The public
are to be allowed to judge for themselves of the
merits of the varions machines.

Columbia Wholesale Branch in New Home

Of equal interest in the talking machine ‘‘game’’
in Philadelphia is the new Columbia wholesale
branch, which has just Leen moved from XNorth
Broad street to their new quarters at Sixth and Fil-
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WE adhere absolutely to the principle which has
governed this business since 1864. Every article
must be of superior quality—better value than the
average manufacturer is willing to supply the trade at
the same price.

You will greatly increase your sales if you let the public
know you sell our special “W & S Brand Musical
Merchandise, which includes the Weymann ‘‘Keystone
State’”” (our own make) Musical Instruments:

“W & S” Three Star Brand Violins

“W & S Keystone State Strings

“W & S La Brilliante Violin Gut Strings
‘““Italian System’’

“W & S Herculelle Violin E Silk Strings

Send for our Special Stock List Order Blank

H. A. WEYMANN & SON, Inc.

Victor Wholesalers Q R S Rolls Distributors
1108 CHESTNUT STREET, PHILADELPHIA

Lert streets.

The Columbia braneh will oceupy the quartered at 924 Chestnut street.

There will be

second story of the bnilding, which has a floor space
of 27,000 square feet. Aside from this new home
Leing devoted eutirely to the Columbia, it will also
le the home of the Dictaphone, which has been

., 7 2 e

We PBeliebe

You will find this present tremendous musical demand but the
beginning of a still greater Musical America.

Out of this present reconstruction period the Victor Company
will rise supreme in quantity production, as it is now absolutely

Through years of substantial effort and experience—with a dis-
tribution policy assuring fair and dependable treatment to our
dealers—we can promise constructive aid to our clientele in
helping them to realize fully the-profits which must inevitably
come through the sale of Victor merchandise.

THE LOUIS BUEHN COMPANY

PHILADELPHIA

ample space for hoth departments. The depart

ment is easy of access by means of a large front

elevator, while in the rear there are four large
(Continued on page 641)
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elevators, either one of which is large enongh to
hold a touring car, aud adequate for all needs iu
liandling machines, no matter how large the business
may grow.

The new Columbia warerooms are admirably pro-
portional. As you enter the warerooms you find
yonrself in a large reception room which will be
furnished with handsome rugs and comfortable
chairs.  To the left, across the reception hall, is
a series of handsomely arranged offices, elaborately
furnished. The first one is the private office of
Manager Wilcox. Next to his office is another large
office which will be oceupied by Mr. Gardner, his
assistant, and along this south side of the building
are the other offices, the bookkeeping department
and the space for the secretarial force. In the rear
the stock rooms are quite ample to handle, as it
would appear, sufficient stock to supply a whole city
the size of Philadelphia, with most attractive rooms

for the records, equipped with fine steel racks of the -

most mordern construction.

The Dictaphone quartérs are to the north of the
building, and they will be in charge of Mr. Malliet.
The most attractive feature of all is the roonmt within
a room which is arranged to show to the handlers of
the Columbia line how to decorate their display
windows, whether sqnare or concave, for both win-
dows are shown. Although this room is not yet
completed, it will eventnally be fnrnished as an
up-to-date talking machine parlor, which will be of
great service to the Columbia trade to give them
a good idea as to the decorating of their own ware-
Tooms.

R. Paul Henninger, of the Strawbridge & Clothier
talking machine department, has resigned to accept
a position to take charge of a talking machine store

6640000806600 0559540000066 000005000 P500805660060500000900646504

in Manayunk. He recently returned from active

service over seas.
New Ageneies for the Brunswiek

The local Brunswick manager, C. P. Chew, notes
that business is upusually good. They have made
several recent connections, iucluding the placing of
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The Franklin

FRANKLIN PI

10th & Columbia Ave.
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 The FRANKLIN
‘ The Phonograph of No Regrets
|

;

Are you hunting for a phono-
graph or a big discount?

Remember you always pay for
what you get.

An excessive discount means
cheaper equipment and excessive

repairs.

A fair discount means good equip-
ment and few repairs.

Which do you want?

You will never be ashamed to show

the Franklin in a comparison test.-

We can still guarantee delivery
before Christmas on all orders
accepted by us.

is different

INCORPORATED

PHILADELPHIA, PA.
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the machine in the piano store of Ludwig & Co. at
Wilkes-Barre. They have a number of applications
for the placing of the machine, bnt Manager Chew
says he does not feel junstified in placing any more
agencies for the present, until he feels that condi-
tions will better warrant him doing so. Already
the shortage of Brunswick machines is felt, and the
demand is greater than the output. The entire
second floor of the Brnnswick-Balke Bnilding is to
be given over to the phonograph department, and
the offices will be located on that floor. A number
of mnew booths are now being erected for that
pnrpose.
Sonora Progress Evident

There is an evidence that the Sonora ontput is
speediug up somewhat, says Wholesale Manager
White, of Smith, Kline & French, but it is not yet
reaching the point where he is free to feel that the
machine can be placed with any other dealers, or
that he can give the present dealers the hope that
they will DLe fully supplied. Among the recent
visitors to the local offices were Frank .J. Coupe,
the Sonora sales manager, and J. Wolfe. the treas-
urer of the company, of New York.

Big Inecrease in Edison Trade

Herbert E. Blake, the Edison dealer at Eleventh
and Walnnt streets, says that his business in Sep-
tember ran 100 per cent. over the bnsiness done
during the same month of last year. Dnring the
month he has completely rearranged his service ree-
ord racks so as to save time for his salesmen. . Ship-
ments, Mr. Plake reports, have been most satisfac-
tory during the montli, and they ave getting ull the
machines they need in Edison and Celumlna, but do
not have as many Cheney machines as they might
desire. They have been doing a good business with
the Cheney, in spite of the faet they have not adver-
tised these machines thns far.

T. J. Leonard, the sales manager of the Edison,
called on Mr. Blake during the month.

The Edison dealers in Philadelphia were going
to hold a convention at the Bingham Honse on the
first Tuesday of October, but this has been postponed
until the time of their regular monthly meeting in
November.

Many Vietor Men in Town

Leading among the recent visitors to the offices
of the Penn Phonograph Co. were Mr. Alexander,
of the Indiana Talking Machine Co., of Indianap-
olis; George Mickel, of JMickel Bros. Co., Vietor
wholesalers with stores at Omaha, Neb., and Des
Moines, Towa; Arthur Trostler. the general manager
of the Sclunel:er Arms Co., Vietor wholesalers of
Kansas City, Mo.. and Jack Fisher. representing
the C. C. Mellor Co., of Pittsburgh, Pa. The latter
states that the Mellor Co. is making extensive alter-
ations in their wlholesale department, and be was in
this section trying to seenre ideas. John Eagan, of
the RoLelen Piano Co.. of Wilnington, Del., and
I'rank Tolan, a dealer of Chester, Pa., also were
visitors.

Mr. T. E. Barnbill, of the Penn, took his family
this week to Galen Huall, Wernersville, to remain a
week. TII. 1. Miller, his paitnev ia the Peun, con-
tinues his enthusiasm as a golfist, and is spending
six mornings of the six of the week on the new golf
course of the Roxborough Golf Club, a clnb which
he hLelped to orgamize and in which he is deeply
interested. Vietor Moore, of the office force of the
Penn, last week was on a trip to New York and
Boston, looking over the trade conditions of the
Penu. E. E. lipple, Jr.,, of the Penn traveling

;(‘_ . :
ENEEDLES
WE MANUFACTURE
Diamond needles for Edison

Sapphire needles for Edison

Sapphire needles for Pathe

in stock ready for delivery
MERMOD & CO., 874 Broadway, N. Y.
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when we get
a letter from

Harrisburg

Wilkesbarre

—ordering this Emerson song hit or that
Emerson dance hit, the order is put in the
works without a minute’s delay. The wanted
records are delivered 1n “record” time.

Emerson service doesn’t stop with merely
supplying Emerson hits to Emerson dealers.
It means getting the hits on the dealer’s shelf
in the shortest time possible.

What do you need for immediate delivery P

metv;son hiladelphia Co

Parkway Building

BROAD and CHERRY Streets -t-
Distributors of EMERSON RECORDS

PHILADELPHIA, PA.

force, will bring his family up from Atlantie City
this week, where they have been spending the sum-
mer since the early part of May. They will locate
in a new home which Mr. Hipple recently purchased
at Mt. Airy, Philadelphia.

Talking Machine Stores Expanding
W. L. Hurley, the Camden talking machine dealer,
is adding six rooms for demoustrating purposes to
his already extensive talking machine parlors at

Broadway and Pine streets. Ifoward J. Dudley,

also of Camdeu, 1127 Broadway, is tearing out the
talking machine departmeut in his large furniture
establishment and is remodeling it. He is adding
eight hearing rooms.

The J. R. Wilson Co., of 929 North Broad street,
this city, is putting six new hearing rooms in his
talking machine warerooms on the second floor of
the building, ineluding an extensive waiting room
and smoking room for customers. Ile wants to give

his customers, he says, all the comforts of home.

THE TRADE IN PHILADELPHIA AND LOCALITY — (Continued from page 64)

Becomes Jobber in Montana

The Penn Phonograph Co. has appointed the Ortou
Brothers, of Butte, Mont., their representatives in
that section for their miniature Vietor dogs.

The increased talking machiue business of Geo. B.
Davis & Co., the prominent department store in West
Philadelphia, has necessitated the additiou of seven
spacious sound-proof hearing rooms and a large and
beautiful demonstrating salon. The heariug rooms
are all of golden oak and the salon is finished in
French gray. (Continued on Page 66)

EEnERNSEARaEENEN

Your co-operation contributes to your success.
Penn-Victor dog.

AVictorDoginEveryHome

Victor dealers in every section of the United States have ordered the
Penn-Victor Miniature Plaster Dog.

We want Victor dealers in every city and town to order it and help
distribute it in every home in the United States.

It is to your interest to further this Victor propaganda, whether you
give the dog as a sonvenir, use it a¢ a window feature or sell it.

Q] rras SR~ L
DISTRIBUTORS:
Pacific Coast Representative. Denver, Colo. .......... The Knight-Campbell Musie Co.

San Francisco, Cal.......c....cco..oooo........ Walter S. Gray

Baltimore, Md....__... Cohen & Hughes

Birmingham, Ala....Talking Machine Co.

Boston, Mass......... Oliver Ditson Co.
M. Steinert & Sons Co,

Butte, Mont. .......... Orton, Bros.

Cleveland, Ohio...... The W. H. Buescher & Sons Co.
The Eclipse Musical Co.

Honolulu, T. H...... Bergstrom Music Co.
Milwaukee, Wis...... Badger Talking Machine Co.
Mobile, Ala.............. Wm. H. Reynalds

Newark, N. J.
New Orleans, .
Portland, Me............ Cressey & Allen, Inc.
Washington, D. C..Robt. C. Rogers Co.

..Collings & Price Co.
Philip Werlein, Ind.

If you are not located in the district covered by
the above distributors we will serve you direct.

Order at once—the

Victor Distributor

= Victor)

Half Sizie "

PennPhonograph Company

913 Arch Street, Philadelphia, Pa.
Wholesale Only
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Conmiplete models of V lLtOl, tolumbld, bonom and
Widdicomb talking machiues are on display, which
places this department in a position to satisfy the
most eritical buyer. Their stock of Red Seal records
is one of the most complete in the West Philadelpliia
section.

Expansion of Cheney Demand

G. Dunbar Shewell, the loeal distributor of tle
Cheney, is well satisfied with the business he was
able to do during the month of September. lle
states that he has mnot Leen able to get machines
through as rapidly as he would like to receive thewm,
but that every day conditions are getting better.
Charles 8. McCoy, the president of the Cheney Co.,
was recently a Philadelphia visitor.

Reports an Active Business

H. Power Weymann, in charge of the wholesule
Q. R. S. player roll department of 1I. A, Weymann
& Sons, Ime., of this city, reports brisk activity in
his department and the fact that nunierous dealevs
have taken on the line in the territory during the
past month. Charles Bahls, in charge of the whole-
sale Victor departinent. also veports busy conditions
everywlere.

Handled by Philadelphia Show Case Co

fu a recent issue of The World an urticle appeared
stating that the ageney for the L’Artiste line of
phonographs in this eity had Leen secured Ly the
Smith, Kline & French Co. s item should have
read that this well-known line of phonographs is
now Deing handled in Philadelphia by the Philadel
phia Show Case Co., not the Smith, Kline & French
Co.

Pleased With Business Month

The PerfekTone, with headiuarters in Philadel
phia at Heywood Lirothers & Wakefield’s, 244 South
Fifth strcet, report, through their manager, Mr.
Store, that their husiness has been going along very
nieely, not omnly iu this city, but in New York, in
the South and in the West. The factovy is bemg
worked at a normal basis, and their Dusiness is
pushing ahead considerably more than iliey had
anticipated.

THE TALKING MACHINE WORLD

Pathé With Snellenburg

Walter 1. Ilckhardt, the proprictor of the Phila-
delphia P’athé Shoppe, is highly elated over the
business he was able to do in Scptember. Mr.
Bekhardt lhas just placed the Pathé in the depart-
went store of N. Snellenburg & Co. He feels that
this is the last big accowrrt he will be justified in
taking for the present, as he is not able to handle
any more.

D. D. O’Neill in Charge at North’s

D. D. O’Neill, formerly of the firm of Conner &
O’Neill, has been engaged by A. North & Co. to
take charge of their talking machine department.

QUAKER CITY VICTOR DEALERS MEET

Philadelphia Association Listens to Address by
Anne Shaw Faulkner on Connecting Business
Movements and Musical Forces

PriLapELPHIA, PA,, October 9.—The officers of
the Philadelphia Victor Dealers’ Association, J. R,
Wilson president, B. B. Todd vice-president, W. G.
Linton secretary and G. W. Huver treasurer, directed
a very interesting and worth-while meeting at the
Bellevue-Stratford late last week. This meeting, the
opening onc of the season, was attended by a sub-
stantial gathering of Victor dealers from this section.
Credit for the interesting program for the occusion
is due to Wwm. 1I. Nolan of The Louis Bueln Co.

During the course of the evening a short reecital
was given by Jerry Swinford, who appeared receutly
at Keith’s Theatre with his U. 8. Navy Glee Club
as a headliner. Mr, Swinford has u rieh, resonant
baritone voice, and many of the dealers who heard
him predicted his return to Victor work again as a
possible recording artist.

The speaker of the evening was Aune Shaw Faulk
ver, who spoke in a broad and convincing way on
the musical opportunity which this country is now
enjoying. This musical authority illustrated in
pointed ways how the Vietor dealer could connect
up with these business movements and musieal forees,
for the further development of his own business and
to this profitable advantage. It was a Dusiness talk
of eompelling interest and real valne.

OcCtuBER, Y19

The dealers heartily agreed that this meeting wos
one of the most profitable and interesting meetings
that they have had.

FRANKLIN PHONOGRAPH CO. EXHIBIT

Philadelphia-Made Goods Exhibition Scores Hit
With Music Lovers of That City

PHILADELPHIS, PA., October 9. — The Franklin
Phonograph Co., mannactnrer of the Frauklin line
of phonographs, of this city, had an attractive ex-
hibit at the Philadelphia-Made Goods Exhibition
held at the First Regiment Armory September 8 to
13. The exhibit was well attended, and mueh inter-
est was manifested in the line. Philadelphians have

always evidenced mueh ecivie pride in the various
high-class produets of their native city,

and the

Franklin Exhibit at First Regiment Armory

Trauklin Phonograph Clo.’s initial exhibit at this
vear’s exhibition proved a valuable addition to Phil-
adelphia’s list of high grade products. The exhibit
was in eharge of J. R. Rose, of the Franklin sales
stafl, and H. I'. Thornell, general sales manager of
the eompany, who appear in the aeceompanying pho-
tograph of the exhibit.
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The Brooks Automatic Repeating Phonograph

is justly termed The Wonder qualities of other high grade

Instrument. It has all the good makes but is completely put in -
class by itself by virtue of
Dealers
p e S NI the inbuilt Repeatmg Device,
munities where the Wthh enab]es 1
Brooks 1s not repre-

the operator

sented effectively as

yet. Perbaps yours is tO la an
one of these. There is p y y
as much profit and make of
satisfaction in selling

record, any
deS1red num-
ber of tlmes

the Brooks as there is
1In owning 1t.
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The Repeating Device
The Brooks Automatic Repeating and Stop Device
is an exclusive Brooks feature. It gives this phono-
graph a broader scope than any other make and
requires no attention beyond setting the needle and
turning a littie knob

‘There are three
Brooks models
of different: §1z!es
all beauti?uliy
carved and ﬁmshed Each
style _may be had with

electric motor, if. de51red
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ORDER NOW OCTOBER BULLETIN  Reads for Delivery the

1263 A SWeet Hawaijan Moounlight (Waltz) Golden Gate (Open TFor Me Vocal Foreign Folk Dances (Instrumental)
/My Swanee Home (Waltz) 1271 Duet) (op )« 1277 lRomabnce (Instruntental)
1264 Where The Lanterns Glow (Fox Trot) DITESWEC L AN (Vo CAl) ITIO) .
! Drigo’s Serenade (Waltz) \ When A Feller Necds a Friend ('Tenor) 1278 'gf,f,in%afe-r?é lggﬁ?:{?ééu%e)no)
in Working ror Me -
1265 Everybody Calls Me Honey (One Step) 1272 | Tve Ng::; :"}’;,ﬁf}"a e
My Golden Rose (Fox Trot) Good-Bye, Sweet Day (Contralto)
Some Party (One Step) Uncle Josh and Aunt Nancy Put Up The 1279 / TS ;ggo)Last Gkt B ST
1266 - I've Been Waiting For You All the Time 1273 \ Kitclien Stove (Comic Duet) P
! (Fox Trot) / Uncle Josh and The Soldier (Comic Mon-

Tee.Oodle Um-Bum Eo (O Step) ologue) \ Trio and Finale From *“Faust" (Vocal
\ o -Bum (One ep Trio
1267 + Southern Memories (Fox Trot) 1280 - Torea.aor) Song From ‘“Carmen™ (Bari-

1274 From My Lifc (Iastrunmental Qualtette) tone)
1268 \ Tell Me (Tell Me Why) (Fox Trot) / Menuetto (Instrumeutal Quartette) .
e UG St Sl \ Nearer My God To Thee (7ocal Quar-
y Dear Old Daddy Long-Legs (Baritone Espana Waltz (Accordion) VY tette) . .
1269 | Broken Elossogxs (Tenor) ( ) 1275 514 Folks At Home (Mandolin Solo) 1281 | Inflamatus  (From Stabat Mater™)

(Coruet)

Wlen You Hold Me In Your Arms
1270 (Vocal Duet) 1276 ! Foupee Valsante (Xylophone) 1282 ' flwost Persuaded (Vocal Duet)
‘Somenme It Will Be Love Time (Tenor) | 7 The Butterfly (Flute and Clarinet) Face To Face (Baritone)

SIX SPECIAL RELEASES

(Ready For Delivery the Early Part of November)

1283 I Used To Call Her Baby (Tenor) Tulip Time (Tenor) 1287 y Mandy (Vocal Quartette)
Whoa'! January (Tenor) 1285 I Mirht ¥e Your Ozxace In a While Ch, What A Pal Was Mary (Tenor)
(Tenor)

\ He'd Say Oo La La, Wee, Wee (Tenor)
1284 Ereeze (Blow Back My Baby To Ne) 1286 » O, What A Girl (Tenor)
l (Vocal Duet) / Pirst Rose Of Summer (Tenor)

1288 Pretty Little Rainbow ( Waltz)
In Your Arms (¥ox Trot)

General Phonograph Corporation

OTTO HEINEMAN, President

FACTORIES; ELYRIA, OHIO, NEWARK, N. J., PUTNAM, CONN.
SPRINGFIELD, MASS., KITCHENER, ONT.

