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THE INSTRUMENT OF QUALITY

CLEAR AS A BELL

"Observe the splendid curved design lines in
Looks Better— these upright models. This “bulge” effect,
obtainable only in the finest furniture, is ex-

clusive with Sonora.

Sonora has a matchless, clear, rich, expres-
Sounds Better— sive tone which invariably wins when heard
in comparison.

- Sonora 1s famous for its important features,
Is Better— among which are the powerful, silent, extra-
long-running motor, wooden tone arm, motor
meter which tells how many more records
can be played without rewinding, tone con-
trol at sound source, ability to play al/l disc
records, etc.

Sonora is the phonograph that commands cash
Sells Better— payments, and demand is so great that each
year’s sales are many times those of the year
preceding.
Sonora is licensed and operates under BASIC PATENTS
of the phonograph industry

Magrificent upright and period models are available
Prices $60 to $1000

Sonora ‘iﬁbnnngraﬁb Company, Jnc.

GEORGE E. BRIGHTSON, President -
NEW YORK: 279 Broadway Canadian Distributors: I. Montagnes & Co., Toronto

Write the johber who covers your territory. See double.page advertisement in this issue.

The Highest Class Talkmg Mac/zme in tlze W orld
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IMPORTANT ELYEA CO. MOVE

Elyea Talking Machine Co. Organized in At-
lanta as Wholesale Victor Jobbers With B. F.
Bibighaus as Manager of the Business

ATLANTA, GA., February 5—On February 1 the
Victor department of the Elyea Co. separated
‘the Victor jobbing business from the other
wholesale interests which the Elyea Co. is con-
nected with. Hereafter, all activities as whole-
sale distributors of Victor merchandise will be
carried on by the Elyea Talking Machine Co.
at their headquarters, 11 North Pryor street,
this city. The advantages of this separation to
the dealer are obvious in that it will place-at
his disposal at all times the skilled service and
experience of a highly specialized and exclusive
talking machine organization. The new quar-
ters will have available 10,000 square feet of
floor space. Attractive offices, reception rooms
and model shop are now being installed by the
Unit Construction Co. When complete the
Elyea Talking Machine Co. will be equipped to
give its trade the highest possible service and
co-operation.

B. F. Bibighaus, the newly appointed mana-
ger of the Victor department, will be in active
charge of the operation of the new company.
He will be assisted on the outside by W. R.
l,ouis, former member of the traveling depart-
ment of the Victor Co.

With the opening of the new establishment,
the following announcement was received from
C. L. Elyea, general manager of the Elyea Co.:
“We bespeak for the Elyea Talking Machine
Co. the continuance of your high confidence and
support. We are certain the new organization
will prove to be to the very best interest of
the Victor trade.”

-

THE SMILE AND THE LAUGH WIN

The Salesman With the Song in His Throat,
Even During the Moulting Season, Makes the
Dotted Line a Long Line of Success

“There’s a fellow I am always glad to see,”
commented the talking machine jobber, neurot-
ically inclined, “He comes with a smile and
goes with a smile, no matter how rough the
sledding may have been. He is the finest liver
tonic in the world, and that smile and hearty
laugh of his will rout a whole battalion of blue
devils. That fellow places me in his debt every
time he opens my door and his mouth. If things
are in a snarl he doesn’t make them snarlier by
another snarl,

“It makes me ashamed of myself when I am
inclined to tear my hair and snort like low
water at the suction end of an injector to see
him sitting there with a smile, purring like a
warm cat.

“Talk about ‘salesmanship’ all you want,
‘knowing your line’ and ‘method of approach’;
but it isn’t worth a whoop in hell if it's tied up
in crape. The salesman who wears a golden
smile that the weather won’t rub off will be
the boy who will make the dotted line a life
line. .

“The fellow with a long face might have a
long head, but he never makes you long for his
company. Give me the bird that has a song
in his throat even during the moulting season.”

RUCKABER BUYS ZATKINS STORE

Stamrorp, ConN., February 6.—The Victor es-
tablishment formerly owned by Samuel Zatkins,
oi this city, has been purchased by Ruckaber
Bros. and has been named the “Arthoria.” Thig
store handles the Victor line exclusively, and an
aggressive and consistent newspaper advertising
campaign i1s a feature of its merchandising
plans.

MANDEL €O. OFFICES IN NEW YORK

Mandel Mfg. Co. to Establish Distributing
Headquarters in This City for Convenience of
Retailers Handling Mandel Phonographs

Ben Redler and ‘J. A. Lund, of the sales staff
of the Mandel Manufacturing Co., Chicago, are
at present in New York for the purpose of
establishing permanent Eastern headquarters in
this city for the display and handling of the
Mandel products. Mr. Redler is making his
headquarters at the Hotel Pennsylvania, where
he is exhibiting a half dozen of the latest models
of Mandel machines, and has succeeded in plac-
ing the line with several prominent houses in
and about New York City.

Mr. Redler’s son, Norman J. Redler, who has
been spending some time studying practical
operations in the Mandel plant in Chicago, will
be in charge of the service department at the
New York offices, where his advice and services
will be available to dealers.

Mandel phonographs are made entirely by the
company, all the motors, tone arms, sound
boxes and cabinets being turned out by that
company in their own plant and most of them
under exclusive patents. There has been re-
cently introduced a new and improved type of
motor, strong, but smooth running, and so de-
signed that dealers in replacing broken springs
can remove the entire spring cage without diff-
culty and insert a new cage with a new spring
in position,

Mr. Redler hopes to locate the New York
offices in the mid-town section, where they will
be in the center of business activities and con-
venient to various transportation routes.

EXCELLENT EXAMPLE OF DISPLAY

L. Bamberger & Co. Combine Art and Simplic-
ity in Brunswick Window Display—Green,
Gray and Silver Mingled in Pleasing Harmony

There is no doubt that talking machine deal-
ers these days are paying more attention to
their window displays and are planning them

A Recent Bamberger Window

with the same careful thought for effect that
they use in their own organizations. Simplicity
of display and unity of appeal and power to
produce upon the mind of the observer a single
impression which will ultimately lead him into
the store to buy is the goal of the modern win-
dow display. The window shown here is that
of L. Bamberger & Co., Newark, N. J, and is
an excellent example of an effective window
display. The lighting of this window was an
artistic combination of green, silver and gray
in which the Brunswick phonographs are dis-
played in a most pleasing manner.

Mrs. Browning of the Indianapolis Talking
Machine Co. and Miss Hobson of the Stewart
Talking Machine Co., with a Victrola XXV and
supply of children’s records, formed one part
of the many-ringed circus at the annual Shrine
party given for about seven hundred children
in the Indianapolis Murat Temple, recently.

MICKEL CO. DISCONTINUE RETAIL

Mickel Music House Buys Retail Interests and
Organizes With Capital of $500,000—To Ex-
pand the Musical Lines Which They Handle

OmaHA, NEB., February 6—An important advent
in the talking machine trade is the announce-
ment by George E. Mickel, president of the
Mickel Bros. Co., Victor distributors, this city,
that the company has disposed of its retail
establishments,

R. D. Gaston of Hastings, and Will E. Mickel
of Omaha have formed a new company known
as the Mickel Music House and have purchased
from the Mickel Brothers Co. their entire inter-
ests. The newly formed retail company will con-
tinue business at Fifteenth and Harney streets.

This change leaves the Mickel Bros. Co. free
to devote their time exclusively to the whole-
sale business. The new company through the
authorized capital stock of $500,000 will add
many new features to the present business, it
being the purpose of the Mickel Music House
to carry a complete line of pianos and Vic-
trolas, as well as small musical instruments.
The entire second floor of the Mickel Build-
ing is to be remodeled into an elaborate sales-
room and at the same time an electric elevator
will be installed to make this salesroom as easy
of access as though it were on the ground floor.
One of the most distinct innovations of the
music house will be a cpncert ticket booth.
Hereafter the big concerts to be given in
Omaha will be ticketed from here.

R. D. Gaston, who becomes president, has
had a wide experience in the music field, while
Will E. Mickel, who becomes general manager
of the Mickel Music House, is thoroughly fa-
miliar with the Victor business.

NEW PLANT FOR CARDINAL CO.

Capital Increase From $10,000 to $800,000 Also
Announced—Many Unfilled Orders on Hand

Newarxk, O., February 3—Newark is to be the
future home of the Cardinal Phonograph Co.,
which has increased its capital from $10,000 to
$800,000. The increase is made necessary by
the large demand for the Cardinal talking ma-
chine, the company having $30,000 worth of
unfilled orders on hand, although the plant now
located at Zanesville is running to capacity.

The sale of the new issue of stock has begun,
being handled by the Ohio Securities Co. As
soon as possible the company will erect a mod-
ern, well-equipped manufacturing plant in New-
ark. It will parallel the Pennsylvania Railroad,
and will make it possible to more than double
the present output.

Recently the company had inquiries - from
Cuba concerning its product, but has been un-
able to touch that field, owing to the lack of
machines. George W. Hayden, of the Hayden
Insurance Co., is president of the company and
A. E. Querinjean is sales manager. Mr.
Querinjean is a practical phonograph man,
being widely known in that line of endeavor over
the country. The plant is managed by George
Hayden, Jr.

FORM CENOLA TALKING MACHINE CO.

The Cenola Talking Machine Co., Boston,
Mass., has been incorporated to do business in
talking machines and other musical instrumeuts.
The capital is $50,000 and the incorporators are
William B. Gulliver, Alfred A. Tutin and James
H. Burns. In addition to the Boston office,
there will be a branch in New York City.

Extending paymeuts over an unreasonable
time always was a questionable practice. To-day
it is an absolutely unnecessary practice.
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As was to be expected, there has developed in

tively small numbers. There is no hokus-pokus

the talking machine trade the type of salesman, aboutit. It is simply the uatural result of con-

both wholesale and retail, who declares earn-
estly that his particular type of instrument can

be offered at a lower price than some. stand- SO NNAARO AU RIRAARROA AN

ard makes of the same size because his com-
pany is not saddled with an advertising expense
1unning irto hundreds of thousands of dollar§.
He explains very carefully, and the argument is
as old as the hills, that the amount thus saved
on advertising is put into the machine in par't,
and the balance given to the trade and public in
lower prices and greater discounts. The argu’-
ment is good so far as it goes, but it doesn’t
go far enough.

The very fact that the salesman finds 'a'de-
mand for his instruments is due to the mll!l(?lls
of dollars that have been spent in advertising
well-known talking machines in practically every

Sossible way, and for many years. The public is =

sold on the matter of talking machines, and
the manufacturer and dealer to-day does not
have to sell the idea, but has simply to'con-
vince the prospect that this is the particular
time to make the purchase and that he has
the particilar machine that should be purchased.
Advertising, if properly conducted, does not
increase the cost of any article. As a matter
of fact, it tends to decrease the cost and for
this reason: Advertising conducted on a broad,
generous plan serves to stimulate retail sales,
this in turn stimulates the demand at' the fz'lc-
tory and permits of quantity produc‘tlon, with
the result that many of the advertlseq prod-
ucts to-day offer far more value in quantity and
quality at a price lower than that demanded
for unadvertised products of a lower grade. It
takes very little time for the saving through
quantity production of a product to more than
offset the advertising expenditures. .
The talking machine trade itself can a'ftord.
definite proof of this statement. A visit to
the factories of the leading advertisers shows
production carried on with machine-like pre-
cision in an effort to meet with the demands that
advertising has developed. Measured in terms
of quality, unit for unit, it will be found that
the highly advertised line, and therefore the

dgitions.
1f the salesman is able to explain some origi-

Steady Advertising,
by Increasing Demand
and Therefore Output,

Serves to Lower the
Cost of Production . .

nal manufacturing methods that make it pos-
sible for his company to keep their machines of
good quality and still offer them at less than
the average market price of other machines of
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Why Wide spread Advertising Does Not
Increase the Cost of the Product Advertised
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similar grade, then his argument is worth while
listening to, but widespread advertising never
has been, and never will be, responsible for the
Ligher cost of any manufactured product.

1t does not mean that an output of a thou-
sand machines a vear will warrant a $2,000,000
expenditure which can be absorbed by econo-
mies in production cost, but an advertising expen-
diture based on an output of 1,000 machines a
year will result in increased demand and the
production of 2,000 machines, and so on, and
for the average talking machine dealer, espe-
cially one who has been long established and
owes much of his success to the fact that the
manufacturers have practically forced trade into
his store through their advertising, the relation
of the advertising cost to the cost ot the prod-
uct itself does not afford the basis of argument
worthy of any deep consideration. If it had not
been for advertising—the most liberal advertis«
ing the world has seen—the talking machine
industry to-day would be, as a matter of fact, a
weak, puny infant, and many of the dealers
would be engaged in much harder and less lucra-
tive work. .

TALKING MACHINE EXPORTS GROW

Exports, Including Records, for Eleven Months
Ending November 1919 Total $5,472,393—
Total for Month Shows Increase of $198,432

WasHiNGTON, D. C., February 5—In the sum-
mary of exports and imports of the United
States for the month of November, 1919 (the
latest period for which it has been compiled),
which has just been issued, the following fig-
ures on talking machines and records are pre-
sented:

The dutiable imports of talking machines and
parts during November, 1919, amounted in value
to $44,488 as compared with $16,550 worth
which were imported during the same month
of 1918. The eleven months total ending No-
vember, 1919, showed importations valued at
$490,410, as compared with $297,424 worth of
talking machines and parts imported during the
same period of 1918.

Talking machines to the number of 6,535

line of machines most in demand, are turned valued at $343,896, were exported in November,

out at a cost much lower than is possible
with machines that are produced in compara-

1919, as compared with 4,929 talking machines,
valued at $145,473, sent abroad in the same pe-

riod of 1918. The eleven months total showed
that we exported 58,871 talking machines, valued
at $2,161,295, as against 59,604 talking machines,
valued at $1,772,716 in 1918, and 79,117 talking
machines, valued at $2,090,371, in 1917.

The total exports of records and supplies for
November, 1919, were valued at $488,445, as
compared with $262,026 in November, 1918. For
the eleven months ending November, 1919, rec-
ords and accessories were exported, valued at
$3,311,098, in 1918, $2,104,778, and in 1917
$1,663,196.

C. B. ESTABROOK NOW IN OHIO

In compliance with his request that he be
transferred to territory near his home in Day-
ton, O., the Victor Talking Machine Co. has
moved C. B. Estabrook to western Ohio. He
was formerly Victor field representative in In-
diana and Kentucky and is succeeded in this
field by Cuyler Supplee.

The Imperial Talking Machine Co., Philadel-
phia, Pa., has been incorporated with a capital
of $5,000 by Vincent Farina.

equipped with 10 in. containerjin a 12 in cover to

gether with a regular 12,in. album.] - 1.0

G
$0 S ' Py
that & chid

SIMPLIFIED INDEX SYSTEM

Chicago, Ill.: T. J. CULLEN
CoLt & Dunas Music Co.

Milwaukee: Yanr & LanGe Druc Co.
Pittsburgh, Pa.: THe}Reep Co., 237 Fifth Ave.
San Francisco, Cal.: THE,WaLTER S. Gray Co.
New York: PLaza Music Co., 18 W. 20th Street
AMALGAMATED PHoNoGrAPH  Acctssoriks Corp.

54-56 Bleecker St., N. Y,

Figure No. 1 shows the cabinet in uniform when

- Chicago fac-

tory 1s now

Figure No. 2 Illustrates a 10 in, container with a 12 im.
cover ; also shows the staples lifted from™ position for
removal of pockets should they become worn.

in full swing
on the loose
leaf record
album.
Redoubled factory
space gives us facil-

ities that save money
and time for you.

Quotations F.O.B.
N. Y. or Chicago.

Our Album is constructed
under our own patents
for durability and style.

of thumb.

NEW YORK ALBUM & CARD CO., Inc.

Executive Office and Factory: 23-25 LISPENARD STREET, NEW YORK
Chicago Factory: 415-17 S. JEFFERSON STREET, CHICAGO

Figure No. 3 shows the
staples replaced into posi-
tion by means of pressure

ALBUM

THAT HAS A RECORD
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Victor
Supremacy

Victor supremacy is the surest
index of which way the trade goes.

It spells success for every Victor

retailer.

“*Victrola” is the Registered Trademark 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.

Victor Wholesalers

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

Atlanta, Ga. ........Elyea Comgan .
Phillips & Crew Piano Co.

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

Birmingham, Ala, ,.Talking Machine Co.

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

0.
The M. Steinert & Sons Co.

..American Talking Mach. Co.
G. T. Williams.

..W. D. & C. N. Andrews.
Buﬂ'lelo Talking Machine Co.,
nc.

.+American Phonograph Co.
....0Orton Bros.

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

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

Co.
The Eclipse Musical Co.
Columbus, O. ..... .The Perry B. Whitsit Co.
Dallas, Tex. .......Sanger Bros,
Denver, Colo. ......The CI.Snight-Campbell Music

Brooklyn, N. Y...

Buffalo, N, Y

Burlington, Vt.
Butte, Mont, ..
Chicago, IlI,

Cincinnati, O.
Cleveland, O.

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

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

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

El Paso, Tex. ....W. G. Walz Co.
Honolulu, T, H, ...Bergstrom Music Co., Ltd.

llouston. Tex. .....The Talking Machine Co. of
Texas.

Indianapolis, Ind. ., Stewart Talking Machine Co.
Jacksonville, Fla. ,.Florida Talking Machine Co.
Kansas Clty, Mo. ..J. Vg Jenkins Sons Music

Schme‘;;er Arms Co.
Linceln, Neb. ......Ross P. Curtice Co.
Los Angeles, Cal...Sherman, Clay & Co.
Memphis, Tenn, ....0. K. Houck Piano Co.

Milwaukee, Wis. ...Badger Talking Machine Co.
Minneapolis, Minn..Beckwith, O’Neill Co.
Mobile, Ala. .......Wm. H. Reynalds.
Newark, N, J.......Collings & Price Co.

New Haven, Conn..The é-Iorton—Gallo-Crea_mer
o.
New Orleans, La....Philip Werlein, Ltd.
New York, N. Y..,.Blackman Talking Mach. Co.
Emanuel Blout.
C. Bruno & Son, Inc.
Charles H. Ditson & Co.
Knickerbocker Talking Ma-
chine Co., Inec.

Landay Bros., Inc.
New York Talking Mach. Co
Ormes, Inec.
Silas E. Pearsall Co.
.A. Hospe
Mickel ros "Co.
Peoria, Ill, ........Putnam-Page Co., Inc.
Philadelphia, Pa....louis Buehn Co., Inc.

C. Heppe & Son.
The George D. Ornstein Co.
Penn Phonograph Co., Inc.
The Talking Machine Co.
H. A. Weymann & Son, Inc.

Pittsburgh, Pa. ....W. F. Frederick Piano Co.
C. C, Mellor Co., Ltd.
Standard Talking Mach. Co.
Portland, Me. ......Cressey & Allen, Inc.
Portland, Ore. .....Sherman, Clay & Co.
Richmond, Va. .....The Corley Co., Inc.
Rochester, N. Y..,.E. J. Chapman.
Salt Lake City, U..The John Elliott Clark Co.
San Francisco, Cal,.Sherman, Clay & Co.
Seattle, Wash. .....Sherman, Clay & Co.
Spokane, Wash. ,...Sherman, Clay & Co.
St., Louis, Mo.......Koerber-Brenner Music Co.
St. Paul, Minn.....W. J. Dyer & Bro.
Syracuse, N. ¥......W. D. Andrews Co.
Toledo, O. .........The Toledo Talking Machine
0.
Washlngton, D. C..Cohen & Hughes.
E. F. Droop & Sons Co.
Robt. C. Rogers Co.

Omaha, Nebr,

Victor Talking Machine Co.

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

Victrola X, $110

Mahogany or oak

Victrola XVI, $250
Victrola XVI, electric, $312.50
Mahogany or oak
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AN IMPORTANT ACCESSORY—ALBUMS FOR FILING DISC RECORDS

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

THE ALBUM

soon pays for itself in timne-
saving and preserving records.
The initial-cost is really an -

vestinent which comes back four-
fold.

MAKING THEIR SELECTION P
Illustrating the daily actual usage of the Albun, THE PERFECT PLAN
the most convenient and satisfactory record filing The pockets holding the records are substantially

made from strong fibre stock, firmly joined together
and bound in attractive covers.

A PLACE FOR EVERY RECORD AND EVERY RECORD IN ITS PLACE

systein extant.

Albums are an Indispensable Requisite in the talking machine business and wherever records are sold. An accessory that is neces-
sary and worth while. Practical and handy. Save time and records. A profitable adjunct to the business. All owners of machines and records
want Albums to file and preserve their records. -

We manufacture disc Record Album containing 12 pock;s to fit cabinets of all sizes and styles

) g . We also make Albums containing
17 pockets. With the indexes they are a complete system for filing all disc records.

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

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

NATIONAL PUBLISHING CO. - 239S. American Street - PHILADELPHIA, PA.
CHICAGO OFFICE: 508 S. Dearborn Street

PRESTON[A MFG. CO. NEARLY READY HEAR VOICES OF PAST MASTERS 540 members of the lodge in central and south-

ern Berkshire held in the Masonic Temple in
Louisville Concern to Make Cabinets for Pathé Crescent Lodge of Masons Hear Records Made Pittsfield. Some of these records were made in
Fréres Phonograph Co. of Speeches Many Years Ago 1891 and others in 1899. Among the voices pre-
served were those of Mr. Ballard himself, S.
LouisviLLe, Ky., February 2.—The Prestonia Voices of past masters of the Crescent Lodge Chester Lyon, the late Charles C.AVright, father
Mfg. Co., which is capitalized at $230,000, and of Masons, as recorded on the first Edison pho- of Charles Hewitt \Wright; Hezekiah Russell,
already holds $1,000,000 worth of contracts for nographs on exhibition in Pittsfield, Mass., were and William P. Wood. The demonstration
business during its first year, will shortly begin brought back to the members of that lodge by showed the possibilities of preserving noted
operations making phonograph cabinets for the Harlan H. Ballard at a recent meeting of the speeches in the future.
Pathé Fréres Phonograph Co. The four large
buildings constituting the plant are now near-
ing completion and will be connected with the
Southern Railway by a spur. A total of 60,000
square feet will be available for manufacturing
purposes. The organization is a strong one.

EDWARD ALLER IN NEW LOCATION

Trenton Repair Man to Expand Business and
Add Talking Machines

TreMAasTERKEY

Euﬁnntn\

TO0 AkL PHONQSRAPH

DISE RECORDS h [mmediate

nograp Delivery

Edward Aller, Trenton, N. J., has recently re-
located his business and is now at Centre and
Cooper streets. This dealer has specialized in
records and repairs . exclusively. To the Gen-
nett line of records, handled by him for some EALERS make money on
time, has now been added the Okeh lateral cut
line of records. Demonstration booths are be- Dusonto Phonographs because
ing installed and a linc of talking machines-will
be taken on in the near future.

ORGANIZE TALKING-PHONO. CORP-

The Talking-Phono. Corp., Manhattan, has
been incorporated with a capital stock of $200,-
000 by A. C. Head, T. A. Schickling and E. M.

Cuppinger, 248 Central avenue, Brooklyn, N. Y. The Belcanto Company, Inc.

The Six-Records-in-One Phonograph Co. has 2007-B Bush Terminal Sales Building
been incorporated in Cincinnati, O., with a
» ) J k
capital stock of $50,000. The incorporators are 130-132 West 42nd Street, New Yor
C. M. Carter, J. B. Towler, Leon Goldberg, O.
M. Outcault, G. Shoemaker, D. S. Buchanan, Jr,,
and G. L. Schulte.

they sell easily, because owners

recommend them to friends, because
discounts and terms are liberal.

¥
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It is the supremacy of achieve-
ment—of great things actually ac-
complished.

And it brings success to Victor
retailers everywhere.
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Victrola IX, $70
Mahogany or oak

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

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

AN,

Victor Talking Machine Co.

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

A A VANV AN AN ANV ANV AMPAVZ
A

Victrola X, # $110

Mahogany or oak
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_ Victrola XIV, $21°° Victrola XVI, $250 G Victrola XVII, $300
Victrola XI, $130 Mahosanyl. oak or walnut Victrola XVI, electric, $312.50 Victrola XVII, electric, $365
Mahogany, oak or walnut Mahogany or oak . Mahogany or oak
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to advance in price, and apparently there is no limit to the figure
that will be asked for the better grades of shellac as time passes.
It is primarily a case of the supply being far less than the demand
and, with the demand constantly growing, the price is growing pro-
portionately.

Shellac, however, is only one of the raw materials that has in-
creased in price far beyond all expectations, for it is a well-known
fact that every material entering into the manufacture -of records
has also steadily grown in cost and, according to current market
reports, will continue to advance in price for some time to come.

Added to the new prices for raw material is the very substan-
tial increase in the cost of labor. In every department of the record
manufacturing plant the employes are receiving considerably more
in wages than ever before. New wage schedules are being adopted
regularly and, needless to say, these schedules invariably add to the
manufacturing cost of the record.

It is admitted by the great majority of the trade that retail
prices of records can be advanced without a lessening of the busi-
ness volume. In fact, many of the dealers have advised record

‘manufacturers that an increase in the retail price of records will

not only meet with their approval, but will represent additional busi-
ness. When i1t is considered that the retail price of records, as com-
pared with prices in pre-war days, has advanced trivially, the justi-
fication of a new price schedule can readily be recognized. In com-
parison with products in other industries, the price of records has
been one of the great exceptions in the business world, as prac-
tically every other product has increased in price substantially since
pre-war times; this increase being brought about by high-water
marks for raw material and substantial advances in labor costs.

Long Distance Telephones—Numbers 5982-5983 Madison Sq.
Cable Address: “Elbill,” New York.
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TALKING MACHINES AT THE MUSIC SHOW |

HE National Music Show, which has just come to a close in

New York, represented the most comprehensive display of musi-
cal instruments ever shown under one roof. A conservative esti-
mate placed the value of the musical instruments and accessories
displayed as in excess of one million dollars, with at least one ex-
hibit worth something over $100,000. At the Show the talking
machine was very much in evidence. There were talking machines
listed at several thousand dollars that attracted unlimited attention
from the crowds who attended. Recording artists of national repu-
tation were featured prominently in the public recitals given at the
Grand Central Palace several times each day. The latest records
served to keep the booths of the various manufacturers well filled
every afternoon and evening, and there was not a person who
attended the Show who did not go away with a new conception
regarding the importance and scope of the talking rpachine industry
regardless of what personal interest he might or might not take in
the trade. '

Tt was well that the talking machine interests were so well repre-
sented at the Show in association with the other branches of the
music industry. It served to emphasize the fact that this newest
development in the musical world—as some people term it—was a
very healthy infant, and had grown to a size where it came close to
dominating the rest of the industry. Some day, perhaps, there will

be an entire show devoted exclusively to talking machines;.but for

the moment the National Music Show more than served the purpose.

INCREASE IN RETAIL PRICES OF RECORDS

NE of the most important topics of discussion in the industry
O today is the necessity and probability of an increase in the
retail prices of records. Several prominent record manufacturers
have already advised their dealers that such an increase.is now in
effect, and, in all likelihood, announcements of similar tenor by
other manufacturers will be made in the very near future.

It is not difficult to understand why a new schedule of record
retail prices must be asked by the record manufacturer. The tre-
mendous and unprecedented advance in the cost of shellac has been
one of the outstanding features of the record trade for the past
few months. This vital product in record manufacture continues

IT PAYS TO VISIT THE FACTORIES

NUMBER of prominent talking machine manufacturers dur-

ing the past year or so have encouraged their dealers to pay
visits of inspection to their plants with a view to showing them not
only how machines and records are made, but demonstrating to
them just what is being done to catch up on the production and.to
utilize the facilities of the plant to the limit.in an effort to supply
sufficient goods.- Even when conditions get on a more normal
basis, it would seem well to continue to encourage the visits of
dealers, and particularly their salesmen, to the various factories
and there explain in detail the various processes of manufacture.
Certain it is that such visits tend to afford a comprehensive idea
of just what goes into the machine and record, and enable the sales-
man to add to his fund of selling information. There is no question
but that a salesman who can talk authoritatively, when necessary,
regarding the mechanical details of a certain machine, together

“with the various processes involved in its manufacture, can inspire

desired confidence on the part of the consumer.

-

STATISTICS NOT ALWAYS DRY READING

HE reports of the various Government departments are, as a
rule. so given over to statistics that there is presented little ma-
terial of real interest to any special industry. As with all rules,
however, there are exceptions in the matter of Federal Government
reports, and one of these exceptions is the report of the Com-
missioner of Internal Revenue covering taxes paid up to and
including June 30, 1919, under the War Revenue Laws. The fig-
ures, which are presented in full in another section of TEE WorLD
this month, bring to attention the interesting fact that musical instru-
ments, and particularly talking machines, have done their full share,
through the medium of excise taxes, in financing the Government.
Both New York and Chicago claim to be the musical instrument
manufacturing centers of the United States, but the Internal Revenue
figures show that in the actual amount of war excise taxes paid on
musical instruments under the War Revenue Act of 1917 the Dis-
trict of Connecticut stands well in front with a total of $635,276.56,
as compared with a total of $333,156.18 for the First, Second and
Third New York Districts, taking in the metropolitan area, and
$383,435.59 for the First District in Iliinois, taking in Chicago. The
First New Jersey District, in which the city of Camden is located,
returned $447,384.35, and the Fifth District in the same State, tak-
ing in Orange, reported $223,761.52.
It does not take any great detective power to discover that the
greatest returns were from those districts in which the Victor.
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Columbia and Edison factories are located, and talking machine
factories without doubt helped a great deal in the Chicago district.
Inasmuch as the taxes reported were on the basis of 3 per cent on
the manufacturer’s price, it will be seen that in the leading Connecti-
cut District alone the production of musical instruments to the value
of over $21,000,000 was reported. Of course, this amount includes
returns from the tax on music rolls and piano-players, two of the
largest concerns making music rolls being located in that State.

The States of North and South Dakota, combined in one district,
took the booby prize with a total return of twelve cents. In other
words, somebody in those States manufactured something in the
form of a musical instrument valued at four dollars.

\ KEEP IN TOUCH WITH MUSIC ADVANCEMENT

HE talking machine, almost since the time of its inception, has
Tbeen a tremendous factor in the development of musical knowl-
edge and appreciation on the part of the public, both in the school
and in the home. As a matter of fact, talking machines and records
have accomplished more in this direction than all the other mediums
in the music trade and profession combined. But now the work of
music advancement has been developed along broader lines—along
lines calculated to bring results to the industry as a whole rather than
to any ome particular section of the industry—and the talking
machine trade should not lag behind in lending earnest support to
this broadened movement.

It has been said that since the war America has jumped to
the forefront as the leading musical nation of the world, but it rests
with the trade and profession as a whole to keep that interest in
music constantly alive. The work of the talking machine trade
along certain lines has been so successful that it would be fool-
hardy to abandon the tried and true methods in order to support
new ideas. Members of the trade can still remain true to the old
traditions and find enough surplus energy to devote to the work of
music advancement as a whole. Every band or orchestra concert,
every community sing, and every music memory contest in arous-
ing musical interest is, at the same time, creating a direct interest
in the instruments that produce music, and among such instruments
the talking machine stands well to the front.

WHY THE RECORD SHORTAGE PERSISTS

ESPITE the number of new talking machine record manu-
facturers that have entered the fi€ld in the past couple of
years there is still reported a distinct shortage in many lines of
records, the shortage being particularly apparent among the popular
numbers. It has been declared that the scarcity and high cost of
shellac has served to interfere with record production. The indi-
cations are that while this problem is a vital one, the necessity of
taking care of the steadily increasing demand by securing sufficient
new equipment is also important. ' '

In considering the record question it must be remembered that
record production has not in any sense kept up with machine pro-
duction, so far as the trade as a whole is concerned. So-called
talking machine manufacturers have sprung up over night and with
a few thousand dollars in capital have purchased cabinets here,
mechanisms there, and begun assembling. Other concerns have
taken over woodworking plants and made their own cabinets while
buying the metal parts, and still others have engaged in the business
in a big way, making practically the entire machine. Such of these
new concerns who have attempted to make records could be counted
on the fingers of one hand, and the thousands of machines they
have put on the market have been, and must be, supplied with
records from the factories of the old standard companies or the
newer exclusive record companies that have sprung up.

Records cannot be turned out in a week or in a month. It takes
considerable time in the first place to get presses, and the output of
a single press does not do very much to relieve congestion. The
record makers are going ahead at full speed, and are increasing
facilities as rapidly as possible, but there is an overwhelming
demand to take care of. It is a condition where one branch of the
trade has developed easily and rapidly, and has far out-distanced
the other and most necessary branches. Machines without rec-
ords are useless, and the public, realizing that fact, want
their records promptly. In the opinion of authorities it will be
many months before machine and record production can be said to
balance, for every new machine sold is declared to mean the ab-
sorption of a full half day’s output of an ordinary record press.

l . THE PERPETUATION OF A TYPE

HE recent passing of Cal Stewart, whose “Uncle Josh” records

have been familiar in the majority of American homes quite as
long as has the talking machine itself been in common use, offers a
significant lesson in just what the talking machine record means in
perpetuating the actual voice and characterization.

The “Uncle Josh” of Cal Stewart was, in its fullest sense, not
the portrayal of a humorous character only, but the reflection of a
distinct type of simple, earnest hardworking Americans, crude and
unsophisticated perhaps, but nevertheless responsible for much of
the solid progress of the country. This rural type has now prac-
tically passed away with the coming of the automobile and other
means of interurban transportation, the telephone and other modern
inventions to bring people closer together and keep them in touch
with the world in general. But, although the type has passed in the
flesh, it may still be understood and appreciated by Americans of
generations to come, not through the medium of dry volumes of his-
tory, but through the actual living voice of one who lived among
and studied these solid citizens.

So long as music in its present form can be read and understood
there will be singers who can record the old songs, but there has
been, and can only be, one Cal Stewart and his “Uncle Josh.”

One YWay to Get Music

“—and it is a
mend it.
greatest artists.

And the price of a theatre ticket secures three to six selections.
Do your customers know it ?

If they don’t, whose fault is it when the additional record profits
are shunted into the other fellow’s jeans ?

S ALL COMPANY |

B e—— :I_I
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Victrolas and Victor Records

“music show ’’ all your own, but we don’t recom-
There are too many good Victor Records by the world’s

22

WHOLESALE ONLY
10 East 39th Street, New York
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The Selling of Quality Products Actually |

MR

There are two dominant ideas that both talk-
ing machine manufacturers and dealers should
bear in mind in connection with the develop-
ment of their business during the year just
starting, according to a member of the trade
who has given much thought to conditions. The
first idea is to maintain and encourage the mar-
keting of quality products. The second idea is
to overcome the attitude of certain outside ele-
ments who apparently incline toward the belief
that musical instruments of all kinds, including
talking machines, should be classed as luxuries.

The development of the quality idea, which is
to a large extent an inter-trade problem, we
will consider first. The experience of retailers
for the last year or two has been that the pub-
lic demands machines, and for that matter rec-
ords, of the better and more expensive grade.
More than one wholesaler or retailer has had
considerable storage space filled with small, in-
expensive models of machines, while customers
were walking out of his store because they could
not secure machines selling at $100 or more.
The ifhcreases that have been made in the prices
of machines, as a result of heavier production
costs, have not in any way affected the demand
for the best. :

There are certain people who might claim
that this call for higher priced machines reflects
the tendency of the public towards extravagance,
that a great majority of buyers would do better
to buy lower priced outfits and save some of
their money, but this same charge of extrava-
gance has been made in connection with the
demand for every other form of manufacturcd
product, essential or non-essential. Clothing,
for instance, has increased in price to a point
where the cheapest of suits now costs more
than the high class clothing of a few years ago.
The result is that the man who is called upon
to pay $50 or $60 for a suit of questionable qual-
ity feels that it is a matter of economy to pay
from $80 to $100 for clothing of high standard
that will give longer wear. The same rule fol-
lows in connection with other purchases, and
probably applies even in the matter of talking
machines. Having the money in hand, the cus-
tomer feels that it is a matter of wisdom and
economy to purchase at the outset a machine
that promises to meet all his desires and gives
permanent satisfaction.

The retailer must do his part in encouraging
this appreciation of quality. Money is plenti-
ful, and he is doing his customer a real service
in placing in his hands a machine that will
measure up to expectations at all times. The
appeal of the cheaper machine comes when some
instrument is wanted for a vacation period, or
when the customer hesitates about making a
heavy investment until he has tested out the
idea in cheaper form.

This adherence to the quality ideal, however,
is not in any sense confined to the present pe-
riod, for the existing situation is taking care of
itself. The test will come a little later on when
production is greater, machines more plentiful
and competition for business develops. At that
time the maintenance of quality principles will
not be simply following the line of least resis-
tance, but will mean the overcoming of any
tcndencies to advance the argument of cheap-
ness as a factor in competition.

The trade has had its cxperience with chcap
machines, where the price quecstion totally
eclipsed thc factor of quality, and the expcrience
was not a pleasant onc. It was proven that even
with quantity production therec was a certain
fixed minimum of cost below which quality could
not be considered in any scnse. The argument
was used that the sale of machines at a few
dollars cach scrved to acquaint the purchaser with
the desirability of becoming possessed of a

larger and more elaborate machine. It may have
been that in some few cases this result was
accomplished, but it is certain that in an equal
number of cases the unsatisfactory performance
of a cheap machine, the squeaky soundbox and

‘the jerky motor, served to disgust the purchaser

with talking machines for all time.

The public has been educated to demand qual-
ity and to appreciate it. The talking machine
trade has for the most part been built on the
quality argument. It is well, therefore, that
every factor in the trade should support the
quality idea. Let there be competition, but let
it be the competition of quality rather than of
price.

Encourages Economical Buying : -
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This insures the health of the industry.

By K. A. James

Coming to the second idea for manufacturers
and retailers to consider during the New Year,
we find that a certain element among business
men and financiers is decrying the extrava-
gance of the working class. They state that in-
stead of saving a goodly proportion of their
greatly increased earnings workingmen are in-
dulging their tastes for “luxury” by spending
their money recklessly. The fact that workers
are buying high-class pianos and talking ma-
chines is one of the arguments advanced to
prove that they are not conserving their finan-
cial resources for the rainy days in the future.

Every talking machine dealer will find this

(Continued on page 11)
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43.-49 Bleecker Street

BOSTON
L. W. Hough, 20 Sudbury Street

In this building we have the most up-to-date and complete
Album Factory in America

22,000 sq. ft. devoted solely to the
manufacture of PEERLESS ALBUMS

PEERLESS ALBUM COMPANY

PHIL RAVIS, President

Representatives:

NEW YORK CITY

CHICAGO
W. A. Carter, 57 East Jackson Blvd.
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NATIONAL ADVERTISING

OF THE

AEOLIAN-VOCALION

AND THE

VOCALION RECORD

VERY four weeks, for
nearly two years, full

pages 1n color, adver-
tising the Aeolian-Vocalion
and Vocalion Record have
been appearing in the Sazrur-
day FEvening Post and other
publications.

These pages form a cam-
paign that has attracted an
unusual amount of attention
from the advertising profes-
sion and the public. In
design, in use of color, in
typography and copy, they
are credited with setting a
new standard of excellence.

In doing so, these pages
but reflect the superiority of
the goods they advertise, and
the skill, initiative and 1deals
of the firm that manufac-
tures them. Aeohan leader-
ship 1s proverbial 1n every
line of its activity.

The effect of Vocalion
National Advertising on the

public has been marked.
One medium used, the Saz-
urday Fovening Post, has an
enormous circulation of over
2,000,000 copies and goes to
every city, town and hamlet
in the United States.
four weeks, to all

Every
these
countless people, the story
of the Vocalion 1s told and
told 1n a manner to carry
the conviction of 1its su-

premacy in the phonograph
field.

Merchants who
what
and who desire to

appre-
ciate such publicity

means

strengthen their prestige and

increase their profits, by
handling the phonograph
whose superiority 1s every-
where conceded, are 1nvited
to communicate with
The Aeolian Company, as
there 1s still open territory
available.




The Talking Machine World

[ have enjoyed hours and hours of delightful music with the

AFEOLIAN-VOCALION

retary to one of the giants of
finance in the Wall Street
district.  Years of training for just
the kind of a position I now hold
lie behind me. Throughout the
daylight hours my brain is keved
to respond to—to anticipate if I
can, the mental workings of my
employver. In the evening | must
relax. Even reading is often too
much of an effort.
“Consequently, when a friend
’phoned me the other afternoon,
asking me to come to her for the
evening, saying something about
‘a surprise’ and ‘some good music,’
I assented laconically and then

wished T hadn’t.
* sk ¥k

“I AM a business woman; sec-

“As my friend opened the door
that evening in answer to my ring,
I heard a tenor voice of surpassing
sweetness singing my favorite
Scotch Ballad, ¢ Bonnie Sweet Bes-
sie, the Maid of Dundee.’

““Colin O’More, the new Irish
tenor,” was my friend’s reply to
my inquiring glance. ‘Oh, not in
person—Dbut his voice, true to the

life; and the voices of several others
vou know of are here too, and the
vehicle that has brought them all
is this’—she led me into her little
living-room—*allow me to intro-
duce to you my new Aeolian-
Vocalion.’

How glad I am now, that
I went!

“I stood still, listening delight-
edly, my weariness charmed away
by the beautiful music. The won-
derful naturalness of the tones—
the distinctness with which I could
hear every word, swept aside n a
moment the prejudice T had always
felt toward phonograph music.

“When my friend played ‘The
Swan’ of Saint-Saéns, a Vocalion
Record by Maurice Dambois, ’cel-
list, and by the manipulation of a
simple-looking attachment called
the Graduola, almost put me to
sleep by a lovely, unmuflled pian-
issimo effect that I had never
dreamed could come from a phono-
graph, | came to a prompt decision!

“And my own Vocalion has given
me hours and hours of nerve-sooth-

ing harmony—evenings of delight-
ful music have been mine from
that time to this.”

% £ %k

Vocalion Features

TONE—Due to the advanced and
more scientific construction, the Vocalion
produces richer, deeper, more beautiful
and more natural tones than have hith-
erto been heard from the phonograph.

TONE CONTROL—The Graduola,
the artistic and exclusive tone-control-
ling feature of the Vocalion, enables the
performer to shade and color the music
as he will. It enables anyone to partici-
pate in the playing of the record, to give
voice to his own musical ideas and to
prevent monotony by slight changes in
the record’s stereotyped expression.

APPEARANCE—In both outline and
finish, the Vocalion establishes an en-
tirely new standard of beauty for the
phonograph.

MECHANICAL PERFECTION—
The Automatic Stop on the Vocalion is
an example of the perfection in mechani-
cal detail characterizing this instrument.
Simple, direct and absolutely depend-
able, this device is the most satisfactory
of its kind vet invented.

UNIVERSAI TONE-ARM-—This
grcat feature provides the means by
which every make of record can be plaved
upon the Pocalion.

THE AEOLIAN COMPANY

I.ONDON - J’ARIS

AFOLIAN HALL, NEWV YORK CITY

MADRID .

MELBOURNE

Mabkers of the Duo-Art Pianola Piano— Foremost Manufacturers of Musical Instruments wn the World

Canadian Dishibutors: The Nordheimer Piano and Music Co., Ltd., Toronto
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‘|§ ¢ :'l’ The Only Phonograph Possessing the Artistic and Wonderful Tone Control—
L :
§n| ; the GRADUOLA i
B |§i !:
F=l EOPLE are so accus- (tempo and phrasing always nized as the leading instru- EHEES
EECH | | P tomed to hearing the remaining the same) it can ment of its tvpe, not only i =
AR T,: phonograph simplvplay be varied in tone color, thus in this country but also o | e
=01l itself, that it is not always giving it a freshness and abr‘oa_d._ 1l 2&
ik easy to picture someone play- spontaneity which the ordi- This is because the Vocal- ||t
il ing it. And it is practically nary phonograph perform- ion offers everything pos- Al &
# impossible to realize the fas- ance never possesses. sessed by the best phono- (N E
i cination of doing so without And it is the fact that even graphs of ordinary type, :=' | [EEA
actual experience. when the player knows and adds its own exclusive I i i
il Yet the immense advan- nothing of music, these and important advantages u J‘
m tage the Graduola gives to changes sound well and add as well. ;:i ‘ .‘4‘
i the Aeolian-Vocalion is ob- to the musical result, the For example:—You may i "‘!
o vious. explanation being that the search the market over and dney
::' Artists never play or sing arbitrary elements of inter- vou will hear no phonograph ; Henl
b twice with exactly the same pretation, namely :(—tempo, with so rich, mellow and Al IBYA
i feeling. ~Without changing phrasing, and basic expres- beautiful a tone; vou will i1 IE
2 their individual conceptions sion are unaffected by the see no phonograph that re- i | et
i of their songs and composi- Graduola. flects such genuine art in the || EE
i tions, they vary their inter- ] simple elegance of its cases; B
iy pretations in detail. Recognized Supremacy ;4 you will find no phono- i;
ji_ This is exactly what any- Though the Aeolian-Vo- graph that allows you the §=
i one can do by using the «calion has been upon the great privilege of taking an =
i Graduola. Without actually market only about three active part in the playing of S
n changing the interpretation years, it is today recog- its records.
i g
':; THE AEOLIAN COMPANY, AEOLIAN HALL, NEW YORK CITY
i LonpoN - Paris - MaDrRID - MFELBOURNE
'I Canadian Distributors: The Nordheimer Piano and Music Company, Ltd., Toronto
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LARGEST MANUFACTURERS OF
MUSICAL INSTRUMENTS in the WORLD

A\l MARERS OF THE FAMOUS
DUO -ARTY PIANOLA-PIANO
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The Graduola
Tone Control

THIS exclusive fea-
ture provides the
means by which the
music may be artisti-
cally controlled. Its
use is optional, but it
adds an extremely in-
teresting and unusual
element to the phono-
graph.

The New
Voculion Record

PRODUCED under
a new and exclusive
system, this latest tri-
umph of Aeolian skill
and progressiveness
adds definitely to the
musical quality and
value of the phono-

graph.
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The photograph of the tone wave here reproduced was 1aken at the
Case School of Applied Science in Cleveland, Ohio. The appa-
ratus wsed was developed by Prof. Dayton C Miller, one of the
world’s leading authorities in the science of acoustics. Prof.
Miller has taken many such photographs in co-operating with
The Aeolian Company in perfecting the deolian- I'ocalion and
Vocalion Record. The wave shown is a passage from an
orchestral record of Tschaikowski’s *Marche Sla.” ! i \

Tone waves are invisible to the eye, but Prof. Miller’s won- ;

derful “phonodeik” not only visualizes, but photographs them for i
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comparison and analysis.
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?/Lonogmph ‘Music at its Compte ‘Best

HE mission of the phonograph is

to reproduce music just as it was
originally rendered. It is not intended
that 1t shall create tones or harmonies
of 1ts own. It is simply a medium for
picturing, as vividly. as possible, the
tone-colors of all voices and all instru-
ments.

The peculiar ability of the Acolian-
Vocalion to reproduce musical tones in
their natural and original colors is the
key to its superioritv—a superiority
clearly audible to every listener who
possesses a musical ear.

Ever since its appearance on the
market four years ago, the Vocalion
has been recognized by musicians as
having the power to render musical
tones more clearly and in a more /ife-
[ike manner than any phonograph.
From the first it was possible for the
Vocalion to obtain from phonograph
records of various makes, tonal beau-
ties that had never before been audible.

It was not until last vear, however,
when the Vocalion Record made its
appearance, that phonograph music at

its complete best, was realized. Then
actually came reproductions of the
human voice and of musical instru-
ments that were unhampered by blast,
stridency or surface noise; that in
tonality, rhvthm and harmonics were
crystal clear and true to life.

The pains taken in the perfecting of
all mechanical parts of the Vocalion—

the ever-returning novelty and pleas-

ure of being able to play the records by
hand with the exclusive Graduola fea-
ture—the taste and skill displayed in
case designing, and the high standing
of the artists who are making Vocalion
Records—all contribute their important
share in the conspicuous popularity
that has spread bevond every expecta-
tion; and has stretched the Vocalion
output to its limits.

VOCALION PRICES - Conventional mod-
els, equipped with Graduola, are priced from
$165 upwards; without Graduola, from $60.
Many beautiful Period models priced from
$280.

A new and very interesting Aeolian-Vocalion
Record Booklet will be sent upon request.

THE AEOLIAN COMPANY

LONDON - PARIS

AEOLIAN HALL, NEW YORK CITY

MADRID - MELBOURNE

Matkers of the Duos-Art Pianola Pians— Largest Manufacturers of Musical Instruments in the World

Cunadian Distributors: Tte Nordheimer Piano and Music Co., Ltd., Toronto
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sentiment prevailing 'in his own territory to a
greater or less extent. He will find the news-
papers carrying comments on the situation, and
local oracles enlarging upon the condition by
word of mouth. It is, therefore, up to every
retailer to counteract this sentiment by every
possible means, just as he would oppose any
other movement to injure his business, partic-
ularly by unjust means. It is not necessary
here to repeat or cnlarge upon the proof af-
forded during the war of the essentiality of
music, how the Government and the  various
agencies charged with looking after the welfare
of soldiers and sailors purchased hundreds of
talking machines and records and how the fight-
ing men themselves drew upon their limited re-
sources to purchase outfits. Nor is it necessary
to repeat how the authorities at Washington
were convinced of the essential character of
music in war, and, therefore, permitted the in-

dustry to E:o_ntinue under very light restrictions .

during the war.

Public school authorities have given the talk-
ing machine most scrious consideration, and
there is probably not a public school in the coun-
try that is not equipped with some sort of ma-
chine and library of records, bought out of pub-
lic funds or by private subscriptions. The Board
of Education of the City of New York, for in-
stance, lists the talking machine as a standard
school equipment, to be requisitioned by the dif-
ferent school heads on the same basis as pencils,
stationery and other requisities.