BRANCHES: " CHICAGO SAN FRANCISCO TORONTO, CAN.
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~ STEADY DEMAND PROVES EMBARRASSING IN CINCINNATI

Talking Machine Trade Starting to Worry Over Coming Holiday Troubles—Vitanola Enters the

Field—Columbia Branch Employes Hold Pow-Wow—What Various

Concerns Report

CiverNNATI, 0., October 9.—General shortage
of goods, mainly due to the incessant buying
power of the people this year, is the story of the
trade in the Middle West just now. None of the
houses appear to be able to accumulate a surplus
and a continuation of existing conditions will cer-
tainly bring about a peculiar holiday- sitnation.

The Vitanola, one of the new recrnifs i the
phonograph line, bas already found an entrance
into Cinecinnati, the ageney having been taken on
by Theo. Heek & Co. ‘‘Glad to have it’’ is the
way the officers of the local house greeted the new
arrival, adding, ‘It is a fine instrument.’’

L. H. Ahans, about one of the best known man-
agers in the retail line in Cincinnati, is back in
the field and has charge of the department of
Otto Grau & Son, which includes Victors, Columbia
and Brumswick machines. Mr. Abaus was but
recently discharged from the army. He was in
the medical corps and was stationed at Camp
Sherman at the time of his release.

Manager F. F. Dawson, of the Columbia Graph-
ophone Co., made a visit recently to Bellefontaine,
Springfield and Urbana, Ohio, calling on the vari-
ous dealers in the above mentioned towns.

Recently the employers of the local branch en-
joyed a pow-wow and luncheon held at the local
office on the fifth floor of the building. Every
member of the braneh attended and also assisted
Mr, Dawson in celebrating his birthday. A beau-
tiful birthday cake was presented by the girls
with the proper nnmber of candles.

Among the various visitors to the braunch this
past month were H. S. Crossﬁeld,.Lawrenceburg,
Ky.; Mr. Van Doren, of the Hamilton Outfitting
Co., Hamilton, O.; Paul Burling, of the Samnel
Horchow Co., Portsmouth, O.; J. J. Davis, Sea-
man, O.; Mrs. Phoebe Anderson, of the Anderson
Piano Co., Hamilton, O.; Mr. Threlkeld, of the
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Victor Distributors

Threlkeld Piano Co., Flemingshurg, Ky.; Mr. Shan-
non, of the Louisa Furniture Co., Lonisa, Ky.;
G. Murphy, of Maysville, Ky.; Mrs. Jeff Thomp-
son, Lebanon, O.; E. P. Schunck, Minster, O;
A. B. Simpson, Hillshoro, O.; Chester Fisher, Har-
rison, O.; E. Riker, Reiley, O.; A. W. Polasky,
N. J. Bowermeister, Bowersville, 0.; F. R. Follis,
of the Rike-Knmler Co., Dayton, O.; C. C. Baker,
Columbus, O.; Mr. and Mrs. G. M. Rice, Wilming-
ton, O.; Mr. and Mrs. Stevenson, Circleville, O.;
Elmer Woodhead, Falmouth, Ky.; A. F, Hibbhard,
Athens, O., and others.

The Cincinnati, Pittsburgh, Cleveland, Detroit,
Buffalo and Indianapolis branches attended a con-
vention in Indianapolis Thursday, September 25.
George W. Hopkins, general sales manager; R. T
Bolton, manager of the Internatiomal record de-
partment; H. L. Tuers, manager of the dealers’
service department, and O. F. Benz, of the general
sales department, from the executive office at New
York, attended the convention.

A meeting of the Columbia dealers in the Cin-
cinnati territory was held in the local offices on
the evening of September 2Y. November samples
of records were played and disenssed. This is the
first meeting since the summer season.

The Huss Bros. Phonograph & Piano Co., makers
of the ‘‘Re-call’’ phonograph, as usual, are alive
to the situation. This progressive company is
pushing their new model table phonograph to sup-
ply the great demand for these miachines through-
out the country. Having had mnmerous inquiries
and requests for this style machine from various
parts of the country, especially Southern States,
they decide dto turn their energies toward supply-
ing the holiday trade with this style phonograph.
Their new model is being sought after by dealers
everywhere.

Manager T. Sigman, of the Rndoiph Wurlitzer

JOHN L. GATELY/ Pres.

ALBANY, N. Y.
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Co., said: ‘‘With the cool weather setting in the
inerease in the demand for Vietor Vietrolas and
records is quite noticeable. 'The continued de-
mand for Red Seal records that were recently re
duced in price is veiy gratifying. The shortage
of records in general, however, is very aente and
from all reports record stocks are very much de-
pleted. The demand for records is so great and
allotinents of records so small that there is hardly
a chance to stock any records, as they are sold
before they can be pnt in the bins. This condition
kas prevailed for quite some time.

‘“The $35 mahogany Vietrola proved a large
seller in September with the dealers. This attrac-
tive little instrument placed in a Converto cabinet
to match was sold with great success by many
dealers. Vietor needles, both steel and tungsten,
which have been so searce for such a long time,
have heen coming through from the factory in
greater quantities and incidentally there was a
noticeable inerease in the sale of them. Shortage
considered, the past month was excellent.’’

CLOSED A BIG MOTROLA BUSINESS

Los ANGELES, CAL., October 10— Charles H. Yates,
of this city, who handles a complete line of acces:
sories, featuring the Jones Motrola particularly,
has just returned from a trip to the Northwest,
bringing with him excellent reports of the busi-
ness situation. In Seattle Mr. Yates secured or-
ders from the leading retail stores in that city to
equip all of their demonstrating rooms with Mo.
trolas. In Portland he also received large orders,
and in San Francisco the Wiley B. Allen Co. placed
an order for 180 Motrolas to eqnip all of their
braneches.

The local branch of the Wiley B. Allen Co. is
closing a very aetive Motrola business, and Mr.
Jackson, manager of the talking machine depart-
ment, states that the Motrola is a valuable stimu-
lant to trade. Mr .Yates also succeeded in secur-
ing good-sized orders for the Sterling reproducer:

Seven Railroads

lwo Barge Canals
One River

FROM US TO YOU
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- | Principle of the
; ) Pipe Organ

L) 1 EOPLE may differ about
their liking for other musical
instruments, but the pipe organ

seems to have univerx Sal admlr "‘"l' 1 CHENEY Orchestral chambers, which adapt / f
. \ t, the acoustic principles of the pipe organ 1
ration -t i

TN

Its tones are so full, so mellow,
that everyone loves them.

That 1s a most important fact
—for one of the outstanding
achiecvements of the Cheney
Phonograph is the utilization of
the underlying acoustic princi-

ples of the pipe organ.

They give that marvelous full-
ness of tone and purity of
reproduction which accounts
for the growing popularity of
the Cheney.

The Chency reproducing sys-
tem is covered by basic patents.
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CHENEY TALKING MACHINE COMPANY

831 Marshall Field Annex Bldg.
24 North Wabash Ave.

CHICAGO, ILL.
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' CLEVELAND TRADE HELPED TO CELEBRATE “SAFETY WEEK”

Various Retailers Make Special Window Displays for the Bvent—=Steel Strike Has Distinct Effect
on All Lines of Business—Some Sales Records Broken During the Month—Other News

CLEVELAND, O., October 9—Talking machine deal-
ers shared in the gaieties of ‘‘Safety Week,’’
which ran from October 1 to 4. The annual cou-
vention of the National Safety Council was the
biggest event its promoters have ever staged since
the orgauization began its activities. Headquar-
ters for the executive officers and many of the
sectioual meetings were at the Hotel Statler and
the principal exhibits were in Gray’s Armory, but
sectional gatherings, lectures and demonstrations
aud diuners were held in several dowutown hotels
Jduring the week.

Piano, player-piano and talking machine dealers
took advantage of the week to make some unusu-
ally good window and salesroom displays of mer-
chandise. Several of the talking machine dealers
took an active part in the weelk’s program.

Following, as it did, ‘‘Style Show Week,’’ wheu
the city’s fashionable shops, including musical in-
strument retail stores, turned the retail thorough-
fares into show places, the ‘‘Safety Week’’ meet-
ing proved a boon to business.

Splendid outlooks for October trade loomed
ahead of dealers until the steel strike started,
September 22. About 25,000 Clevelaud workers
were involved, many of them good wage-earners
and good patrons of musical instruments.

The steel strike and attitude of the miners has
temporarily depressed business couditions and the
outlook. To add to the situatiou chiefs of the
big railway brotherhoods whose headquarters aré
in Cleveland have given their support to the
miners iu their demands for better wages and
working conditious aud shorter hours of work.

Cleveland’s Advertising Club is proud of the
distinetion accorded Edward L. Greene, secretary
of the Better Business Commission of the club,
because he won the Baltimore silver trophy during
the national conveution of the Associated Adver-
tising Clubs of the World, iu New Orleans, Sep-

tember 25, The award was made for the most
coustructive work for the preceding year.

The commission of which he is the secretary
has been of much benefit to members of the Cleve-
laud Musiec Trades Association aud Talking Ma.
chiue Dealers’ Associatiou of Northern Ohio
iu eliminatiug fraudulent advertising of musical
iustrumeuts. The commission has co-operated
with ¢‘Tony’’ Maresh, ad ceusor of the piano
weu’s organizatiou aud will aid Rex C. Hyre, of
Clevelaud, recently elected secretary and ad cen-
sor of the Piano Merchants’ Association of Ohio.

The May Co. announces that its September sales
of talking machines was the best for many months.
The firm is unable to fill orders for machines and
records, The Brunswick is a big seller with this
house.

The Caldwell Piauo Co., brauch of the Wur-
litzer Co., East Ninth street and Prospect avenue,
has more than a dozen talking machines in the
show window displays this week, This firm has
show window space on two streets in addition to
a very large first floor salesroom. New falking
machine booths were recently iustalled ou the
ground floor to accommodate the increasing uum-
ber of patrons.

The Glidden Co., varnish manufacturers, has
added auother big plaut to the firm's assets, Pres-
ideut Adrian D. Joyce recently aunounmciug the
acquisition of the Heath & Milligan Mfg. Co.,
Chicago, the purchase price beiug $1,700,000. This
plant covers elevem acres of floor space. Along
with the anuouucement Mr. Joyce said the Glidden
stockholders had voted au iucrease of $1,000,000
capital stock, making the Glidden’s wcapital
$4,500,000. During the last eighteeu months the
Glidden conceru has taken over other plants
valued at more than $2,000,000. The concern sup-
plies large quantities of varnish to talking ma-
chine mauufacturers.
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The Fischer Co., 25-7 Taylor Arcade, announces
the receipt of auother big cousigumeut of Path
talking machines, but the sales manager says the
supply on hand will not meet the ever-increasing
demand for machines. The outlook is excellent.

‘‘The demand for Vietor machines never has
been as brisk as it is with us at present,’’ said
Charles K. Bennett, general manager of the Eclipse
Musical Co., distributors for the Vietor.

Herman Wolfe, president of the Talking Ma-
chine Dealers’ Association of northern Ohio, was
an juterested spectator during the annual conven-
tion of the Piano Merchants’ Assoeiation of Ohio
held in this city recently. Other talking machine
dealers who ‘‘looked in’’ on the meeting included
Charles K. Benuett, Henry Dreher, Harlan H.
Hart, manager of the musical instrument section
of the May Co.; managers and sales managers of
the Bailey Co., the Wurlitzer Co., the Harmony
Musiec Co. Shoppe, the Caldwell Piano Co., the
Starr Piano Co., W. W. Wirth, G. M. Ott, of the
Ott Piano Mfg. Co., and Walter Logan, manager
of the McMillen Musice Co.

Charles Daniels, a talking machine dealer of
Columbus, 0., was a Cleveland visitor last week.

The Collister & Sayles Co., Victor dealers, are
featuring Victor dogs, along with a big window
display of the latest records this week, making
the best of ‘‘Safety Week’’ for displaying mer-
chandise.

The Vincent-Barstow Co., one of the city’s larg-
est and most fashiouable furniture stores, is mak-
ing a drive on Brunswick phonographs, !

Manager Young, of the Cleveland branch of
the Brunswick-Balke-Collender Co., reports that
the demand for Brunswick machines is greater
than the supply.

Harry Williams, of Cincinnati, was mingling
among Cleveland talking machine dealers last
week.

The Natioual Piano & Talking Machine Co. has

opened a retail store at 2628 Milwaukee avenue,
Chicago, Il
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Interchangeable

Standard
Simple

Universal

110-20 A. C. or D. C. also
Adapted for 220. V.

Silent Absolutely
Regulation Perfect
Everlasting

Guaranteed

- Patented in U. §. and
Canada

73 State Street

THE PHONOMOTOR

Trade Mark Registered U- S, Pat, Office

THE FIRST AND MOST PERFECT ELECTRICAL EQUIPMENT

For The

I3

PHONOGRAPH

Discard your old Spring Motor, have our representative install a Phonomotor in your Phonograph

Gf CLAY COX

/ (Patented ,191)

Spring Motors

Also if you must have them,

To the trade requiring the most per-
fect spring motor. suitable for the
highest class of equipment, we have
developed a spring motor- of excel-
lence equaled by none; longest, heavi-
est and best made springs obtain-
able; perfect regulation: fewest parts,
and interchangeable. Guaranteed sat-
isfactory. Your correspondence earn-
estly solicited, and samples submit-
ted to reliable companies upon re-
quest. The design of this motor is be-
yond criticism, approved by compe-
tent engineers, manufactured under
our personal supervision and no ex-
vense shared to make this motor the
most perfect, in conception, materials
and workmanship.

Automatic Stops

supplied on all Phonomotors and
Spring Motors, an approved, reli-
able stop.

THE PHONOSTOP
Supplied the Trade

WRITE for QUANTITY
PRICES NOW

Rochester, N, Y.
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PATENTED DEC.Il.I1S17

Tatking Machine CABINET

Proven

a quick seller
a help to Victor Sales

It has been the experience of many highly successful
dealers that the Converto not only represents a good
profit of itself, but also provides a means of effectively
meeting the competition of low-priced cabinet ma-
chines. The well-known Victor IV or VI and a
Standard Converto are more salable and cost the con-
sumer less than the average unknown cabinet machine.

Furthermore, every portable Victor that is in use to-
day. without a Converto. represents a prospective cus-
tomer for a Converto.

THE C. J. LUNDSTROM MEFG. CO.

LITTLE FALLS, N. Y.

TN TR R R T

Lundstrom “Converto’" cabinets are broadly covered
by patents. Infringements will be promptly prosecuted
\ 1/
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* PORTLAND TRADE VERY BUSY BUT THINKING OF FUTURE

Dealers Worried Over Searcity of Shipments From Factories—Hyatt Co. Gets Generous Order From
India—Changes Aniong the Various Staffs—General News of the Month

PorTLaND, ORE., October 9.—Busiuess during the
month has been very satisfactory. Many are look-
ing forward to the Christmas trade and wondering
what they are going to do about it. While the
factories are apparently doing their best to fill
orders, dealers are anxious and disappointed when
the very conservative orders they send in are eut
down more than half. The publie does not seem
to realize the diffieulty dealers are having in fill-
ing orders and is impatient. Some of the dealers
have sold instruments that are mnot to be deliv-
ered until Christmas.

During the reeent visit of President Wilson
talking maehine dealers did a big business, the
visitors from out of town being the most frequent
customers. It is almost a general report from
among the houses that big and expensive machines
are selling faster than the lower priced ones.

The G. F. Johnson Piano Co. has one of the
most beautiful exhibits ever seen at the Oregon
State Fair, whieh was held at Salem recently.
J. F. Matthews, of the sales force, designed and
construeted the booth, in which were placed Che-
ney and Vietor maehines.

No talking machine has ever been more beauti
fully displayed than the one on exhibit in a show
window of the Bush & Lane Piano Co. In the cen-
ter of the window, whieh has a rich and beautiful
baekground, is a handsome model in a large gold
frame upon which electric light falls intermit-
tently. Nothing more artistic or a display that
has attracted more attention has ever been seen
in Portland.

The Hyatt Talking Machine Co. had an unusual
order a few days ago. The order eame from Bom-
bay, India, and was for a $275 Edison and $100
worth of reeords. A young man, who had been a
customer of Hyatt’s and an enthusiastic admirer
of the Edison, was with the army in France and

made the acquaintance of a gentleman who at one:

time lived in Portland, but whose home was in
India. Upon his return to Iudia he corresponded
with his soldier friend, who mentioned the Edison
in his letters, and the result was that the man iu
Bombay sent the order to Hyatt’s,

Miss Jessie Meighen has resigned as manager
of the reeord department of the Hyatt Talking
Machine Co., owing to ill health. She has been
with the company five years, and before the war
was with tlre Columbia Co. for six years.

The MeDougal Musie Co. has followed the ex-
ample of other music houses by goiug into the
talking maehine business. They have added four
demonstration rooms, and are featuring Pathé
machines and reeords.