That the working men have reached the finan-
cial position where they can indulge in the pur-
chase of talking machines and records, and
pianos and other musical instruments, is a trib-
ute to their intelligence rather than an indica
tion of their extravagance. They are buying
these instruments not simply because they have
money to throw away, but because they have
wanted musical instruments for years and have
just reached a position where they can afford
them.

Music was never more prominently to the fore-

front than just at present and talking machine
dealers and music dealers generally should,
through individual and combined effort, seek to
overcome any influence that will serve to put a
damper upon the demand for music. The proper
education of those who class musical instru-
ments as luxnries is the first step in the right di-
rection. Their attitude at the present time is
one of ignorance and should be corrected. When
a day laborer buys a hand-decorated or gold
inlaid piano, or perchance spends a couple of
thousand dollars for an elaborate period style

talking machine, theit he can be accused of ex-
travagance, for he can get instruments of equal
value at a far smaller cost, but this same charge
of extravagance can be laid against the laborer
who buys $150 suits of clothes and $30 shoes.
When bankers and other business men who
should know better classify the purchase of
musical instruments of all types as extravagance
they must be set right and set right quickly, and
if this work is the duty of anyone it is the duty
of the members of the industry most directly
affected.

ESKIMOS BEG FOR “MUSIC BOXES”

Heap Priceless Furs at Trader’s Feet in Pay-
ment for Antiquated Talking Machine—Cap-
tain’s Kind Heart Refuses More Than $600!

DENVER, CoL., February 5.—A tale of the Frozen
North, of Eskimos, talking machines and furs,
is told by C. C. Gaisford, an Alaskan explorer
who was in this city last month. According to
Mr. CGaisford, the Eskimos are literally mad
over the “box with the music” and offered as
much as $12,000 worth of pelts in payment for
a little horn model. As a rule a clever bar-
gainer and shrewd business man, the Eskimo
lost his head completely when he heard the
wonderful music box and from the moment the
first shrill note came from the battered tin
horn he was willing to heap silver fox skins and
priceless sables before the trader’s feet until
he parted with his talking machine.

Give an Eskimo a music box and a half dozen
records and he will sit down and play it until
the records are threadbare and the springs of
the machine are stretched beyond any degree
of resiliency. Mr. Gaisford was on board a
trading vessel captained by a man named Bod-
fish, who first introduced the phonograph to
the Eskimos. The captain had on board two
or three dozen small, old-style phonographs
with tin horns. When he first played a record
for the Eskimos they looked in bewilderment

and searched every mnook and cranny of the
horn, looking as they said in their broken Eng-
lish “for the white man.” The chief of the tribe
was greatly impressed by the wonderful music
box and sent messengers back to his fur store-
house, at the same time indicating to Bodfish
that he was prepared to make a trade. The
chief asked Bodfish how much the music box
was worth. Bodfish shook his head to indicate
that no sale would be possible. The chief there-
upon began to heap fox furs upon the surprised
trader until $12.000 worth of pelts lay at his
feet. “It was a temptation for any man,” said
Mr. Gaisford, “but Bodfish was square as a die

and made the trade for one pelt worth about
$600.”

MORE SPACE FOR WALTER S. GRAY

‘The Walter S. Gray Co., San Francisco, Cal.,
have leased additional space in the Garfield Build-
ing, where they are now located. This addition
gives. them practically double the floor space
occupied last year. The official address of the
company is now Rooms 303 to 311, 942 Market
street, San Francisco.

Ball & Brockett of Carmi, Ill.,, Edison dealers,
have opened a branch store in Grayville. Louis
Brockett will have charge of the new store
while Mr. Ball will look after the interests in
Carmi.

“QUALITY”
Your Best Investment

Y ou will find that nothing
pays such big permanent
returns as Quality.

Quality has been our
watchword and our motto

"in building the

STRADIVARA
It has paid. The wide-

awake dealer of today
considers it worse than a
waste of time and money
in attempting to build the
reputation of his house on
the sands of shoddy mer-
chandise, no matter “how
attractive the price.

THE COMPTON-PRICE COMPANY

STRADIVARA

" KNOWN FOR TONE ™

Beauty and Tone

are the prime cause for the
existence of the

STRADIVARA
You will find these

prime essentials backed
by Mechanical Perfection
and Supreme Quality
throughout.

1920 is here. Invest your
time, efforts and money
this year in a Quality Line
of Phonographs. = It will
pay you.

The name STRADIVARA has always
been synonymous with quality

Coshocton, Ohio




A high-class phonograph
different from all others

HE Heywood-Wakefield, made under the

Perfek’tone patents, offers every dealer a
new and added opportunity to interest the
public in a phonograph.

It provides the dealer and the consumer with
three exclusive features for which there is a
need and a demand: First, a non-resonant
cabinet, constructed of reed. Second, a non-
resonant, cushioned reproducer. Third, a per-
Jected electric motor for those who desire an
electrically-driven instrument.

The tone of the Heywood-\Vakefield is a
convincing proof that reed is the ideal material
from which to construct the cabinet of a repro-
ducing instrument. Thisisthe only phonograph
cabinet that does not interfere with the original
tones of the music by setting up counter-
vibrations of sound — which are so fumiliar in
the closed-in air spaces of a wood cabinet.

[t is because of this demonstrable superiority
of reed that the Heywood-\Vakefield is made

same time, these cabinets have an added selling
appeal because of the great and growing use of
reed furniture in conjunction with wood furni-
ture in all climates, all seasons, all rooms of
the home. -

The non-resonant reproducer was perfected
after research along original lines by an eminent
throat specialist. It is made upon a different
theory and of different materials than any
other reproducer in use. :

When you hear it you will observe that it
has a wider tone range, that it eliminates the

““‘screech’’, that its tones are fullerand more

lifelike, that it distinguishes more clearly the
details of a record.

The electric motor furnished with the
Heywood-Wakefield is another selling feature
which will close many a sale for the dealer. It
1s a universal motor which never Aeats, is abso-
lutely wniform in speed and silent in operation.

\Write today for details of models. prices and

Fesruary 15, 1920

with reed cabimets instead of wood. At the specifications. Address the nearest oftice of
HEYWOOD BROTHERS AND WAKEFIELD COMPANY
New Yark  Mhiladelphin Boston Baltimore  Bnffalo Chicago  Portland, Ove.  San Francisco  Los Angeles

Factories: Gardner, Mass. ¢ Chiengo: Wakefield. Mass.

When you visit Atlantie City see all models of the Heywood -Wakefield at the Perfek tone Store, 517 Boardwalk
Special Exhibition Salon in Philadelphia ut 1127 Chestnut Street
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Enormous Demand for Records Result of
Increased Public Appreciation : :

Ui

There should be nothing astonishing in the
present voluminous sale of talking machine rec-
ords. It is merely the natural result of tenden-
cies evident everywhere in our social life. In
it can be seen the increasing need for recrea-
tion—recreation easily obtainable, the sort of
inexpensive recreation immediately at hand
whenever it is wanted, such as is provided by
talking machines and records. i

Perhaps in this respect the dance record takes
the most prominent position. At the informal
gathering in the home, when callers “happen
in,” at the party, upon a hundred and one occa-
sions the instrumental dance record is pressed
into service appropriately and successfully It
is fast becoming a necessity in the home. When
these facts are taken into consideration it will
be readily seen why the popular selections, the
“Liits” of the day, are the biggest sellers. A sing-
ing and dancing world demands the latest in
music. The latest quickly becomes old, and is
then pushed into the discard. There is no let-up
in demand, only changes in selections. The live,
wide-awake dealer who knows his trade, knows
how to advertise and give publicity to his wares,
rides constantly at the apex of demand, cashing
in on the national publicity of music publishers
and record manufacturers.

The phrase “get a record, get a roll,” is peer-
ing out at us more frequently from magazine
pages every day. Big “hits” are being made
popular almost over night by the power of ad-
vertising. Whereas a few years ago a very small
percentage of our population knew and enjoyed
the popular songs of the day, now practically
every small town and isolated village or farm
possesses- the means and takes pride in the

matter of keeping themselves posted on the
musical “hits” of the moment.

Approximately 80 per cent of the big sellers
are numbers from the currently successful met-
ropolitan shows. These shows ‘are wonderful
means to publicity, themselves, and sell count-
less records. Coupled up with national adver-
tising, the two constitute a powerful force be-
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The Small Retailer
Selling 20 Records
a Day Will Be Sell-
ing Over 40 a Day
a Year From Now

SR

hind the dealer in the merchandising of records,
music rolls and sheet music.

Dealers are not pushing records to the fullest
possible extent at the present time, and have
not been for some time past. They have been
alile to sell all the records they have been able
to get, and are not forced to exert themselves in
any way to enjoy a good trade. This decidedly
enviable state of affairs will exist for a long time
to come. But it is no reason for the dealer per-
mitting a slow-up in his selling campaigns. If
ever the demand does revert back to normal, it

I

A

AU A R

-

(7

TR

By H.'L. Coombs

Asst. Sales Mgr. Gen. Phonograph Corp. of Illinois

0 0

wil} be the live dealer who will reap the rewards
by reason of past efforts.

Undoubtedly the present relative positions of
supply and demand will exist for a year or so
at least. The demand will never decrease. but
the supply will constantly approach nearer the
demand until things are again at normal. I say
approach, but perhaps “catch up” would be a
better term. Both demand and supply will be
on the run and both will jncrease, the latter
faster than the former. For example, the aver-
age small retailer at present selling fifteen or
twenty records a day, will, a year from now, be
selling thirty or forty a day.

Right here the dealers’ service department
takes on great importance. Closer coopera-
tion between the dealer and the record manu-
facturer will be necessary if the former is to
retain and increase his present business. It is
an old saying that a business never stands still.
It either goes ahead or goes back. . For the rec-
ord retailer determined not to be classed with
the latter, the present opportunity should be
realized in all its importance. There are over
1200 manufacturers of talking machines in this
country all producing at capacity, with the satu-
ration point still far in the distance. People are
spending money as never before. Certainly we
have great cause for optimism in 1920.

ENLARGES AEOLIAN DEPARTMENT _

The Aeolian business of the D. H. Holmes
Co., New Orleans, La., has proved so successful
that Manager R. E. Ching has decided to enlarge
this department which was established’ about
three years ago.

CLEVELAND

943-1051 Chestnut Ave.

To The Trade

With Total Sales on Pathe Phonogréphsand
Records over One Million Dollars during

the year just closed, We are Aiming at the
Two Million Dollar Mark for the Year 1920.

We know that our many Loyal Pathe Dealers will absorb a great
portion of our 1920 quota but feel that we can supply Pathe
Merchandise to a few more worthy Merchants.

Interested Dealers will be given immediate
attention by writing for information NOW

The Fischer Co.

(OLDEST PATHE JOBBER)

CINCINNATI
44-46 Vine St.
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One of the most interesting features of the
talking machine demand during the past few
months has been the inclination of many buy-
ers to favor period models. Of course, the great
majority of buyers have taken the standard
stvles of machines naturally, but those who are
inclined toward the exclusive in case design and
who are willing to make a substantial invest-
ment have taken to the period styles in the
most encouraging way. In some of the more
elaborate establishments no inconsiderable part
of the business has been in exchanging stand-
ard machines for period models, meaning an in-
crease of several hundred dollars in the cus-
tomer’s investment.

This demand for period models has come
almost automatically in most cases, and causes
wonder as to what might be developed along
that line should special efforts be made by the
retailers. The standard models of machines are
sold for the most part on their intrinsic merits
as musical instruments. If the tone is right,
the mechanism satisfactory, and the cabinet
polish good the customer is satisfied. In the
case of period models, however, it never be-
comes necessary to explain to the customer just
why he should pay several hundred dollars ex-
tra for a special model when the same mechan-
ism can be secured in a less expensive form.

First of all, a period style is not an accident.
To be worth while, the design must follow out
some definite school of decoration. It must
represent a certain idea and not simply a jum-
ble of decorative forms. To the initiated prac-
tically every line and every curve in period
decoration has a definite, fixed, understandable
mneaning, and the talking machine salesman who
plans to handle the better class of business must
appreciate this meaning and understand it.

The manufacturers in announcing new period
models explain that the design is in this or
that stvle, but the salesman cannot be satisfied
with this bare description. He must know' that
it is of-a particular period and, moreover, know
why. To have this information at hand he must
give some study to the details of the decorative
arts—sufficient study to make it possible for
him to talk intelligently on the subject.

In handling period models he will come in
contact with those to whom we may refer as
the “newly rich,” who desire special models be-
cause they cost more and will make a greater
show, regardless of whether or not they will
fit into the decorative plan of the home. There
is another large class, however, who will know
something about the decorative styles and will
desire to purchase a machine the cabinet of
which is truly.representative of a certain defi-
nite period. These people will be inclined to

O 0 S R

With Perlod Styles Now 1n Vogue Salesmen
Should Know More of Their History : By a. 1. Post
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and demonstrated for them. If the salesinan is
uninformed he must plead ignorance or simply
“stall,”” and both methods are not calculated to
inspire confidehce in the customer. If the sales-
man has made a study of decorative matters,
however, he will be in a position to discuss in-
telligently with the customer the various de-
tails of design, and in many instances convince
him that this or that particular treatment is
most desirable and in direct keeping with some
specified period.

The study of the decorative arts in itself
should prove most interesting to the ambitious
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Each Line and Curve

in Period Decoration
Has a Definite, Under-

standable Meaning
to the Critical One

S oS U

salesman. for. decoration is so closely inter-
woven with the history of various nations that
a thorough understanding of the why and where-
fores of the various decorative styvles will natur-
ally bring with it an understanding of history
in general. This is most convincingly dem-
onstrated in the case of the several French
styles known as the Louis periods. The reign
of Louis XTIV was a busy and energetic one.
The court of France became a center for en-
tertainment. and the decorative styles of the
period began to reflect in their elaborate char-
acter this love of pleasure. The style, however,
was orderly and systematic.

With the coming of Louis XV the court of
France ran riot. His was a monarchy of ex-
cesses. The public was ground down with taxes
to provide for the extravagance of the court
itself, where scandal was rife. The character
of Louis XV is likewise reflected in the deco-
rative art, for in the Louis XV style we find
the Rococo. a decorative form distinctly re-
flecting disorderliness. Louis XV with all his
extravagance and wildness realized that the end
was to come and advised his courtiers “after
me the deluge.”

With the coming of Louis XVI the change in
the decorativé stvle indicated more clearly than
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discuss and perhaps criticise the models shown

anything else the realization of the ruling pow-
ers that the public must be placated and revo-
lution, if possible, forestalled. In the Louis
XVI decorative style we find an attempt to re-
turn to simplicity in design, with treatment sug-

‘gesting the work and pleasures of the meek and

lowly. The wvariety of design gave way to
more simple lines. Instead of the works of art
depicting wild women, there were shown charm-
ing shepherdesses in silks and satins. The idea
was good but the execution from a practical
viewpoint poor. In time the public arose en
masse, and Louis XVI and Marie Antoinette
became victims of the guillotine. Reaction in
the politics of France is reflected in the reaction
in decorative arts, as though in a mirror.

Take the English decoration for example, and
we find that here, too, the decorative art re-
flects the currents of history. In English deco-
rative art the influence of foreign schools
at various intervals is reflected in the engage-
ment of the British in the wars on the Conti-
nent. The Jacobean stvle, for instance, was in
its highest favor during and immediately after
the wars in Flanders, and we find in the style
much to suggest the rich Flemish ideas in furni-
ture design. Flanders some centuries ago was
much different from the Flanders of to-day. It
carried on a world of trade and was a nation
of rich merchants who had the wherewithal to
gratify their tastes in the decoration of their
homes. The Jacobean, therefore, reflects solid
comfort. as well as richness.

In studying the decorative arts, therefore, the
salesman can improve his general knowledge of
history to a tremendous degree, which in itself
should prove a distinct incentive. If he has an
accurate knowledge of the details that are
prominent in certain of the leading French,
English and Italian period styles, and can iden-
tify those details and know whether they are
used properly in conjunction with other motifs,
he is in a position to meet an art connoisseur
on his own ground and through that knowledge
to close many sales that otherwise might be
lost and go to some other store.

The demand for period styles is constantly
on the increase, and these styles are receiving
more attention or the part of manufacturers.
They are not a fad, but a distinct development
in the industry. and the salesman who¢plans to
become a permanent success in the field must
understand the details and the meaning of the
period style just as he does the mechanical con-
struction of the instrument. Authentic books on
period decoration are to be found in any public
library, so there is no expense to stand in the
way of the salesman who really desires to add
to his knowledge.
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THE TOLEDO TALKING MACHINE CO.
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We are pleased to announce
that we have appointed

CONDON & CO., Inc.

Fifth Avenue Building, N. Y. City

Sole Agents
for the sale of

GROOVITE

Record Cleanser
““It cleans as 1t plays

9
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CONDON & CO., Inc.

have also been granted the exclusive agency in
‘the phonograph and musical instrument field
for the sale of

- po]islzes

The Luster Lasts

—an exceptional polish for phonographs and all fine furniture

HINES PRODUCTS COMPANY, Inc.
1074 Lexington Avenue, New York City
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Marketed So that Each Time the
Cash Register Tinkles You Make
a Profit—Not Merely a Sale

FILL OUT COUPON ON OPPOSITE PAGE AND MAIL AT ONCE

SReATD
f‘ftf-:uk.\' ry

§ Groovile &,
7] Cleans as 1l ptays |
r_ , Y Sw

- polishes
The Luster Lasts

Polishes and preserves the finest
cabinet surfaces.

Endorsed by the most prominent
and most particular people in
the trade.

One of the largest manufacturers
of musical 1nstruments in the
world writes as follows:

GROOVITE

“It cleans as 1t plays.”

The only satisfactory prepara-
tion for cleaning records.

Merely pour a small amount of
the liquid on the record.

It will run around the spiral
groove the same as water runs
down a gutter.

““We have used the Polish for the last eight At 50 cents And the needle Wlll Carry
months, and wish to say that, judging from the each. retail GrOOVltC over the engrav-
reports that are received from our customers, » T i ¢ o
this Polish has been very satisfactory and I do the price Ings and remove the laSt
not hesitate to recommend same to any one.”’ p.erm.it? particle Of dust and grit.
maintaining
(Name on request) quality. ) .
© —“It cleans as 1t plays.”

The quality is vastly superior, and the dis-
counts provide the proper margin of profits.

Production 1s on a big scale but
prompt delivery can be assured
only 1n writing us at once.

“The luster lasts”
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NIFORM NEEDLES (4

GLISS

CONDON & CO.,, Inc.

Sole Agents

Fifth Avenue Building
New York City
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The Painful Experience of Mr. Pennywise
and How Goingahead and Company Won

a Life-long Customer.

Mr. Pennyw1se had just opened up his attractive store
one mormng when Mr Howard Douglas walked in.

He was the sort of a prospective customer that would
delight the heart of any dealer, and Mr. Pennywise
smiled upon him as genially as he knew how.

In thirty-five minutes Mr. Douglas had bought a $200
phonograph, $25 worth of records, and one package of
needles. -

As he left he said, “My wife will be in to-morrow to
make her selection. If you're going to do a thing I
believe in doing it right, and I think you had better help
her pick out about $100 worth.”

That night in their attractive new home Mr. and Mrs.
Douglas sat down to listen to their new phonograph. It
was a beautiful instrument. The records were of the
finest, and yet—and yet, there was something wrong.
The tone did not seem as full and rich as it had seemed
in the store. Occasionally there was an irritating
scratch and buzz, and just as the record reached its high-
est and most beautiful note, in walked the Stewarts.

“My dear,” exclaimed Mrs. Stewart, “what a gorgeous
instrument, but there’s something wrong. We have
that same record, and it sounds so much better on our
machine.”

“T’'ll bet I know what’s wrong,” said Stewart, as he
lifted the top of the cabinet. “I thought so,” he added a
minute later, “it’s an everlasting mystery to me why a
dealer will take pains about everything in connection
with a phonograph except the needles, when as a matter
of fact, the needle is the most important part of the
equipment.”

“Look at these,” he went on, as he spilled the package of
needles into his hand—*“all sorts of lengths, and some of
the points not even properly finished. Here s one that’s
rusty. Take my advice, Douglas, and go down to Going-
ahead and Company. They know their business.
They’re just as particular about the needles they supply
as they are about the instrument itself, and I'll tell you

it pays.”

‘““I'he needles we get from them are all uniform in length,
uniform in point, and uniform in finish—in fact that’s
what they call them—‘The Uniform Needle.” Each point

‘Groow[(! T B
] Cleans as il

is rounded so that it doesn’t dig into your record like an
ice pick.”

At that moment Mr. Pennywise lost a customer who
would have been worth several hundred dollars a year to
him. And he lost that customer because once upon a
time a salesman for a needle manufacturer had shown
him how he could save a few cents a thousand on the
needles he sold to his customers by buying a big supply
at a bargain price.

And the arguments of the salesman that sold Mr. Penny-
wise were the old familiar arguments as follows:

“Your customer doesn’t know one needle from another.
T'o him a needle is just a needle. Why not make an addi-
tional profit by buying our needles, which are as good as
the average, and at a lower price.”

And Mr. Pennywise, because he lived up to his name,
was foolish enough to figure that a penny saved was a
penny made. He did not look ahead. He did not realize
that a needle represents real service to a customer.

And meanwhile Goingahead and Company, who had
studied the needle problem, and who realized its im-
portance, kept on making new and satisfied customers
by buying what they well knew was the only needle on
the market with the rounded point and the only needle
that is uniform in length, point and finish—the Torring-
ton Uniform Needle.

P. S.—The wise man learns from the experience of
others. The foolish man never learns and lays the other
man’s success to luck.

CONDON & CO., INC.
| Fifth Avenue Building,
New York City.

Tell us more about Uniform Needles. Also send
us your proposition on Gliss and Groovite de-
| scribed on the opposite page. :

Name . ..o o
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“You Ain’t Heard Nothin’ Yet” till you hear
Al Jolson sing it.

A-2836.

Columbia Graphophone Co.

NEW YORK

——

AN IMPRESSIVE VICTOR WINDOW

Simplicity of Arrangement Makes Window of
Brooklyn Victor Dealer Most Effective—
Parts of Machine and Cabinet Explained

J. G. Waters, Victor dealer at 565 Fulton
street, Brooklyn, N. Y., recently had a very ef-
fective window display featuring the various
parts of the Victrola in a clear and illuminating
manner. A single machine occupied the cen-
tral part of the window and a large poster at

tlte Victor dog. From the descriptions on the
poster ran ribbons to the different parts of the
inachine calling attention to each particular
part. As can be seen from the photo-
graph, this display was designed to put over a
single idea and proved a most satisfactory
method of publicity.

EIGHT THOUGHTS.-REGARDING MUSIC

Talking machine dealers who are interested
in musical propaganda and who are doing all in

s
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their po“ller to spread
the gospel of music n
their communities witl
find the following res-
olution adopted by
the National Council
of Women of Canada
worth remembering:

(1) Music is a ne-
cessity, not a luxury;
(2) Every child has
an inherent right to a
musical education; (3)
Unity through music
is a means to civic
improvement; (4) Pa-
triotism is developed
by music; (5) the
spirit of comradeship,
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Simple but Effective Display of J.
the right explained the sound box, tone arm,
motor, tone chamber and doors and cabinet con-
struction. The motor was removed and placed
in full view, watched over by a large model of
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47 W. 34th St.,
New York
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. Waters
creed, is induced by music; (6) music is the most
useful medium in constructive work, in a com-

regardless of race or

munity. The saloon and dance hall are being
rapidly abolished; there must be established in
their stead places of clean amusement; (7) mu-
sic tends to encourage a higher form of citizen-
ship; (8) music is a powerful curative for men-
tal, moral and physical ailments.

NEW STORE OPENS IN DENVER

Lynch & Moore, Denver, Col., have opened a
new hardware and furniture store in that city
and have announced that talking machines will
also be handled.

VICTOR CO. SUES WANAMAKER

Seeks Preliminary Injunction Restraining John
Wanamaker From Infringing Johnson Ta-
pered Tone Arm Patents Nos. 814,786 and
814,848 and for Unfair Competition

The Victor Talking Machine Co. filed its bill
of complaint against John Wanamaker, New
York, on January 19, 1920, in the United States
District Court, Southern District of New York,
for infringement of the Johnson Tapered Tone
Arm Patents Nos. 814,786 and 814,848 and for
unfair competition in imitating the dress, ap-
pearance, ornamentation and other distinctive
characteristics of its machines.

Motion has been made for preliminary in-
junction, which the court has set for hearing on
January 30, 1920.

This case is based upon the so-called “Armin-
iola” talking machine, which was put out by the
defendant just before Christmas and has been
widely exploited through the use of certain
advertisements which may be misleading as to
the existing patent situation.