Bert 8. Pease, salesman for the Paeifie Acees-
sories Supplies Co., exclusive Northwest jobbers
of the Jones Motrola, has been visiting leading
points in Southern Oregon, and had a very suec-

cessful trip. G. C. Cook, manager of the eompany,’

is delighted with the sueeess that has attended
their venture. This econcern has also taken over
the Sterling line of reprodueers.

A. C. Cook, meehanieal expert of the Columbia
Co., has been two months in Portland. While here
he speut his time with the dealers instructing
them in everything pertaining to the mechanism
of the Grafonola.

Foley & VanDyke’s talking machine department
is doing exceptionally well. The Pathé Actuclle,
which they earry, is very popular. They arc also
selling ull the Victors and Mandels they ean get
hold of.

H. E. Hard, of the Wiley B. Allen talking ma-
chine department, says the Brunswick talking ma-
chine is a splendid seller.

Get our prices on sapphire points,

needles, Columbia, Victor and Edison

attachments. Immediate delivery.
COLE & DUNAS MUSIC CO.

54 W. Lake St Chicago, Il

When it comes to real energetic hard work there
are few men who surpass C. Guy Wakefield, man-
ager of the Wakeficld Music Co. An instance of
what he ean do in fourteen working days: He
interviewed fourteen dealers in fourteen different
towns, established thirteen agencies. He has also
established two agenecies iu eastern Oregon, one
in Astoria and one in Centralia, Wash.

The Wax-Wilson Co., distributors of ¢‘Tonec
Clear,’’ are rcceiving orders from practieally
every State where The Talking Maehine World is
read.. The call for ‘“Tone Clear’’ is so great that
it can hardly be supplied, but the faetory is grow-
ing in size and equipment, and the output will in
a short time be sufficient to meet the demand.

The talking maehine business at Edwards’ Fui-
niture Store is a big asset at that establishment.
M. W. Davis, in eharge of the department, and
who, ineidentally, is the compounder of ¢‘Tone
Clear,” whieh the Wax-Wilson Co. is putting on
the market, sold nine Brunswicks in five hours on
last Monday, and expected to sell more before
the day was over. Jobbers are distributing ¢‘ Tone
Clear’’ in seventeen or eighteen States, and the
demand is growing.

J. ¥. Travers and wife were Portlaud visitors
last month. Mr., Travers is the Paeifie Coast rep-
resentative of the Sonora phonograph, and visited
Portland in order to look after the business in
this eity.

CENTRALIZED CREDIT INFORMATION

With the formal launehing of the Foreign Credit
Interehange Bureau of the National Assoeciation
of Credit Men this week emphasis was made that
it marks a milestone in the safe and systematie
clearanee of foreign ledger experiences, thereby
faeilitating one of the most important phases of
exporting. There is no intention on the part of
the bureau to compete with the foreign credit
service rendered by the mereantile ageneies, but
on the eontrary it was pointed out that the new
bureau is intended to supplement the information
eowpiled by the agencics and do away with the
random foreign inquiries and duplieatious of ef-
fort by centraliziug all foreignm credit data for
members of the National Association of Credit

FEATURING THE BRUNSWICK

The Kieselhorst Piano Co. and Field-Lippman
Piano Stores BExploit That Instrument Most
Effectively in the St. Louis Territory

The Brunswicle line is very effectively repre
sented in St. Louis, Mo., by the Kieselhorst Piano
Co., at 1007 Olive street, and the Field-Lippman
I'ijano House, at 1122 Olive strcet. Botlh these

=}

Kieselhorst Piano Co.’s Window
concerns featurc that instrument strongly in econ-
nection with their other lines, as the accompany-
ing illustrations show. The upper section of the
Kieselhorst display window is given over entirely

e — — —

A Corner of Field-Lippman Store
to the exploitation of the Brumswiek, while the
Field-Lippman Co. give that instrument a prom-
inent plaee in their first floor display.

Through eo-operation with the serviee depart-
ment of the Brunswiek-Balke-Collender Co. re-
tailers of Bruuswiek talking machines throughout
the eountry are featwriug those instruments strong-
ly iu window and wareroom display. A partieu-
larly effective arrangement shows the ‘‘Bruns-
wick Girl’’ deeply interested iu the Ultona sound

Let's get

is an excellent prospect for the dealer.

ticularly effective in the period models.

Write us now, to-day.

And talk over the Veeco motor proposition. The possibilities of this efficient
drive for talking machines are most attractive. A large majority of homes to- ‘
day are equipped for electricity, and the owner of a phonograph in such a home

would be interested in having their machines electrically equipped at a small cost
and.in a few moments’ time. Any dealer has dozens of prospects on his lists. and |
these prospects mean an increase in his bank account,

The Veeco motor is a large asset to the manufacturer as well, being par-

Veeco motor is a money-making proposition. The motor runs on any 100-123-volt
current. Special motors for other voltages. Furnished mounted on 12 or 12%-
mch mahogany board, or unmounted without board. J.et us hear from you. |

THE VEECO COMPAN

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

Think of the thousands of owners who

For both manufacturer and dealer the

248 Boylston St. ’
BOSTON, MASS.
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BUFFALO, N. Y.

10-14 MORTE DIVISION $5%, WHOLESALE DISTRIBUTORS

“Buffalo Means Business’’

Our Our
Central Location 5| Complete Stock
Insures ‘ ; Guarantees

\ m‘)i’f Efficient Service

andeus
a P‘LADE‘ g1 zrf

Prompt Deliveries

Avoid Regrets Make Comparison
Hear the New

“MASTER-TONE”

Let Your Ear Decide

SOME CHOICE DISTRICTS IN THE ABOVE TERRITORY STILL OPEN

“Vitanola” “OkeH Records” “All-in-One”
Phonographs Attachments
Sound Boxes Needles Accessories

WRITE TODAY FOR CATALOGS AND FURTHER INFORMATION
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BELLE BAKER WITH PATHE

Noted Commedienne and Singer Now Recording
for This Company

Pathé dealers gemeraliy will welcome the an-
nouncement that Belle Baker, famous headliner,
is now recording for Pathé-Freres Phonograph Co.
Miss Baker is without doubt one of the most pop-

.

fﬁm -
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Belle Baker
ular eommediennes on the Keith Circuit, and her
personal following in every city where she appears
always assnres a packed house.

As a singer of dialect songs she is said to be
withont a rival. A prodnet of New York’s lower
East Side, Belle Baker excels in her charaecteriza-
tion of Jewish and Italian types, and many an
audience has rocked with langhter as they hear
her inimitable impersonations.

“The Music Without the Blur!”

This ideal of talking machine manufacture is attained
n}or; nearly than by any other, in the construction
of the

MARVELOUS MAGNOLA
“Built by Tone Specialists”

**Magnola’s Tone Deflector eliminates the scrateb”

Watching the Music Come Qut

We want to show you how to make money with
MAGNOLA; and bow MAGNOLA is the best 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.
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GET LARGER DISTRIBUTION DISTRICT

E. R. Godfrey & Sons Co., of Milwaukee, Now
Have Exclusive Distributing Rights for the
Vista Phonograph in Illinois and Indiana, as
Well as Wisconsin, Iowa and Michigan

MILWAUREE, WIis., October 6.—The E. R. God-
frey & Sons Co., of Milwankee, announce that they
have obtained the exelusive distributing rights
for the new Vista phonograph in Illinois and In-
diana, which now gives them five States as their
territory, as they previously had Wisconsin, Jowa
and Michigan. This house is also distributor for
the new lateral Paramount record for this same
territory, and reports a tremendous demand for
these prodnects.

D. J. Godfrey, who covers Wisconsin, states that
the 125 Vista and Paramount dealers in this State
are closing an excellent business and are well
pleased with Godfrey service. V. L. Kelly, the
Towa representative, is also meeting with gratify-
ing success, and the list of dealers in this State
is growing rvapidly. Mr. Boehmer, who travels
Michigan for the house of Godfrey, though a new-
comer in the field, is attaining splendid results
and is signing new dealers steadily.

EMERSON PREMIER RECORDS

First Group Just Ready Includes Numbers by
Many Well-Known Singers

Louis D. Rosenfield, sales manager of Emerson
International, Ine., announced this week that the
company was placing on the market a series of
Emerson Premier records, comprising operatic and
classieal, vocal, band and instrumental selections.
All of these records are double-faced; the 10-inch
size retailing at $1.00 and the 12-inch size at $1.50.

The first group of records in this library is now
ready, including selections by Millo Pieco, tenor,
of the Metropolitan Opera Co.; Eva Leoni, well-
known coloratura soprano, and Carlo Ferretti, a
new baritone, Rigo, the famous gipsy violinist,
will record exclusively for the Emerson Premier
library, and records by Rigo and his orchestra
appear in the first list. Mr. Rosenfield states that
this library is issued to meet the demands of the
public for the bhest musieal compositions at a
moilerate price.

MUCH NEEDED CONTRIVANCE

GrAND RAPIDS, MICH., October 8.—The Vander-
stel Invisible sound box lock has just been invented
by John Vanderstel, au expert machanic and talk-
ing machine repair man of this city. Mr. Vander-
stel worked many months to perfeet this deviee,
whieh is designed to proteet Vietor dealers from
the loss of Vietor sonnd boxes through theft or
carelessness. The device consists of a compact
lock which is attached in tess than two minutes
to any Vietor sound box and can only be removed
by the special tool provided with each lock. When
in place it is invisible, and does mot impair the
operation of the sound box. The lock is made in
two styles; one for the exhibition type and the
other for the nnmber two sund box.

RETURNS TO WORK

Chas. Gilmore, the Vietor and Edison dealer at
Kenton, Ohio, is now back on the job at his store
and feeling fairly good again. Mr. Gilmore has
heen sick and away from his store for over a year.

MAIN SPRINGS

for :

'PHONOGRAPH MOTORS -

Highest-Quality —Best Prices

FAVORITE MFG. CO.
1506 DeKalb Ave., Brooklyn, N.Y.
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Scotford CTonearm

and

Superior Universal
Rerroducer

CThe Ideal

Combination

Plays All Makes of Records
as they should be played

Price of Sample Prepaid
Nickel, $6.25 Gold, $7.25

. Adjusted jor Cabinet
measuring 8% inches jrom center of Tonearm
base to center of Turntable shaft
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Distinctive Features

CThe Reproducer pivotson its 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
proporttoning of the stylus construction,
aud placing the needle in the center of
the groove at the correct angle.

CThe split construction of the frame and
face ring of the Reproducer, together
with the method of pivoting the shylus
bar, and perfectinsulation—effecta sen-
sitive and free vibration—and prevent a
pinched tone resulting at any hme 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 sonoticeable in mostreproducers.

Sound waves act upon the same principle
as light waves—they travel in a straight
line until they meet some obstruction,
from which they are deflected at right
angles. CThe 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 is
handier than the old shyle tuen-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.
lnside there isno obstruction to interfere
with passage of the sound waves. There
are no loose balls in the bearings, there-
fore no buzzing noise can occur from the
great vibration on high note

)
Barnhart Brothers
& Spindler

Monroe and Throop Streets—Chicago
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NEW SONORA CALENDARS

Will Be Supplied to Sonora Dealers for the New
Year—Will Be Handsomely Produeced

It has been arranged to supply all Sonorg deal-
ers with a beautiful calendar for the New Year.
This calendar is entitled *‘Joyful Hours With a
Sonora,’’ and is handsomely printed in many

colors, and mounted ou a marbled effect back
ground. A brown silk cord at the top enables it
to be hung on the wall.

There arc few prospects who will not gladly
receive a calendar from the dealer in their vicinity
in December. These calendars will have the deal-
er’s name and advertisement priuted thereon, thus
his name is kept before the prospect for an entire
vear, and the calendars have exceptionally good
nidvertising value.

MAJOR DICK WITH LYRAPHONE CO.

Major C. P. Dick, son of ex-Senator Dick, of the
State of Ohio, who recently returned from over-
seas, has been elected treasurer of the Lyraphone
Co. of America and assumed his duties early this
month.

"Satisfied—

so will you be”’

THE NEW

VISTA

does more than please. It 1s the kind of
phonograph you’ve wished for, and our
service 1s the kind you ve long desired.
You above all others must be satisfied.

E. R. GODFREY & SONS CO.

LATERAL CU1

CAPTAIN BOYLE’'S HAUNTED TALKER

Talking Machine Mutters to Itself and Plays
Weird Music Without Records—Refuses to Be
Silenced by Ordinary Means and Plays On

Suppose you had a talking machine which was
haunted. Suppose this haunted talking machine
talked to itself all night and kept vou from your
well-earned sleep. What would you do? Captain
Michael Boyle, of Engine Co. No. 16, Boston, has
such a machine, and its weird aud uncanny mut-
terings at all hours of the night are the subject
of neighborhood gossip and secandal. As for
Michael, he is getting tired of leaving his warm
bed many times at night to silence his unruly
mnsie box. He has threatened to use his fire axe
next time as an aid to weoral persuasion and see
how that will work.

Just the other night the Captain had returned
home late and a few moments later was sleepiug
the sleep of the just when he was awakened by
a ghostly melody sounding, to use his own words,
like ‘“sweet bells jaugled out of tune.”’ The music
stopped after a moment and the talking machine
began to mutter to itself in erratic words as if
under the influence of liquid rather thau spectral
spirits. The Captain jumped ont of bed, dashed
to the offender and shut the machine off. He was
amazed to find no trace of any record whatsoever.
He went back to bed, but no sooner had he touched
the sheets than the noise began again and would
not stop until Michael had gotten a choice load
of somewhat uncomplimentary remarks off his
chest. It was only after a severe lecture that the
obstreperous machine finally subsided into incoher-
ent murmurings, gradnally fading away into si-
lence. For several nights the same thing hap-
pened, the nncanny talking continuing until morn-
ing. Captain Boyle is not a believer in ghosts
and is inclined to think that the phcnomenon was
due to some action of an electrical storm on the
diaphragw.

Knowing Bostou as we do, especially since Bos-

UcToBER, 1919

ATTENTION

If you are looking for quick service and right

prices, get in touch with us on the following
lines:

Q R S Rolls
Emerson 7 inch Disc Records
Wall Kane Neczdles

Complete line always on hand

Write for monthly bulletin, catalog and
pricas

Enterprise Music Supply Co.

145 West 45th St.,, New York City
MAURICE RICHMOND, Gen'l Mgr.

We are the largest jobbers of sheot music and music
books in the U.S.

Save time and money by ordering
all your supplies from one house

tonians indignantly deny that anything alcoholie
is sold within the city walls, and since the many
friends of Captain Boyle affirm that he is a model
upholder of the law and is neither a movie fau
or otherwise afflicted with these ultramodern fads
and fancies, we find it impossible to offer the so-
lution to the mystery. But even a talking machine
is a sensitive instrument and might well be af-
fected by somre of the fire horrors through which
the donghty captain has passed unmoved. So,
as the saying goes, ‘‘Qnien Sabe?’’

Vassar College at Pouglkeepsie, N. Y., has recent-
ly purchased a Victrola for classroom use in the
study of music and musiec appreciation.

<AMERICA'S GREATEST PHONOGRAPH SERVICE

Exclusive Distributors

ILLINOIS, WISCONSIN, IOWA, MICHIGAN and INDIANA

MILWAUKEE, WIS.
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Talking Machine 11 orld, New 1 ork's

General Phonograph Corporation

25 West 45th Street

OTTO HEINEMAN, Pres. New York City, N. Y.
FACTORIES: ELYRIA, O. NEWARK, N. J. \ PUTNAM, CONN.
SPRINGFIELD, MASS. KITCHENER, ONT.
Branch Offices: Chicago, 11l San Francisco, Cal. Toronto, Can.

Will You Try Our New

i

.

The Sound Box for 1920 Models

Write for Sample
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COWS PREFER CLASSICAL MUSIC

Give More Milk When Music Is Played for Them—
Actual Demonstrations at Electrical Show Bring
Forth Some Interesting Facts

When a cow shows her appreciation of the
phonographic music of Beethoven, Mozart and
other masters by giving more precious milk to
her owners she snrely is showing her gratitude in
a very comnerete way. And the talking machine
has won a place in the dairy barn where it will
do a service as great as any other whether it be
in parlor, bedroom or bath. At the Elcetrical
Show held at Grand Central Palace in New York,
H. M. Harvey, a veteran dairyman of Poughkeep-
sie, was in charge of the electrical dairy exhibit
and carried on some interesting tests with thor:
oughbred Holstein and Guernsey cows.

Some cows of each breed were milked dry and
then induced to give more milk under the influ-
ence of the music, Others with music from an
electrically operated phonograph playing contin-
uonsly during the milking period gave from 10 to
12 per cent. more than their average volume. Mr.
Harvey selected classical musiec of a slow, meas-
ured cadence, which, he says, he has fouud to be
most effective, and asserts that music is a regular
feature of the large successful dairies.

One of the Holstein cows at the Electrical Show,
under the influence of the best compositions of
Mozart, Beethoven and Richard Strauss, gave
forty-five quarts of millk in a twenty-four hour
period. She was milked every six hours during
the test.

All of the milking at the dairy exhibit is done
by eleetrical milkiug machines and the butter
and cheese made and milk bottled also by elee-
trically operated machinery. Most of these prod
uets from the dairy exhibit to go to the model
apartment, where a staff of expert dowestic sci-
entists holds forth and demonstrates how vari-
ously and helpfully eleetricity can be nsed in the
household.
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THE UNIVERSAL TONE ARM SUPREME

T here are features to this new universal tone arm and reproducer that will be
immediately recognized and enthusiastically endorsed.

BRASS UNIVERSAL

124
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ADAPTER o

BALANCED FORK
SUSPENSION

PEARL STREET
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NEW LINES AT WANAMAKER'’S

New VYork Store Announces Seven Lines of
Talking Machines as Represented in the De-
partment—Follows Philadelphia Move

Following the announcement made by the Johu
Wanamaker store of Philadelphia, to the effect that
eight lines of talking machines with several lines of
records were uow being carried by that store, the
list including the Vietor, Columbia, Edisou, Voca-
lion, Sonora, Pathé, Brunswick and Cheuey, the
Wanamaker store in New York on October 1 hegan
using substantial space in the daily papers t¢? make
almost the same announcement in Gotham. The
lines now handled in New York are identical with
those featured in the Wauamaker store in Philadel-
phia, with the exceptiou of the Bruuswick phono
graphs. In the New York Wanamaker Store the
seven lines of machines; and the five lines of records,
are separated for demonstration and sales purposes
iu the talking machine department, no one line heiny
given any more promineuce thau another.

For many years the Wanamaker Store leld o
license as Victor wholesalers and confined their ef-
forts to the handling of that line. Tollowing the
recent relinquishing of the jobbing license, there
came the expansion of tle department and the add.
ing of the new lines.

OLD TIME TALKING MACHINE MAN

Thos. Wardell, of Lowell, Mass.,, in Retail Field
for Past Twenty-five Years

A recent visitor to the offices of The World
was Thomas Wardell, 110 Merrimack street, Low-
ell, Mass., who handles the Edison and Victor lines.
He is one of the veterans of the talking machine
industry, having been associated with the trade
for twenty-five years. During this entire period
he has handled the Edison line and for the past
twelve years has also been a Victor dealer. He

NON -VIBRATING AR/ .
MOUNT :

ALL BRASS ARM\‘

Xe BALANCED
ALL BRASS BALL BEARING -
g REPRODUCER BASF

UNOQBSTRRUCTED TONE PASSAGE

“PRESTO" UNIVERSAL TONE ARM No. 11

e,
S

THE TALKING MACHINE WORLD
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T his all-brass tone arm must be seen and heard to be appreciated.

PRESTO PHONO PARTS CORPORATION
BROOKLYN, NEW YORK
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states that the demand for these produets in his
territory is growing steadily, and that it is not so
much a matter of merchandising at the present
time, but a problem of seecuring sufficient goods
to supply his patroms. Mr. Wardell, speaking rem-
iniscently of the days of the talking machine in
dustry, commented upon the great changes and
improvements that have takem place in the past
quarter of a century, and expressed the opinion
that the phenomenal iucrease in the demand for
talking machine and records is bnt the forerunner
of many yvears of similar prosperity and activity.

WANTED QUART OF “COTTON GIN”

Eight Victor Artists Have Some Interesting BEx-
periences During Texas Trip

Sonte iuteresting stories are told of the recent
vigit of the eight famous Vietor artists to Texas
recently, where between concerts the singers were
elaborately entertained by local talking machine
men on hunting and fishing trips, and in other
ways. Their singing was better appareantly than
their fishing ability, for when the entire eight
accompanied Lester Burchfield, of Dallas, on a
fishing trip, the total result was one small fish.
It was the first trip to the Sonthwest for some of
the singers, which may explain why Johu Myers,
when asked if he had seen the cotton gin, replied,
‘‘No, get wme a quart.”’

The singers won the hearts of the people of
San Antonio by appearing without charge at a
benefit for the relief of the storm sufferers. They
also appeared in Dallas, Waco, Port Arthar and
several other cities.

TO HANDLE REGINAS IN LOCKPORT

Brown, MeManus & Co., distributors of Regina
phonographs in New York and New Jersey, an-
nonnce that Burtt Bros. will represent them iun
the sale of Reginas in Lockport, N. Y.
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Prompt Deliveries
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Exclusive Territory

Powerful Co-operation
Reg. U.S. Pat. Of.

Enormous Qutput

Exclusive Features

Musically
“In a Class by Itself”
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ETUDE
Mahogany or Oak

MATINEE $135

Mahogany or Oak

STANDARD
Aaliogany or Oak
$100

WE
INVITE DEALERS
Ahve to
REAL OPPORTUNITY
to get
INSIDE INFORMATION

about this biggest Selling Sensation
of the Industry—and to join our

ENORMOUS OUTPUT PLAN

Write Us To-day, we’ll gladly tell
you Full Particulars in a personal
letter by return mail. [llustrated

PREMIER
Figured Mahogany
Gold Plated
$250

Catalog.
ENCORE
Mahogany or Oak

The Tel-O-Tone

The Most Talked About Phonograph in America
The WESTERN NEWS COMPANY, 21-29 East Austin Avenue, Chicago, lll.
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NEW QUARTERS IN NEWARK, N. J.

Collings & Price Co. to Have a Model Victor
Wholesale Establishment in That City

The recently organized Collings & Price Co.,
which took over the interests of the Price Talking
Machine Co., Victor wholesalers in Newark, N. J.,
will, at a very early date, occupy mew quarters at
the corner of Clinton and Beaver strcets, Newark.
Careful attention has been given to the arrange-
ment of the new quarters, and it is declared when

L. W, Collings

completed it will be among the best equipped of
any Victor wholesale establishment in the coun-
try. Both Messrs. Collings & Price have had wide
experience in the trade, and as a result they have
incorporated a number of original ideas that will
revert to the direct benefit of the talking machine
dealer through improving the service.

The officers of the company feel that Newark
is ideally situated for a wholesale Victor business.
The shipping facilities provided in that city are
exceptionally good, and the company will make

THE TALKING

much of this fact. A strong campaign of dealers’
service is also being developed. It will include
advertising matter of all kinds, specially prepared,
together with some strong sales helps.

Malcolm G. Pricc, president of the company, for
many ycars headed the Price Talking Machine
Co., and is well known to the trade throughout

MACHINE WORLD

77

the East. L. W. Collings, of the company, was
connected with the Victor Talking Machine Co.
for over twenty years in an official capacity, and
had much experience in the trade service depart-
ment of that organization. He will act as general
manager of the Collings & Price Co.—a position
fur which he i3 admirably equipped.

[ Sem—

NINE DISTINCT TYPES OF TALKING MACHINE PROSPECTS

Some Timely Suggestions by B. J. Munchweiler

Chomee s

1. The Good-Natured Prospect: Not so casy to
closc as the title implies. They smile at your ef-
forts and laugh at your work. Siile with them
and laugh at your own cxpense. Tt helps the sale
along.

2. The Doubting Prospect: The one who ques-
tions and doubts cvery statement you wmake.
Printed facts and figures go a long ways toward
silencing this skeptic. Arm yourself with docu
mentary cvidence.

3. The Disputive Prospect: Near kin to the
‘‘argumental’’ type. Welcomnes a dispute so he
can prove his cleverness. A mild form of combat
pleases him. Usc care not to overstep the mark.

4. The Taciturn Prospcet: One of the hardest

types to handle. You have no way of telling by
word of mouth if you have succeeded in arousing
interest. Watch the eye of this person aud be
less talkative than with the usual type.
5. The Technical Prospeet: Usually a profes-
sional man. To ‘‘guess’’ and ‘‘think’’ spell ruin-
ation when making your plea. You must KNOW
and be SURE with this kind.

6. The Impolite Prospect: Rarely, if ever, en-
countcred by the polite salesman. To the pblite
and gracious all people smile, but with the grouch
cvery close hias to pass through a wrangle.

7. The Price Prospect: The person who buys
price first and a talking machine aftcrwards. This
type is casily closed with by asking him to recall
some previous purchase where price was the only
factor. Call attention to the well-known fact that

““the memory of quality lingers long after price is
forgotten.’’

8. The Comparative Prospect: Compare, and
compare is the maxim of this type. When you
note the comparative prospeet at work, use the
same tools. Compare tone, finish and other strong
points with the other fellow’s, just as this prospect
does and likes to be done by.

9. The Prospect Who Cannot Say ‘¢Yes’’: A
grcat many folks are sold, but cannot say ‘‘yes.’’
To this type yvou must act as both salesman and
buyer. Soon as you observe sufficiemt interest
aroused hand out the order blank

But before you are capable of all this you must
be able to able to answer this.

Self-Questionnaire

Am I aggressive Am I optimistic? Am I pes
simistic? Am I enthusiastic about my job?

Do I work hurriedly? Do I know it all?
ean T get closer to my work?

How

NEW “VlCTOR DOG” JOBBERS

PHILADELPHLA, Pa., October 8.—The Penn Phono-
graph Co. of this city announce that among the
new distributors of the winiature plaster Vietor
Dog added to the already large list during the
past week are E. . Droop & Somns Co., in both
their Baltimore and Washington headquarters;
the Frederick Piano Co., Pittsburgh, Pa.; Lyon &
Healy, Chicago, Tli.,, and Cohen & Hughes, Balti-

- more, Md., and Washington, D. C.

Model No. 2150 D.D.
2 Units llustrated.

>

938

2150 Thin Records in Each Unit. ~

2150 Edison’s in These 2 Units.
WRITE FOR CATALOGUE

Ogden Sectional Cabinet Co., Inc.

LYNCHBURG, VA,

GUARANTEED

4300 Records in These 2 Units Illustrated.

Locking Roll Top Pre-
vents Dust and ' Theft,
also supplied~ with
Spanish Leather Cur-
tain.

350 10" or 104"
Records on each skelf.
Filed in Sales System
Covers and with In-

dex Guid.s.

350 10" or 10%"
Records on this shelf,
also 3 shelves above.

Soft Flat Supporting
Springs Prevents
Warping (Patented).
Holds 350 10" or 12"
records.

10 ard 12" Records
Filed on same shelf.
Held Flush at the
front by Patented Ad.
jaster.

Enamels

Prices Models No. 2 and 62

(CAP. 300 10 and 12" RECORDS)

Sections 0Oak $6.75. Mah. $7.00
Base ‘0ak 5.50, Mab. 5.75
Top. . . Oak 3.00, Mah. 3.25
Roll Curtain for complete Unit, 3.00

File Your Records

S0 You Can Sell Them

This System pays [or itself in six months.
Automatically Re-orders All “Sold Out” Records.
EveryRecord Located Instantly as Simple as1-2-3.

Prices in Effect Scpt. 15th
NEW STYLE MODEL No. 2150 D. D.
Oak. With Leather Curtain .
Oak. With Locking Wood Roll Cur
Bir. Mahg, With Leather Cur.
Bir. Mahg. With Lockmg Wool Roll Cur

(White, Ivory and Gray)

Sectional Models Fit Any Size Stock
and Help You Grow.

The Ogden Sales System Is Equivalent to an Extra Clerk
and Increases Sales.

$70.00
80.00
75.00
85.00
95.00

6 ‘e "

Models No. 1 and 31

Prices $2.25 to $9.75 a: Section.
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TALKING MACHINE DEALERS

Entertain a covetous interest in the Music Roll
trade. The demand 1s immense and rapidly in-
creasing; they can be handled without additional
selling expense, the margin of profit 1s greater than
records and most owners of Player Pianos are
Talking Machine prospects. “BUT” --- reasons
the Talking Machine Dealer, “it’s a new line --- it’s
strange, there’s the initial investment 1n stock, I'll
need a player piano or two for demonstrating and a
sound-proof room or more because customers will

want to hear what they buy --- it’s a big risk.”

LISTEN TO THIS

If we remove every element of speculation ---
assume the risks, start you without demonstrating
pianos and sound-proof rooms--prove to you that
such appurtenances will never be necessary, that
Music Rolls can and should be sold like cigarettes
in a cigar store, that their profits are singularly
large, the popular hits are 1ssued months before the
same titles are ready in Records and that your
orders receive genuine service--will you still turn

a deaf ear?

B e [ e el il LT e




OCTOBER, 1919

THE TALKING MACHINE WORLD

o> ¥ " e A . TS B

Lo
<

PLAYER ROLLS ARE A STAPLE

The customer buys what he knows he wants ---
heard 1t in the theatre --- maybe at a cabaret; if
he doesn’t know what he wants he asks what’s
good and if you are a U. S. dealer, he'll get 1t and
there’ll be no back-fire, for our service embraces
only hits and best sellers. We don’t want Talking
Machine Dealers to handle our complete line ---
only the cocksure sellers, so the turnover will be
quick and the investment small by comparison.
And the best example 1n support of our contention
that you don’t need to demonstrate, 1s the mail
order houses who are the largest individual sellers
of Music Rolls --- their customers don’t even see
them, let alone hear them.

WE'LL START YOU

With fifty rolls, 1. e., one carton ofsfive each of our
ten “Best Sellers,’
materials, with the understanding that you may

b4

including appropriate display

return at our expense, any unsold rolls of this
introductory offer within sixty days of billing
date.

WHO TAKES THE RISKS?

DETACH AND MAIL THIS COUPON

United States Music Co. 1919

2934-2938 W. Lake St. Chicago

Ship your Introductory Order per October issue of The Talking
Machine World.

Our jobber 18 e

(Address)
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In the Holiday Rush

for talking machines of every kind Widdicomb dealers will feel
that satisfaction which invariably goes with the
Qfmsz'stent sale of Widdicomb Phonographs.
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is distinctly a quality Instrument
calculated to enhance the reputa-
tion of reliable merchants whose
clientele 1s made up of discrim-
inating music lovers.
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Widdicomb No 6. e~

Made for the dealer who wants
bigger, better value, more substan-
tial profits and a steady flow of
come-back sales.
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[Widdicomb No. 8. 3

PHONOGRAPH DI VISION

- 'uz WIDDICOMB F URNITURE CO

Grand Rapids, Michigan
A HIIIIIIIIIIIIII||||||IIHIIIIHHHIIIIIUI||||||HIIIIII!III|||||||||||||||||Jhl|||||IIIIIIIIﬂflllll”lllllIIIIII||”I‘IIIIll'IIIIllllhllllhhl'ﬂllll’llllIﬂ‘ll||1||lﬂllll||||||||||]||||l|lI||||||||UmllllhﬂllllllmﬂmL

__JIIII||\'IIIIIIHHHIIHIHIH Hﬂll\HIl||HIIIIIII!IIIHIIIIIIIIIHIﬂ||\IIIIIIIIHIIMI|II|||||Ill||||||ll||||l|||||!||l|l|||\i||\||I||||lW|H||||||||||||||||II||TWI|||||ﬂl||l|||l||||\|l|||l|||||||||||||||\||||\||||l|||\|\|l|ll|1|l|l\||\l|iﬂ|ll||||l|||ll||\||||||l||||||II|[l||||I||\l|\|||ﬂ||||||||||||||H||IH||\II\|||l||l1|||||||||||||||ﬂ|ﬂl||\||II\I[I||||1|ll|||||||||||1|||ﬂ|||||||||||I||||||||||ﬂ|ﬂII\I\||\||l|\|||||||||l\l||l|ﬂ|\|||||||\||\||||l|||ﬂ|llll|||ll\ll\llll\||ll||\||||l|ll||l||||l||||||I\Illillll|II||IIJ||\||l|l||l||||l||l||l||l|l||l||l|l|ll|||Il||l|l||l\||l|l||\||l|l|||||l|l|IIIII|l||l||||l||l|l|||||||||l||l|\|l|||l|l||l|||||||l||\|H||[I[III|[||I||I||||||Hﬂll\ﬂﬂlﬂ|ﬂlllllﬂlﬂ|ﬂ|\IIIII!lIIIﬂlII

2

ﬂlll\llllll\ll\I||I\||H||II|HIIHH||||||\II\|||||||||Ill||HIIIIIIHHII\IH\IH||\||\|l||||l|\|Hllllll,'||||||I|ﬂ|||l|l|ﬂ|i|ﬁ|l||\||||l]|ﬂ|ﬂ|||||||ll|||\|\||\||||||I||\ﬂ|l|_|[I\IIH||||||I|I\|I\||I|I|I|I|||||||I||ﬂ||||H||||ll||||||||\I\II\II\II\IIHIIMIIH\|I|||||l|||II|IH|||||\|I||III|H||I||I|||III||U|\|||||\||I||||||||||H|I|ﬂ|l1|||I|I|I||\I||||||||||I||\|ll|||||I|||||H|||ﬂ|ﬂ\l||||ﬂ|||||||||\ll||



OCTOBER, 1919

THE TALKING MACHINE

R

é:.%

Columbia Graphophone Co. (
NEW YORK

WORLD

Barrientos and Stracciari singing the “Ven-
geance” duet from ‘“Rigoletto” will bring in
receipts with a vengeance! Columbia 78363.
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MISSION OF THE VICTROLA IN PUBLIC LIBRARY WORK

Interesting Paper Read by Branson M. DeCou at the Recent Victor Educational Convention

S

For a great many years the Vietor Co. has been
directing its educational influence along the lines
of work regularly adopted as enrricula for schools.
It has songht to dovetail into the daily work of
the classroom the signal efficiency of the Vietrola.
In that it has been, as you know, eminently sue-
cessful. No other method could have succeeded
as well.

The public library, being an integral part of our
edncational system, has natnrally come in for somne
thought and consequently considerable action. The
time has now come when we can offer a public
library an equipment, instantaneons in service and,
moreover, absolutely necessary in the line of de-
velopment. . The great pnblic library systems of
St. Lonis, Evanston, Ill., Newark, Los Angeles and
Kansas City have already either adopted or are
preparing to adopt our plan. Numerocus other
libraries thronghout the conntry have installed
Victrolas and libraries of records for the purpose
of—and now we must know the plan!

In an article in ‘‘Pnblic Libraries,’’ the official
library magazine, May, 1919, I pointed ont to
librarians thronghont the United States that one

of the war activities of the camp libraries was °*

well worth continuing—the practice of nsing the
Vietrola for Sunday afternoon concerts and study
classes, and the direct nse of the ‘‘Vietrola Book
of the Opera’’ and ‘‘What We Hear in Mnsic,’’
which, being adopted by the A. L. A., were on the
circulating shelves of all camp libraries. This is
only a meager part of the inission of the Victrola
in library work. At the University of Ilinois
Summer Session, 1919, we explained in a series
of lectures in the School of Library Science the

scope of our activities within school and city .

libraries.

The plan subdivides itself into four separate and
distinet activities First, the equipment of a sound
proof room with Victrola and a reference library
of choice Vietrola records; second, the use in the
public concert and the study classes; third, the
use in the story honr for children, and, finally,
the classification and indexing of records and rec-
ord analysis material.

The equipment of a sound-proof room with Vie-
trola and a reference library of Victor records is
advocated as a direct aid in presenting the real
music as well as the printed score in libraries
maiutaining mnsic departments. In no other way
can the world’s best music—opera, oratorio, sym-
phony—Dbe actually studied within the walls of a
library. In libraries maintainiug no music depart-
ment at all a more limited equipment is advised,
an iustrument and a library of records, sufficieut
only unto the needs of the public concert, study
classes and story hour. To be snre, this necd may
develop a very large library of records. A type
of cqnipment recommendel to the Newark Free
Library was a XVII Victrola and $225.00 worth
of selected recordings, a total expenditure for the
library of $500.00, they already having a souud-
proof room and an improvised set of record cab-
inets. The new prices on the Red Seal list allow
Mr. Dana, in Newark, to uearly donble their refer-
ence library of records.