FIRE DESTROYS STEINERT STORE

New Haven Fire Causes Damage of $150,000
When Chamber of Commerce Building Burns

NEew Haven, Conn., February 2.—Two men are
dead, a dozen men and women are in hospitals
suffering from the effects of smoke, and a score
of others have minor injuries as a result of a
fire in the Chamber of Commerce Building last
month. Fully 100 men and women were res-
cued from the three upper floors of the eleven-
story structure.

The property loss will aggregate $150,000,
falling mostly upon M. Steinert & Sons, piano
dealers, and J. R. Rembert Co., stationers, who
had the street floor stores and whose reserve
stocks were burned.

Happiness is achieved by many means, and
niusic is one of the most effective of them.
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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 cen‘ts for Sample Stop

KirkmanEngineering Corporation
484-490 Broome St., New York




4057

(D

10-in.

$1.00

4058

10-in.

$1.00

4059

LATERAL
CuT

Records

Play On Any Standard Disc Machine. No Attachment Needed

ardanella—Oriental Fox-trot (Instrumental)
Rega Dance Orch.

( “0” (Oh)—Fox-trot (Instrumental) Rega Dance Orch.

A

I

10-in.

$1.00

4060
10-in
§1.00

4061
10-in
$1.00

4062
10-in
$1.00

D

La Carte—One-step (Instrumental) Conway’s Band

Ching-a-Ling—One-step (Instrumental)

Conway’s Band

Am Climbing Mountains—One-step (Instrumental)
" Conway’s Band

reamy Alabama—Waltz (Instrumental)
Conway’s Band

When You’re Alone—Fox-trot (Instrumental)

Green Bros. Xylophone Orch.

' 2 Bo-La-Bo—One-step (Instrumental)

Paul Biese and His Novelty Orch.

(Fast Asleep in Poppy Land—One-step (Instrumental)

Y

Paul Biese and His Novelty Orch.

ellow Dog Blues—Fox-trot (Instrumental)
Paul Biese and His Novelty Orch.

Floatin® Down to Cotton Town—Tenor and Bari-

y .

tone duet with orch. Kaufman-Hall

ucy (Dancing Around the Cabin Door)~—Tenor
and Baritone duet with orch. Kaufman-Hall

Sixth Supplement
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4063 ( Cairo Land—Male Trio with orch. Sterling Trio
10-in. < We Must Have a Song to Remember—Tenor with
$1.00 ( orch. Harvey Hindermyer

4064 Baby Love—Tenor and Baritone duet with orch.
10-in. Campbell-Burr
$1.00 )| Sunny Weather Friends—Tenor with orch.

Harvey Hindermyer

10-in. orch. Emerson Westervelt
$1.00 I Don’t Want a Doctor—Baritone with orch.

4065 { When It Comes to Lovin’ the Girls—Tenor with
Jack Kaufman

4066 \ Little Girls, Good-Bye—Tenor with vocal quartet
10-in. « and orch. Lewis James

$1.00 (]ust Like the Rose—Baritone with orch.
Arthur Burdin

Pickaninny Blues—Vocal trio with orch.

4067 Crescent Trio
10-in. ; When Two Hearts Discover—Contralto and
$1.00 Baritone duet with orch.
Marion Evelyn Cox and Joseph Phillips

4668 Linger Longer Letty — Contralto and Baritone
10-in _ duet with orch. Helen Clark and Joseph Phillips
$1 00 Climbing the Ladder of Love—Baritone with orch.

: accomp. Joseph Phillips

READY SOON

Order From Your Distributor NOW

General Phonograph Corporation

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

Factories: NEWARK, N. J., ELYRIA, OHIO, PUTNAM, CONN., SPRINGFIELD, MASS., KITCHENER, ONT.
Branch Offices: CHICAGO, ILL., SAN FRANCISCO, CAL., TORONTO, CAN.
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ATTRACTIVE NEW GRINNELL STORE

Branch Recently Opened in Grand Rapids
Occupies - Six-story Building and Is Most
Modernly and Conveniently Equipped

DeTrolT, MicH., January 31.—One of the most
attractive stores in the growing chain conducted
by Grinnell Bros. is the new’ branch opened
recently at 26-28 North Division street, Grand
Rapids. The branch occupies a double store n
which are displayed Victrolas, small goods and
sheet music, and also takes in the five other
floors of the building, which are given over to

Interior View of Grinnell Store

pianos, player-pianos, music rolls, etc. The
fourth floor is so arranged that it may be turned
into a recital hall for the giving of Victrola and
player-piano concerts. In the accompanying
photograph are shown the six record booths, as
well as sections of the sheet music and musical
merchandise department. There is in operation,

but not shown in the picture, a quick service

record counter, which has already proven very
popular with the store’s patrons.

TO RENDER ASSISTANCE TO TRADE

The Phono Development & Research Co. was
recently organized with offices at 145 West
Forty-fifth street, New York, to investigate and
develop new improvements for the various tone
arms manufactured by the Mutual Talking Ma-
chine Co., The Supreme Phono Parts Co. and
The Manhattan Phono Parts Co. and to render
assistance in the service extended by Wm.
Phillips, president of these companies, to the
trade. At the first meeting of the Phono De-
velopment & Research Co. the following of-
ficers were elected: President, N. Kurman;
treasurer, Wm. Phillips; secretary, A. H. Goet-
ting.

“The Music Without the Blur!”

This ideal of talking machine manufacture is attained
mfori nearly than hy any other, in the construction
of the

MARVELOUS MAGNOLA
“Built by Tone Specialists”

"Magnola’s Tone Deflector eliminates the scratch”

\

\ Magnols §
\ Tulkmp W
\ Tiuchme

<
~ Wailching the Music Come Out

We want to show you how to make money with
MAGNOLA; and how MAGNOLA is the best huy
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, Prestdent

General Offices 8outhern Wholesale Branch
MILWAUKEE AVENUE 1530 CANDLER BLDG.
CHICAGO" ATLANTA, GA.
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PROF. R. L. GARNER DEAD AT 72

African Explorer Made Records of Ape Con:
versation in Jungles—Lived in a Steel Cage—
Spent Over Twenty-five Years in Africa

CHAarTAN0OGA, TENN., February 6.—Richard L.
Garner, African explorer and author, who some
years ago announced that he had discovered
the language of the monkeys and had made
records of their conversations, died at a hospi-
tal in this city on January 22. He was taken
suddenly ill at a hotel and his identity was not
known until after his death.

All but two of the last twenty-seven years of
Professor Garner's life were spent in the jun-
gles of Africa. The French Congo was his
favorite ground for exploration and animal
study, for in that region, swampy and infested
with fevers, the ape is found in large -numbers.

Professor Garner always objected to the in-
discriminate use of the term “monkeys” in de-
scribing his discoveries. All his claims to con-
versation among animals relate to apes, which
are superior to monkeys. The highest of the
four grades of apes is the chimpanzee, and this
animal he pronounces the most intelligent in
the animal kingdom.

“What is called ‘the missing link,’"” the pro-
fessor once wrote, “incidentally an erroneous
conception, may never be located. 1 do not
know. I do know from my quarter of a cen-
tury’s study of apes that they have a sense of
government, a sense of propriety, dignity, fam-
ily life, justice, and that they talk. They do not

merely utter sounds like monkeys. Apes speak
words. They have a language of some twenty
words,"”

Here are three words he gave from the ape
vocabulary, each one having the meaning of a
human’s sentence:

“Our’h”—“Hello, there; where are you

“Cu-nh”—*Here I am, under these palms.”

“Qhui”—*Well, wait there a moment; I want
to get with you.”

In order to safely and familiarly observe the
apes he lived deep in the jungle in a steel mesh
cage about the size of a hall bedroom. In this
way he obtained phonograph records of ape
conversations. These records he later. carried
to another part of Africa, many miles away, and
turned them on a different lot of apes. The
members of the second group at once cocked
their ears and responded with sounds like those
on the records.

The last expedition made by Professor Gar-
ner was the one he directed for the Smithsonian
Institution. He left here in 1916 and he re-
turned last June.

SANTA CLAUS DELIVERED- PATHES

Benjamin Swick, of the Ellwood Music Shop,
Pathé dealer, of Ellwood City, Pa., used a novel
means to boost his trade in that city during the
holidays. He used a small sleigh, in which he
had a Pathé phonograph installed, with a man
dressed as Santa Claus as driver. On the sleigh
was a sign which read: ‘“Santa Claus got his
Pathé at the Ellwood Music Shop. Let him get
yours there.”

YOUR PROFIT
OPPORTUNITY

Due to our complete change in
styles for 1920, we are in a posi-
tion to offer about 1000 cabinets
at attractive spot cash prices.

4 sizes, handsome design. Choice
veneers of genuine Mahogany and
real quarter-sawed Qak. All fully
equipt with hardware.

Wire, phone or write

The Universal Cabinet Co.

GREENVILLE, OHIO

0000000000000

| THIS IS THE
ERA OF

QUALITY

IN

MACHINES

AND

CABINETS

THE PUBLIC HAS
BECOME DIS-
CERNING--DE-
MANDS THE
WORTH OF ITS
MONEY--LAST-
ING WORTH

it

i

Trade-Mark

CABINETS

Meet every clemancl--
they are made rlg'ht

and look rig’l.lt. Their

reputation 1s nation-
wide.

UDELL CABINETS
WILLHELP YOUR
BUSINESS.

The Udell Works

1205 W. 28th Street
INDIANAPOLIS, IND.
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FINE QUARTERS IN SALT LAKE CITY

Special Demonstrating Room for Children and a
Rest Room for Women Among the Features
of the New Establishment of the Glenn Bros.-
Roberts Piano Co.—Do Big Talker Business

Savr Lake City, UtaE, January 31.—A recent
event of particular interest in local music circles
was the formal opening of the handsome new
quarters of the Glenn Bros.-Roberts Piano Co.,
who in addition to handling several prominent
lines of pianos also do a great business in Vic-
tor, Columbia and Edison machines and records.

~1

Kiddies’ Record Booth

The company is said to maintain the largest
record library in the State of Utakh.

The opening ceremonies were attended- by
hluge crowds of music lovers and patrons of the
company, and particular interest was shown in
the several novel features of the establishment.
Of the fourteen soundproof demonstrating
rooms_for player-pianos and talking machines,
one is set aside exclusively for the use of chil-
dren. The room is furnished with dainty blue-
bird furniture, with little chairs for the kiddies
to sit on while they select the records that
please them most. This room proved a strong
attraction from the minute it was open. There
is a balcony display room for leading models
of talking machines of the several makes, and
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the record stock is kept in a special constructed
alley where dcsired numbers can be selected
without delay.

Service is the watchword of the new iusti-
tution, and in carrying out this idea not only are

Balcony Talkmg Machme Department

the furnishings designed for the convenience of
patrons, but a special rest room is provided for
the use of women and children where they may
secure respite from the tedium of shopping.
At the formal opening floral souvenirs were
presented to all visitors and an elaborate musi-
cal program was supplied through the medium

View of Record Alley

of the Ampico reproducing piano, and an in-
strumental quartet under the direction of Elmer

Young.

P R TS s A A U RO S A T U

LUCKY 13 CO. CLOSED BIG DEAL

Secures American Representation for Foreign
Steel Needles—New Catalog Sent Out

Some time ago the Lucky 13 Phonograph Co.
closed negotiations for the American represen-
tation of the products of one of the largest
foreign steel talking machine needle makers in
the world. The needles are made to speci-
fications and blue prints of the Lucky 13 Co.
and it is claimed by the company that they are
20 per cent harder than most steel needles manu-
factured, as well as being a highly polished
nickel plated needle.

Thc Lucky 13 Co. recently started forward-
ing their new eighty-four page catalog to the
trade. This volume is most comprehensive and
carries illustrations, descriptions and quotations
on practically every accessory needed in the in- .
dustry, as well as featuring the full line of ma-
chines manufactured by the concern.

D. M. Bartelstone, head of the company, in a
recent statement to The World said that with-
out doubt all indications of the early weeks of
this year point to a tremendous business for the
wvear 1920.

CARTER MUSIC CO., INC., ELECTION

J. W. Carter Again Heads Beaumont Concern—
Will Occupy New Quarters March 1

At the January meeting of the stockholders of
the Carter Music Co., Beaumont, Tex., the fol-
lowing men were chosen as officers and directors
of the company: president, J. W. Carter; vice-
presidents, Frank Andrews and M. T. Walker;
secretary and treasurer, J. O. Van Ness; as-
sistant secretary and treasurer, C. C. Lewis, M.
E. Carter. This company, which handles the
Brunswick and Sonora in its talking machine de-
partment, has been in business since November
1 and it is planning to move into new quarters
about March 1. New booths will be installed
bw the Umt Construction Co. of , Philadelphia.
3 ¥ "."..*’. 1336 od o
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Kittanning—

Irving and Jack Kaufman—exclusive
Emerson stars—need no introduction to
people who like to hear good songs well
sung.

These popular entertainers have no end of
friends in Kittanning and elsewhere. Their
“record’’ speaks for itself.

They have a lot of “‘dealer’ friends, too.
Easy to see why. Emerson-Kaufman rec-
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Kaufman Bros. are coming!

ords are quick sellers. That means good
business and a steady stream of profits.

Dealers in Western Pennsylvania look to
us for their supplies of Emerson records
We fill all

—and we never fail them.
orders on the double-quick.

If you are not handling Emerson hits, the
assumption is that you are not interested
in “‘easy money."

Fmerson §ales Company

4018 JENKINS ARCADE BUILDING s smmscsesessals
PITTSBURGH, PA.
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Hereafter, Will You Kindly

order your requlrements for
steel needles through one of the

Brilliantone Dlstrlbutors"

" QOur business has grown and grown to such an extent,
that it has become absolutely necessary to reshape our
methods of distributing our output:: -

You will find a Brllllantone Distributor in your clty, or
located conveniently to your store.” He w111 supply your
requirements and has fac111t1es for securmg you prompt-
deliveries.

BRILLIANTONE ,

STEEL NEEDLES

UNIFORM HARDNESS
UNIFORM POINTS
UNIFORM LENGTH

-_-Admlttedly

Just.a Little
BetterYet They
‘Cost No Morer

LIGHT TONE &
SOFT TONE
LOUD TONE

MEDIUM TONE
EXTRA'LOUD TONE
COMBINATION TONE
PETMECKY MULTITONE

Made in America by Americans

BRILLIANTONE QTEEL NEEDLE (O.
‘ OF AMERICA, INCORPORATED

Suite 655-659, Marbridge Building, Broadway at 34th Street
NEW YORK CITY

Foreign Export: CHIPMAN LTD., 8-10 Bridge St., New York City

If

Your
Distributor
Does

Not

Carry
Brilliantone
Steel
Needles,
Kindly
Communicate
with

Us
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Edison Message No. 64

A prominent New York adver-
tising man recently said:

“The 1920 prospectus of the
Edison Laboratories incorporates
the greatest advertising and sales

promotion campaign evV er

planned.”

THOMAS A. EDISON, Inc.

ORANGE, N. J.
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Everyone is striving to forget the horrors of
war and any reference to same in conjunction
with advertising is considered taboo. And vet
a recent newspaper ad of Lord & Taylor was
so striking, and the contrast so forceful, that it
brought talking machines and records to the
attention of many who had not previously
considered them in the light of gifts. While
the ad aimed, of course, to suggest them as
holiday gifts, it would be equally forceful as a
suggestion for birthday or anniversary remem-
brances. Two cuts were shown—the first of a
soldier in a dugout. with a little old phonograph
siounted on a rude box, and the other of a
merry party of young people gathered about a
Victrola in a parlor, one of the young men in
the act of placing a record upon the machine.
Between the two cuts was the paragraph:

FROM DUGOUT TO FIRESIDE

Many a man who made a pal of a
battered Victrola and a few worn rec-
ords in some lone dugout in Flanders
will remember and appreciate his old
friend under the happier surroundings
of the home circle, where he can share
the holiday spirit with friends and fam-
ily and listen to his favorite music with
no fear of gas or of bursting bombs.

Think, too, what a splendid pair of windows
could be made to complement this printed ad.
No greater contrast could be imagined than the
pictured dugout, and the home parlor, In
both the center of attraction would be the
talking machine, and the striking displays
would attract the attention of all who passed
and put records and talking machines very
much in the pubiic eye.

One of the most elaborate of music windows
was that arranged by the Weymann house of
Philadelphia. In the background was a large
canvas drop showing a winter landscape by
moonlight. In front of this was a tree with
bare branches laden down with cotton snow.
Near the tree stood a reindeer—borrowed from
a collection of stuffed animals—drawing a
sledge on which was a Victrola and a large col-
lection of records. The sled and deer were on

top of a mound of snow, and all around the base
were laid records.
ered with a bearskin,

At one side was a table cov-
on which was a big

O 00 0

Interesting Phases of Mid-Winter Talking
Machine Publicity Analyzed -

feather pen and an open ledger, telling of suit-
able gifts of machines and records for members
of the family.

Records make acceptable gifts at all times
and the only reason more are not sold as such
is because people have not been trained to see
how appropriate they are for such a purpose.

The majority of people have faint conception
of the great variety of records that are being
produced, and it takes an ad like that of the
Home Music Co., Lancaster, Pa., to bring home
to all classes the fact that they can get any
variety they fancy. Thisc firm of music dealers
took an entire page in the local paper, in the

A=

Advertising Sugges-
tions Interesting to

Dealers Who Desire
Valuable Publicity
All the Year Around

Sl A

center of which was placed the cut of a fine
Victrola. Above. below and on either side of the -
cut were little boxes, at the top of which was
printed: “Jazz,” “Concert Songs,” *“‘Sentimental
Ballads,” “Mazourka,” “Comic,” “Italian Gems,”
“Patriotic,” “Scotch Airs,” “Revival Hymns,”
“Musical Comedy Gems,” “Opera Gems,” “Fox-.
trot,”” “Waltz,” “Church Hymns,” “One-step,”
“Popular Songs,” “Sacred Songs,” “Plantation
Melodies,” “Marches,” “Transcriptions,” “Ha-
waiian Airs,” “Folk Songs,” “Two-step” and
“Descriptive.”” In such a list there was music
of a kind to please the most diverse of tastes.
If they had arranged a window along the same
lines, with a talking machine and the records,
labeled as above, set in a wire rack, suspended
from the ceiling and laid on the floor, it would
have acted as a very potent selling agent for
selections old and new.

Many hardware stores are finding talking ma. -

By W. Bliss Stoddard
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chines a very profitable line. According to the
testimony of several who have installed them
they sell well at all seasons of the year. D. W,
DePrez, of the J. G. DePrez Co., Shelbyville,
Ind., said recently: “We push our talking ma-
chine department just as we do every other
line—averaging a display in.the . newspapers
about every ten days. We.also mention talk-
ing machines and records frequently in our store
paper, Pep. The mere mention. that Mrs. Smith
has bought a talking machine will send scores
of people to call on her to hear the new instru-
ment. We sell only standard machines, and
after hearing a selected list of songs many of
the visitors are filled with a desire to possess
a ‘talker’ of their own. If they have .one they
generally hear several new records—for we
take care to urge the inclusion of some of the
latest released records in. the. initial order of
records to accoinpany the new machine—and
the next time they come to the store there is
generally an inquiry for one of those they have
heard which happens to strike their fancy.”

They recently arranged a most attractive win-
dow display to feature their talking machines.
The floor was covered with powdered entton
to represent snow, and in the background were
small trees also thickly powdered. In the fore-
ground was a toy house about four feet high.
The door was opened and the interior brightly
lighted. Here in a high chair sat 4 doll, gaz-
ing at a full size Grafonola, which took up the
greater part of the room inside the house. The
window was lighted by bulbs of blue glass,
which gave a moonlight effect to the scene—
the bright light in the house causing the grapho-
phone to stand out distinctly. A card down in
front suggested: “Nothing like music to keep
the youngsters interested and amused. Put;a
graphophone in your home if you want to keep
the children there.”

DESLAURIES WITH E. H. LANSING

A. J. Deslauries, formerly with the Emerson
New England Co. and of late with-the Musical
Supply & Equipment Co., Boston, -Mass., has
joined the sales department of E. H. Lansing
in that city, maker of the Lansing Khaki moy-
ing covers for talking machines as well as piano
covers and scarfs.

DITSON VICTOR SERVICE

The Sort of Service That Meets
the Situation—Honestly

OLIVER DITSON CO. - BOSTON

- NEW YORK

CHAS. H. DITSON & CO.
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BAD FIRE IN RICHMOND, VA.

Retail Warerooms and Executive Office of A. J.
Crafts Co. Badly Damaged—PFactory Not
Affected and Production Is Growing

RicamoNd, Va., February 4.—The executive
office and retail warerooms of the A. J. Crafts
Piano Co., at 218 North Second street, this
city, were badly damaged by fire in the early
morning hours of January 19. The total loss is
not yet fully determined, but it is expected that
it will probably exceed $10,000, which is prob-

Partial View of Crafts’ Warerooms After Fire

ably covered by insurance. It has not been
definitely found out exactly how the fire oc-
curred, but it is thought to have resulted from
a defective wire in the basement. The accom-
panying photograph shows the damage done to
one section of the wareroom. A. J. Crafts,
president of the company, states that all papers
in his desk have been entirely destroyed. Among
these papers were numerous inquiries and
orders for the Crafts phonograph, together
with considerable correspondence. Mr. Crafts
makes particular mention of the loss of these
papers, so that dealers not receiving answers to
their communications may realize the probable

reason. Mr. Crafts states that they are holding
their entire force together and intend to carry
on the business with the least possible inter-
ruption. The Crafts factory is not located in
the same building with the executive offices,
and therefore the production of Crafts phono-
graphs will not be hindered.

INCORPORATE MANY IMPROVEMENTS

Several new improvements on the Mutual
tone arm will shortly be made as the result of
development work of Herman Segal, who has
been connected with the Mutual Talking Ma-
chine Co. for many years and is one of the
members of the firm., Mr. Segal has charge
of the development work at the Mutual factory,
and a number of improvements that have been
made on these tone arms in the past have been
the result of his work.

The full line of Mutual and Supreme tone
arms, together with the Manhattan wooden tone
arm, were exhibited at the offices of William
Phillips, president of the companies, 145 West
Forty-fifth street, New York, during the week
of the National Music Show. Mr. Phillips
placed his offices at the disposal of .visiting
dealers. which kind offer many accepted.

SONG OVER THE TELEPHONE WINS

Virginia Rea, who is recording exclusively for
the new Brunswick records, came to New York
last summer to secure an engagement to sing in
opera. She called William Wade Hinshaw,
president of the Society of American Singers, on
the telephone. He was just leaving town and
kad no time to make an appointment to see her
and hear her sing.

Nothing daunted, Miss Rea declared she would
sing over the telephone. She did so, and Mr.
Hinshaw was so impressed with her ability that
he postponed his trip and asked her to come to
him and sing again. From that moment her
rise as an opera star has been rapid.

MUSICAL ALARM CLOCK THE LATEST

Royal Family in England Awakened Each
Morning by Favorite Record on Machine
Started by Alarm Clock of Novel Construction’

A communication from the National Bureau
for the Advancement of Music describes a com-
bination phonograph and alarm clock known as
a “Musiclock,” which is the very latest device

.“for the practical application of music to the

needs of mundane existence. It is the inven-
tion of a Rochester man, Clarence L. Bull
Those who employ the instrument to arouse
them from their morning slumbers will have
the satisfaction of knowing that in one respect
at least they are on a par with the royal family
of England. Each morning those of the blood
royal in residence at Windsor Castle are awak-
ened by the skirl of bagpipes as a piper of the
Scots Guards struts up and down the terrace.

The “Musiclock” can be set not only to what-
ever time is desirable but also to whatever tune.
Upon going to bed at night the owner can
select his favorite record, place it in the ma-
chine, set the alarm for the hour at which he
wishes to be awakened, and retire. When the
hands of the clock have reached the time the
alarm is set for a spring is released and the
record begins to play.

Mr. Bull is a veteran of the world war and
during his service he became accustomed to
arising to the reveille call of the bugler. It was
this experience that turned his thoughts to the
path which led finally to the invention of the
“Musiclock.”

" UNIVERSAL PHONO. CO. IN DENVER

The Universal Phonograph Co., which was re-
cently incorporated in the State of Washington
with a capital stock of $750,000 has opened a
store in Denver, Col, at 1647 Curtis street. Tt
is said that an assembling plant will be built in
Denver.
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Dulcitone Figured Walnut, Rich
Mahogany, red or brown
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Dulcitone

Superiority of Finish Unquestioned

It is not only necessary that a Phonograph should have tone, proper reproduc-
tive and amplifying power, which is the result of right equipment, but it should
also have sightliness, appearance. Sight is the medium of the greatest
of all impressions. As a selling proposition appeals to the eye of your cus-
tomer first, please it, then, all else being equal, your sale is made.

Dulcitone Finish both appeals and satisfies. Years of specializing in the selec-
tion and matching of veneers enables us to produce a finish that for beauty

is absolutely not duplicated.