In the public concert and study classes in music,
conducted by so many libraries during the winter
season, programs are suggested in the ‘‘New Cor-
relation’’ and the regular course of study out-
lined in ‘*What We Hear in Music’’ have been
used. In giving operatic programs the ‘¢ Vietrola
Book of the Opera’’ is an invaluable aid. Tu-
gennity ou the part of a librarian has resulted in

individual programs of a diversive nature, such
as many of the so-called ‘‘popular’’ symphony
programs include.

The ‘“Story Hour for Childreu,’’ so popular in
libraries, is augmented considerably by our stories
in word aud in tome, not to mention the vast
awount of correlation musie available for the most
of the spoken stories. The Educational Depart-
ment has been fortunate in possessing snch famous
story-tellers as Cora Mel Patten, Sara Cone Bry-
ant, Georgeue Faulkner and Sally Hamlin—Sally,
the little girl ¢‘reciter.”’ Deseriptive music, tone
pictures, songs and instrumental gems become
familiar to children throngh the story hour and
‘‘Pan and His Pipes.”” No library can afford to
neglect the children.

The filing and classification of records and ree-
ord analysis material is a big part of the larger
libraries’ work, but reduces itself to simplicity
in a small library. Two reference files are main-
tained, one as an index to the records owned, ar-
ranged under the Dewey Decimal plan and cross-
iudexed to the file (Vietor) numbers, and another,
a file of record analysis, either for the records
owned or for a greater number. This file is ar-
ranged by file or Victor number in a library main.
taining a music department, cross-indexed to the
Dewey Decimal or Score number.

All the Victor publications have a_place in the
record analysis library; the monthly supplement,
the general catalog, ‘*What We Hear in Musie,”’
the ‘“Vietrola Book of the Opera’’ particularly.
They are indexed nnder the Dewey Decimal plan.

To learn the approach to the publie library it is
first necessary to learn the plan. Convinee the
librariau he or she should have Victrola equip-
ment. This department exhibited at the Natioual
Convention; the A. L. A. meeting at Asbury Park,
this June. T personally met hundreds of librarians
who hecartily endorsed the plan. I met just one
who was dubious of its success. She said that we
would have great difficulty convincing librarv

(Continued on Puye 82.)

‘With the HUSTYLUS the

PATHE RECORD Can Be Played On Any MACHINE

Order Direct From
Your Pathe Dealer

Universal Tone-arm.

Here is the most practical and the simplest
device ever introduced to Pathe Dealers.

It is designed for playing the beautiful PATHE

records on Talking Machines and phonographs
that now play lateral cut records only.

The Hustylus instantly gives any machine a

RETAIL PRICE, $1.
BIG MARGIN OF PROFIT FOR THE DEALER — Absolutely Guaranteed

HERBERT & HUESGEN CO., 18 East 42nd St., N. Y.
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VICTROLA IN THE PUBLIC LIBRARY

(Continued from Page 81)

boards. I expluined we did not want to comvinee
library boards now.

The approach is througlh the librarian to the
public. Get one of your Vietor enthusiasts inter-
ested in what your local library needs. Give a
concert or series of them at the library as a benefit
for a Vietrola, any model the situation demands.
Let the local music club present the program. Get
your advertising out of advertising the library
and mnsic club. Do not condumet the benefit, but
co-operate in it. The librarian will find a means
of getting the records once the instrument is in.
The record-demonstrating booth of your store will
have been projected into the public library, the
greatest single agency for educating the adult in
this country. You will be rendering the commun-
ity a service. Many dealers have asked me,
““Won't the Victor Co. let 1ne see that the library
is presented with a Victrola?’’ and I said, ‘‘ Why
lose the best part of the game?’’ The direet ad-
vertising that comes from the effort on the part of
the commmunity to get a Vietrola and the exultant
Joy which comes in possessing something hard-
carned.

Go out after the library. We are eonvineing
vour librarian in our advertising and through our
department. Co-operate with the Vietor Eduea-
tional Department in everything it does. That is
the only way we can so pool our resources as to
win.

PURCHASE RETAIL BUSINESS

WasHINGgTON, D. C.,, Octoher S.—The retail store
of Cohen & Hughes, Inc., has bieen purchased by
Ansell, Bishop & Turner, who will devote their
efforts exelusively to Victor products and purpose
to give representation of the highest class. Cohen
& Hughes have been actuated in thus disposing
of their interests in this citv by the same motives
that prompted a similar action in Baltimore,
namely, that of extending to their dealers the full
measure of serviee and consideration to which they
were entitled.
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MIC

Factory and { 37th & Brandywine Sts.
Sales Dept. W. Philadelphia, Pa.

CHICAGO. ILL.—~LAKESIDE SUPPLY COMPANY

SCHLOSS’BROS. INCREASE CAPITAL

Cabinet Manufacturers Take First Step in Plans
for Business Expansion

Schloss Bros., Ine., the well-known talking ma-
chine record and musie roll cabinet manufactur-
ers, have increased their capital stock from $15,000
to $50,000 for the purpose of carrying out some
ambitions plans for the expansion of their bnsi
ness. The present plant of the company is lo
cated at 637 West Kifty-fifth street, New York.
Myron Schloss is president of the company, and
Edwin G. Schloss treasurer and general manager.

WADDELL LINE PROVING POPULAR

GKEENFIELD, O., October 5.—The Musi¢ Table Co..
of this ¢ity, mannfacturers of the Waddell line of
phonographs, report strong demands for their
product. Their poliey of ¢‘One agency in a town’’
is proving very profitable to the dealer, and res
ervations for agencies are coming in- fast. An-
nouncement is made from headquarters that they
expect to have ready for November delivery a
new design in an upright cabinet niacline to be
known as the Waddell Mnsie Cabinet, Style 2, to
be listed at a popular price.

Grace “D” Cover with No. 3 Straps.

Ward’s Khaki Moving Covers

THE REED CO.,

THE C. E. WARD Co.

101 William St.

Distributors

BRISTOL & BARBER, INC.

111 E. 14th St., New York City

YAHR & LANGE DRUG CO.
207-215 E. Water St., Milwaukee, Wis.

COHEN & HUGHES, INC,,

Washington, D. C.

BECKWITH-O’NEILL CO.

Minneapolis, Minn.

STREVELL-PATTERSCN HARDWARE CO.
Salt Lake City, Utah

OHIO SALES CO.

Beckman Bldg., Cleveland, OGhio

237 Fifth Avenue
Pittsburgh, Pa.

CHAS. H. YATES
311 Laughlin Bldg., Los Angeles, Cal.

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

(Well-Known Lodge Regalia’ House)
New London, Ohio

Also Manufacturers of Rubberized Ccvers
and Dust Covers for the Wareroom

“A Million A Year”
DIAPHRAGMS OF BEAUTY

—Phonographically Speaking—They Talk for Themselves—
Manufactured for over ten years for the larger consumers by the

INTERNATIONAL MICA COMPANY

Amelia Co., Va,
Send for samples and quotations now and eliminate your diaphragm difficulties
Immediate delivery of small quantities can be made in the following districts.

SAN FRANCISCO, CALIF.—WALTER S. GRAY

WHAT'S YOUR SHARE OF

Mines,

Executive { 1228 Filbert St.,
Dept. Philadelphia, Pa.

MONTREAL, CAN.—ARTHUR K. KEMPTON

SECURE C. STEWART AND E. CANTOR

Well-Known Favorites Will Make Records for the
Emerson Library -

The ¥Emerson Phonograph Co. announced re-
cently that arrangements have been made where-

Cal Stewart

by Cual Stewart and Eddie Cantor will make rec
ords for the Emerson library. Cal Stewart is well
kuown to music lovers throughont the country,
For he created the character of ‘“Uncle Josh,”’

Eddie Cantor

and monologues by this kindly entertainer have
provided amusement for many vears.

Eddie Cantor, who is the star of °°Ziegfield’s
Follies,”” has won internationul popularity on the
vandeville stage, and his Emerson records refect
bis individuality and distinetive art. He will make
Emrerson records exclusively.

Phonograph Manufacturers!—Wa have hard-
ware in stock ready for immediate delivery.
“Service” is our motito. Write for catalog
and prices.

COLE & DUNAS MUSIC CO.
54 W. Lake St. Chicago, llL
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RECORDS
The Most Popular Records on the Market

| —Immediate Delivery of Song and Dance Hits

2.-—Superior Tone Quality

3.—Made and Guaranteed by the World's Largest
Manufacturers of Phonograph Supplies

4,—The Most Successtul Popular Artists

5.—Jobbers Who Co-operate With and Assist
their Dealers

6.—A Library of the World's Best Music

Liberal Discounts to Dealers

General Phonograph Corporation |

OTTO HEINEMAN, President

FACTORIES: ELYRIA, OHIO, NEWARK., N.J., PUTNAM, CONN., SPRINGFIELD, MASS., KITCHENER. ONT.
BRANCHES: CHICAGO. SAN FRANCISCO. TORONTO, CANADA
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Milwaukee Talking Machine Mfg. Co. Sets a
Record in Getting New Factory Into Opera-
tion—PFacilities Greatly Increased

MILWAUKEE, WIs., October 4—A remarkable in-
stance of plant expansion has come to light in the
case of the Milwaukee Talking Machine Mfg. Co.,
which has just occupied its new mill at 241 East
Water street, this city. The completion of this new

I —
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MAIN OFFICE AND EASTERN PLANT

BROOKLYN, N.Y.

OCCUPY NEW PLANT OVER NIGHT

at an attractive Price.

SALES OFFICES IN ALL PRINCIFAL CITIES

unit of manufacturing facilities of the company was
accomplished on schedule time, and in order that
there might be no lost motion the entire equipment
of the old factory was moved to the new plant and
installed over night, being supplemented by consid-
erable new equipment, sufficient to provide for an
output of at least 300 high-grade cabinets every
working day.

The employes left the old mill at the completion
of their work one night and reported at the new
factory in the morning to find the material in place
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TRIMMINGS AND PARTS
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Phonograph and Cabinet Manufacturers
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GRAND RAPIDS,
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We carry a complete line of trimmings and parts, and
can make reasonably prompt deliveries of

Catches, Sockets, Pulls, Knobs, Escutcheons,
Sliding Shoes, Lid Supports, Automatic
Stops, Tone Rods, Needle Cups, Etc., Etc.

Write for samples and prices

GRAND RAPIDS BRASS COMPANY
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MICHIGAN

are produced by the leading and largest concern of its kind in
the world ; by an organization whose sole and undivided efforts
are devoted to the manufacture of Die-Castings exclusively.

Doehler Die-Castings are produced from virgin metals of
our own alloying, and as a result of formulas especially developed
for their use all talking machine parts of our manufacture are
readily plated in Nickel or Gold in a most satisfactory manner
by the usual electroplating methods.

Our resources and facilities enable us to offer to die-casting
users the advantage of a Quality Product, an unfailing Service

TING CO.

WESTERN PLANT

TOLEDO,OHIO.

and ready for operation. The factory force was
increased materially to insure greater output. The
new plant, illustrated herewith, is seven stories high,
and is completely equipped with the most modern
and up-to-date machinery.

The Milwaukee Talking Machine Mfg. Co. was
established in 1915 with C. ¥'. Romadka as president,
and has met with a full measure of success, its
produet, the Dalion, being handled to-day by some

Milwaukee T. M. Mfg. Co.’s new factory

of the most important jobbing houses of the country.
According to the Milwaukee Talking Machine Mfg.
Co.’s system, the Dalion jobbers do not handle the
product in a haphazard manner, but install complete
competent phonograph departments in their organi-
zations, and are prepared, with factory trained men,
to render what is practically factory service in their
local field. The company itself maintains a dealers?
service department co-operating with jobbers to give
retailers the utmost supprt.

We distribute at Wholesale

THE TOURIST PORTABLE PHONOGRAPH

A real high grade Phonograph in a convenient, compact
form. Retail price $35.00. Write for illustrated circular.

COLEMAN MERCANTILE CO.

4421 Mancbester Ave. St. Louis, Mo.
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Nothing Else Like

Th Dulcitone
In Walnut!—

Ready for Prompt
Shipment

A

I
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In the Dulcitone you are
oftered not only a phonograph
that measures up to the highest

J of musical and mechanical per-

((1) fection, but you are assured
M prompt deliveries which do away
with disgruntled customers and

Dulcitone Figured Walnut, Rich
Mahogany, -red or brown

LB IETTT

protect your sales and profits.

Owing to our recently increased manufacturing
facilities we can ship the Dulcitone in any reasonable
quantity with promptness and with the certainty that
: you and your customers will both be pleased.

The Dulcitone reproduces with the accuracy and
fullness of the costliest machines; but it possesses a
unique charm in its wonderful figured walnut finish.
This finish 1s the result of years of specialization 1n the
matching and finishing of walnut veneers, and it can-
not be duplicated elsewhere.

Price ? Same as mahogany. But ever so much more
attractive—unusual—salable. Other finishes too!

Prices and Particulars Mailed On Reguest

Dulcitone Phonograph Company

SOUTH HAVEN, MICH.
Chicago Office: 404 Republic Building
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| BECOMES WHELPLEY & STARR CO.

On October 1 the talking machine store of E. D.
Whelpley. Oneida, N. Y., changed to Whelpley &
Starr. Mr. Whelpley having taken his son-in-law,
Philip D. Starr. into partnership. Mr. Starr was
formerly an accountant” with the Brown-Lipe-
Chapin Co., Syracuse, N. Y. The new firm pur-
chased the block in which the store is located and
plan extensive improvements.

CHEAPER SOUTH AMERICAN RATES

WasHINGTCN, D. C., Octoler 9.—A reducltion of
approximately 30 per cent. in freight rates from
Atlantie and Gulf ports to the East Coast of South
America, effective October 1, was announced by
the Shipping Board. :

The new rates include: Rio de Jaueirb, $18.50
per ton, landed, or $17 free freight alongside;
Santos. $17 landed; Pernambuco, $19 landed and
$17 free freight alongside; Montevideo
Buenos Aires, $17 landed.

A proportionate reduction is made in the rates
on specific commodities in bulk eargoes.

and

ll

Prompt
Deliveries

—

This attractive Singer Cabinet
and a few other models of equal -
excellence are always in work,

assuring prompt shipments.

Recently we have increased
our.manufacturing facilities.
Il This was made necessary on
account of the growing recogni- |
tion of Singer cabinet quality.

Be ready for the brisk holiday
business. Write or wire for
illustrations and prices.

Singer Talking Machine Co.

579 Market Street
Ml__LWA_U_KE;_P;_

"y

WISCONSIN '
I

VICTOR PRESIDENT DENIES RUMORS

Eldridge R. Johnson Deelares That Controlling
Stock of Vietor Co. Has Not Been Transferred,
Nor Is Consolidation Planned

Persistent rumors have permeated the trade
for some time past to the effect that coutrolling
stock in the Victor Talking Machine Co. had been
transferred to the DuPout interests or that the
Vietor Co. was about to be cousolidated with the
Columbia Co.

Wheu asked vegarding the rumors Eldrige R.
Johnson, president of the Victor Co., denied them
most positively and emphatically. He stated that
thiere have not been any negotiations for the pur-
chase of the controlling stock of the Vietor
tor Co., or any suggestions to that effect, and ex-
pressed tlie opinion that the rumors were eircu-
lated by interested parties who have stock for sale.

W. S. FILE’S SUCCESSFUL TRIP

Seeretary of F. C. Kent Co, Has Some Interesting
Comments to Make on Conditions

W. 8. File, secretary of the F. C. Kent Co.,
Newark, N. J., has lately returned from a flying,
handshaking business trip through the Middle
West. Although the primary object was to re-
new old friendships and make new ones several
important business deals were consummated and
many new jobkers and dealeis were added to the
ever-growing list of Kent patrons.

In talking to The World Mr. File stated: ¢‘I
found many excellent .competitors, but we wel-
come them all. Competition is the stimulant and
tonic which every business requires in order to
ipsure a healthy growth aud to prevent stagna-
tiva. In view of this competition we ean take a
just and honest pride iu the remarkable sucecess
which has accrued to the Kent products. Not
only are-we sclling to the prineipal Edison deal-
ers and jobbers all over the country, to whom our
goods are peculiarly adapted, but there is also an
ever-inereasing and gratifying demand for the
Kent Master Adapter from dealers and jobbers
who are handling Vietor, Columbia, Pathe and
OkeH records. This demand proves our contention
that the Kent Master Adapter will increase the
sales of these records. Yes, I had a very pleasant
and profitable time. My interviews gave me a
great' deal of valuabl!e data and information which
we shall endeavor to put to good use. The dealers
and jobbers’ viewpoint is very interesting and
should help us a lot in solving some of our prob-
lems.’” The cities visited were Cleveland, Detroit,
Chicago, Milwaukee, Kansas City, St. Louis, ITu-
dianapolis, Cincinnati, Pittsburgh and Williams-
port.

The F. C. Kent Co. expects to double its floor
space on -November 1. Greatly increased business
makes sueh addition imperative.

VICTOR SALES HELPS FOR GCTOBER

Sousa Band Anniversary Celebration Made
Feature of Dealer’s Advertising Matter

The October list of sales helps sent out by the
Victor Talking Machine Co. to its trade with the
view to helping dealers put their business on a
better foundation by delevolping monthly record
customers contains some valuable display matter
which can be used by the dealer to good advant-
age. The list includes two October hangers, two
window streamers, one foreign hanger listing new
foreign records, copies of newspaper and maga-
zine advertising advising the dealer of the progress
of the national advertising campaigns, numerieal
pasters for the dealer’s books and a Sousa Band
poster to give added publicity during the celebra-
tion of the twenty-fifth anniversary of this famous
organization.

Make your record trade the coming holiday sea-
son the greatest ever.

Always Original

Art Series
Delivery
Envelopes

g

VICTOR RETCTORDS
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Well Selected Lists of Records

© Order now for Holida_y Teeds
and be sure and get them on
time.

Special Lists Ready November First

o

We Will Be Pleased to
" Piay Any of Them for You
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CLEMENT BEECROFT

309 W. Susquehanna Ave.
Philadelphia
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Hallet & Davis Piano Co.
146 Boylston St.;
Boston, Mass.

Bristol & Barber
111 East 14th St.,
New York

Pathé Fréres Phonograph
Company
City Sales Department
18 East 42d St
New York

National Piano Co.
305-307 N. Howard St
Baltimore, Md.

Interstate Phonograph Co.
1026 Chestunt St.,
Philadelphia, Pa.

Pittsburgh Talking Ma-
chine Co.
963 Liberty Ave.,
Pittsburgh, Pa.

Rochester Phonograph Co.,
Inc.
41 Clinton Ave. North,
Rochester, N. Y

Buffalo Wholesale Hard-
ware Co.
317 Washington St.
Buffalo, N. Y,

Weaver Piano Company
York, Pa.

M. Seller & Co.
Fifth and Pine Streets,
Portland, Ore.

M. Seller & Co.
Spokane, Wash.

‘Wm. Volker & Co.
Main, 24 and 3d Sts,
Kansas City, Mo.

wWm. Volker & Co.
Houston, Texas

Wi Volker & Co.
Deuver, Cola.

Avmstrong Furniturc Co.
A N Main St
Memphiz, Tenn.

Johyn. A. Futch Co.
630 Washington 8t.,
Jacksonville, Fla.

Gray & Dudley Co.
Nashville, Tenn.

Harbour-Longimire Phono-
graph Co.
1001 Elm St.,
Dallas, Texas

DISTRIBUTORS

for

THE PATHE
SAPPHIRE BALL

IS ONLY ONE OF THE
MANY EXCLUSIVE
AND BEST FEATURES

OF THE

PATHE PHONOGRAPH

NO NEEDLES TO CHANGE

Harbour-Longmire Phono-
graph Co.
311 W. Main St
Oklahoma City. Okla.

The Fischer Company
940 Chestnut Ave.,
Cleveland, Ohio

The Fischer Company
44-46 Vine St..
Cincinnati, Ohio

Churchill Drug Co.
Burlington, Ia.

Churchill Drug Co.
Peoria, 11l

Churchill Drug Co.
Cedar Rapids, Ia

Fuller-Morricon Co.
540 W. Randolph St.,
Chicago, I11.

Hellrung & Grimm
90+ Washington Ave.,
St. Louis, Mo.

W. W. Kimball Co.
Jackson and Wahash Aves.,
Chiecago, IlL

Mooney, Muller & Ward
Company
101 8. Meridian St
Indianapolis, Ind.

Salt Lake Hardware Co.
Salt Lake City, Utah

G. Sommers & Co.
TPark Square,
St. Paunl, Mina.

Williams, Davis, Brooks &
Hinchman Sons
26 Congress'St.,
Detroit, Mich.

Wright & Wilhelmy Co.
Tenth amwl Jackson Sts.,
Owmaha, Neb.

Western Phonograph Co.
085 Market Sf.,
San Franeisco, Cal.

Western Phonograph Co.
$20 8. Broadway,
Los Angeles, Cal.

Morley-Murphy Havdware Co.
Green Bay, Wis,

Pathe Freres Phonograph Co.

10-56 Grand Avenue

and London, England

E. A. WIDMANN, Pres.

Brooklyn, N. Y. U. S. A.

The Pathe Freres Phonograph Co. of Canada, Ltd., Toronto
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THE PATHE ROOSTER CROWS AND GROWS

7
Z,
TITO YVONNE
SCHIPA GALL
LYRIC TENOR COLORATURA
SOPRANOC

CHICAGO OPERA
CHICAGO OPERA

EXCLUSIVE PATHE ARTISTS

These Operatic sensations of two continents, South
America and Europe, are preparing for their conquest
of this country the coming season. The wonderful
voices of Tito Schipa and Yvonne Gall are EXCLU-
SIVELY AND FAITHFULLY DUPLICATED
ON PATHE RECORDS.

PATHE FRERES PHONOGRAPH CO.

E. A. WIDMANN, Pres.
10-56 Grand Avenue Brooklyn, N. Y. U. S. A.

and London, England The Pathe Freres Phonograph Co. of Canada, Ltd., Toronto
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“"Allenruby”

STANDS FOR THE BEST IN

MICA DIAPHRAGMS

FACT I —Brazilian and Indian Ruby Mica cannot be
surpassed for diaphragm purposes.

FACT 1T —Ruby Mica Diaphragms produce maximum
volume and superior tone-quality.

FACT III—Allenruby Diaphragms are best because

We use Ruby Mica Exclusively—

Our Diaphragms are cut by experts—

Our selection system is most rigid—

You are assured of consistent high quality—
Our prices are right—

We aim to serve your wants efficiently—

We can supply all sizes of diaphragms in Super-Selection, First
Juality, Second Selection, and Third Selection

Submit vour specifications to us for prices.

ALLEN MICA CO.

23 WEST 19th ST. NEW YORK CITY
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lNDlANAPOLlS DEALERS LOOK FOR IMMENSE FALL BUSINESS

Enlargements and Improvements the Order of the Day—Progressive Policy Permeates Talking Ma-
chine Business—If Manufacturers Can Meet the Demand Trade Will Be of Enorimous Volume

InpraxapoLis, INp., October 5.
getting under way with every indication of being
the biggest season in the history of local talking
machine dealers.

The Indianapolis Talking Machine Co., Victor
dealers, scored a big hit when they inaugnrated a
system of selling records by telephone. The com-
pany, as referred to elsewhere, has specially
equipped booths in which records are played for
customers over the telephone. Carl Anderson,
manager, says that the new systemn is producing
a big number of sales and is proving popular.

The Baldwin Pfano Co. has enlarged its talking
machine department by adding four-large booths.
C. P. Herdman, manager, feels that the enlarged
department will make it easy to take care of the
ever-increasing business.

The Edison Shop has completed the redecoration
of its entire shop and has added three additional
booths by transforming the recital hall into two
beantifnl booths and by iunstalling a booth in the
space on the mezzanine floor formnerly nsed for the
office. A. H. Snyder is manager.

The talking machine departiment of the Pear-
son Piano Co. featured the record ¢‘Tulip Time’’
with an extraordinary window display that caused
much favorable comment. A sceme in Holland
was depicted with dykes and windmills with gar-
dens of tulips of all colors. Under the direction
of Mrs. J. E. Fish, manager, the A. M. Cinb of the
department, composed of the saleswomen, has put
in some of the most beautiful display windows in
the city.

Tlre demand for Starr phonographs and Gen-
nett records keeps steadily ahead of the supply,
T. H. Bracken, manager of the Starr Piano Co,
reports.

Frank Carlin, of the Carlin Mnsic Co.; Edgar
Eskew, manager of the Pathé Shop; The Fnller-
Ryde Musie Co., Vietor dealers; H. E. Whitman,
of the Circle Talking Machine Shop, and The E.
L. Lennox Piano Co. are all anticipating a big
Fall business in machines and reeords. E. L. Len-
nox has stocked his basement and warehouse fnll
of machines to avoid a shortage in the holiday
nsh.

Ernest Arthnr, manager of the Sonora depart-
ment of Charles Mayer & Co., is pleased with the
resnlts the exteusive billboard and newspaper ad-
vertising campaign is bringing. Mr. Arthur has
contracted to liandle the Einerson records and he
looks for them to prove big sellers.

George Standke, manager of the Brunswick
Shop, says that business was better this Septem-
Ler than last. He has just eompleted a new office

in his shop.
C. O. Mneller, of Mooney-Mneller-Ward Co.
Pathé distributors, reports that the national

Pathé advertising, together with the local adver-
tising, is brvinging fine results.
Fnrnitnre Co. of Imndiaianapolis has signed a
Pathé contract. Frank 8. Butteweiler, mnanager of
the Brunswick-Balke-Collender Co., says that the
demand for Brunswick maclines is inereasing as
fast as the snpply increases.

The Kipp Phonograph Co.,, Walter E. Kipp,
president, is planning a campaign on Edison Am-
berolas. The company is now featuring tone tests
with Edison artists throughont this zone.

George Stewart, of the Stewart Talking Machine
Co., Victor distributors was one of the eleven dele
gates of the Indianapolis Advertising Club which
sncceeded in landing the 1920 convention of/ the
Associated Advertising Club of the World for In-
dianayolis.

Mi. Stewart reports that the sales on Red Seal
records have been unusually brisk and that nun-
bers which normally have been slow scllers are in
strong demand. TLe Stewart Co. is installing an
“‘idea room’’ for its dealers in which samples an;’d

suggestions to dealers will be shown. A Stew-
art, who recently visited the Victor factory, in-
forms his dealers that the outlook for the future
of Victor machines and record shipmnents is vevy
encouraging. |

The D. N. Foster .

Miss Caroline ITobson, who has had a great deal
of experience in educational work, and who is now
director of the educational department of the
Stewart Co., is planning to make the new depart-
ment a feature of the company’s service to deal-
ers.

The Banner Furniture Co., of Mnmncie, Ind., a
Columbia dealer, has installed a children’s bootl,
decorated in white, with Peter Rabbit, and other
nnrsery rhywmes, which is making a big hLit with
the kiddies. L. K. Wanke, of the Wanke Music
Co., Vincennes, Ind., has put on au additional truck
to sell Colnmbia machines and records.

F. W. Fromum, inanager of the talking machine
department of the Baldwin-Miller Co., distributors
of the Dalion machine and of Paramonnt records,
reports that the Paramount records are making a
hit with the dealers.

G. B. Loomis, a wmember of the famous Saxa-

91

plmno Sextet of the Raiubow Division, is back in
Lhe harness as a talking machine salessnan at the
Cirele Talking Machine Shop. Before 1 D
war he was a talking machine salesman. H
Whitman, manager of the Circle Shop, grabbed
Mr. Loomis when he returned to civilian life. The
Saxaphoune Sextet is still playing and many points
in Indiana are being visited on week-cnds by the
famons army aggregation.

Ben Brown, manager of the local
branch, points to the (‘rayeraft Dry Goods Co., of
Noblesville, Ind., as indicative of what a live mer-
chant in small towns can do with a Columbia
Grafonola depumrtment. The Noblesville Co. took
on the Coluwmnbia line in Marveh, 1918. It has de
voted its main display window to display Colum-
bia machines and records and it has by its pro

Columbia

gressive methods built up a fine business.

SHIP VOCALEOT‘&S T6 OHiO DEALER

The Chicago office of the Aecolian-Vocalion Co.
recently made its initial shipment of machines to
the Otto B. Heaton Co., of Colnmbns, Ohio.

Speedy
Service

For the famous

LYRIC

DOUBLE DISC

RECORDS

Famous for the

“Hits That Get Home First”

O Dealers already handling

Lyric Records who want each

month’s list as soon as possible,
we promise prompt service.

Phonograph and Music Dealers
not acquainted with the Lyric
Records should look into this line
—many song hits are constantly
being put over far in advance of
other makes. A valuable asset to
any dealer.

Be sure to put in early your
order for the exclusive records of
the famous

SISTINE QUARTETTE

benefit of the big demand.

Write today for our interesting
proposition to dealers.

51 East 42nd St.

The first who order will get the

Brown, McManus & Co.

Opposite Grand Central Station

Distributors

IN

New York
New Jersey
Maine
New Hampshire
Vermont

Massachusetts

Connecticut

Rhode Island

Eastern Pennsylvania

R =
EADEMAPK REGUSP

VER SCRATCHE

NEW YORK
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For Bigger Business
This _Christmas

The month of December will usher in
the biggest phonograph selling season
vour territory has ever seen.

Go after the lon's share of this
Christmas business. Offer your trade
something new, something different and
distinctive. In Cardinal Phonographs
they will find that irresistible charm of
tonc and appearance that makes big
sales for vou.

Cardinal Phonographs are instruments of
real mernit, built up to a high standard of qual-
iy that none have surpassed. In appearance
and performance they hold their own with any
instruments on the market today.

\WVith prompt deliveries, big selling points, a
liberal sales policy and a complete dealers’
advertising service, Cardinal Phonographs
offer a most profitable representation.

Wrile today for detailed information of
a better phonograph preposition

OcTOoBER, 1919
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SAN FRANCISCO CONTINUES TO BE A BUSY TRADE CENTER

Dealers Anxious Regarding Stock for Fall and Winter—C. T. Edwards in Charge of Kohler & Chase
Departments—Expansion the Order of the Diy—Larger Columbia Quarters—Other Items

Sax Fraxcisco.. Cir., October 1.—"'Busy as a
phonograph shop’” is a new phrase which certainly
is apropos to the San Franeisco sitnation. There
was hardly a dull moment in September and the
activity for the Fall season promises to surpass all
previous records. The dealers sigh when you ask
about supplies, but they have not lost hope that
standard goods will ke forthcoming in time for the
holiday rnsh. New makes of machines claim much
attention and are finding ready purchasers, but
even with some of the new goods it is impossible
to obtain adequate supplies. That the people are
becoming educated to the idea of judging talking
machines npon their individnal merits is manifest
by the glibness with which they speak of tone armis,
sonud boxes, motors and other mechanical parts.
It is a pleasure to do business with diseriminating
reople, say the dealers, if they are not too all-fired
discriminating.

New Machines in the Offing

Speaking of new makes of machines 1. Gruen.
Pacific Coast manager for the Otto Heineman
Phonograph Snpply Co., remarks: ¢‘There has
been hardly a day recently that some one has not
come to me inquiring about phonograph parts with
the idea of starting in the business of mannfacturing
talking machines. Some of the people have sound
ideas and somo have ideas which I lhesitate to des-
ignate. Bnt there is no doubt that there will be
many new machines tried out during the comimg
vear."’

Mr. Gruen reports many large orders placed by
Pacific Coast manufacturers and jobbers for goods
to Le delivered in 1920. There is a specially strong
demand for the two new tone arms recently put on
the market. One of these is made by the Meissel-
bach factory and the other by the Heineman fac-
tory. The Coast trade receives supplies on short
notice from the San Francisco stock room if the
quantity needed is not large, but otherwise ship-
ments are made direct from the factories.

Wiley B. Allen Co. Store in Fresno

The new store of the Wiley B. Allen Co. at
Fresno was opened for business this week. The
store is one of the most attractive of the whole
chain of Allen establishmments and the talking ma-
chine department is a model of convenience in ar-
rangement and good taste in decorations. Further-
more an ideal manager in the person of Miss Hazel
Layton has been placed in charge. Miss Layton .
is well known to the San Francisco fraternity as
a former manager of the talking machine depart-
ments of the Eastern Outfitting Co. and the Haus-
childt Mnsie Co.

The remodeled talking machine department of the
San Francisco store of the Wiley B. Allen Co. is
about completed and Manager Corcoran is delighted
with the new arrangements. With fourteen new
soundproof demonstration rooms and a record de-
partnient conveniently located and equipped with

the handiest racks ever invented it is possible to
give the best service with a minimum of footwork.
McCarthy and Clay in the East

Andrew G. MeCarthy and Philip T. Clay, of Sher-
man, Clay & Co., have gone East on a business trip.
They stopped en route at Secattle and there renewed
the company’'s lease on the store which they have
occupied for twenty years. The talking machjne and
other departments will be remodeled somewhat.

C. T. Edwards New Kohler & Chase Manager

C. T. Edwards, formerly with the Wiley B. Allen
Co. and the California Phonograph Co., has been
appointed manager of the talking machine depart-
ments of the San Francisco, Oakland and Richmond
stores of Kohler & Chase. The company as yet
handles only machines and at present is specializing
on the Symphona, a beantifnl machine manufactured
in Los Angeles. A new store will be opened early
in October in, the Mission district of San Francisco
and the talking inachine line featured.

The San Francisco Talking Machine Co., Ltd.,-is
a new corporation organized here. The capital
stock is $10,000 and the directors mentioned are .J.
Disbrow Baker, Raymond Wilcox and E. K. Beck.

The talking machine stock of A. G. Prouty, Napa,
Cal., has been purchased by Williams & Schlieper,
who will condnet a bnsiness in Napa. Mr. Schlieper
was formerly manager of the talking machine de-
partments of the Jackson Furniture Co. in Oakland.
Miss O. Voight has been placed in charge of the
Jackson department.

More Space for Columbia Branch

The Columbia Graphophone Co. has taken over
the entire second floor of the *‘Daylight’'’ Building
on Sutter street and is having extensive alterations
made. More space will te given both to the offices
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and to the stockrooms. Septemler husiness was
mnore than brisk, says Nathan Milnor, the San Fran-
cisco manager.

Barker Bros. Open in Fresno

Barker Bros., of Los Angeles, are opening a
phonograph store on Kern street, Iresno, :nd the
manager is II. W. Pasley, who wus with the firm
in Los Angeles. The new shop will have three dem
onstration rooms for a starter.

California Phonograph Co. Expands

The California Phonograph Co., ou Market street,
San Francisco, is being remodeled to provide for
greater space and efficiency. When the improve
ments are completed there will be twenty-four dem-
onstration rooms, sixteen on the main floor and eight
on the second. The show windows will be extended
down to the floor level and there will be no back
to them.

A stag picnic was enjoyed at Half Moon Bay by
the force of the California Phonograph Co. two
weeks ago. The trip was made by antomobile and
the party was treated to broiled steak a la Levy
and mussels captured near at hand from their native
haunts.

Some Live Personals

Miss Dorothy Alcaley has been appointed manager
of the talking machine department of the Eastern
Outfitting Co. to replace Mr. Hively, who recently
resigned.

E. C. Jolhnstone, manager of the Sonora Phono-
graph Shop, San Francisco, spent a delightful vaca-
tion at Lake Tahoe this month and is now expending
a fund of accumulated cnergy devising new methods
for educating the pulblic to the merits of Sonora
machines.

Omer Kruschke, manager of the Western Thono-
graph Co., San TFrancisco, and John C. Dorser, of
Sacramento, co-operated with the Kimball-Upson Co.
in making the exhibit of the Pathé line a distinct
success at the California State Fair held in Sacra-
mento early in the month.

THAVIU’S BAND TO RECORD EXCLUSIVELY FOR EMERSON INTERNATIONAL

Emerson International, Inc., announced a few days
ago that arrangements have been completed whereby
Thavin's Band, conducted by A. F. Thaviu person
ally, will record oxclusively for the compauy's li-

country, having won signal honors at the Panama-
Pacific Exposition in San Franecisco, where it ap-
peared at the opening and closing of the Exposi-
tion; being the only band that played at two dif-

Thaviu’s Band Conducted by A. ¥. Thaviu

brary. The band has made several records which

~ have already been announced as part of the Emerson

Premier catalog. It is well known throughout the

ferent periods during this famous event. This or-
ganization has also been heard recently at notable

expositions and fairs thronghont the country.