The equipment is right, too, of the highest order, giving to the dealer a com-
bination of finish, reproducing accuracy, and musical perfection that is not
found in other phonographs. Not a good machine housed in a poor cabinet,
nor a poor machine housed in a good cabinet, but a FINE machine housed

in a FINE cabinet.

Prompt deliveries.

Whrite for prices and particulars.

Dulcitone Phonograph Company

SOUTH HAVEN, MICHIGAN
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The new Krasberg factory, whose ample capacity and
facilities for the manufacture and production of
KRASCO Phonograph Products insure you against
delays and disappointments.

THE NEW ENCLOSED
KRASCO MOTOR

The Farthest
Advance in
Phonograph

Engineering

Krasberd Engineering &
Manufacturing Corporation %
536 Lake ShoreDrive Gﬁa%olllhwis USA.
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PITTSBURGH VICTOR DEALERS MEET

F. A. Delano Speaks on Victor Red Seal Sales-
manship Course—Standard Talking Machine
Co. Host to Over 100 Dealers January 14

PirrssurcH, PA., February 3—F. A. Delano,
director- of the Victor Red Seal Salesmanship
Course, which has been conducted at Camden
for the past several months, was in Pittsburgh
on January 14 and addressed a gathering of Vic-
tor dealers and their salespeople on the ques-
tion of record selling in the auditorium of the
Standard Talking Machine Co. Mr. Delano con-
fined his very instructive and interesting address
to methods of increasing interest and sales in
the better class of records by means of increas-
ing the knowledge and interest of the record
salesman. Following Mr. Delano’s address there
was much informal discussion and many deal-
ers expressed a desire to send their salespeo-
ple to take the salesmanship course in the near
future.

While in Pittsburgh Mr. Delano visited many
of the Victor dealers and addressed gatherings of

the sales force in several of the establishments.

A large number of Victor dealers gathered
in the Standard Auditorium to hear Mr. De-
lano. The following list gives the names of the
firms represented and also shows the number
of representatives from each house: Johnson
Music Co., Pittsburgh (2); Wainwright Music
Co., Marietta, O. (1); Kaufman’'s Department
Store, Pittsburgh (12); W. F. McLay, Carnegie
(1); Collins’ Drug Store, Meyersdale, (2);
J. H. Phillips, N. S, Pittsburgh (9); W. A.
Steadman, Butler (3); W. F. Frederick Piano
Co., Pittsburgh (3); Boggs & Buhl, N. S., Pitts-
burgh (3); Lechner & Schoenberger Co., Pitts-
burgh (3); Wm. Sahner & Co., Mt. Oliver, Pitts-
burgh (2); Verona Music Store, Verona (2);
Spear & Co., Pittsburgh (5); Half Bros., Home-
stead (3) Swank Hardware Co., Johnstown (5);
McCreery & Co., Pittsburgh (2); Kaufmann &
Baer, Pittsburgh (2); Menzer Talk. Mach. Shop,
Pittsburgh (1); Mather Bros. Co., New Castle
(2); D. Krasik, Monessen (2); Jos. Horne Co.,
Pittsburgh (3); J. D. Armstrong Drug Co,,
Brownsville (1); Ely Brothers, Jeannette (3);
H. S. Ackerman, Greensburg (2); J. Lloyd

smoothly.

movement.

CASTERS.

Full Size—C-65

FAULTLESS

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
Strong—plenty of metal in
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.
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.

A word

FAULTLESS

Eastern Sales Office:

GRAPHITE PHONO

ILSLEY’S SPRING LUBRICANT

llsley’s Lubricant makes the Motor make good

Is prepared in the proper consistency, will not run out, dry up, or
become sticky or rancid. Remalns in Its original form indefinitely.

Putupin I, 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
—_— " MACHINE LUBRICANT
Wrrite for special proposition to jobbers.

ILSLEY-DOUBLEDAY & CO., 229-231 Front St., NewYork

Grimm, Pitcairn (2); J. C. McGinity, Blairs-
ville (3); F. C. Wampler & Son, McKeesport
(6); The Milleman Co., Zelienople (2); E. E.
Schellhase, Waynesburg (2); W. J. Benjamin,
Vandergrift (1); C. C. Mellor Co., Pittsburgh
(6); Rudolph Wourlitzer Co., Pittsburgh (3);
Kulp’s-Drug Store, Braddock (3); S. Hamilton
Co., Pittsburgh (5); W. J. Mullan, Sewickley
(1); W. J. Mullan, Ambridge (1); H. A. Lamor,
Victor Representative (1); Standard Talking
Machine Co., Pittsburgh (6); Clark Wright, E.
Pittsburgh (1); and many .others whose names
could not be secured.

AUGUSTA FIRM ADDS DELIVERY CAR

J. B. White & Co. Cover Wide Rural Territory
in Two Southern States

J. B. White & Co., Augusta, Ga., dealers in
Victrolas and Brunswick phonographs, have

added a Ford delivery car for use of the out-of-
This car is equipped with a
an ' exact

town salesmen.

special -body which is duplication

of a Victrola, as may be seen in the photograph.
T'his concern is covering the greater part of two
States with two salesmen and during the past
year about 500 large cabinet machines were
placed in the rural districts. It is the policy of
J. B. White & Co. to give one year's free serv-
ice within 200 miles of Augusta and Manager
H. G. Ray has found this policy to be a paying
one. :

APPOINTED ADVERTISING MANAGER

The Rudolph Waurlitzer Co., of Cincinnati,
O., has announced the appointment of Ralph
Seward Heaton as general advertising man-
ager of the company. Mr. Heaton was for-
merly advertising manager of the H. & S.
Pogue Co., Cincinnati, a prominent department
store. and was at one time associated with Bar-
ron G. Collier, Inc.. New York.

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. We are also
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 upon any formula.

KEYSTONE MINERALS CO.

41 Union Square, New York City |
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THE INSTRUMENT OF QUALITY

onoral

CLEAR AS A BELL

Semi-Permanent

NEEDLES

make business bigger!

HEN you feature Sonora Semi-Permanent

\X/ Needles you hold your present customers and

bring many new patrons to your store, peo-

ple who come to buy Sonora Needles on their friends'’

recommendations. T he sale of the Sonora S. P. Needle

brings you a bigger profit S 3

than does the sale of any B &
olher needle! = 3
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Sonora Needles sell for
25c. a package of 5.

I P R

Theyare the greatest value
because they play many
times, do away with con-
stant needle changing,
sweeten the tone and in-
crease the life of the rec-
ords and because, having
parallel and not tapered sides, they prevent enlargement
of the record grooves.

Attractive Counter Display Holding
Six Needle Cases

These needles give wonderful satisfaction, are well
advertised and are in brisk demand. If you haven't
stocked Sonora Semi-Permanent Needles, do so now.
Just one reason why: It pays!

Three Grades: Loud, Medium, Soft
Retail prices, 25¢c. per card of 5. 40c. in Canada

T D L U T LY T T T U

Sonota Phonoaraph Company, Fuc.

GEORGE E. BRIGHTSON, President

NEW YORK CITY: 279 Broadway
Canadian Distributors: I. Montagnes & Co., Toronto

CAUTION! P ot s s neede !




Here’s a wonderfully popular set!

HEN your customers see this con-
'Y venient, handsome set they recog-
nize it as something they want and can

use. They buy. Sonora, ever the leader,
is first to offer the combination of ALL
NEEDLES for ALL RECORDS!

L/
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CLEAR AS A BELL

ALL RECORD
NEEDLE EQUIPMENT

Consists of a Sonora Diamond Needle in a gold-plated holder,
and a Sonora Sapphire Needle in an 1vory holder, both of super-
latively high grade in material and workmanship and beautifully
polished, with a needle point absolutely accurate in size, exactly
fitting the record groove.

With these there is

The retail price of

placed in the upper
part of the case
a set of Sonora
Semi-Permanent
Needles—two loud,
two medium, and
one soft.

this equipment is
$6.25, the splendid
case being free.
Sales of this pack-
age have been phe-
nomenal.

You need a stock now.

Remember—the Sonora ALL RECORD Needle equipment is of

typical Sonora quality through and through. Here is a great
profit maker which you should have at once. Write today.

Sonora Phonograph) Company, Ine.

GEORGE E. BRIGHTSON, President
NEW YORK: 279 Broadway Canadian Distributors: I. Montagnes & Co.. Toronto

See list of Sonora Jobbers in double page advertisement in this issue.
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| Margaret Romaine sings her first four
selections for Columbia this month. Order
big! Columbiarecords---A-2846 and A-2847.

Columbia Graphophone Co.
NEW YORK

R ———

NEW BRUNSWICK DEALER SERVICE

Special Window Displays Being Prepared for
Dealers—Regular Monthly Service Will Be
Maintained—February Display Well Received

The Brunswick-Balke-Collender Co. has pre-
pared its first series of window displays for its

are handsomely illustrated in color and make
use of artistic cut outs and posters of Bruns-
wick artists and record lists. These window
displays form the connecting link between the
national advertising campaign and the dealer’s
store. A regular monthly dealer service has been
established and will be maintained in the fu-
ture in the interests of the Brunswick dealers

One of the Specially Designed Brunswick Windows

dealers for use in connection with the new
Brunswick records which made their appear-
ance in the trade last month. These displays

in all parts of the
country.
The February dis-

. play consists of nine
separate pieces which
can be used in many
different ¢ o m b i -
nations together or
alone,” and is beauti-
fully lithographed in
eight colors. The
central panel of the
display is a reproduc-
tion of the announce-
ment of the new rec-
ords which appeared
in the January maga-
zines. This display is
sent to the dealers
free of charge and is
being received by
dealers through-
out the country with
great enthusiasm. Subsequent displays will be
devoted to the monthly hits and will be in the
hands of the dealer at the proper time.

DO YOU KNOW

RECALL
Style No. 11
Height 464 *aches

Depth 22%% inches
Width 20% inches

Four Styles —Catalog and Prices on Application,

The Huss Bros. Phonograph and Piana Co.
6-8-10 W. Canal Blvd., Cincinnati, Ohio

that the ““RE-CALL’’ combines L
QUALITY, BEAUTY and
RICHNESS "OF TONE to
make it the real surprise of the
Phonograph World during the
1920 season? S|
It has workmanship that is above
reproach, due to many years’ ex-
perience in the manufacture of
high grade cabinet work.

Its finish is of the highest type
while its equipment is of | the
very best. .
It sells at a price which makes it
attractive to the purchaser, at
the same time giving the dealer
a much larger margin of profit
than can be obtained from most
other lines.

Communicate direct with the Manufacturer.

-

MAIL MAY NOW BE RETURNED

"New Act Provides for Return to Sender of

Catalogs and Other Undelivered Mail Matter
—Merchants Long Urged Revision of Law

For a number of years merchants of New
York and ‘other cities have been endeavoring to
secure a modification of the postal laws that
will permit of the return to the sender of cata-
logs, booklets and merchandise of all kinds in
the event thaf it was not delivered by the post
office’ or forwarded to a new address.

An act approved on November 19, 1919, makes
provision " for returning to the sender or for-
warding to a new address undeliverable mail
matter of the second, third and fourth classes.
Hitherto these privileges attached only to first-

" class mail—that is, matter prepaid at the letter

rate.

" Under ‘the terms of the new law payment of
either'the forwarding or the return postage must
be guaranteed by the sender. The Postmaster
General is authorized to prescribe the necessary
regulations.

VICTOR-STARR LITIGATION

U. S. Circuit Court of Appeals in New York
Affirms Denial of Preliminary Injunctive Re-
lief—Merits of Case Left for Trial

A decision has just been handed down by the
U. S. Circuit Court of Appeals in New York
affirming the denial of preliminary relief in Vic-
tor Talking Machine Co. vs. Starr Piano Co.
on the Johnson Cut Record patent. The ques-
tion involved was whether the defendant should
be under injunction while the case was being
tried. ‘The defendant also argued for the dis-
missal of the bill of complaint, but this was
refused by the court and all questions involv-
ing the merits left for trial. The trial of the
“case is expected to take place in the near future.
* The Victor Talking Machine Co. in a letter
to The World state: “The case will be pushed

‘to"a fiftal determination and all who manufac-
“ture or sell infringing laterally undulating cut

records do so at their peril, and will be held to
full accountability under the law.”

MAKES HEADQUARTERS IN CHICAGO

N. J. Potomack, vice-president of the New
York Album & Card Co., has changed his resi-
dence from New York to Chicago. This change
of address will enable Mr. Potomack to devote
much of his attention to the large Chicago fac-
tory of the company, the output of which has
reached large proportions. Mr. Potomack will
also call on the Chicago and Middle West manu-
facturers, many of whom are eq‘uipping their
cabinets with Nyacco albums.

Gushing Young Thing: “Have you ever won-
dered what the lost chord really was?”

The Professor: “Probably a flat. I can’t find
cne anywhere!”
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~ Sells on, Sight

YOU’D BE SURPRISED how pleased your customers will be to know that at
last there is A ONE PURPOSE POLISH. You want .to be able to supply
them with this scientifically prepared, and therefore Perfect Polish, which not
only cleans, but at the same time restores the factory finish to the varnished
surfaces of cabinets.

Reflexo Retails for 25c¢.

and to enable you to give your customers the very best polish
with the maximum profit to yourself, we are making tempo-
rarily two introductory offers:

(1) For the Dealer who orders a minimum of five gross at $15.84 per
gross, we will additionally label the bottles “Made expressly for”
—your name and address, and also _send you Display Advertis-
ing Material. «

SR
To the Dealer who orders a sample shipment of ‘a quarter of a
gross at a cost of $5.76, we will send Display Advertising Material

 without any additional charges.

READ THE COUPONS BELOW
CHOOSE ONE—FILL IT IN—-MAIL: IT TODAY

___________________ e
PROPOSITION No. 1 —l R E F L E X 0 | PROPOSITION No. 2

Reflexo Products Co., Inc.

Marbridge Bldg., New York City | P R O D U C TS Reflexo Products Co., Inc.
Send us gross (minimum 5 gross) Reflexo ) Marbridge Bldg., New York Cily
Polish additionally labeled

“Made expressly for CO ln c Send us % gross REFLEXO POLISH
Al:;me 9 . (with Display Advertising Material)
ress
‘ for which we agree to 5.76 upon
(together with display Advertising material) MARBRIDGE BUILDING r:ce‘;v t“:)f oodfand in\l'):i)(':es =
for which we agree to pay $15.84 per Gross NEw YORK ClTY p :4 o
upon receipt of goods and invoice.
Name. . R B
Name -
Address e o - ES—— Address......
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BIRMINGHAM ASSOCIATION ACTIVE

Exposes Tax Dodgers and Directs a Most Suc-
cessful Co-operative Advertising Campaign
—Holcombe Music Co., Incorporated—Some
Recent Changes in the Field—Other News

BIRMINGHAM, ALA., February 2.—Since the or-
ganization of the Birmingham Victor Association
many good things have been accomplished by
its members. During December the city author-
ities, through the efforts of the association, were
put in touch with a great many dealers in talk-
ing machines who had evaded paying their
taxes. This netted the city several thousand
dollars and the officials were very grateful for
the assistance given by the association. During
the holidays an advertising campaign was con-
ducted by the association, featuring Victor Red
Seal records. All the newspaper mediums of
the city were used for this campaign and it
covered a period of five weeks previous to
Christmas. Much benefit was derived there-

- from. At the last meeting of the association the
following officers were elected for the ensuing
year: A. R. Boone, president; B. F. Simms, vice-
president; Miss Olive B. Willis, secretary, and
R. E. Weinberg, treasurer. This meeting was
held in the music rooms, of the C. C. Holcombe
Music Co. and a delightful buffet luncheon was
served.

The C. C. Holcombe Music Co. has recently
been incorporated with C. C. Holcombe, presi-
dent; J. H. Holcombe, vice-president and treas-
urer, and S A. Russell, secretary. The busi-
ness will be conducted as previously when oper-
ated under the firm name of C. C. Holcombe.

Wm. Quinn has severed his connection with
the Willlams Music House and has accepted
the management of the Victrola department of
the Cable-Shelby-Burton Piano Co.

The friends of Miss Irene Jenkins, of the C.
C. Holcombe Music Co.’s staff, were very much

distressed to learn of her recent illness and
the necessity of a rest for several months. The
good wishes of the local talking machine trade
go with Miss Jenkins on a visit to her home in
Youngstown, O, and all will anxiously await
the news of her return to health and Birming-
ham to again take up her work."

Benjamin Hammond, for several years man-
ager of the talking machine department of the
Clark & Jones Piano Co., announces that he
has recently severed his connection with that
house and 1s now with the Talking Machine Co.,
Victor distributors, of this city.

The many friends of B. G. Powell will be glad
to learn of his recent connection with the Maison
Blanche Co., New Orleans, as manager of the
music department. Mr. Powell for some time
past has been the local representative in this
territory for the Columbia Graphophone Co. and
enjoys a wide circle of friends.

A R. Boone, general manager of the Talking
Machine Co., is spending two weeks in the
North, during which time he will visit the Victor
factory.

A. W. Williams and C. C. Holcombe, both
popular talking machine men of this city, re-
turned recently from the Victor factory, where
they attended the salesmanship course which the
Victor Co. furnishes to its dealers. Both gentle-
men speak very highly of the benefits derived
therefrom and strongly advise each Victor deal-
er to avail himself of the opportunity of at-
tending one of these classes.

Earl Silliman, for several years connected with
the local staff of the Columbia Graphophone Co.
and later connected with that company in its
Boston branch, has returned to this city to be-
come engaged in the retail talking machine busi-
ness. Mr. Silliman has made no announcement
as to his plans thus far.

MAKE COLUMBIA RECORDS ON COAST

San Francisco, CaL., February 4—When all the
doors and windows of the Borgia Room were
closed and barred the other day, Art Hickman
and his jazz orchestra of ten ragtime musicians
made six more records for the Columbia Grapho-
phone Co. Hickman and his orchestra receftly
returned from New York, where they made
thirty-one records for the company, and the
Hickman records proved so good that the com-
pany wanted more. It was impossible for Hick-
man to take his orchestra to New York again
for a year, so the company sent J. A. Silles and
a carload of apparatus to San Francisco to make.
the records here.

A record was made recently as an experiment.
It proved that the Borgia Room is almost ideal
for making records and the apparatus was set
up and Hickman and his “jazzomaniacs” turned
loose. The room is a duplicate of the Borgia
room at the Vatican, and to make it the same
size as the room in Rome it was necessary to

put in extra walls. The result is that the
double walls make the room practically sound-
proof when the doors are closed. and thése new
Hickman records will undoubtedly be perfect
reproductions of this orchestra’s art.

TALKERS REPLACE SINGING SOUSES

Police Sergeants Offset One Effect of Prohibi-
tion in Original Manner

The reported effects of pr‘ohibition are many
and varied. According to a daily paper the desk
sergeants at the police stations miss the melo-
dies of the “singing souses” on Saturday nights
so keenly that they are installing talking ma-
chines in the station houses and building up li-
braries of such records as “We Won’t Go Home
Until Morning,” “The Stein Song,” and that
barroom favorite, “Sweet Adeline.” It is de-
clared that some sergeants are such sticklers
for correct atmosphere that they iasist on soak-
ing the reproducers in wood alcohol.

Make 1920 a Big
for Record Sales

CORI 33 ,{g//i ~ “for Capital S %
S - 4_.,.,;-,‘ 2 r Capital Service

ALBANY IS THE SECOND LARGEST POSTAL TRANSFER POINT IN THE UNITED STATES
ALBANY IS THE THIRD LARGEST EXPRESS TRANSFER POINT IN THE UNITED STATE»

THE GATELY-HAIRE CO., Inc.

JOHN L. GATELY, Pres.

Year

Remember—

“-\

VICTOR DISTRIBUTORS

356-358 BROADWAY

WHOLESALE EXCLUSIVELY

) AN N
\§\5\\\ .\\\; ‘x_‘—-’ e

Seven Railroads
Two Barge Canals
One River

FROM US TO YOU

ALBANY, N. Y.
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The New Model “E”
Garford Phonograph

The Greatest Value on the Market

122227

V2%

2

Immediate Deliveries in Any Quantity

—

IWNew 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.

Artistic Appearance.

ulrt &~ W N —

Guaranteed to give Excellent Service.
Order Now For lmmediate Delivery

Sells like “ Wild-Fire” the Year Round

We have an Attractive Dealer Proposition

The GARFORD MFG. CO.

ELYRIA, OHIO
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C. W. SOWERWINE WINNER IN WINDOW DISPLAY CONTEST

Edison Dealer of Huntington, Ind., Gets Free Trip to National Music Show and Necessary Hotel
Expenses for Best Window Display in Contest Inaugurated by Music Trade Review

Recognizing the fact that the window display
plays a vitally important part in the success of
every music dealer and that this field should be
stimulated in the interests of trade betterment,
a window display contest was originated by
The Music Trade Review last month. The prize
offered for the winning display was a free trip
to the National Music Show in New York City
and the winner was C. W, Sowerwine, an Edi-
son dealer of Huntington, Ind. The occasion
of the Music Show made the time for the con-

of the pictures sent in were Bruce Barton,
prominent writer and advertising authority, now
of Barton, Durstine & Osborn, New York; Ar-
thur Freeman, formerly advertising manager
tor R. H. Macy & Co: and sales director of
Gimbel Bros., now head of Einson Litho, Inc,
specialists in window display advertising, and
C. M. Tremaine, director of the National Bu-
reau for the Advancement of Music.

In rendering their decision, these judges con-
sidered the following points: the artisticness of

any one instrument or a combination of any or
all of them could be advertised. The decision
of the judges could be awarded on any display,
whether i1t contained one class of musical goods
or many classes.

The many good qualities possessed by the
najority of the photographs sent in made 1t a
difficult matter for the judges to choose one
which should receive the prize. It was an in-
teresting fact to note that by far the larger
part of the displays were devoted to talking
machines entirely or to talking machines and
small musical instruments. The percentage of
displays featuring pianos was comparatively
very small. It may be that the rush of holiday
business found most of the music stores bare

Holiday Window Display Which Won The Music Trade Review’s Two-Hundred-Doll ar Prize in Music Shop Trip Contest

test an especially appropriate one, for dealers

the display; the “idea value” of the display;

of pianos and players, and few were available

for use in window displays. It may also be
that dealers consider the talking machine a bet-
ter medium and more easily handled in a dis-
play of this kind and for this reason used it
so extensively,

the propaganda value of the display along
“music in the home” lines, and the merchan-
dising value of the display. These window dis-
plays were not confined by the rules of the con-
test to any one class of musical instruments,

from all parts of the country met in New York
and exchanged their personal ideas regarding
every phase of the industry.

The judges who chose the picture of Mr.
Sowerwine’s window display as being the best

SERVICE SERVICE .

SELLS
a Combination

HITS Hard to Beat

DARDANEILILA—The greatest Dance Record of all time now ready with other Big Hits. We can supply them NOW

On Miami Shore . . . . . . .
Now I Know . . . . . . . .

Waltz
Fox-trot

Pretty Little Rainbow . . . . . Waltz

In Your Arms . . . . . . . . Fox-trot 4040

4045 {

Exceptional facilities for New York, New Jersey and Connecticut Dealers to get the livest Record Proposition in the trade

ZIEGLER, BAKER & JOHNSON

100 Chambers Street
New York City

Phone Barclay 5728
for Service
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BUFFALO VICTOR DEALERS MEET

Midwinter Banquet of Local Victor Retailers
Well Attended—F. A. Delano the Guest of
Honor—Salesmanship School Explained

The Buffalo Victor Retail Dealers’ Associa-
tion held its midwinter banquet at the Buf-
falo Consistory on Friday evening, January
16th. The dinner, which was attended by more
than 100 representatives of the Victor retail in-
dustry in Buffalo and the surrounding cities,
proved to be a very enjoyable one and most
interesting because of the presence of F. A.
Delano, head of the Victor School of Sales-
manship conducted at the Victor plant.

Immediately after the guests were seated at
the table, the War Veterans' Quartet rendered
several selections, which were highly entertain-
ing and appropriate for the occasion. The ban-
quet which followed progressed through its nu-
merous courses without interruption until after
the coffee had been served. Mr. Heinike, of
Denton, Cottier & Daniels, the president of the
association, then arose and expressed his un-
bounded pleasure at being able to see the asso-
ciation once more convened.

F. A. Delano, of the Victor Co. was then
introduced by the president. Mr. Delano spoke
of the value of the Victor School of Salesman-
ship. His address, which covered. most com-
pletely this course in instruction, was given in
such an entertaining manner that, although ex-
tending over an hour’s time, he held the in-
terest of his audience during its entire length.
He brought out the fact that not only did those
who attended the school familiarize themselves
more intimately with the Victor Red Seal cata-
log, but also learned psychology of salesman-
ship, correct presentation, the manufacture and
quality of the Victrola, and also had the oppor-
tunity to meet personally the executives of the
Victor Co. and the great singers who record
under exclusive contract for them.