Beware of Sound Box Thieves

Hundreds of
Sound Boxes
Are Stolen
from Demon-
strating Ma-
chinesDuring

the Holidays

Sound Box
Lock

Price $1.50 Each

The Vanderstel INVISIBLE Sound Box Lock for Victrolas Defies Theft

The Victrola

machines by Victor Dealers.

ordering.

(Cash with Order). Order Sample on Approval.
Money Will Be Refunded on Return of Lock.

This ingenious Lock is for use on Victrolas used as demonstrating
The presence of the Lock is never
suspected but it positively defies removal of the Sound Box. Does
not mar the machine in the least, cannot be seen and is easily re-
. moved if machine is sold. Special tool to install accompanies each
Lock. State whether for Exhibiton or No. 2 Sound Box when

If Not Satisfactory

Protect Your
Machines
With These
Locks and All
Loss By Theft

Will Cease

Sold Only by
the Maker

J Ohn Vanderstel Grand Rapids, Michigan

207 Bond Avenue
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Al Jolson wants to know “Who Played Poker
with Pocahontas When John Smith Went
Away?” So will everyone else. A=2787.

Columbia Graphophone Co.

NEW YORK

T o

COLUMBIA BRANCH

MANAGERS

MEET IN INDIANAPOLIS

Representatives from Pittsburgh, Buffalo, Detroit, Cleveland and Cincinnati Branches of the Columbia

Co. as Well as Columbia Dealers Discuss

Campaign Plans for Fall and Winter

INDIANAPOLIS, IND., October 10.—A general con
ference of the branch managers and salesmen of
the Pittsburgh, Buffalo, Detroit, Cleveland and
Cincinnati branches of the Columbia Graphophone
Co., as well as a dealers’ convention was held here
at the Hotel Lincoln to discuss the Colnmbia cam-
jaign for the fall and the winter.

George W. Hopkins, geuneral sales manager of
the company; R. F. Boltun, sales manager, inter-
national record department; H. L. Tuers, manager
of dealers’ serviece department; O. F. Benz, record
specialist of the general sales departwnent, at-
tende«d the meeting. )

The Branch managers who attended were: S. H.
Nichols, Pittsburgh; F. A. Dennison, Buffalo; J.
L. Du’ Breuil, Cleveland, and F. ¥. Dawson, Cincin-
nati. The visiting salesmen were as follows: Buf-
falo branch, A. H. Dankman, D. W. Peace and G.
R. Kuesner; Cleveland branch, William H. Lawton,
Charles P. Kennedy and Samuel Mirkin; Detroit
hranch, Wm. H. Oaten and Emil F. Sharp; Pitts-
burgh branch, Harold L. Ireland, James P. Kelly,
Samnel W. Lukas and Harry L. Fields; Cincinnati

-

braneh, J. D. Bright, Carl Kramer, E. B. Shiddell
and Mrs. Janet M. Fnrniss; Indianapolis branch,
George L. Schnetz, Robert D. Duffy and J. E. Hen-
derson.

The forenoon was taken up by a conference of
branch managers and salesmen. The dealers’ con-
ference oceupied the afternoon and evening. Ben
L. Brown, muanager of Indianapolis bLraneh, had
charge of the dealers’ conference, which was opened
with a short, instructive talk by R. F. Bolton, sales
manager of the international record department, out
lining the wonderful possibilities for the sale of
Columnbia international- records, even ammong the
American trade. Mr. Bolton brought out the sales
value of the international flag decalcomania, as the
different nation's flag would assist the dealer in
locating customers that would Le interested in rec:
ords of the different wationalities, and dwelt at
length ob the sales possibilities' of the novelty
vecord bearing the green lakel, which is something
different from the ‘A"’ and ‘‘E’’ series records,
and whick is bound to have great sales value.

O. F. Beuz, record specialist of the general sales
department, also gave a very interesting talk, out

AUTOMATIC

ECONOMICAL

Continuous Hinges
Automatic Stops

“Buy Now, Not Bye and Bye”

Finished in
GOLD

SILVER
NICKEL

COPPER
BRASS

Write for New Catalogu..

Weber-Knapp Co.

Jamestown, N. Y.

COVER SUPPO
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13 ll “\. g ‘ll:l ‘\c“
-
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lining the difference Letween order taking and sell-
ing werchandise. Ile veferred to the wmaking of
classified lists of records, making a drive on Land,
dance, sacied records, etc., using the window display,
specially printed lists, and at the same time nsing
self-service record racks, specially prepared seif-
service reeord tables in promoting this special sales
plan. Another good thought brought ont was the
old idea of attaching a coupon to all advertising
a dealer will do to secnre out-of-town business.

H. L. Tuers, manager of the dealers’ service de-
partment, brought out the faet that the Columbia
Graphophone Co. was the only nfanufacturer of
phonographs and records that goes direct to the
dealer, through its local branches, witlr prodnet and
dealer serviee helps to sell the goods. 1le further
stated that the helps bronght to the dealer throngh
braneh managers and salesmen were all plans that
have been tried out and proven practicable at other
points. The dealers’ service material that is fur-
nished the dealer is bought in quantities to cover the
requirements of the entire organization, which min-
imize the cost. On ome fixture alone the expense
to the company was $1,500, but the fisture, when
perfected, was bonght at a gnantiy price.

George W. Hopkins, general sales manager, gave
a very inspiring talk, the main subject of which
was retail merchandising, and the manner in which
the dealer shonld educate his sales force to Dbetter
merchandising. The big thonght brought out by
Mr. Hopkins was that the company is always work-
ing in the interest of the dealer, and the dealer,
by co-operating with the company, ean be greatly
Lenefited. He also brought out the importance of
putting sales effort behind the product the dealer can
get, instead of worrying about what eannot be
obtained., At the bangunet William B. Hill, of
Bowling Green, Ky,, played the record ‘‘Beautifnl
Isle of Somewhere,”’ made by himself, which was
1ecorded in the persomal record laLoratory of the
C'olnmbia Graphophone Co., singing with the record.
He afterward sang with the ITawaiian instrumental
1ecord, ‘* Until We Mceet Again.”” The after-dinner
talks were by J. L. DnBieuil, manager ot the Cleve-
land braneh, who remarked about the loxalty of
Columbia dealers; O. F. Benz, who dese¢ribed how
a record was made, and some of the difficulties of
the recording of records; F. F. Dawson, manager of
Cincinunati brauch, gave a short talk on the value of
dealeis’ service material. George W. Hopkins was
again prevailed upon and gave another talk on retail
merchand'sing, emphasising the value of placing
1 e:sonality foremost in retail merchandising.

TLe dealeis attending the convention weie as fol-
lows: Mr. and Mrs. L. B. Finke, Evansville, Ind.:
Mr. and Mhs. Edward McGinness. Evansville, Mis-
Helen Bowman, Evapsville; C. W. Damm. Bra:il,
Ind.; H. A. McClure. Litchfield, Ky.: F. M. Baker,

WHAT HAVE YOU TO SELL?

We purchase in any quantity, anythmﬁ‘ vou have for
sale in the talking machine industry. he larger the
quantity the better we like it. We can use cabinets,
motors, tone arms, reproducers, springs, tabulators,
micas, machine screws, wood screws, etc., etc., in job
lots, or regular merchandise if the price is satisfactory.
Get in tench with us on anything you have to sell

LUCKY 13 PAONOGRAPH CO.
46 East 12th Street, New York

— e e




The Talking Machiue World, New York, Oclober 191Y

'MEISSELBACH

IMITATION-THE SINCEREST FORM OF FLATTERY

Phonograph manufacturers have undoubtedly noticed
that there are several motors on the market that are
IMITATIONS of the famous MEISSELBACH

MOTOR. For your own protection, therefore, be
sure that you use the ORIGINAL—

The Meisselbach: A Quality Motor

Double Spring
Meisselbach
Motor No. 16

Triple Spring
Meisselbach Motor
No. 17

= >

General Phonograph Corporation

OTTO HEINEMAN, President

FACTORIES: ELYRIA, OHIO, NEWARK, N.J., PUTNAM, CONN.
SPRINGFIELD, MASS., KITCHENER, ONT.

BRANCHES: CHICAGO SAN FRANCISCO TORONTO, CAN.
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Shoals, Ind.; Mr. Wilson, of Grafounola Shops, In-
dianapelis: My. Fantal, of Gratonola Shops, Cincin-
nati, O.: ITavey \. Keach, Mopkinsville, Ky.: M. .\,
Hutson, Parker, Ind.; C. 8. Engle, Winchester, Ind.;
J. C. Wilson, Mooresville, Ind.; I’. B, Smith, James-
town, Ind.; R. Haag. Evansville, Ind.; C, H. Droit,
Evansville, Ind.;: Leslie A. Lyons, Crawfordsville,
Ind.; C. C. LaFollette, Thorntown, Ind.; Frank
Kaiser, ot Craveraft Dry Goods Co.. Nohlesville,
Ind.; F. Y. Shireman. Croydou, Ind.: George Ellen-
sohn, French Lick, Ind.: Ben L. Loventhal.
ot Grafonola Co., Lonisville, Ky.; Wm. B. Il
Bowling Green, Ky.; . B. Deterling, Bell Bros.
Piano Co., Muncie, Ind.: L. E. Wanke, Vincenues.
Ind.; Miss Henry, of Waufman-Strauss Co.. Louis-
ville, Kv.; J. L. Smith. C. F. Vehling, C. D. 1llexd-
man, Mrs. Johnson. of D. Sommers & Co. Miss D
Ranshaw of Lennox Piano Co., J. Wade, of Re’sbeck
Pharmacy, all of Indianapolis, Ben L. Brown, man-
ager of the Indianapolis braneh was the very efti-
cient toastmaster.

OPEN NEW YORK CFFICES

The Phoenix Trading Co. Opsn Offices in New
York Under the Management of J. Staal

The Phoenix Trading Co. has recently been
forined to become representatives for many of the
leadirg mannfacturers in the talking machine in-
dustry. Offices have been opened at 1265 Broad-
way, New York City, and the active wanagement
of the company will be in charge of J. Staal
Mr. Staal’s former conmections with a promiuent
Vietor derler in Chieago have given him a very valu-
able and intimate knowledge of the needs and
problems of the talking machine dealer. In his
new ¢onnection Mr. Staal will devote this knowl-
edge in providing the many dealers with whom
he will come in contact with sevvice in the various
lines the Phoenix Trading Co. represents. The
Lusiness of this mew firm has already begun in
an auspicious manner, and the representation of
many lines in the industry has already been se-
«ured. A sales campaign is now completed. and
will be in full swing this month.

WILL DISCUSS MANY VITAL TRADE PROBLEMS EACH MBNTH

Two evenings each month ave set aside by the
exeentives of the New York Talking Machine Co.
Vietor wholesalers, for the study and discussion
of problems vital to the business. These sessions
are attended not only by the salesmen, but also by
the executives of the company and department
heads. Through this interchange of ideas the ele-
ment of doubt is pretty well eliminated and the
decisions reached have proven themselves to be
exceptionally sounud. Snap judgwment is taboo.

A. D. Geissler, president of the New York and
Chicago Talking Machine Co. has fostered and

the local demand for each record is given con-
sideration; comparisons with other similar num-
bers are made, and the influence of the artist on
the sales valne of each selection—or vice versa—
is argned, so that guess work in ordering is re-
duced to a negligible quantity.

These meetings, Mr. Geissler contends, ¢ualify
the salesmen to assist their trade by proper ad
viee in deciding upon the proportionate quantities
in whieh new selections should be purchased. The
same care which is exercised by the wholesaler
must be practised by the retailer, hecause upon

perfected this idea to a high plane of efficieney
in both his companies. His foresight, experieuce
and couusel do mueh toward eliminating the
‘“guess’’ and arriviug at the “‘fact.”’

One meeting is devoted entirely to ordering the
new monthly vecords from the factory. The selec
tions are not only played, but are discussed from
every conceivable standpoint. Several days be-
tore the meetings the new records are played for
as many retailers as possible by the salesmen. The
opinions of these dealers are of great value in
deciding upon the sales quality of the new
monthly selections. In addition, reports from
pnblishers and opinions of musie erities are read;

Cre of th2 Regular Mestings of the New York Talking Machine Co.’s Retail Staff

intelligent ovdering -depeuds the suceess of all
nmerchandising.

The second evening in the month is coufined to
a round table on new sales anil advertising ideas,
accounting wmethods, stock keeping systems and
all matters intended for the betterment of the
business and of interest to the retailer.

At each of these meetings a complete opera is
d'scussed—and  the records playved—under the
leadership of some member of the organizatiou.
These opera discussions are assigned in retation
among the sales staff so eventnally every sales-
man will have had an opportunity to conduet a
meeting.

400 West 23rd St.

WHY, MAN, SAKES ALIVE!

The

Was Made For You!

flAll the adjectives in the world couldn’t prove to you how fine au in-
strument the VITANOLA really is.
—its marvelous tone, its exquisite cabinet and its powerful silent
motor.

“But to hear it and to see it meaus—that you will sell it.
{In fact it sells itself.

%The tremendous publicity campaign in such publications as the
Saturday Evening Post, Collier's, Literary Digest and the advertis-
ing placed with the country’s leading newspapers, such as The New
York Times. makes the VITANOLA a rapid fire seller.
f'You satisfy your customer. 3
TAnd yourself.

[

A few more dealers can still be
taken care of in this territorv.

M. M. ROEMER Sales Corporation

New York

METROPOLITAN SALES AGENTS

We can'’t explain it to you here

.

QHave you received our booklet “Making a Phonogtaph Department Pay’’:
< Sl

"3 -
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Booths
Sectional
Record Racks

Record
Sales Couniters

Did you sell that record, Mr. Dealer? Of
course not. How could Dr. Jones appreciate
a beautiful violin solo with a crashing band
record going at the other side of your store?
What is the answer? Booths. the hest you can
buy, as many as you can place. We have the
booths, let us help you fird the space. No more
lost sales,

Illustration above shows Van Veen standard
record rack, § ft. high, 3 ft. wide. Order as
many scctiong as required for your preseut
necds, and add sections as your stock increases.
They are a handsome addition to your storve
and match the booth sections. Space tor 1350
records, 10-in. and 12-in. size, als¢ contain
drawers for accessories. Will pay for them-
selves in a short time by saving breakage.
Records well kept arc half sold.

Below we illustrate Van Veen Dealers’ Serv-
ice Counter, a handsome piece of furniture, all
wrapping and shipping facilities at onc point,
compact arrangement for needles, brushes and
small accessorics. Note the rack along the
front edge for folders and catalogues. Will
keep them neat, clean and orderly; 5 ft. long,
3 ft. wide and 2 ft. deep.

F TR TR YA TN .u.;;\. mw:w

! o '

Reereciew 3

Front

We design and build complete interiors for
musical merchandise shops, and maintain Deal-
ers' Service Department for those who desire
assistance in store planning. Write, wire or
phone.

ARTHUR L. VAN VEEN & COMPANY

47-49 West 34th St., NEW YORK 105 West Monroe St. Chicago
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The Cabinet and Accessories Co., Inc.
145 East 34th St

OLIVERS

RED-WHITE-BLUE

THRIFT NEEDLE

WHY CHANGE NEEDLES CONTINUALLY?

©
N

steel needle.

These needles are fast selling and will mean continuous repeat sales.
you a profitable addition to your line.

Write for full information to the distributor nearest you

New England Distributors
Iver Johnson Sporting Goods Co.
Boston, Mass.

Use this Semi-Permanent Phonograph Needle which
plays from 50 to 200 records without changing and is
more economical and satisfactory than the ordinary
Plays any tone.

They offer

PHILADELPHIA
Interstate Phonograph Co.
1026 Chestnut St.
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CHANGES MADE IN EDISON STAFF

Edward E. Davidson Made Sales Promotion Head
and Arthur Walsh Director of Recital Depart-
ment—Both Well Known

Thomas A. Edison, Ine., recently announced the
appointment of Edward E., Davidson as manager
of the sales promotion department, and Arthur
Walsh as director of the recital department.

For the past twenty-two years Mr. Davidson has
been employed continuously at the Edison “labora-

E. E. Davidson and Arthur Walsh, who hold
important Edison posts

tories. His first position at the Edison Laboratories

was as a stenographer in the sales department of

the former National Phonograph Co. During recent

years he was manager of the agreement depart-

ment in the mnsical phonograph division.

Arthnr Walsh is one of America’s leading younger
violinists and first appeared on the concert platform
for Thomas A. Edison, Ine. He was the first in-
strnmentalist in the world to give a tone test and
greatly aided in the promotion of the tone test de-
partment, which he now manages. He was re-
cently discharged from service. During the war he
was stationed as a drill sergeant at Paris Island,
So. Carolina, training camp of the United States
Marines. Previous to the war he was assistant to
the director of the tone test recital department.
This year he has been instrnmental in booking more
concerts for this department than have been given
in any previous year.

RECORDS BY SISTINE QUARTET

Lyraphone Co. of America Announces Eight Rec-
ords by These Singers From the Vatican

The world’'s famous quartet from the Sistine
Chapel of the Vatican, Rome, which is now tour-
ing the country giving over a hundred concerts,
is, aecording to the reports of the daily newspa
pers throughout the territory visited, playing to
capaeity audiences evcrywhere.

The Lyraphone Co. of Ameriea, manufactnrers
of Lyrie 1ecords, who have an exclusive contract
for the recordings of these famous artists, have
already announeed eight double faced records of
their work, four of which appear in the list of
OctoLer releases and four to Le released in No-
vemler. Considering the position in the musieal
world of this quartet, the records are being sold
to the pnblic at a very popular price.

The dealers in Lyriec records have placed many
advance orders with the Lyraphone Co. and it is
thought by the exccntives of the concern that
owing to the unnsnal puklicity the Sistine Quar-

tet is receiving everywhere that the total amount
of sales will probably reach as high a point as any-
thing of similar artistic standard has ever hefore
accomplished.

ARE MAKING RAPID PROGRESS

Brown, McManus & Co. Now Aecting as Dis-
tributors for Some Prominent Lines

Brown, MeManus & Co. of 51 East 42nd Street,
New York City, who announced, in onr last issue,
their appointinent as distributors of Regina phon-
ographs in New York and New Jersey, have not
only made exceptional progress with the Regina,
Imt have completed arrangements for the distribu-
tion of Lyric reeords in New York, New Jersey,
Tast Pennsylvania and all of the Eastern States.
Also, the jobbing of the Globe music rolls in the
same territory.

Many dealers who have called at the office of
Brown, MecManus & Co. are enthusiastie about
their entire line, and all have pledged hearty co-
operation in the sale of these products.

[IOWA DEALERS

LOOK US OVER

We are the lowa Distributors of

Vitanola Phonographs

*“THE PHONOGRAPH OF MARVELOUS TONE”
AND |

Story & Clark Pianos |

‘“MANUFACTURED SINCE 1857 "

We Are Equipped To Give You Service W

| DES MOINES

Shops Building IOWA |

E. H. JONES PIANO CO. |
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The New Model “E.”

Garford Phonograph

The Greatest Value on the Market

Immediate Deliveries in Any Quantity
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New Model “E” Garford Phonograph

The New Model “E’" Garford Phonograph has every
desirable feature of the high price phonograph.

Plays all makes of records without an attachment.

/

Superior Tone Quality. ,
Standard Motor of Recognized Merit j

|

Artistic Appearance.

UVt N —

i
Guaranteed to give Excellent Service.

Order Now For Immediate Délfﬁgﬁy; -
Sells like “"Wild-Fire" during the Holiday Season

We have an Attractive Dealer Proposition

The GARFORD MEG CO.

ELYRIA, OHIO

L
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“DEALERS” HELP” WORTH THE PRICE

Manufacturers’ Service of the Proper Sort Fully
Appreciated by Live Dealers

Retail merehants of the progressive type are will-
ing to pay a part of the cost of produeing ¢‘dealer
help’’ literautre, and other helpful supplemental
advertising matter prepared by the manufacturer to
help the retailer sell his produet. Sueh was the
eonclusion of Earl S. Dickens, sales and advertismg
manager of the O’Brien Varnish Co, of South
Bend, Ind., in addressing the Direct Mail Advertis-
ing Association, a branch of tlie Assoeciated Adver-
tising Clubs at the New Orleans convention recently.

Mr. Dickens quoted a number of persons on the
subject, including both manufacturers and retailers.
‘‘Keep in mind, ' he said, ‘‘that the progressive
dealer is not one who aceepts anything and every-
thing that i« given to him, but the one who makes
the best use of the assistance and service offered
to him. Surround your advertising and selling helps

with what I would term an atmospheve which will
}laco them above the commonu level, and then make
theni somewhat difficult to secure. 1 have no doubt
but that it will require tact and judgment to bring
every dealer to a eomnon point of view, but 1f theve
suggestions are carefully considered in planning the
dealer helps of the future, 1 am convineed in my
own mind that the average dealev will lie glad to
respond to our requests to assuime a part of the bur-
den of the eost.

¢“One of the first steps is to deecide whether o
vot your dealer helps are useful to the average
dealer, and whetlier they are used because they are
useful to him. Will they, in his opinion, not ours,
sell the merchandise? Tle knows his trade—what
they like and dislike—and he knows, too, what argu
weuts for and against. the goods will appeal {0 his
eustouiels,

¢¢My expericnee is that the average dealer 1s alive
to the necessity of using intelligently the selling
helps offered by most manufucturers, hut the trouble
has Lieen that too many selling helps have been pre-
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pared and distvibuted without first uequining a re-
liable knowlerdlge of the actual needs of the dealer,
1£ we could have gathered together all of the pach

ages of expensive hooklets and printed matter thut
were lying avound under dealers’ counters, coverel
with dost and grime, there would never have bLeen
a time durving the period of the war when there
would have beeu a sliovtage of paper. And I ven-
ture the opinion that if the truth were known, those
same dealer helps were not used, either hecause of
their inefficiency, or lecause tlie manufacturer’s
salesinen had not properly ‘sold’ them to his trade.
1f it does one thing, the preseut inereased cost of
matenials. used in the manufacture of selling helys
for deulers will not he an evil wmmixed with good.
If manufacturers generally can see the necessity of
supplying fewer and beller helps to their trade anil
surceed in making the dealer see the value in their iu-
telligent vse, the present eonditions will have aided
materially in inereasing the efficieney of an impor-
tant part of the entire selliug plan. This is a
point well worth considering.
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Model XA
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[MPIRE

429 South Wabash Avenue, Chicago, Ill.

if it were possible to improve the quality of
the Empire we would do it—

The Empire is built on honor, and our deal-
ers testify that they make many sales on the
recommendation of enthusiastic owners of
Empire machines

The lowest priced Empire phonograph
which sells for $40.00 has the same high grade
tone arm and reproducer as the highest priced
Empire selling for $250.00. The price of an
Empire does not affect its quality.

There are 10 models—prices $40.00 to $250.00
at retail. -

The great popularity of Empire universal
cut records is shown by the fact that we are
selling twice the amount of these records now
than when we first announced the release of
them. See our list of November records in
the record bulletin of this paper. Send us a
trial order for a dozen and get our supple-
ments.

WRITE FOR OUR CATALOG AND AGENCY PROPOSITION

TALKING MACHINE(O.

John H. Steinmetz, President
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The Machine
that Plays
any Record

Model B
Mahogany
Walnut
or Oak
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THE WORLD FAMOUS QUARTET OF SOLOISTS FROM THE

SISTINE CHAPEL CHOIR

OF THE VATICAN, ROME

Now touring the United States and Canada, and whose arrival as well as their public appearances have
attracted universal attention record exclusively for

LYRIC RECORDS

FIRST RECORDINGS BY THE SISTINE QUARTET

October Releases . November Releases
6146 “Panis Angelicus” (Jannacconi)........... Sistine Chapel Quartet 6150—a—"Alleluia” (Jomelli) ....oovooeiniinies Sistine Chapel Quartet
$1.25 “Cor Meum et caro mea” (G. Capocci) ..Sistine Chapel Quartet $1.25—B—"Exultate Juste (Viardano)................ Sistine Chapel Quartet
ST tina” (Antolisei)....... . Sisti 1 : 6151—A-—"Specioso Facto Es” (G Capocci)..... Sistine Chapel Quartet
E‘ij‘g& (;‘)ma‘L‘ae?:g?z%?lg de( Fgltloxllse"l)(Lasso) e Sl AEEs %1.25— —"O Sacrum Convivium (G Capocci) Sistine Chapel Quartet
(b) “Rondo Azzurra” (Cordora). .Sistine Chapel Quartet $G1§2 A “Madrigalﬁ (Perosi)
. . : o 1.25—A—"Brindisi Romanesco ... _Sistine Chapel Quartet
;;L{'S: 8 ‘Sg(snerl:;n(!IESni‘ir\lxtltl%‘l'a)(Pexosx) g:z:igg gi}lgpg% 83::{%32 B—*“Conzone Popolare Tuscana...... . Sistine Chapel Quartet
et : P ~ 6153—A—"Mi levia per S. Giovanni.......cccee.cecee. Sistine Chapel Quartet
6149 “La fontana di Caraouet” (Letorey)...... Sistine Chapel Quartet “Divine occhi sereni’” (Verdelot). ... ..coeooooouneennn
1.25 Il ritorno del gregge' (Muller) ... Sistine Chapel Quartet | .. .. Sistine Chapel Quartet

The above announcement gives added prestige to a line already recognized /Q
. . ‘\\"\\
and accepted as the most artistic and one of the most successful of all records. £

LYRAPHONE CO. of AMERICA

. ~ =
117 Mechanic Street, Newark, N. J. NEQ’DEEAEC",S‘K’?SHOE-Q
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Featuring the Musical Possibilities of the

Talking Machine

{Note.—This is the 31st of a series of articles
on tlie general subject of the musical possibilities of
the talking machine. The aim of the scries is to
develop these possibilities from all angles, thus
opening up fields for sales expansion oftentimes
neglected wholly or in part—Ed tor.]

WHAT OF THE NEWSPAPER?

When a Chicago newspaper the other day printed
a qnite just, truthful and laudatory article on the
talking machine, apropos the death of Adelina
Patti-Nicolini, Baroness Cederstrom, everv talking
machine man who read it was surprised. That
the surprise was agreeable is nothing to the point.
That surprise should have been the immediate,
nay, the qnite inevitable, feeling, is what gives
one pause.

A Question

Why on earth is it that such an industry as
ours, in whieh millions of dollars are invested,
which is progressing by leaps and bounds, which
is to-day outstripping every other braneh of the
great music trade, should be no better off in the
way of newspaper treatment than the clarinet and
flute repairing trade or any other of which no one
ever hears? Why is it that though searcely a day
can pass without a newspaper mentioning either
pianos or phonographs impersonally, no newspaper
ever yuentions the name of a piano or of a talking
machine? When an antomobile is mentioned, its
name is invariably given if it can be ascertained.
Why the diserimination?

Our Newspapers

The inquiry is worth making, for it is the clue
to mueh whieh is puzzling in the merchandising
of talking machines. As things stand the modern
newspaper represents, generally speaking, the av-
erage tendencies of the masses. The American
newspaper, whatever clse it may undertake to
accomplish, certainly mnever dreaws of taking an
attitude of leadership. The race for circulation
whieli ocewpies the minds of its proprietors to the
exclusion of all ideal cousiderations, necessarily
involves, in their opinion, a constant appeal to
the most frivolous elecments in the cominunity.
Automobiles, with all their many virtues, lend
themselves readily to this sort of exploitation.
Musical instruments, for some reason, do not.

. ‘¢Canned Musie””’

Now, if anyone will think over these mutters
carcfully, he will plainly see that the expausion
of the talking machine industry is wost closcly
bound up with the prospcrity of music wud nm
sical feeling in this country. The more our people
love music, the more they will certaiuly love the
talking machine. The ‘‘eanned music’’ sneer,
powerful thongh it still is, nevertheless would
have no power at all in a rcally musieal conuuun-

talkiug machine, and whenever you hear the sneer
you may be sure that the person who utters it is
not a true broad-minded musician or music lover.
1t is not true for a moment that a very highly
cultivated musical eommunity would not buy
talking machines. On the contrary, nothing is
more eertain than that the more highly cultivated
such a eommunity is, the more it will appreciate
the talking machine. Indeed, only a musically
cultivated person can appreciate it as it should
be appreciated.

How important, therefore, it is that for the
sake of our business, we should rcalize the priuie
nceessity of obtaining a better public feeling to-
wards the whole question of music? The news-
paper represents average public feeling; never
very accurately, but never ¢nite falsely. So if
we are to improve mewspaper treatment of our
industry and of musie we must improve public
ideas about music in general.

How can we, in a word, feature the musical pos-
sibilities of the talking machine so strongly as
to make a definite impression on the public greater
than we have ever yet beeu able to make?

Our Publieity Problems

Does not this at once bring up the whole ques-
tion of our newspaper publicity, and of the many
exploitive ideas whieh the great talkiug machine
manufacturers are so tirelessly and constanily
prodneing for our application and use? It is
surely evident to every observer that, whatever
may be the momentary coundition of our market,
we are not building for permanent demand until
we have begun to sow in the hearts of the people
a true love for urnsie. It is this feeling for inusic,
as a food of the affeetions, as the sweetest thing
of life, whieh we have to cultivate, aud here we
have the best and the most fruitful epportunity
to profit by the labors of those who have studied
the advertising problem of the talking machine
in its every element.

I only wish I coulid make every dealer realize
that he ought to think of every home where he
sells a talking machine as ome home which cau
and may be turned into a cirele of music lovers.
It is the greatest of mistakes to suppose that the
present high-class record, fine though it be, by
any means measures the limits of usical possi-
bility in the talking machine. The art of reeord-
ing and reproducing sound has not rcached per-
fection; it has indeeld hardly reached maturity.
Discoveries are yet to be made and developed into
practical application, grander thau any which
have yet been brought to light. The sale of ree-
ords cannot be measured for the future by any
yard-stick which may span the requircments of

By William Braid White

of the future depends upon a constant cultivation
of musical feeling in the people.
Demanding a Square Deal

Our newspapers mean well.  Sueh work as has
been done so nobly Ly the Nutional Bureau for
the Advancewent of Musie, in bringing about a
clearer understanding by newspupers of the necil
for treating music and things musical with the
respect due them, has already laid foundation:
that will endure; but there is muech more to he
done. A preliminary to any hetter musical nunder
standing on the part of the people ix, neeessarily,
better treatment of musieal matters by the local
newspapers. Up to the present time things musi
cal have been presented to the newspuaper cither
in the guise of dubious advertising of piano bar-
gains, or of still more dubious puffery of artists.
Small wonder that the ncwspaper man thinks not
much of musieal art! But to-day the musical bus-
iness is hugely bigger. It is so big that it can by
no possibility be laughed at when onee its size is
apparent. Whenevor the talking machine, piano
and sheet music dealers in any community nuitelly
demand deeent treatment of the music which is
theiv stock in trade, they can obtain their desire.
Yet let them remember that they ean hardly ex-
peet that the newspapers shall do what they wish
without a suggestion from them as to ways and
means. There arc mauy ways in which such sug
gestions may be made. That objectionable adver-
tising be censored, that the names of musieal in
struwients be given, not hidden; that musical erit
icisin be haudled intelligently; that silly jokes
about ‘‘canned music’’ be ‘‘eanued’’ in fact:
that oeccasional editorial mention bLe intelligently
made of matters musieal: These are all practical
points and can all be won if iatelligently
urged. Meanwhile the wise deualey will not ueg-
leet to associate himself judiciously with all
worthy musical effort in Lis community, and so
prove that the man who lives by musie is not
unwilling to leud her a helping hand.

CHICAGO OFFICES NOW OPENED

Wm. Phillips, general manager of the Mutnal
Tulking Machine Co., Supreme Phono Parts Co.,
and the Manhattau Phono Parts Co., reports that
all three cowmpanies are enjoying exceptionally fine
business. Mr. Phillips believes that 1920 will prob-
ably exceed the oxceptional husiuess of the presexl
year in the talking machine trade; basing his pre-
diction upou the exceptionally large contracts now
being placed for tone arms and sound boxes.

The Supreme Phone Parts Co. are working on
new model of a tone arm which is to be added to

ity. It is only the half-baked who sneer at the  to-day. Yet all the demand, all the prosperity  their general lines.
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| THE VISION

I Devoted to the Interests of the Educational

I Work Being Conducted by the Talking

'_|‘ Machine Dealers and Jobbers

o %

Mrs. Agnes Moore Fryborger, special supervisor
in the schools in Minneapolis in charge of inusic
appreciation, has arranged her programs in the
schools with the Minneapolis Sympliony Orchestra
so that each pupil is given adequate prepavation in
understanding a inusical composition Lefore the
Children s Concerts are attended. This is only pos-
sible by means of the full equipment of falking
nachines and records in the Minneapwolis schools.

" Miss Grazella Puliver, new educational director
of the Cleveland Talking Machine Co., wholesalers,
in Cleveland, Olio. plans a tour of Ohio cities as part
of the company’s cducational sevvice to dealers this
fall.

* 2 ®

Bentley Ball, the exponent of American Folk
Song, who condnets a concert tour throughout the
publie school systemms of the country each vear, has
arranged a ‘‘Song-a-logue of America’’ forr the Co-
lumbia Graphophone Co. in new recordings of Indian
and cowboy songs and negro spirituais. This is
another new feature of the progressive eduecational
department being conducted by the Columbia Graph
ophone Co. as service to its dealers.

University courses in mnsic appreciation were con-
dueted by the educational department of the Victor
Talking Machine Co. in some twenty colleges of
standing during the summer session, 1919. Uni-
versity credit for these courses was given in many
instances. Mrs. Frances E. Clark, director of the
Vietor Edueational Department, pestponed her vaca-
tion in order to persomally direct this work.

E

An ingenious device for holding thc educational

THE TALKING MACHINE WORLD

page advertisement issued by the Victor Talking
Machine Co. each month has Leen devised by the
cducational department of Landay Brus., New York
City. It consists of a narrow hlack frame with an
insert slip at the top to admit of the ‘‘ad’’ which
is pasted on the cover of a 12-inch stock record
box. Tt is hung in a prominent place and ealls im-
mediate attention to the latest thing Leing done by
the parent company.

Princess Wahtawaso, daughter of the chief of the
Penobscot Tribe, Old Town, Maine, who sings the
Lieurance Indian melodies for Vietor records, is
Mus. Thomas Frances Gorman in real life. Captain
Giorman is the son of Senator Gorman, of Illiunois.
The Princess is to give a series of concerts under
the putronage of Vietor dealers in all large cities of
the United States this season.

Mrs. Laura H. Meeker, supervisor of music appre-
ciation in Detroit, has a record library of more than
three thonsand numbers, many nuubers, however, le-
ing duplicated for use in the various grades.

s

¢¢The 5th Bubble Book,’’ the latest publication of
the Iarper-Columbia Children's Books, contains the
stury in song of the pie-party, featuring ¢¢Little
Jack IHorner,” ¢‘The Queen of Iearts’’ and ‘‘Good
King Arthur.’’ The popularity of these books for
children does not wane by any weans as the publica-
tions increase. They are used effectively in kinder-
gartens.

Miss Elsa Stein, educational director, Lyon &
ITealy, is giving daily recitals in the recital hall of
the Lyon & Healy Building, Jackson Boulevard and
Wabash Avenue, Chicago.

% * *

Professor J. Lawrence Erb, director of the School
of Music, University of Illinois, Champaign-Urbana,
has arranged for complete talking machine equipment
in the bistory and appreciation courses, as well as in
public school music classes, in the new $3500,000
Smith Memorial Hall of Music. Putnam-Paige Co.,
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Yicetor jobbers, of Peoria, IlL, bave taken care of the
equipment for the Leslie Co., Victor dealers, Urbana,
Ilinois.

* * *

Baroda (India) curator of State Libraries, has
written to Public Libraries, an official magazine of
libraxies, requesting complete lists of all records
published by the varions talking machine companies,
for nse in the ‘‘Children’s Story Honrs,’’ conducted
by the library system of India. The message passes
around the entire globe.

3 * *

Miss Blanehe Roseburg, edneational director, the
Seruggs, Vandervoort & Barney Co., Victor dealers,
of St. Louis, Mo., has made arrangements to give a
series of concerts in the St. Louis Public (Central)
Library, beginning in October.

¥ % %

Branson M. DeCon’s Dream Pictures appear as
part of the program to be presented at Colnmbia
University Institute of Arts and Science this season.
Mr. DeCou has a conntry-wide repntation as lecturer,
traveler and entertainer. For many years he was
connected with the educational department of the
Victor Talking Macline Co. He is now manager of
Landay Bros., Newark, N. J.

#* * *

““The Lure of Music’’ (Harper’s). by Olin
Downes, listing Columbia records, is being intro-
dnced successfully i<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>