At the close of Mr. Delano’s address the
president called on Olin L. Neal, director of
the Buffalo Talking Machine Co., Victor whole-

salers. Mr. Neal in a few words most elo-
quently pictured the future of the Victor
retail business, stating that he believed it

would be only a short time before enough
merchandise would be forthcoming from the
factory to satisfy the demands of every Victor
dealer. He also touched on the value of the
association to its members, in that the co-oper-
ative effort of the association might bring about
results needed in the industry, which could not
be obtained through disconnected effort.

C. N. Andrews, of W. D. & C. N. Andrews,
Victor jobbers of Buffalo, N. Y., was the next

speakcr. He spoke on co-operation between the
membcrs of thc association, stating he bclieved
it would bring about better business for all
At the close of -Mr. Andrews’ speech, Edward
Lyman Bill, of The Talking Machine World,
was called upon to say a few words. Mr. Bill
humorously pointed out the many small points
in salesmanship and in store courtesy which are
necessary in conducting a successful business.
An interesting and most pleasant surprise to
all present was the announcement that Mr. De-
lano had secured the services of his sister to
act as accompanist to him in rendering a few
selections. Although Mr. Delano tried to im-
press upon his audience by a few words before
commencing to sing that he was entirely out
©f practice, his rendition of certain operatic se-
lections proved most conclusively that he was
a master in singing as well as in salesmanship.

NEW MACHINERY FOR BOOTH CO.

Manufacturers of Talking Machine Felts in
Brooklyn and Chicago Busy

The Booth Felt Co., Inc., which has for al-
most twenty years operated plants in both
Brooklyn, N. Y., and Chicago, Ill., has in recent
years given much attention to the products
needed by the talking machine manufacturer.
This includes turntable felts, motor felt wash-
ers, motor brake felts, needle rest felts and
cabinet strip felts, products of which they al-
ways carry a large stock, thus assuring prompt
deliveries.

For .the purpose of giving the utmost co-
operation to the manufacturer they have in-
stalled much special machinery, together with
dies of every dimension, so that they are
equipped to make quick deliveries of other than
the stocked products.

TALKING MACHINE TRADE GROWS

Several models of the Dusonto phonograph,
manufactured by the Belcanto Co., Inc.,, New
York, are on display in the retail warerooms of
Jacob Doll & Sons, 112 West Forty-second
street. A large shipment of Pathé machines
has also arrived, being a part of a consignment
which was due to arrive in time for the Christ-
mas trade but did not arrive until the middle
of January. Manager Fred Doll has found. that
the talking machine end of his business is grow-
ing rapidly and the Pathé machines and Pathé
records are selling rapidly in New York.

Russell Wells, son of Charles E. Wells, head
of the Charles E. Wells Music Co., Denver, Col.,
was married recently to Miss Marie Gillespie.

J. F. DRAKE WITH C. C.- MELLOR CO.

Former Victor Traveler Joins Wholesale Victor
Department of Large Pittsburgh House—A
Graduate of the Victor Salesmanship' School

PittsBurcH, PA. February 2-—J. Frederick

~ Drake, who was formerly connected with the

Victor Talking Machine Co.’s travel department
and stationed in the New York State territory,
and who later left the music industry, has again
entered the talking machine field and is now
connected with the wholesale Victrola depart-

J. F. Drake
ment of the C. C. Mellor Co. Mr. Drake is
an experienced Victrola man and recently took
the Victor salesmanship course, which is be-
ing introduced among the staff of Victrola em-
ployes who are under the supervision of John
Fischer, the well-known manager of the Mellor
Co.’s Victor interests. Mr. Drake for a time
was also connected with the Gately-Haire Co.,
Victor wholesalers in Albany, N. Y.

W. H. McINNES MADE MANAGER

\Wm. H. McInnes has been appointed New
England district manager for Brown-McManus
& Co., the well-known talking machine, record
and accessories jobbers. The firm has opened
up an office at 41 West street, Boston, Mass.,
with Mr. MclInnes in charge.

LUBRICATES,
POLISHES AND PRE.
VENTS RUST

FIRE-ARMS TYPEWRITERS,
TALKING MACHINES.SEWING
MACHINES, TOOLS, MAGNETOS,
MUSICAL INSTRUMENYS, LOCKS,
AODING MACHINES, LIGHT
MACHINERY, ETC. PIANOS, FUR-
NITURE ANO ALL HOUSEMOLD
ARTICLRS,

MANUFACTURED BY

NYOIL is put up in the following sizes:
No. 32 (Csn) 1 Qusnt
No. 128 *' 1 Gsllon
No. 540 ** 5 Gsllon

NYOIY;

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

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

It is colorless and has

=
[

" The finest and most delicate pieces of mechanism do not prove
efficient unless properly lubricated. Skill, Genius, Invention and
Stop and consider this

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

o et oS
s

i
THE MOST HIGHLY

g

Hundreds of satisfied customers have written us that they would uever use anything else for
Talking Machines, Graphophones, Phonographs and Sewing Machines
NYOIL will lubricate the machinery and polish all woodwork

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

WM. F. NYE, NEW BEDFORD, MASS,, U.S. A. Nes

REFIKED OIL THAT KAS
B\ YETBEEN PRODUCRD

AR T
v s,

EY W ALs A

sem i B artvind
iy MOT GUR QR CHILL
.

NYOIL is put up in the follow-
Ing sizes:
No. 1 Bottle 1 ounce
‘3 onnces
8 ounces
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Should BeOn Every

TALKING MACHINE

AT LAST

NEW LIGHT that will apply to every

make of talking machine in the world.

It is reliable, easily applied, and will give perfect
satisfaction.

Beautifully finished in nickel and gold.
Both lights and batteries are fully guaranteed.

Low in price, within reach of every talking
machine owner or buyer.

Big discounts to dealers. Write your jobber or
direct to us for descriptive circulars outlining our
selling and advertising campaign.

RETAIL PRICES \

Angular Vertical Horizontal

Each package complete as illustrated atove

. STANDARD. AGCESSORY. GORPORATION.

355-357 East\Vater Street  MANUFACTURERS  Mjlwaukee Wisconsin USA.
I ) PATENTEES
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Mardqne_s sings two deep sea songs “Rocked in the
Cradle of the Deep” and “Asleep in the Deep” that
will make your. customers go deep into their pocket

Columbia Record, A-6134.

Columbia Graphophone Co.

NEW YORK

T —

COLUMBIA GRAPHOPHONE MFG. CO. SECURES INJUNCTION

Fulton Phono'graph Co. Restrained From Use of Any Imitation of Plaintiff’s Trade-marks by In-
junction Issued by Judge Mayer- in Unit_ed States District Court

An important decision was handed down re-
cently by Judge Mayer in the United States
District Court, Southern District of New Yorlk,
wherein an injunction was granted to the Co-
lumbia Graphophone Mfg. Co. in an action
which it instituted against Paul Davidson, do-
ing business as the Fulton Talking Machine Co.
in New York City, New York. Judge Mayer’s
decision, which is a very important one, reads
as follows:

“This cause having come on to be heard
upon the return of the order to show cause
herein, dated December 18, 1919, and upon the
bill of compldint herein, duly, verified, and upon
the affidavits of Harold S. Brady, Arthur E. Ger-
maize and John G. Ray, herein, and upon the
exhibits annexed and referred to in such papers,
and each of them, from which it appears that
the plaintiff is the owner of United States
registered trade-marks Nos. 54,714, 93,429, 95,705
and 183,012, and each of them, and that the
defendant has infringed the said trade-marks,
and the plaintiff’s rights thereunder, and the
other rights of the plaintiff related thereto, all
as alleged in the complaint herein, and no cause
having been shown why a preliminary injunc-
tion should not be granted herein as praysd.
and defendant’s counsel consenting.

“Now, after hearing W. Laird Goldsborough,

“Esq.,, counsel for the plaintiff, and Henry ' B.

Mitchell, Esq., counsel for the defendant, 'ani
after due deliberation, it is hereby

“Ordered that the defendant, Paul Davidson,
his attorneys, agents, servants and workmen, be,
and they hereby are, restrained and enjoined
during the pendency of this suit and until the
further order of this court, from making, sell-
ing, advertising or offering for sale talking

machines or p'ar.ts thereof, talking machine rec-.

ords, or the like, not manufactured by the plain-
tiff, designated in any ,manner by _name or
marks, or any or either of them, shown and
described in U. S. Certificates of Trade-mark
Registration Nos. 86,714, 93,428, 95,703 and 123,-
012, or any or either of them, or -any colorable
imitation thereof, or of any or either of them,
or in such manner as to be calculated to lead
or deceive the trade or the public into be-
lieving that in purchasing the defendants’ said
goods they are purchasing the product of the
plaintiff, and from using the said names and
marks, or any or either of them, in any man-

ner in infringement of the plaintiff’'s equitable.

rights, and in particular from selling or offer-
ing for sale or disposing of in any manner what-
soever, directly or indirectly, any talking ma-
chines or parts thereof, talking machine rec-
ords, or the like, not manufactured by the plain-

HOW ABOUT IT?

For a long time now we
have claimed that

THE DE LUXE STYLUS

Is the Best Semi-Permanent Nge:dle Made

Plays 100—200 Recerds
No Scratch—No Hiss
Three for 30 Cents

Free Samples—Circulars—Discounts

Gladly Furnished

Duo-Tone Co., Inc.

Manufacturers of Talking Machine Needles
ANSONIA, CONN.

You can’t afford to be without THE DE LUXE STYLUS

- N e [BuB

tiff, bearing the words and marks “Columbia,”
“Grafonola,” “Note the Notes” and the so-
called Tied Music-Notes and the circle, in in-
fringement of plaintiff’s said trade-marks Nos.
84,714, 93,428, 95,703 and 123,012, or any or
either of them, in any manner, or form in any
such manner representing that his goods are
the product of the plaintiff. -

L (Signed) “J. M. MAYEr.

- “United States District Judge.”

PATHE BUFFALO DEALERS MEET

Listen to Addresses by President Widmann, H.
N. McMennimen and James Watters

Burraro, N. Y., February 4—The convention of
Pathé dealers in this section of the country was
held Jan. 14 at the Lafayette Hotel, this city.
There were two sessions. At the morning re-
union James \Vatters, of the Dealers’ Service
Department of the Pathé Freéres Phonograph
Co., spoke most interestingly on “Dealers’
Service.” At the luncheon which followed the
dealers present discussed various phases of the
Pathé business and were entertained by Grace
Hoffman, soprano, and Lewis James, tenor. The
afternoon session was opened by an address by
FEugene A. VWidmann, president of the Pathé
Fréres Phonograph Co. H. N. McMennimen,
managing director’ of the Pathé Fréres Phono-
graph Co., also spoke. A discussion followed on
“What Will Increase Record Sales” and “Ac-
cessories That WWill :Help the Phonograph
Business.” The honorary guests of the occasion
included the speakers, O. N. Keiss, field super-
visor, and the .artists who entertained the
guests. The convention was a decided success.

The Buffalo Wholesale Hardware Co., Pathé
distributors, was well represented, the follow-
ing executives and members of the sales organ-
ization being present: Charles H. Smith, presi-
dent; N. A. Taber, vice-president; J. P. Becker,
vice-president; A. \V. Weaver, secretary; Henry
Machmer, assistant secretary; \V. M. Thomp-
son, treasurer; M. B. Zeluff, assistant treasurer;
C. H. Elliottt, C. P. Morrison, sales managers
and Earl B. Dryden, manager phonograph de-
partment. Fayette Nims, H. E. Bristol, W. S.
Boyd, John Marshall, R."H. Neckers, F. R.
Woodside, W. K. Ruger, H. J. Taft, W. A.
Riggs, N. Alt, B. Hartnett, C. F. Geyer, J. A.
Webber, W. J. Becker, A. E. Stevens, Ross C.
Lamoreaux, O. E. Eyeington, J. S. Becker, N. B.
Noxsel, L. J. Pike, F. Swagler, 'H. Hill, J. J.
Gibbons and A. A. \Weaver also attended.

REPAIR SPECIALISTS IN BUFFALO

Gaulin Bros. Buffalo, N. Y., have opened up
a repair shop specializing in the repair and up-
keep of reproducers and parts. The headquar-
ters of the ncw store are in the Market Build-
ing and the members of the firm are Michael
A. Gaulin, formerly of W. D. Andrews, and
Frederick J. Gaulin who was with the Colum-
bia Co. for some time.
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(Ohe UL-TONA

PLAYING A BRUNSWICK RECORD.

These Ideas Won

How Brunswick advancements have won many thousands
These are facts that concern every dealer

of friends.

Nearly all phonograph buvers were, at first,
restricted to one make of records. To oftset this
limitation, some makeshifts were offered.

But it was Brunswick’s happy opportunity to
present to musical America that remarkable
creation, the Ultona.

This all-record reproducer plays each record
exactly as it should be played. At the turn of a
hand it presents the right needle and the right
diaphragm to any make of record.

The Ultona focused the atten-
tion of music-lovers everywhere
upon the Brunswick Method of
Reproduction.

Then we announced the Bruns-
wick Tone Amplifier—another bet-
terment. It is made entirely of
wood, avoiding the harshness of
tone produced by the cast metal
throat commonly used.

By developing this all-wood.
violin-principle amplifier and con-
structing the Brunswick according
to musical laws, we were able to
endow it with a tone quality hither-
to unknown.

The Ultona and the Tone
Amplifier are but two features of
the Brunswick Method of Repro-

D

duction. Yet they contribute largely to the su-
periority it has attained.

The way to judge a phonograph is by compari-
son. We are justly proud of the fact that the
great majority of our dealers have chosen The
Brunswick by this method.

And this is the test we invite from every buyer.
We know what their verdict will be. And as we
have profited by the building up of a great dealer
organization through comparison, so can the

dealer create profitable business
for himself.

Another aid to dealer success
lies in our latest trinmph—Bruns-
wick Records. They, too, set
new standards. For we have in-
cluded all the best features of
record-making and have added the
missing element!

Each Brunswick Record is pro-
duced under the supervision of a
noted director. Thus we unite the
talent of the artist with the genius
of the composer.

This brings a new significance
into recorded music enjoyment.
And you will note, as you hear
them, that Brunswick Records
bring something beiter.

IRUNSWICK-BALKE-COLLENDER COMPANY

General Offices: 623-633 S. Wabash Ave., Chicago

Dranch  Houses
tie 1 te

Canadian Distributors:
Musical Merchandise Sales Co..
319 Yonge St., Toronto
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All Brunswic

We make our phonographs complete. We do not assemble

parts made by others.

This is to confirm the fact among dealers that
Brunswick Phonographs are not assembled, like
many others. ‘

LEvery Brunswick is 100 per cent Brunswick.

We realize that most phonographs are assembled
We know of only one other concern with a policy
like ours.

In the beginning, it is true, we bought some
parts elsewhere. But we soon found it a mistake.
There were too many variations.

Too many parts had to be rejected
by our inspectors.

So we decided that we would
make Brunswicks completely in our
own shops, however great the nitial
investment.

It has been a wise policy. We
would never go back to the old
way. We have found, by experi-
ence, that our 100 per cent method
is the right way for us—the right way for our
dealers—the right way for phonograph buyers.

This policy gave us the opportunity to install
and maintain the most rigid standards. And
thereby to guarantee every mechanical part for
the life of the instrument.

All Brunswick features are our own

We need never compromise with quality. We
can control it. \We are surer of uniform production.

Brunswick cabinet work, for example, is the
We profit by 76 years of ex-
For the House

finest obtaimnable.
perience i wood craftsmanship.
of Brunswick has been long-famous for its ex-
cellence oi wood workmanship.

Thus it is throughout our entire organization—
in our model factories.

In every manufacturing policy
we strive for the utmost—no money
1s spared in adopting betterments.
No half-way measures are suffi-
cient. Nor ever have been, in all

these successful years of the IHouse

of Brunswick.

And all who know this concern
are quick to recognize its ideals,
its business integrity.

We give you the facts. We
show you the size of this company—the breadth
and soundness of its policies.

These policies have a telling effect upon Bruns-
wick dealers.

They give him honest merchandise. They en-
trench him against all competition.

THE BRUNS\VICK-BALKE—COLLENDER COMPANY
General Offices: 623-633 S. Wabash Ave., Chicago

Branch Ilouses
in Principal Cities of United
States, Mexico and Canada

Canadian Distributers:
Musical Merchandise Sales Co.,
819 Yonge St., Toronto

PHONOCRAPHS AND
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WHO PAYS MOST EXCISE TAXES?—YOU’D BE SURPRISED

Connecticut District Heads List in War Excise :I‘ax Returns on Musical Instruments Under the
Revenue Act of 1917—Fifty Per Cent Ahead of New York—Big Returns Under 1918 Act

Here is a question for you members of the
trade who pride yourselves upon knowledge of
facts and figures concerning the production of
musical instruments. Where are musical in-
struments of the greatest value manufactured?
New York or Chicago, you’ll say, most probably.
But you’re wrong, brother, you're wrong.

The annual report of the Commissioner of
Internal Revenue offers some figures that are
as interesting as they are valuable, as indicating
the districts 'in which the bulk of musical in-
struments of the tax-paying type are produced.
It would naturally be assumed that with New
York as the piano and player-piano manufactur-
ing center of the country, and with thousands
of talking machines manufactured or assembled
in this city, the taxes paid would overshadow
the figures from any other district. As a mat-
ter of fact, the Internal Revenue District show-
ing the largest return in excise taxes on piano
playets, phonographs, etc, under the Revenue
Act of 1917 (3 per cent tax) was Connecticut,
the total taxes being $635,276.56. The next
district in volume of taxes was the first New
Jersey with a total of $447,384.35, and the grand
total for the first, second and third New York
district, taking in the entire metropolitan area,
was only $333,156.18. The first district of Illi-
nois, taking in Chicago, registered a total of
$383,435.59, while the fifth district of New Jer-
sey, in the northern section of the State, reg-
istered a total of $223,761.52. Some States had
no reports to make, and the smallest amount
reported from any omne distfict was in that of
North and South Dakota, where the return on
musical instruments was 12 cents, although in
the same district over $6,000 was paid on au-
tomobiles and over $4,000 on jewelry.

It must be understood in considering these
figures that the piano industry paid taxes only
on piano players and that at a 3 per cent rate.
Although there are many players and music
rolls manufactured in Connecticut, the heavy
tax returns without question are due to the lo-
cation in that State of the factory of the
Columbia Graphophone Co. Likewise, the re-
turns from the first and fifth New Jersey dis-
tricts are traced to the fact that the plants of
the Victor Talking Machine Co. and of Thomas
A. Edison, Inc., are located in those districts.

Under the provisions of the War Revenue
Law of 1918, New York came strongly to the
fore and headed the list with the total amount
of taxes paid at $1,441,841.65, this for the third
New York district alone. The first Illinois dis-
trict, taking in the city of Chicago, was second
with a total of $1,082,135.14. Connecticut, the
leading district under the 1917 act, increased
slightly during the 1918 act and registered a
total of $738,122.26.

In considering all these figures under the
1918 act, ‘it must be remembered that the tax
rate was increased to 5 per cent, and taxes paid
on musical instruments were not classified sep-
arately in the commissioner’s report, the figures
including the total of taxes paid on pianos, talk-
ing machines, sporting goods, chewing gum,
cameras, yachts, etc., so that definite figures on
musical instruments are not obtainable.

That the music industries played no small

5. New Automatic
Cover Support

Practical—Inexpensive
Fool Proof

No. L. Fit Cover at any angle
No. 2 Hinge Plate bent to
Fit Cover

Samples on Request
Quantity Discount

AUTOMATIC COVER SUPPORT MFG. CO.

77-81 MILL STREET BLOOMFIELD, N. J.

part in adding to the revenues of the country
during the emergency period is indicated by the
fact that the total receipts in war excise taxes
on piano players, talking machines, etc., under
the Revenue Act of 1917 made a grand total of
$2,393,245.99 up to June 30, 1919. The returns
since that date have naturally been much heavier
owing to the fact that pianos are included among
the taxable instruments, and the tax rate is
now 5 per cent.

THE TIME TO PLAN IS TODAY

When the doors close in the evening that is
no sign that there is nothing more the dealer
can do. Tonight is the time to plan for to-

'INAUGURATE NEW BONUS PLAN

Standard Talking Machine Co. Adopts Point
System for Rewarding Efficient Employes

The Standard Talking Machine Co., Victor
wholesalers of Pittsburgh, Pa., have announced
a new bonus plan as a reward for efficient work
on the part of their employes. The employes
will be rated each month on the following ba-
sis: Efficiency, five points; team work, three
points, and punctuality, two points. Each point
will count as 1 per cent of the monthly salary
of the employe and a perfect score each month
will entitle him to a bonus of ten per cent of
his month’s salary. The bonuses will be paid at
the end of the year.

The Premier Phonograph File Co.,, New
York, has been incorporated for $51,000 by J.
Michaelis, A. E. Chernack and A. N. Ditter-
man, 51 East Forty-second street.
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—12 Months to Pay

The first payment brings you the sign
—and you have the |2 months to com-

plete the payments.
many times over.

—Works nights and holidays
after you close your store.

The beautiful Federal Electric sign as shown above gets the constant
attention of people who pass your place of business after business hours,
as well as during business hours.
rush is forgotten, the people take inorc time to look around and observe
They will sce your sign, and because of its clean-cut distinctive-
ness remember it.
suggesting to prospects that they trade with you.

This beautiful porcelain enameled steel sign is finished in blue and
The white letters on an embossed blue background gllsten in the
daytime and sparkle at night.
occasional washing keeps it looking like ncw.
day for elcctricity—there is no other expense.

things.

white.

prices.

times over in increased business.

Pays for itself

And on holidays when the business

It is the salesman that never tires, and that is forever

Never neeéds refinishing or painting; an
Costs only a few cents a
Pays for itself many
Send coupon for full information and

Tear Off and Mail Coupon Now

FEDERAL ELECTRIC COMPANY

representing
Federal Sign System (Electric), Lake and Desplaines Sts., Chicago, Ill.

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

12-months-to-pay Plan.

Explain your
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Jury Quickly Renders Verdict in Favor of De-
fendant When Machine Is Demonstrated

A demonstration given on a talking machine
before a jury in Geneva, N. Y.. last month is
given credit by attendants at the trial for a ver-
dict which Charles E. Buck, a local music dealer,
won from the jury hearing the case.

Buck was sued by Joseph Hartley for $25.
Hartley alleged that he paid Buck $25 as a de-
posit on a talking machine which he was to pur-
chase for $100, providing a demonstration to be
given later to his wife was satisfactory. He al-
leged that the demonstration was given and that
the machime was not satisfactory, and that he so
informed Buck and demanded the return of
his money.

Buck, who ‘appeared as his. own attorney and
tried the case before a jury, declared that Hart-
ley bought the machine and that there was to
be no further demonstration. He maintained
that Hartley owed himm $73.

“TALKER” WINS CASE IN COURT

Just before the proof closed Buck had a ma-
chine, which he declared to be the one in ques-
tion, brought into the court room. He played
a number of selections, ending with a lively
jazz piece, and then asked that the jury re-
turn a verdict awarding him $75 and Hartley
the machine. The jury, after being out a few
minutes. returned a verdict for the full amount
asked by the defendant.

Later in the afternoon Hartley called at the
court, paid the amount of the judgment, and
took the machine demonstrated to his home.

NEW COMPANY FORMED IN FT. WAYNE

Fr. Wavng, Inp, February 6.—There was re-
cently incorporated in this city the Wm. A.
Waggoner Talking Machine Co., which will
manufacture the \Wayne Opera-Phone. The
company plans to have a factory in operation in
Ft. Wayne by the first of April. W. A. Wag-
goner is president of the company, Geo. E.
Benchel is vice-president and J. C. Waggoner
is secretary and treasurer.

e

distributors.

of the trade.

»—-""""’ﬁ' - v s
'H IS MAST™RS VOICE 4 h

— REG.U.5 PAY. OFF
=

Elyea Talking Machine Co.

11 North Pryor Street
Atlanta, Georgia

Announces the taking over, effect-
ive February lst, of the business
of the Elyea Company as Victor

The ELYEA TALKING MA-
CHINE COMPANY offers the
Southern Victor Dealer the skilled
service and co-operation of a spec-
1alized, efficient and exclusive
talking machine organization.

[t stands for the very best interests

Exclusively Wholesale

ATTENTION

1f you are looking for quick service and right
prices, get in touch with us on the following
lines:

Arto Rolls

Emerson 7 inch Disc Records

Wall Kane Needles

Complete line always on hand

Write for monthly bulletin, catalog and
prices

Enterprise Music Supply Co.

- 145 West 45th St., New York City
MAURICE RICHMOND, Gen'l Mgr.

We are the largest jobbers of sheet music and music
books in the U.S.

Save time and money by ordering
all your supplies from one house

CLOSED RECORD-BREAKING YEAR

Southwestern Drug Co. Tell of Their Progress
~ in the Development of Sonora Trade

WicHITA, KaN., February 6.—The Southwestern
Drug Co., of this city, distributors for the So-
nora phonograph, are more than satisfied with
the results of 1919. In a recent interview re-
garding conditions*the company said: “Com-
petition has been keen, and it continues to be
keen—but the only noticeable result is the ever-
increasing demand for the Sonora. Owing to
this demand from our present dealers we have
been unable to establish further agencies, for
which there have been frequent inquiries. A
large number of our agencies are in towns of less
than 2,000 population, and the volume of their
business will make many a city dealer sit up
and take notice.

“An almost incredible instance of small town
business is that with the Eagle Drug Store of
Ingersol, Okla. Its proprietor, Ivan Morgan,
has been averaging in this little town of 300
population more than three sales a month since
he took on the agency in 1918. In the large
towns and cities our dealers are having wonder-
ful success, the new ‘Elite’ proving to be a big
factor in increasing business. Bradbury Bros.,
leading phonograph dealers of Alva, Okla., are
featuring this model with excellent results. C.
Irion & Son, of Harper, Kans,, are also develop-
ing unbelievable sales volume with the bulge
design models.”

START ON SALES CONTEST TOURS

San Fraxcisco, Car.,, February 5.—Forrest E.
Brackett and Arthur H. Sule, traveling repre-
sentatives for the Walter S. Gray Co., of this
city, jobbers of talking machine accessories,
have provided themselves with fast, high-
powered automobiles and have already started
the race for supremacy in salesmanship for the
year 1920. Mr. Brackett left recently for the
Northern trip, and Mr. Soule the following day
for the South. Mr. Soule travels as far down
the coast as Sante Marie and then crosses over
the mountains to Bakersfield, traveling by the
San Joaquin Valley., The first few days of the
trip for both of these popular travelers indi-
cate that 1920 will be far ahcad of 1919 in sales
and that they will certainly need their automo-
biles to cover the ground adequately.

SEND FOR ILLUSTRATED PRICR LIST
AND FREE SAMPLE

“GLOBE” TRANSFER NAME PLATES

DEALERS EVERYWHERE APPLY THEM
ON PHONOGRAPHS, PIANOS. ETC.

GLOBE DECALCOMANIE CO.
JERSEY CITY, N. J.
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VITANOLA
FOURTEEN

WHAT IS THE
TONE FILTER?

—The Tone Filter brings music from the
Vitanola freed from harsh surface noises
and blasts—

This elimination of practically all outside
noises is responsible for the Vitanola's
marvelously sweet and life-like tone.

“Tone Filter” is a term applied to the
combination of features and construction
which is responsible for the clearness
of Vitanola music.

Use Any Make To Dealers

R Write today for a
of Record real business-build-
The Vitanola instantly, ing, profit- making

proposition— litera-

without extra attachments,
ture and the book

adapts itself to the playing “How to Make a

of any make of disc record Phonograph Dcﬁt

on the market today, Pay—BlG will
included

whether of domestic or for-
eign manufacture.

M etropolitan Sales Representatives: M.- M. Roemer Sales CO[p. Iﬁ)g\x\yggrf{?risi

VITANOLA TALKING MACHINE COMPANY, 508 West 35th Street, CHICAGO, U. S. A.




THE TALKING MACHINE WORLD Fesruary 15, 1920

e = T =

= ,.-...--""" “««..

([Artiste )

Announcement

We have opened offices and show rooms with
warehouse facilities in

THE BUSH TERMINAL BUILDING
130 WEST 42nd STREET
NEW YORK

showing L'ARTISTE PHONOGRAPHS in

regular and console models of unusual merit,
unequaled in tone, finish and design.

You are cordially invited to call.
Prompt and courteous service.

Good territory now open.

THE PHILADELPHIA SHOW CASE CO.

Room 845

THE BUSH TERMINAL BUILDING
NEW YORK
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GROWING SENTIMENT IN FAVOR OF ‘THE STEPHENS BILL

Measure to Prevent Misuse of Trade-marked Articles Will Be Brought.-Before Congress as Soon
as Railroad Legislation Is Out of the Way—Federal Trade Commission Formally Approve Bill

WasaincToN, D. C., February 5—The so-called
Stepliens bill, which it is claimed will prevent
the misuse of well-known trade-marked articles
as advertising bait to deceive the public, it is
now learned, will be actively pushed by its
friends as soon as Congress shall finally dispose
of the railroad and water power legislation now
in its last stages. For several years repre-
sentatives of wholesale and retail organizations
throughout the country, as well as manufactur-
ers, have been coming to Washington and urg-
ing the passage of the Stephens bill. It is said
that more than eight hundred national and state
associations of merchants are solidly behind the
measure and that only the intervention of the
war prevented its consideration two years ago.
The Federal Trade Commission, after exhaus-
tive hearings and prolonged investigation, has
sent two special reports to Congress recom-
mending legislation and formally approving the
Stephens bill. This has greatly encouraged its
friends in and out of Congress in confidence of
early action. The decision to resume active
work for the enactment of the bill was reached
after a series of conferences here this week and
the American Fair Trade League, which has
been directing the movement, today issued a
statement, through its Executive Committee,
composed of prominent business men and econ-
omists, setting forth the need for legislative
relief and calling for active work. The commit-
tee statement, as given out at the local office of
the League, reads as follows:

“The effect of the decision of the Supreme
Court of the United States in the Colgate case,
on the right of manufacturers to refuse to sell
and on the broader question of control of resale
prices, has been made the subject of controversy
to an extent that makes appropriate an exact
statement of the position of the American Fair
Trade League.

“The American Fair Trade League was
founded with the intention of bringing about
improvements in trade practices and laws which
should more amply protect manufacturers, pro-
ducers and dealers generally against unfair com-
petition, with special reference to that character
of unfair competition which has arisen because
of modern trade practices, particularly because
of the new form of good will and property
created through advertising of trade-marked or
branded merchandise, and the misappropriation
of this asset by unscrupulous merchants through
cut-price advertising of such merchandise, and
the serious injury, not only to the producers of

the article, but also to other persons engaged
in legitimate trade, as well as to the general
public.

“It is our belief that the American Fair Trade
League has been very effective in bringing about
a great change in the attitude of mind of the
public at large, and especially of legislators and
lawyers, with relation to this subject, and that
the clearer and better understanding now of
such matters is largely due to their efforts.

“The League, therefore, hailed with great
satisfaction, as a real triumph, the Colgate de-
cision, which has done much toward clarifying
the situation. There now seems danger that
sonie people may believe that the principle is
acknowledged and the case won and they may
rest upon their oars. Such is far from being
the case. It is necessary that the Colgate deci-
sion should be very much strengthened by ad-

ditional court decisions and its meaning clarified
before other tribunals will accept it as having
finally settled anything. As, for instance, fhe
Federal Trade Commission has not dismissed
the complaints which they have brought cover-
ing similar cases, maintaining that this decision
does not cover those cases; their attitude in
those cases will be very largely influenced by
the decision of the United States Supreme Court
i the pending Beech-Nut case.

“It is, mmoreover, our opinion that court deci-
sions like the Colgate and Beech-Nut cases,
while highly desirable to secure, cannot finally
dispose of the evil, as there are many forms of
business not able to readily avail themselves of
the principles there laid down. There can be
no complete, permanent settlement until the
principles involved in the Colgate and Beech-
Nut cases have been fully recognized and sup-
plemented by appropriate legislation.

“We, therefore, urge that our members relax
no efforts to secure the passage of the Stephens-
Ashurst bill, which has the endorsement of the
Federal Trade Commission.”

PROVES A GREAT TRADE PROMOTER

The Amplifone, Which Relays Music Over the
Phone With Distinctness, Grows in Favor

The Amplifone., a device perfected and pat-
ented by Carl R. Anderson and E. B. Knight, of
Indianapolis, Ind., has been established in Vic-
tor retail stores from coast to coast. Some of
the recent shipments made of this remarkable
record selling innovation have been to A. Ham-
burger & Sons, of Los Angeles, Cal, Rhodes
Bros., Tacoma, Wash., and His Master's Voice,
Ltd., Toronto. Canada.

A report from one of the Amplifone users,
speaking of the great clearness and distinctness
in which the instrument relays music over the
telephone, says that their Telephone Company
has arranged for installing a block of one hun-
dred plugs, which will allow one hundred peo-
ple to listen at the same time to any music
selection.

Another statement has been made to the ef-
fect that within a half an hour a record clerk
sold $22.00 worth of records among six custom-
ers by the use of the Amplifone. Canadian pat-
ents are being secured by the.Amplifone Co.
and a campaign is being planned to make knowi
the merits of this instrument from Canada to
the gulf.

Jay L. Chambers, superintendent of schools,
Providence, Ky., is a believer in the value of
music in education and has purchased several
talking machines for use in the local schools.

WANTED A MODERN PERIOD STYLE

William and Mary Design Was Too Costly ‘but
Mutt and Jeff Had the Right Appeal

The following story which reflects the manner
in which some people apparently regard period
styles in musical instruments or furniture, is
vouched for by a Fifth Avenue salesman, who
i5 too cautious, however, to have his name pub-
lished.

According to the salesman, the prospect caine
in to buy a period style machine for his wife.
“Here’'s a beautiful Louis XVI model,” said
the salesman, “and it's only $600.” “Too much,”
replied the customer. “Well, how about this
William and Mary design. Only $450?” said
the salesman. “That’s more than I want to
spend,” remarked the customer. *“Haven’t you
something in Mutt and Jeff for about $200?”

Needless to say this evidence of culture
caused the salesman to gasp.

FURNISHED A PATHE FOR MITZI

During the appearance of Mitzi in “Head Over
Heels” in San Francisco, at the Columbia
Theater, Byron Mauzy furnished a Pathé phono-
graph for use in the production. Manager H.
B. Savage wrote asking for a Pathé machine
and stated that he had selected it because it
best met the requirements demanded by the
show. The windows of the Mauzy store were
appropriately decorated, showing the actress in
scenes of the play and featuring the records used.

“His Master’s Voice

Ready for 19217

IT IS OUR EARNEST CONVICTION that the vx.lise Victor dealer of to-day
is the man who is so conducting his 1920 business that he will be a lap or so
ahead of the “average music dealer” a year from to-day.

Dealer—not at him.

We are preparing some plans that are tangible
and for which we invite your consideration.

Ask us to put you on our mailing list to receive
a new publication in which we are going to
talk better merchandising with the Victor

CLEVELAND TALKING MACHINE CO.

CLEVELAND, OHIO
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5 “He Pays and Smiles”

This letter is typical of the many
received bearing evidence of the
promise fulfilled.

.. Will You Smile with Him?

: OUR SERVICE
MAKES PAYING A PLEASURE

genial

€8

| Sectional

@ Record Racks
‘ Record
; . Sales Counters

““The proof of the pudding”

VAN VEEN
Bed Set

Installation

at
LANDAU
MUSIC HOUSE
Hazleton, Pa.

Demonstration Booths

Send for Details

It will place you under

Van Veen installations no obligations.

We will be pleased to
tell you of the many
fine points of the Van
Veen installations.

are built to your par-

ticular needs.

Musical Merchandise Department

ARTHUR L. VAN VEEN & CO., 47 West 34th Street, New York

Telephone Greeley 4749
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VERY ACTIVE IN CIVIC AFFAIRS

W. B. Glynn, Sonora Jobber, Re-Elected Presi-
dent of Saxtons River (Vt.) Board of Trade—
Prominent in Community Activities

At a banquet of the Saxtons River Board of
Trade, Saxtons River, Vt, Walter B. Glynn,
head of the Walter B. Glynn Distributing Co.,

. Sonora jobbers,
was re-elected
president of the
organization.
Mr. Glynn was
also elected a
member of the
i Board of Trus-
tees of the Ver-
mont Academy,
the scope of
which institu-
tion is being
enlarged.

At the meet-
ing of the Sax-
tons River
Board of Trade
a committee
recommend legislation to

was

appointed to
Congress in relation to deporting or punishing
revolutionist advocators, and a committee was
also appointed to investigate and report to Con-
gress such recommendations as they deemed
wise in relation to the incorporating of labor

organizations. Plans are under way to erect
a suitable memorial dedicated to the soldiers
of 1861-1865 and 1914-1918.

It will be seen from this that Mr. Glynn not
only has time to sell all the Sonora phonographs
that his company can possibly get hold of, but
also devotes a considerable portion of his time
to the civic activities of his community. Inci-
dentally, it may be mentioned that the Walter
B. Glynn Distributing Co. closed a record-
breaking business in 1919, their sales totals
being limited only by the available goods.

“HEARING” A PRIZE FIGHT

It is reported that the promoters of the
Dempsey-Carpentier fight are so obsessed with
the idea of raking in all possible coin as a re-
sult of the go, that they are soliciting bids from
talking machine companies for the privilege of
making records of the referee's count at the
knockout.

WILL ERECT ADDITIONAL FACTORY

National Vitaphone Cor‘p. Will Build New
Plant at Plainfield, N. J.—Company Has Just
Closed a Number of Important Contracts

In a recent chat with The World, C. B. Repp,
president of the National Vitaphone Corp,,
Plainfield, N. J., manufacturers of Vitaphone
motors, reported the closing of several impor-
tant contracts during the past few weeks. One
of these contracts, which was closed with a well-
known Canadian manufacturer, was consum-
mated after a thorough trial and test of Vita-
phone motors, and this Canadian manufacturer
will use these motors exclusively in his prod-
uct during the coming year.

In connection with these large contracts, Mr.
Repp stated that plans are now being drawn
for a new three-story -building, 80 feet by 175
feet, which will adjoin the present fac-
tory in Plainfield. The work on this new build-
ing will be started immediately, and Mr. Repp
is now making arrangements whereby this new
plant will prove of material assistance in giving
efficient service and co-operation to the manu-
facturers using Vitaphone motors.

SECURE LARGER FACILITIES

Kirkman Engineering Co. Arrange for More
Extensive Manufacturing Facilities in Order
to Meet Increasing Trade Demands

The great demand for K-E automatic stops
has necessitated the Kirkman Engineering
Corp., manufacturers of this stop, to secure
larger manufacturing facilities. Accordingly, on
February 1, 1920, they took possession of
their new buildings at 484-490 Broome street,
New York, where, with the greatly increased
facilities which will be available, they expect
to be in a position to meet all demands.

The Kirkman Engineering Corp. are now mak-
ing their plans for 1920 and agree to ship all
orders that are booked on the dates specified.

AUTHOR OF TECHNICAL BOOK

Samuel Wein, who is well known in the talk-
ing machine industry, has just written a very in-
teresting book entitled “Selenium Cells, and
How They Are Made.” In this publication Mr.
Wein has presented a number of technical facts
which will be quite valuable to those inter-
ested in the technical development of the talk-
ing machine industry.

PARKS & PARKS, Inc.

PRESERVE PHONOGRAPH RECORDS

WITH A

“TONAR”

TRADE MARK

RECORD BRUSH

Our special trealmeni not only removes the dust but lubricates the record so as to bring out the most
delicate tone qualities

It Not Only Cleans But Preserves the Tone

RETAIL PRICE, FIFTY CENTS

New York Oftice, C. E. Peabody & Co., 143 Chambers St.

TROY, N. Y.
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Time Money
Worry  Expense

Profits

Do you realize the many
advantages of purchasing
your accessories ~All From
One Source?”

For instance—One cus-
tomer estimated that he ef-
fected a saving of over 50
per cent in transportation
charges.

Prompt shipments are an-
other feature of our Service.
You save time because we
can ship promptly. We al-
ways carry large stocks on
hand.

You can save money by
confining your purchases to
us because we buy enor-
mous quantities and have a
tremendous outlet. You get
the benefit of this in cheaper
prices.

Buying troubles become
almost nil when you know
that whatever you want can
be bought “All From One
Source.”

Your profits are automati-
cally increased by our Serv-
ice because delays mean loss
of sales and that means less
profit.

Why not try us out to-day?

Send a sample order for
any of the items that are
featured in our advertise-

ments that follow in this is-

LAZA MUSIC

18 WEST- 20I* STREET
NEW YORK
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Eliminating the Overlapping of Tone Waves
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r imperfections in phonographic repro-
i have long been a matter of discussion
and study. They have been observed by critical
nsers. Those familiar with acoustics know per-

fectly the cause and effect, but have found diffi-
culty in supplying a perfect solution.

The trouble, as the critical listener will rec-
ognize it, is the seeming tangle or jumble of
sounds produced by one tone treading on the
tail of another, so as to give a slightly blurred
effect to the ivhole rendition, instead of the
sharp and clarified definition that the original
music would have. Skilled music men know it
to be the actual overlapping of tone waves, or
the sounding of a second note before the first
one has died out, so as to create a continuous
reverberation and produce the independent
waves that mar the perfection of the reproduc-

By EUGENE T. TURNEY, of the Crippen Co.,
o

LT

New York

R

tion. Through experiment, study and scientific
researches in connection with phonographic, tel-
ephonic, wireless and kindred subjects, not only
has the cause of this trouble been exactly de-
fined, but, I believe, an effective means of remedy-
ing it has been provided. This device has been
embodied and is receiving its first practical
demonstration in the Crippen Interpretone.

The exact nature of the device by which this
result is accomplished cannot be described with-
out going into a mass of technicalities that
would be unintelligible to any but an acoustical
engineer or other scientist. But what it does,
and why, together with the accompanying dia-
gram, will render the matter clear to the lay
observer.

What the device does in reality is to compel
each tone to keep its tail out of the way of

]
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Backing Up the Promise to Serve

With the Ability to Fulfill

During nearly half a

the promise.

better position to serve

Mahogany Lumber and Veneers

Today with all branches of the industry co-
ordinated under one organization we are in

Astoria Mahogany Company, Inc.
347 Madison Avenue, New York

Successors to

Huddleston-Marsh Mahogany Co.

century devoted to

the production, manufacture and distribution
of mahogany lumber and veneers this company
has built its wide clientele through backing up
the promlse to serve with the ability to fulflll

you than ever before.

Astoria Veneer Mills and Dock Co.
F. W. Kirch, Inc.

Alills and Yards, Long Island City, New York

44 North Market Avenue
Grand Rapids, Mich.

BRANCHES:

2256 Lumber Street
Chicago, IlI.

the next one, as the diagram shows very clearly
and simply. Described in technical terms, it
produces a high decrement in the diaphragm,
which. in plain words, means a rapid decrease or
diminution in the sound waves following the
striking of each note, so that the waves of one
reach the vanishing point before the next one
is struck. Thus each note, or tone, is given its

lih' gh Deerement l | Y l
i“’ i i‘ﬁ Frr

(Regular Phonograph)'

Low Decrement 4 V A E 1
Wi

(Crippen Interpretone)

Note interferencz on top line.
noninterference omn loser line.

The above diagram visualizes in a very simple manger
what bappens in the phonograph, or any. other miigiral
instrument, when one tone is sounded before the waves
created hy the last previous one have ceased to vihrate,
and explains the idea of one tome treading on the tail of
another. The lower figure shows how the Crippen Inter-
pretone governs the sound waves so that each _tone clears
the way for the one that is to follow.

own clear sound, all alone and unmixed w1th
any other sound, and then ends, leaving the
way clear for the same thing to happen to the
next one.

The device, therefore, does for the phonograph
precisely what the dampers do for the piano,
only in this case much more delicately and
perfectly, and what this means to phonographic
music all lovers of the instrument will readily
imagine in delighted anticipation.

MOVES TO LARGER QUARTERS

San Fraxcisco, Car., February 5—The San
Francisco offices and stock room of the \West-
ern Jobbing & Trading Co. California and
Western Oregon distributors of Emerson Gold
Seal Records, are now established in spacious,
well-equipped quarters at 115 Jessie street. The
fast-growing demand for Emerson records ne-
cessitated the removal to larger quarters, and
in its new home the company will place at the
disposal of its dealers carefully arranged con-
veniences for transacting record business.

RECORD YEAR FOR NEEDLES

The Brilliantone Steel Needle Co., New York
City, report that 1919 was the greatest year in
the history of their organization. The demand
for the various grades and styles of the Bril-
liantone steel needle has been exceptionally
large and the display case furnished for use on
the dealers’ counter has proven very popular.
B. R. Forster, president of the company, re-
cently returned from a trip to the Middle YWest
and reports conditions in that section are ex-
ceptionally fine.

E. J. CHAPMAN IN SOUTH

Edgar J. Chapman, head of E. J. Chapman,
\'ictor jobbers, Rochester. N. Y. is spending
the winter in Florence Villa, Florida. Mr. Chap-
man 1s accompanied by his wife. It is éxpected
that he will not return before Spring.

TALKING-MACHINE

CABINETS

FORTHE TRADE

GLENWOOD- CABINET MFG. CO.

S. E. Cor. 22nd and Glenwood Ave.
PHILADELPHIA, ‘PA.
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N. JERLAW IN ATTENDANCE

1420
1421,

UNTIL

CHICAGO, ILL.
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NEW YORK

FOR THE
BEST
QUALITY OF
TONE
CONSTRUCTION
FINISH AND

DESIGNS i

o

TPERFECTION

QUINCY, ILL.
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«* PHONOGRAPH %

N2

DAYTON, OHIO

O

{
New York Address

M. L. KESNER
47 W. 34th Street

Telephone
6251 Greeley

PRODUCERS OF

FOR THE

K ESNER & JERLAW
EXCLUSIVE PHONOGRAPHS

JOBBERS AND LARGE DISTRIBUTERS

Write for Prices and Particulars

/

/;UARANTEED
| AS TO
EQUIPMENT
AND
. DELIVERIES

OTSEGO, MICH.

100%
VALUES

Chicago Address

N. JERLAW
316 So. Clark Street

Telephone
2646 Wabash

’ MARCH 1st

\%

| WE GUARANTEE EVERY PHONOGRAPH
FOR THE PERIOD OF ONE YEAR AGAINST

ALL MANUFACTURERS IMPERFECTIONS

MODEL B

MODEL D

MODEL A

MODEL G

MODEL C

MODEL E
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Self-Service and Its Application to the Talk-
- iIng Machine Business . . -

=
=
=

These are thc days of strenuous merchandis-
ing. Production problems with resultant stock
shortages and the unprecedented high operat-
ing and marketing costs have put a burden on
the retailer that can only be met with new
selling methods and improved store equipment.

The salesflow personnel that worked to ca-
pacity a few years ago, although representing a
far greater expense to the dealer, has no equiv-
alent expansion in sales efficiency. In other
words, the dealer is paying considerably more
for the same volumme of business to-day without

| Columbia Hits? !
. Just Arrived

#o Select yours
P and the clerk
wHbwrap them

olumbia §§

e D

il

a

»

b

Solumbi
g«?m? Record
S

'Y

Self-Service Fixture No. 8

a proportionate -dncrease in cash receipts and
profits as talking machines have not been ad-
vanced in the same degree of percentage as
general merchandise.

The rapidly changing conditions, however, do

I

(i

A

By a Member of the Columbia
Co.’s Dealer Service Staff

e

selves. Where one man would be left in charge
of a large store or department with only a few
incapable assistants during a busy spell it was
only possible to take records from the rack and
deposit them with waiting customers, forcing

Self-Service System Used in Booths

not permit a general acgeptance of many of the
improvised devices and rather uncertain selling
plans that have been developed locally from
time to time. In fact, nothing resembling an
universal solution to the high overhead and
operating expeunses of retail merchants has been
presented, unless it is the “Self-Service Plan.”

Cash record business, admittedly constituting
75 per cent of the dealer’s revenue, and surely
representing the bulk of his overhead operating
‘expense, is the subject of first consideration
when means of relief are sought. The dearth of
good floor salesmeil during the war necessitated
dealers’ dependence on inexperienced and in-
adequate selling help and a greater reliance on
their customers’ willingness to wait on them-

the customers to play them alone and to make
selections without sales guidance or sugges-
tions. But this condition, although an un-
questionable detriment to sales, in its entirety,
did not come into existence without a redeem-
ing virtue nor pass without leaving a moral, Tt
was this: National advertising and its created
prestige for talking machine dealers, having in-
stilled a certain confidence on the part of the
buying public, put the product of well-known
manufacturers above suspicion of imperfection
and established dealers as an organization that
would “make good” dissatisfactions and even
exchange with willingness unheard records that
were found undesirable at home. It invited,
(Continued on page 45)
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57-65 Hope Streei, Brooklyn, N. Y.
501-509 Plymouth Court, Chicago, Ill.
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PHONOGRAPH |

T his instrument is created for the better grade of dealer who
desires to handle a phonograph that is distinctive and of
unquestionable superiority to those now on the market.

The Beacon tone is marvelously
sweet, the cabinets of an exclusive
design, and the motor and tonearm
of the finest possible construction
and workmanship.

There are five models retailing at

$70, $110, $150, $225 and $350.

PERIOD MODELS from $375 up

Dealers or jobbers, considering fran-
chises for 1920, should send in their
applications as soon as possible.

Petents Pending
Model No. 6, Price - - - . $110.00
Mahogany, Oak end Walnut

Beacon Phonograph Company

248 Boylston Street Boston, Mass.

Factories at Somerville and Waltham, Mass. |
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SELF-SERVICE AND ITS APPLICATION TO THE TALKING MACHINE BUSINESS—(Continued from page 43)

encouraged and actually created with the public
the “buy-without-hearing habit.”

Dealers who most felt the pressure of selling
expense and were ready to jump at any sug-
gestion that offered relief arranged their sales
floor with long counters and cumbersome bhoxes
of records from which customers might help
themselves and promoted the ‘“Self-Service

re¢ord by name or number the clerk would take

it from the raek, consider it sold, put it in a

delivery envelope, and concentrate his custom-
er’s attention and his own selling efforts on
another record.

Accordingly. "Self-Service’” and the buy-witl-
out-hearing plan took root with dealers the
country over aud not only presented immediate

Self-Fixture No. 8

Plan” for all it was worth. There was even
introduced at this juncture a personal selling
method which proved extremely efficacious to
dealers and thoroughly agreeable to the tra-

Up to this time the rule of handling a customer
had been to approach him as to what was de-
sired, to get that record from rack, take the
customer into a booth and play it. The cus-
tomer listened patiently and often decided that
the record he thought he wanted would not do
and consequently threw himself upon the sales-
man for “something better.” This, quite evi-
dently, was a roundabout. method of service
and a practice that could well be eliminated. In
the confusion of a busy day it would clog the
store machinery, reduce the effieiency of the
salesman and irritate the patience of customers.
The logical solution was this: WWhen a cus-
tomer would enter the store and ask for a

in Practical Use

advantages in actual reduction of selling ex-
peunse and a ready solution to the help problem,
but opened a wide channel of future sales de-
velopment.

In the analytical contemplation of the new
sales plan it developed that some sort of stand-
ard store equipment would be necessary to its
universal introduction and the dealer service
department. of the Columbia Graphophone Co.
was allotted the task of preparing a suitable
fixture for all of their dealers, one that would
he effective for the large department store as
well as for the small dealer.

The first efforts of the dealer service depart-
ment produced a small wall picture for booths
and sales corners that would display six records
of either the 10 or 12-inch size. equipped with a
caption card listing definite selections. This
fixture, known as the No. 7, went into the shop

of every Columbia dealer and further pointed the
way for *“Self-Service” on more elaborate
scale.

Attacking the proposition squarely, as it was
then represented, the acknowledged principles

of “Self-Servic 5 they existed in other lines
of business were taken to a ment and
enumerated as foll

1. The merchandise must be easily accessible
to patrc and mspect

2. A plain invita either in form the
disnl y oy
a a n 1 -3

SO o

th: it 1n
sel t time, I 2in C(
\ y o 1
quick selection by another

4 f- i
the personal attention 1 vho will be

alert to wrapping the choices of patrons and to
make change

5. Self-Service must not replace persomal
salesmanship—merely assist it and make per-
sonal selling attention (where this 1s liable to
burden customers with obligdtions to make
hasty selections) less odious or objectionable

6. A few articles conducive to a quick de
cision, but a large and liberal display mer-
chandise 1s more pleasing and interest com-
pelling to customers and invariably productive
of larger sales.

\With the proven success of the No. 7 fix
ture, the Self-Service idea was taken up vigor-
ously by the dealer service department and con-
sidered from every angle where it could afford
further reduction of overhead expense for the
dealer. The first fact to become apparent was
that a greater variety of records, a more exten-
sive selection, should be placed before the pa-
trons of the store. The second was that service
quick and effective, should be rendered “lie who
runs”; the man in a hurry who wants a few of
the best and latest records on his way home and
has no time to sit in a booth and hear them
played. The third was the need for a fixture
that would typify self-service, say “self-service”
in a glance and educate the public to the self-
service plan. Combining these three important
facts and eliminating the objectional features of
long tables, boxes or other cumbersome recep-
tacles, experiments covering several months
were made. The result is the No. 8 Self-Service
record display fixture picturea here. This is
an attractive, businesslike, well-balanced wunit
that looks all it is intended to be—a display
rack for customers. It is neat and symmetrical.
takes little floor space and will fit into the
decorative scheme of the finest shops.

Victor Dealérs—

will find in our new whole-
sale store every facility for
the marketing of

VICTROLAS

and RECORDS

Our New Location at
Penn Avenue and 12th Street

brings our wholesale department
to within one block of the
Pennsylvania Station.
Be Sure to visit the Model Victor

Sales Room on the first floor.

) L)
=) e GY The Firm Namec is.

v ‘ Our Address is

PITTSBURGH, PA. LU-FRANC SALES SERVICE
1202 Dime Bank Building Detroit

LUCKY NUMBER _WlNS BRUNSWICK

B. B. Lane, of LeRose, Il., was the holder
of the lucky number in the prize drawing held
on Christmas day at the music store of H. J.
Wernsman in that city. The prize was a Bruns-
wick phonograph and the lucky number 1099.

<

YOU'RE SLIPPING

up on a good odportunity to get acquainted with

a monthly cnvelope service for Victor dealers ex-
clusively. if you do not fill out this coupon and
mail it AT ONCE.

My Name is.
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Boston,

Birmingham,

E.

Albany, N. Y..... Gately-Haire Co., Inec.
Atlanta, Ga......, Phillips & Crew Piano Co.
Baltimore, Md....Cohen & Hughes

F. Droop & Sons Co.
Ala. Talking Machine Co.
Mass..... The Kastern Talking Machlune

Co.
Oliver Dltson Co.

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

Burlington, Vt....American Phonograph Co.

Butte, Mont. ....Orton Bros.

Chicago, INl....... Lyon & Healy

Cincinnati, O..... The Rudolph Waurlitzer Co.

Cleveland, O...... Cleveland Talking Machlne Co.
~om.. *The Colllster & Sayle Co.

The Eclipse Muslcal Co.
Columbus, O...... The Perry B. Whitsit Co.
Dallas, Tex....... Sanger Bros.

PATENTED DEC.II

leaps and bounds.

pr oﬁfs for them

Portable Victors

ered by patents.

1917

JTalking Machine CABINET

_Since’its introduction by Victor Dealers who were
first to recognize its profit possibilities, sales of
Lundstrom Converto Cabinets have increased by

Lundstrom “Converto”

More and more dealers all over the country are
daily realizing that its sale means substantlal cxtra

These extra profits are derived in two main ways
1) by the sale of Convertos to present owners of

by providing the Victor
P

Dealer a combmatlon of Standard Portable Victor
Instrument with a Converto Cabinet,
much more readily and at no higher price than low-
priced cabinet machines of unknown make.

The C. J. Lundstrom Mfg. Co.

LITTLE FALLS, N. Y.

which sells

-Cabinets are broadly cov-

Infringements will be promptly

prosecuted.

Denver, Colo...... ’l‘hecKnight-Campbell Muslic
0.

Des Moines, Ia...\Mickel Bros.

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

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

Houston, Tex..... The Talking Machine Co. of
Texas.

Kansas City, Mo..J. W. Jenkins’ Sons Music

Co.
Schmelzer Arms Co.
.Florida Talking Machine Co.
.0. K. Houck Piano Co.

.Badger Talking Machine Co.
.Revnqlds Music House
.Colllngs & Price Co.

. Philip Werleln, Ltd.
.Bmanuel Blout

C. Bruno & Son, Inc.

The Cablnet & Accessorles

Jacksonville, Fla
Memphls, Tenn..
Milwaukee, Wis..
Moblile, Ala.

Newark, N. J
New Orleans, La.
New York, N. Y.

Co., Inc,
Knickerboeker Talklng Ma-
chlne Co.
Omalia, Neb...... Milckel Bros. Co.

Converto
Wholesale Distributors

m........ Putnam-Page Co., Inc.

C. J. Heppe & Son.
The Geo. D. Ornstein Co.
Penn Phonograph Co., Inc.

Teoria,
Philadelphia, Pa.

H. A. Weymaun & Sou, Inec,
rittsburgh, Pa....W, I, Frederick Piano Co.
C. C. Mellor Co., Ltd.

Standard Talkmg Machine Co.
Portland, Me......Cressey & Allen, Inc.

Providence, R. X..J. Samvuels & Bro. Ine.
Rlchmond, Va.....The Corley Co.. Inc.
W. D. Moses & Co.
San Franciseo,
Lol TN e Walter 8. Gray

Sioux Falls, 8, D.Talking Machine Exchange
St. Paul, Miun....W. J. Dyer & Bro.
Syracuse, N. Y....W. D, Andrews Co.

Toledo, O......... Thec’l‘olcdo Talklng Machine

Wasbington, D. C.Cohen & Hughes ~
E. I'. Droop & Sons Co.
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Sybil Sanderson Fagan’s whistling of the “Nightin-
gale and the Frog” and her incidental whistling in
Prince’s Orchestra’s ‘Whistling Rufus” will make
you whistle at the size of your receipts.

Columbia Graphophone Co.
NEW YORK

(A-2838)

W. R. LONG WITH W. A. WATKIN CO.

Takes Post as Manager of the Columbia Graf-
onola Department and Record Service

Darras, Tex., February 2—W. R. Long has
been appointed manager of the Columbia Graf-
onola department of the Will A. Watkin Co.,

prominent music dealers of this city. Mr. Long,
who is an enthusiastic Columbia man, will also
have charge of the Watkin record service de-
partiment in addition to his duties as manager
of the Grafonola department. He has had a
great deal of experience in selling talking ma-
chines and has confined his efforts particularly
to the Columbia line. His appointment to the
position of manager of the Watkin department
is a recognition of his success as an expert in
the talking miachine and record field.

PREPARING 1920 PUBLICITY

The advertising department of the Somnora
Phonograph Co. has advised Sonora dealers that
during the current year they will receive adver-
tising material for display purposes far supe-
rior to that which has gone out in the past.
The large and small monthly posters which
have been sent to dealers rolled in a mailing
tube have been discontinued. Posters similar
to these may be sent occasionally, but will not
be included every month as in the past.

During some months, the service will include -

several pieces, such as the illustrated feature
cards which are now being sent out to dealers
as the first part of the 1920 service. This set
consists of ten individual cards, each of which
describes’ and illustrates in seven colors one
point of Sonora distinctiveness, such as tone
control, wooden horn, wooden tone arm, uni-
versal tubes, sound-box, motor, guaranty, bulge
design, etc.

. The F. A. Starr Co., Camden, N. J., has been
incorporated with a capital of $125,000, to manu-
facture talking machines.

TEMPERAMENT IN RETAIL STORES

Attitude of Proprietor Reflects Upon Sales
Force—Useless to Preach Ideas and Theories
If They Are Not Practiced by the Preacher

The pervading temperament in the store or
business institution really has its source in the
proprietor. It is all right to theorize on
courtesy and to lay out detailed instructions to
manager and salesmen of lines to follow in car-
rying out systematic courteous treatment. Still,
the important fact remains that whatever is the
natural temperament or disposition of the own-
er is likely to reflect itself clear through the in-
stitution to the most distant emplove.

This is a fact in business that is too often
overlooked. There are too many people who
think that they can make by precept whatever
temperament seems best for an institution. It
can be helped in this way, but after all it will
be found on careful analysis that the real tem-
perament of the business comes from the owner

or whoever has actual charge of it and his man-
ner or disposition will pervade the whole esfab-
lishment. It may not immediately affect every
man in the place, but between its effect on the
men and the natural selection in the course of
time of men in harmony with the owner in
temperament, it is the owner's temperament that
conies eventually to prevail all over the business
institution. [f you have doubts on this gues-
tion make a study of it, and you will likely be
surprised at the extent to which the disposition
of the owner controls: the temperament of the
entire place.

PATENT GRANTED FOR CLAY NEEDLE

And now we have talking machine needles
made of clay! It must be true, for a patent has
been granted. The inventor is H. R. Straight, of
Adel, Ia., who is said to have conducted a long
series of experiments. The Adel Clay Prod-
ucts Co. has been organized to make these
needles.

Created a Sensation at the New York Music Show

Backed Up By

40 years’ experience in manufacturing Musi-
cal Instruments and a “Gold Bond Guarantee.”

LAWSON UNIVERSAL DEMAND

Is Increasing Faster than Production

Agents’ Territory Allotments now being made as

fast as new business can be handled.
cation should not be delayed.

Lawson Wood
Tone Arm

LAWSON

UNIVERSAL

PHONOGRAPHS

Play All Disc

Records
BEST

with the

(Patented)

Your appli-

SOLD DIRECT TO DEALER AT JOBBER’S PRICES

LAWSON PIANO CO.

Executive Offices

372 East 149th St. NEW

Factory

YORK 2572 Park Ave.
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THE SEASON’S BIGGEST SELLER
THE PORTROLA
Plays All Records
Size 1314x13%x1034 inches.

Leatherette covered case made of 3-ply resonant
wood with leather handle and complete nickel trim-
mings and Record Compartment. Double Spring
Motor, Universal Tone Arm and Sound Box. TONE
CHAMBER especially constructed and throated from
tone arm to front of chamber, giving a full round tone
of very large volume.

Retail Price ...ovvieiniiiiiiiiiiniiiaininnennnes $30.00

PatPending

NO. 75 .

Height 34 inches, width 45 inches, depth 24 inches.
Georgian Design, Mahogany. The grace and charm,
the refined richness characteristic of the Georgian pe-
riod of furniture and decorative design, live again in
this superb World art model. The cabinet work, in de-
sign and execution, is true to the finest traditions of
old world craftsmanship. The beautiful selected woods
used in the cabinet enhance its artistic appearance. For
Gold Trimmings add $10.00 to net price. Price $375.00
including  War Tax. Add $3000 to net price for

-4CCLLIIC M"\.vl.
Add $15.00 to list price for Six Albums.
WRITE FOR DEALERS DISCOUNTS

Chicago
Jobbers

OkeEH

Records

COMPLETE
STOCK

Lateral - Cut
and
Hill-and - Dale
Numbers

WRITE FOR OUR NEW
CATALOGUE
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No. 175

Height 50 inches, width 213% Inches, depth 221/- inches. Made
in Brown Mahogany, Fumed and Golden Oak and Walnut
finishes. Equipped with World Patented Horn and the World
Improved Motor—Multiple-spring constant-speed and non-vibrat-
ing and mounted free from contact with resonating parts.
Adam Brown Mahogany finish furnished unless otherwise
specified. For Gold Trimmings add $10.00 to net price.
Price $175.00 including War Tax. Add $30.00 to net price
for Electric Motor.

Add $15.00 to List Price for Six Albums.
WRITE FOR DEALERS' DISCOUNTS

Pat Pending

No. 225

Helzht 47 lnches width 22 inches, depth 23 inches. Ma-
hog inut, also Fumed or Golden Oak finishes.
MOTOR—Mumme epring constant-speed non-vibrating and
mounted free from contact with resonating parts. Equlpped
with World Patented Bom nnd the World Improved Tone
Arm and Sound Box. For Trimmings add $10.00 to nei
price. Price $225.00 lncludlng er Tax. Add $30.00 to net
prlr‘e for Eleetrie Motor.

Add $15.00 to List Price for Six Albums.
WRITE FOR DEALERS DISCOUNTS

12-20 NORTH MICHIGAN AVE., CHICAGO
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SOME CONSTRUCTIVE SALES IDEAS ON MERCHANDISING

Frank Steers, of the Magnovox Co., Sonora Jobbers on Pacific Coast, Sets Forth Some Practical
Views on Talking Machine Merchandising—Cites Number of Interesting Experiences

Under the heading of ‘“Here Are Western
Ideas,” there appeared in a recent issue of the
“Sonora Bell” a very interesting interview with
Frank Steers, general manager of the Magnovox
Co., Sonora jobbers, San Francisco, Cal. Mr.
Steers, who was a recent visitor to New York,
gave practical and informative views regarding
the retail merchandising of talking machines
and records, stating in part as follows:

“On my way East I passed through a country
section in which there is a music salesman who
is cleaning up big money. He has a five-ton
truck and starts out on a Monday morning with
it loaded to the top with three pianos and six
phonographs. He travels around in out-of-the-
way places and usually returns on Saturday with
the truck emipty or with old exchanged instru-
ments in it and in the right inner pocket of his
vest are nine nice notes from farmers who have
been convinced that they need music in their
homes. This selling by auto-truck ts a con-
tinuation of the plans which put the sewing-
machine people on the map and, when increased
production makes it possible, will be applied
aggressively in the phonograph industry.

“A dealer will ind that by almost leaning over
backwards in an effort to treat his customers
squarely he will soon win a reputation that will
make his sales far greater than he would ever
deem possible. In one instance a $300 phono-
graph had been sold to a man and his wife.
One hundred and seventy-five dollars had been
paid on this when the woman sued her husband
for divorce.

“The phonograph salesmian went to repossess
the machine and was lucky enough to find both
husband and wife in at the same time. He
explained that they wanted to do the right thing
and asked the customers’ opinion of how best
to go about this. The man finally agreed that
the woman should take the phonograph. To
accomplish this, the $300 phonograph was re-
turned to the store and a phonograph for $175
was sent to the woman.

“This is a regular custom. Instead of repos-
sessing phonographs on which a part payment
has been made, the phonographs are taken back
and a new phonograph of a lower price, equiva-
lent to the amount already paid in, is substi-
tuted.

“In certain stores no records are allowed to
go,out on approval. It is cxplained to the cus-
tomer ‘that it is desirable always to furnish
brand-new records and this would not be the
case if it were permitted that records be re-
turned. Also, for sanitary reasons, it is bhest
that all records sent out should be on a perma-
nent basis.

“The external appearance of a store window
has a great deal more to do with tncreasing
trade than most people imagine, unless they
study the subject pretty carefully. It is a good
policy, if the store is large enough, to have a
special finisher go over the display stock early
each morning so as to have it glisten as it did
the day it came from the factory. The metal
work should be polished brilliantly and not
allowed to become dull and tarnished. A slight

effort in this respect will make salcs much easter
than they would be were this apparently trifling
point neglected.

“] can take you to a cobbler who sells no new
shoes, but merely repairs old ones. He has
some repaired shoes in his window neatly pol-

Frank Steers

ished and so carefully placed against a back-

ground of handsomely colored ribbons and vel-

vets that thcy look in much better shape than

the brand-new shocs shown at a nearby store.
(Continnwed on page 50)

otrola

will be backed up with
a big National Advertis-
ing Campaign during 1920

Ask your jobber to tell
you all about the big
profits other dealers are
receiving through the sale
of the Motrola, or drop
us a line direct and give
the name of your jobber.

- JONES-MOTROLA, Inc.

J 29 West 35th Street
New York City




THE TALKING MACHINE WORLD

Feeruary 15, 1920

Nobody knows how well the Hickman Trio
from Art Hickman’s Orchestra plays “No-
body Knows” and “Wonderful Pal” till they
hear them; then everybody knows. “A-2839.

Columbia Graphophone Co.
NEW YORK

———————

a

“LIVE” IDEAS ON MERCHANDISING

(Continued from page 49)

“Some years ago it was not uncommon to
have a business sell 50 per cent. records and 30
per cent. machines. At present it is not un-
common to find that records total only 25 per
cent. but that machines have advanced to 75
per cent. of the total sales. This does not
mean that the volume of record sales has de-
creased. In fact, they have greatly increased.
It only means that by studied effort the sales
of phonographs can be pushed to a very high
mark. It is not unusual for some stores in the
larger cities to take in $100 a day in records
at retail.

“On phonograph sales in the West it is
possible, through proper salesmanship. to make
60 per cent. of the sales for cash. An 8 per
cent. interest charge is made for time payment
accounts. The advantage of the 5 per cent.
cash discount when clearly explained to cus-
tomers results in many cash sales. It is well to

point out that a 5 per cent. discount means $5
saved on $100 so that $5 saved is really 54 per
cent. of the $93 purchase price.

“It is becoming more and more the custom
for reputable houses to charge interest on in-
stalment accounts and the public is becoming
Guite used to it and is making no complaint.

“People like to trade with a store that not
only looks good but feels good. During the
influenza epidemic one store I know of dis-
infected the store with powerful germicides four
times a day. One substantial sale was traced
directly to this. A woman came in to look
over some instruments and finally bought one.
She confided to the salesman, ‘I was standing
outside vour store and it smelled so clean and
fresh and healthful that I decided I would come
in here to look at the phonographs you handle.’

“One feature of store construction which it
would be well for dealers everywhere to re-
member is that booths should preferably be of
glass throughout or of glass in the upper por-
tions so that anyone inside the booth can look

Grade “D"” Cover with No. 3 Straps.

Ward’s Khaki Moving Covers

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-PATERSON HARDWARE CO0.
Salt Lake City, Utah

OHIO SALES CO.
Beckman Bldg., Cleveland, Ohio

Pittsburgh, Pa.

THE REED CO.,

CHAS. H. YATES
311 Laughlin Bldg., Los Angeles, Cal.

W. D. & C. N. ANDREWS
Buffalo, N. Y.

THE C. E. WARD Co.

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

Also Manufacturers of Rubberlzed Covers
and Dust Covers for the Wareroom}

237 Fifth Avenue

over the entire store. A glass booth makes a
small booth look considerably larger than it is.
It lets in more light and adds to the apparent
comfort. No curtains should be placed on
these booths, as women customers desire noth-
ing that savors of privacy and like to be- able
to see over the entire floor and to be seen.

“Some of the most successful dealers are
frankly advising purchasers of new phonographs
not to buy too many of the popular hits. The
reason is simple. If a person plays a popular
song too long he generally gets tired of the
song and of the phonograph as well, which
means a decrease in record sales.

“Sometimes when customers conie*in and
complain that the phonograph does not seem
to sound as well as it did when they bought it,
we analyze the trouble as being a not uncommon
disease of overplay-itis. \We ask them whether
they have been playing the phonograph con-
stantly and they admit that they have. We tell
them that they have been playing it too much.
‘Go home,” we say, ‘and give the phonograph
a rest for a couple of weeks. It will sound all
right when you start to play it again’

“Some customers who have a trifle reluctantly
followed our advice to purchase the more seri-
ous records have, in a comparatively short time,
become ‘high-brow’ music lovers of the first
grade and the percentage of quality music to
popular has shown a steady increase in favor
of the former.

“In many stores it is customary to have a
central stockroom from which records for dem-
onstration are secured. Progressive stores are
abandoning this plan and furnish to each sales-
man an individual album containing one or
two dozen records, which will be most favor-
ably received. This not only means a saving
in time, but it makes certain that records will
be played which sound best on the phonograph
and will not make it necessary to rely on sug-
gestions by the customer as to what should be
played because the records which the cus-
tomer suggests may be all of one type or may
not fully bring out the beauties of the instru-
ment and of the records.

“Evervone likes to get something for nothing,
especially if it is useful. Some stores are either
giving away or selling at a very low price a
record brush made out of carpet. This has the
store’s advertisement on the back and is gladly
received by the store’s patrons.”

INTERNATIONAL MOTOR

is the silent running motor, built in Canada, on the
right principles, best of material and correct work-
manship. It is not a cheap imitation but a bigh-
class production, manufactured by

INTERNATIONAL MACHINE & MFG. CO., LTD.
111 Adelaide St. W. Toronto, Canada

COTTON FLOCKS

.+ FOR,.
Record Manufacturing

THE PECKHAM MFG. C0., XEWARE N5,
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REG. U. S. PAT, OFF,

Paramount
latking

Machine

Select PARAMOUNT PRODUCTS to supply your

customersin 1920, because you can give them RECORDS
and NEEDLES of the same name as the INSTRU-
MENT, under the same trade mark and guarantee.

X—$%$100.00

XV—$125.00

EXCLUSIVE TERRITORY OPEN

WRITE FOR YOUR OPPORTUNITY
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Paramount
Records

Solve the Record problem. Eliminate the necessity of apologizing and

explaining that the instrument you are selling will play all Records. Sell the

PARAMOUNT TALKING MACHINE and its component the
PARAMOUNT RECORDS as well as the necessary accessory
PARAMOUNT NEEDLES.

XXX—$250.00

XXV—$2006.00

XX—$165.00

Paramount Talking Machine Co.
PORT WASHINGTON, WIS.
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COLUMBIA GRAPHOPHONE CO. BUYS FIFTH AVENUE SITE

Building at Thirty-fourth Street and Fifth Avenue, Now Occupied by Columbia Trust Co., to Be-
come Permanent Headquarters of Columbia Graphophone Co.—To Be Enlarged

The Columbia Graphophone Co. has pur-
chased as a permanent home the Columbia
Trust Co. Building,- located on the northwest
coriter of Thirty-fourth street and Fifth ave-
nue, New York, held at $3,000,000. Nine addi-
tional stories will be added to the present struc-
ture, bringing the total amount of the invest-
ment close to $4,000,000.

The property, which consists of a four-story
structure on a plot fronting 69.9 feet on Fifth
avenue by 100 feet on Thirty-fourth street, was
sold by Max N. Natanson, an operator, who
bought the land and building from the Colum-
bia Trust Co. on November 25, 1919,

McKim, Mead & White are preparing plans
for the additional stories, which, when com-
pleted, will be occupied as the executive offices
of the Columbia Graphophone Co.

The corner, which was formerly the site of
the famous A. T. Stewart marble mansion, was

Delivery Envelopes

Art Series— New Designs
NEW LIST OF RECORDS

Every 60 Days

We Will Be Pleased to ]
Play Any of Them for You
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